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My name is Dewayne Yates, team lead for the 614RLTR Group. Real Estate is my

passion and helping my clients through all steps of the process of both buying and selling

a home is something I pride myself on. I have been in the business since 2018 and since

then have achieved a Top Producer status in just a few years, with multiple awards I have

also been featured on HGTV for House Hunters. If your goal is to find your next home

here in the Columbus and surrounding areas, or ready to sell your home, myself and my

team are the perfect resource for that. Mortgage Lenders, Inspectors, Title Companies,

whatever you need we have someone for it! Contact us today and allow us to answer all of

your Real Estate questions.

Our knowledge of the market and our research techniques have proven that we price to optimize

sales by getting much more for your house. A house that looks amazing at the right price means

a sale! This knowledge translates to awesome negotiation skills for our buyers and leads to the

best price for their biggest investment!
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Buying Your Home



How It Works



THE OFFER PROCESS
T I M E L I N E

F I R S T  O F F E R
S U B M I T T E D

T H E  G O A L :
U N D E R  C O N T R A C T

R E P E A T

C O U N T E R

A C C E P T E D

Y o u  c a n  n e g o t i a t e  b a c k
a n d  f o r t h  a s  m a n y  t i m e s
a s  n e e d e d  u n t i l  y o u
r e a c h  a n  a g r e e m e n t  o r
s o m e o n e  c h o o s e s  t o  w a l k
a w a y .

A  c o u n t e r - o f f e r  i s  w h e n  t h e
s e l l e r  o f f e r s  y o u  d i f f e r e n t

t e r m s .  I f  t h i s  h a p p e n s ,  y o u
c a n :

O n c e  a l l  p a r t i e s  a g r e e  o n
a l l  t h e  t e r m s ,  y o u  a r e

o f f i c i a l l y  u n d e r  c o n t r a c t !
C O N G R A T S !  

•ACCEPT THE OFFER

•DECLINE THE OFFER

T h i s  h a p p e n s  i f  t h e  s e l l e r
t h i n k s  y o u r  o f f e r  i s n ’ t
c l o s e  e n o u g h  t o  t h e i r
e x p e c t a t i o n s  t o  f u r t h e r
n e g o t i a t e .

•ACCEPT THE OFFER

•DECLINE THE OFFER

https://www.nerdwallet.com/blog/mortgages/payment-buy-home/
https://www.nerdwallet.com/blog/mortgages/payment-buy-home/
https://www.nerdwallet.com/blog/mortgages/payment-buy-home/


During the inspection period, you will need to schedule a inspection with a

reputable home inspector to do a thorough investigation of the home. (I can

give you some client recommendations from other clients)  Once this is

complete, the inspector will provide the buyer with a list of findings, and we will

decide which next steps to take if anything concerning comes up!!

Order the inspections

NEXT STEPS

Being the buyer, your lender will arrange for a appraiser to provide an

independent estimate of the value of the house. The appraisal lets you as the

buyer know what the value of the home is, according to the appraiser, and if it

comes in short, (below what we agreed to on price) we will let the sellers of the

home know and decide the next steps, (this isn’t common). When that is

complete the loan file then moves on to the mortgage underwriter. Then we

continue with the timeline. 

Order the appraisal

Issues could arise after the home inspection, and those issues tend to result in

another round of negotiations for credits or fixes. 

1. The buyer could ask for credit for the work that needs to be done. 

2. Think “big picture” and don’t sweat the small stuff. A tile that needs some

caulking or a leaky faucet can easily be fixed. We want you to be comfortable

with the condition and listen to your concerns, but we don’t want to lose the

deal over things that may seem small to you. We have a list of licensed

professionals that we can put you in contact with for pricing or quotes to help

with repairs.

