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Janelle Brevard: You're listening to Drive with NAR powered by REALTOR® Magazine. Listen in as to real estate pros talk must-have tools of the trade and share stories of inspiration. Get ready to step up your business. This episode is sponsored by dot realtor and dot real estate web addresses—your home for building your online presence with a free dot realtor web address and free professional website.
Hello, hello, happy day everyone. I'm Janelle Brevard, NAR’s chief storyteller. Welcome to the show. Today I am so happy to be sitting with two dynamic REALTORS®. Blair Myers is a broker with Better Homes and Gardens Real Estate out of Warner Robins, Georgia. He has also appeared on the Oxygen Network’s “Like A Boss” reality show—that's a Nick Cannon-produced effort, so no small stuff there. And Bethany Nolan is joining us from Nolan Properties, LLC in Longview, Texas, where she's a broker associate. She also has the distinction of being a “30 Under 30” honoree this year. I am super excited to be joined by this impressive panel. Welcome, you guys. 
Bethany Nolan: Thank you.
Janelle: So we'd like to start each episode off with just something fun. And so for you guys today, I would love to hear a fun fact about you that many people don't know. Bethany, what's yours? 
Bethany: Hello, hello. Mine would probably be that I grew up showing cattle, which, you know, a lot of people did sports, I cheered. People do different things growing up. But in my family, I grew up on a ranch in Texas, and sounds very Texan. But we showed cattle as a hobby. We showed all over the state, all over the nation and competed. It's really been a fun experience. That was kind of our bonding experience growing up with my dad who was my broker.
Blair Myers: Well, I grew up next to a cattle farm in Kentucky. But I would just feed the cattle stuff because they'll eat anything. 
Bethany: That’s right.
Blair: I do have four rescue animals, none of which have made their way to me. A lot of people think I've gone out and adopted animals. None of them have I gone out and tried to find and when people try to give me animals, now I say the zoo is closed. We are full.
Janelle: I would love to hear just about your markets because you guys are in different places. And we hear so much about the markets now. So Bethany, how is your market faring for new homeowners?
Bethany: It’s very tough for those first-time homebuyers. Now I cover the East Texas area, which is Longview and Tyler, I have like areas and I also have rural America. So anything from two acres to 100 acres. So we have a large variety of my area. And I don't cover just one specific town. But even for first-time homebuyers, we're still facing the same realities that a lot of the larger cities are going over, asking for great terms running against those cash buyers. And for those first-time homebuyers. It's just setting their expectations from the get-go saying, Hey, this is how we're going to have to come in. Closing costs may have been a reality four years ago, but now, you're probably not going to get them. So here's what we need to save up for. And here's the game plan we need. And it's really working with those lenders and having a good relationship. I don't try to push them to have a local lender. But it sure helps the process when everyone's on the same page. And everyone's working toward the same goal for that first-time homebuyer to make it a good experience. 
Blair: I absolutely agree with Bethany, from what I hear, Texas is growing astronomically. And it's the same thing in Georgia. I live about an hour south of downtown Midtown Atlanta, but it is about setting realistic expectations with people. I don't work with many buyers except on my own listings. I have 57 listings right now that's typically normal for me, but I do have some buyers contact me and they were bright eyed, bushy tailed, ready to go. So excited. Do you need been waiting to buy a home saving? You know, it's a different conversation right now. I wish I could get right in there with them get excited. But you've got to sit down and say look, you're looking at the most competitive price range that we have here with the largest pool of buyers, you're going FHA, you're going to be competing with cash offers no doubt cash investors are buying left and right to rent because they can rent and get more than somebody's going to pay their mortgage, which is why a lot of people want to buy that I listed a property in a desirable school district desirable location near the Air Force Base, which is our state's largest employer in one single location in the entire state of Georgia. It is and it's in my market area. The house that I listed was in very close proximity, which means you have a very short drive to the base for a very desirable location in school district we listed for $214,900 and it had been a rental, it wasn't in the greatest condition and backed up to a busy intersection. And we got the immediate offers from the start, several were cash, one was $10,100, above list of 225 with no contingencies of any kind. I had a young buyer in his 20s on base that called his father, called me as well exasperated, hearing how frustrated they were, I just let them know, look, you're competing against cash buyers, I'm offering $15,000-$20,000 above list price. Yeah, but that's still not going to compete with cash, with no contingencies whatsoever, no concessions at all. So it's a tough conversation to have with buyers. But like Bethenny said, you have to have it right now. Otherwise, you're, you're doing them a disservice.
