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Mario Daniel Sconza & Partners

So that | can do the best possible job for
YOU today, may you please share with me
what is most important to YOU as It relates

to getting YOUR home sold
What do YOU ’%

feel has to happen in order for this to
-|—|l'_

be accomplished?
L
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Let us begin by identifying the questions that
this experience will answer for us today:

1. Are you committed to the sale of this home or
merely Interested In 1t?

2. Who will you hire to create a great result?

3. What price could you potentially sell the home for
and what will your net bottom line be after all
expenses are considered ?

Other than these three questions, are there any other ideas you will be considering before listing yourI
home to be sold?



Mario Daniel Sconza & Partners

With your permission, here is how we may
consider proceeding....

First, I'd like to explain Our Home Selling System to you, and how the process
we leverage to sell homes is completely different from the way other agents
sell real estate.

Next, I’'m going to invest some time talking about the Exclusive Consumer
Programs we have developed as a direct result of our experience serving
several thousand home sellers as a family over the last 63 years.

I’ll explain to you what these programs are, and how the home sellers we
have the privilege of working for effortlessly and automatically benefit from
a very unique home selling system that has been not only engineered, more

importantly, proven.
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“Once I've given you a good understanding of what
our partners can do for you in a general sense, I'd
like to talk about your situation specifically by
sharing with you some comparable data so we can
establish a competitive asking price.”



Vario Daniel Sconza & Partners
#1

| Would Like to Preface

This Entire Get Together by Sharing with You Our
Cancel Anytime Guarantee

The Seller may cancel this agreement with
Re/max Premier Inc. anytime with no obligation
or further commitment to Re/max Premier Inc.

Seller retains full control.
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The 4Mistakes to Avoid when Choosing An Agent to List
Your Home To Be Sold

1. Going with the agent who promises the highest sale price, the most amount of
money (even if the price seems unrealistic). The inflated list price you were
guoted results in fewer buyers coming to view your home and ultimately a sale
price far below its potential.

2. Choosing the agent who promises to save you money by drastically
discounting the commission rate. Maximum exposure to the marketplace is a
critical factor in achieving the highest price possible. Realtors who reduce
commissions invariably omit essential services. Cost should only be a
determining factor in the absence of value. IMS Statistics

3. Choosing the “nicest agent”. Your agent’s personality means very little to you
if you ultimately discover they do not have the MARKETING EXPERTISE to create
a great result for you.

4. Choosing an agent who works all by themselves because you think they’ll work
a lot harder and give you personal attention. Your agent ends up neglecting

critical steps in the process because she or heis trying to be all things to all
people.



http://www.realestatestatistics.com
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Here | am sharing with you on a live internet
feed accurate and up to date information. It is
brought to us by a 3rd party independent auditor
of the multiple listing service. This accounting
program leverages intuitive metric software to
help you formulate real time objective

information.




Consumer Programs

We have pioneered unique and exclusive consumer
programs that are VERY RARE offerings in the Real Estate
industry today.

HalkingHouse} Malkingndsy
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As a Result We Fully Expect Your
Home to Sell!

\/In Your Time Frame
\/ With the Least Amount of Hassle

\/At the Price You Want and Need
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You’ll Receive Superior Results with
the Support of Our...

v Unique Partnership System
v Exclusive and Innovative Consumer Programs

V' Leading Edge Technology

v Specialized Knowledge
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Home Selling System
Warning!!! Warning!!!
A Shocking Fact

69% of Homeowners DO NOT GO BACK
tothe same real estate agent to do a second transaction
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Based on a survey conducted by the National Association of
Realtor Statistics
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There Are A Myriad of Reasons as to WHY This Happens...

Poor Communication

1.

