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“Make integrity and an other-focused mindset part of your company’s core values.  Then you will win favor and a good name.”


-Coach Mike Connaway

This is our plan to get your home sold.  There are many considerations in selling your home.  My goal in creating this document is to help you understand the selling process as well as the specific actions we will take to see that you achieve the greatest return on one of your most valuable investments.


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.


I want to thank you for considering me to represent you in the sale of your home.  It is important to me that you know that I have committed myself to being the very best.  I truly have a passion for what I do: working with buyers and sellers every day.  It is not only my business philosophy, but also a commitment to provide you with exemplary personalized service beyond your expectations.  I do what I say I am going to do, when I say I am going to do it.  My practice is to listen, hear 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.  


                                                                              At your service,




                                                                           Greg Barrett                
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Benefits
Listing property with Greg Barrett as your Realtor® means receiving the following benefits:

First-Class Service • Experience • Integrity • Skill • Effectiveness • Cutting-Edge Technology • Intimate Knowledge of the Marketplace • Financial Counsel and Assistance

In addition, you should know about the many beneficial services you will also receive.  I have…
· REPUTATION… My first-class service and record of integrity over the years have established a reputation of trust and fairness, which many of my clients have come to depend upon again and again.  Whether buyer, seller or investor, my clients have grown to expect nothing less than excellence. 

· PROFESSIONALISM… I am highly professional and well trained in marketing, negotiating, problem solving and customer service.  The creed of a true professional is INTEGRITY, COMMITMENT, COMMUNICATION, CREATIVITY, TEAMWORK AND TRUST.  Every relationship needs to be Win-Win in order for it to be a Success.

· EXPERIENCE… With my background in marketing and experience as a seasoned real estate investor throughout King, Snohomish and Pierce counties, I had already attained much experience before beginning my real estate career.  My experience in negotiating many complex transactions gives me the wisdom to know how to best meet my client’s objectives.  

· LOCATIONS… Based out of Kent, our sales offices are situated throughout King County.  By demand, my team and I are very intimately in tune with the market throughout all of King County.  You can be assured that I, as your representative, know your neighborhood.  When your home is listed by me, you come first.

· COMPUTERIZED MULTIPLE LISTING SERVICE… This is to give the seller the widest exposure via computer-terminal technology.  In addition to our staff, your property will be exposed to many thousands of participating members, brokerages and web based searches.  

· MARKET ANALYSIS… I will determine the realistic value of your home in two ways:

1. An opinion by my qualified and knowledgeable staff who list, show and sell property in your neighborhood, and

2. A written compilation and analysis of recent homes sold, homes presently on the market and those exposed to the market but not sold during the listing period.

· ADVERTISING… I am very competitive in marketing your house to not only our industry, but also the readership in an area who is searching for a new purchase.  Your home will be brought to the forefront over all of the competition through my custom and creatively designed marketing materials.

Our Mutual Objectives

Objective #1

The Highest Possible Price – Our Average Sales Price to List Price ratio is higher than the average in the Northwest Multiple Listing Service.  This is indicative of our ability to accurately price homes and achieve top dollar in our negotiations.

Objective #2

The Shortest Period of Time – Our homes are on the market less time than the average home in the Northwest Multiple Listing Service.  Not only will your home sell in a shorter period of time, you’ll have the use of your equity sooner and will not be obligated to the monthly expense of the home.
Objective #3

The Most Favorable Terms – Our experience and skills will benefit you because we will negotiate the most favorable terms for the sale of your home – including purchase price, closing, possession, fees, personal property and other less tangible items.  Third-party negotiation can be one of the most effective services offered by an agent.

As we work together to sell your home, cooperation and communication will benefit both of us and ensure the successful completion of these objectives.
Six Selling Myths Uncovered

Myth #1:  You should always price your home high and negotiate down.
Truth:  Pricing too high can be as bad as pricing too low.  If you list too high, you’ll miss out on buyers looking in the price range where your home should be.  Offers may not even come in, because buyers who are interested in you home are scared off by the price and won’t even take the time to look at it.  By the time you correct the price and list your home at its fair market value, you will have lost that window of opportunity when your home draws the most attention from the public and real estate agents; i.e. the first 30 days that it is on the market.  A well-trained real estate agent who looks out for your best interests will consult with you on your home’s fair market value and different pricing strategies for the current market.