Janelle: So we've talked about the next generation of homeowners in terms of Gen Z and Millennials. But I would love to dive deeper with both of you and talk about what you're seeing with regards to minorities within this generation. So, you know, are the obstacles that they're facing different from previous generations of minorities?
Bethany: So I think that they're very similar challenges as there are for first-time homebuyers. But when it comes to the minorities, it's really more of avoiding the discrimination and this is kind of a different route that I'm going to take is social media and love letters. That's where I'm seeing that discrimination that could possibly come through. I really discourage love letters, if I don't, if I can't do it or if my buyers won't do it, because you get into fair housing laws. And that is talking about, you can't say your race, you cannot say your religion, you don't want to say anything that anyone could go for or against you. There are no rules, you can do what you want as a buyer. You can look at it if you want as a seller, but I can see where discrimination can come into that. So if we can avoid that, it kind of helps. And then it's also people getting on social media, anyone can look you up. So I think that's where you're going to see it coming more into play.

Blair: Picking up on what Bethenny said, I have had sellers receive gifts from buyers that the buyer's agent wasn't aware of, they did it independent of the other buyer's agent. I didn't know until the seller sent me pictures that they took of the gifts that they were receiving from the buyers. So then for Fair Housing compliance, I have to counsel and advise the seller as to not to take any of that into account, to completely ignore it. Then on the brokerage end, I have to because I was a broker owner, I know how that works. So to protect the broker and myself, I have to make notes on everything I advise the seller, when and where that happened. But the market is that competitive to where people want to gain an edge. And they're not even telling their buyer's agent, what they're doing. What I'm concerned about for specifically younger people and minorities in general, because we know, within the history of the real estate industry, I mean, we're not going to change anything unless we acknowledge the problems when people want to sweep stuff under the rug and say, we're colorblind and all this stuff. It's not true. So let's acknowledge it. Let's get it out there. And let's talk about it. That's the only way anything's going to change. Right now, I'm not sure if we can address the biggest thing that concerns me, which is affordability. And that's really affecting these younger buyers. As Americans, we tend to hold our wealth in our homes, the idea and the American dream, at least has been we're more transient now that in generations past, you bought a home when you're young, you've paid it off over however many years, then you sold it and you enjoyed your golden years or you used the equity in it to pay if you went to assisted living, those sorts of bills that you get when you become a little bit older. I don't know if these people that I'm seeing that are trying to buy and keep getting outbid if they don't get the opportunity to purchase if they're just going to give up and go rent for however many years and then they don't have the opportunity to build that wealth over time. 
Bethany: I'm really concerned about seeing especially the effect on minorities in the generations to come in East Texas. We don't have a ton of new builds and especially not affordable new builds. And so we have these first-time homebuyers coming into these homes that aren't updated because people still aren't, it's still the ‘80s, the ‘70s, the Formica countertops and these people are spending with affordability in mind, the top end of their budget because of where these homes are priced and where they're appraising and then what they have to come in and put $40,000 or $50,000 that they already don't have because they're paying at the top end of their budget and then becoming house poor and that's hurting a lot of my buyers because they won't buy these homes knowing what they have to invest in them. And that's an issue that's in my specific market just because a lot of people selling don't see the value in updating the bathrooms, the countertops the kitchen. When the money's to be made, and buyers actually prefer that.
