
The NAR Profile of Buyer and Sellers…
Is your model in tune with the consumer? 



Does your model keep 
you in business or 

busyness?
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So…What Does This Mean?

1. While agents are focusing on new techniques to get in front of the 
consumer via social media, the numbers tell us that social media is 
not a huge generator of new business.
2. Seller clients are aging due to the low interest rates of 20/21.  
Rate conscious sellers are staying put.
3. As sellers age, traditional methods could make a return.
4. If you are going to spend money to generate business, GOOGLE 
(list side), ZILLOW (buy side) SOI (both) are the top plays
5. Bottom line…GET BACK to the BASICS!



Join us April 30th

Lead Generation…
What was old is new again!



Presenting Your Value to a
Buyer Client

Thank You!
For more information please visit

waynefredrick.com

Madeline
Admin@stfconsult.com

417-860-4903

Wayne@stfconsult.com
417-838-9944

http://www.waynefredrick.com/
mailto:Admin@stfconsult.com
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