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How to Succeed in a Shifting Market

Thank you for the opportunity to speak with you about the sale of your home. | am
confident you will feel that the programs | outline for you will provide you with the
greatest possibility of selling your home for thigthestpricein the shortest period of
time with the least amount of hassles

| have enclosed a number of useful documents about the heeliing process and the
benefits and expertise | can effyou. | look forward to speaking with you, getting your
home sold, and helping yowour friends, and your family with all of your real estate
goals.

Sincerely,

Jeff Payne

Jeff Payne, Broker Associate

The Payne Group

Keller Williams Success Realty

309 Ribard Jackson Blvd, Suite 200
Panama City Beach, FL 32407

850-392-1770
Jeff.Payne@kw.com
www.KnowPayneKnowGain.com
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How to Succeed in a Shifting Market

PreListing Packet:

My 10+ Custonmer Sexvice Commwnitiment

As the REALTOR®uU have chosen to exclusively represent you
In the saleof your new home, | promise that | will:

1. Provide you with 10+ Customer Service during t
entire selling process, including taking the time
understand your wants, needs and expectatiorjiadeeylplinEiacagely
returning yourcalls and emails the same day, a Understand YOUR Wants
being honest with you at all times.

2. Helpyou obtain the highest possible price for yo
house in the shortest amount of time. Understand YOUR Expectatiol

3. Advise you on pricing and assist you with stag
your home.

4. Implement the internet to marketyour house Honesty and Integrity

through as many channels as possible.

Coordinate the home showing process.

Present all offers on your behalf. Quickest Sale

Negotiate offers on your behalf.

Schedule and coordinate completion

contingencies and inspections. Market YOUR Home

9.az2yAU2N) 0KS o0dz2 SNDa f 2

10.Coordinate and supervise the preparation of :
closing documents and guide you through t
closing process.

Understand YOUR Needs

Same Day Response

HighestPrice

Utilize Latest Technology to

© N O O

See YOU Through Every Step

! F{I] |VE o
KELLER WILLIAMS
SUCCESS REALTY DOORS PAYNE
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How to Succeed in a Shifting Market

hait dorour sellery hawe torsouy adbout worrking withvws? |
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knowledgeable, and extremely helpful. W@uld recommend the Payne Group and Keller Williamsfto
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aL KIFI@S RSIFEG 6AGK | ydzYo SNJ 26 is topsdn intedritizdnd e v
honesty. Within 24 hours of having our home listed we had a showing. Jeff knew our situation, when
we had to have our home sold by and he made sure it happened. If you are looking for an agentjwho
will treat you with respectbe honest with you, and help you through each step of the way, look na
FAdzZNI KSNJ) GKFY WSTTF tleyS I yR ¢ KKristin Capgrier D NR dzL

2SS NBIFHffe Sy22eSR WSTFT |IyR YSttSNI 2AttAl Y
Hewasvae® AYFT2NXI GA OS¢ ¢Melinda Turner

Gb2GKAY3 o6dzi LINPFSaaAz2yl sz Sttt AYyF2N¥SR I-yl
always on target and our sale went as smoothly as anyone could hope with such a volatile and
RSOf AYAY3 YINJ]SGPe ¢Rebecca Ross

aL 6FydiSR (G2 GF1S F Y2YSyd YR SYIFAf @2dz |y
process | never felt any worries and | believe a large part of that is due to the team at Keller Willigms!
Thanks forallyoudo a2 dzZNJ RSRAOF A2y ® LQff 06S adaNB G2 St f
SELISNASYOSHEé ¢The Payne Group helped

Ruth Corley simultaneoyssell her existing house apdrchase a new one
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How to Succeed in a Shifting Market

