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Speaker 1 (00:00):
You are watching Drive with NAR, the REALTOR® to REALTOR® series powered by REALTOR® Magazine. Tune in as real estate professionals talk tools of the trade and share stories of inspiration. Get ready to step up your business. I'm your host, Marki Lemons Ryhal. Today's episode is sponsored by Get.REALTOR® the top choice for REALTORS® to boost their brand and attract more leads. With a custom REALTOR® domain and turnkey website, you'll instantly build trust with clients. It's quick to set up your site, goes live in five minutes, preloaded with your information and it's easy to customize. Plus your first year is free visit Get.REALTOR® today to elevate your real estate business. Although housing inventory is slowly improving, you likely have clients who are frustrated with the lack of options on the market. They need reassurance that their dream of home ownership isn't lost. What do you say to put them at ease?
(01:03):
And better yet, what can you do as a real estate professional to spur inventory solutions in your community? I welcome two solution-driven real estate professionals for this discussion. Stephen King is an agent with Realty Connect, USA on Long Island in New York. And Corwyn Melette is a broker with Exit Realty Lowcountry Group in Charleston, South Carolina. I'm so happy to have both of you here to talk about this important topic. So let's jump right into it. We know inventory has been low for a long time and it's making it difficult for buyers to find a home. What are the inventory challenges you are seeing in your market and how are consumers responding? Corrin?
Speaker 2 (01:51):
So thank you Marki. Thank you for having me on. So inventory challenges I would say are somewhat the norm across the country. Within our market, we're seeing, I believe, challenges similar to what everyone across the country is, which is affordability for the working class people within a community. In our area, I refer to it as the come heres and the been heres.  You have people that have been within the Charleston region for all their life, their family, they grew up there, they went to school there and they never left. And those are our working class, our working folks. They are sorely challenged within the current market to find affordable housing options or find options that allow them to achieve home ownership, if you will at all. That is what we're seeing in our market where we have the come heres, the people that come into the market that are coming in with more technical jobs, they're coming in with higher incomes and therefore they have impacted our real estate market locally to where housing prices have skyrocketed. So again, that sets a precedent and creates a challenge to people who have been in the community for all their lives where they now are unable to achieve or otherwise to sustain home ownership.
Speaker 1 (03:12):
Stephen,
Speaker 3 (03:13):
One of the unique things about my region here on Long Island is that there's nowhere left to go. We cannot build out our region in 360 degrees and we have not been for the past 10, 15 years. There's not much more land to develop. The only way to go on Long Island is up, which is extremely expensive. Take a look right at Manhattan. So for our area that has left inventory particularly low. And so for our first time home buyers, it's really led them to one of two options. Either go the route of the co-op route where they're purchasing more affordable options for a shorter period of time, building equity to where then they move on to a home or for most of Long Islanders. What that has meant is just taking more time to prepare for this process, sitting with professionals like myself a year in advance to go over exactly what they need to do in terms of qualifications, down payments, closing costs, so that way they can prepare as early as they possibly can. And from my standpoint, that has really been the best solution.
Speaker 1 (04:34):
Corwyn, you got involved in a new housing development in your area to bring more affordable options to buyers. Tell us about the project and how you got involved and what advice do you have for other real estate professionals who want to be a part of inventory solutions in their markets?
Speaker 2 (04:51):
So Marki, you're referring to North Bridge Town. So North Bridge Towns is a 20 unit affordable slash workforce housing development. It was developed by a local nonprofit bridge North Charleston. So this project is two and three bedroom town homes under a condo regime. So local nonprofits within our area are involved in affordability issues. They're part of the discussion, but more importantly, they also work to be a part of the solution. So Northridge, they pull together a group of agents and interviewed them for marketing of this project. I fortunately, if you will, won the opportunity to be their agent to market these homes. In turn. What happened after that was a discussion on who they were going to serve. They had gotten $1.5 million in ARPA funds, which are federal funds that were put on the streets, if you will, during covid to help with sustaining housing. They use these funds to create housing opportunities. So this money was embedded into the development and the construction of this project, and in turn, what happened was the creation of new homeowners, people that otherwise thought they would not be able to own
Speaker 1 (06:14):
Corwyn. And I'm sure that that idea could filter into numerous other communities across the country. Stephen, you sold the first 3D printed home to be listed on the MLS. How did you get involved with that transaction and do you think 3D printed homes are a viable inventory solution for the future?