Myth #2:  Minor repairs can wait until later.  There are more important things to be done.

Truth:  Minor repairs make your house more marketable, allowing you to maximize your return (or minimize loss) on the sale.  Most buyers are looking for homes that are ready for them to move into.  If your home happens to attract a buyer who is willing to make repairs, he/she will begin asking for repair allowances that come out of your asking price.  The amount of an allowance that you have to offer a buyer is usually more than what it would cost for you to make the repair (or hire someone to make the repair).  Remember, buyers are comparing your home to other homes that are currently on the market.  Your home should be inviting so that everyone who looks at it can see themselves living there.

Myth #3:  Once a potential buyer sees the inside of your home, curb appeal won’t matter.

Truth:  Buyers probably won’t make it to the inside of the home if the outside of your home does not appeal to them.  Buyers and their agents often do drive-bys before deciding whether a home is worth their time to look inside.  Your home’s exterior must make a good first impression so that buyers are compelled to stop and come inside.  All it takes is keeping the lawn mowed, shrubs and trees trimmed, gardens weeded and edged, and clutter put away.

Six Selling Myths Uncovered (continued)
Myth #4:  Your home must be every home buyer’s dream home.

Truth:  If you get carried away with repairs and replacements to your home, you may end up over-improving the house.  There is a point where improving your home doesn’t pay off.  The key is to consider what competing properties feature and look like.  A highly-motivated real estate agent will consult with you on what competing properties have to offer – he/she can even show you competing properties so that you can make sound home improvement decisions.

Myth #5:  You are better off selling your home on your own and saving money on the commission you would have paid to a real estate agent.

Truth:  Statistically, many sellers who attempt to sell their homes on their own cannot consummate the sale without the service of a real estate agent.  Homeowners who success in selling their home by themselves usually net less than if they had a real estate agent working for them.  The National Association of Realtors® surveys consumers every year, including homeowners who succeeded in selling their home without a real estate agent.  Over 70% of these homeowners say that they would never do it again.

Myth #6:  When you receive an offer, you should make the buyer wait.  This give you a better negotiating position.

Truth:  You should reply immediately to an offer!  When a buyer makes an offer, that buyer is, at that moment in time, ready to buy your home.  Moods can change, and you don’t want to lose the sale because you have stalled in replying.

Key Market Factors

How long does it take to sell a home?

There is no easy answer – some homes sell in a few days, others may take several months.  

Recognizing the key factors influencing a sale can give you significant control over market time.

The proper balance of these factors will expedite your sale:

LOCATION…
· Location is the single greatest factor affecting value.

· Neighborhood desirability is fundamental to a property’s fair market value.

COMPETITION…
· Buyers compare your property against competing properties.

· Buyers interpret value based on available properties.

TIMING…
· The real estate market may reflect a seller’s market or a buyer’s market.

· Market conditions cannot be manipulated; an individually tailored marketing plan must be developed accordingly.

CONDITION…

· Property condition affects price and speed of sale.

· Optimizing physical appearances and advance preparation for marketing maximizes value.

TERMS…
· The more flexible the financing, the broader the market, the quicker the sale and the higher the price.

· Terms structured to meet your objectives are important to successful marketing.

PRICE…
· If the property is not properly priced, a sale may be delayed or even prevented.

· My comprehensive market study will assist you in determining the best possible price.

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-up
	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:
	$2,500

$6,000-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:
	$20,000
	20 to 40%
	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

My Personalized Marketing Plan is Designed to Get Your Home Sold!