2. Over-Promise, Under-Deliver

3. Promised a Selling Price Far From Reality

4. Promised Speed-Of-Sale Far From Reality

5. Were Less Experienced Than They Presented Themselves

6. Wasted A Lot Of Time Showing the Home To Unqualified Possible Buyers
7. Left Out A Critical Detail 14. Lack of Representation

g. Lack Of Professionalism 15. Poor Negotiating Skills

g Hard To Get A Hold Of 16. Sold My Home For A Low Price
1O_Didn’t Market My Home Properly 17. Too Busy

11 Never Showed My Home 18. My Home Didn’t Sell

12.T00 Pushy 19. Didn’t Do Anything | Couldn’t Have Done

13.Didn’t Help Stage My Home For Sale 20. Myself! Didn’t Keep In Touch / No Feedback
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Website Observatlon Act|V|ty Reports
We do track appointments and request feedback from every showing to assist
us in making needed changes to our marketing strategy. | will be in touch a
minimum of once per week updating you on feedback responses, new
comparable listings and sales as well as website observation activity reports.
For the responses we do receive | request your permission to share with you
exactly what is being said about your property without filtering it in any way.

#2 Would this be ok with you?



We Leverage A Unique Multi Layered Client Service

Model Which Creates A Strategic Advantage For You

#1- Inner Core
#2- Outer Core

#3- Peripheral Core

Electrical



Ihis s How Most Agents Operate

They undertake to manage all the tasks involved in
the sale of Real Estate all by themselves

Racing Around...
,—,' Trying to be All
@ Things to All People
‘.,‘ }

Leaves Little Time to
\0\0.{'\0%

(2

Give Clients the

: ~ Kind of Service
’ They Deserve

&
> 4
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1. Most agents are one-man shows with limited resources, time & energy, juggling
several clients with little or no help and limited funds. Such an agent will have a
difficult time providing you with first-rate service and attention.

1. Mario Daniel Sconza’s hand picked Real Estate Partners consistently have time for
you and are skillfully qualified to zero in on different aspects of the home selling
process with undivided attention

1. Our unigue approach means you have access to a highly prepared staff of
individuals working for one common cause, to help you achieve your Real Estate
goals, each with their own Specialized Knowledge and areas of expertise

1. Best of all our partners are working for you and with no obligation on you



arther Introductio

Each Partner Has A Specific Role To Play In The Selling Of Your

Home
Marketing- Outside Sales- Domenic Rando & Inside Sales- Mario Daniel Sconza &
Mario Daniel Sconza Mikhele Corvinelli Brian Cowling

Handyman Services- Franco Quintieri Mortgage- Marcello Calvi




Each Partner Has A Specific Role To Play In The Selling Of Your ‘
Home

Service- Sandie Sconza Administration —Erica Cianfarani Technology- Iszabella and Daniel Sconza

Home Staging- Annie Caya Deep Houses Cleaning- Yeanette Marchese




Ihe Ultimate Home Selling System

We Do Not Run Out of Time for You
because each of us are separately responsible for a specific
process in the sale of your home and you receive our entire elite
partnership of top performers and expert council with priority
access to our founding partner, associate partners, and our staff
of administrative and peripheral partners. Our blend of
colleagues includes highly capable, licensed Real Estate
professionals who can draw upon expertise and vast experience
to offer you unique benefits that will lead to superior results in the

home selling process.



ario Daniel Sconza & Partner

Our partners are full-time professionals, completely familiar with
the intricacies of our local market, its practices and inventory.

In regards to Real Estate, we know zoning, land use, construction,
renovation, development, investment, financing and a broad
3 gamut of other property acquisition related matters!
Biography =2

We regularly attend outside and in-house training, continuing
education and seminars by experts in the field so that YOU
leverage the benefit of the latest and most up-to-date information.

We grant you access to latest state-of-the-art technology,
computers, equipment and software giving YOU the competitive
advantage’ SOLD

!



Marico Sconza
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Of Real Estate Service

Advertise Themselves
Bang A Sign On Your Lawn

Create Online & Offline Advertisements (and maybe run them)

Download Your Listing to MLS
Encourage Their Office To Show It

Figure They Might Try A Traditional Open House
Get On Their Knees and Pray It Will Sell



Our Innovative Consumer Programs
& Exclusive Advertising Systems

Create More Demand For Your HoOme!




endorsement of our service
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. Ads on Google
+ other Search Engines

| Free Reporty
— And Best Bonn

Buyer Magnets

-—J Marketing \
Systems 7

Oy Wide
Hetwork

I| In House ‘

Returning VP
Clients Systom




Mario Daniel Sconza & Partners

Buyer Database

We have over 7500+ active buyers searching our website. We
check their searches, narrow it down to 50-100 buyers that may be
Interested in your home and call them directly!