Negotiate final offer
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A F T E R  S I G N I N G

4  W E E K S  T O  M O V E

2  W E E K S  T O  M O V E

1  W E E K  T O  M O V E

-  D e c l u t t e r !  S o r t  t h r o u g h  e v e r y  d r a w e r ,
c l o s e t ,  c u p b o a r d  &  s h e l f ,  r e m o v i n g  i t e m s
y o u  n o  l o n g e r  n e e d  o r  l i k e .  
-  D o n a t e  o r  s e l l  i t e m s  t h a t  a r e  i n  g o o d
c o n d i t i o n .
-  G e t  c o p i e s  o f  m e d i c a l  r e c o r d s  a n d  s t o r e
t h e m  w i t h  y o u r  o t h e r  i m p o r t a n t  d o c u m e n t s
-  C r e a t e  a n  i n v e n t o r y  o f  a n y t h i n g  v a l u a b l e
t h a t  y o u  p l a n  t o  m o v e
-  G e t  e s t i m a t e s  f r o m  m o v i n g  c o m p a n i e s

-  S c h e d u l e  m o v e r s / m o v i n g  t r u c k  
-  B u y / f i n d  p a c k i n g  m a t e r i a l s
 -  S T A R T  P A C K I N G

-  C o n t a c t  u t i l i t y  c o m p a n i e s  ( w a t e r ,  e l e c t r i c ,
c a b l e )
-  C h a n g e  a d d r e s s :  m a i l i n g ,  s u b s c r i p t i o n s ,
e t c .
-  M i n i m i z e  g r o c e r y  s h o p p i n g
-  K e e p  o n  p a c k i n g

- B u y e r  w i l l  c o m p l e t e  t h e i r  f i n a l
w a l k t h r o u g h
- F i n i s h  p a c k i n g
- C l e a n
- P a c k  e s s e n t i a l s  f o r  a  f e w  n i g h t s  i n  n e w
h o m e
- C o n f i r m  d e l i v e r y  d a t e  w i t h  t h e  m o v i n g
c o m p a n y .  W r i t e  d i r e c t i o n s  t o  t h e  n e w
h o m e ,  a l o n g  w i t h  y o u r  c e l l  p h o n e  n u m b e r  



CLOSING DAY
C L O S I N G  D A Y

C l o s i n g  d a y  i s  t h e  f i n a l  s t e p  i n  s e l l i n g  y o u r  h o m e .  I t ’ s  w h e n  y o u  s i g n

t h e  p a p e r w o r k ,  f i n a l i z e  d e t a i l s ,  a n d  o f f i c i a l l y  t r a n s f e r  o w n e r s h i p .

T h e  c l o s i n g  p r o c e s s  t y p i c a l l y  t a k e s  t h r e e  t o  f o u r  w e e k s .  B e i n g  t h e

b u y e r ,  y o u r  p u r c h a s e  f u n d s  a r e  h e l d  i n  e s c r o w  ( t h e  t i t l e  c o m p a n y )  t o

e n s u r e  a  s m o o t h  t r a n s a c t i o n .

F I N A L  W A L K T H R O U G H

B u y e r s  w i l l  d o  a  f i n a l  w a l k  o f  t h e  h o m e  t y p i c a l l y  w i t h i n  7 2 - 2 4  h o u r s

o f  c l o s i n g  t o  c h e c k  t h e  p r o p e r t y ’ s  c o n d i t i o n .  T h i s  f i n a l  w a l k  t h r o u g h

c o u l d  t a k e  u p  t o  3 0  m i n u t e s  o r  m o r e  d e p e n d i n g  o n  t h e  s i z e  o f  t h e

h o m e  a n d  o r  i t e m s  t h a t  m a y  h a v e  b e e n  a g r e e d  t o  b e  f i x e d  p r i o r  t o

c l o s i n g .  T h e y  w i l l  m a k e  s u r e  a n y  r e p a i r  w o r k  t h a t  y o u  a g r e e d  t o  d o

h a s  b e e n  d o n e .

