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The CMA Process Consists of Four Steps

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

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

3. 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.

4. 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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Rates are still at Historical Lows – but for how long?
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For every 1% point increase in interest rates,     For every 1% point increase in interest rates,     
BuyerBuyer’’s lose 10% of their Buying Powers lose 10% of their Buying Power

Why Now is a Good Time to Sell



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.
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Overpricing is the Kiss of DeathOverpricing is the Kiss of Death

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.



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.

Sweet Spot
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We promote your property on the most popular 

home search websites:



Neighborhood Expert
Marketing StrategyMarketing Strategy

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.



Email marketing 
flyer to 

targeted group 
of agents
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Targeted-Agent Strategy
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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.

There is a big difference in Real There is a big difference in Real 
Estate Companies!Estate Companies!

Who We Are, and Why Use UsWho We Are, and Why Use Us



Hawaii 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 paid only on the 

commission amount, not your sales price”

Where We Go From HereWhere We Go From Here