The following outlines the steps that I will take to get your home sold and the benefits of each step in this plan.  My marketing program is the result of years of professional business experience, combined to provide a premier level of client service and unsurpassed customer satisfaction.  I have, and continue, to build my business upon a foundation of professionalism, which accounts for the high level of referral business and my standing in the community of real estate agents.  The importance of selecting a Realtor who has excellent standing may be more important than you think.  The good will I have with fellow agents will result in more showings for your home and a desire by the showing agent to make offers on our listing knowing that their transaction will be well handled by the opposing agent.  I hope you will review this marketing plan thoroughly and I look forward to answering any questions you may have.
Step One: Performing a Comprehensive Market Analysis

A Comparative Market Analysis looks at four different types of homes and their comparable market value to your own home.  The objective of a CMA is to determine what a ready, willing and able Buyer is likely going to pay to purchase your property.  We need to price the home at the property’s fair market value.

Peer Properties – Homes currently for sale which represent your competition in the marketplace.

Pending Properties – Homes that have a pending sale but have not sold yet.  While the actual sale price is not public record until it closes, the pending sales demonstrate a listing that was properly priced and as a result found a willing buyer.  These represent the most current market values.

Expired Properties – These represent unsuccessful attempts to sell a property and represent pricing and marketing that should be avoided, unless you really don’t want to sell your home.
Comparable Sales – Sold properties tell us exactly what a buyer was willing to pay for that home.  These are the best basis for pricing your home for sale.  In fast moving markets, they can represent less than what a buyer would be willing to pay.

Our goal is to price your home right the first time!  As the market changes day by day, I promise to pay close attention to the feedback from buyers and agents so that we can maintain the best possible position in the marketplace.
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Timing is extremely important in the real estate market.  The above graph illustrates the importance of placing your property on the market at a realistic price and terms from the very beginning.  A property attracts the most excitement and interest from the real estate community and potential buyers when it is first listed; therefore, it has the highest chance of a sale when it is new on the market.
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As the triangle graph above illustrates, more buyers purchase their properties at market value than above market value.  The percentage increases even further when the price drops below market value.  Therefore, if you price your property at market value, you are exposing it to a much greater percentage of prospective buyers and you are increasing your changes for a sale.
Real Estate Professionals vs. Zillow.com

It is important to know the results a real estate professional can deliver.  With so many real estate webs sites competing for your attention you need to know where they fit into the real estate process.  A recent survey found that homes sold with the services of a real estate professional sold for 16 percent more than those who did not use an agent.  Now more than ever, getting accurate information from an expert is critical to buyers and sellers.  Here is a comparison of homes actually sold and closed with an agent v. Zillow.com’s estimated value.  This should show the proven benefits of working with a qualified real estate professional.

	Address
	City
	Sold w/ Agent
	Zillow.com Value

	916 Shoreland Dr SE
	Bellevue
	$1,425,000
	$1,122,754

	1016 Evergreen
	Bellevue
	$1,475,000
	$1,187,771

	4131 153rd Ave SE
	Bellevue
	$1,299,000
	$846,295

	2244 77th Ave NE
	Medina
	$1,950,000
	$1,580,000

	456 Overlake Dr E
	Medina
	$2,570,000
	$1,323,210

	1603 28th Ave NE
	Issaquah
	$1,069,950
	$409,844

	4336 239th PL SE
	Issaquah
	$555,950
	$518,607

	16520 NE 50th Way
	Redmond
	$925,000
	$836,454

	9102 172nd Ave NE
	Redmond
	$505,000
	$372,279

	12617 NE 105th PL
	Kirkland
	$874,000
	$426,306

	6543 125th Ave NE
	Kirkland
	$973,995
	$475,718

	12822 NE 61st
	Kirkland
	$1,275,000
	$982,397

	3015 93rd PL NE
	Clyde Hill
	$1,375,000
	$1,221,934

	18814 143rd Ct NE
	Woodinville
	$419,950
	$365,138

	16025 NE Woodinville Duvall Rd
	Woodinville
	$598,000
	$329,288


“All information compiled in 9/06 from NWMLS and Zillow.com.  Information is deemed reliable but is not guaranteed.”
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.
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Step Two: Staging and Repairs

I will come to your home to create a staging and repairs punch list to inform you of suggestions for improving the marketability of your home.

Step Three: Placing a Sign on the Property

Place a highly visible sign on the property.  Our signs are in a large, visually-attractive format.  I also include a flyer fox with top quality brochures/flyers designed to get response from readers.