C L O S I N G  T A B L E

W h o  w i l l  b e  t h e r e :

Y o u r  a g e n t  ( M E )

 •  Y o u

 •  C l o s i n g  O f f i c e r

 

B R I N G  T O  C L O S I N G

 •  G o v e r n m e n t - i s s u e d  p h o t o  I D  a n d  a d d i t i o n a l  f o r m  i n  c a s e  t h e y

n e e d  a n o t h e r  f o r m .  ( S o m e t h i n g  w i t h  y o u r  n a m e  o n  i t .

 

C O N G R A T U L A T I O N S

O n c e  e v e r y t h i n g  i s  s i g n e d  a n d  t h e  p a p e r w o r k  i s  c o m p l e t e ,  y o u ’ l l  g e t

t h e  k e y s  ( u n l e s s  p o s s e s s i o n  i s  g i v e n  a n d  a g r e e d  t o  i n  t h e  c o n t r a c t ) .

T a k e  t h e  f u n  S O L D  p h o t o .

N o w  i t ’ s  t i m e  t o  l o o k  f o r w a r d  t o  y o u r  n e x t  c h a p t e r .
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C O M M U N I C A T I O N

M A R K E T  P R E P A R A T I O N

I N N O V A T I V E  A N D  C R E A T I V E  M A R K E T I N G

Communication is the key to positive relationships. To that
end, we have a multi-faceted communication program with
our Seller which HOLDS US ACCOUNTABLE to what we tell
you we are going to do. All Sellers in the Custom Listing and
Service Plan receive weekly updates on marketing, showing
activity and feedback on their property via email.

Feedback buyers often give of homes that don't sell is that
they couldn't envision themselves living in it given the
current owner's choice of furnishings and any clutter or
imperfections. We help to make sure this doesn't happen to
you by utilizing our resources and trusted partners to
complete any task deemed necessary.

We are consistently sharpening our marketing sword by
taking the latest and greatest marketing courses and
attending seminars that show you soon-to-be-released
software/ products.

4 T A R G E T  M A R K E T I N G

We have been utilizing target marketing on the internet for
over the past 5 years. (Youtube, Facebook, Instagram,
Google) by doing so your home is seen and shown more.
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ready to
get going?
I  W A N T  T O  K N O W  W H A T
Y O U ' R E  L O O K I N G  F O R !



T E L L  M E  A B O U T  Y O U !

Address: 

Phone:                                                            Email:

Name:

Do you:   OWN   RENT      If rent, when is the lease up?

Do you have to sell before buying?    YES    NO

T E L L  M E  A B O U T  Y O U R  L O A N :

Lender/Bank: 

Loan Officer Name:

Type of Loan:

Time Frame to Buy: 30 Days or Less   30-60 Days   60 Days-1 year   1 Year +

H O W  D O  Y O U  L I K E  T O  C O M M U N I C A T E ?  

PHONE CALLS           TEXT MESSAGES                EMAIL            MESSENGER

YOUR INFORMATION



What price range would you consider? 

No less than $______ but no more than $______

Are schools a factor and, if so, what do you need to take into consideration
(e.g., want specific school system, want kids to be able to walk to school,
etc.)? 

Do you want an older home or a newer home (less than 5 years old)? ___yes
___no 

How much renovation would you be willing to do? 
___A lot ___A little ___None! 

What kind of houses would you be willing to see? 
___One story ___2 story 
___split level ___bi-level 
___townhouse ___condo 
___New construction ___Ranch

What style house appeals to you most? 
___contemporary ___traditional 
____tudor ____colonial 
____modern ____no preference 
 
Do you have any physical needs that must be met, such as wheelchair access? 
___yes ___no 

T E L L  M E  A B O U T  T H E  H O M E  Y O U  W A N T !

W H Y  D O  Y O U  W A N T  T O  O W N  A  H O M E ?

My dream is to own a home

Because I'm getting married

Tired of paying rent

To have a place to raise a family

To have an investment property

Need more space Other, please specify

To be in a specific school district
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Large yard (1 acre or more) 

Small yard (less than 1 acre) 

Fenced yard 

1 Car Garage 

2 Car Garage

3 Car Garage

4+ Car Garage

Extra parking

Patio/deck

Pool 

Outdoor spa
 
Outdoor Kitchen

Other buildings 
 
Special view Of what?

