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Pre-Listing Information

By:
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“Exceeding your Expectations!”
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Team Leader
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Licensed






Million Dollar Producer
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Associate in Arts







Bachelor of Science in Business







Licensed Real Estate Agent

Hobbies:




Family, Horses, Water Skiing, Reading

About Me: 




Holly Fanning






8514 Highway 6 North







Houston, TX 77095







Direct: 281-723-5654







Fax: 281-856-7082

Listing Property with KELLER WILLIAMS Means receiving the GREAT benefits:

Experience…Integrity...Skill…Effectiveness…Advanced Techniques and Aids ….Intimate Knowledge of the Marketplace….Financial Counsel
….and Assistance.
Dear Friends,


Working with people has always been a pleasure for me. Selling a home is sometimes a complex undertaking; however, I take a personal interest in each and every one of my clients to ensure that the end result is a “win-win” experience. I feel lucky to call my clients my friends.
Holly Fanning

Keller Williams Realty

The difference between ordinary and extraordinary is that little extra.”

-Barbara Jordan

As your Realtor®, it is my job to understand your needs and respond to them promptly, professionally and with integrity.  It is my pledge to provide you with sound real estate advice, helping you to understand the wisdom of the decisions you make.


By being your Realtor®, our relationship is built on trust.  Value and service will be provided before, during, and after the transaction, so that your changing needs are always addressed and satisfied.

It is not only my business philosophy, but also a commitment to provide you with exemplary personalized service beyond your expectations.  My practice is to listen, learn and truly understand your needs; a quality of business conduct that often seems to have been forgotten in today’s fast paced highly automated society.

Preparing Your Home for Sale


A

 few great tips on creating an atmosphere that will charm buyers and make them want

to buy your home.  Remember that you’ll never get another chance to make a first impression.  And first impressions are what counts!  Follow these simple tips and create the competitive edge that may help you sell your home more quickly.

Drive-up Appeal
· Trim trees and shrubs, clean out flower beds and invest in a few flats of seasonal flowers, paint the front door, make sure doorbell is working properly, wash the mailbox, keep the porch swept and get an attractive mat for people to wipe their feet.

Absolute Basics
· Start by airing out the home.  Most people are turned off by even the smallest odor.  Odors must be eliminated, especially those caused by dogs and cats; soiled diapers and/or cigarettes. 

· Wash all the windows in the home, inside and out.

· If it has been over a year since the carpets have been cleaned, now is the time to have them cleaned.  Bare floors should also be waxed or polished.

· Put bright light bulbs in every socket made for a bulb.  Buyers like bright & cheery.

· Clean out closets, cabinets and drawers.  Closets should look like they have enough room to hold additional items.  Get everything off the floor and don’t have the shelves piled to the ceiling.

· Make sure rooms are not overcrowded with furniture.  Select pieces that look best, and store the rest.

· Keep the kitchen sparking clean.  Make sure all appliances are clean at all times.  Straighten cupboards that appear cluttered and keep floors gleaming.

· Bath tubs, showers and sinks should be freshly caulked.  The grout should be clean and in good condition.  There should be no leaks in the faucet or traps.

A few more suggestions…
· If you have limited counter space in the kitchen, keep unnecessary items put away.

· Keep children’s toys out of the front yard, sidewalks and front porch.

· Clean the ashes out of the fireplace.

· Make sure that the pull-down staircase is working correctly.  Be sure there is a light in the attic.

· The pool needs to be sparking and free of leaves.

For those willing to go the extra mile…
· There are some things you can do that will really add flair to your home.  If your house is the least bit dated, changing out wallpaper in the entry, kitchen or bathrooms and replacing outdated light fixtures adds desirability.

· Fresh paint on interior and/or exterior where needed.

· New appliances in the kitchen can be an exciting feature that can actually make the difference in a buyer choosing your home over another.

Showing your home…
· When you leave the house in the morning or during the day, leave it as if you know it is going to be shown.

· Keep good scents in the house, such as potpourri or simmering pots or candles.

· Make sure all the lights are on and window treatments are open.

· Turn off the television.

· Keep pets out of the way – preferably out of the house.  Many people are uncomfortable around some animals and may even be allergic to them.

