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B Local Trends: Atlanta’'s Home Sales
Forecast for Q1 2025: A Promising Start

As we step into the first quarter of 2025, Atlanta's housing market shows
promising signs of robust activity, mirroring the positive trends observed in the
latter part of 2024. Industry experts anticipate a lively market in the coming
months, driven by a blend of economic recovery and ongoing interest in Atlanta's
diverse neighborhoods.

The forecast for Q1 2025 suggests a slight uptick in home sales compared to
the previous year, buoyed by low interest rates and an influx of new residents
attracted by Atlanta's economic opportunities and vibrant lifestyle. The median
home price is expected to stabilize, providing an advantageous environment for
both buyers and sellers.definitely be on your radar.

Inventory levels are likely to improve, alleviating some of the shortages experienced in the past years. This increase in
available properties is expected to attract first-time homebuyers and investors alike, who are eager to take advantage of the
favorable market conditions.

For sellers, the market presents a golden opportunity to list their homes, as demand continues to outpace supply in many
areas. Buyers, on the other hand, can benefit from more choices and better negotiating power than seen in previous months.

As always, location remains a key factor in real estate transactions. Neighborhoods such as Midtown, Buckhead, and the
burgeoning Westside are expected to see the highest interest, thanks to their proximity to major employment centers and
cultural amenities.

Overall, the first quarter of 2025 looks to be a promising time for the Atlanta real estate market, making it an ideal time for
both buying and selling. Whether you are looking to invest, relocate, or simply explore your options, the Atlanta market should
definitely be on your radar.

B Links we Love

Animoto (www.animoto.com) - A user-friendly video Breakthrough Broker (www.breakthroughbroker.com) -
editing tool that allows real estate agents to create Provides an array of marketing templates and tools that
professional-looking videos for listings or marketing can save real estate agents time when creating
purposes. This can be a powerful way to connect with marketing materials such as flyers, brochures,
clients and showcase properties and postcards
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B Champia Promotion

$50 off sewer scope inspections; good through Feb 28, 2025 Free MOId
Free mold inspection with any full home inspection inspection

B Agent February Call To Action: Get Committed To Cold Calling

Here are several statistics and studies that suggest regular cold calling can indeed be effective and lead to success,
especially in sales-oriented industries like real estate. Here are some key statistics and insights:

) Success Rate N

It's often cited that cold calling has a success rate of around 1% to 3%. While this might seem low, it indicates that
consistent calling can lead to success over time. For example, if a real estate agent makes 100 calls, they might expect to
get one to three potential leads.

J

E3 Follow-Up Impact <

According to the National Sales Executive Association, 80% of sales require five follow-up calls after the initial contact, yet
nearly 44% of salespeople give up after just one follow-up. This highlights the importance of persistence in cold calling.

J
E} Conversion Enhancement N
Another study suggests that combining cold calling with other methods, like email and social media, can enhance
conversion rates. When cold calling is part of a multi-channel approach, the effectiveness of each call can increase
significantly.
Wy
3 Decision-Maker Contact
Research from Leap Job found that it takes an average of eight cold call attempts to reach a decision-maker. This
statistic underscores the need for persistence and resilience in daily calling routines.
B Appointment Setting N
A Baylor University study found that experienced salespeople can expect to make one appointment or referral for every
209 calls they make. This might sound daunting, but it also sets a realistic benchmark for what to expect and work
towards.
J
B Time of Day Efficiency N
According to CallHippo, the best time to make cold calls is between 4 PM and 5 PM, followed by 11 AM to 12 PM. Calls
made during these times show higher success rates, suggesting that timing can significantly impact cold calling success.
J

These statistics emphasize the potential benefits of making cold calls daily. Consistent effort, along with strategic planning
regarding timing and follow-up, can yield significant results. Incorporating these practices into daily routines can help
maximize the effectiveness of cold calling campaigns.
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