Who’s your number one Realtor?

June 18, 2006

Dear Dave: I am bemused at the number of Realtors trying to persuade me that they are the ‘number one’ in their field. I see so many advertisements for number one Realtors that I am wondering if you can tell us who really is top of the totem pole?

Answer: I was on the 9th Avenue park strip last evening watching some 7 year olds playing soccer. A little boy in baggy pants, not much bigger than a grasshopper, hit one lucky ball through the improvised goal posts and I heard his mother scream ‘Number One!’

It is so easy to move numbers around on paper in order to impress an audience. The passion to be number one on the totem pole has gotten out of hand, especially in real estate, and you now find Realtors more excited about advertising their faces (albeit from an old photograph) and their own estimation of rank, rather than advertising the property of their clients.

Your number one Realtor is whomever you scream for when the goal is scored. She may be fresh out of real estate school, or a mature aged gentleman who simply was kind to you when you needed help, but they are your ‘number one!’

Marketing has become so aggressive these days that, on television and in print, the person looking for your vote has turned into an image-maker rather than the innocent individual simply kicking the ball. Just like political polls, whose results can be manipulated by changing the way you ask the questions, ‘number one’ can be made in a day.

I urge you to compare your Realtors for character and expertise, not just by their commercials. In fact, if you have a good short story, send it in to me, and we might be able to publish it here. The world desperately needs true heroes and quality leaders in all fields of human experience.

Dear Dave: Last weekend we looked at a house for sale in Anchorage, in a good subdivision built in the 1970’s, at over $300,000. The price per square foot worked out at $171! Don’t you think this is outrageous when you can buy new construction for $170 per square foot?

Answer: Since your question is about outrage, my answer is ‘No’. Outrage has to do with a reaction bordering on violence; that is – out of rage. You should never be surprised at the effect of market forces in a free enterprise economy. The people making prices this high at the present time are not the sellers, but the buyers.

If enough people refuse to pay the $171 per square foot for the existing home, its price will come down. In fact, the market is turning in the buyers’ favor this year as interest rates rise and there is a softening in demand for homes compared to supply. Just make a reasonable offer and see what happens.

New construction is still in high demand, but prices there are driven more by the cost of materials. A builder is operating under a ‘cost plus profit margin’ theory, whereas an individual selling their own home is just looking for the highest price possible.

I want to stress another point, overlooked by many. There is a preoccupation in Anchorage with ‘price per square foot’. Price per square foot is a narrow mindset that can arouse your emotions unnecessarily.

It may surprise you to know that, in some places, price per square foot is never discussed when deciding the value of real estate. Location, ambience, presentation of the home, and market forces are greater factors in determining what your real estate is worth than price per square foot.

Valuing real estate on a square foot basis is like valuing a newborn baby by its technical data. Are short, heavy boys with black hair worth more than tall, red-headed girls with a cute smile? You tell me! The value of real estate is not what the appraiser calculates, not what the municipal assessment reads, not what the comparative sales indicate – the value of real estate is what a purchaser is willing to pay!

Dear Dave: Perhaps you can help us resolve this situation. We recently purchased a multi-family property in Anchorage. There were numerous cottonwoods around the building, which were causing drainage problems on our roof. We had all of them cut down on our property. The neighbor in the adjoining property also has a very large cottonwood whose base is on his property, but it also has a significant amount of branches and growth onto our property, specifically over our tenants’ cars in the parking lot. We asked him if he would trim it back and he responded that he is not responsible for it. Just curious, what is your take?

Answer: When you acquire real estate, you obtain title to the land between certain legal boundaries all the way down to the center of the earth, everything permanently attached to the land (buildings, trees and shrubs), and the air space above that land as far as your eye can see.

This ownership is only affected by federal governments rights to mine for uranium in the event of a nuclear war (U.S. Patent), and federal air rights of navigation for aircraft. In fact, some owners of real estate have sold their air rights to developers – e.g. Railroad might sell air space above the tracks for a shopping mall.

Since the branches on your neighbor’s cottonwood are in your air space, and he won’t remove the offending tree, go ahead yourself and cut off the branches in your real estate air space.

