
Market Shifts & Message Control 

How top REALTORS® guide clients confidently through changing market 
conditions without fear-based messaging 

By Mike Swaringim, President, St. Charles REALTORS® Association 

If you have been in real estate long enough, you learn a simple truth. The market does not need 
our permission to change. It just does. 

And when it does, the noise gets louder. Headlines get sharper. Social media gets dramatic. 
Clients start sending screenshots with one question: “So what does this mean?” In those 
moments, our job is not to echo fear. Our job is to bring clarity. 

As the President of the St. Charles REALTORS® Association, I have the privilege of seeing 
what the best agents in our region do consistently well. They do not just know the market. They 
guide the message in a way that steadies clients, builds trust, and keeps people moving forward 
with confidence. 

Markets shift. Professionals stay steady. 

Real estate is always moving. Interest rates change, inventory rises or tightens, and consumer 
confidence ebbs and flows. You can feel that shift in conversations with lenders, appraisers, 
builders, and buyers. 

Right now, we are hearing cautious optimism in the broader economy, the kind that suggests the 
next season could bring more stability than drama. There is continued talk of inflation easing 
compared to past peaks, and a sense that decision makers are watching rates closely. Uncertainty 
has not disappeared, but the sky is not falling either. 

That is exactly why fear-based messaging fails clients. Fear makes people freeze. Confidence 
helps them decide. 

The best agents lead with information, not emotion. 

In changing conditions, clients do not need a doom and gloom forecast. They need a guide, 
someone who can explain what is happening without turning it into a crisis. 

Top REALTORS® keep their language grounded. 

Not “You better buy now before you miss out!” 
But “Here is what we are seeing, here are your options, and here is the smartest next step based 
on your goals.” 

One approach pressures. The other empowers. 



Message control is not spin. It is leadership. 

Message control is not about hiding the truth. It is about protecting clients from emotional 
whiplash and helping them move forward with a plan. 

A disciplined message often includes three simple steps. 

First, start with the facts. What is happening with inventory, demand, and days on market? Most 
importantly, what does it look like locally, not nationally? 

Second, connect the facts to the client’s timeline. A first-time buyer and a downsizer experience 
the same market very differently. The question is not where the market is going. The question is 
what this market means for them. 

Third, present two strong paths forward. Confident agents do not trap clients into one option. 
They offer smart choices and explain tradeoffs clearly. 

Today’s market still rewards strategy. 

Even in a shifting environment, real estate is not random. It is responsive. 

For sellers, accurate pricing, strong marketing, and clean presentation still win. As buyers 
become more selective, the basics become even more important. Staging, condition, professional 
photography, and a plan that creates competition matter more than ever. 

For buyers, negotiation opportunities can open up as the market normalizes. That does not mean 
buyers should wait forever. It means they should buy wisely, with strong representation, clear 
terms, and an agent who knows how to structure a win without overpaying. 

Confidence spreads. 

Fear travels quickly, especially when people are cautious about finances. But confidence spreads 
too. 

What we say matters. Our tone matters. And our ability to stay steady becomes the foundation 
our clients lean on. 

In every market shift, there will always be someone shouting predictions. Our industry does not 
need more shouting. It needs leaders who communicate with calm clarity, protect clients from 
panic, and help people move from uncertainty to action. 

Market shifts are inevitable. Fear based messaging is optional. 

Let us choose confidence. Let us choose professionalism. And let us keep being the steady guide 
our clients need, no matter what the market does next. 
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