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Different By Design
“A home is not a home because of room dimensions or wall color. It’s about how you feel when you walk through the front door. The way you can instantly envision your life unfolding there.” http://karstenteam.yourkwagent.com/
Walking through the door of real estate professional Karsten Musaeus’ Keller Williams Client’s Choice office in Colorado Springs, you instantly feel safe and secure. It’s an unremarkable office furnished with a large desk, chairs, pictures, photographs and a Keller Williams 2005 Platinum Award plaque for sales achievement which modestly hangs on the wall. 
But the person who meets you at the door and sits behind the desk is anything but ordinary.  He fills the room with an aura of magnetism and friendship. You notice immediately that in that place, there is a difference by design.

Impeccably dressed in suit and tie, Karsten Musaeus emanates professionalism, charm and sincerity. Through his welcoming smile and extended hand, you sense he wants to get to know you on a personal level. As Karsten’s web site boldly states, “This is more than about real estate. It is about your life and your dreams.”
“I just talked someone out of buying a house,” Karsten states on this sunny, mild January day. “It was not in her best interest. Sometimes the best thing you can do for people is to understand their tax and economic implications. I advised her to wait.” Another difference.
Karsten Musaeus is the son of Danish immigrants who lived under Nazi occupation. “My father was in the Danish underground and had a price on his head,” he says. “At the time my parents left Denmark, they were only allowed to take $50 each out of the country. They came here legally, went through Ellis Island and settled in Portland, Oregon,” he says with pride.  “They worked hard, raised a family and made a good life.  I’m truly grateful for their inspiration”.
Karsten attended the University of Oregon and Portland State. While studying for his Master’s degree, he served as a teaching assistant in undergraduate philosophy. At the age of 20, he was the co-chair of a major U.S. senatorial campaign (they lost), as well as an environmental and consumer advocate with a public Interest Research Group (OSPIRG) which he helped organize on all Oregon campuses statewide.  “I was very politically active and pretty far left in my youth.  I even had public office aspirations”.  Then the impossible happened: “I became a born-again Christian in 1972 and I went from being a radical leftist to a conservative; but not all at once.  It took over four years just to re-calibrate my old world views.  When you take ideas seriously and then realize how wrong you have been, it’s not always an easy transition; but it sure was stimulating! Suddenly I was responsible to my creator and the fact that it was His universe and He had an opinion on how things should work forced me to rethink virtually everything.  

While all of this was going on Karsten discovered real estate as a homeowner and as a possible career path.  “I was always interested in real estate,” he notes.  
Karsten secured his real estate license in Eugene, Oregon, in 1977. “In those days, there were monthly printed MLS books, computers, and mimeograph machines in which you had to literally ‘crank out’ your ads. You’d end up with ink all over your hands,” laughs Karsten. And believe it or not, the Oregon Real Estate Contract was only 2 pages!
Having previously worked for a time as a finish carpenter, Karsten remarked, “I know when a house is built right and when it’s not. While my clients are looking at the ‘bells and whistles’ in a house, I’m looking at the construction.”