Agent | - AN Agents ~
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Susana Wrstfall
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Buyer Profile System

Our one-of-a-kind Buyer Profile
system gives buyers priority access
to hot new listings that match their
home buying criteria and gives you

access to an exclusive database of
buyers in waiting.




BN Buyer Profile System EX
Benefits To Home Sellers

V' Your homeis ©Xposed a group of highly pre-

qgualified and interested buyers daily.

v/ The Property Alerts to our Database of Buyers in Waiting

are very select and represent a way of presenting

powerful
your home to prospects matching your homes criteria.

Buyer Search and Match

v/ This service builds buyer loyalty, giving us a strong

number of to bring through your home.
serious prospects



24 Hour Talking Ads
PROBLEM

“Getting information on homes is a lot
of hassle. Either I'm chasing down the
agent OR the agent’s hounding me!”




24 Hour Talking Ads
SOLUTION

v Detailed information about your home conveying
word picture positioning is available to interested
buyers 24 hours-a-day, 7 days-a-week.

v Because buyers don’t have to speak to an
agent WE GET.3 TIMES AS MANY CALLS!

click to play




Miario Daniel Sconza & Parner

Our !Exclusive City-Wide
[ Buyer Agents
Network




tional)

—> A common problem for many agents is in finding the right
buyer for the home they have listed for sale

— Most Agents List a sellers home THEN begin the process
of finding a buyer. THIS IS INCORRECT.

— Most Agents do not possess the technology, the systems
or the leverage to reach buyers who may already be
working with another real estate agent.
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TOP 300 AGENTS

We pull 300 realtors that have sold a home within a 25 km radius
of yours In the last 90 days and give them a broker courtesy “heads
up” of the new pre-market listing.
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RE/MAX AROUND THE WORLD

~ 5 SO
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NATIONAL AND INTERNATIONAL EXPOSURE

Re/max currently resides in 95+ countries with 6986 offices worldwide and
104,826 realtors. Because WE participate in the information exchange network
national and international brokerages will display your home on their websites.

This puts us in front of a universal audience.



Online Marketing Problems

— Most Agents Marketing Consists of Trying to Sell the

Property in the Ad -vs- MARKETING that Compels the
Buyer to Actually Contact the Agent

— This is because Agents lack knowledge, formal training
and experience in Direct Response Marketing

— In addition, ONLINE is a cluttered place where it’s

TOUGH to stand out and draw the attention of prospective
buyers



INTERNET

We have a very aggressive Internet marketing
system. Our octopus style brand of marketing
reaches out across the globe generating for
you several times the potential buyers over
our competition.

We have presence on:
- 2 Yﬂl.l 7
-




McCormick Ranch Remodel!

PAY-PER-CLICK

We invest thousands of dollars per month in pay- per-click
advertising on many of the social media platforms. This is a
great way to market your home to its hyper local market.

Facebook Branded Ads ‘

Cinc Launchoad



https://business.facebook.com/ads/manager/account/campaigns/?act=340117706328522&pid=p1&business_id=340113512995608
http://www.searchgtaareahomes.com/dashboard/#broker

We Syndicate Your Home for
MAXIMUM

Exposure!
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We Also Syndicate Your Home
on other Real Estate Company Websites

coLpweLL

GUARANTEED
T

Agent and Sellee must agree cn prics and §
< RealLiving
eaiLiving
@1 |

ROYAL LEPAGE
I {1

Gloria Nllson
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Virtually Every Website Where a Buger
e

Can Search for Homes, Yours Will
There!

ALYCOS "W/ AOL ® real estate SecondSpace

_m o ."‘m REALTY zos
*RONTDOO yREALTY

backpage.comHomeFinder (& MyNewPlace Lh FT
YAHOO!L @NOMO | ZBEE
homes databasesg|investor-

e WAL\
|

s MaineHomes.cc \Q_.,. Se
.. GUARANTEED. "N\ ::?wnome
@ S [ e e arch COm




Mario Daniel Sconza & Partners

Effective Marketing
talks to & about the Buyer and provides real
tangible benefits.
It gives the prospect a non threatening way to
retrieve more information and provides them
with compelling reasons to contact us in order
to receive It.




o Levers

We Have More than 100 Exclusively Owned Benefit Rich Universal
Resource Locators Diversified Across Multiple Networks
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M Marketing Your Home For All Its Worth!

