Internet Marketing
As a Certified ePro, I have the training and knowledge to give your house maximum exposure on the internet. Your house will be made available for showings on the following websites and may include more at my discretion:
www.LoriWhitener.YourKWAgent.com
www.LoriWhitener.com
www.KWAlbuquerque.com
www.KW.com
www.SWMLS.com
www.Realtor.com
www.Craigslist.com
www.PostaHouse.com
www.ihomesmagazine.com
www.MyPlaceforHomes.com
www.HorseTalk.com
www.DomesticSale.com
www.Oodle.com
Please refer to the following pages for examples of what your listing will look like online.
Marketing should be Targeted 

Towards Two Groups

The Public

And 

The Realtors

Here’s how I Market to All....
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Marketing to Other Agents is Important.

Below are just a few ways I market to other Realtors.

On line Custom Brochure is emailed to over 200 Keller Williams Agents in New Mexico.

Another On line Custom Brochure is emailed to over 300 Albuquerque and Santa Fe area Realtors.

Full Color Brochure Hand Outs.

Keller Williams Realty Tour.

Other Realtor and Title Company Tours.
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Communication and Feedback.

I offer my Energy, Knowledge, Work Ethic, Honesty, Trustworthiness,
 Personal Attention, Follow-Up and Follow-thru!
 Excellent Communication
 Is What You Can Expect from Me!
 Nothing Less than My Personal Best!
I strive to keep My Clients informed of Market Activity on their homes. These are some of the actions I follow:
Computer tracking of each and every marketing action taken on your listing.

Computerized Marketing Reports mailed to you via snail mail or email every two weeks.

Feedback sheets are either faxed or emailed to every Agent that shows your listing requesting detailed comments. These are entered into the Marketing Report and sent to you for review.

Updates will be sent to you regarding scheduled

 Keller Williams tours and any other tours on 

which your listing will be shown.

Bi-weekly contact from Lori, either via email or personal phone calls to answer any questions or concerns you may have.

When You Make the Choice to List Your Property with 

Lori Whitener, You Are Getting the Benefits of My 

Technology Training/Tracking and Marketing With 

My Own Personal Touch! 

In Summary
I am ready to market your property 

for the best possible price for you

within a reasonable period of time.

My Goal is really quite simple....

To go With You to Close the Sale!

I offer my Energy, Knowledge, Work Ethic, Honesty, Trustworthiness,
 Personal Attention, Follow-Up and Follow-thru!
 Excellent Communication
 Is What You Can Expect from Me!
 Nothing Less than My Personal Best!
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My Customers Say......
“We had each previously worked with other realtors but when we met Lori, we knew she was the one we wanted!”







--Robin & Jim
“Lori helped us sell our home. Her attention to details and communication was exceptional. I just wish we had used her when we first bought, her service was great. We love her!”








--Mike & Charlotte
“This was the easiest real estate deal I have ever had. Lori’s efforts made it quick and easy!”






--Tony
“We are so thrilled with our new home! Your patience and advice was awesome! Your persistence in finding us the perfect home paid off and your negotiation of the deal really made the difference for us. I still say you could sell ice cream to a snowman....”






--Adela
“Different than any other realtor I have ever met, Lori’s attention to detail and knowledge was outstanding! She told me what I needed to do and she sold my home in 3 days!”






--Linda
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“I know Lori and her values. She is intelligent, pays attention to details, thorough and honest. I wouldn’t make a move in real estate without her!”






--Gayle 

“Lori, 

Thank you so much for the work you did on this.

 You are Great!!” 


--Chris


“Dear Lori,
Thanks so much for your help. We love New Mexico!”








--Deb
“Dear Lori,

You are wonderful. Thank you.”









--Pam
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Building Relationships,

One Family at a Time!


Purchaser/Seller
Neighborhood

Phone

Jesus & Socorro Gandara

Bosque Farms

(505) 869-4641

Robin Stokes


Rio Rancho


(505) 379-9654

Tony Storey
& Cheryl Vargas
NE Heights


(505) 268-3694

Mike & Charlotte Crockett       Los Chavez


(505) 866-1408

Linda Smith



NE Heights


(505) 239-8784

Jeff McCullough


NE Heights


(505) 294-2397

Shannon & Adela Davis

Los Lunas


(505) 565-2998

Abram & Patsy Torres

Belen



(505) 864-6185

Bill Casias



Bosque Farms

(505) 331-6128

Jim Molleur



NE Heights


(505) 238-4701

Jim & Gayle McCarty

Rio Rancho


(505) 899-9163

Yvonne Barnum


Rio Rancho


(505) 899-4993

Yvonne dos Reis


Albuquerque

(505) 710-8725

Lori Whitener

Realtor, Associate Broker, ePro

(505) 239-8784 Cell

(505) 271-8200 Office

(505) 271-8217 Fax

[image: image5.jpg]&)
KELLER WILLIAMS.





