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Lori

Balancing Act: Nurturing Business While Living Fully

Centerville, IA

loribogle@boglerealty.com

lori_bogle

TOMX

BOGLE

Homes sold: 153

GCI: $566,727

Volume: $18,614,880



LORI BOGLE
BALANCING ACT: NURTURING BUSINESS WHILE LIVING FULLY

BROKER|OWNER® - BOGLE REALTY, CENTERVILLE, IA



It’s important to focus on what 

truly drives our success and how 

we can create more time for the 

activities that matter most.

Focus On What 

Matters



• 2012
• $55,000

o 3 Bedrooms – 1 Bathroom

o Built in 1920

o 1,104 Sq Ft

o 2 Car Garage

o Total Sales: $825,000

o GCI: $12,375

AVERAGE HOME PRICE 

CENTERVILLE, IOWA

• 2023
• $128,000

o 3 Bedrooms – 2 Bathrooms

o Built in 1942

o 1,384 Sq Ft

o 2 Car Garage

o Total Sales: $6,062,977

o GCI: $181,889



Bogle Realty -

2015I believed in my potential and 
knew that I could build 
something remarkable!

I needed to sell at least $5 
million in Real Estate. 

Challenge Accepted!

Place an image here



“There are two main areas you need to focus on: 

• Money making actions for your production.

• Money making actions for your business.”

- Coach Carl Rizzuto



Bogle Realty 

Bloomfield
Just as we started with our coach 
in 2022, we opened our office in a 
second location!



1. Time 
Management

Time Management is crucial. 

Block mornings & evenings as 

time to maintain communication 

with both past and present 

clients.

KEY STRATEGIES

2. Recruiting 
& Training

Created a 90-Day Onboarding 

Program that helped grow our 

team from 5 to 17 agents. Setting 

agents up for success 

independently.

3. Policies and 
Procedures

Implemented tools, created 

policies and procedures, and set 

up monthly meetings to maintain 

open lines of communication 

between offices and all agents.

4. Hire More 
Employees

Expanded our team with 

additional in-office employees 

that have been invaluable and a 

game changer for us. Don’t be 

afraid to hire help!

5. Create Goal 
Boards

Established goal boards to 

include sales, listing and closed 

property goals, as well as yearly 

office goals that are monitored 

weekly and reviewed monthly.



Goals:

Focus on income-producing activities

Shift Your Focus

Spend 80% of your time on income-
producing activities

Spend Your Time Wisely

Spend Your Time Wisely
Spend 20% of your time on production-
supporting activities

2024 Goals:

$30 Million In Sales | 250 Transactions

I believe we are on track to hit 
$40 Million in sales for 2024.

Current GCI is $473,253



Sometimes you need to go down so 

you can go up. 

Taking a step back can set the stage 

for greater growth and success before 

you can leap forward.

The “J Curve” 

Effect



What we now have TIME 
for• Community events and sponsorships

• Community youth sports events

• Donating meals for youth camps and programs

• Local county fairs

• Annual Thanksgiving Pie Day

• Christmas charcuterie boards to attorneys, 
lenders, and vendors

• Christmas and Thank You cards

• Closing care packages

• Pop-Bys

• More time for listings and marketing with 
passion

• Quality conversations with clients

• Hosting a monthly first-time homebuyers 
workshop and sellers consultations

x

x

x

x

x

x

x

x

x

x

x

x



· Income producing activities

· Delegating wisely

· Investing in your team’s growth

· Taking a step back

· Leaping forward

I encourage all of you to focus on:

In closing…



Broker|Owner® - Bogle Realty

LORI BOGLE

641-856-7002
LoriBogle@BogleRealty.com

Licensed in IA & MO

lori_bogle



April

Turning Passion into Precision

Auburn, CA

april@goldgroupus.com

april_noessel

TOMX

NOESSEL

Homes sold: 56

GCI: $531,660

Volume: $23.496M



April Noessel

5 Years to 
Rockstar: 

Goal-Setting 
Systems
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April Noessel



Kole

Shifting Gears: From Only Buyers to a Listing Powerhouse

Marco Island, FL

kole@bartosgroup.com

koled

TOMX

BARTOS

Homes sold: 39

GCI: $1,074,989

Volume: $44,139,667



Shifting Gears
From Only Buyers to a Listing Powerhouse



Kole Bartos

7 Years in Real Estate in Southwest FloridaX

2023 Volume: $64M+ Pending and ClosedX

YTD Listings Taken: 45 ListingsX

@koledb



Back in 2017

At 18 years old, I officially got 
my license.