: Your Home Sold, At A Price -
all Acceptable To You, or I'll Buy It For NI
CASH. (6uaranteed Up Front In
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ATLANTA
PROMRTIES

FOR SALE
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http://www.mariodanielsconza.com/

We Leverage Less Branded Internet Marketing Systems

DialGTARealEstate.com -

Insider Newsletter BEWARE! 13 EXTRA COSTS SEARCH HOMES
... a must read for home owners 13 Extra Costs to Be Aware of Before
Buying a Home Property Type

MOVING UP? 27 SELLER TIPS o

6 Mistakes to avoid when moving up to a that you should know to get your home Neighborhood
larger home sold fast and for top dollar BRIES o

9 COMMON BUYER TRAPS AVOID THESE MISTAKES Price To [
9 Buyer traps and how to avoid them The 9 step system to get your home sold /



http://www.dialgtarealestate.com

We Leverage Search & Match Internet
Marketing Systems

* ¥ 5 awrbenn - Googie Sear: x ¥ O ResdEstata Homes tor - x ¥ [l Neitie o x V& Ways 00 Take 2 Soee x, O Feal Estate Homes for = X

Home Saurch Homes Map Search About Soll Your Home Home Evaluation

Find Homes In the GTA Area

RE/MAX



http://www.searchgtaareahomes.com

Free Report
Example

Our exclusive offline to online marketing systems generate so many
potential buyers for your home.

Research indicates that over 95% of Active Buyers shop for homes online.
We have multiple internet buyer generating ads concurrently running daily

directing purchasers to our various websites to gather valuable information
to assist them in making informed decisions.

YOUR HOME COULD BE WORTH MORE THAN YOU THINK!
YOUR HOME SOLD , ——y b <
- YOUR ASKING PRICE (1N UNmrl(t,;f)'l‘;?\;'gp Fipd Dux Online-lﬁchk Over The Net Home Evauaii~a at

OR I'LL PAY YOU THE DIFFERENCE! ww#.@nhneﬂomel’m:c info
= . ¥ : il a0 m.‘ ‘.: oo i W g E “r....... b

— — Huw TO SELL YOUR
< Free Report reviews -~ NS Tl HOUSE WITHOUT
SRty ] 7 Costly Mistakes o Wl Frec Repore : AN AGENT
Avoid Before " wha ”uw 1o know Free Repors Reveals
Selling Your Home. " bef ')bulmyour “10 inside tips” 1o selling
Free recorded 1 your house yoursell.
1-888-409.2272 ID#GO00. . } %dd messae Free recorded mewage
! “1“ 2026003 [ 1008y 2ar 04017
or visit
www.MetroAredPSBO.cor

HOMEBUYERS
BEST BUYS HOTLIST
Free computerized list
of all available Properties
Fro cmgnzaizal b of in your specific
Area .wmc “‘a and vailshle propertbes antallad o il price range and area.
¥ cmnn:i::’“mp Firee recorded message Free recorded message
Free recorded message SBRR. 4009372 1RGNS Liy) v :
I-H.‘(Bv-{()"-,""’), ")v‘-‘()ﬂ‘“ l 888 (‘ / ” s | B8 ) 23 1

. or yiae
OF Vs

Let me show you what these buyers look like when we cross paths...
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VIDEO

Video is a popular means for advertising a home. It

gives a buyer a different perspective of the home,

its layout and floor-plan. We will feature your home
on video sites like YouTube, Vimeo and Viddler



alking House lechnolog

PROBLEM

m Buyers drive around looking at houses and typically
write down 15 or more telephone numbers from
FOR SALE signs.

m They are unlikely to call all those numbers!

m Itis highly improbable that they will have a clear
uncluttered picture of each home after the call.