Janelle: I'm curious about something Blair said about, you know, the “American Dream” really being rooted in owning a home for earlier generations. And I'm just curious for both of you, are you seeing that with these different demographics, younger generations, minority generations? Is that still the case? Or has that shifted a bit?
Blair: For many racial minorities, especially, they may be the first generation in their in their families to actually buy and own a home, they have a different perspective on it, it's a zeal, it's a an interest in they feel like they need to buy, because, you know, they may be the first in their families to pursue higher education level like bachelor's, master's doctorate, they may be the first person in their family to own a home. So it's part of that American dream for them. But I'm concerned with this, if you want to call it an affordability crisis, I go back to, you know, that is the American dream, I think for a lot of racial minority buyers that I come across, that are younger, and I really want them to just have that opportunity. If they want it. I think they should have it. That how do we create more affordable housing? I think that's the greater question. And I don't think it's been answered.
Janelle: I would love to ask you something else I've been wondering, how well do you think first-time buyers who identify as LGBTQ are navigating the market, particularly where you are in Texas, you know, are there any obstacles, particularly pertaining to Fair Housing this group is facing. Are their challenges different from LGBTQ generations previously?
Bethany: Specifically, in my area, I think it's first and foremost about being an ally. And it's secondly, it's trust, finding someone you can trust that you trust, this agent is putting you in a neighborhood that you want you trust that no one will be discriminating against you and you trust that they're guiding you and holding your hand. I'm working with a couple right now. And they posted in a mommy group that they're both in, and they said, hey, we're looking for an ally, someone that can work with us and will not discriminate against us as a couple. And I think it's really all about anybody I work with knowing that they're number one, I'm here to be their No. 1 ally, and make sure that you are put in the home you want. They have four young boys collectively together. And they want to ensure that their boys can go ride bikes that can be in a safe neighborhood where they can all enjoy each other and be in a collaborative environment. And they don't want anyone to look at them differently. And so I think that trust has just genuinely been the message that we've shared with one another.
Blair: I've experienced different forms of discrimination. And I want everyone to have the same opportunities. If we require I tell sellers, just like him, if you require pre-approval, or pre-approval plus proof of funds, you know, if there's cash down payment, it has to be required of everybody, there can be no variances. That's a fair housing violation. I say that upfront. And I'm clear on it that we've got to do that to make it fair for people all across the board. And that's the way it should be. And if we don't proactively engage in these practices, thinking about it, talking about it, being an ally, you don't have to go march in a parade. All you have to do is listen, don't judge, just listen, that's the most important thing you can do is be an ally.
Janelle: Wow, that's awesome. So my next question for you guys is, you know, as we talk about a new generation of homebuyers, homeowners coming out, and does the design of homes matter with this newer generation? Blair, are you finding that that matters at all? I know you mentioned earlier an older home that sold really quickly. This design matter like is bigger, better that you're finding or hearing or anything else that makes it more appealing for this generation?
Blair: They do want smaller, more manageable, multifunctional spaces. That’s just my perspective. And what I see as far as design aesthetic, the modern farmhouse, I call it the “Joanna Gaines effect” when I designed the plans I build and for builders that I list for that's what I've been going with for several years now is some play on that because while I may not like it, what I like doesn't necessarily matter. It's we're trying to sell something to the buyer pool out there. So design aesthetic wise, I think I call it the “Joanna Gaines effect” but modern farmhouse is becoming the typical design language.

