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                                                                  Mike Ockert 
                               Member of the Pikes Peak Association of Realtors

                                                HOME LISTINGS & RELOCATION SPECIALIST
                  Keller Williams Clients Choice Realty
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      How I get Homes Sold, When Others Can’t!
1. Massive Internet Marketing on over 45+ websites available.*

2. MLS Exposure- This is the only thing some agents do, but I go way above!

3. Personalized Custom website specifically for your home www.Yourhomeaddress.com *
4. Advertisement in Magazines like “Homes Illustrated” & Realtor.com @ 32k locations.

5. Neighborhood Canvas Marketing in your neighborhood.

6. Preparing Your Home to Sell DVD presentation-preview.

7. Over 80 Tips on how to stage and prepare your home to sell faster and for more money.

8. Professional home stager available.*

9. Interactive Floor Plans*.

10. Internet Blogging.

11. Proactive Tele-Prospecting.

12.  Military Advertisement (On base advertisement to Military families and Relocations).

13. Flexible Listings Commissions and Marketing Benefits Package.

14. Open House Opportunities. 
15. Weekly Market Conditions update in your area.

16. Intelligent photography.

My aggressive approach on marketing and proactive prospecting has proven itself successful time and time again. I know that with the correct pricing, home staging, massive advertisement and presentation, your home WILL SELL!  Don’t just put your home on the market and have it not sell, list with me and benefit from my specific marketing plan to get your home sold, FAST! 

GOT A HOME THAT DIDN’T SELL ONCE BEFORE? Schedule a sit down consultation and we will determine why your home didn’t sell, when others in your neighborhood did sell. For Sale Buy Owners- (FSBO) or home owners who are serious about getting their home sold and doing it right the first time should not miss this opportunity. Call for a free consultation!   Ask for details*
                                   Testimonials
                                                                                                                                       October 21, 2011
I have known Mike Ockert for a number of years and when I decided to use him as my realtor, I knew it was the right choice. He has gone above and beyond what one would expect from a realtor. He is extremely knowledgeable, professional, ethical, and was highly instrumental in getting my house sold faster than I had anticipated. If you are looking for a realtor who will do everything possible to help you get your house sold, I highly recommend giving Mike Ockert a call.  

Jaime Gonzalez
______________________________________________________________________________

Dear Mike,                                                                                                                       February 05, 2010
We just wanted to say thank you for all your hard work selling our home. It is hard to believe just how fast you got our home under Contract and then sold, not to mention for more money than any home of that size had sold for in our neighborhood. You were always so helpful in letting us know exactly what was going on during the entire process and what to expect next! What was more impressive was how accurate your FREE Home Price Evaluations was, compared to the final sale price. We really appreciated your professionalism and the fact that you provided a detailed, Sellers Net Sheet of all our expenses so that we knew what to expect going in to this. Great Job! You really know your stuff. Thank You, Thank You, Thank You!   
Thanks to you and your easy home listing process, we really felt like we were in control of selling our home. We like that you gave us a choice of picking a Listing Commissions and Marketing Package that best fit our needs of selling our home, in the time frame we hoped to sell it in. Your Internet Marketing Program worked fantastically and I'm glad we choose the Marketing Package that we did.

And last but not least, we must thank you for helping us find a realtor in the town we were moving to and helping us getting set up so quickly. Your realtor contact was so helpful and supplied us with all the information we needed about the local housing market, setting up showings and helping us find our dream home. Best of all, we closed on our new home on the same day we sold our old one, how fantastic was that? Job well done!
We would gladly recommend your services to any one!

 
Sincerely,

 
Susan and Phillip Bost    
MIKE OCKERT WAS OUR REALTOR ON BOTH ENDS, THE PURCHASE AND THE SALE OF OUR PREVIOUS HOME .We couldn't have been more pleased with the service he provided. We put our home on the market during the worst part of the recession of 08-09 so there weren't many interested, but Mike just kept finding prospects and believe it or not actually had closings set 3 times that fell through before the 4th finally completed the sale. He always maintained a very professional approach to the circumstances and kept us from getting too upset that properties weren't moving. He took care of all correspondence between parties and other services such as appraisals etc. We would highly recommend Mike for any realtor services one might need. We can be reached for any questions at 719-227-1578 Kent and Dianna Tuttle 

        EASY EXIT LISTING GUARANTEE
 

 

When you list your home through Mike’s EASY EXIT Listing Guarantee, you can “Withdraw” your listing from the market and Mike’s services at any time, with NO hassles! Just pay the agreed marketing fee of $399.00 for marketing your home up to the point of cancelation and you’re done. It’s that easy! 
 