Interested Buyers Gain Access HOUSE
'TALK™

to An Instant On Demand
Audio Information Podcast of o igh fom fou smart hone
Your Home for Easy,

Convenient Listening 24 www.YourAddress.com
Hours a Day, 7 Days a Week K-
Right From their Car Wifi or N L=

Mobile Device without having
to wait.

TALK

Instant Audio Information About this
Home Right from Your Smart Phone

Hosg@

123MainSt.com

Listen to
House Talk - @) HOUSE " 5imives
Now! - m W TALK e
- 1OFTINUE e R e "‘T_'T.




HOUSE &) Talking House
@ TA'-K“ Technology

Instant Audio Information About this
Home Right from Your Smart Phone

123MainSt.com Benefits To Home
Sellers

v/ Our “House Talk” system makes your home
stand out and draws attention from
prospective home buyers.

v/ Inquiries about your home are quadrupled
because buyers don’t have to speak to an
agent.

v/ You gain the benefit of a virtual on site
showing presentation that highlights all the
positives of your home as the buyer is
practically inside




Our Exclusive
Reverse Offer
System Is One for

People Who Ask

Questions

Feedback means they are not interested while questions
mean they are




The Reverse Offer System

Common Problem for Sellers:

Buyers have many options when looking for a home in the area.
Sellers are left merely hoping a Buyer will make an offer on their
home.

Our Solution:

When a Buyer Prospect Previews Your Home and Indicates
Interest Yet Does Not Make an Offer to Purchase,

We Can Make Them an Offer




The Reverse Offer System

*Aggressive and Proactive
System to generate Top of Mind
Awareness of your home.

*Alerts Buyers of the possible
element of negotiability in
existence.

Communicates to the Buyer how
serious you are about selling and
starts an open discussion about
a win win agreement.




Guaranteed Sale Program

What do you think would happen if you put a sign on
your lawn letting all the buyers who are interested in
your home know that you will buy theirs ?




Guaranteed Sale Program

The Real Estate @AT@{ } 22

The Fear of Getting Stuck with 2 homes ...




Guaranteed Sale Program
Real Estate Catch 22

...0r none at all




Qur
Guaranteed Sale Program
Solves This Dilemma
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Guaranteed Sale Program

Buyers looking
for a home
prefer to sell
their present
home before
buying their

80% Buyers That
Own A Home

“We can attract
100% of the buyers next one

Vs just the ones that dont need

to sell or already have their
home sold.”




Because We Are Willing to Guarantee The
Sale of a Buyer's Home if they
Move Up to Your Home...

Your home will stand out and draw the attention
of prospective buyers because it's easier to buy.

You will get a firm offer from buyers (versus a
conditional one) because we are willing to guarantee
the sale of the buyer's home.




m Our Exclusive m

VIP Buyer Satisfaction Guarantee

BUYER
GUARANTEE

IF YOU'RE NOT HAPPY WITH YOUR

NEWHOME

We’ll Buy It Back or Sell It - Free!




On-Demand Home Tours

Home tours on the Internet are the Ultimate in
Exposure.

¥3 Macromedia Flash Player. 7

¥3 Macromedia Flash Player 7

File Yiew Control Help

MLS: 01791319 FMLS #
3170852
$204,500

741 TOWERING PINES TRAIL
LAWRENCEVILLE, GA 30045

GREAT FAMILY
NEIGHBORHOOD W/LOTS OF
ACTIVITIES FOR THE KIDS!
ELEGANT, GRAND
FLOORPLAN! FULL
BASEMENT| LARGE
BEDROOMS, LIVING
ROOM/OFFICE, COZY DEN
WITH FIREPLACE,
WONDERFUL BACKYARD
COMPLETELY FENCED. DECK
W/PATIO UNDERNEATH.

File View Control Help

MLS: 01826448 FMLS #
3199183
$600,000

5425 HARBURY LANE
SUW, GA 30024

INCREDIBLE TRADITIONAL
HOME IN GATED GOLF
COURSE COMMUNITY!
UPSCALE AREA! FINISHED
TERRACE LEVEL W/HOME
THEATRE/EXECUTIVE
OFFICE/EXERCISE ROOM!
DOUBLE SIDED FIREPLACE,
BRIGHT OPEN GOURMET

PRIVATE WOCDED LOT!