GCNRY (GKS YAydziS ¢S f AkelleSMiliams) ieknew éuBShousé wayiSgod
hands. Their professionalism, availability in person or by phone, and knowledge of the market leq to a
hasslef NBS SELISNASYOS Ay aStfAy3d chamankiisedasSkalidky

a 0 déltyou ave me honest advice. Melonie was wonderful! Always responded immediately and
SOSNEGKAY3I aKS &FAR &aKS ¢g2dzZ R® { KSNNAt wAOHI N
wasgreat @SNE LI GASy(d FyR KSf LI dzf Hheryl Stephenson
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GWSTF FyR aSt2yASsS t lwdrkng, ahdNdesLbdalois. SThed hepadimé shortk
sell a condo in Panama City Beach, which was a relief to me. They understand the market and short
alrtfS o0daAaAySaad L g2dzZ R KAIKE & WEHAMESY R (K€

2SS F¥SSt (GKI(G @2dz 3 @S dza mmmz: 2F &2dzNJ GAYS
GAGK ye 2G0KSNJ NBI f (2 NYe¢ cPatricia Scheurer

GL KF R (& ®orkin vBth ZeffilEdgBe and his wife Melonie. They both made meseired
and as if | was the most important person to them. They botlegdvthemselves 1,000%. Nevewvga
up,andclosel¢ 2 h &aK2NI &l fSa F2N YSd& KNRAG2LIKSNI 5

|
G¢KA&E 6F& | OKIfttSyaay3a | yR oOdiyael thepiodeSR & K 2
LINEFSaarzyltte yR STTFSOGADSE & gMak PlgifeNBE SN

GCKIYy]l &2dz Ftf &2 YdzOK AG 62df R KF 98 ySOISNI
the only reason why my house soldieygaveyoui KS (22t a (2 &aStf IyR JiKI {Q32
CKIYyl e2dz WSTFT 9 / NBgé ¢Dean and Amy Abner

Want the saume experience these sellery had?
ContacT The PaYNE GROuP ToDAY!
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How to Succeed in a Shifting Market

PreListing Packet:

10 Steps tor Selllingy Yovur Home

10.

Define your goals, wants, needs and expectatioAsgood place to begin is by exploring your short
and long term goals in life and how selling your home fits in. | will walk through a process | use to
0§K2NRdzZaKt & dzy RS N wanty ahd nééds t0 éndufe yhat Qolir expectations are met.

5SGSNYAYS (KS 0Sad LINAROS T2 NJ WK AasseSsihe cigtehtystate 2y Ay
of the market and what comparable homes are actually selling for by reviewlogrgarative

Market Analysi$CMA) on your home. That way, we can objectively determirfaiitsnarket value

and price it right.

Prepare your property so that it is in togelling conditona 2 8 2 F dza R2y Qi -1 SSL) 2
selling condition. | willwork withyoili 2 KSf L) @82dz 4SS GKAy3a FTNRY | 06dz
consult with you on what to repair, replace or remove so that your home makes a GREAT first

impression.

Implement time-proven, researckbased marketing strategiesyour home will be marketed with
plan that has the highest potential for bringing not only the most buyers, but also the most qualified
buyers to your doorstep.

Show your property Always keep your home in tegelling condition. When you leave for work,
make sure that your home remairnin topselling condition. You know what they say about first
impressions!

Receive an offeWhen a buyer decides to buy your home, an offer will be presented. | will advise
you on the offer and whether the buyer is qualified to purchase your home.

Negdiate to sell. Most offers require some level of negotiation. We will work together to decide
your parametesand | will negotiate on your behalf.

Have your home appraised and inspectgdnce you have accepted an offer, | will work with the

0 dz& S NI & cobrdindty an appraisal, inspections and a survey (if required). If the buyer requires
that certain repairs be made on your home, | will continue to negotiate on your behalf and
recommend vendors so we move successfully from contract to closing.

Preparefor closing.A few days before closing (also known as settlement), | will contact the title
O2YLIF ye |yR GKS 060dz2SNRa F3aSyd G2 SyadaNB GGKFG Fff
prepared. | will meet with you to review the closing documents angdetknow what additional

forms and information you neetb bring to the closing meeting.

