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Lanier Partners

Dear;
We would love the opportunity to meet with you regarding the sale of your home.  We will work hard for you and get your home SOLD!

Enclosed is our exclusive Pre-Listing Package. If you get a minute read through it and it will give you a pretty good idea of what it takes to sell your home. 

The pre-listing package is multi purpose. First, it gives you information about me and how I work.  Secondly, it offers checklists and guidelines to help you identify how you want to compete in today’s real estate market.  We hope that it will help you to identify your personal needs and expectations prior to our visit.  Finally, it is a reminder that there are specific documents needed prior to finalize the listing and get your home sold.

Together we can look at your homes features and complete a comparative market evaluation. This will help us to identify your most strategic selling price. 

Our ultimate goal is to offer excellent service with superior real estate consulting services so you will have no reservations about referring others to us who have similar needs as yours.

Warmest regards,

                   John Cook
         John Cook & Associates
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John Cook & Associates

I am a full time professional REALTOR with Keller Williams Realty Lanier Partners and understand the Atlanta market.  My team takes great pride in their responsibilities to DELIVER a Superior Buying and/or Selling Experience to every client. I am prepared to meet all of your real estate needs as I Care, Listen and Always Deliver!   My commitment to Real Estate is to better serve you -so that I can better serve my family. 

A little about me: I moved to Cumming, Georgia from Portland, Maine in 1989 and attended South Forsyth High School.  After graduating in 1997 I attended Valdosta State University for two years finishing my Bachelors Degree at Reinhardt College. During college I was accepted in Georgia’s “Study Abroad Program” which allowed me to study Business Management with such companies as Coca-Cola in London for six weeks. This gave me a memorable opportunity to travel throughout Europe during my free time while making travel one of my favorite pastimes.

I am definitely a people person!  I enjoy spending time with family and friends, but most of all I enjoy time spent with my wife Corrie and our Black Lab (Tuker-Jane). Other pastimes include playing basketball, golf, snow skiing, and working with Real Estate!  I enjoy my career immensely, and like to purchase investment and rental houses whenever possible.

MY TEAM: I am lucky to have a team that shares my love for Real Estate as well as the desire to work hard for our clients.

Jessie Marksberry is our Buyers Specialist. Jessie takes pride in making sure that each and every Buyers needs are being met while keeping things worry free!  She knows the Atlanta real estate market inside and out – Jessie is definitely a person who will go above and beyond to make sure you get the best deal at the best price.

Mary Stanley is our Executive Assistant and a new addition to John Cook & Associates. Mary is hard working and the teams "behind the scenes" person who makes sure all the i's are dotted and the t's crossed. Mary is always there to put the client first and insure that their experience with us is a pleasant and memorable one.

Corrie Cook is our Marketing Assistant. Corrie is the backbone and mainstay for all our marketing needs. She makes sure that all the marketing and advertising for John Cook & Associates is up to date and factual.

This is the ultimate real estate experience! Whether you are buying or selling, we want to be YOUR team of choice! 

Mission

To bring back the true meaning of Customer Service and provide you with the ultimate real estate experience! Whether you are buying or selling, we want to be YOUR team of choice! 

Value System
    



What do you Want, Need & Expect









from your Realtor?  (Please List Here)

Win-Win or No Deal!
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Integrity is respected and expected by all.

Communication must be frequent and timely.

Client needs always come first.

Creativity in marketing is essential to generate 

maximum traffic and therefore, maximum price.

Commitment to the end…to a mutually successful 

 transaction.

Teamwork provides leverage in customer service.
Your Trust is earned by our honest ethical conduct

 and by exhibiting our true concern for your needs.

Our Success is dependent on our clients’ satisfaction.

Our 

The following individuals are Client References who can provide information relating to the quality of my services in a real estate transaction.  Please feel free to contact them.

Grant Schmeelk 





678-643-1250

          Evan Profeta





678-265-9243


Ryan Young






770-845-8045



Mickey Proctor





770-331-6131

Cate Hoskins





678-513-9330

Josh Blanton





678-491-7185

Buzzy Stephens





770-403-8985

Dennis Tremonti





404-557-4815

Dimitri Tzortzis





678-677-1920

Gene Jenkins





678-343-1710

Rick Waldron





678-516-8632
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[image: image6.wmf]Preparing Your Home for Sale
	Here is a list for both the inside and the outside of your home that can help to improve curb appeal and overall attractiveness of your home.  Getting top dollar for your house begins with understanding how to see your house through the eyes of a buyer.  To be a successful seller you must have your house looking its best!  Tackle those items that could affect your selling price or time on the market.