KITCHEN & KEEPING ROOM!

v

W 4

N e e

This viden contains sound. You may wish ta adjust your volume.

N e e L

This video contains sound. You may wish ta adjust your volume.



http://www.youtube.com/watch?v=F69sVqgONkE
http://www.youtube.com/watch?v=F69sVqgONkE

TS OWN WEBSITE

We build your property it's own custom website. It

will feature your property’s high- resolution photos

and all the features and benefits your home has to
offer.
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PHOTOGRAPHY

Our Photographic Partners are some of the best in the business! They
have won awards and also completed photo shoots for well known
architectural magazines and will assist us in being certain your home is
magnificently presented.



STAGING

Staging has been proven to sell a home for more money In less
time. Our staging partners will be sure your home is presented to
potential buyers in the best possible way by leveraging staging
vendors or virtual staging at no additional cost to you.



Mario Daniel Sconza, SCONZA
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Professionally designed and commercially printed, a
Sconza Residential brochure will showcase your
home Iin the best possible way.



SIGN & POST

Our luxury sign and post will show your
home is professionally represented. With
our clean branding nothing will detract
from your home’s curb appeal.

ﬁ
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What's In It For YOU?

Sinza

Can you see how these systems will Create More Demand for your Home
helping it to sell faster and for more money?




Why Ask
Mario Daniel Sconza &
soo | Partners  sow

To Sell Your Home?



viario Daniel Sconza & Partners

NO HASSLE

Mario Daniel Sconza & Partners
WILL get your home SOLD —every “17”
dotted, every “t ” crossed — with the |least
Inconvenience to you.




Mario Daniel Sconza & Partners
BESAFE

With
Mario Daniel
Sconza & Partners
Track Record of
Results Your Home
Is Much More
Likely to Sell and
Sell For More
Money in Less
Time.




HOME WARRAN

Sell with peace of mind; covered service problems
will be taken care of while also providing additional
after sale liability and protection.



viario Daniel Sconza & Partners
6

HOME SYSTEMS APPLIANCES
Heating Fridge +water dispenser and/or ice

System, Ductwork, Air Conditioner, maker, Range-hood, Built-in
Heat-pump, Plumbing, Interior Microwave, Dishwasher, Deep Freezer,

Electrical, Owned Hot Water Tank, Clothes Washer, Clothes Dryer, Garage
Sump Pump Door Opener, Garbage Disposal, Trash
Compactor




Home Closing Insurance Guarantee
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Unforeseen Delays Failures




MORE DEMAND CREATED FOR YOUR

HOME FROM OUR MARKETING AND
CONSUMER PROGRAMS




More Marketing = More Buyers

:  EE

I Move Up to This Awesome Home and We'll G

YOUR HOME COULD BE WORTH MORE THAN YOU THINK! You up to § 10,000
Find Out Online — Free Quick Over The Net Home Evaluation at

vy 3205 Burnt Hickory Rd [Marictta! GA|30064

HOW TO SELLYOUR
HOUSE WITHOUT
AN AGENT
Free Reporr Reveals X
“10 inside tips” to selling
]  your house yourself. |||,
Free recorded message
1-888-409-2272 1ID#6017

Free recorded message .
1-888-409-2272 ID#6000

or visit [Py
www.MetroAredFSBO.com || ™

Guaranteed Top Dollar Fast with Less Hassle'

Your Home Sold in 30 Days

at a Price Acceptable to You
or I'll Buy It For Cash.

Fan v ogh Bt svmld Lrs ot vy Psdesndonad Sesvar Agrermmend Hw!
iboy yorar eoete w IR ol Gl Ay amd for your prce. There s i 3 oy

Bebween toal esate agrnis Lhe services thaey pronide anvt e resoits Frey o
Seliog your Bome o ndd g 20 56 9 “Orip shorT,

Call Todd Waltery & Asxociates o 709551818 '_M
w View Details o v 30DavilomeSale.com

Comaanm apily Gl by 'am

Caht R !

