Creating Hotsheets


Creating Hotsheets

MLXchange provides various hotsheet types for added flexibility:

• Days Back Hotsheet – tracks changes to the market from today up to 14 days

back.

• Personal Hotsheet – tracks changes to the market since the last time you ran the

personal hotsheet search.

• Previous Personal Hotsheet – shows the most recent previous personal hotsheet

information. This option only appears after you have done two personal hotsheet

searches.

• Home Page Hotsheet – tracks changes to the market since yesterday. A summary

of the Home Page Hotsheet appears in the lower left corner of the home page. This is the hotsheet to use if you are interested in working Listings that are newly Expired and Cancelled. 

To create a Hotsheet report:

1 Click the Hotsheet menu item near the top of the screen. The Hotsheet page

appears.
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2 Select a Hotsheet type. If you select Daysback Hotsheet, you must also select the

number of Days Back from the adjacent list.

3 To create a hotsheet report using new criteria, select the hotsheet Sections you

want to see (e.g., new listings, price changes, etc.), the Property Type(s), and the

Area(s). All fields are required.

NOTE! To select multiple values for a field, hold down the Shift or CTRL keys while clicking. To select all values for a field, double-click anywhere in the list.

4 To create a hotsheet report using previously saved hotsheet criteria, select Load

Saved Criteria from the Action list and click the arrow button.

5 Click Count. The Count button label changes to Results, and the Hotsheet

Matches section displays the number of matching listings for each section. Revise

your criteria based on this information if necessary.

6 If you want to be able to quickly load the same hotsheet criteria next time, select

Save Criteria from the Action list (bottom left side of the screen!) and click the arrow button. The hotsheet criteria is saved.

Hotsheet

7 Click Results. The Hotsheet Search Results page appears, showing the list of

matching records.
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8 To view the different types of hotsheet results (e.g., new listings, price changes,

etc.), select an item from the Selections list.

While more limited in some ways, the Hotsheet Search Results page is very

similar to the listings Search Results page. Refer to the Customization handout for Search Manager section for more information on changing the Search Results view, viewing listing details, printing search results, e-mailing listing reports, mapping listings,

creating driving directions, and creating column layouts.

Ok now let’s step into the Real REALTOR® world for a moment: After you have set up your Home Page Hotsheet and you see the results you may “refresh” at anytime of the day and see new listing information.  


Before you decide to spend anytime investigating contact information let me save you some time. Remember the I Bubble? We first introduced you to this handy little tool in the MLX 1 Class. Today I want you to use it to go to the history or the listing to see if it has been re-listed by the old listing agent or a new one has slipped in before you got to the Seller. Hover over the I Bubble and move slowly to the right until you are on top of the little clock with the yellow arrow that points to the left. Click on it. If the top line has an A in status move to the next listing, this one has been re-listed!

If not, then print the history, then return to the I Bubble and print the Tax Roll. The owner’s name is on this page. (look towards the top right and center of the page.)  Next print the old listing and examine it carefully, try to determine if there is a reason based upon the work of the last agent, that might explain why this property didn’t sell. So now you should have three documents printed for any listing that you plan to work on:

1. The history of the property. (What happened to it, while it was listed by the other office?)

2. The Listing (I like to print the Report that includes the map and the photos of the property too) To see if the property is in the right position on the map.

3. The tax rolls to see the name and mortgage information for the Seller. 

You might want to refer to my “10+ reasons why a property doesn’t sell” to give you some ideas.  Ok now you are going to scrutinize the information. Your plan is to understand why that particular property didn’t sell. Price is sometimes the last reason why a property doesn’t sell. It isn’t always that the property is overpriced as the reason, contrary to popular belief!!! If you take a couple of minutes and try to actually find this listing by using a usual search and a map search you may see the reason pretty quickly. IF you need help with this come back and take another basic MLXCHANGE 1 class or take the Listing Maintenance Class MLXCHANGE 3 to learn more about the data entry fields. When you have identified possible reasons why it didn’t sell, call the Seller “Hi my name is: ___________ I’m with _____RE. (ooops forgot to tell you how to get the phone numbers didn’t I?)  Ok here’s where it is important for you to have followed my advice about learning to use ALL of the tools that you have available. If you remember I have said several times and included this statement in almost all of my handouts. Take every one of the classes for MLXCHANGE and then take the iMAPP classes. IF you took the imapp class then you may remember that there is a way to find phone numbers in IRIS. OK I hear you, I’m backing up. If you haven’t taken the class you should do so soon or go back to my website and look for the imapp links under handouts. Your login will be in lowercase “ragfl______”licence number with your mls password as your imapp password. You have nothing to login to until you download a tiny file to your hard drive so let’s start with that. Click here: www.imapp.com Look to the left and click on the download link. At the next page, click on the IRIS button in the middle of the page. Select the REALTOR® Association of Greater Fort Lauderdale on the pull down and then let the download come at you. It is an easy install if you just click NEXT,NEXT NEXT you are almost done and then finish. It will put a little icon on your desktop that looks like this.
[image: image3.wmf]Shortcut to IRIS.lnk

When you are ready to search for a phone number click this icon or find it under programs and when it asks for a login type “ragfl00000(licence number after ragfl and use your mls password for the imapp password! 

