
Hello Friends, Family, and Clients! 

I walked outside to start our cars since we are 
parked in the driveway while all our furniture sits in 
our garage waiting for our new floors to 
be installed. 

I looked down at my tire and saw a huge 
dent in the rim.  Plans changed quickly. 
Julie will take Jaxon to school, and I 
think the tire looks good enough to 
drive to Gateway Auto to get looked at. I 
make it about one house down before I 
hear metal on cement, not a pleasant 
sound.  I pull over and take a look. I 
wasn’t going anywhere.   Thank 
goodness for roadside assistance, they 
have a tow truck to me within 30 
minutes.   

As I wait for Justin to pick me up the guys show up 
to start the flooring.  The day before they poured 
concrete leveler to ensure the floors are even before 
laying the vinyl planks.  I walk in after the tow truck 
leaves, and they are ripping up the concrete because 
it didn’t adhere to the subfloor.  They need to start 
over.  Another few days living in our outdoor husker 
chairs!   

I then get a call from Gateway Auto, my car needs a 
new rim.   I have low profile tires, which in my 
opinion, was a rough ride in normal streets but 
almost impossible with all the potholes.  So it’s time 
to get a better tire and rim so I can maneuver the 
mean streets of Omaha. I’ve used Gateway Auto for 
years but unfortunately they do not sell rims. So, 
once Justin picked me up we had to run by a few 
properties and then it was off to find some new 
rims. 

My first stop to find a new rim was a local place that 
Gateway Auto recommended.  The plan was to buy 
the rims and then take them back to Gateway to 
have them mounted on new tires and installed.   We 

enter the place and nobody is around. 
Finally about five minutes later the 
owner comes out from a door to see 
what we needed.  I explained to him the 
situation and also told him who referred 
me.  I then asked, what rims do you have 
in stock?   

Unfortunately, it went downhill from 
there.   He preceded to discredit who 
referred him, even though, they do a lot 
of business with him. He then shows me 
only one option and tells me this would 
be my best deal.   I explained several 
times, that I was willing to pay more if I 

liked the rim.  I’m never in the market for rims so I 
wanted to make sure I liked them because they are 
staying on the car for as long as I have it.   He 
seemed irritated that he had to spend more than a 
couple of minutes with me. 

When I insisted on seeing more options he finally 
showed me a few more rims and I found a set that 
would work.  He had a good price on tires as well 
and confirmed with Gateway that everything would 
work.  However, the entire time he was aggressively 
trying to persuade me to have my car moved back to 
his shop to have the rim and tires installed.   I just 
kept thinking, why is he pushing so hard?  To make 
a few extra bucks on the install?  He is already 
making money on the tires and rim.  Maybe they are 
the best tire installer in town but why discredit the 
company that referred you?   At this point, I just 
wanted to get going.  I was only there for a little 
over an hour but it felt much longer.  We finally get 
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the rims and tires loaded into Justin’s SUV and get 
them the over to Gateway Auto.  Time to finally get 
my day started.   

I wrap up work a little before 6 pm.  Julie and I get 
dinner figured out and I was just about done eating 
when I get a call from Caleb.  “Dad I blew out my 
tire.”  No, not two tires on the same day?  I head out 
the door, and when I pull up, sure enough, I see the 
same type of dented rim I had.     I chalk it up as a 
teachable moment.  How many Brown’s does it take 
to change a tire? My dad and I helped Caleb over the 
next hour or so showing him how to change the tire 
to his spare. By this time, I’ve talked with my dad 
and he recommended another tire/rim shop close by 
that he had used.     

I went there the next day and talked to the owner 
and staff and it was the opposite experience I had 
just the day before.  They listened to what I wanted 
to do and offered options and we're easy to work 
with.   

I think this is why it’s been so easy to navigate to 
using Amazon or delivery services. You don’t run 
into high-pressure sales or people who don’t care.   

In our real estate business, we guide our client’s to 
help them make the best decisions for them, not us. 
Unfortunately, real estate is a commission driven 
industry with a lot of ego and individuals who only 
fight for themselves.  At the end of the day, we want 
to know we’ve done the right thing for a client 
because that’s how we want to be treated.  

It takes a lot to get me frustrated but this day was 
on the list of money spent and time wasted.   It 
usually doesn't bother me since I know someone 
always has it worse off than this and to keep it in 
perspective on the day’s that just don’t go as 
planned.   

The motto of Sara Blakely the founder of Spanx 
rings in my ears  “The more you experience in life, 
the more you have to offer others.  Good or bad it 
doesn't matter. You will be better for it.” 

New Kind of Resume 

I recently took a 6-week course called Build Your 
Life Resume with Jesse Itzler.   I’ve been following 
him for about a year since I read his book Living 
with a Seal (highly recommend it).  He has a great 
energy and he is also very down to earth.  It was a 
fantastic course and I would highly recommend it to 
anyone.  His website is www.jesseitzler.com.  One 
of the weeks he discussed keeping a “won’t stop” 
mentality.  Basically, no matter what obstacles come 
in front of you, keep going.   It’s an unwavering 
ability to see things to fruition.  The nice part? It’s 
teachable.  

He had 15 strategies to help develop this mentality 
but I will give you the three that resonated with me 
the most.    

You have to really, really want it - You can’t just 
say you want it, you have to have a burning desire to 
achieve. 

Make yourself proud - Strive to be the best version 
of you. Do something everyday that makes you 
proud when your head hits the pillow at night. Let’s 
not go through life as the 80% version of ourselves. 

How you do anything is how you do everything - 
The small things that you do day-to-day are 
indications of what you’re becoming. Create an 
environment in your head that you keep going. 
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We are in a mastermind group with 16 of the top agents in Omaha. We 
get together to discuss the market on a monthly basis.  What I hear 
most often is that Omaha is always behind in the trends in the 
housing market. Justin and I are always keeping up on local trends, 
but we don’t ignore the national trends.  To be a leader in our industry 
we find it better to have a balance between the local and national 
trends.   

Even if you're not buying or selling in the current market we know 
house prices affect the rest of the economy.   For example, the 
following is from www.economicshelp.org: 
  
• Rising house prices, generally encourage consumer spending and lead to higher economic growth. 

• A sharp drop in house prices adversely affects consumer confidence, construction and leads to lower 
economic growth. 

One of the bigger topics currently being discussed is when will the next recession to hit?  Based on a few 
sources, experts think we have a 46% chance by the end of 2020.   Even if we do go into a recession does that 

mean we will have a housing crisis?  Maybe not. 

According to research, 3 out of our last 5 recessions did not affect national 
appreciation on homes and 2007 through 2009 was out of the ordinary but 
that’s attributed to a lot of bad practices and greed.  However, policies have 
been put into place since then to help avoid these types of practices and help 
reduce the big swing in real estate prices we witnessed during the last 
recession. 

On average the US has a historic annual 
appreciation of 3.6%.   

Continued on 4th Page
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In addition, the same experts that are predicting a recession also 
predicted the next four years of projected home prices.  We are again 
seeing a national trend to the softening of appreciation and not a loss in 
value.   As you can see the historical appreciation is on track even after 
the 2007 to 2009 recession.   

The market is constantly changing and we will continue to track 
both local and national trends to keep you updated.  If you have a 
questions on the market just email me jay@rciomaha.com and I will 
put it in the newsletter and address your questions personally.  

                                                                               

If you have a friend, family member or neighbor who, like you, is interested in protecting their real estate investment and would 
appreciate receiving the monthly “Newsletter”, please send us an email with their name and mailing address to jay@rciomaha.com. 

I will add them to my mailing list and be sure they receive a complimentary copy each month. 
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