Todd Walters

& Vuakon i Ay




We are the Agent With The
Database of Buyers in Waiting







Mario Daniel Sconza & Partners




Mario Daniel Sconza & Partners

We Put A

WY IIN=W LN

Agreement In Place




Declalized Knowledge
Nobody Can Predict the Future ...

* But by using statistics, we can give you informed
advice on a range of important questions

i\( MARKET WATCH

S REALITY
Y CMA

1. Buzz
2. At Market

¥ 3. Let'sTry




Real Estate Has Man Values

Bank Appraised Tax Assessed
Value Insurance Appraised Value
Value



TRUE VALUE

The true value in real estate is the tested and
agreed upon value. What is a buyer willing to
pay and more importantly what is a seller
willing to accept. We will not have one without
the other.




MARKE [ VALUE

Market Value may be defined as the highest price which the property will
achieve being exposed for sale on the open market by a willing seller,
allowing a reasonable time to find a ﬂurchaser who buys with full
knowledge of all the purposes to which the property are adapted, and for
which they are capable of being used. ( The Highest & Best Use)

ittention to
tive in the p

* The list
buyers

* The BEST PRICE obtainable for your house will ultimately be determined
together by you and the buyer who make up a large part of the market.




Your Considerations in Pricing

1. Thereis no EXACT PRICE for Real Estate

2. | do not tell you what your home is WORTH

3. The market determines VALUE,we together determine
the OFFERING PRICE

4. | bring you the market... and the market brings you
YOUR PRICE




What Can We Manage?
Price

Condition
ACCESS

>k




What We Are Unable To Manage

Market Conditions
Competition




Major Factors Affecting Value

* Supply & Demand * Age, Condition
* Seasonal Markets * Amenities
* Mortgage Markets ’ qua"tY
* Market Conditions * Financing
* Terms

e Political Actions :
e Current Immediate

* Location, LOCATION! Surrounding Competition
* Size * Most Recent Sales
e Style * Changing Demands

* Changing Taste



Pricing Gludelines

* What you paid for your property does not affect its value.

* The amount of money you need to get out of the sale of your property
does not affect its value.

* What you think it should be worth has no effect on value.

 What another real estate agent says your property is worth does not
affect its value.

* An appraisal does not always indicate what your property is worth on
the open market.

SELLERS DETERMINE ASKING PRICE!
BUYERS AND SELLERS TOGETHER DETERMINE VALUE!




MO TIVE

A\
-

The motive to move must be Greater than the desire for a certain
price.
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Real Estate Value
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Time




STAY OUT OF THE RED!

Price your home correctly at the beginning and you
will walk away with more money!

Month 1 Month 2 Month 3 Month 4

-3.0%

W
Difference between Asking Price and :-6-7% ;
Selling Price over time in a National Study.
Local Experience may vary. 15.2%
Source: National Association of Realtors
Home buying and Selling Process \/




Do You Feel We Should Price

At Market/ Behind Market/ Ahead Of Market

Real Estate Value
Real Estate Value

Time



Benefits of Proper Pricing

Faster Sale

If your home is priced right, the excitement of the market produces a
higher price and quicker sale. You can get on with your plans and
accomplish the objectives of your move.

Less Inconvenience

If you’ve moved before, you know the energy it takes to prepare for
showings, keeping the home clean and altering your lifestyle. Proper
pricing reduces this.

Exposure To More Buyers

By pricing at market value, more people can afford to buy your home.

Better Response From Ads and Signs

Ad calls and sign calls to agents result in more showings when price is
not a deterrent.

)



continued...

Higher Offers

When a home is priced right, buyers are less likely to offer low out
of fear of losing a good home.

Means More Money In Your Pocket

You NET more, both in terms of actual sale price and less carrying
costs.



Jrawback of Qverpricing

« REDUCES ACTIVITY: Agents will not show the property if they feel it’s priced
too high.

e LOWER ADVERTISING RESPONSE: Buyer excitement will be with other
properties that offer better value.

 LOSS OF INTERESTED BUYERS: The property will seem inferior in amenities
to other properties in the same price range that are correctly priced.

 ATTRACTS THE WRONG PROSPECTS: Serious buyers will feel that they
should be getting more for their money.

 HELPS THE COMPETITION: The higher the price makes the others look like a
good deal.