Speaker 3 (06:34):
I am a big fan of 3D printed homes, especially in the market that I'm in here on Long Island, New York, the first time home buying price point is $600,000 with roughly $12,000 a year in taxes and then $3,000 a year in insurance. So affordability here on Long Island is very, very, very high. Now, with that being said, 3D printed homes, really the value to that is its ability to build at a much faster speed, producing a higher quality structure, all for a lower price. Now one of the difficult parts about 3D printed homes in Long Island New York is that Long Island is one of the most regulated states in the country and there's a lot of legislation that would have to get passed in order for the building codes to allow acceptance to the way these homes are built. Usually we have with stick framing, you have a property that's erected in a couple of days and then inspection and then conduits inspection, electrical, plumbing inspection. There is no inspection process in the building code to inspect a home that's being printed in 48 hours. And so there's a lot of legislation that would have to be adjusted in order for that to be successful here on Long Island. Whereas down south in states like Texas or the Carolinas or Florida, they've been much more accommodating at the state level for legislation and allowing that construction to be built at a fast pace the way it's meant to be.
Speaker 1 (08:24):
Oh, you know what? I was at the IOI summit and there was a company in the REACH program that also built home and they're scaling very fast, which lets me know that as a FPC, we have work to do as we've moved forward to ensure that these houses can be built or erected or dropped off in states like New York. Today we're doing a quick q and a session about Get.REALTOR® the ultimate website solution for real estate professionals. We've been getting a lot of questions about how it works, so let's dive right in. First up, what exactly is Get.REALTOR®?
Speaker 4 (09:09):
Great question. Get.REALTOR® provides agents who are REALTORS® with custom professional websites ending in REALTOR®. It's designed specifically for an agent who wants to stand out online and generate more leads. So how easy is it to set up a website on Get.REALTOR®? Super easy. We've taken the guesswork out of websites. You can have a website all about you in just five minutes plus it's customizable and user-friendly, you don't need tech skills. Sounds like a true time saver. Now, is it really effective for members of looking to grow their business? Absolutely. With Get.REALTOR® website, you immediately build trust with clients, plus the professional design helps showcase your expertise and services. What makes Get.REALTOR® websites different from other website solutions get REALTOR® is the only place you can get a website ending in REALTOR®. It immediately tells the world who you are and what you do. That's huge. And I heard members get a pretty sweet deal. That's right. Agents who are REALTORS® get their first year free when they sign up at Get.REALTOR®. A fantastic opportunity to try it out risk free. That's amazing. So if you're ready
Speaker 1 (10:18):
To take your real estate brand to the next level, head over to Get.REALTOR® and get started today. Low inventory is especially problematic for first time buyers, many of whom are struggling with affordability. What are you doing to help first time buyers meet their goals? You know what, I was on a call last week with down payment resources and realized that 31% of all deals that do not close could have benefited from down payment assistance. What are your thoughts on this?
Speaker 2 (10:54):
So Marki, one of the things that I notice and I see oftentimes is that from the professional standpoint, we feel that we know certain things and by default we assume that others know the same, whether we picked it up or gleaned it from social, whether we picked it up and gleaned it from some ad or what have you that went by. So there's a general assumption, but we have to stop and be the actual professional. And I tell agents, I tell real estate professionals all the time that you don't just go into your doctor's office and say, Hey, cut off my toe or cut off an appendage or what have you. There's a consultation that takes place and during that consultation, it is an opportunity for not only for rapport to be built, but also for the professional in that instance, a doctor or what have you to or specialist to bring to you a conversation educating you on not only the condition but the possible outcomes as well as the procedures in real estate. We should be doing the same thing with our consumer. We should be sitting them down and talking with them about possible outcomes, their desired outcome and what processes we may need to employ in order to get them there. So education is a key to a successful real estate transaction, but also for successful real estate relationship.