Mike’s goal is to sell your home within the time agreed upon in your listing agreement for the MOST amount of money, in the SHORTEST amount of time. Unfortunately, marketing your home is not cheap and finding the perfect buyer for your home is not always an easy task or guaranteed. 
Mike does not make the housing market or establish prices, he interprets the information gathered during a market analysis, recent home sales, homes under contract, current active listings and personal knowledge and years of experience to help you establish a fair market value for your home. The information provided in a Market analysis “is what it is” an provides an immediate look at what other homes in your neighborhood or area are selling for, no more, no less. Mike is confident that if you use the data from the market analysis to establish your homes market value, you will more than likely have positive results. However, if you lean away from what the market analysis is saying about what homes in your area are selling for, you will more than likely stay on the market longer, sell for less than originally estimated or not sell at all.
 

The Guarantee: If you are unhappy with the service I am providing you, I ask that you first discuss it with me or my managing broker so I can have an opportunity to improve. Simply tell me the problem, give me seven days to attempt to fix it. If you are still unhappy and want to cancel the listing, simply put in writing your request to cancel the listing, make your check for $399.00 to “Keller Williams Clients Choice Realty” and within 24 hours your home will be off the market.  I will then forward a copy of the MLS data sheet showing “Withdrawn” status.  All Marketing Fee repayment will apply if cancelled before listing period end.
 
The Exception To Cancelation: If there is an accepted offer (either in Attorney Review or Fully “Under Contract/Pending”), listing cannot be canceled or released. Broker protections as per the listing agreement continue to be in effect as explained in the listing agreement until such time as you re-list with another broker.
             5 Factors That Determine If A Home Sells
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· Consideration of   location & Neighborhood

· FHA, VA, CONV., Cash

· Advertisement, Marketing, Networking, Promoting                                                                                                                                                                                                                                          
· Make repairs/Proper Staging
· Comparative “Sold” Prices

                                                                                        30/60/90/120 days
Defining An Aggressive Marketing Program, i.e.; Exposure of your home to the Largest number of potential homes buyers, via Internet Marketing Exposure- 45+ National web sites, local MLS-w/2400+Realtors, pictures-15-30+ where available , proper home staging, yard sign, flyer box and/or 800#s, magazines-32,000 locations-bi-weekly, Customized personal home web site and Canvas Marketing and more! This is what will allow you to promote your home to more qualified buyers, for the highest price, in the shortest amount of time. 
        With your cooperation, your home will sell with the proper marketing,   pricing, and staging during the listing period!
FACTORS THAT DON’T AFFECT THE VALUE OF YOUR PROPERTY
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The value of your property is determined by…

what a BUYER is willing to pay in today’s market

based on comparing your property to other 

SOLD properties in your area.
Home Buyers & Housing Market 
ALWAYS Determine Value!
Your Realtor-Mike Ockert®

Direct 719-209-0190

Office 719-535-0355 ext. 2150

www.TheSpringsHomeChoice.com

www.MantiouSprings-CO-Realestate.com

mikeockert@gmail.com
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rising to the top because we are not the average real estate agent; we are real estate consultants and receive extensiv 
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Activity/ Versus Time
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•
Timing is extremely important in the real estate market.
· The first two or three weeks are considered the most important weeks for buyer activity.
•
A property attracts the most activity from the real estate community and potential buyers when it is first listed.

•
It has the greatest opportunity to sell when it is new on the market.