* ELIMINATES OFFERS: Since a fair priced offer will be lower than asking price

and may insult the seller, many buyers will just move on to another
property.

-




oontinued...

* CAUSES APPRAISAL PROBLEMS: Appraisers must
base their value on what comparable properties
have sold for.

* LOWER NET PROCEEDS: Most of the time an
overpriced property will eventually end up selling
for less than if it had been properly priced to begin
with, not to mention the extra carrying costs.







Iney Can Always Make an Offer

S
E

Wrong Price attracts Wrong Buyers




Value Is determined by the price of your home
In relationship to the features and benefits
compared to other homes that have sold and
are currently listed for sale that are similar to

yOours.



What Price Do You Feel We Should Ask
To Create Value in The Eyes of the Buyer
and Compel Someone to Buy Your Home

vs. the Competition?



Opinion of Value

* Real Estate markets fluctuate. Buyers and Sellers
alike change their minds. Circumstances can
change in a New York second or a Hawaiian

minute. No one can be assured of a certain selling
price in advance. However, after considering the
current market conditions, reviewing the
properties in which your home will be competing
against and examining recently sold properties, the
following is my opinion of what buyers should be
willing to consider for a home similar to yours,
within a reasonable period in today’s market.



Three Levels of Pricing

Buzz gl Buzz

ets Try Let's Try
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dpecialized Knowledge
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Most people assume that when they list their home it will

sell.

According to the Toronto Real Estate Board — over the
past year only 68.7% of properties listed sold within the
term of the listing agents contracts.



Your Referrals Help the Women and
Children!

Who do you know considering buying or selling a home that you
could refer my real estate partnership to?

Yes Mario, these people may be considering Buying or Selling within the next 6 months.

1.

Name Phone
Email

2.
Name Phone
Email

3.
Name Phone
Email

VIP Client’s Name

VIP Client’s Name




Your Referrals HELP Bring Clean Water

to the World

We are on a mission to raise 525,000 for charity: WATER

663 Million people in the world live without clean water. That is nearly 1 in 10 people
worldwide...or...20 times the population of our beautiful Canada. & The majority
live in isolated rural areas and spend hours every day walking l, _Wect some
semblance of potable water for their family. Access to clean water means education,
income and health--especially for women and children.

®CLEAN WATER CHANGES EVERYTHING

® Your Referrals contribute to uniting all four corners of the earth and relieving a lot of
human suffering ... LoveUnity2

® Who do you know considering buying, selling or investing in Real Estate that we
should start a conversation with?

e Not only will they benefit from our award winning service, we donate a portion of our
income from home sales to the Charity Water Foundation, a very worthy cause
benefits as well.

® Thanks in Advance for the referrals that will help the women and children.

Sena




Commission Rates Menu
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Seller New Listir hecklist




+ give 3 usp referral business cards to client for them to give out
+ moving forward give the seller a copy of your pricing presentation
+ moving forward give the seller a copy of your what to expect presentation

| invest most of my time and energy marketing over the phone and over the Internet....| do advertise
every day...unconventionally and not traditionally...no open houses...and...no branded advertising

No traditional brochures...Our brochures are all online...

We do track appointments and request feedback from every showing...10 % response ratio...| will be in
touch a minimum of once per week updating you on feedback responses...new comparable listings and
sales...and...website activity...for those agents that do respond what | want is your permission to share
with you exactly what they are saying about your property without filtering it...would that be OK with you?

My work involves marketing your home to the public and to other Realtors...I may never personally
show your home...I am...However....responsible for the activity...

Pricing...1 to 5% too high = plenty of showings and no offers...5 to 10% too high = very few showings
and no offers

Communication is critical...any frustrations or challenges...please...let me know...l can't fix what | am not
aware of...

If you are going away and not reachable by the information | have...please....let me know
Be patient...allow me to follow the process...and...you will experience the outcome...

| don't answer every call...l do...However....respond to every call...ASAP...call or text me
ANYTIME...about anything

When | help you reach your desired outcome....will you seriously consider recommending my
services?..WHO DO YOU KNOW THAT | SHOULD HAVE A CONVERSATION WITH ABOUT REAL ESTATE