Bethany: I'm seeing a lot of people phase out of open floor plans. They want a little more closed off and I like how you said multifunctional rooms because it's true, when COVID-19 hit, everybody had to work from home, some people had to teach homeschooling. So people are looking at their homes differently. People need two living rooms, or at least a bedroom above the garage to be able to utilize two spaces. They don't use their dining room as much, or I guess the formal dining, and it's now turning into an office. So I see a phase, at least in my area, out of the more completely open floor plan, because people just don't have the creativity of where they should put their furniture, they don't want to have to think about it. They don't know where they're going to place it, they need the definition. And that's kind of been a trend, a lot of people want more minimalistic. They don't want to have to find a lot of decor or furniture or have to make it as aesthetically pleasing as an open plan would be. And that's just you know, more people that are in their late 20s and early 30s or wanting a more modern style home because it's just a little simpler for them.
Janelle: Stay right there everybody. We'll be right back after a word about our sponsor. Show off your expertise, market knowledge and excellent client service with the website that is all about you. Your free professional website ending in dot realtor get you started at no costs. Plus, it ensures your clients will always be able to find you. Get started today at www dot get that realtor.
Janelle: One thing I've read is that younger homebuyers tend to be more digitally savvy. And so I was curious, has that changed the way that the two of you do lead generation or showings or any aspect of your business? Bethany?
Bethany: Oh, it's absolutely changed. Social media is kind of my jam. And what I enjoy doing, I use each platform to focus on a different type of clientele are two different types of information for my clients. I've really put a lot of energy into Instagram. I use it as an educational tool for my clients. I do reels that educate, which is a short form video, just like a tick tock would be and I utilize it to educate first-time homebuyers and sellers to kind of educate them on the process of you know, what are closing costs? What type of loan programs are out there? How can you get a leg up on your offer and make the best terms and those are really hitting either other REALTORS®, and first-time homebuyers, but I've gotten a lot of leads from other REALTORS® with referrals from my Instagram lately. So that's been a lot of lead gen from that direction. Facebook is more long form content, more sharing listings. So social media has kind of been a way for me to reach out and find new clients and gain trust. I take people along the house hunting process. I show them what it's like to tour a home, I show them what the inspection process looks like. So they don't feel blinded when they come in.
Blair: Well, I am the anti-social media person. My business is built completely on my branding and the reputation. I mean, I've been doing this almost 20 years. So hopefully I would have a lot of repeat and referral business. That's my entire business model. And you know, listing new construction builders especially.
Janelle: Wow, that's awesome. Bethany then my question to you next is, are there any technologies that you've learned about through NAR and that have sort of helped you with doing business with this new generation, like anything within the organization that you've learned about?

Bethany: So a year or two ago, I really made a big focus on gaining designations. So I did a focus on where I may lack and years of experience I've been in the industry for about four and a half years but I'm still young, so I'm facing the challenges of competition or colleagues being in the industry for years and years, I wanted to gain access with knowledge and experience. So the designations I've received were the buyer's representative specialist, accredited luxury home specialist, seller's representative specialist, and then the commitment to excellence through NAR as well. So all of those have kind of been fantastic tools that NAR has given me and to be able to gain that education, gain that knowledge and utilize that as advertisement as well. So as well as I am proud to be a member of the “30 Under 30” Class of 2022. It is a group of individuals and every class is all a part of one group now and we can all mastermind together. We all meet up once a year, from what I've heard, I'm new. So I haven't gotten to go yet. But apparently they're meeting in Orlando this year. So I'm very excited to go sit with like-minded, driven individuals. And NAR has given me that tool.
Janelle: I'm curious to hear from the two of you: There's a lot of talk about a new generation of homeowners. And my question for both of you is, are we doing enough to impress upon this new generation of homeowners the importance of homeownership? Are we doing enough, Bethany?