Would you hire this guy as 
your agent?



● Change Your Mindset

● Become Proactive

● Master Lead Sources

● Position to Win

So How Can 

You Do It?



Agents stop themselves from 
making calls either because 
they are afraid to, feel they 
need to over-prepare, or just 
flat out don’t want to.

You are your own biggest fan 
AND your worst enemy.

Change Your Mindset



Becoming proactive involves:

· Roleplaying every day and learning to move past objections

· Making calls every day

· Triple dialing

A buyer’s agent is reactive. A listing agent is 
proactive.

Become Proactive



Top Listing Agent Lead Sources:

· Call-Arounds / Expired Listings

· Retargeting Database

· Listing Launch

· Multiplier Effect

You Don’t Have to Buy Leads to

Be a Listing Agent

Mastering Lead Sources



Top Listing Agent Strategy:

· Video Email with Key Information

· Be the Knowledge Broker

· Know Your Client

· Ask What is Most Important

· Follow Up

Setting the Appointment is Only Step One

Position to Win



● Change Your Mindset

● Become Proactive

● Master Lead Sources

● Position to Win

So How Can 

You Do It?



Align with your customers. 
Give them options. 

Be their advisor.



Jim Rohn

“You are the average 
of the five people 
you spend the most 
time with.”



Kole Bartos & 
The Bartos Group



Optimizing Instagram for Lead Generation

Cantersville, GA

jenny@jsateam.com

the_real_jenny_smith

TOMX

SMITH
Jenny

Homes sold: 58

GCI: $506,880

Volume: 17.6M



Optimizing Instagram 

for Lead Generation

Jenny Smith

Small Market / Big Goals



No market 

is too small 

for BIG 

results.

Cartersville, GA
Year To Date:

24 Buy Side

34 List Side

Total: 58
On Track: 120



● 95% instant credibility. 

● A competitive listing by 

the time we get there.

If they see our videos..



Are You Ready For The Secret 
Sauce?

We know why 
agents get 
fired…

Sellers always blame 
the agent for not 
marketing enough.

We have solved it.



Batch Film Your Listings

Plan.

Step 1 Step 2

Video shoot at the house with 

the team – typically 2.5 hrs.  

Step 3

Create a 90-day video marketing plan.

Our goal is 9 videos giving us content 

every 8 days for the 12 weeks. 

90-Day Marketing Plan



This “Secret Sauce” brings in two types of 
clients:

“We are firing our 
agent to hire you!”

Client 1:

Sold 6 of these homes 

this year.

“We are calling because we see your 
videos.”

Client 2:

Sold 22 of these 

homes this year.

PS… Our videos bring in buyers too.



What should I film?

Nature Kitchen Best Features

1 Just listed + 8 other videos



Jenny Smith
Let’s connect! Scan here



Kaleb

Mastering the Art of the 10-minute Buyer Consult

Houston, TX

kaleb@thekmteam.com

kalebrmonroe

TOMX

MONROE

Homes sold: 86

GCI: $591,115

Volume: $22,613,065



Who Is This 

Kid?
• 23 y/o in Houston, TX

• $90M+ in Career Sales – Lic. Since 2020

• Serial Real Estate Investor

• Leader & Owner of The Monroe Team

• Viciously Aspirational



Mastering the Art of the
10-Minute Buyer Consult



People don’t care how much 
you know until they know 

how much you care.



• Be Fearless

• This initial call is to dig deep into the wants/needs of our client.

• There is also no question we leave unasked.

o “How much money do you make?”

o “How much do you have saved?”

o “Where is your credit score hovering?”

Very First Conversation - BEFORE The Consultation

The First Contact



• You are the professional.

• Drive conversations to a positive 

outcome.

o Not only for you, but more 
importantly, the client.

• The person who asks the 
questions, controls the 
conversation.

Set the Tone for the Relationship

• Always ask 3 questions 
deep.

• Rapport Building on Steroids

o “How is your day going?”

o “Great! What has been the highlight 
of it?”

o Take it one question further based on 
response.



You have built rapport. This part should feel like catching up 
with an old friend. Here are the KEY POINTS to hit:

1. You and your UVP

2. CliffsNotes version of yesterday’s and today’s market

3. NUMBERS, NUMBERS, NUMBERS

4. Marriage agreement

THIS is Your Time to SHINE

Your 10 Minutes of Fame



Place an image here

What is your unique value proposition? This 

section of your appointment should be brief 

— but make a big impact.

