The Best Strategies for
Selling Your Home
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The Steps to Selling Your Home

Yoour Goals and Needs
Pricing Stiategy

Iihe Tmthrabout how: Hoemes Sell

Marketmg Strategy
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The CMA Process Consists of Four Steps

Comparing Recently Sold Homes

Determine the average sales price of ‘comparable’ sold properties. This
comparison produces our initial market-value price.

Sold, not yet closed (ACS, Pending) & Expired
Refine our initial market-value price with any trends (up or down).

Active Listings

How does your home’s market value compare to other Active Listings?
‘Active Listings’ are never used in our initial market-value calculation.

Adjustment for Improvements

There are two areas where money spent on improvements can make a
difference: kitchens and bathrooms. Typical improvements however,
rarely affect the market-value price. Improvements simply help your
home sell faster.
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Matketmg Strategy

Why Now is a Good Time to Sell
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For every 1% point increase in interest rates,
Buyer’s lose 10% of their Buying Power

@ Prudential Locations LLC



=lelnle)Sifzii=e)y
Overpricing Is the Kiss of Death

When a property is overpriced, your best sales
opportunity window is missed.

Broker and Buyer-interest is at its highest when your home is first put
on the market. In the first four weeks, the most ‘eyes’ are on your
property. A mistake here is usually fatal.

TIMING .
Later, it will be necessary to lower

the price, often below market
value, to compete with new,
competitively priced listings, and
to regenerate interest and regain
the lost momentum.

Once you start lowering the price,
other agents and astute buyers
wait for future price reductions —
further reducing interest.
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Pricing a property with a “cushion” for negotiation is also overpricing. To sell
your home, you need interested Buyers to view it. If overpriced, the number of
Buyers who will look at the property is reduced dramatically, so the likelihood of

an acceptable offer is also dramatically reduced.

Percent of Buyers Who Will View Property

Asking Price in Relationship % of Prospective Purchasers
to Fair Market Value Who Will Look at Property

+10% 2%

+5%

92%
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How Buyers Found the
Property They
Purchased °”

0% RE Magazine Ads

39%

36%
Internet

Sources @

Pru Property
Emails

“Please think back to the 1! time you
found the Home that you ultimately
purchased, how did you first learn

about or find the home. @ Prudential Locations LLC



Matketing Strategy

We promote your property on the most popular
home search websites:

M cReallnvestor-

craigslist N
B Dﬁf-‘” RousE com _” @hotpadsm'

The place ta find your place ™

oedle

the search engine for local classifieds v : WELCOME HOME
“ ast geos FIZBER
| PROPBOT X
(nmmn-mnr) Official Site of the AOL @ real estate
[E MNational Association of REALTORS™.
““““““ w backpage.com, JUIENEI
enormo o | classifieds

f P4REALTY com :
FRONTDDOR ‘ byl i Lecal.com
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Since 36% found
property on the
Internet - When

your home is
listed, a photo-
email is instantly
sent to
thousands of
people who are
looking for
properties like
yours.

Neighborhood Expert

Neighborhood Expert Update oo |x

ricardo.martinez@pruhawaii.com to me shov

@ Prudential Locations

Neighborhood
Expert Update
ik TN, A

Dear Andrew Raoth,

Here are the new and recently updated properties matching your Saved
Search criteria. Visit www Prudentiallocations com anytime to see a a
full list of the properties that interest you most.

As always, if there is anything | can do to help you with your real estate
needs, please let me know.

v details Jan 12 (9 days agu}:h Reply | =

Sincerely Qui ;
; e uick Links
Ricardo Martinez
Login
. . — . Search for Property
520 Lunalilo Home Rd 81138 Contact MH Agem
$629,000 @ Cengeminium Manage My Subscriptions
MLS#: 2500218 Active
Beds: 2 lslznd: Oshu
4 Baths: 2 Region: Hawsii Kai = .
View Details Living S Ft. 1288 Neightarnoed: WEST MARINA Save time by sa
: your favorite se
Lznd So Ft. Building: Colony at the Peninsula criteria.
Year Built: 2006 Unit: 8118 learn more
Parking: %
Tenure: FS
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Targeted-Agent Strategy
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Email marketing
flyer to
targeted group
of agents
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Average Sold to List Price Ratio (Seller Side)

FromOahu Residential MLS Sold Data 01/01/08-12/31/08

99.0%

Prudential Locations LLC Coldwell Banker Pacific Prop.
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Wihoy We Axey and Wiy, Uise  lUs
There is a big difference in Real
Estate Companies!

A unique, rich, stable kamaaina heritage:
We are the largest locally owned Real Estate company in Hawaii

+  Over 39 years in Hawaii = We are the oldest Real Estate company in the State
Four Oahu offices, three Maui offices & affiliates on the Big Island

We own our own Building:

In 2006, to show our confidence in the Hawaiian Real Estate Market, we bought a 33,000
* square foot building on Kapahulu Avenue.
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\Where\Ve Go From Here

Hawall General Excise Tax

There Is nothing unusual about collecting GET:

» GET Is a pass-through tax, we don’t keep it!

— You pay GET in all other purchases and transactions you make

« We collect the GET because we have to:

— GET is not ‘built in’ we have to pay it to the State on the commission:

“The State requires us to pay GET on our transactions, as you know
this is a pass-through tax just like you pay at Longs Drugs or at the
car dealer when you buy a new car. We don’t get to keep it, we just
pass it on to the State. The good news is that GET Is pa|d onIy on the
commission amount, not your sales price”
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