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Real Estate Broker
No one ever told Janet Decker that she was in sales. How, then, did she become one of the top real estate salespersons in the country? “I’m an expert researcher,” she says. “It’s my only skill,” she adds with a laugh. 

Decker’s approach to her career might be unique, but she claims others can use her techniques to gain similar results. “This is not about selling,” she insists. “To me there are no buyers and sellers.  There are only specific situations looking for people with specific needs. My job is to bring these two halves together.  If you do your job correctly,” she reasons, “your clients are already sold.” 
Decker began her career as an office assistant in a suburban real estate office. “I was very young but observant,” she says. “I saw how agents viewed their jobs as having inventory they had to unload. That can be frustrating, and those agents aren’t doing anything unique. To keep it interesting, I decided to think in different terms.” 

Decker began by using her office skills to assist individual agents with their correspondences. “I’d earn extra money by authoring follow up letters to their clients. I also developed surveys and offered to collect buyer data for the agents. All the while, I was developing my system.” 

Decker’s system involves using various sources to gather useful information. She gets weekly updates from the local chamber of commerce. She closely watches large employers to determine if they are bringing more people into the area. She even tracks public records of marriages and divorces. And, of course, she knows the housing market on a neighborhood by neighborhood basis. 

“For instance,” she says, “the Urban Planning Office offers instant messaging for public domain information. Today I learned that a major west-side project is adding several floors of residential units. I have two clients who’ve been trying to get into that neighborhood. I should be able to close the transactions before the weekend.” 

Decker insists that her office skills, including keyboarding, have allowed her to thrive. “My keyboarding skills meant I could be very effective in office support. Today it’s all about the computer, and I use mine constantly.” 

Decker types a keyword into her electronic rolodex. Her client's name appears on screen. “Excuse me,” she says as she picks up the phone. “I have to call my house-hunter and tell her the good news.” 

  