First impressions are everything and can 

either make or break the trust someone has 

with you.

What can you guarantee to your client 

without fail? In a world where nothing is 

really new, we must know how to present 

ourselves in the best way.

You and Your 

UVP



Yesterday and Today

Place an image here

76% of Americans say today is a bad time to 
buy a home… So the 24% of folks shopping are 
either not watching the news or don’t care 
about rates.

x

We know, you don’t know where rates are 
going. But giving a CliffsNotes version of the 
last couple years gives more context on today.

x

Explain & show proof about your clients 
WINNING in today’s market and why!

x

Showing real results of what it is like in a 
working relationship with you during the 
conception of that relationship gives you 
influence and undeniable trust. 

x



The Numbers
Provide value by explaining:
- Earnest Money
- Option/Contingency Fees
- Inspection & Appraisal Costs
- Down Payment
- Closing Costs

“The numbers” doesn’t have to be monthly payments, 
but giving value on the funds it costs them along the 
way breaks a barrier in you & the client’s relationship.

Preface that these numbers are super rough 
estimates and a placeholder so they know what to 
expect as we go.



Whether a NAR settlement was reached 
or not.

You should have been getting a 
representation agreement signed.

On top of that, we certainly should not 
have been scared to present it.
- You are a professional
- Professionals have agreements
- It helps establish clear expectations
- Makes you married

Buyer Representation



Instagram

Connect with Me!
Contact Info



Secrets of a Million Dollar Marketing Team

Irvine, CA

tinatan@tinatangroup.com

tinasellsoc

TOMX

TAN
Tina

Homes sold: 12

GCI: $609,850

Volume: 21M



Tina Tan
Secrets of a Million Dollar Marketer



About 

Me● Year 1: $25k GCI 

● Year 3: $590k GCI

● On track for $1M by year-endPlace an image here



Place an image here

• Came to real estate from a sales background.

• My motivation stemmed from my own 
challenging first-time home buying experience 
in 2021.

• June 2022, I got my license.

• Hosted open houses for other agents. 

• Only a handful of guests would walk in.

• Which led me to start questioning, “WHY?”

My Journey



Use social media to build awareness and hype.

In 2021, I had only 4000 followers and I wanted to 

let everyone know I was going to start a new 

career.

Example: Record other agents’ open houses and 

model homes with my iPhone. I would post stories 

everyday.

Secret #1: Leverage Social 

Media



Social Media Strategy

Create Hype videos for  “Coming Soon”

31 HELIOTROPE COMING SOON TEASER - Only Yours - Adelyn Paik.mp4

http://drive.google.com/file/d/15di4rtAsKIRDtEPuJuV1dJSWLd8LTpbd/view


Marketing Strategy

Start early: Build awareness 
2-3 weeks in advance

x

Document and share open 
house highlights

x



OVERDELIVER to create exceptional 

experiences.

Example: $15k investment in marketing for 

my very first listing.

Event planner, caterers, musicians, bartender, 

and videographer.

Secret #2: Create 

Exceptional 

Experiences

Tina Tan Broker Open 2.MP4

http://drive.google.com/file/d/13y4p1c6qppLlQmGfCcZPPgIVfLNIEym9/view


Exceptional Marketing 
TacticsEvent planner, live music, catering, video productionx

Branding: Flyers, signs, and branded materialsx



● 50+ brokers at my first broker’s open

● 200+ guests in 2 days

● Record sale price

● 10 days on market

● Increased IG following

● New leads from neighborhood

● My very first farm!

Results from 

Overdelivering



Place an image here

Consistency in quality builds a powerful 

brand.

Repeated success through memorable 

events, social media, and news coverage.

Secret #3: Become a 

Recognizable Brand



Building Your Brand

Consistent quality across all interactionsx

Showcase skills and talents repeatedlyx

I wanted to be known as the agent that 
throws awesome events and breaks 
records

x



Fast Forward to 
Today

Branded goodiesx

Live entertainment and catered eventsx

Over 100 brokers attend each broker’s openx

Over 500 guests in the 1st weekend of each 
open house

x

31 HELIOTROPE BROKER OPEN RECAP REEL - Sabrina Carpenter - Espresso.mp4

http://drive.google.com/file/d/1rJQ-r8OCbZWEL5JatAVDfVgfX8QtbtpE/view


Creating Unforgettable 
Moments 

Core memory closing day x

Personalized gifts for all my 
clients

x

3202 VERMONT CLOSING REEL - Song_ Lazarus Drug.mp4

http://drive.google.com/file/d/1CcPGWvMhnm8lhyR2hIJeeH36Hd9hNVt2/view


Key Takeaways

Use social media to build hype x

Create exceptional experiences 
that people want to talk about.

x

Become a recognizable brandx



“Fortune favors the brave.”
Matt Damon



Let’s Connect!