· If you price your home TOO HIGH when you first come of the market, you are considered BEHIND the market in pricing! You will then reduce the number of chances you have to sell your home to the highest number of potential buyers during your homes highest traffic period, playing catch up in pricing to the market conditions. This is why you want MUST price your home COMPETITIVELY from the start and IN FRONT of the market. 
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Five Rules of Getting a Contract on your home!
            These rules are accurate and will be referred to when I’m asked about why your home may not be selling or have very few showings.  All the advertisement in the world will not sell a perfectly staged but overpriced home. If the home has poor curb appeal, is poorly staged, cluttered, dirty, looks beat up and worn the home will also not get its deserved attention, but remember that an aggressive price will overcome most, if not all issues. A declining market may also be a cause for lower than expected sale price but the surrounding housing market should give those indicators.
1. No Showings—Priced Too High
2. Some Showings and phone calls when first listed on market but no real interest—Priced Too High

3. Lots of Showings and No Offers—comments like it’s a nice home but no interest---Priced Too High.

4. Lots of Showings and Calls w/comments like—you made it in the top 3 but buyers chose a different floor plan or two story.  Just right for contracts-w/avg. negotiation of 2-3%.

5. Showings and Contracts—Just right!                    
            Estimate in pricing by percentage!
                              No Showings

                               12% over market

            2 showings a week & zero to no feedback

                               6-12% over market

                        A handful of showings, buyers bought another home nearby

                                 4-6% over market

                          Getting Large # of showings

                       Reports of “You’re in the top 3”

                                  3-5 % over market

                           Getting Contracts

                   Right on the money

Properly pricing your home in today’s market is going to be a key factor to getting you’re home sold! Don’t let aggressive marketing go to waste by pricing your home out of the playing field. Be competitive and LEAD THE MARKET, DON’T FOLLOW!

                             Mass Marketing

                              45+ Websites Exposure           
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· TheSpringsHomeChoice.com                             
                     

· ManitouSprings-CO-RealEstate.com
           Flexible Listing Commission Program Guarantee
Finally, an economical and highly beneficial way for Home Sellers to sell their home, without hassles! Regardless of the Marketing Benefits Package you choose, if the  0, 1 or 5 % fee options present themselves they automatically override your chosen listing commission amount, saving you money!

                        Fee Options:    Condition for the fee….. Based on sales price.

0%     If you find the buyer in the first 30 days of the listings contract and want no help with the paperwork and no other agent is involved.* See details.
1%      If you find the buyer in the first 30 days and only want me to do all the paperwork for the sale and no other agent is involved.* See details.
5%      If I find a the buyer and write the contact for your home and no other agent is involved.

6%      or agreed Marketing Benefits Package. If another agent brings a  buyer, 3% is paid to the Buyer Agent or Transaction Agent and 3% or agreed % is paid to the Listing Agent.
.25%   CASH BACK!  If you list your home with me and then “hire” me to be your “Buyers Agent or Transaction Broker” for the purchase of your new home, I will donate  .25%  of my earned commissions to your closing cost of your new home.

The Flexible Listing Commission Program and Marketing Benefits Package work together to help you sell your home, on a budget that fits your needs.

Remember, you get what you pay for and if you’re serious about selling your home you will do everything possible to promote your home to as many potential buyers as possible, in the shortest amount. By doing so you greatly improve your chances of a higher sales price, it’s that simple. 
*If Seller locates buyer and wants no help from agent, seller will provide listing agent with name of Real Estate Attorney or entity chosen to close the purchase.

*If at any time the listing contract is cancelled by the seller during the listing period for any reason, seller agrees to pay a $399.00 Marketing fee to “Keller Williams Clients Choice”.
* Special Marketing Packages arranged with agent are not subject to the guidelines of the Flexible Listings Commission and marketing Benefits Package.
                            
                              Marketing Benefits Packages
Choose the Benefits Marketing Package that meets your Needs!
Statistically, 90 % of all Home Buyers Shop on line to find a home!
	PROFESSIONAL SERVICES
	   5%  
	   5.5% 
	    6%  
	7% Fee 

	Buyer Agent or Transaction Broker         +
	   3.0%
	   3.0%
	  3.0%
	4.0%

	Listing Broker Fee          +
	  1.0%
	   1.0%
	  1.0%
	1.0%

	Listing Agent Fee            +
	  1.0%
	   1.5%
	  2.0%
	2.0%

	MLS
	· 
	· 
	· 
	· 

	For Sale Sign
	· 
	· 
	· 
	· 

	Lockbox
	· 
	· 
	· 
	· 

	Sign Riders Avail.
	    N/A
	    N/A
	· 
	· 

	Comparative Market Analysis
	· 
	· 
	· 
	· 

	Open Houses (opt.)
	    N/A
	· 
	· 
	· 

	 5 website Advert.
	· 
	     N/A
	N/A
	N/A

	15 website Advert.
	    N/A
	· 
	N/A
	N/A

	40 + websites Advert.
	     N/A
	     N/A
	· 
	· 

	Tips for Staging House to Maximize Profits
	· 
	· 
	· 
	· 

	Smart Photography
	    N/A
	· 
	· 
	· 

	Virtual Tour Avail. (500k+)
	   N/A
	   N/A
	· 
	· 

	Flyers to other Brokers/Agents
	   N/A
	   N/A
	· 
	· 

	Email listing to other Agnt
	   N/A
	   N/A
	· 
	· 

	Continued-
	Save and 
	  Sell using
	Selective 
	Marketing

	Office Tour-if Avail.
	   N/A
	    N/A
	· 
	· 

	Black/White Flyers (75)
	   N/A
	· 
	N/A
	   N/A

	Nat. Internet Mrkting. 
	   N/A
	· 
	· 
	· 

	Feedback From Agents
	· 
	· 
	· 
	· 

	Just Listed P/C (100)
	   N/A
	   N/A
	· 
	· 

	Colored Flyers (100) 
	   N/A
	   N/A
	· 
	· 

	Canvas Marketing Flyers
	   N/A
	   N/A
	· 
	· 

	Blogging Advertisement
	   N/A
	· 
	· 
	· 

	Homes Illustrated Mag. 32k locations in C/S
	   N/A
	· 
	· 
	· 

	Contract Expertise
	· 
	· 
	· 
	· 

	Full Time Professional
	· 
	· 
	· 
	· 

	 Negotiation Expert 
	· 
	· 
	· 
	· 

	Custom Website with your Address, Features, etc.
	   N/A
	   N/A
	· 
	· 

	Statistical Data Vs. Effectiveness in Marketing. 
	Below Average 

Mrkting.  
	 Entry  Level
	Motivated   Seller 
	Highly Motivated

Above Avg.

	1-800 #  gives 24hr. info
	N/A
	· 
	· 
	· 


                                     Interactive Floor Plans

Take your Listings to the next level and show buyers the layout of your home.

· Interactive Floor Plan, with embedded photo icons 

· A Photo Gallery 

· Printable 2 page Flyer (optional) 

· Printable Floor Plan, with agent information and area sizes 

· Download to CD option 

· Email a Friend Option 

· Unlimited number of Wide-Angle Photographs

· Postings ability to agent Website

· Printable Flyer

· Statistics
For all other Listings Commission Agreements, Seller may elect to purchase an Interactive Floor Plan and have it added to their listings to show off the special features of your home.

If you’ve tried selling once before, but it didn’t sell—Why?

  Your home will sell with the correct pricing, marketing and staging, even in the toughest of markets! Most importantly, I need your cooperation to bring all these factors together, in order to get your home sold. However, even the best realtor cannot sell a home or land that the seller is unwilling to sell. 

      If you’re considering re-listing your home or looking to list for the first time, ask yourself if these questions are important to you!

1. If you had your home listed before and it didn’t sell, why do you think your listings expired or why did you cancel the listing? If you have never listed your home, what do you think would keep your home from selling?

2. Do you think the price your home was previously listed at was partly the reason it did not sell? If you have never listed before, what price do you think your home will sell at?

3. Did your realtor provide you with currently market conditions and provide weekly updates? Would you like to have frequent updates on market conditions?

4. If your home didn’t sell, what would you like to do differently when you re-list your home? If you’re listing for the first time, how long are you expecting your home to be on the market?