____________                   ____________

____________                   ____________

____________                   ____________

____________                   ____________

____________                   ____________

____________                   ____________

____________                   ____________

____________                   ____________

____________                   ____________

____________                   ____________

____________                   ____________

____________                   ____________
 
____________                   ____________
 
____________                   ____________
 

 

N E E D W A N T

T H E  L O T
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How many bedrooms must you have? ____ would you like to have? ____

How many bathrooms do you want? ____

How big would you like your house to be (square feet)? 
No less than ____ But no more than ____

What features do you want to have in your house?

Carpet

Ceramic tile

Hardwood floors

Eat-in kitchen

Separate dining room

Formal living room

Family room

Basement

Separate laundry room

Fireplace

Master on the main

____________                   ____________

____________                   ____________

____________                   ____________

____________                   ____________

____________                   ____________

____________                   ____________

____________                   ____________

____________                   ____________

____________                   ____________

____________                   ____________

____________                   ____________
 

N E E D W A N T

T H E  I N T E R I O R
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Listing Your Home



4  S T A G E S  O F

HOME SELLING
P R E L I S T I N G

 

O F F E R  &  C L O S I N G

P R E P  F O R  M A R K E T

A C T I V E  O N  M A R K E T

1/

3/

2/

4/

s h o w i n g s  s t a r t e d
c u r b  a p p e a l  k e p t  u p
h o u s e  i s  k e p t  r e a d y  t o  s h o w
s h o w i n g  f e e d b a c k  s h a r e d
o p e n  H o u s e  h e l d

m a r k e t i n g  c a m p a i g n  s t a r t e d
p r o f e s s i o n a l  p h o t o g r a p h y  t a k e n
s i g n s  i n s t a l l e d
s u b m i t t e d  t o  M L S
s h o w i n g  t i m e s  s e l e c t e d
p r o p e r t y  b r o c h u r e  d e l i v e r e d
d i r e c t  m a i l  c a m p a i g n  l a u n c h e d
e - m a i l  c a m p a i g n s  s t a r t e d
o p e n  h o u s e  s c h e d u l e d

s c h e d u l e  a n a p p o i n t m e n t

m e e t w i t h  S t a g i n g C o n s u l t a n t
d i s c u s s t h e b e s t  s t r a t e g y  f o r s e l l i n g
p r o p e r t y  e v a l u a t i o n
c o m p l e t e  m a r k e t  a n a l y s i s
e s t a b l i s h  s a l e s  p r i c e
e x e c u t e d  l i s t i n g  a g r e e m e n t

o f f e r ( s )  r e c e i v e d
o f f e r ( s )  n e g o t i a t e d
o f f e r  a c c e p t e d
b a c k - u p  o f f e r ( s )  a c c e p t e d
i n s p e c t i o n s  &  d i s c l o s u r e s  c o m p l e t e d
a p p r a i s a l  c o m p l e t e d
c o n t i n g e n c i e s  r e m o v e d
p r o p e r t y  c l o s e s
r e f e r  f r i e n d s  t o  u s !



I  C O M M I T  T H A T  Y O U  W I L L  U N D E R S T A N D
W H A T  Y O U ’ R E  S I G N I N G .

 

I  C O M M I T  T O  B E I N G  A  P R O B L E M  S O L V E R
 

I  C O M M I T  T O  B E I N G  Y O U R  # 1  A D V O C A T E
 

I  C O M M I T  T O  R E S P E C T  Y O U R  C O N F I D E N C E
 

I  C O M M I T  T O  T E L L  Y O U  T H E  T R U T H  A B O U T
Y O U R  P R O P E R T Y .
 