Step Four: Placing Your Home on the Multiple Listing Service

The Northwest Multiple Listing Service (NWMLS) has over 22,000 active real estate agents and represents the single most powerful home selling organization in the Northwest.  I aggressively and continuously market my listings to members of the NWMLS.

Properly presenting your home here is essential.  Great photographs and virtual tours, complete descriptions and exciting ads make a great impression on both agents and prospective home buyers.

Step Five: Photographs

I will take high quality photographs of your home, aimed at producing superior results.  My listing photographs leave a lasting impression and put your house at the top of the list for agents and homebuyers.

Step Six: Creating a Customized Property Description Flyer for the Interior of Your Home

The interior flyer gives buyers and agents a complete list of features and pricing information.  Buyers and agents can refer back to the flyer to get additional details or to remember the features they liked best about your home

Step Seven: Creating a Customized Property Description Flyer for Yard Sign Flyer Box

The flyer that I put outside your home will pique the interest of prospective home buyers by giving them the information they need to determine if the house fits their needs.  For pricing, they contact me to get more information.

Step Eight:  Scheduling a Catered Brokers Open House Tour 

Local agents have an opportunity to see your home first hand.  By personally seeing your home, they get a better feel for it and will more enthusiastically represent it to their prospective buyers.  Brokers Open commentary is collected at the event for review of pricing and feedback on the home.

Step Nine: Notify Neighbors the Property is on the Market

I accomplish this by sending out a photo postcard, utilizing quality, glossy card stock and color photos to ensure your New on the Market notice will stand out from the crowd.
Step Ten: Web Listing Prepared to Highlight Your Home

Your listing is added to the following web sites along with a complete photo gallery of your home:



www.exre.com


www.nwmls.com


www.nwrealestate.com


www.realtor.com 




…and more
Because of a broker reciprocity in the sharing of NWMLS data, your home will also appear on the following local real estate sites, just to name a few:



www.johnlscott.com


www.windermere.com
The Internet plays a crucial role in the gathering and education process for most buyers.  More and more buyers seek information first on the Internet before they call a Realtor.  Relocating buyers rely on the Internet for most of their searching so that they can quickly find and buy a new home in the very limited time frame allowed on house hunting trips.  By giving you the broadest possible exposure to this medium, we increase the chances your home will sell.

Step Eleven: Utilize Technology to Promote Your Home

I utilize the latest technology to promote your home, attract the right buyer and secure a sale for you.  I notify other agents about the property who have indicated they have buyers for your type of house.  I work with all of the agents in the area in order to increase your chances for a sale.  I will leverage the relationships I have within my office, the real estate community and elsewhere to promote your home.

Step Twelve:  Utilize a Lockbox to Facilitate Ease of Showings

The utilization of a lockbox allows us to monitor your listing and sales activities to maintain your competitive position in the marketplace.
Follow-up

One of my responsibilities as your agent is to follow-up on prospects who have seen your home to get feedback on your listing.  I will find out what kind of reaction each buyer had to the property.  This can help encourage a contract and can lead to learning about adjustments that can be made to make the home more marketable.

As your agent, I am able to discuss the buyer’s needs in their next home and present your home in a way that is best suited for that home buyer.

Weekly Marketing Service Reports

My Weekly Marketing Service Report will show you the services performed during the report period so that you can keep up-to-date with all the things I have done to get your property sold as quickly as possible.  As agents show your home, I will contact them to assist in writing an acceptable offer and to get critical feedback so that you have the latest intelligence about your home on the market.  This allows us to quickly make any adjustments according to direct feedback from the market.

I also track the number of hits on the multiple web sites, as well as the number of showings via electronic feedback from your lockbox.  I schedule a weekly listing call with you to discuss the progress on your listing, all the way through a successful closing!

Transaction Management

In addition to tracking prospects, I track your sale from offer to closing.  We cannot understate the importance of transaction tracking and proper execution of a Purchase and Sale Agreement.

Once there is a mutual acceptance of an offer, the real work of coordinating the many companies and individuals involved in closing the sale begins.  I have the experience and management skills needed to follow your sale all the way to closing.

Ultimately, I will verify the closing with recording numbers to assure you that your sale has been completed and see that the keys are delivered to the new owner.