  House Exterior

· Paint or Power Wash Exterior of the house, walkways, and driveways.  Clean windows and glass doors, and gutters.  (Repair if necessary)
· Repaint or Replace Shutters
· Inspect Your Front Door for Needed Paint or Sprucing Up
· Install a New Mailbox




Garage

· Clean and/or Paint Floor

· Repair Walls and remove clutter and flammables

· Check Door Functionality

Interior
· Fix Loose Wallpaper, Spackle Drywall/Plaster Cracks

· Remove Signs of Pets and Eliminate all odors

· Clean and Wax Floors and Consider Re-Carpeting or Cleaning Carpets

· Repaint / Replace Windows that may have fogged due to broken seals

Kitchen

· Clear and Clean Countertops

· Change Cabinet Hardware

Bedrooms

· Use Newer Brighter Bed Linens

Bathrooms

· Add New Shower Curtains and Towels

· Replace Rugs

· Fix Leaks, Clean Tile and Re-grout, If Necessary Replace Damaged Tiles, and Re-caulk Joints

· Remove Stains and Mildew

Dining Room / Foyer

· Clean Chandeliers

Basement
· Clean Furnace and HVAC

Outside Lawn

· Add Flowers

· Clean Up Debris

· Trim Shrubs

· Fix Fences

· Inspect and Repair Walls. Stairs, Decks

Remember! Look at your home through the eyes of a Buyer.  As a Buyer, what will you expect of your next home?  Always neutralize everything in the house from curtains to paint and remove all and any clutter.

What is your property worth?

FACTORS THAT DON’T AFFECT
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THE VALUE OF YOUR PROPERTY
The value of your property is determined by

What a BUYER is willing to pay in today’s market

based on comparing your property to others

SOLD in your area.
Buyers ALWAYS Determine Value!
Your REALTOR®

5 Factors That Affect the
Value of Your Property 
 
LOCATION: The old real estate axiom tells us that the most important aspect of valuing real estate is the LOCATION of the property. The pricing of your home must accurately reflect its LOCATION.

MARKET: Interest Rates, the Economy, and Competition all make up the market and influence how you sell your home. Your pricing must reflect these factors. 

TERMS: The better the terms, the more potential buyers you will reach. The type of terms you offer will have a direct bearing on the price the buyer will be able to pay. 

CONDITION: The way your property looks to the prospect is critical when you are trying to obtain the highest value for your home. In the current market about one out of three houses sells. The price of your home must reflect its condition. 

PRICE: Price is the number one factor in the sale of a house. It must be in direct relationship to the other four ingredients in order to create a sale. 

The Market determines your property value.

You determine how to compete.

Pricing Factors

IMPORTANCE OF INTELLIGENT PRICING

ASKING









PERCENTAGE

PRICE





 



OF BUYERS 


                     
          +15%



10%


                  

      +10%



              30%

                 Market Value





60%


                  -10% 





     75%

                       -15%







90%

· More buyers purchase their properties at market value than above market value.
· Pricing Your Home at Market Value will attract the Majority of Buyers and Increase your opportunity for a sale.
· Choosing to Compete Above Market Value will Narrow the Market.
· If you need to sell Fast, Price Below Market Value to Open the Buyer’s Market & Attract Investors.
Every Seller obviously wants to get the most for his or her product.  Ironically, the best way to this is NOT to list your product at an excessively high price!  A high listing price will cause some prospective buyers to lose interest before even seeing your property.  Also, it may lead other buyers to expect more that what you have to offer.  As a result, overpriced properties tend to take an unusually long time to sell, and they end up being sold for less.

Activity versus Time
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•
Timing is extremely important in the real estate market.

•
A property attracts the most activity from the real estate community and potential buyers when it is first listed.

•
It has the greatest opportunity to sell when it is new on the market.
RATE ANY OF YOUR CONCERNS ABOUT SELLING YOUR HOUSE, This Will Allow Me To Best Serve your Specific Needs And Clear Up Any Gray Areas You May Have.

(5 + VERY CONCERENED, 0= NOT CONCERNED)

CIRCLE YOUR CHOICE

BUYER’S QUALIFICATIONS




0
1
2
3
4
5

PREPARATIONS & REPAIRS




0
1
2
3
4
5

BROKERS QUALIFICATIONS




0
1
2
3
4
5

SHOWING PROCEDURES




0
1
2
3
4
5

ADVERTISING






0
1
2
3
4
5

MARKETING






0
1
2
3
4
5

INCONVENIENCES





0
1
2
3
4
5

POSSESSIONS






0
1
2
3
4
5

PRICING






0
1
2
3
4
5

CLOSING COSTS





0
1
2
3
4
5

SECURITY






0
1
2
3
4
5

MARKET STABILITY





0
1
2
3
4
5

FINANCING






0
1
2
3
4
5

TIMING







0
1
2
3
4
5




NOTE THE POSITIVES ABOUT YOUR HOME:   These are the things that made you want to purchase your home and will most likely be what we want to point out and make the main attraction for  the next buyer!

What attracted you to this home when you purchased it?

What have you done since you bought your home to make it more attractive?

If you were the Buyer, what would you find exciting about this home?

_______________________________________________________________________________

 _______________________________________________________________________________

________________________________________________________________________________

________________________________________________________________________________

________________________________________________________________________________

________________________________________________________________________________

________________________________________________________________________________

________________________________________________________________________________

________________________________________________________________________________

________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________

_________________________________________________________________________________


  



My Objectives Are the Following: 

1. To assist in getting as many qualified buyers as possible into your home until it is SOLD.
2. To communicate to you consistently the results of our activities. I will do this once every Monday afternoon and Tuesday morning throughout your listing time with me.  At these times we will answer any questions and discuss any buyer feedback from the previous weeks’ showings.
3. To assist you in negotiating the highest dollar value … between you and the buyer.  