M y  C o m m i t m e n t  t o  C o n s i s t e n t  C o m m u n i c a t i o n
I wholeheartedly dedicate myself to maintaining effective and consistent
communication. This ensures that everyone involved stays informed and
updated throughout the entire process. By prioritizing open and transparent
communication, I aim to foster strong connections, build trust, and achieve
successful outcomes.

I commit to always provide you with honest and accurate information
about the condition and value of your property. You can rely on me to
thoroughly assess every aspect, from the structural integrity to the
aesthetic appeal, ensuring that you have a comprehensive
understanding of your property's true worth.

As your dedicated home-selling real estate agent, I commit to being your
#1 Advocate throughout the entire process. With my expertise, I will go
above and beyond to ensure your needs are met and provide you with a
seamless and stress-free experience in selling your home. 

I commit to respect your confidence and keep any information you share
with me completely confidential. Your trust is of utmost importance to me,
and I will always ensure that your privacy is protected. Rest assured that any
conversations we have will remain in strict confidence, fostering a safe and
secure environment for open communication.

Rest assured ,I commit to ensuring that you will have a clear and
comprehensive understanding of what you're signing. You can trust that
no information will  be overlooked, and any potential confusion will  be
cleared up, allowing you to make informed decisions with confidence.

M
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C
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I am wholeheartedly committed to being a proactive problem solver,
consistently seeking out innovative and creative solutions. With unwavering
determination and resourcefulness, I am dedicated to overcoming challenges
that come my way.



P R I C I N G  T O  S E L L  F A S T

& for more money
 

 
You may have heard about a slight

slowdown in the market right now,  but

that  isn’t  necessarily  true especially  in

our  market,  that  should not be

something to scare you, but either

way, that’s why it’s more important

now more than ever to have the best

Realtor and Real estate professional

working for you! 

Even in today’s hot market, there are

still homes that sit, waiting for an offer

for months and months. This time spent

on MLS means that you’re still making

your mortgage payments, and you’re

still not getting equity out of your

home. 

Even worse is what buyers and

buyer agents think about homes

stale homes that have been on

the market for too long.

Remember how important first

impressions are? The first

impression a buyer gets about a

home that has been on the

market longer than average is

this: 

That thought will scare away many buyers,

and it will prompt the ones who remain

interested in attempting to lowball you. 

But why are those homes still on the market in

the first place? It’s because they are often

priced “out of the market.” Keeping a good

price is everything!

“Something
must be
wrong with
that home." 



Buyers are easi ly  distracted,  and they wi l l

tend to focus on the negatives instead of  the

posit ives of  each home they tour .  Each dish

left  in  the s ink or  dust  bunny in the corner  is

going to detract  f rom the perceived value of

your  home,  which means a  lower of fer

amount and more t ime on the market  for  you.  

Y o u  w o u l d n ’ t  w a n t  y o u r  m o t h e r  t o  c o m e  o v e r

w h e n  y o u r  h o u s e  w a s  d i r t y ,  w o u l d  y o u ?  A n d

y o u ’ r e  n o t  e v e n  t r y i n g  t o  g e t  h e r  t o  s h e l l  o u t

t h o u s a n d s  o f  d o l l a r s  f o r  t h e  p l a c e !  

J u s t  a s  f i r s t  i m p r e s s i o n s  a r e  i m p o r t a n t  w h e n

m e e t i n g  p e o p l e ,  t h e y  c a n  a l s o  m a k e  o r  b r e a k

a  h o m e  s a l e .  W h e n  p o t e n t i a l  b u y e r s  w a l k

i n t o  y o u r  h o u s e ,  t h e y  w i l l  s t a r t  t o  e v a l u a t e

e v e r y t h i n g  t h e y  s e e .  T h e i r  i m p r e s s i o n  w i l l

u l t i m a t e l y  d e t e r m i n e  h o w  m u c h  t h e y ’ r e

w i l l i n g  t o  o f f e r  o n  t h e  p r o p e r t y . . . o r  e v e n  i f

t h e y ’ l l  b e  i n t e r e s t e d  i n  b u y i n g  i t  a t  a l l .  