I will maintain copies of your closing for income tax and recordkeeping purposes and, with your permission, provide you with regular updates on the market and annual reviews of your home’s value at your request.


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 sparkling clean.  Make sure all appliances are clean at all times.  Straighten cupboards that appear cluttered and keep floors gleaming.

· Bathtubs, 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 sparkling 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.

Getting Your Home in Top Selling Condition
	Curb Appeal

· Drive up to your home and look at it from afar.  Look at it through eyes of buyers.
· Check the shingles – repair or replace damaged shingles.
· Clean and repair the gutters.
· Clean and repair HVAC units.
· Repair broken windows and shutters.  Replace torn screens.  Make sure frames and seams have solid caulking.
· Repair or replace door knobs, doorbell and light fixtures if necessary.
· Remove all toys, equipment and litter.
· Remove cobwebs and nests.
· Remove mildew, moss and stains from the side of your home – use bleach.  Remove stains from the walkways and driveway – use concrete cleanser and/or kitty litter.
· Repair and clean patio furniture and deck area.  Remove anything that can’t be repaired.
· Make sure the spa and pool sparkle.
· Go around and touch up the exterior of your home and putty and paint.
· Clean or paint the front door and mailbox.
· Hose off the exterior of your home, especially around the entrances.  Use siding cleanser.
· Wash the windows.
· Wash your garbage can and put it in a place where it’s not the first thin potential buyers see when they drive up.
· Stack the woodpile neatly.
· Mow the lawn.
· Trim the trees and shrubs.
· Weed the gardens.
· Add colorful plants or foliage to fill in bare spots.
· Edge the gardens and walkways.
· Sweep the walkways and driveway.
· Replace doormats that are worn and torn.
· Shine brass hardware on the doors and light fixtures.  Polish stained wood doors and trim.
· Drive up to your home again and look at it from the eyes of a potential buyer.  Walk into your home as a potential buyer.  Determine what kind of impression the walkways and entrances now make.
	Overall Interior

· Walk through your home.  Store, give away, throw, or donate anything that you won’t need until after the move: e.g. furniture, knick-knacks, clothing, toys, equipment, appliances, worn rugs, papers, books, cosmetics, jewelry, games, CDs, etc.

· Walk through your home again, this time with some tools.  Fix loose door knobs, cracked molding and leaky faucets.  Remove cob webs.

· Replace worn or broken door knobs, cabinet fixtures, light fixtures, light switches, outlet plates, faucets and vent covers.

· Clean the fireplace.

· Clean the vents.

· Clean and organize your closets.  Add extra space by storing or giving away items.

· Add a fresh coat of paint in light, neutral colors.

· Shampoo the carpet.  Replace if necessary. Clean and wax the floors.

· Vacuum the window blinds, shades and drapes.  Wash or dry clean curtains.  Wash all windows, frames and sills.

· Add dishes of potpourri.

· Remove all valuables, such as jewelry, artwork, knick-knacks, medications, cash, coin collections and so on.

· Open all the window shades to create a spacious and bright look.

· Put pet supplies and dishes in a place where they are not the first thing potential buyers see or smell when they walk into a room.

Living Room and Family Room
· Make these rooms spacious and inviting.

· Discard or repair chipped furniture.  Replace worn rugs and pillows.

· Remove magazines, games, toys and so on.

· Make sure the entertainment center sparkles.

· Vacuum upholstery, drapes, pillows, etc.

Dining Room
· Clean out your china cabinet.  Polish any visible silver.

· Put a nice centerpiece on the table – treat yourself to fresh flowers.  Set the table for a formal dinner to help potential buyers imagine entertaining there.
	Bedrooms
· Arrange furniture to create a spacious look.

· Remove games, toys, magazines, cosmetics, jewelry – especially on the nightstands.

· Replace bedspreads, quilts and pillow shams if they are worn or faded.

Bathrooms

· Remove rust and mildew stains.

· Wash or replace shower curtains.

· Make sure everything sparkles – including grout.

· Replace worn rugs and towels.

Kitchen

· Make sure all appliances work.