Close!At the closing meeting, ownership of your property is legally transferred to the buyer. | will be
present to advise you and ensure that everything gaesording to plan.
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KELLER WILLIAMS DOORS m
GHEOUF"

SUCCESS REALTY NETWORK
KELLER WILLIAMS EESCREAL[I850-392-1770 | Jeff.Payne@kw.com WWW.KnowPayneKnowGainb.gbm




ha9 {9[[LbD

How to Succeed in a Shifting Market

PreListing Packet:

There is so much to think about when selling your home:

ALa AO | o0dz2 SNEarkatr NJ SG 2N I aSftf SN&
A How can | price my home so that it sells quickly?

What marketing strategies are effective and wdkll my home quickly?

What should | do to have my home in tgplling condition?

How much should | fix? How much should | leavesas

How much of a hassle is involved in showing my home?

Should I try to sell my home all by myself? Or should busagent?

What about all the paperwork and legalities?

What about my next home? Should | buy or rent?

>: >: >: > > > >: >:

And more!

| can help!

| am more than happy to answer any of your questions. Please ¥ut@xt to any of the
above that you want to discuss.

- qualified treaM Of e thr

b s 10 n g e - door,
My jO jObistokeepyourhome greatshowmgcondition, fou
Together we are a TEAM!
FlI] [VE ==
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How to Succeed in a Shifting Market

PreListing Packet:

Price || Condition| |'Marketing

Price The price of a home istgyper localfunction of supply vs demand. To determine
the price you must analyze the following.

1. What has sold in the past 6 months that is close to the size, location, style and
condition of youthome?

2. What homes are currently available for sale that your home would compete
agains?

3. Current mortgage rates will affect the buying power of the consumer. A 1% interest
rate change has the same effect on the market as a 10% price fluctuation.

4. Does the homeneed repairs? Most mortgage lenders are going to require the
home to be free of needed repairs to structural, electrical, roof, and plumbing.
Ensuring that your home will qualify for FHA and VA financing will increase the
marketability of your home.

Quedions:

Should we order an appraisal before listing the home?

Homes that do not have a good supply of recent sale data can benefit from having an
appraisal completed prior to marketing the home. This can ensure that you AND the
buyer will know what the home should appraise for which will NET more money at the
closingtable. On averagea home with prelisting appraisalsvill NET 98% of the list
price.

Should we have a home inspection done before listing the home?

YES! Identifying issues and fixing them will assure you that there are no issues with a
buyer€home inspection.

Aslkabbatiotiveertiiedtiféed pre~omnedddmepeogranm o
preOwned

Wh
BerTiFiED PREC
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How to Succeed in a Shifting Market

Condition The conditiorof the home will have a direct effect dhe value of the home.

A home that is in top selling condition will NET more money for the seller. The price of a
home can ALWAYS overcome the condition. A home will sell for the right price for the
condition. A homeanust look, feel, and smell clean to neathe best first impression.

1. Deep cleaning: We recommend deep cleaning your home prior to marketing the
home. You only get one chance to make a first impression. A hd$Tlook
clean and smell clean in order to sell for the highest price possible.

2. StagingStaging is as simple as-deittering and arranging your furniture such that
it highlights the strengths of your home and makes the buyer feel like they can
move in and enjoy. When staging, keep it SIMPLE.

3. Repairs: Assessing and making repairs to the hawtidhelpto present the home
In its best condition to potential buyers and help to alleviate future issues with
0dz228 SNDR&a AyalLlSOoOdiAzya FyR FLWLISKfaod

4. Curb appeal: The outside of the home is the first thing b@yeill see. Cleaning
siding, trimming grass, anfleshening up the landscaping is crucial to getting a
buyers attention.

N & l’;. ' -~

Marketing An effective marketing plan takea | - ‘b
prospecting basg and marketing enhancedw
approach. Proactively seeking buyers for your hom
through constant contact with mvious clients,
friends, family and neighbors coupled with an
aggressive marketing approach is the most effective
way to market a home. Our team gBpects to our

~
i
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business associates daily searching for buyers for

your home. We also utilize an extensive list of

websites to advertise your home to the masses of

internet home shoppers. !
QAULIFIED BUYERS FOR YOUR HOME
FOEYE T~
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