
4.4 How to Explain The Real Estate Cycle 

The AIM 
 
The Real Estate Cycle concept is one of your major building blocks. Much of the remainder of your 
presentation builds from this point. The idea is to start at the beginning of the cycle, just after the 
12 o’clock position, when your client may have just purchased their home. Continue to lead them 
clockwise around the cycle, allowing them to understand the differing moments in time and what is 
happening at that point in their lives. 
 
Go through the first quarter when they live in and love their home. Maybe they are putting their own 
stamp on it with renovations, additions, upgrades, etc. This is the "honeymoon phase." 
 
 “In today’s world, meaningful differences between businesses are rarely rooted in price or 
product, but instead in customer experience.” 
 ~Jay Baer, Youtility: Why Smart Marketing Is about Help Not Hype 

 
At some point (the 6 o’clock position in the diagram) some change starts to occur in their lives - 
such as more kids than bedrooms, the kids move out, or they want to upgrade or downsize. All of 
these factors start to multiply until finally in the last quarter they start thinking about, and 
eventually make, a selling decision. 
 
This is the most stressful time of the cycle and the worst time to be making crucial last minute 
decisions about renovation and maintenance priorities, let alone who your REALTOR® is going to 
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be! The absolute worst time. The ultimate decision to sell the home is generally a time of 
significant stress and pressure. 
 
 
  
 
According to one survey, selling your home is more stressful than being fired from 
your job, breaking up with your spouse, or becoming a first time parent 
~DailyMail, 2014 

 
Moving is the third most stressful event in life, behind death and divorce 
~Worldwide ERC 

 
 
 
Why? This part is crucial. You need to illustrate for your clients how most people go about picking 
a real estate agent at this time, and why it is fundamentally wrong. Most homeowners at this point 
get two or three real estate agents to come in and give them a value for their property. They find 
these real estate agents through a friend of a friend, park benches, ads on the radio, or other 
marketing material. Perhaps they also call the last agent who they bought from, but the point is 
that most people do not have an in-depth relationship with their real estate agent and they are 
unsure of what their home is worth. 
 
Too many real estate agents overprice as a motivating “carrot.” Many of us have seen this type of 
strategy in practice and we know what comes next for the homeowner if they chose to work with 
this agent: a swift price reduction. To summarize, during the most stressful time of the 
homeownership cycle, most sellers are interviewing agents for the first time without having a 
strong understanding of the value of their property. 
 
Conversely, the HIA® IMPACT educates the homeowner throughout the real estate cycle so that 
they can make their selling decision with confidence, having a pre-established range of values that 
their home will likely sell for. Knowledge for the homeowner is power! The absence of this 
knowledge can place them in a weak position when working with what is most likely the most 
valuable asset they will ever own. In summary, the AIM is to explain the pitfalls of making a 
decision in the fourth quarter, contrasted with the benefits of gaining value and knowledge from 
their HIA® over time. 
 
 
The Benefit and the Confirmation 
 
The main benefit to the Homeowner is simple; they will gain knowledge throughout their ownership 
of the home, not only at the point of sale. They will be familiar with their home’s value, history of 
maintenance, and community trends, to name a few. This knowledge strengthens their position, 
allowing them to make more informed real estate decisions. When the time of sale does finally 
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arise, the homeowner has the knowledge to price their property properly and will likely not have 
unrealistic expectations. They will know market conditions and trends prior to entering the sales 
process and will bear those numbers in mind. 
 
Once you explain the benefit, you can look for confirmation from your client at the same time by 
asking questions such as the following: “Wouldn’t it be better if you knew the person entrusted 
with your most valuable asset?” “Wouldn’t it be better if you didn’t have to rely on agents who you 
don’t know, who don’t know you, to educate you on the value of your home?” “Wouldn’t it be better 
to go into the decision phase of the cycle knowing what your home is worth?” “Wouldn’t it be better 
to make important decisions about who to trust while you are not under stress?” A great way to 
follow up these questions would be with a statement similar to, “Our IMPACT takes care of all that. 
Let me show you how!” You could also consider adding: “Wouldn’t it be better to work with 
someone you know will be with you after the sale closes, continuing on as your real estate 
advisor?” 
 
 
The Benefit to you, the HIA® 
 
All real estate agents compete in the fourth quarter. It is what we have been conditioned to do. 
Why swim with the “sharks?” An HIA® has learned to swim where the sharks don’t swim. Show the 
homeowner what it is that you can provide to them in the first three quarters and teach them how 
you are more valuable then they think or know. What do you provide to them in the first three 
quarters? We will tell them that on the next two slides. 
 
 
 
Case Study: The Fourth Quarter 
Below is a real example of a fourth quarter listing presentation and sale result. 

 

Background 

A couple in their mid-forties was looking to move from one town to another and therefore needed to sell 

their home. They did not have an HIA® Advisor so they did what is rather typical, they asked around to see 

if one of their friends could recommend a real estate agent. Upon chatting with a friend, they were given 

the name of a recently new real estate agent however as they were contemplating such a large financial 

decision, they decided to also bring in the well-publicized “local expert” as well as another real estate 

agent which they had seen on some advertising recently. 

 

Listing Presentation 

The couple called each of the three agents in to view their home and return with a subsequent Listing 

Presentation. The first agent to present was the one who they had found via advertising, the second was 

the “local expert” and the third was the real estate agent referred by their friend. 
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As the referred real estate agent completed her presentation, the couple told that real estate agent that 

they really loved the presentation and that they would be in touch shortly. 

 

The Winning Real Estate Agent 

That evening the couple called the referred real estate agent and indicated to them that while they really 

liked the professional, they would be listing their home with the “local expert”. Disappointed the referred 

real estate agent pressed a little further and asked, “What was the key difference?” The couple responded, 

“Price.” 

 

The “local expert” suggested the couple list their home for $675,000, while the referred real estate agent 

and the advertising real estate agent had both suggested approximately $600,000…a $75,000 difference. 

 

The “local agent” signed the listing agreement on a Sunday night, calling the very next day, Monday 

morning, telling the couple that they would need to lower their price. 

 

The Final Outcome 

The couple ended up selling their home for $600,000, as anticipated by the other two real estate agents, 

however the “local expert” won the listing by suggesting a much higher (some would say unrealistic price) 

earning that professional the commission.  

The couple had to endure a couple price reductions and several stressful weeks while the property sat 

stagnant on the market. 

 
 
 
Case Study Final Thought 
 
One can only wonder what would have happened had this couple been HIA® Homeowners. 
However, we think they would never have believed their home would sell for such a high price and 
laughed the “local expert” (if even brought in) out the door! 
  



 