Leave your premises.  Take a short break while your home is being shown.  Buyers are intimidated when sellers are present and tend to hurry through the house.  Let the buyer be at ease, and let the agents do their job

Which Improvements Add 
Value To Your Home?
What follows are “best estimates” for the most typically consistent remodeling projects we have seen across the country.   Unless otherwise noted, the maximum time between remodeling and re-sale must be five years; otherwise the “value-added” figures are void.

	PROJECT
	COST
	VALUE ADDED
	COMMENTS

	Kitchen
	Low:

High:
	$15,000

$20,000
	80 to 110%
	Cost includes new cabinets and countertops and re-wiring; structural changes, relocated plumbing, custom cabinetry, and top-of-the line appliances

	Bathroom
	Low:

High:
	$7,500

$10,000
	80 to 115%
	Cost includes new fixtures and fittings, tile floors and walls; structural changes, and relocated plumbing.  High-end materials and fixtures raise the cost.  Note:  adding a second bath can yield more than 100% resale value.

	Room Addition
	Low:

High:
	$30,000

$40,000
	50 to 110%
	Depends on type of room; a family room or new master suite (don’t forget to include cost of bath) will add much more vale to a home than a private office or fourth bedroom.

	Converting an attic, basement or garage to living space.
	Low:

High:
	$10,000

$15,000-up
	25 to 40%
	Cost assumes no structural changes and no new plumbing; value added depends on size of house (smaller house, more value) and type of space created (family room or bedroom, more value than a gameroom or exercise area).

	Adding a deck
	Low:

High:
	$5,000

$10,000-up
	40 to 60%
	The warmer the climate, the more value added; size of deck, complexity of design, and added amenities (spa, trelliswork) influence cost.

	Re-painted exterior
	Low:

High:
	$1,200

$1,500-up
	40 to 60%
	Assumes old exterior was worn and repainting was done immediately prior to putting house on market:  a new coat of paint probably adds the “best profit” to selling an older home.

	In-ground swimming pool
	Low:

High:
	$20,000
	0 to 25%
	Cost assumes an average-size pool (16’ X 32’) in a rectangular shape; value added depends on desirability to future owner (banks usually do not include pools in mortgage appraisals).


Source:  Home Remodeling Magazine

Buyers Always Determine Value!

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.

COMMON PRICING ERRORS


Holly Fanning

http://agent.kw.com/hollyhomes/
Now that your home is “ON THE MARKET”…

Our Duties 

	HOLLY FANNING
	YOU

	· Install signs and submit to MLS
	· Complete all repairs and cleaning

	· Arrange for office tour by agents
	· “Stage” your home to be appealing

	· Prepare marketing information and advertising.


	· Keep home ready for showing.

	· Place marketing data in home for prospective buyers.


	· Hide valuables (also prescriptions)

	· Distribute marketing information
	· Keep marketing information out for buyers.

	· Attempt to give 1-hour notice to show.
	· Call me if information is depleted.

	· Review market continuously
	· Leave premises for showings.

	· Follow up with other agents who show home.
	· Call me with any questions

	· Communicate with you regularly.
	· Market your home to friends and acquaintances.

	· Advice of possible solutions if home has not sold.
	· Keep me advised where to reach you or give permission to show if you are unavailable.

	· Negotiate best contract for your needs.
	· Refuse to discuss terms with buyers or their agents without me present.


Home Warranties Can Aid Buyer and Seller

M

any home purchasers erroneously assume that the Seller is always somehow liable when there is a defect or failure found in the home’s cooling, heating, plumbing, electrical and/or appliances after the Buyer moves in.  Unless otherwise provided for in the contract however, risk of loss often falls on the Buyer.  Even where the contract provides that heating, plumbing, pool & equipment, electrical, etc. be “operative” on or until date of possession, disputes can always arise as to when the breakdown occurred, who is responsible, how the repairs are to be funded, and when they are to be made.

H

ome warranty plans go a long way to alleviate these risks and concerns.  For a modest price (currently basic coverage is $299 to $385, slightly more for optional coverage), Seller can provide to Buyer a one year warranty covering, specified heating, plumbing, electrical, water heater or appliance breakdowns.  Coverage under most plans commences at closing (although some can be made to commence during the listing period as well).  In all cases, there are important limitations and exclusions (example:  appliances/systems must be operative at commencement of coverage).

Presentation of Offers
When an offer is generated on your home I will do the following:
1. Present the offer to you personally.

2. Have the cooperating Broker share Buyer Qualifications, and /or have them present the offer to you.

3. Go over every item in the contract with you and assisting you to understand what the buyers are offering and what they are asking for.