· Throw or eat the foods that you’ve been storing for so long.

· Clean the inside of the refrigerator, stove and cabinets.  Make sure everything is organized to create a spacious look.

· If your stove has electric burners, purchase new drip pans for each burner.  Wash removable knobs in your dishwasher.

· Polish the cabinets with furniture oil.

· Make sure appliances, countertops and the sink sparkle.  Install new faucets if necessary.

Attic, Basement and Garage

· Get rid of unnecessary items.  Store or pack items you won’t need until after the move.

· Organize everything to create more floor space and make inspections easy.  Put things on shelves or in matching boxes.

· Provide bright lighting.

· Clean all equipment vents.  Replace filters.  Fix any insulation that might be showing.

· Take care of stale or musty odors.  Open the windows, dust and wash the walls and floors, purchase room deodorizers.

When It’s Time to Show

· Make sure your property flyers are out in the open as well as the Seller’s Disclosure and extra business cards.
· Do a quick clean and vacuum.  Air out the house.  Light a scented candle.  Dispose of all trash.
· Put pets outside if it’s safe to do so.
· Turn on a radio with peaceful music.


Now that your home is “ON THE MARKET”…

Our Duties

	Greg Barrett
	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.

3. Go over every item in the contract with you so that you thoroughly 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.

Negotiating the Sale
During the selling process, I will:

1. When purchase contracts are negotiated, you will be kept informed every step of the way.

2. Establish and explain guidelines prior to presentation.

3. Present all offers to you… as quickly as possible.

4. Review the contract with you.

5. Keep you up-to-date on current market activity, which may affect the strength of the offer.

6. Ensure that all parties in all transaction are treated fairly and with honest consideration.

7. Make certain there is compliance with disclosure laws and ordinances.

Processing the Sale

A Realtor® has more responsibilities than listing and showing! You should be aware of what your Realtor® does after the contract is signed:

1. Open Escrow.

2. Order Title.

3. Deliver Earnest Money Contract and check to the Escrow Company.

4. Obtain receipt for earnest money check from the Escrow Company.

5. Order all necessary inspections.

6. Examine the Title Commitment for clouds and make sure problems are disclosed early so closing is not delayed.

7. Insure that you receive copies of all documentation pertinent to the transaction.

8. Note all contingencies and attempt to remove them within the time limit provided or get an extension of time, if needed.

9. Keep you abreast of buyer’s loan application and the progress of the appraisal on your home.

10. Be present during inspections and keep you informed of their findings.

11. Coordinate execution of any required repairs.

12. Verify survey has been ordered and completed.

13. Provide Title Company with any charges for HUD1.

14. Have closing papers drawn before closing so that if any problems arise, we can solve them.

15. Coordinate the closing and move-in dates so that they are as convenient to both parties as possible.

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

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

	UTILITY COMPANIES
	· Gas, Light, Water, Telephone, Cable, Internet

	
	· Get refunds on any deposits made.

	MEDICAL, DENTAL, PRESCRIPTION
HISTORIES
	· Ask Doctor and dentist 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 baking soda to dispel odors.

· Have appliances serviced for moving.

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

· Check with your Movers:

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


Check-List 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.

	
	· Plan for transporting pets; they are poor traveling companions if unhappy.

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

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

	AT YOUR NEW ADDRESS:
	· 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 state driver’s license.

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

	
	· Register children in school.

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


Ways to Communicate with Greg Barrett
Phone:  
(206) 498-6876  (If you get my Voicemail, leave a message with your return number I will call you back as soon as I receive you message)
Text Message:  
(206) 498-6876  (Many times I am able to receive and respond to a text message in the midst of another appointment where I may not be able to receive a call) 

Fax:
(206) 299-3125
Email:
gbarrett@kw.com
Mail Address:  
c/o Greg Barrett ~ 25664 104th Ave SE, Kent, WA 98030
Office Address:
2400 East Valley Road, Renton, WA 98055  








                                                                           
YOUR HOMEWORK

Before our appointment…I will need you to fill out the information on the following pages to the best of your ability in order to get your home on the market.
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Selling Price vs. Timing
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The Importance of Intelligent Pricing
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