Speaker 1 (12:15):
Stephen, when it comes to education on Long Island, how are you seeing it benefit buyers in your marketplace?
Speaker 3 (12:25):
I love that question because it's such a vital part of my process when I'm working with a client. I would consider it the most important part of the process. I come from the philosophy of I like to empower my clients to show them the value of real estate. The real estate has changed my life from an investment standpoint, and I want that to have the same impact to my clients. And the way that I do that is, yes, it's difficult for first time home buyers right now, but I also believe it's worth it. The way we operate is with every buyer, we sit them down and we like to work with buyers a year before they think they're ready and we sit them down and we show them how to go about this process. We educate them on exactly what is coming down the pike, what expenses to prepare for.
(13:16):
We educate them on down payments, how that impacts their mortgage payments, their closing costs. And we also, as a priority of ours, we set them up with a team of professionals to work with over the course of six to 12 months. So that way, while they're preparing their finances, they're preparing them with the people who are going to be walking through the process with them. And so that includes having the best bankers in my market that are able to do the best of the best products and educate the clients to all of their possibilities. And I like to connect them with those professionals as soon and early as possible so that way they know exactly what they're walking into and can prepare properly or I like to say perfect preparation over the year leading up to their purchase. And that is my way of combating the affordability crisis
Speaker 1 (14:11):
To help real estate professionals prepare. NAR has the first time buyer series and earlier today I had the opportunity to be with the woman's council and we talked about the fact that today more homes actually have a pet than they have children, and we've seen a substantial increase in single women and unmarried couples purchasing. All of this information allows us to come back and put that local hyper-local spin on our marketing, having all of these tools at our fingertip and we're able to update our marketing. How can real estate professionals get their ideas for inventory solutions to the table, either at the association level, in their community or in some other way? What role can we take to alleviate some of the inventory and affordability issues? Stephen, we're going to start with you on affordability and incentives that you might see.
Speaker 3 (15:19):
I think from my standpoint, the best thing NAR or any of these associations can do is empower the state level organizations, obviously the same way the federal government works, where they empower their states to make the decisions that are best for their regions. I feel that should be the same case with our associations because the state level associations and the local organizations are much easier for us as real estate professionals to reach and to be able to speak to and have impact and change. At the end of the day, New York is a different region. Long Island is a different region from other parts of the country. And so as they to us, and the best way for us to be able to have an impact is for us to have access to our local organizations that can have a state impact.
Speaker 1 (16:15):
Corwyn?
Speaker 2 (16:17):
Leadership before me and our local and state always told me that we need to have a seat at the table. If not, then we risk being on the menu. So we need to be active, we need to be involved definitely at our association, that's where the conversation begins. How can we work collectively and in concert, move the needle on housing affordability and housing options within our region or our area? The next step is legislatively, we need to be involved, need to show up to the city county council meetings, need to show up at the State House and make it known that we are advocating for this, not only for us, but for everyone, for our consumers, for those who may have children, or those who may have people that are relocating to the region so they have an option to make a stake and have a stand and have a place to call home. Private and public partnerships move the needle substantially on housing affordability. Those partnerships create unique opportunities to change the landscape within our communities to impact and empower people at a level beyond comprehension today. So that is where we as real estate professionals have the ability to march in each one of those lines, to have a presence at each table to make sure that we can keep housing affordability and housing options on the menu.
Speaker 1 (17:48):
Let's stay on the menu because we want to be able to leave a legacy of homeownership. Stephen and Corwyn, thank you for joining us today. I appreciate you for sharing how we can be a part of the solution to help solve low housing inventory. Everyone, thank you for tuning in. Thank you for joining us at Drive with NAR, the REALTOR® to REALTOR® series. Tune in every month at magazine.realtor/drive or subscribe wherever you watch your podcast. Find more tips to boost your business@magazine.realtor.
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