4. Discuss all offers with you in private, after listening to the other agent.

Give you as much input as I possibly can regarding:
1. Current market and finance activity.

2. Other sales to date.

3. Competition.

4. Broker comments.

Check-List for Moving

Before you leave…

	GIVE ADDRESS CHANGE TO:
	· Post Office

· Charge Accounts, Credit Cards

· Subscriptions:  Notice requires several weeks.

· Friends and Relatives

	BANK
	· Transfer funds; arrange check cashing in new city.

	INSURANCE
	· Notify company of new location for coverage’s; Life, Health, Fire and Automobile insurance.

	UTILITY COMPANIES
	· Gas, Light, Water, Telephone, and Fuel

· Get refunds on any deposits made.

	MEDICAL, DENTAL, PRESCRIPTION HISTORIES
	· Ask doctor and dentists for referrals.

· Transfer needed prescriptions, eyeglasses, X-rays.

· Obtain birth records, medical records, etc.

	DON’T FORGET TO:
	· Empty freezer

· Defrost freezer and clean refrigerator.  Place charcoal to dispel odors.

· Have appliances serviced for moving.

· Clean rugs or clothing before moving (have them wrapped for moving).

· Check with your moving counselor:

· Insurance coverage, packing and unpacking labor, arrival day, various shipping papers, method and time of expected payment.


Checklist for Moving (continued)

	ON MOVING DAY:
	· Carry enough cash or traveler’s checks to cover cost of moving services and expenses until you make banking connections in the new city.

· Carry jewelry and documents yourself, or use registered mail.

·  Double check closets, drawers and shelves to be sure they are empty

· Leave all old keys needed by new tenant or owner with Realtor or neighbor.

	AT YOUR NEW ADDRESS:
	· Plan for transporting pets; they are poor traveling companions if unhappy.

· Check on service of telephone, gas, electricity and water.

· Check pilot light on stove, water heater, incinerator and furnace.

· Have new address recorded on driver’s license/apply for a state driver’s license.

· Register car within five days after arrival in state or a penalty may have to be paid when getting new license plates.

· Register children in school.

· Arrange for medical services: Doctor, Dentist, etc.


Pledge
My Pledge of Service…

…My Commitment to Excellence

My efforts on your behalf will be to obtain the maximum market

value in the least possible time at a minimum of inconvenience to you.  
I am committed to the highest standards of professionalism, customer concern and service.

I PLEDGE TO:
Prepare you and your property for the sale:

WE WILL:

1. Determine the most likely selling price based on current market values.

2. Discuss selling points and possible improvements to enhance the value of your home.

3. Explain your showing options.

4. Estimate your selling costs.

5. Place you in personal contact with our relocation affiliates anywhere you may need to relocate.

Attract buyers for your property:

WE WILL:

6. Communicate your listing to all area Keller Williams offices and offices of 

            cooperating brokers in the area.

7. Provide a detailed listing sheet to prospective buyers and agents.

8. Ensure complete exposure through the multiple listing services including the internet.

9. Place a distinctive Keller Williams Realty sign on your property.

10. Arranged for a planned preview by Keller Williams Realty agents and cooperating brokers.

11. Expose your property broadly to potential buyers through our proven Keller Williams Realty marketing programs.

12. Use our exclusive National Referral Service to attract out-of-town buyers.

Conclude the sale with buyers:

WE WILL:

13. Bring quality buyers.

14. Show your property effectively.

15. Present and explain all written offers.

16. Negotiate the transaction.

17. Finalize the sales contract.

Follow through after the sale.

WE WILL:

18. Follow up on the buyers financing.

19. See that all contingencies in the sales contract are met.

20. Confirm the closing.

21. Retain a file on the entire transaction.

The sale of your home will be my prime responsibility, supported by the entire Keller Williams Realty organization.  My communication to you will be on a continuing basis.  I will listen and pay close attention to your needs at all times.

______________________________________



__________________

                 HOLLY D. FANNING







       Date
WHAT YOUR NEIGHBOR


SAYS





WHAT


YOU


PAID








WHAT


YOU


NEED





WHAT


YOU


WANT





WHAT


ANOTHER


ASSOCIATE


SAYS





COST


TO


REBUILD


TODAY











� EMBED MS_ClipArt_Gallery  ���








