
Name, 
 
Life as we know it has changed in a matter of days, and I’m sure we’ll continue to adapt and 
adjust for days, weeks, months. 
 
If you or someone you know has been affected by the coronavirus, I’d like to extend my heartfelt 
wishes for a return to good health as quickly as possible. 
 
While the COVID-19 environment has been unsettling at best, I’m reminded of our innate 
adaptability as individuals, families, and professionals. And while the pathway for each of us 
may look different, we’ll all walk away with lessons learned, fresh ideas, perspective, and a new 
appreciation for hand sanitizer and disinfectant wipes. 
 
No matter what we learn from this crisis, homes will continue to be bought and sold. Every 
person will need a place to call home, and while how we tour and market homes continue to 
evolve by the day, human innovation is remarkable. 
 
When faced with a challenge, we undoubtedly rise to it. 
 
And as we all rise to the challenge in our own unique ways, I’d like to share how things are 
evolving in the local real estate market and the industry as a whole. 
 
1. Showing and touring homes is mostly virtual right now, and that’s a good thing. Sellers 
and listing agents/brokers have understandable concerns with physically showing their 
properties. But that doesn’t mean you can’t find “the ONE” from your patio. You’d be amazed at 
the detail of the 3D/Matterport tours that many agents have added to their property marketing. 
Simply phenomenal, and you’ll see the home in detail like never before. (Contact me if you’d like 
to see an example of this cool tech tool.) 
 
2. Pack your patience. Whether you’re buying or selling, we’re all navigating this new reality 
together. Getting an offer on your home may take longer. Obtaining a mortgage loan approval 
may not be lightning fast. Inspections and appointments will be socially distanced. Closings may 
happen using an online notary service. What was once a deep clean is now a DEEP CLEAN. 
But the great thing? We’re in this together, and we’ll make it. 
 
3. No one has all the answers. But I promise you that I am doing my utmost to stay informed 
on unfolding guidelines from my REALTOR® associations at the local, state, and national 
levels, along with local, state, and federal requirements.  
 
Real estate is a business based on results and outcomes. Supply and demand. Offer, 
acceptance, and closing. While I make list price recommendations to my sellers based on 
recently sold similar homes, the trajectory has changed. A house that stayed on the market for 2 
days a month ago may take 14 days or longer now. It’s all an unknown, but real estate 



professionals adjusted in the great recession, and we’ll adjust to whatever comes. More 
importantly, we’ll maintain our fiduciary responsibilities to YOU. That means that we always put 
your interests above our own, and I make that promise to each and every client that I serve. 
 
Moral of the story?  
 
YOU matter to me. You always have, and you always will...it’s our constant in an environment 
in flux. 
 
If you have any questions about real estate, or if there’s anything I can do to help you, I am 
always here for you. 
 
((Signature)) 