@TINASELLSOC



Jurnee

Coordinator to Team Leader: Fast-Track to Success

Clarksville, TN

jurnee@jurneehometeam.com

jurneehometeam

TOMX

GILLETTE

Homes sold: 45

GCI: $361,340

Volume: $13,145,750



From Coordinator to 

Team Leader: Fast-Track 

to SuccessJurnee Gillette



● 2017: Started as a TC.

● Dec 2019: Became a licensed agent.

● 2020: Sold 30 homes, top 10% in my 

market.

● 2022: Started Jurnee Home Team.

● 2023: Broker of Benchmark Realty.

Jurnee Through 
Time



Choose people who inspire and uplift you.

■ My husband

■ My family and friends

■ My coach

■ Tom Ferry ecosystem

■ Brokerage with exceptional leadership

Build Your Support System



● Timeblock your ENTIRE day. 

● Commit to business-generating tasks.

● Show up consistently.

● Prioritize hard work

Master Your 

Calendar, Master 

Your Success



Nail Down Your S.O.P.s

Build Systems and Processes Early
● Tasks performed consistently and to high standards help maintain the 

quality of service provided to clients.

x

Scalability
● As business grows, processes are already documented and can be 

replicated by new hires.

x

Win Client Trust and Loyalty
● Consistent and high-quality service builds client trust and satisfaction, 

leading to repeat business and referrals.

x



Educate the Consumer

Be the Knowledge Broker

● Share insights on social media.

● Create video guides for your clients.

x

Master the Forms and Legalities
● Have a thorough understanding of all the 

necessary documents and their legal 
implications in real estate transactions.

x

Make Education a Key Part of Your Value 
Proposition
● People want to know that you are always 

learning more about the industry so you can 

serve them better.

x



Be Consistent

Strive to maintain consistency across all tasks.x

Relentlessly work your lead pillars.x

Target your ideal client on social media.x

Stay committed despite delayed results.x



Listen to Your Coach

Do the homework and implement your 
coach’s advice.

x

Embrace the hustle; trust the process.x



Focus on Relationships

Strive for the 5-star Google Review
● Rank higher when consumers are doing their research.

x

Partner with Vendors Who Align with Your Values
● You are who you surround yourself with. Find vendors who work as 

hard as you do.

x

Deliver Exceptional Customer Service to Buyers and Sellers
● Be the agent they will refer to their friends, family, and colleagues.  

x

Love On Your Community
● Local business spotlights on The American Dream.

x



Don’t Compromise Quality Over 

Quantity

Select team members who share your 
core values.

x

Avoid hiring "energy sucking 
vampires."

x

Nurture those who contribute to 
your vision.

x

Protect your reputation.x



Always Be 

Growing

Draw Inspiration from Successful Individuals
● Follow successful people

x

Tap into the Tom Ferry Community for 
Motivation
● Contribute to the ecosystem 

● R&D

x

Leverage Relationships to Unlock Big 
Opportunities

● Choose people who will say your name in 
a room full of opportunities.

x

Align with a Brokerage That Has Strong 
Leadership.
● Guidance, mentorship, and support are 

crucial.

x



Your Keys To Success

1. Build Your Support System

2. Master your Calendar

3. Nail Down Your S.O.P.s

4. Educate the Consumer

5. Be Consistent

6. Listen to Your Coach

7. Focus on Relationships

8. Choose Quality Over Quantity

9. Always Be Growing





From Click to Close: 
Mastering the Art of Long-Term Lead Nurturing

2024 Closed Units: 779 YTD.

2024 Closed GCI: $9,371,200 YTD .

2024 Closed Volume: $331,802,625 .



Why Agents Fail:

● Giving Up Too Soon

● Lack of a Follow-Up Plan

● Over-Reliance on Automation

● Inconsistent Communication

● Not Adjusting the Approach

● Failing to Provide Value

● Ignoring Lead Behavior



Did you know that 80% of sales are 
made on the 5th to 12th contact…

…but 48% (nearly HALF) of salespeople 
never follow up after the first contact?



According to the National Association of Realtors, 
the average conversion rate for internet leads is 

less than 1%  . 

However, agents who implement a robust long-
term follow-up strategy can see their conversion 

rates increase to 
5-10% or EVEN HIGHER. .