Select Broward county on the top left pull down menu and phone directory from the right one:
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Enter the address and click on Start Search top right! These phone numbers have NOT been scrubbed against the DO-NOT-Call List so the next stop is www.PlanetRealtor.com.   Login and look to the top menu and click Marketing(it’s purple) then follow the directions for the do-not-call list. If the number is on the list you can still drop by to visit in person. If they have a “no soliciting” sign you are back to square one and until you have a buyer who might want to buy their property, then call them. Do your home-work first!!!!

When you have identified possible reasons why it didn’t sell, call the Seller (if they aren’t on the do-not-call list!!) “Hi my name is: ___________ I’m with _____RE. I noticed that your property went off the market today it “Expired”?/Or “was cancelled” and tell them that you would like to stop by and talk about “Why I think your property didn’t sell.”  If you have found a reason that may have caused the problem tell them “It isn’t always price that blocks/defeats/stops/breaks/ (pick a word) a sale.” I have some ideas about how we might market it more effectively and would like to stop by for a few minutes if you are still interested in selling the property?” 

They may ask why you didn’t try to sell it while it was listed before. (No worries!) You work harder at marketing properties that you have been hired to sell. When you run across a property that fits a buyers needs of course you will work the contract but, your energy must go to those who are depending on you to SELL their properties!  When you get the appointment be sure to include an iMAPP CMA with the MLXCHANGE CMA. It adds the FSBO information  (a perhaps more accurate snapshot of the true market).  value) and gives you the added flash of satellite photos and demographics for 1 mile radius around the subject property. Talk to the Seller about the Price Point (the  real price most listings are selling for in the area) and then explain that the market still drives the prices that people will pay for a property.  A property still has to be SOLD to many people before it closes:

1. The Listing agent (if they want to take the listing!)

2. The Buyers agent (If they want to show this property)

3. The Buyer (If they love the property or the price or the potential)

4. The Inspector (Is it in good enough condition to purchase?)

5. The Loan Processor (asks the Appraiser to validate the property value)

6. Underwriter (For the lender. To answer if the property is valuable enough so that the lender can recoup their investment if they grant the loan.)

7. There may be another level in the lending process if they have a quality control division. (It is the place you will see another request for a second appraisal or re-insurance letter or re-confirm employment just before closing.)

8. The Lender (Loan committee)

9. The Title Company can still break the deal if there is a cloud on the Title.

The point is if you can’t determine why a property didn’t sell then ask why they think it didn’t sell and they will probably share something that is unexpected. Could be buyer financing, could be un-permitted work that has to be re-inspected, (Garage or family room conversions are typical), it could be that the seller is selling a property that isn’t properly zoned for the purpose they are advertising, it could be the look or the condition, ok it also could be the price! Go well prepared and you will succeed in securing the listing. Use your head and your good common sense. If there was an offer, there probably is also an inspection report and perhaps an appraisal. Ask to see both of them and review them carefully.  Ask about the financial situation and determine if there is any wiggle room (perhaps they are considering lowering the price, or giving an allowance for something they perceive is less than optimal in the property.) HALT/STOP!! Go talk to a lender especially if you have one in house and see what they recommend to get the property SOLD???? There are programs out there that will let the seller contribute towards buying down the percentage that a Buyer has to pay for the loan. In some cases this can be shown a little differently and you can say that the Seller is paying the first 3-6? months of principle and interest and all the buyer has to pay is tax and insurance. OR you can say there will be no mortgage payments due until and insert a date. Remember to note that escrows are still applicable! (tax and insurance) The rate will still be based upon the Buyers history of payment and the amount of their down-payment but, if the Seller is going to “contribute” perhaps buying down a little bit on the percentage a buyer has to pay will end up being more attractive than a new carpet that may turn out to be the wrong color! Sometimes Money speaks louder than anything else. Ask the question and have the discussion with the mortgage people. They are there to be creative with the money to help your sale! Ask them to calculate 3 ways to finance the property and while they will put a date stamp on the information (remember your real estate law, they have to do this!) options are good! Choices are better!   Good luck and study the tools you have available to you! The next handout you should read from here is the Client/CMA. It is called MLXCHANGE 2 when we teach the classes.

Notes:

TIP
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