There are  several  reasons to  complete  repairs

on your  home before  you put  i t  on the market .

Ul t imately ,  buyers  wi l l  pay more for  a  home to

avoid the work of  f ix ing i t ,  and they wi l l  pay

faster .  

M o r e o v e r ,  a n y  m o n e y  y o u  i n v e s t  i n t o  r e p a i r s

b e f o r e  y o u  l i s t  —  w h e n  y o u  h a v e  t i m e  t o

p r i c e - s h o p  a n d  t o  u s e  a  l i t t l e  b i t  o f  e l b o w

g r e a s e  —  w i l l  b e  f a r  l e s s  t h a n  t h e  q u o t e  f r o m

t h e  h o m e  i n s p e c t o r  o r  t h e  c o n c e s s i o n s  t h e

b u y e r s  w i l l  w a n t .

The good news is  that  most  repairs  are

merely  cosmetic  and relat ively  inexpensive.

Think of  the things on your  to-do l ist :  that

leaky faucet  and the cracked bathroom t i le

were bothering you when you l ived in the

house,  and they’re going to bother  the new

owners too.  

PREPARING YOUR HOME
 F I R S T

R E P A I R S

C L E A N L I N E S S  



W e  a d v i s e  o n  d e c l u t t e r i n g ,  m a k i n g  r e p a i r s / a l t e r a t i o n s  t h a t  w i l l  h e l p  y o u  g a i n  f i n a n c i a l l y .  A s

w e l l  a s  s h o w  t h e  h o m e  i n  i t s  b e s t  p o s s i b l e  f o r m .  R e m e m b e r . . .  F i r s t  I m p r e s s i o n s  L a s t  a

L i f e t i m e  S p a c i o u s :  R o o m s  s h o u l d  a p p e a r  s p a c i o u s .  S t o r e  a n y  u n n e c e s s a r y  p i e c e s  o f  f u r n i t u r e

t o  a l l o w  f o r  e a s y  m o v e m e n t  a r o u n d  t h e  r o o m  a n d  t h r o u g h o u t  t h e  h o u s e .

PREPARING YOUR HOME

Interior Exterior 

All  

Take personal  

Take al l  t rash out  

Wash al l  windows and mirrors

i tems off  the wal ls

Move al l  sensit ive paperwork and

medicat ion to a  secure area

Remove al l  pet-related i tems and food

laundry is  e i ther  put  away or  hidden

Touch up paint

Weed any f lower beds

Display seasonal  f lowers and

landscaping

Move any extra  vehicles f rom the

DRIVEWAY

Wash al l  windows and clean screens

Clean front  porch and secure any loose

handrai ls  



STAGING YOUR HOME
 

+  

- I f  done poorly ,

taste

-  Staging can take

after  sel l ing

+ Staging al lows buyers

l iv ing in  your  home

time 

staging may not  be 

to envis ion 

to set  up and take down

+  S t a g i n g  h a s  b e e n  p r o v e n  t o  g e t  a  h i g h e r  p r i c e  i n

a  s h o r t e r  t i m e  

Staging makes the l ist ing photos look

phenomenal ,  att ract ing more buyers  into the home

themselves

in the buyers '

-  S t a g i n g  c a n  b e  c o s t l y  w h e n  h i r i n g  a  p r o f e s s i o n a l

s t a g e r  c o m p a n y

C O N S  O F  S T A G I N G

P R O S  O F  S T A G I N G

OF BUYERS’ AGENTS SAID

STAGING A HOME MADE IT

EASIER FOR A BUYER TO

VISUALIZE THE PROPERTY

AS A FUTURE HOME.

67%
OF TOP AGENTS SAY THAT

HOME STAGING HELPS A

SELLER FETCH MORE

MONEY FOR THEIR HOUSE

AT RESALE.

83%

40%
OF BUYERS’ AGENTS CITED

THAT HOME STAGING HAD

AN EFFECT ON MOST

BUYERS’ VIEW OF THE

HOME. 