Currently Under Contract

162 UNITS  … HOW “HOT” WERE THEY?

LAST 30 DAYS .

4%
1-3 MONTHS .

17%

3-6 MONTHS .

25%

6-12 MONTHS .

32%

12+ MONTHS .

22%



Lexi’s Case Study: Lead Came in 9/2021 ! 

$16k GCI .



Lexi’s Case Study: 2024 Closed GCI

CLOSED (YTD)



Lexi’s Case Study: Conversations and DIALS

CONVERSATIONS (YTD)

6153



FOLLOW US!

@DJANDLINDSEY  .

“ONE-CLICK” SHOWING AGREEMENTS .



Gino

Start Strong: The Ultimate Morning Routine for Success

Irvine, CA

ginoblefari@homeservices.com

ginoblefari

TOMX

BLEFARI
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ROUTINE







self.

.



















MY EVENING
ROUTINE

















WHAT WILL YOUR SUCCESS 

STORY BE WHEN WE MEET HERE 

NEXT YEAR?







































































































































Meredith

The Viral Listing Strategy

Gaithersburg, MD

mfogle@yourcoach.com

200K

FOGLE

Homes sold: 25 

GCI: $568,160

Volume: $21,200,000



The Viral Listing Strategy
How to Turn 5 Listings into 45



1,479,710

Agents

1.5 Million
Agents



1,497,710

Agents

4 or Fewer
Listings



4 or Fewer
Listings

1,497,710

Agents

197,591
Agents

4 – 45 Listings



197,591
Agents

1,497,710

Agents

4 or Fewer
Listings

4 – 45 Listings

45+ Listings 5,239
Agents





Viral Listing Strategy Flywheel





Place an image here

Lorem ipsum dolor sit amet, consect etur 

adipiscing elit, sed do eiusmod tempor 

incididunt ut labore et dolore magna ali qua 

boorvdu. 

Ut enim ad minim veniam, quis nostrud exerc 

itation ullamco laboris nisi ut aliquip ex ea 

commodo consequat.

Lorem Ipsum











Highnote

Prelisting  

Presentation





Make My Listing Famous Marketing 
System



Open House
The Mega



Lorem Ipsum

Lorem ipsum dolor sit amet, consectetur 
adipiscing elit sed do eiusmod tempor incidi 
dunt ut labore et dolore magna aliqua. 

Lorem ipsum dolor sit amet, consectetur 
adipiscing elit sed do eiusmod tempor incidi 
dunt ut labore et dolore magna aliqua.Place an image here

565 Aguajito, Carmel CA
$3,800,000



$34,000,000

Adamo Ranch – 1,200 Acres







Your success
is determined by

what’s inside YOU.

Steve Harney
Founder, Keeping Current Matters



Presented by David Childers, Keeping Current Matters

Market Update: Answering the 

Questions on Consumer's Minds



New York Times
August 23, 2024



Jerome Powell
Chairman, Federal Reserve (August 22, 2024)

The time has come for 
policy to adjust . . . 



Most Economists Expect 2 Cuts This Year
Number of Federal Funds Rate Cuts Expected This Year, July 17-23 Poll

Source: Reuters

16%

73%

11%

0-1 2 3+



Mortgage Rates Are Declining
Weekly Averages

Source: Freddie Mac

6.95 6.89
6.77 6.78 6.73

6.47 6.49 6.46

July August



The Drop in Mortgage Rates

Source: Freddie Mac, Mortgage News Daily

April 2024 Now
Loan Amount: $400,000 Loan Amount: $400,000

Mortgage Rate 7.52% 
(04/25/2024) Mortgage Rate 6.44% 

(08/26/2024)

Monthly Payment $2,802.34* Monthly Payment $2,512.51*

Difference in Monthly Payment: $289.83
Difference over the Life of the Loan (30 Years): $104,338.41

*Principal and Interest Payment. 
Total Monthly payment may vary based on loan specifications such as property taxes, insurance, HOA dues, and other fees. Inte rest rates used here are for marketing purposes only. 
Consult your licensed Mortgage Advisor for current rates.



Mortgage Rates and Projections
30-Year Fixed Rate, As of 8/26/2024

Sources: Fannie Mae, MBA, NAR, Wells Fargo
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Generally, the rate-cutting cycle is not 
one-and-done. Six to eight rounds of 
rate cuts all through 2025 look likely.

Lawrence Yun
Chief Economist, NAR



What’s Ahead?



