Fox Brokerxrs

The Art of Reinvention

California broker Jobn Plocher has managed 1o stay on top of a shifting real estate mavker
by diversifying his business. Flis team of sales associates, property managers, and maintenance

workers has grown during some of the industry’s rougbest days.

GUIDED BY FAMILY
My dad was in the Air Force, so we didn't stay
anywhere for more than two or three years, which
forced me to make friends quickly. In 1975, I gradu-
ated from Brigham Young University with a psy-
chology degrec. I was starting to pursuc a master's
in public administration, but I also had one child
and another on the way. I told my dad, who had be-
come a real estate broker, and his friend Sam Arm-
strong, who was with one of the largest offices in
southern California, that T wanted to get into the
business.

Au first they discouraged me because they knew
T was on a master’s track. But I persisted until Sam
took meon. I started out in single-family home sales
and I loved working with people. After five years
with Sam, I cofounded Western Security Realty
Inc., which later became WSR Sales & Manage-
ment. At that time, interest rates were 16 percent to
18 percent, the highest they'd ever been. Similar to
today, it was a poor real estate environment

THE GOSPEL OF DIVERSIFICATION
Pve made it through three major recessions. I've
seen thousands of people come and go. It seems
that practitioners who averspecialize are left out in
the cold during market downturns. In good times,
niche markets can be profitable, but in the long run
they don't make financial sensc.

Farly on d my company. We added
a property management division and today we
manage between 3,000 and 4,000 condominiums,
single-family homes, and apartment buildings in
southern California. The natural evolution was to
maintain these properties. So in the early 19gos,
became a general contractor and we formed WS]
Maintenance.

We also do outside construction wark. We don't
build houses, but we take on roofing and drywall
repairs, carpeting, and painting. With a solid basc
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of property management, sales, and maintenance,
we generate congrucnt business and referrals be-

ADAPTING TO MARKET NEEDS

Tn 2005, T developed the preservation division of
WSR. We previously offered those services, but
discontinucd them in 2001 because conventional
sales were so good. The need to work with fore-
closures came roaring back. W work for about
40 or 50 banks doing all the debris removal and
cleanup of REO homes. Not only do we restore
properties but we also help the bank sell them. We
have 80 people working in prescrvation and arc
filling 50 to 100 work orders a day for banks all over
the state.

PERSISTENCE IS KEY

My success is due to persistence. I'm certainly not
the sharpest tool in the shed. T know my limita-
tions, But 'm a firm believer that if you press for-
ward and pursue your dream, no matter how lofty,
doors will open. Yes, T tried business ventures that
failed, And I have doubted myself and questioned
whether T have what it takes. But I never stopped.
It docsn't really matter what business environment
you'rein. Our company was born in ane of the worst
real estate climates we've seen. [f you're persistent
and you want that dream, you can have it

WHAT'S ON THE HORIZON

bing a lackler chat reaches
t's like I'm looking out over
the big canopy of the jungl and getting an idea of
where we need to go. Business is a jungle and my
guys on the ground are the anes cutting through,
but they nced a leader who looks to where we go
next. Pve tried 1o be forward-thinking to deter-
mine where I want to lead my company. By Eriea
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