OUR SYSTEMS AND TOOLS
TO SELL YOUR HOME FOR TOP DOLLAR.
We cannot change your location, but what we can do is…
 Advise about how your home can show in the best condition possible.
 Expertly help you price your home correctly.
 Finally, we will provide you with the most proven marketing strategies in
the business.

7
Execute

6
Negotiate

2
Prepare

The
“Maximum Value
— No Hassle”
Home Marketing
System
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Attract
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WHY DON’T HOMEOWNERS GO BACK
TO THE SAME REAL ESTATE AGENT?
According to a recent National Association of Realtors Profile of Home
Buyers and Sellers, 72% of all homeowners don’t go back to the same
Realtor! Why?
1.

Lack of communication

2.

Too many promises, nothing delivered

3.

Little or no marketing of my home

4. Priced my home unrealistically
5.

Hard to get in contact with

6. No advice on how to stage my home
7.

Less experienced than what they appeared

8.

Most buyers they brought weren’t qualified

9. Lack of professionalism
10. Failed to keep me up to date on the market
11. Didn’t show my home
12. Too busy for me
13. Didn’t listen to what I wanted
14. Poor negotiating skills
15. Sold my home for too low a price
16. Left out important details
17. Lack of representation
18. Too pushy
19. My home never sold
20. Didn’t do anything I couldn’t have done
HighPerformanceRealEstate.com |
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PRICING YOUR HOME FOR
MAXIMUM VALUE.
What about all the money we’ve put into the home?
In reality, it’s rarely possible to recover all the value from an improvement. Consider the questions. The
final question determines how many buyers would attach the same value to an improvement that you as
the owner would. In most cases, very few buyers value your improvements as you do.

 When were the improvements made?
 At that time were you planning to sell or stay?
 If you had known then that you were going today,
would you still have made improvements?
 If the improvements were removed, what percent
of today’s buyers would put them back and pay
what you did?

Shouldn’t I expect to get out of the property the
cost of what I put into it?
A builder sold the first home below which included a $20,000 well, for $400,000. A similar home was
built next door, but the well went through harder rock and to a deeper water table, so the well cost
$40,000. How much is this home worth? $400,000. Even though the builder has an additional $20,000
in the cost of building it.
According to the principle of substitution, value is determined not by what a seller puts IN a home, but
by what a buyer gets OUT of the home — in both cases they get water.

PRINCIPLE OF
SUBSTITUTION

VALUE $400,000

VALUE ???

Well cost $20,000
Well cost $40,000
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PRICING YOUR HOME FOR
MAXIMUM VALUE.
How does the property in your neighborhood
affect the price your home?
Value of a larger home is REDUCED by the
influence of smaller surrounding homes.

Sometimes owners will brag that their home
is the “biggest on the block” as a way of puffing
value.
Actually, when a property is oversized for the
neighborhood, it often experiences the adverse
effects of regression — the value is reduced
through the influence of less expensive homes.

Value of a smaller home is INCREASED by
the influence of larger surrounding homes.

In contrast, progression demonstrates that
value can be increased by the more expensive
surrounding homes.

How can the correct price attract buyers?
Think of it in terms of this simple illustration.
When the magnet (price) is too high, it doesn’t
attract buyers (steel balls). As the magnet moves
closer to market value, it attracts buyers in that
price range.
As you move your price closer to market, it will
reach the point at which it attracts buyers and
produces a sale.

Your price is like a magnet.

Market value
buyer

buyer
buyer

qualified buyers
A price closer to market value
attracts more buyers.

HighPerformanceRealEstate.com |
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PRICING YOUR HOME FOR
MAXIMUM VALUE.
What external factors affect the value of a home?
A common mistake that many owners make is to focus
solely on their home when determining value. Yet in
dynamic markets, many influencing factors are completely
out of their control.

EXTERNAL
influences on value

We’ve witnessed recent dramatic market change in which
the economy, interest rates and financial markets have
negatively affected values.

 New listing

The simple act of a neighbor reducing a price can lower
street values. A subdivision of new construction can lure
buyers away from existing homes and lower their value.

 Builder offerings

 Interest rates
 Area competition
 Local economy
 Neighbor’s price

What about internal influences on home value?
The classic determinants of value are the intrinsic
characteristics of location, size and amenities. The cliché
“the three most important factors of value are location,
location, location” has basis in fact.

INTERNAL
influences on value

Again, many sellers cite their home’s amenities and
conditions as a reason to overprice.

 Size

 Location
 Amenities
 Condition

12 |
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PRICING YOUR HOME FOR
MAXIMUM VALUE.
Codependent pricing.
Overpricing your home in
anticipation of a low offer.
Overprice
compensation
Market value

Anticipated
low offer
You harm your own marketing efforts
by appealing to the wrong buyers.

Codependency is a behavior in which a party
engaging in dysfunctional behavior stays the same
while the codependent “enabler” changes their
behavior to compensate. In this case, the buyers are
the dysfunctional party making low offers, but the
seller overprices to compensate. Sellers say: “But I
know the buyers will offer low so I’m just going to
raise the price so we end up at market value.”
By doing this, sellers end up with an overpriced
home that doesn’t sell, while buyers continue on
with their lives. Price properly and you’ll get the
buyers to change their behavior.

How do buyers react to homes that are overpriced?
You don’t want to become a ‘Pinball Listing’. In
a pinball game the ball bounces off bumpers
(overpriced homes) to scoring positions
(properly priced homes).

You don’t want to be a pinball listing.

