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Linda Cowen

954-804-4371

lindacowen@kw.com
Please visit my web site: LCowen.com  

This is My Commitment to You

Soon we will be discussing the sale of your home and you will be making a choice. You'll have to choose whether to trust me with the sale of the single most important asset you own.

In the attached information and in our marketing presentation, I will provide you with enough information about the market, my qualifications, and my marketing program for you to make an informed decision about who will best represent you in this important business transaction.

Results - that’s what I promise you. My objective is to provide you with accurate and timely information about the real estate market in our area so that you can make intelligent decisions regarding the sale of your property. I will tell you what you must hear and not what you may want to hear about the market and the value of your property. I acknowledge that I may periodically lose business because I am truthful with clients in this regard, while some of my colleagues will tell you what you want to hear to temporarily get your business. But I will absolutely substantiate all of my recommendations and conclusions with the factual data that I have extracted from the Multiple Listing Service.  
Ultimately, it may be that you will also want to get an opinion from another agent, and

I will understand.  However, you should know that all agents have access to the same information. Therefore, the determination of your home’s value should be nearly the same. Remember, no agent can affect market conditions. If an agent suggests that you can sell your property for other than what the market indicates, it is a disservice to you, only prolonging the sales process and, according to National Association of REALTOR’s statistics, resulting in a lower net proceeds amount while causing you much unnecessary stress during the sale process.   
It’s very important that you don’t choose your Realtor only because they say they can get you the highest price.  This is the oldest scam in the real estate book: tell the seller what they want to hear and compliment the home to get the listing.

Instead, you should insist on a written, well-researched, computerized market analysis to determine the realistic amount your home will bear in today's market and price it accordingly. Select your REALTOR based on their credentials, then decide on price.

Never select an agent based solely on the price they recommend.

Select your REALTOR based on how well they present the facts to you. If you truly want to sell your home, you must be willing to sell it for what the market will bear. No one will provide you with more candid feedback and factual information. In addition, I will thoroughly explain my marketing program to you and provide factual data on how it has worked for others in the past. 

This is my commitment to you. As a professional in every sense of the word, I will provide the best possible service available so that your goals are met in the shortest time frame. My goal is to meet your expectations and hopefully exceed them to accommodate your real estate needs.

WHAT YOU CAN EXPECT FROM

Linda Cowen and Keller Williams Partners
SUPERIOR SERVICE FROM OUR UNIQUE TEAM

At Keller Williams we enjoy a staff of full-time office professionals that are dedicated to servicing your needs. With the help of our team I will handle EVERY detail from listing to closing.   
Preparing the Listing:

1. I will be asking you as many questions as necessary to learn what your concerns, needs, and desires are.
2. I will preview your home, taking extensive notes, measurements, and photos.  

3. I will prepare a CMA/Market Appraisal for you so that, together, we can determine how we should price your home.   

4. Together we will review the sales process from beginning to end so that you will have a full understanding of what to expect.  
5. We will review services that my company and I will provide for you.
6. I will prepare a sellers net sheet for you so you will know what you can expect to net after your sellers closing expenses.  

7. I will ask you to sign required forms so that I may market your home.

OUR CUSTOMER SERVICE

As soon as your home is listed our service begins:

1) I will provide you with a weekly Market Update & full update monthly:

a. How many inquiries, showings and feedback on your home

b. Market Update with new listings and sales in your neighborhood.

c. New Marketing Activities that we are working on.

2) Accessibility to Handle Inquiries 24/7:
a. We employ a whole team of live professional operators who are standing by Monday through Sunday from 8am to 8pm to answer the phone and schedule the showings when another Realtor calls.

b. I am also available 24/7 for additional inquiries from REALTORS and buyers.  I always return my phone calls within the same day.  
IMMEDIATE MAXIMUM MARKET EXPOSURE

MLS Entry: Placement in a state-of-art real estate listing database, making your home available to 47,000+ REALTORS in South Florida as well as neighboring cities.
For Sale Sign: Clean, attractive signage installed within 72 hours.  
Visual Tour: Visual tours with multiple and clear photos of your property interior, views, and amenities. 
Video Tour: Panorama Video Tours to promote your property.