Bethany: I think so, it's kind of a trend to buy a home. People see the importance of investing, these reality shows on HGTV, you get “Selling Sunset,” you get all of these shows that are showing that home buying is quote, unquote, cool. And then people see that there's somewhere to put their money, there's something to work toward, I would say, you know, everyone still wants to travel. Nobody wants to be house poor, but they see the importance of investing. I mean, I see I have a younger sister, that's nine years younger than me. So I kind of get that little Gen Z idea from her. And even when she's in college, and she's a sophomore, right now, those kiddos are when they come out of college, they're like, I want to buy a home wherever I go, whether they're there two years, five years, 10 years. And my age range didn't have that perspective, we were building our careers climbing the corporate ladder, just going to rent until we found our way to where we wanted to call home maybe five years later. So it's just they have a different perspective. And I don't know if it's that COVID shut everyone down, they spent a lot of time at home, they just want to settle down. And a lot of them are more relationship-driven versus career-driven, that I found my age group was in. So it's wild to see the different generational changes. They're interested in investing in stocks. And I've never seen that in a younger generation. And I just find it fascinating that they want to know where their money's going and where they're investing it.
Janelle: Blair, what about where you are in Georgia? And overall, do you think we're doing enough to impress upon the newer generation the importance of homeownership?
Blair: I don't, they just seem to be much more mobile, much less tied down to stuff, much less committed. So I don't think we are, and I think the affordability crisis again, if that's the right term, I think we need to be paying more attention to that, because there's not enough housing for people to buy now. What's that going to look like in five or 10 years? And then how do people make money? Maybe it's cryptocurrency, maybe, maybe it's stocks, like Bethany mentioned, I would like to see more opportunities, at least for the young people that do want to buy to be able to buy something that they can afford.

Janelle: Those are good points. And those are definitely good points. So we like to end each episode, you guys, with an “in the trenches” moment. And I think you guys have got to really come through for me on this. I'm so excited. Can you share a transaction or a moment running your business where you were deep in the trenches?
Bethany: I was working with a veteran, he was purchasing a home, his significant other, of course, I always want any couple to both be on the deed if they're purchasing the home together. A lot of first-time homebuyers don't realize that if they're not married, whoever's purchasing that home, it's in their name, we are a community state, but if they're not married, both their names will not go on that deed. And so she, unfortunately, could not get on the deed because her credit score was too low. And we just had him, well, he of course got called out to go on the field. He was highly specialized in the military and his grandparents were his power of attorney. So his grandparents came to the closing, the girlfriend came to the closing. She through a fit in the middle of the closing with the sellers there, had to send her out, basically to timeout until we finished the paperwork. It was a three-hour closing, and I mean, by the end of that I needed a drink, but we got it closed and funded and they love me to this day. I just did a walk-through with them not that long ago and she gifted me with crystals. I guess that was her sign of saying she likes me and appreciates me now. They are married now. But it was interesting. And I just think all of these interesting clients make you appreciate the fantastic ones and they're precious. I love them. They're sweet couple, but it was just an experience, and it was very educational for everyone. And they are the reason why I tell any couple who's not married how the deed will lay out. So they taught me a lesson too. But that that I was in the trenches.
Janelle: I love it. It was in the trenches at the altar, no doubt. Blair, what about your in the trenches moment?
Blair: Oh, gosh, there's so many. I've had all kinds of things. I mean, it's just bizarre, like the stuff when a seller told me she was psychic. And she said, you're in trouble. And I was on a listing appointment. And I was like, should I drive home? Maybe I should take a back way. I came to believe that she wasn't really psychic. But she was really interesting. She had lots of really amusing stories. And she actually didn't get out of the house before closing. She hadn't moved anything. So on the day of closing, I had to work with the attorney to come up with a document where the buyer was willing to give her a week to get out. They held back the money, in case you didn't that if he had to pay, you know, to move things out himself.
Janelle: Wow. That's a great story. Well, thank you both. You guys have been absolutely great today. This has been an interesting discussion. Bethany Nolan, thank you so much. Thank you, Blair Myers. Thank you so much.
Janelle: Thank you both for joining today. We'll talk to you again soon. Thanks for joining us on this episode of Drive with NAR tune in every month on magazine dot realtor slash drive or subscribe wherever you get your podcasts. Get more tips to boost your business at magazine dot realtor.



- 1 -
		 