5. What concerns do you have about Re-listing or listing your home now or again?

6. Did you get along with your previous real estate agent? If yes, please write the things you liked about them. If no, please right what concerns you had about your agent or what concerns you would have with an agent?

7. Is it important that your agent return phone calls in a timely manner?

8. Is it important that you have more than one way to contact your agent, i.e. phone, email or fax.
         The Cost of Doing Business in Real Estate Isn’t Cheap!
Did you know?

The Listing Commissions are Split 50/50 between Listing Agent and Buyers Agent!

                                                  Unless other arrangements have been made.
Break down: 

· Take the Listing Commission & divide by two, then deduct expenses!

100%/2=50%

 Listing Agent = 50% - Expenses –see below     Some results may vary.
· Company Royalty= 30% of earned commissions                          

· KW National Royalty= 6% of earned commissions                          

· Federal Government Taxes= 22-28% of agent royalty             

· Marketing and Advertisement of Listing=7% of Listing Commissions     
· Agent Personal Marketing= 12-15% of royalty-after tax                     
· The remaining balance is not as much as you may have thought.

Buyers Agent = 50% - Expenses –see below  Some results may vary.
· Company Royalty 30% or desk fee $500-1000 per month.

· KW National Royalty = 6%

· Federal Taxes= 22-28% 

· Personal Advertisement and Marketing= 15-20%   

· The remaining balance is not as much as you may have thought.
The career of a real estate Consultant/Agent is not a get rich quick career! Like your career or any other, profits are earned with hard work, long hours, knowledge, great products and services. Would you want or expect anything less from your profession? When it comes to selling your home, invest in a professional who knows the business of real estate and understands the current housing market and sales trends. Sell your home using a variety of proven marketing tools that help sellers sell homes faster and for more money than the HOPE AND PREY IS SELLS METHOD that many amateur realtors use! 
                                         Short Sales and Pre-foreclosures 
Pre-Foreclosure / Short Sale Program


With rising interest rates of adjustable rate mortgages, many homeowners are faced with a financial burden, rather than a home to raise a family in. Pre-Foreclosure sales work best when you have some equity 
             and closing fees. I provide a Sellers Net Sheet that outlines all your expenses! If you do not have enough equity in your home after expenses and are looking at a negative cash flow to sell your home, consider the next option, which is a Short Sale. See below for additional details! Consult with our Agent!

                 Program allows seller to sell a home for less than the current mortgage balance. Disclosures and guidelines dictated by mortgage lender must be followed. This process is time consuming and lengthy and time is of the essence. Typically, the home will be listed for 90 days at current market value before lender will consider a short sale. Seller is usually seeing Red—financially or just about there and can no longer afford to make payments or won’t be able to make payment  shortly.

             Common items needed from all parties listed on the mortgage(s) agreement.

             Short Sale Packet and Other items needed to name a few!
· Authorization Release of Information Form-For Agent and Short Sale Facilitating Company/Org.

             This is a list of info that would be needed from the seller(s) for Bank(s):
              Call lender and request a Short Sale Packet—get started on HAMPA program!
· 2 months bank statements

· 30 days of check stubs (2 months P&L if self employed)
· Past two years income taxes  (if not filed -extension or letter of explanation)

· Signed hardship letter (have each party write one if divorced or separated)

· Copy of mortgage statements
· Copy of Listing Agreement,  provided by agent

· HUD 1 showing a payoff to 1st and or 2nd mortgage loan

· Completed Short Sale Acceptance paperwork
· If the loan is a conventional loan, some lenders will start before there is an offer, but most won’t.  It is best to wait for an offer and submit everything at once. However, gather as MUCH information as possible and have it ready at a moment’s notice to give to your agent.
             Federal Tax Regulation---1099 or deficiency will be sent to seller. There is currently a bill in the House to   relieve sellers of a 1099, retroactive to Jan. 1, 2007. Stay tuned.

             Loan Modifications—Have you tried contacting your lender or a loan modification company to try an work out a better payment schedule or plan?

                                                   This is far better than having a Foreclosure on your Credit Report.

Because of the complexity of a short sale, Listing Commissions can range from 6-7% and are determined by Listings Agent! The bank will be paying the Listing Commission Fee.