Buyers ‘bounce’ off an overpriced listing into
properly priced homes instead.
If your home is overpriced, it makes the others
look better and may help the competing homes
sell first.
Buyers bounce off overpriced homes
making other homes appear
more attractive.
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PRICING YOUR HOME FOR
MAXIMUM VALUE.
Why not try a higher price for a couple of weeks?
If you knowingly chose to overprice your
home, you would be overpriced during the
period of highest potential for buyer activity.
You would then lower the price after buyers
have already seen your home and decided not
to preview it.

Activity

Price it right during the initial phase of
exposure in order to capture the best buyers.
Time
Don’t overprice your home during the period
of highest activity, only to lower the price
after the buyers are gone.

The benefits of pricing your house to sell.
Remember your last move? How long was your
home on the market? What was it like to keep
your home ready for showings all the time?
Did you know that up to 60% of sales are
generated by cooperating agents? Overpricing
will deter them showing it to their prospects.
Proper pricing increases the response we get
from the internet.
When a home is priced right, buyers get excited
and make higher offers.

ADVANTAGES
of proper pricing
 Faster sale
 Less inconvenience
 Increased salesperson response
 More Internet response
 Better sign and ad response
 Avoids being “shopworn”
 Attracts higher offers
 Means MORE MONEY to sellers
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A GUARANTEED
MARKETING APPROACH.
Our team approach employs proven systems and resources to
aggressively market and sell your home.
We work in an environment that demands quality service and guaranteed results. Therefore, we expertly
handle every detail from initial contact to closing. Each person on the team has a specific responsibility
to you, our client, in the process of selling your property. Our team approach makes the possibility of
getting your home sold fast, and for top dollar, a reality.
EXPERT ADVISORS
Ensure your home sells for
highest price possible

ADVANCED PROPERTY
MARKETING SYSTEM
Maximize saleability

EXPERT NEGOTIATORS
Ensure a win-win situation
for all parties, especially you

PROFESSIONAL COPY
Compelling copy for your
home in all advertisements

SOCIAL MEDIA AND
MULTI-MEDIA SYSTEM
Effective in reaching consumers

HighPerformanceRealEstate.com |
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MAXIMIZING
SOCIAL MEDIA.
Connect with us on social media.
We often hear from potential buyers who have seen our listings
on our various social media pages,

HighPerformanceRealEstate.com |
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PREPARING YOUR HOME
FOR PEAK SHOWING CONDITION.
Ensure that your property shows at its very best! Your house is
being “interviewed” by the potential buyer. Use these tips to
ensure that your home’s best features are displayed.
Curb Appeal
• Keep grass mowed
• De-weed flower beds and trim shrubs
• Front door (painted not chipped)
• Remove cobwebs on front porch
Entering Home
• Keep entryway clear. Remove any shoes or
accessories from walkway
• Have a rug for buyers to wipe their feet on
• Fill the house with pleasing scents, such as
potpourri or air fresheners, but keep as subtle
as possible – nothing too overwhelming
Kitchen
• Keep counter tops clear of clutter and items
that cab be stored in cabinets
• Keep all dishes washed and put away
• Clean appliances
• Store food items out of sight
• Clean around faucet for rust and deposits
• Keep sink clean
• We recommend the use of Old English on
wood cabinets to diminish scratches and help
them look new again
Family/Living/Great Room
• Keep coffee and end tables cleared off
• Remove excess furniture to make the room look
larger
• Organize clutter (toys, magazines, papers, etc.)
• Keep furniture dusted and mirrors cleaned
Dining Room
• Remove extensions from tables if not needed
to make room appear larger
• Place seasonal centerpiece on the table

Bedrooms
• Make beds and smooth bedspreads
• Put away clothes and shoes
• Store any personal items (jewelry, bills, etc.)
• Keep top of dresser cleaned off
• Don’t have excess items around the sides of
rooms
• Clean out closets and organize them
Bathrooms
• Keep towels hung up
• Keep sink counters cleared of items - put
excess items under sink
• Keep toilet bowl clean and lid down
• Showers, tubs and sinks are very important to
buyers. Try to remove water stains and lime
buildup
Laundry Room
• Keep appliances clean and cleared
• Organize dirty laundry and keep out of sight as
much as possible
Exterior
• Porches, steps, balconies and patios should be
uncluttered, swept and in good condition
• Gates, fences, sheds and other outer buildings
should be cleaned repaired and painted
• Clean and repair all gutters and downspouts
• Keep toys and sports equipment put away
• If you have a pool - keep it sparkling
Final Touches
• Clean carpets
• Keep trash cans emptied
• Keep pet boxes clean and fresh
• Open blinds to let light in
• Turn lights on throughout the home for
showings
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BUYER ADVANTAGE
PROGRAM.
Did you know 90% of home buyers are not interested in the home the
agent wants to show them? That’s because it’s usually the real estate
agent who picks the homes the buyer will view, and that is a waste of
everyone’s time.
We interview prospective buyers who are then entered into our client database along with their home
buying criteria. Our specialized system matches potential buyers’ with homes that match their criteria
as soon as a property becomes available. Also, our Buyer Specialists regularly contact all of the buyers in
our system, who are potential purchasers of your property.

Seller Benefits
 Our Buyer Advantage Program creates buyer loyalty and greatly expands the pool
of potential buyers for your home.
 Your home is in front of multiple qualified buyers that have expressed interest in
purchasing a home just like yours.
 The mailings to our Buyer Advantage Program group are very select and
represent a powerful way of representing your home to this group.
 We actively work with buyers on a daily basis to sell your home.

Buyer Benefits
 Buyers receive regular updates about any homes that
match their interest and specific criteria.
 After previewing the detailed information, buyers can
select which homes they are interested in viewing.
 The service is absolutely FREE and doesn’t
obligate buyers to anything. We even offer a
Buyer Satisfaction Guarantee for the
homes we sell.
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