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Angel Swanson
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Windermere Real Estate

By Chuck Green

Angel hard at work, and sha's nearly always working.
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fith a hint of regret even now, Angel
Swanson recalls when financial circumstance
vs forced her 1o make the difficult decision to
abandon a Hedgling real estare career,

“When we first came 1o “’laﬁlillglﬂn 20
years ago, Scott [uow her hushand | and 1
took real estate conrses, but we didn’t un-
derstand the financial commirment we had
to make when you start. So we kind of let
that dream go,” Angel said wistlully, “and
got regular jobs.”

Eventually, Angel started her own com-
pany, which specialized in promotional
products and fmpaorting. While the business
was highly suceessful, deep in her heart she
knew somecthing was missing. “1 woke up
one marning and thought ‘gosh. | never
dreamed ['d be selling chotskios.” When
vou're a child, it's not samething you think
you really want (o do when vou grow up,”
she chockled.

At abeut that time, a strike Jeft shout 51
million worth ol products her company
had imported for an event for a large client
sitting a1 the dock. For Angel, that was the
last straw, *The event came and went, amd |
was left high and drv. That’s when T realized
| needed 1o get our.”

Not one to dawdle over a decision, soon
thereafter — a little more than a year ago,
Angel, 45, started on the path of regener
ating her real estate aspirations by taking
online courses. She interviewed with what
she estimates was cight brokers, which she
narrowed down to three and re-interviewed
with. In May of 2006, based largely an officr:
support she was promised, Angel accepted a
position as a realtor with Windermere Real
Estate/South in Federal Way,

True to its ward, Windermere's staff, as
it does for all its agents, has provided Angel
with backup a number of times. “Thero's
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tremendous support in the office, which reminds me every day what a

wise devision | made coming there. I'm extreme by lucky and graeful,”

In arder, from left ta right, are: Scott Swanson, Ange! Swanson,
Nicholaus Swanson, Nathan Swanson, Christopher Littie, Jennifer
Swanson, Noah Braude, Stephany Swanson, Lavrsn Swanson, Pamels
Swanson and Ashiey Swanson
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18 years ago. Angel moved ta Auburn, WA, and hegan taking real estate classes.

saild Angel, who focuses on residential real estate, primarily on the
south end, mostly with homes in the $250,000-5350,000 range.

She truly believes she's found her calling. “I have a background
doing design work and I slways liked being inside a fresh palate,
an empty house, and walking avound and picturing what 1 can do
with it. I love going into a home and seeing in my mind’s eye all of
its potential.”

At the same time, as dedicated as she is to her career and ol icnts,
Angel and her 43 vear-old hashand, owner of an audio repair busi-
ness, are equally passionate about their home life, which indudes
their seven children, ranging in age from 15 1o 25
as well as youngsters who temporarily move in with their family.

years of age,

“Over the years, through word of mouth, we've taken in nine,” she
noted. “They're childrea who become homeless or have severe is
sues n their familv and have elected not to livie al home anymaore
andl come to us.”

While Ange! thrives on the demands of balancing her job and home
iront responsibilities, she admits it can be quite the Juggling act, “1
have 1o be super organized ” To help her stay thal way, inher hallway
Angel placed a white board, upon which, in five weck intervals, is
listod chores that rotate through all the children who live in the home
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T pledgs Lo my clients that T will always reprasent them with the highest degree of shill and
professionzlism. If 1 fail ta perform any activities in our marketing plan, or H you are dissatisfied
with Windermere Real Estate/Soulh, Inc. or me, ! will relnase your Hsting — uncenditionally

guaranteed.”

at a piven time. “Each child is responsible for a certain chore For that
week,” said Angel, who auted she and her hushand designate a team
caplain cach woek “to make sure everyone has a chance 1o lead the
group. If the team captain is successful for the entive week, [hc}'"w
rewarded, 3o there’s a little incentive,”

Special incentive: also helped drive Angel’s first home sale, which
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took plm:e in Kent, "TL was a project of
love, heesuse the woman | sold the hoose
to was going through bankruptey and was
practically nonfundzble, She was having
such a ditheult tme fnding a place that [n
the criteria ol what she could work out for
heesell and her son” But Angel, warking
with 2 broker, helped the woman secure a
three-bedroom, one-and-a-hall-bath home
— a moment forever ctched in Angel’s
memory. “The house cost under $250,000,
whicl is & hiartl price range to find in Kent.
When she « gncd the final papers, shi started
orying; then I started. Twas so delighted for
her T coukdn't stand it,” she said, & whisper
of emotion welling in her voice.