Staging makes your house look and feel like a model home.
It’s the process of simplifying, rearranging, adding decorative
elements, and depersonalizing a home to maximize its
appeal to buyers. The whole point of staging your house is to
make it easy for prospective home buyers to envision
themselves living in your home. To be successful, there are a
few characteristics of a house that are universally appealing
to homebuyers that you need to understand about.



Over 95% of  home buyers  start  their  search onl ine,  so professional  photography is

imperat ive to sel l ing a  home!  We hire  a  professional  to  come to take the best  pictures

and they are al l  completely  edited to make sure your  home is  shown perfect ly !

PROFESSIONAL PHOTOGRAPHY

HAVE A
47%

HIGHER
ASKING

PRICE PER
SQUARE

FOOT.

RECEIVE AN
AVERAGE OF

87% MORE
VIEWS THAN
THEIR PEERS
ACROSS ALL
PRICE TIERS.

A HOME WITH ONE
PHOTO SPENDS AN

AVERAGE 70 DAYS ON
THE MARKET, BUT A

HOME WITH 20
PHOTOS SPENDS 32

DAYS ON THE MARKET.

PROFESSIONAL PHOTOGRAPHY...
H O M E S  W I T H  



A  l o t  o f  b u y e r s  l i k e  t o  l o o k  a t  a  h o m e  w i t h o u t  a n y  p r e s s u r e .  T h i s  i s  w h a t  w e  c a l l  t h e

" t w o  s t e p "  b u y e r .  M o s t  t h e  t i m e  t h e y  s t a r t  t h e  p r o c e s s  b y  g o i n g  t o  t h e  o p e n  h o u s e

f i r s t  t h e n  f o l l o w  u p  w i t h  a  t o u r  b y  t h e i r  r e a l  e s t a t e  a g e n t .  

OPEN HOUSES

STEPS WE TAKE TO PREPARE 

Posted on al l  major  websites including Zi l low,  Trul ia ,  and the local  MLS

Several  s igns strategical ly  placed around your  neighborhood

Postcards/ letters  mai led to area

Posted on our  social  media accounts

Social  Media Ads

Weekly Newsletter  Blast

Door Knock Neighborhood 



I n c r e a s e  S h o w i n g s :
 

S p e e d  U p  t h e  S a l e :
 

A t t r a c t  S e r i o u s  B u y e r s :
 

B r o a d e n  Y o u r  B u y e r  P o o l :
 

B o o s t  Yo u r  M a r ke t i n g  R e a c h :
Agents leverage their networks, social media, and email

campaigns to promote homes. Offering a commission means
your property gets maximum exposure through these powerful

channels.

When you offer a commission, more agents are motivated
to show your property, expanding its visibility to a wider

audience of serious, qualified buyers.

A commission incentivizes agents to schedule more
showings, giving your home more opportunities to impress

potential buyers.

Agents typically work with pre-approved buyers who are
ready to purchase. By offering a commission, you’re more
likely to attract these motivated buyers and receive solid

offers.

Homes that offer a commission typically attract more attention,
resulting in quicker sales. With increased visibility, your

property will spend less time on the market.

The Benefits of Offering a
Buyer’s Agent Commission

 Offeringabuyer’s agentcommissioncan beagame-changer

for yourhomesale.Here’s why:



R e d u c e  B u y e r  B a r r i e r s :
 

M i n i m i z e  D e a l  F a i l u r e s :
 

M a x i m i z e  Y o u r  S a l e  V a l u e :
 

S t r e n g t h e n  Y o u r  N e g o t i a t i n g  P o w e r :
 

Offering a buyer’s agent commission isn’t just about
covering a fee—it’s a strategic move to unlock the full

potential of your home sale!

Buyers represented byagentstendtobemore committed,

which reduces the chances of deals falling through and

ensures a smoother transaction.

Increased interestoftenmeansmultipleoffers.This

competition gives you leverage to negotiate a higher sale

price and better terms.