2025 Total Home Sales Forecasts
In Millions, as of 8/26/2024

5.4 5.3 5.2
5.7

Average of All 3 Fannie Mae MBA NAR



2025 Home Price Forecasts
Percent Appreciation as of 8/26/2024

2.6

4.4 4.3

3.2 3.0 3.0 2.9

2.3
1.9

0.6
0.3

Average of
All 10

Goldman
Sachs

Wells Fargo HPES Fannie Mae Morgan
Stanley

MBA Zelman &
Associates

NAR Freddie Mac Moody's



When it comes to the real estate forecast for the 
next 5 years, I’m cautiously optimistic… 
I believe we’re going to see a lot of ebb and flow over 
the next 5 years — some highs, some lows, but overall, 
a healthy market. Prices should continue to rise, though 
more slowly, and buyers might enjoy more options as 
inventory expands. 

Dennis Shirshikov
Adjunct Professor of Economics, City University of New York



CONFUSION LEADS TO FEAR

FEAR LEADS TO PANIC

PANIC LEADS TO PARALYSIS



HOW WILL THE ELECTION 
IMPACT THE HOUSING MARKET?



Al Lord
Founder and CEO, Lexerd Capital Management

Presidential election years affect the national 
housing market and mortgage rates through 
three interrelated channels: uncertainty, policy 
expectations, and consumer confidence . . . 



Seasonal Drop in Sales Sharper in 
Presidential Election Years
Percent Change in Actual Monthly New Home Sales, October–November 

Source: BTG

-9.8%

-15.0%

Non-Presidential Election Years 1963–2019 Presidential Election Years 1963–2019



TYPICALLY



Home Sales Went Up After 9 of the Last 11
Presidential Elections
U.S. Annual Existing Home Sales

Source: HUD, NAR

Election Year Year After
1980: 2,973,000 1981: 2,419,000

1984: 2,868,000 1985: 3,214,000

1988: 3,594,000 1989: 3,290,000

1992: 3,431,000 1993: 3,737,000

1996: 4,167,000 1997: 4,374,000

2000: 5,173,000 2001: 5,335,000

2004: 6,778,000 2005: 7,080,000

2008: 4,110,000 2009: 4,340,000

2012: 4,660,000 2013: 5,090,000

2016: 5,450,000 2017: 5,510,000

2020: 5,640,000 2021: 6,120,000



Existing Home Prices Went Up After
7 of the Last 8 Presidential Elections
U.S. Annual Median Sales Price of Existing Single-Family Houses Sold

Source: NAR

Election Year Year After

1992: $105,500 1993: $109,100

1996: $122,600 1997: $129,000

2000: $147,300 2001: $156,600

2004: $195,200 2005: $219,000

2008: $196,600 2009: $172,100

2012: $177,200 2013: $197,400

2016: $235,500 2017: $248,800

2020: $296,700 2021: $350,700



New Home Prices Went Up After
10 of the Last 11 Presidential Elections
U.S. Annual Median Sales Price of New Single-Family Houses Sold

Source: Census

Election Year Year After
1980: $64,600 1981: $68,900

1984: $79,900 1985: $84,300

1988: $112,500 1989: $120,000

1992: $121,500 1993: $126,500

1996: $140,000 1997: $146,000

2000: $169,000 2001: $175,200

2004: $221,000 2005: $240,900

2008: $232,100 2009: $216,700

2012: $245,200 2013: $268,900

2016: $307,800 2017: $323,100

2020: $336,900 2021: $397,100



Mortgage Rates Decreased Leading Up to
8 of the Last 11 Presidential Elections
Change from July to November of Recent Election Years

Source: Freddie Mac

Election Year Change Difference

1980 12.19% to 14.21% +2.02%
1984 14.67% to 13.64% -1.03%
1988 10.43% to 10.27% -0.16%
1992 8.13% to 8.31% +0.18%
1996 8.25% to 7.62% -0.63%
2000 8.15% to 7.75% -0.40%
2004 6.06% to 5.73% -0.33%
2008 6.43% to 6.09% -0.34%
2012 3.55% to 3.35% -0.20%
2016 3.44% to 3.77% +0.33%
2020 3.02% to 2.77% -0.25%



Bankrate

For most Americans, election results will 
have little direct effect on their income 
and therefore should not significantly 
impact their decision to buy or sell a 
home.



Don’t wish it were easier, wish you 
were better. 
Don’t wish for fewer problems, 
wish for more skills. 
Don’t wish for less change, wish 
for more wisdom.

Jim Rohn
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