In Eugene, the first house real estate agent Karsten sold was to a soon-to-be university professor, recalling, “It was a 3 bedroom, 2 bath, 2-car garage home that sold for $75,000… a lot of money at the time!”
Moving from Oregon to Southern California in 1980, Karsten entered the world of finance and, with a partner, eventually started his own mortgage banking company in 1984, still keeping his Real Estate license active active. During his California years, through 1992, he received training and was an active institutional bond trader.  It was a great education in learning about the flow of money and how it relates to lending and real estate.
The move to Colorado was envisioned as an escape from the crazy lifestyle of Southern California. “The last real estate deal I did while living in Newport Beach was in 1992, selling a house to a guy who had $43 million in cash. The house was on Balboa Island [on the coast of Newport Beach]. The client paid $1.5 million for it. The client’s wife wanted to change certain things in the house and my client would do anything to make his wife happy. When I visited them one day, I was shocked to see a wrecking ball on the property tearing down the house. In amazement, I asked my client, ‘What are you doing? Do you know you just paid $1.5 million for a lot?’ The client answered with a smile, “after 42 years of marriage she deserves it…‘ain’t it grand?’”
Karsten had researched the anticipated move from California by investigating eleven western states. “I decided that Colorado Springs was the right place: it had mountains, no bugs, low humidity, lots of sun, no smog and actual seasons, less than 13 billion people…just a great place to live; and real estate was starting to trend up again.  People have asked me, ‘Don’t you miss the ocean?’ I answer that ‘You can always fly to it.’” And, he tells of a little known fact: “The majority of people who live in California never get to the ocean.”  They are either working or stuck in traffic!
Since becoming a real estate agent in 1977, Karsten has experienced his fourth market cycle. “You can fall off a rock in an “up” market and sell a house. Buyers are plentiful and sellers know their home will sell” he says. But, he notes, “In any market, be it up or down, there are always two markets going on: deals that are good and deals that are bad.” Karsten explains, “It’s one thing to be anxious. If you buy or sell based on impulse or ignorance, you’re setting yourself up for pain, especially if you’re doing it when the market is in turmoil.  It’s one of the reasons people need a good realtor.”
Karsten’s real estate philosophy is fashioned on a basic premise: Serve the clients best interests. “I tell buyers and sellers alike that they can count on me to be a consultant, advisor, educator, sounding board, information provider, negotiator and protector.”  Our team doesn’t just focus on homes…we focus on people and their best interests.
The mechanics of fulfilling this philosophy revert to that first impression when you walk through Karsten’s office door. “Buyers are given a presentation and informed on what a true buyer’s agent is doing for them. I tell the buyer, ‘It is not my job to sell you a house —it is my job to find the right house for you.’ Whether you’re an engineer or a ballerina when you buy a home you have to get your head (the rational side) and your heart (the feeling side) lined up or it is not a good decision…if these two cross hairs don’t line up you won’t hit the bullseye. [Karsten crosses his two index fingers] “Also, nobody works for me if they do not adhere to that philosophy with our clients.” 
“Now, does this process take longer?” Karsten asks rhetorically. “Of course! My Best Home System guarantees you’ll find the right house. There is nothing random about it.” he says. “Unless you do a thorough profile and understand your client, you can’t help them.  And we take great care to not rule out any of their potential options. We start wide in our analysis and shake the wheat from the chaff.” In explicit terms, using the profile, Karsten searches for a house based on their minimum requirements not to exceed the maximum price of the buyer.  That’s basic.  Then by adding 2 key filtering systems, plus actively engaging the client throughout the process we are able to find the best of the best for them.
“I never want my buyer to say to me, ‘Why didn’t you show me that one?’” Karsten says emphatically. Humorously but seriously I tell my clients to think of me as their “angelic pit bull” ---i.e. count on me to take a big bite out of the other side in negotiations and to protect all sides of your assets. That’s the pit bull.  The angelic part simply means that we operate with integrity therefore I will not lie, cheat or steal on your behalf.”
When it comes to sellers, educating the client is of major importance to Karsten. “Selling a home in today’s market requires three things,” he says. “First, it must be priced extremely competitively, preferably better than the competition. Second, it must be in excellent condition. And, lastly, it has to be staged well.” Karsten said that all of his listings that have met these requirements have sold in 30 to 60 days (or sooner), and, “In a few cases,” he says, “there were multiple offers, some higher than the asking price.”
In our current down market, Karsten notes, “Supply so over strips demand that the marketplace becomes a moving target downward and it’s hard for sellers to face that reality.  But our job is to tell them, show them the truth and the truth is you don’t chase a market, you lead it or you get out!  Karsten preaches the doctrine, “Know thy market. Protect thy client.” Knowledge is critical, especially in a down market.  Sellers need to be told the facts of reality…even if it is painful.  That’s part of our job.
Karsten has built his Team based on what he calls “The 6 Cs”: Character, Competence, Caring, Communication, Cooperation and Commitment.  They keep us focused and they undergird all that we do. 
Mortgage banking and brokerage experience have significant advantages for Karsten’s clients, too. “All lenders and all loan programs are not equal” he says. Ignorance and abuse have lead to a lot of the current financial mess we are in.  We believe a client is best served by helping them understand the whole transaction; and that includes the loan!  We don’t leave it to chance, we get involved.
With lots of people going through difficult hardships, marriage, family, finances, etc…you have to listen and pray; and you learn a lot about your own limitations…You also realize “God and Family” is not just a phrase…it is the substance of life!  Karsten is married to the lovely Rebecca (his partner in real estate).  They have 4 adult children and 5 grandchildren (so far).  All of whom they are very proud of.
An avid reader, Karsten admits, “I always have five books going.” He also waxes poetically on another pastime—golf…toughest sport out there yet it looks so simple.  It teaches you a lot about yourself and life…and the people you play with. And, for the record, he’s still passionate about politics, economics, relationships, spirituality and music.  And Maui is not too far out of his thinking either!
Karsten also notes, “The older you get and the more experience you have, hopefully, the more wisdom you can bring to benefit your clients. And, if you’re my client,” he says, “while real estate is the particular subject matter, we’ll be covering all the important aspects that affect the whole of your life. I am at ease in trying to paint a long term picture with people.”
The Karsten Team includes Karsten’s wife, Rebecca, who is a licensed agent but prefers to handle the internal side of the Karsten Team, focusing on the all important generation of leads and maintaining contact with past clients. 
Karsten’s step daughter, Ashley Metcalf, is the Team’s buyer agent. Mike Handeland, the handyman/concierge for the group is Karsten’s brother-in-law. 
Shelly Duerr is Karsten’s assistant, who says of her boss, “Probably one of Karsten’s best attributes is his actual care and concern for each client. He treats them all as if they are family and I believe that has a lot to do with his success. Most of his clients end up as lifelong friends and always refer their friends and family to Karsten for excellent service.”

Karsten believes that this is a good time for committed agents. “This current down market requires more expertise, knowledge and . . . sanity,” he quips. “And it’s especially true at these times that the public finds value in our abilities”.
“We all know that markets in a capitalistic system are cyclical…and housing is no exception; currently we are in a down market but when demand catches up to supply and prices have adjusted to real incomes we will see an up cycle again (hope springs eternal), probably by the end of 2009, start of 2010.  Till then our team is committed to running a lean operation, building internal systems and focusing on lead generation and market share.  It’s a good formula in general, but especially now.” 
A somewhat different outlook, by design.
