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 This Sellers Presentation is Brought to you by
TheStablesTeam.ca

« We are a Team of professional with 50+ years of combined

Real Estate experience and happy clients who have made
their move a good one.

» Please use this present tlo % a tool to prepare to Sell your
property, then... |
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HomelLife

Founded in 1985

One of the world’s leading Real Estate
Franchisors

Hundreds of affiliates and thousands of Sales
Representatives

Operates worldwide, includipgCanada, The

U.S.A., Germany, Portugat=




The Home Selling Process

Initial meeting Follow up on

Discuss CMA sh.owmgs.
& inspections

 Present all offers

Renegotiate all
Prepare/distribute all counter offers

paperwork Finalize documents

Broker load listing for closing
Post-closing follow up

Review your home
Prepare listing

Submit listing to the
internet

Qualify buyers




Comparative Market Analysis

e I will prepare a Comparative Market Analysis (CMA)
to help you earn the highest possible price for your
home

e A CMA involves looking at the Real Estate records in
your community to set a Market price for your home
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1 11 profesionil manket evalustion of his or her residential property by a HomeLile Saks Representative,
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The Homelife Pricing Pyramid

When you price your home above its market value, fewer buyers will show
interest in your property

When you

price your Asking Price in % of Potential Buyers
home below Relation to Who Will Look
market Market Value At Property

v
ey e 10%
number of +1u%1,# ' \ 30%

interested

buyers 1" MARKET VALUE 60%

In the end,

the price you ' 0
set and the " 15%
interest you A

create should 90%
reflect your |
selling goals J




The Window Of Opportunity

When a home first goes on the market, there is an
initial surge of interest that should be maximized

Therefore, your home should be priced realistically
from the start; it is a mistake to ‘test the waters’ with
an artificial ] price above Market Value
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The Advantages of Proper Pricing

Attract Qualified Buyers

Attract Quality Offers to purchase
Attract Multiple Offers B
Increased respo S€ vertising
Increased Buyer) “‘*--
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« REALTOR Clients 40% Marketing

« MLS & Internet Ads 18%

e Calls about listing 12% Where Do
« Walk-ins to HomelLife 12% Buyers Come
 For Sale Sign 1% From?

« Response to Open houses 7%
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Marketing Plan

Advertise Property on the Multiple
Listing Service (MLS)

Market to a network of Realtors
The Power of a Homelife yard sign
The Power of my marketing
Homelife web-site

Open Houses




Negotiations

Present all offers
Explain your options
Evaluate buyer’s qualifications
Provide Experienced Adviece when Negotiating
Offers to Purchase
e Offer Strategies fgr Wal outcome
* Finalize all conditions and complete Sale

e My experi
Sales Rep




Closing the Sale

Closing the sale of your home is often a complex
series of procedures that only a trained
professional can handle

With my closing and negotiating experience on
your side, the challenges of closing will feel like
smooth sailing — '




Our Goals?

« Sell your home at the highest Market price

e Sell your home in the shortest amount of

 Sell yourjhe 1 the most favorable




Next Steps

Review CMA

Review listing contract

Agree on price

Establish marketing program
Start showings

Start' Packing!!!



