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Real estate’s younger look

Ey Tracey Porpora
Speciaf to The Star-Ledger

atching his mother in

the real estate busi-

ness—a career she’s
pursued for more than 30
years—infiuenced Brian Muce-
ring, 26, to follow in her foof-
steps upon graduating Caldwell
College in May 2005,

NExT
GENERATION
REALTORS

1 was drawn to the faci that
Hs oot a 9 am 1o 5 paa job
You ereate youwr own hours, and
¥ou have to hostle” said the
sales assoriate for the Bedmin-
ster office of Coldwell Banker
Hesidential Brokerage of New
Jersey/Rockland  County. *T
Rave a type-A personality, so T
telt real mm_“mHm would be a good
fit for me”

Like Mecerino, many college
gradates and young profession-
als are finding that real estate
presents many opportunities for
2 flexible work schedule in a
challenging field that can prove
{0 be very profitable.

“It’s & wonderful trend that
weTe seeing more young people
i real estate” said Bill Spadea,
vice-president of career devel-

opment for Weichert Realtors,
which has its headguarters in
Morris Plains.

“For wears, a carger in real
estate was not looked at the
same as 3 job on a corporate
level But in the last five or siz
years, young people have begun
1a Took at real esiate as not only
a real job, but as a real career
opportunity. If's not the jobh yoo
take ouf of college, it's the ca-
reer you start affer college 1o
begin to boild that. entreprenesr-
ial fortune that some people are
ot there making ™

For ihis reason, mamy real
estate companies today target
voung professicnals who possess
the determination to sueceed in
a sales-based industry.

In addition, Spadea said, this
new geperation of real estage
professional alse adapts easily
to ihe technology thai has re-
shaped fhe landscape of the in-
dastry.

The new generation of real
estate agents also knows hard
work and dedicafion are re
quired fo be soccessiul in the
hisiness.

“¥ou get out of real estate
what you put in,” said Jodi Lu-
minielle, 35, a sales associate for
the Westfield office of Burgdorif
ERA, who started her real es-
iate career two vears ago, afier
working in pharmacentical
sales.

“Ii’s got to e a full-time jok,
and you have fo he a go-getter.

- work in,

You can’t wail for clienis or list-
ings fo iall in your lap. You have
io be ahle te go out there and ke
aggressive. The same way you
£o out and get vour business will
be the same way you negofiaie
tor your clients.™

Because New Jerseys real
estate fndustry is busier than

a real
esfate agent for the Summit
office of Keller Williams
Realty, said helping sthers
find a home makes fier caresr
rewarding.

Victoria Szwedski, 33,

ever, with many buvers and sell-
ers in the marketplace, new-
comers say they often specialize
in working with their own peer
group.

“I feel there is a need for
younger agents. ¥ feet like 1
have a pulse on the fown fthatl 1
¥ gaid Kathleen Bovd, a
reai estaie agent with Burgdortf

ERA s Chalham office who Jeff
careers in journalism and public
relations {0 become a sales as-
saciate.

"l was always interesied in
the real estate market. T abways
borght snd sold homes, and 1
was dlways the ope my friends
would come 1o for advice about
real estate, so I thought I'd capi-
talize on that”

However, heing young in the
real eslate busitess can have its
downside.

“The higgest challenge is
convincing clienfs to work with
me despite my age,” Muocering
said. “But when 1 sell them on
Coldwell Banker, and they see
how professional 1 act, they feel
confidenl in my ahility and the
traiping 1 received from Cold-
well Banker”

Many of foday's young agenls
say the most fufilling part of the
Job is selling someone a home.
“It's so rewarding te help peo-
ple,” said Victoria Sewedsld, 33,
a real estate agent for fhe Sum-

mit office of KeHler Williams
Realty, who has heen- ﬂmwwﬁm n

real estate since 1996.

“A litfle band-holding mamm a
long way in this business. The
more vou pui your heart indo it,
the more your'll reap the benefit
of helping people. A Realtor's
point. of view, and a Realtor's
way of making the fransaction
smooiher for people—especiaily
those who may be leaving a
home they lived in for 25

years—can be really beneficial.”

Many young agents iitially
tace the challenge af starting in
a business that relies heavily on
referrals. “If was fough in the
beginning. T kad to meel penple
and gel my reperiloire going, bai
now 1 love " said Cindy MNaz-
zaro, 2%, a sales representative
for Hoboken-based Halliburion
Homes. for three years.

Warking for z smaller, bou-

tigue agency, MNazzaro said one
of the biggest challenges che

is to get lisfings. To have list-
ngs, you have to atirapt marer,
UE@G io- the office,” sald Nag.*-

.naE_umEmm attract people x
thetr names, huf we try E.
tract people with ow” mmﬂﬂmm«
It's been paving off.” »- -,

L
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First-time TOBm_uEm_mw

Fram previous page
like they're our own children. ™
Cpe of the biggest decisions faced by first-time chmEE.
ers is where they should purchase their residence. .
“Location, location, lecalion can still cost von Ebumﬂ;
(Firsi-time buyers) showidm't be afraid io expand their

Weichert Realiors’ Morristown West office. .

to make sare theyre buying the home that best suits.thhr.?
chm. aod shorf-term goals. “Realiors provide area, mﬂr@&*
and tramnsporiation information. They can help von evab¥zie,
whai other homes in the area hrave sold for, which is Um_mm_mm
in defermining your purchase price,” Strott said.

“Fou want vour Realfor to he able to educate and famil”

market, .especially if you're coming from ot of siate or-
across the state,” said Jodi Luminieflo, sales associzte forthe
Westfield office of Burgdortf ERA. . u

“It's great when you can educate peaple about the resf es- -
late market. and about making decisions thal are hest for.
them” =

faces Is competition from larger 7
companies. "My higgest desire

For this reason, it's important that first-time bavers- ﬂbu..r». w« .
with a real estate professional familiar with the area e

which they desire to buy a home. TateT N o

iarize you about the area, and about what's happening in the .‘,.
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“Tiie bigger reat .mmﬁmml x|
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search area a little,” szid Debhy Strott, branch manager. .E. .-

She said agents will assess first-{ime homebuyers’ Hﬂmﬁ_m. . ‘.w.
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