Sellers are provided a “Sellers Net-Sheet”   for NONE Short Sale Listings …and here’s why!
            Too many times real estate agents will list a home without ever providing homeowners a written estimate of selling cost, keep expenses a mystery and home owners in the dark. When I consult with homeowners about selling their home, I provide a written line item estimate, which outlines expenses from what it cost to list a home all the way to closing. This document is better known as a “Sellers Net Sheet”. I believe that home owners need a clear understanding of what it cost to sell their home before they consider moving forward. 
 Staging and Preparation For Showing and Selling your Home!
	1.  First impressions are lasting!  The front door greets the prospect.  Make sure it is fresh, clean, and paint the trim.  

2. Keep lawn trimmed and edged, and the yard free of refuse.  Reseed the lawn and fertilize if necessary, weed the gardens, and add mulch. Deep green grass makes a lasting impression. In winter, be sure snow and ice is removed from walks and steps. 

3. Decorate for a quick sale.  Faded walls and worn woodwork reduce appeal.  Why try to tell the prospect how your home could look, when you can show him by redecorating?  A quicker sale at a higher price will result.  An investment in neutral new kitchen wallpaper will pay dividends. 

4. Let the sun shine in.  Open draperies and curtains and let the prospect see how cheerful your home can be.  (Dark rooms do not appeal) 

5. Do the windows and window screens work well and look good? Have the windows spotless.

6. Are the appliances operating properly and sparkling? 

7. Fix the faucet!  Dripping water discolors sinks and suggests faulty plumbing. 

8. Repairs can make a big difference. Loose knobs, sticking doors and windows, warped cabinet drawers and other minor flaws detract from home value.  Have them fixed. 

9. From top to bottom.  Display the full value of your attic, basement and other utility space by removing all unnecessary articles.  Brighten dark, dull basements by painting walls and adding brighter light bulbs. 

10. Safety first.  Keep stairways clear.  Avoid cluttered appearances and possible injuries. 

11. Pack excess linens and clothing to make closets look bigger.  Neat, well-ordered closets show the space is ample. 

12. Bathrooms help sell homes.  Check and repair grout in bathtubs and showers.  Make this room sparkle. Don’t let the Handy Man add gobs of caulking when grout is what you need.

13. Arrange bedrooms neatly.  Remove excess furniture.  Use attractive bedspreads and fresh looking window coverings. 

14. Have I removed or mentioned to my realtor any attached items that are not included, such as special chandeliers, shelving or garden plants?

15. Am I familiar with similar homes on the market that I may be competing against?

16. Have I asked my realtor for a list of ways I can improve the “marketability” of my home without wasting time and money?
17. Can you see the light?  Illumination is like a welcome sign.  The potential buyer will feel a glowing evening when you turn on all your lights for an evening inspection. 
18. Am I ready to disclose any structural defects such as roof, foundation or wiring problems?
19. Have I started looking for my new home? Do I know what I want in another home? 
20. What do I need to do to prepare for my upcoming move?
                    Please follow “Home Staging Tips That Work”
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         Please look at the before and after pictures. Proper Staging brings value! 
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          Note the cleanliness of each room and the removal of family pictures and     PERSONALIZATION, allowing the buyer not to be distracted! 
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  Cluttered
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	Rules To Following When The Home Will Be Shown to Potential Buyers

	1. Whenever possible leave your house for showings, if not, follow the tips below.

2. Three's a crowd.  Avoid having too many people present during showings.  The potential buyer will feel like an intruder and will hurry through the house. 

3. Music is mellow.  But not when showing a house.  Turn off the blaring radio or television. Let your agent and buyer talk, free of disturbances. 

4. Pets underfoot?  Keep them out of the way--preferably out of the house. 

5. Silence is golden.  Be courteous but don't force conversation with the potential buyer.  He wants to inspect your house--not to pay a social call. 

6. Be it ever so humble.  Never apologize for the appearance of your home.  After all, it has been lived in.  Let the trained agent answer any objections.  This is his/her job. 

7. Remain in the background.  The agent knows the buyer's requirements and can better emphasize the features of your home when you don't tag along.  You will be called if needed.  Allow the buyers to take "psychological possession."  