This allows out of town buyers to truly be able to buy your home sight unseen and increase the chances of you getting a faster sale. 
Secure Lock Box: (upon seller’s approval) for access and timely coordination of showings by Licensed Real Estate Agents.  
Internet Strategy: The placement of details about your home, along with photos, on multiple 
Internet sites including but not limited to ENHANCED Realtor.com:

www.KW.com.  

www.Realtor.com 
www.trulia.com 
www.zillow.com
www.move.com

www.HarmonHomes.com www.yahoo.com www.google.com

www.listingmania.com www.lycos.com www.craigslist.com

www.propsmart.com www.homegain.com www.mls.com

www.homeseekers.com www.citycribs.com 
www.realestate.com www.Homes.com www.oodle.com

Direct Mail: A target-market mailing piece with a color photo of your home to your neighborhood and my sphere.
Electronic Campaigns: Instantly I email a brochure of your property to 25,000 of the top selling realtors in South Florida. These are blasted out every 30 days when it appears that the property represents a good deal for buyers.
Existing Buyers: I will cross reference your homes features against my list of prospects.    
Existing Realtors with Buyers: I will cross reference your home against agents who have recently been showing my other listings in the same price range as yours.  
Other Listing agents: I send emails with your property fact sheet to other agents in the area who have properties listed in the same general price range so they can also show your home if they have someone call on the listing. In addition, I distribute information about your home to various other REALTORS in the area.
Open Houses: From time to time on properties that have excellent locations with a lot of traffic, I will hold open houses.

PRICING YOUR HOME

I will be spending many paragraphs on this subject because one of the most important and difficult decisions that we will make together will be deciding on the asking price. You’ve called me in as an expert to sell your home and price it so it will sell. I’m truly dedicated to gaining you the most money you can receive from that sale. In addition, I recognize there are many reasons why you already have a certain price in mind. You may be considering . . .

Your Original Purchase Price

Chances are you paid market value. But markets change, and today we have to deal with the current market conditions which may have changed significantly.

Improvements

If you made improvements to your home, you made them to your taste and for your enjoyment.  It’s important for you to realize that a buyer will not pay for the original cost.  However, your improvements may help us sell your home more quickly if we find a buyer that has your same taste.  Likewise, maintenance preserves the value, but does not create value. If you needed a new roof, it was needed as a maintenance requirement and cannot be added to the market price of your home.  But, again, it may help us find a buyer more quickly.  
Your Need For Money

Your need for money or the fact that you are moving to a more expensive area where you will have to pay more for a home has nothing to do with the home’s current market value.

Your Personal Attachment to the Property

These factors above may influence the price in your mind; but as you can see, they really have nothing to do with what your home is actually worth on today’s market.

Over many successful years of selling homes, I have frequently heard comments from sellers, such as:

 “Another agent said it was worth more.”

 “People always offer less than asking price.”

 “The buyers can always make an offer.”

 “My neighbor was able to get his price.”

 “My house is better than these other homes.”

 “We paid more than that for our home.”

 “We just painted and added new carpet. . .”

 “I need this much for our next house.”

Although some of these comments may be true, they are not necessarily valid when it comes to deciding on the right price.

DANGERS OF OVERPRICING:

1) You will lose the excitement that a new listing generates. REALTORS are working with buyers who have seen what is currently on the market and are waiting for something new to be listed. Therefore, the most activity will take place in the first thirty days of a listing. Your home will probably receive its highest and best offers during this time.

After that initial period, the only people who come to look at your home will be new buyers in the marketplace.

2) You will lose the most qualified prospects! Buyers will not just “make an offer” because they probably will never see your property. They will view the properties that are priced within their purchase power range, knowing that they cannot afford anything above their price range.