More competition,seriousbuyers,and strongoffers often lead

to a higher final sale price and better contract terms, helping

you get the most out of your home sale.

By offering a commission,you remove afinancial hurdle for

buyers who may not be able to afford their agent’s fee. This

makes your home more appealing and accessible to a wider

range of buyers.

The Benefits of Offering a
Buyer’s Agent Commission



CLOSING DAY
C L O S I N G  D A Y

C l o s i n g  d a y  i s  t h e  f i n a l  s t e p  i n  s e l l i n g  y o u r  h o m e .  I t ’ s  w h e n  y o u  s i g n
 

C L O S I N G  T A B L E
W h o  w i l l  b e  t h e r e :

Y o u r  a g e n t  ( M E )
•  Y o u

•  C l o s i n g  O f f i c e r
 

BRING TO CLOSING
• Government-issued photo ID

• Copy of the sales contract
 

CONGRATULATIONS
Once everything is signed and the paperwork is complete, you’ll
hand over the keys and officially close the deal.. Now it’s time to

look forward to your next chapter.

T h e y  w i l l  b e  s u r e  t o :

M a k e  s u r e  a l l  a p p l i a n c e s  a r e  w o r k i n g  p r o p e r l y   
R u n  t h e  w a t e r  i n  a l l  t h e  f a u c e t s  a n d  c h e c k  f o r  a n y  p o s s i b l e
l e a k s   
O p e n  a n d  c l o s e  g a r a g e  d o o r s  w i t h  a n  o p e n e r   
F l u s h  t o i l e t s   
R u n  t h e  g a r b a g e  d i s p o s a l  a n d  e x h a u s t  f a n s   

t h e  p a p e r w o r k , f i n a l i z e d e t a i l s ,  a n d  o f f i c i a l l y  t r a n s f e r  o w n e r s h i p .  T h e
c l o s i n g  p r o c e s s  t y p i c a l l y  t a k e s  f o u r  t o  s i x  w e e k s ,  a n d  d u r i n g  t h i s
t i m e ,  t h e  b u y e r ' s  p u r c h a s e  f u n d s  a r e  h e l d  i n  e s c r o w  t o  e n s u r e  a

s m o o t h  t r a n s a c t i o n

F I N A L  W A L K T H R O U G H
B u y e r s  w i l l  d o  a  f i n a l  w a l k  o f  t h e  h o m e  w i t h i n  2 4  h o u r s  o f  c l o s i n g  t o
c h e c k  t h e  p r o p e r t y ’ s  c o n d i t i o n .  T h i s  f i n a l  i n s p e c t i o n  t a k e s  a b o u t  a n
h o u r .  T h e y  w i l l  m a k e  s u r e  a n y  r e p a i r  w o r k  t h a t  y o u  a g r e e d  t o  d o  h a s

b e e n  d o n e .
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C O M M U N I C A T I O N

M A R K E T  P R E P A R A T I O N

I N N O V A T I V E A N D C R E A T I V E  M A R K E T I N G

We are consistently sharpening our marketing sword by
taking the latest and greatest marketing courses and
attending  seminars  that  show  you  soon-to-be-released
software/  products.

We have been utilizing target marketing on the internet for
over the past 5 years.(Youtube,Facebook, Instagram,
Google)by doing so your home is seen and shown more.

Feed back buyers often give of homes that don't sell is that
they couldn't envision themselves living in it given the

 
current owner's choice of furnishings and any clutter or
imperfections. We help to make sure this doesn't happen to
you by utilizing our resources and trusted partners to
complete any  task deemed necessary.

Communication is  the key to posit ive relationships.  To that
end, we have a mult i - faceted communication program with
our Seller  which HOLDS US ACCOUNTABLE to what we tel l
you we are going to do.  Al l  Sel lers in the Custom List ing
and Service Plan receive weekly updates on marketing,
showing activity and feedback on their  property via email .
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TARGET MARKET



Follow Us On
Social Media



TESTIMONIES


