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“MY INNOVATIVE
APPROACH IS THE
DIFFERENCE IN LISTING
YOuUR HOME VERSUS

SELLING YOUR HOME.
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Price Pdotity

H D M ESqu High End oflPrice Range L

Any Home can sell at the
top of the market or the
bottom of the market
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INVOLVED IN SELLING
YOUR HOME AT THE

TOP OF THE

MARKET

7. Positioning
2. Exposure
2. Negotiation

§4. Execution

High End of Price Range

.




POSITIONING:

“You've lost 80% of your

negotiating power once

you have the ofter.”
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s EXPOSURE:

n SUPERIOR PRINT ADVERTISING
E LEADING EDGE TECHNOLOGY
E DOoMINANT COMMUNITY PRESENCE

E MULTI-MEDIA ADVERTISING
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o Search Engines
An interactive view of your home for

potential buyers to see your home

o Buyer Incubation
Buyers want one place to search for

homes online and | have it

o Multiple Property Photos

Buyers want to see your home and |
provide them with multiple angles

o Quality Lead Conversion
My pipeline is full of buyers waiting to

purchase their home

O Real Estate Websites

Maximum exposure on all major Real
Estate Websites
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PROBLEM: ‘ ) O( /( [e
84% of buyers are searching on the
Internet and when they search for
homes in the Cedar Rapids area, how B
to I know they will find my home? e — S ———
SOLUTION:
Google and Yahoo are the largest Google Pack: Download free, essential software for your new PC

search engines and | have great
exposure on BOTH! As buyers begin
their search online, I appear in the top
of the search engines when they search
“Cedar Rapids Real Estate”, “Your
Specific Home Address”, or many
more search terms to capture the
attention of most buyers trying to find
your home/a home online.
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PROBLEM:
When searching for a home, buyers
buy based on what they see. If your
home is being advertised without
property photos, your is being

overlooked 75% of the time by
potential buyers.

SOLUTION:
I understand how buyers think and
where they look to find a home. 84%
of buyers begin searching online and
they usually search based on pictures
before reading descriptions.




|l WEBSITES,

84% OF BUYERS
START THEIR
SEARCH ONLINE.
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Google mues
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@ homestore.com

HOMES COM
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| Focanome |

e tHome Mome Values | Foreciasuwres |

FIND HOMES

vouroves | acoms wwokdss | s

Why Your Home Deserves A VisualTour

Search for Homes
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WWW.TRULIA.COM
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0 11 e i o

St | (B btamatins e e ntings ing hmes or o B D n o kb

lendingtree
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A Mongage Rates

) Mortgage Loans

#v 2010 Rate Forecast !Zﬂ""-
Refinance Now .
Boforo Rates GoUpl ¢ :

A

4.73% APR

WWW.LENDINGTREE.COM

”4) home
SEARCH

WWW.FRONTDOOR.COM

WWW.RELOHOMESEARCH.COM

@ JustListed

Paasa i us b o o iona bame.

Mot seCURE

WWW.JUSTLISTED.COM




HARMONHOMES
comr

Home « Find a Home + Browse Homes + New Homes + Forec

Browso Homes

=
About Realf state.com

-8 999,900
> Open the door to
L your first home.
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WWW.HOMESEEKERS.COM WWW.REALESTATE.COM

MY HOME SEARCH
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Where are you located?
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Find Your Home

|Quicken Loans | Over 3 il rom state setngs asd rscorare

7 smart steps for new homeowners
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NEGOTIATION:

“Pre-emptive negotiation
(increase your net profit by up to 5%)”
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. “The average agent only
r sells 4 homes a year.”

' NEGOTIATOR

" Positioning your home
to the agent

" Managing the
expectation of the buyer

» Knowing the deal killers

= Possibility of other
offers
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PROBLEM:
90% of homebuyers are not interested

o in the home the Realtor wants to show.

g 4_-;,_';%; SOLUTION:

= My unique computer system will send
potential buyers regular information by
email or fax about homes that match
their exact criteria. | stay in direct
contact with a HIGE group of buyers,
many of whom are potential

purchasers of YOUR property.