3) Overpricing helps sell other, more competitively priced homes first. Your home may be used to demonstrate the good value of other properties. Your objective should be to enter the market in a position that will attract prospects, not drive them away.

4) Your home may become stale on the market. Prospects may wonder why it has been on the market so long or if something is wrong with the property, even after you lower the price. You may even have to settle for less than market value. A house takes on a reputation surprisingly fast, so don’t wear out your welcome on the market.

5) You lose a strong negotiating position when your house is on the market a long time, both financially and mentally. Prospects will not “rush” to make an offer on an overpriced property, and you may feel compelled to accept less when they finally do.
6) If you do get an offer, the contract may fall through because of appraisal problems.

As you can see, pricing your home correctly will make a tremendous difference in how fast it sells and for how much. I make it my business to know the market and price my client’s homes to sell for the most money in the least amount of time—and I’m good at it.  On average there are between 25 and 33 comparable residences competing with yours for the next 1 buyer who will buy. If you are not one of the best deals, you will not sell.

Frequently Asked Questions and Comments by Homeowners:

Q. I want to sell, but I am not desperate and do not want to “give it away”.

A. Unfortunately, right now, there are too many Sellers.  If you are not motivated to sell your home then I recommend that you do not put it on the market. It is estimated that 65% of all new pending sales are either Bank Owned homes or Short Sales.

Q. I need to sell, but I need to clear at least a certain amount of money.

A. Unfortunately, the buyers coming to look at your home will not make their offer based on how much money a homeowner needs to clear. They will make their offer based on what they feel the property is worth. If the price of your home is not one of the best deals in the area, then buyers will reject it.

Q. I want to price it higher. The buyers can always make me an offer.

A. By pricing it higher, you will be competing with homes that are bigger or in better locations. Buyers will not bother to make you an offer because your home will not meet their criteria. Typical feedback will be “the home is too small”, or “the buyer found a home in a better neighborhood.

Q. I want to test the market for 30 to 60 days.

A. Right now we are in a declining market. If the values are going down by $3000 in your neighborhood, then by “testing the market” for 60 days, will be a $6000 mistake because your home will be worth $6000 less. By pricing it correctly, you will get the maximum in the first 30 days.

Q. I will wait until next year when the market gets better.

A. Nobody has a crystal ball, but there are currently no signs that the market will turn around in the next 12 months. Historically, after a few years of decline, values tend to be flat. By waiting another year, there is high probability that your home will be worth even less, and remain flat for at least another 12 months.

Q. If I don’t get the price I want, I will rent it.

A. This will work if you purchased your property over 4-5 years ago since your monthly payments will be covered by your rental income. However, if you didn’t, here are some extra costs to consider:

1) You will lose your homestead exemption and next year your property value will be reassessed to full market value and your taxes will increase sharply.
2) The difference between the rent and your monthly expenses?

3) Property repairs due to tenant negligence

4) Vacancy after Tenant moves out.

5) Property Management Expenses vs. you managing property

6) Additional Decline in Property Values for the next 12 months.

7) Moving Expenses and/or Furniture Storage.

PRICE IT RIGHT FROM THE START 
TO GET THE HIGHEST BOTTOM LINE!

SET THE RIGHT PRICE FOR A FASTER SALE . . .

Since your best activity occurs during the first few weeks, setting the right price early insures favorable comparison with the competition.  Once a buyer has seen the house and ruled it out they don’t check back in three or four weeks to see if you have lowered the price. By then, they have probably made an offer on another home!  Setting the price “a little higher” because you’re not in a hurry may sound like a realistic strategy, but the longer a home sits unsold, the bigger the discount from the asking price the seller usually receives.
WE’VE PRICED IT RIGHT, MARKETED IT CORRECTLY AND…

“WE HAVE A POTENTIAL BUYER” 
Negotiating the Sale of Your Home

Negotiations: I will present all offers to you and assist you in the negotiations, including the following:

1) Price 

2) Terms and Conditions

3) Mortgage Information 

4) Inspections and Terms

5) Addendums and Disclosures 

7) Closing Date 

8) And all other facets of the contract

Successful Closing: Once you have accepted an offer, I will coordinate the intricate details, and keep you informed during the entire transaction through closing, which include:

1) Attorneys 

2) Inspections

2) Mortgage Processing 

4) Title Work

5) Appraisal

6) Final Walk thru

7) Closing Day

6) Administrative Requirements

I hope that I have demonstrated to your satisfaction, the extent of our services.  My goal is to sell your home for the highest price in the fastest amount of time and offer you a high quality of service.  Please don’t hesitate to ask any questions that you may have.  If I don’t know the answer to your question, I will find it.  
Preparing and Showing Your Home

Nice curb appeal and a neat clean home show better and will help us sell your home faster.

The following simple steps will help you prepare your home to show well. 
1. Keep your lawn and landscaping well maintained, and the walk-ways clear and clean

2. The front door should be clean and painted…people will be standing at the front door for a few minutes and they will get a first impression.  

3. Put all personal belongings away in drawers and closets.  

4. Keep in mind that people will be looking in your closets 

5. Keep kitchen and bathroom counters free of clutter 

6. If carpets have stains, it is highly recommended that you have them cleaned

7. Make up the beds every day before leaving the house

8. Eliminate any odors…you may want to use room deodorizers if you have cooking or pet odors in your home

9. It’s not easy to keep your home looking “unlived in “when you are actually living there but you will find that it will be worth the effort.  The better that it shows, the faster it will sell.       

While Your Home is Being Shown

1. Keep all small valuables such as jewelry or cash put away out of sight.  

2. Buyers feel uncomfortable when the owners are watching because they feel like they are imposing.  It is highly recommended, if possible, that you either leave the house or make yourself scarce.  

3. If you have pets, especially dogs, it is best to take them outside while the house is being shown.    

4. Open window treatments and turn on lights to make the home feel open and airy…candles are very nice but not always possible if you’re not home.  

5. Open all bedroom and bathroom doors so people don’t have to feel uncomfortable opening them.  

6. Close the toilet lids

Although showing your home can feel rather inconvenient at times, it has to be shown for it to sell. 

My goal will be to give you as much warning as possible before a showing.  There will be times when we will have a buyer that wants to see your home within an hour.  We do discourage this practice, however I strongly urge you to accommodate buyers whenever it is possible.  

Personal Resume’

Linda Cowen

Cell: 954-804-4371
Fax: 954-671-1231

Email: lindacowen@kw.com
Web address: LCowen.com
Affiliation:

Keller Williams Partners Realty

1801 N. Pine Island Road Suite 210

Davie, FL 33322

954-343-4444

Experience:

2007 -Present- Realtor Associate for Keller Williams Partners and Chinelly Real Estate

1997-2007- Vice President/Secretary Cowen Investments, Inc., a real estate investment firm
1984-1997- President and Secretary Sun Fun 2, Inc., a child care facility  

1978-1983- Federal Income Tax preparer H&R Block
1967-1983- Stay at home wife and mom

Education

1998-present- Continuing Education/Real Estate
1997- Completed and passed Real Estate Sales Course /Gold Coast School of Real Estate

1997- Obtained Real Estate Sales License: State of Florida

1984- Obtained Child Care CDA Certification/Sheridan Vocational 
1978- Completed H&R Block tax preparation course
1969- High School/McArthur High School

Professional Associations

Designated Realtor– Member of National Association of Realtors

Member of Florida Association of Realtors

Member of South Broward Board of Realtors

Member of Women’s Council of Realtors

Personal Information:

1950-Born in Minneapolis Minnesota 

1966- Became a South Florida resident residing in Miramar and currently in Davie   

1967- Married Bob, my husband and friend 

Two sons: 

David, born in 1969 married Kathy Vaught in 2001 with two children, Emily and David Jr.  

Danny, born in 1971 married Betsy Fletcher in 2000 with 1 daughter, Alexis