Keller Williams Realty

The Story

Keller Williams Realty was founded in 1987 by its co-owners, Gary W. Keller and Joe F. Williams starting this innovative company on its course of offering its own distinctive approach to operating a successful real estate market center. 

Traditionally, real estate assumes each agent is an independent contractor. The Keller Williams philosophy is different. Each market center works as a team sharing the challenges and the benefits of the entire office. Therefore, each associate has a vested interest in their “partners” doing well and delivering exceptional service to their customer.

At Keller Williams Realty we have committed all our resources to fulfilling the real estate needs of our clients. Keller Williams’ professionals are carefully selected from the highest achievers in the industry. They are knowledgeable, capable and service oriented.

“People helping People helping People”

Mission: 
To be the real estate company of choice for a new generation of customers and 


real estate agents through successful partnering.

Belief System:    To an Industry of traditional heritage Keller Williams brings a new pinnacle of 



  beliefs and values. “WI4C2TS” 






Win-Win - Or no deal

Integrity - Do the right thing

Customers - Always come first

Commitment - In all things

Communication - Seek first to understand

Creativity - Ideas before results

Teamwork - Together everyone achieves more

Trust - Begins with honesty

Success - Results through people

Keller Williams Realty – Success Without Limits
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Print Marketing
There are many venues available for marketing your home in Periodical and Print Publications.
Below you will find a list of some available print advertisements that I use for exposure of your property to potential buyers.

The Albuquerque Journal 

The Albuquerque Tribune

The Horseman’s Voice

The Santa Fe New Mexican

The Weekly Alibi

Valencia County News Bulletin

The Homes Magazine

Homes & Land Magazine
Just to name a few!
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What You Can Expect

Week One

a. Computer Input of your property into the MLS

 (Multiple Listing Service)

b. Place a sign in your yard with flyers and property information

c. Take pictures of your property for graphics and 

“Virtual Tour” website if we chose to use this format.

d. Complete graphics, guest register and information 

Packet/relocation packet/area information packets to place in the home.

e. Add listing and pictures to “Virtual Tour” website.

f. Activate listing in Keller Williams own MLS.

g. Open House on either Saturday or Sunday or both!

Week Two

a. Send info to Agents in the area.

b. Mail “Just Listed” cards to the neighborhood.

c. Activate listing information on all websites

chosen for internet advertising.

On-Going

a. Advertise as needed in one or all of the previously mentioned newspapers and magazines.

b. Contact those agents that are selling in a similar neighborhood and price range.

c. Provide weekly updates with market feedback and discussion of any necessary adjustments.

d. Consistently re-evaluate activity and call with feedback.

e. Continuously network with other agents in the area.

f. Submit bi-weekly marketing reports with all activity.


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, 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 sell your home more quickly.

Curb Appeal

● Trim trees and shrubs, clean out flower beds and invest in a few flats of seasonal flowers, paint the front door, make sure the doorbell is working properly, wash the mailbox, keep the porch swept and a 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 slightest odor. Odors must be eliminated, especially dogs, cats, young children in diapers or of there are smokers in the home.

● 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 do it. Bare floors should 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. Closet should look as they have enough room to hold additional items. Get everything off the floor and don’t have the shelves piled to the ceiling.

Basics continued...
● Make sure there is not too much furniture in a room. Select pieces that look best and store the rest. It is often suggested that one piece of furniture be removed from each room. This opens it up and helps the room appear less cluttered and busy. People like to imagine their own belongings in a home and when there is clutter, it can be distracting to the potential buyer.

● Keep the kitchen sparkling clean. Make sure all appliances are clean at all times. Straighten up cupboards that appear cluttered inside 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 faucets 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.

● Recognize the difference between decorator touches and clutter or sterility.

● Clean the ashes out of the fireplace.

● Make sure the pull-down staircase works correctly, if you have one. Be sure there is a light in the attic.
● The pool needs to be clean and sparkling and free of leaves and insects.
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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.

● 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.

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

● Turn off the television. Leave soft music playing.

● Leave the 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.

I will need from you:
A key to all locks.
A copy of your property tax bill.

A list of the special things about your property, such as alarm system, special wiring and unique features.

Alarm code.

An accurate mortgage balance, if there is one.

 Honesty, especially in the case of foreclosure, bankruptcy and liens.
For your protection:

Put away all prescription medications.

Personal paperwork should be out of plain view.

For your information:

I get emails from the SWMLS that inform me when and who has been in the property.

I am available at any time for your questions and concerns.

The lockboxes are programmed to allow access only between certain hours. If you want to deviate from the hours I have selected, let me know and we can change the settings to accommodate you and your family.
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I look forward to working with you as your Realtor.
 Thank you for choosing myself 
and Keller Williams
 to represent you in 
this real estate transaction. 
When you choose Keller Williams,
 you not only get the best
 and the brightest, 
you get the great
 Keller Williams Team 
from Albuquerque
 working for you to sell your property.
Thank you for the opportunity to be Your Realtor.