“Not everyone e worked with so far has
needed quite as much help as she did, but you
stand by the ones that need you badly, even
thoug}l theirdealyare harder to CDm]JL‘t-:. In
tact, [ likc those transactions better than the
ones that Fl) !.hrm:gi'l‘" she said, :irmjca]]}',
“It's a.!nnzi.nghow sach Pt |pi{* want toown
& home and think they can't, I werk hard for
all my clients, but theve's 2 special place in
my heart for people in need of asgistance.”

To i_'m‘.u&i\‘ﬁ:ly carry out the hard work
and attract clients, Angel devised a 21 point
markeling plan which includes the MI§,
maintaining contact with fellow agents anda
twice monthly ¢ mailing, includ'inga TEWE-
letter and informational pivee, In addition,
she bireaks those publications down by ZIP
vode and compiles a yuarterly report thal re-
Hects which homes sokd in the arca, current
interest rales ur ol hor data, “We make supe
we hitall the points * noted Angel, who also
: regularly taps intn graigslist as well as a large
= databasc of potential clients she developed
-. fior her former compuany,

If that weren't ﬂmugh, Angul alsgy -
pared a personalized package, highlighting
her services, reasons customers shonld fist
with or buy with her and what it means to her o be an effective
customer service professional. However, she doesn’t supgest to cus-
tomers her way i3 the best way, only that it waorks for her, “If other
pec-p]e do something different, it docsn’t male it wrong, T nnl
saying 1'm right; I'm just say ing it's the way | do business and if it's

the way a customer wants to work, we're a good rateh.” Which ix



what ity all about, she added, “When a prospective client comes in,
1tell them we're interviewing each other, because we're going 10 be
together a lot and need to make sure we can work 1ogether,”

And does Angel ever work the phones, making 120 calls a week
“hecause it works. [ get probably one client out of that 170 — bul
it's worth it,” said .-'\nge.], who i ane recent month closed deals on
live hemes, which doesn't sven count vne thal closed carlier than
expested, “This is 4 numbers game. It's like any other sale: Tt's how
many calls you make and how many peaple von're willing Lo talk to
that determines how many hooks vou have in the water. You have to
put in the work and tall, talk, wlk.”

Angel docs enough of it that the longest one of her listings — a
foreclosure — sat on the market is 60 days. Working with foreclo-
sures, especially those in need of signilant work, such as that onc,
she saii, ﬂ:rluirr:F an abundanee of tact.

“The housc needed a new kitchen and bath, paint, carpeting, ov-
ervthing. You don’t want 1o insult the seller; vou have to succinetly
convey the point that the home has Issues, and you want 1 miske
FUre agents Imk‘lng_ atthe ll.uiing urelerstand the condition the home

igin  thatit’s a lixer. That way, their clients are prepared before
they walk nte the home,” pointed out Angel, whe ultimately sold
the home lor its asking price,

Selling clitnts an her services is one rhing; effectively commu.
nicating with them is another. Bawed on her previons srofessional
experiences, which were rich in selling, Angel believes, for the
muost part, it's important to intcract with men and women differ-
ently. “Before T started my company, Thad lots of niher little jobs,
and almost all of them ruquired sales. All the sales I've done had
something in commen: the ability to read people, which T love 10
do, and understand how they need you 1o communicate to them.
Men tend 1o like loss \errhiagt_' and hning shown more homes while
women prefer it the other way around. it docsn't always work that
way, so you have to know whea to be quiet, when o talk, when to
puﬁ!! arnd whe not 10"

Alse on her not-to list is winging it with a dient. “When vou make
calls. be prepared. Don'tmake them on the fly, while you're driving
home From work, Go somewhere quict and # you need a soript, use

ane.” Otherwise, she cautioned. you can lose a possible client even

Angel keeps up to date with the local real astate trends on a daily basis so sxisting and potential clients have the most updated information.
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hetore you get to your pirch_ “Somcone's
only going to listen 1o you lor the Lest five
seconds. IF you can gel on thar phone and say
Tkriowe I'me [‘ll‘ilh.‘ll)l)’ inlc'rr:r;‘!'ling your din-
ner, but can L alk to you fora seenmd 7 Nine
times out ol 10, they're going to say yes,”
With a respense rate like that, Angel,
ﬂn:{mittedl_\' atype A persi mality, needsa way

to keep up with her heetic pace. She relies

heavily on 2 compurer program thar enables

her machine and phone to communicate
with each other. Between the twa ol them,
Angel said, she's reminded what she's sup-
posed to be doing and when on any given day,
“I'm even reminded what 1|..1}' it js.”

One thing Angel reminds new agents
about is to keep their ears open and abide
by their instincts, “Listen to advice, and
do whatever sg)naks Lo your i‘u*al't., hecause
that's what will werk for you. If you're
hesitant or unsure about something, vou
won't do it well.” For example, she recalled
& presentation made to new agents at her
ofbice, where agents were told “you have 10
diall these ihingu and investall this mt_:mty,"
Well, [ don't believe that. | srarted a com-
pany with §200. T did my website mysell,
tor free, which isn't hard hecause most of
thern are 'tc:r's[ﬂal:: basedd, You can do a lot
of things to cut those costs but still develop
your exposure. Don'ttry to do all ol them,
Firid the ones that worlk for vou and do them
well — alot”

Angel doesa lor ol thinking abead, which
she believes will help her Hstings grow.
“Business is a1l about where you're headed,
not where you're at. I'm headed for more
business. Right now, I'm fnding a balance
between doing business and prespecting
for more.” While che continues 1o send out
e-mails and mailers, she adbmits iU's becom-
ing more difhicult to meet her weekly quota
of 120 calls. "It’s getting tougher 1o make

Angel made the decision to become a Realtor
with one basic focus, to impart enough
information to buyers and sellers to help
them make an educated decision, and to make
the transition from one home to another as
stress free as possible.
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Angel is strangly supporled by the entire staff of Windermere Real Estate/South Inc. Mere she's receiving hands-on support from Andrea Taylar,

Office Administrator.

those personal contacts, which are very impartant. I’ you don't do
them, you wan't have any business in two or three months, said
Angel, who noted by her second year, she hopes to hit the six-ligure
salary mark.

Ultimazely, she's smart enough to realize she can’t do it alone. In
addition 1w the help she receives at her ollice, Angel knew meeting her
objectives had tobea family affair. “When we decided 1 was changing
jobs, | announced that for the first two years, | was going to be very
busy and woull work every day [ was home, or even when we're on
vacation. They know when mom tells themn that, it's the truth, You
won'tlove all of it, but you have to wrap your arms around it

Nat cml}' has she wrappel ber arms around it, f\ngél’s ful ly em-
braced putting in a full day’s work —no matter what time she starts,
1hat's not necessarily as casy as it might sound, given the perpetual

demands that accompany a household her size, not to mention the spe-
vial needs of her mother, who has Alzheimer's and lives with Angel.
“Even if 1 don't start my day until three in afternoon, I still need 10
have what Teall ‘the day.” Maybe [vahunteered in my children's school
all morning, or helped my mother, so my day didn't start wntil three
P'lf work until nine or 10 in the evening and have my workday.”

Secing the M-nrkd;z'\‘ 1]1rmlgh is abetred h}' the fact that, in addition
lo an office at Windermere, Angel, as well asher husband, have home
offices. “T like wurking from home, but it takes discipline. People
whe've worked for me did their jobs from home, Some people can't,
They have 1o remember that even though they might still be in their
poj.s, they have to do the work,”

Huome othoe or not, .-\ngc] "s convinced she wouldn't have acoom -
plished nearly as much as she: has without her sense of self motivartion,
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instilled in her as a child. “I've always been
sell motivated; | went 10 2 Mantess o1l
schoul, where you're kind of an vour own,
I moved up through levels of learning that
kind of patterned my life."

Her lile was also shaped by her uncle, also
a Reahor, in Chicago, where A ngel grew up
and attended the University ol 1Tlingis Circle
campus, “He was our dad and a tremendous

influence.”

Despite their tremendous workloads,
Angel and Scott recognize the importance
ol spending time alone. They enjoy motor
vycling te spether, he on his | larley, she on
her Sazuki, riding wherever dheir whins
take them, as well as Caribbean trips.
Angel loves to spend time in the kitchen,
whipping up Southern cuisine, “1 cook and
vook, pork chops, all the stuff they tell you
not Lo cat!”

Given her good fortune, Angel's acutely
aware of how easy it would be 1o forget the
dilficult times, When she and Scott Hrst
came to Washington, lor instance, they
visited the food bank once 2 wesk, In fact,

someane noticed their plight at the fime
PUg

and brought food 1o their home. a l.umh]ing
expericnce lor Angel, "Once | got over the

cmbarrassment, | reminded myself how
important it would be to give back rmore
than we got, which we ruusta.mi_y try to
do.” Angel’s also active in her local church,
through which she participatesin a program
to help homeless men, 1 can’t over allow
myself to lorget where | came from.”

She nover doecs, even if i oucasionally
mildly stirs her hushand’s ire, “I e’ velled
at me ﬁlrgi:l:tmg vt of the car and wall:i.ng
over to a guy I-u,'-ldirxg a sign asking for hulp
and giving him my card and saying, ‘We can
get you in sheler or a program,” Scott hates
when [ do that, but he understands.®

After all, they both understand and ve-

member where they came [rom. B

There's a sensa of calmness oulside of
Angel's Federal Way office, and it's here in
the wooded area where sha tackles most of

her phone calls,
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