The Following Are the Steps I Take to Get a Home Sold … the "Pro-Active Approach": 

1. Submit your home to our local Multiple Listing Services (FMLS & MLS).  

2. Price your home competitively … to open the market vs. narrowing the market.  

3. Aggressively promote your home to all Realtors in the area and top Buyer’s Agents locally.  

4.   Aggressively promote your home to the general public via local advertising. 
5. Promote your property on-line to many search engines via the internet
6. Suggest & advise as to any changes you may want to make in your property to make it more saleable.  

7. Constantly update you as to any changes in the marketplace.  
8. Contact over the next seven days … my buyer leads, sphere of influence and past clients for their referrals and prospective buyers.  

9. Add additional exposure through a professional sign and lock-box. 

11. Whenever possible pre-qualify the prospective buyers.  

12. Keep you aware of the various methods of financing that a buyer might want to use. 

13. When possible have the cooperating Brokers in the area tour your home. 

14. Follow-up on the salespeople who have shown your home … for their feedback and response.  

15. Assist you in arranging interim financing … if necessary.  

16. Represent you on all offer presentations … to work with you and negotiate best possible price and terms. 

17. Handle all the follow-up upon a contract being accepted … all mortgage, title and other closing procedures. 

18. DELIVER your check at the closing!!
What You Have A Right To Expect From Us

As Real Estate professionals dedicated to providing a level of service that is unsurpassed in the 

Atlanta market, we are offering you, the SELLER, a Personal Performance Guarantee that outlines what you can expect from us.

We will hold your interest paramount at all times and pledge honesty and truthfulness in all dealings.

The service you receive from us will be caring, compassionate and timely.  We will listen to your needs and concerns and we will treat them as if they were our own.

We will provide advice and counsel regarding your sale, including information and input about price and suggestions to enhance salability.

We will be positive and enthusiastic about your property and promote it vigorously throughout our personal networking sources as well as within all other marketing avenues.

We will provide you with updates of current market activities that affect your property, reports on other agent showings when feedback is provided, and the status of our marketing efforts.

We will answer your phone calls promptly, assist in finding answers to your questions, and assist with solutions.

We will negotiate in your behalf with potential buyers to secure the best price and we will guard and protect all confidentialities.

We will follow through from now until closing—and beyond.  If there is a problem with any aspect of the transaction before or after the closing, we will do all in our power to assist you in finding a solution.

You have our word that your real estate experience with us will be as positive as possible.  We will follow up and do all we say we will do, or you can cancel your Listing Agreement—no questions asked!

As you know, many Real Estate agents are unwilling to offer this level of service.  We choose to perform this way because we truly believe that when someone receives this type of personal service they feel compelled to refer the people they care about to such professionals.  We are those professionals, and we want to be your REALTORS—–for life.

Signature__________________________
	Seller #1                                                                                                Seller #2

	Home #                                         Work#

	Cell #                                            Fax #                                                 Cell#                                   Fax#

	Email:                                                                                                     Email:

	City                        St.                           Zip                                            City                                St.                   Zip                   


Seller’s Pay-Off Information
	1st Mortgage
	Phone #
	Loan #


	2nd Mortgage
	Phone #
	Loan #

	
	
	


 Homeowner Association Information

	Contact Name
	Phone #
	Management Company Name and Number

	Mandatory:   Yes/No
	Monthly Amount Due:
	Annual Amout Due:



	Inititation Fee:  Yes/ No
	Fee:
	Swim/Tennis:            Yes/No
Golf:                          Yes/No

Copy of covenants:    Yes/No




                                                                             Termite Information

	Company Name:
	Phone #
	Amount Due:
	Bond:   Yes/No
	Repair:    Yes/No


Property Taxes

	Escrowed:   Yes/No
	Amount Due:
	Current Year:  Paid/ Not Paid

	County:
	Date Due:
	

	
	
	


Seller To Provide At Initial Appointment
· Order State Required Official Georgia Wood Infestation Report that must be dated to coincide with date of listing your home

· Current Copy of Warranty Deed or Security Deed

· Current Mortgage Information including address and phone number

· Copy of Survey

· Receive from seller a completed Seller’s Property Disclosure Statement

· Copy of most recent tax bill

· Two sets of house keys

· Completed Sellers Utility Worksheet

· Homeowner’s Association information including contact names and phone numbers

· Copy of neighborhood Covenants and Restrictions

· Any other available pertinent information, such as:    Appraisal, Exterior Photographs with seasonal views,

· Floor plans, etc.

THANK YOU
…for giving John Cook & Associates the opportunity to offer you our finest service.  We are confident you will be happy with your choice to employ our services. 

Again, our goal is to offer excellent service so you will have no reservations about referring others to us who have similar needs as yours.
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Partnering To Achieve Buyer Expectations














                    Home#                                Work#                 


	



























































 


 


 


 


 


 


 


 


 


 


 


 





Sellers Information








[image: image3.jpg]

_954656490.doc



