
of the market and may move elsewhere 
for a place to live. The job market is often 
the backbone to any economy, not just the 
ratio of workers to jobs but also the ratio 
of income to the cost of living.  
	 Thus, early signs of a real estate 
market headed for trouble include: 
job losses, decline of population, too 
many new dwelling units, or home 
and rental prices becoming too high. 
Multiple generations living in one 
house, families doubling-up in dwell-
ing units and long job commutes for 
homebuyers who have moved to find 
more affordable housing are also signs 
of a troubled market. 

Identifying Markets in Transition

Possibly the first sign of a real estate 
market in transition is the change in the 
rate of home sales, often combined with 
an increase in the number of homes for 
sale. If the issue is a growing number of 
homes for sale, the question is: Why? 
	 If people are selling their homes 
because they can no longer afford them 
due to a reduction in income or an 
unmanageable increase in housing costs 
(repairs, utilities, maintenance, insur-
ance, property taxes or rising mortgage 
payments), then the housing market 
will suffer. Affordability issues cut both 
ways: if current owners can no longer 
afford the home they own, then poten-
tial buyers are in the same boat. You 
can’t sell a house unless there is some-
one ready and able to buy it.
	 When homes are selling slowly, hom-
eowners are desperate to sell, real estate 
agents become anxious for their commis-
sions and new tract developers have too 
much standing inventory. Each will do 
things to get their properties sold. There 
are two common tactics: one is to attract 
buyers to the property and the other is to 
find ways to help a buyer buy. 

Practical Residential Appraising

Beverly’s new e-book “Practical Residential 
Appraising” is now available on the inter-

net. The book follows the appraisal pro-
cess, with URAR as the template, and 
expands into issues such as appraising 
homes with additions, review apprais-
ing, retrospective and prospective values 
and foreclosure and relocation work. 
Additional topics covered include read-

dressing and reassigned, comp checks, 
defending your work, addressing under-
writer requirements and requests and 
understanding underwriting and the loan 
process. Go to www.PracticalResidentialApp
raising.com to order your copy.  WRE
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Yes, We Answer the Phone– 
Low Rates & Great Service
by David Brauner, Senior Broker OREP

“I am so pleased with your service and thoroughness. Thank you very much 
for being so responsible with our money and our E&O insurance. Although 
I have never had a claim, my confidence level in this process has increased. 
It is no surprise that several appraisers recommended your company to me. 
GREAT JOB!” —Appraiser, Richmond, VA 

Sometimes when you are getting the best price, the assumption is that you’re not 
getting the best quality. With OREP, you don’t have to trade great service and com-
plete coverage for low prices when securing your errors and omissions insurance. You 
can have it all with OREP: the most competitive prices available for appraisers and 
home inspectors, as well as a commitment to excellence in customer service. 
	 When you call us, we answer the phone. 

Golden Rule

Our mission at OREP is to be the best insurance resource for real estate professionals, 
to follow the Golden Rule by treating all who contact us for help as we would expect 
to be treated: with honesty, courtesy and efficiency.
	 This is David Brauner, Senior Broker at OREP. Call us today to see what you’re 
missing: great service, complete coverages, competitive premiums. Yes, you can have 
it all. Call us today: (888) 347-5273. www.orep.org  info@orep.
org. WRE

“Just a quick thank you for taking my two phone 
calls yesterday. It’s rare these days to get excellent 
customer service AND a live person when 
investigating products and services. The speed 
at which I moved from Jennifer to Maria, and 
subsequently from Maria up to you (David) was 
something I haven’t experienced in this age 
of automation and voice prompts. You and 
your staff have made a tremendous first and 
second impression on me.”—Ken Snyder
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