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96% 

Expect Response 

within Four Hours 

Mistake #1:  

Failure to accommodate demanding buyers 

ÅAccording to a recent survey, 

96% of potential home buyers 

expect contact from an agent 
within four hours of their 
request 

Å31% expect an IMMEDIATE 

response in order to have a 
relationship going forward 
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Mistake #2:  

Underestimating the subtleties of appearance 

ÅMore than 50% of the brain is  
devoted to visual processingτ
hundreds of millions of neurons 

Å In fact, 72 hours after we hear a 
piece of information, our recall is 
about 10% 

Å However, if a picture accompanies 
the information, recall increases 

substantiallyñup to 65%   

Å This visual focus applies to  
successful real estate as well 
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Sources: The vision thing: Mainly in the brain, Discover, 1993; Brain rules, John Medina, 2011; Hard goals feel good, M. Murphy,  2011  



Mistake #3: Unsuccessful marketing 

ÅAn online listing is not just exposure . . . 

ÅLǘ ƛǎ ŀŎǘǳŀƭƭȅ ǘƘŜ ŦƛǊǎǘ άǎƘƻǿƛƴƎέ ƻŦ ǘƘŜ ƘƻƳŜΗ 

ÅFor 80% of buyers, the first step in buying  
a homeτeven before contacting a realtor 
τis to view the home online 

Å99% of buyers reported that the internet 

was a useful tool at some point in their 
search for a home 
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Source: 2010 Profile of home buyers and sellers, National Association of Realtors, 2011 



Mistake #4: Poor negotiation 

Å A recent study found that 76% of 

homeowners believe their house is 
worth more than the recommended 
listing price 

ÅOn the flip side, 69% of potential 

buyers feel that homes for sale are 
overpriced 

Å This disconnect between buyers  
and sellers means that effective 
negotiation can make or break a sale 
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Source: HomeGain releases 4th quarter 2010 national home values survey results, HomeGain, 2010 



A professional realtor makes all the difference 

ÅLƴ ǘƻŘŀȅΩǎ ǘƛƎƘǘ ƳŀǊƪŜǘΣ Ƴŀƴȅ  
homeowners try to save money by selling  
their home on their own 

Å Studies show that using a  
professional real estate agent  
can increase the sale price  

of a home by up to 20% 

Å In fact, up to 90% of homes  

listed as for sale by owner eventually sign with an agent 

Å 50% of homeowners who sold their homes on their own 
report that they would use a realtor in the future 
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Mistake #5: Using the wrong partner 

Å Finding a competent, dedicated agent  
who will act in the best interest of their 
clients is difficult 

Å For example, Marty Ummel recently 

experienced a real estate disaster  

Å Her real estate agent did not provide her 
with accurate information concerning the  
value of a home she purchased 

ÅMs. Ummel bought a home for significantly 

more than similar homes were selling for in 
the same neighborhood 
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Source: Feeling misled on home price, buyers sue agent, NY Times, 2008 



Step #1:  

Send the right message 

ÅLƴ ǘƻŘŀȅΩǎ ƳŀǊƪŜǘ ƛǘ ƛǎ ŎǊƛǘƛŎŀƭ ǘƻ use visual 

impact ŘǳǊƛƴƎ ǘƘŀǘ ŦƛǊǎǘ άƻƴƭƛƴŜ ǎƘƻǿƛƴƎέ  
to influence buyers 

Å Using professional photographers and a 
variety of photographs in a listing can be  
the key to a successful sale  

Å Having full-color brochures available in the 
home after a showing can help keep the 
ƘƻƳŜ ŦǊŜǎƘ ƛƴ ŀ ōǳȅŜǊΩǎ ƳƛƴŘ ŀǘ ǘƘŜ ŜƴŘ ƻŦ 
the process as well 
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Step #2:  

Chart an effective marketing strategy 

Å In 2001, only 7% of buyers found 
their home online 

Å By 2010, 37% of buyers found the 
home they ultimately purchased  
by first viewing it on the internet 

Å If your home is only on a handful  
of sites and a competing home is 
accessible on hundreds of sites,  
ȅƻǳǊ ƘƻƳŜ ŘƻŜǎƴΩǘ ǎǘŀƴŘ ŀ ŎƘŀƴŎŜ 
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Step #3:  

Extend your reach with professional help 

ÅLƴ ǘƻŘŀȅΩǎ cutthroat real estate market,  
your agent must be a marketing machine 

Å Effective marketing includes usage of blogs,  
websites, Facebook, Twitter, Google, and  
many other online sites, as well as  
extensive networking with other realtors 

Å Since most buyers find their homes through either the internet  
or an agent, that is where a good agent will center your exposure! 
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Source: How a good agent can sell your house faster, B. Chais,  2011 



Step #4:  

Find the right partner 

Å¢ƘŜ ǊƛƎƘǘ ǇŀǊǘƴŜǊ ŀŎǘǎ ƛƴ ǘƘŜ ŎƭƛŜƴǘΩǎ ōŜǎǘ 
interest and genuinely wants to sell the 
property, not just list  the property 

Å How can you tell the difference?   

ïThey should be highly responsive and act 
with a sense of urgencyτthis could 
include, for example, a five-minute 
response guarantee 

ïThey should be tenacious about trying to 
work out a deal with prospective buyers, 
and willing to exhaust all options 
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The right partner . . . 

Å Has professional relationships  
that extend your reach 

Å Provides access to national  
and international buyers  
through association with                                                                        
relocation companies and a                                                                           
national network of real                                                                                    
estate agents  

Å Has a reputation for professionalism, responsiveness, and urgency with 
ƻǘƘŜǊ ƭƻŎŀƭ ǊŜŀƭ ŜǎǘŀǘŜ ŀƎŜƴǘǎ ǎƻ ǘƘŀǘ ōǳȅŜǊΩǎ ŀƎŜƴǘǎ ŀǊŜ ƳƻǘƛǾŀǘŜŘ  
to work with them 
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A word from our sponsoré 
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Tom Hallis Group  



Why we do  
what we do 
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ÅAfter devoting years to 
becoming expert real estate 
agents in our community, we 
have become dedicated to 
providing the finest service 
available while continually 
breaking new ground 
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Å Continual emphasis on the highest levels of education  

possible enables us to stay ahead of the latest trends,  
laws, and regulations 

We areτ 

Graduates of the  
Realty Institute 

Certified 
International  

Property Specialists 

Certified Luxury  
Home Specialists 

Certified Relocation 
Specialists  

Certified 
Commercial  

Property Associates 
ePRO 

Transnational 
Referral Certified 

!ŎŎǊŜŘƛǘŜŘ .ǳȅŜǊΩǎ 
Representative 

Short Sale and 
Foreclosure 
Resource 

Seniors Real Estate 
Specialist 
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ÅWe go the extra mile to sell your  
homeτif you are out of town and  
your toilet breaks, we are there to 
 fix it! 

ÅWe carefully investigate any negative comments or  
feedback and help you quickly implement changes 

ÅWe are dedicated to selling your home as a true partnerτ
your success is our success 

ÅWe conduct a monthly analysis to determine the number of 
homes that were repositioned in the area in order to gain 
insight into market values or appropriate home values 
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Our Offer 
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