8. Why put the cart before the horse?  Trying to dispose of furniture and furnishings to the potential buyer before he has purchased the house often loses a sale. 

9. A word to the wise.  Let your Realtor discuss price, terms, possession and other factors with the customer.  They are eminently qualified to bring negotiations to a favorable conclusion. 

10. Use Keller Williams Realty.  We ask that you show your home to prospective customers only by appointment through this office.  Your cooperation will be appreciated and will help us close the sale more quickly.  



UTILITY INFORMATION –Expenses that your buyers are going to want to know!

Please fill in the following information:

PROPERTY ADDRESS:


Electric Provider:



Phone:



High:


Low: 

Average:


Gas Provider:



Phone:



High:


Low: 

Average:


Solid Waste Provider:



Phone:



High:


Low: 

Average:


Water Provider:


Phone:



High:


Low: 

Average:


Cable Provider:



Phone:



HOA Fees: $

 FORMCHECKBOX 
 Annual
 FORMCHECKBOX 
 Monthly
 FORMCHECKBOX 
 Mandatory
 FORMCHECKBOX 
 Voluntary
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When a home is put in its best showing condition from the beginning, it will sell more quickly and at the highest price per square foot.

My goal is to simplify, de-personalize and de-clutter the home in order for it to show larger and brighter, giving a more spacious feeling to potential buyers. These steps will provide you with an advantage over the competition. Many items will need to be removed to storage and packed for moving. This is important and should be considered as merely giving you a head start on the move to your new home.

The list of suggestions below will help your home look larger, show brighter and give a more spacious feeling to potential buyers. 

                        “Maximizing Your First Impression” 

Lighting:

Upgrade the wattage in all light fixtures to the highest, safest level. Avoid low wattage fluorescent lighting—typically; 13-15 watt fluorescent bulbs are not as bright and vibrant as a regular 60 watt bulb. 


Dust/wash all light fixtures and ceiling fans.


Check for dust ring on ceiling above ceiling fans, especially popcorn ceilings!

Dusting:

Dust blinds, windowsills and plant ledges.

Remove any cobwebs inside and outside.

Clean all door moldings, including the molding above the doors.

Clean and wipe down stained woodwork including doors and cabinets with a wood-feeding product such as “Old English” or “Liquid Gold.”

Windows:


Clean interior and exterior of all windows and glass doors.


Take screens off before washing and leaving off the front of house. 

Note: keep all blinds/shades pulled up and draperies removed to   all maximum lighting.

Blinds and drapes:

Clean and wipe down all window blinds. If necessary, remove blinds and hose them off. Drapes, besides keeping them pulled back, wash blinds that are dirty, dusty and discolored.

Clean Lavatory Items:

Clean all tubes, shower walls, toilets and sinks. 
A/C and Heating Systems:


Clean all A/C vents and intake air grids.

.
Replace filter.

Note: Keep A/C set no warmer than 75 degrees and heat no warmer than 70 degrees.

Front Door Entry:


Clean front door inside and out.

Replace old and worn out locks and handles:

Re-stain or paint front door if weathered or sun faded.

Entry Hall Way:


Vacuum and sweep all walkways in the deepest of corners.

Dust a base boards.

Install a bright light to illuminate the hallway.

Remove anything-personal pictures.

Remove any kind of furniture.

Living Room:

Remove/Pack/Store


Remove all personal pictures; nick knacks, extra books and clutter.

Position furniture to allow the most space in the room

Remove extra furniture, coffee tables and laps to a storage facility.

Master Bedroom/Bath:

Remove/Pack/Store.

Remove all items off the floor.

See Counter/Furniture Section.

Closets-reorganize all clothing. Remove all old clothing that is not in use. Space items on hangers, in a neat fashion and on same color hangers, no mismatching.

Bath: Streamline counter tops…leaving only 1-2 items (decorative only)

Remove all rugs

Shower/tub areas de-cluttered-put all but one shampoo away.

Stow wastebasket under sink.

Stow laundry in hamper, inside a closet.

Tub-remove all items

Commode closet: stow commode-cleaning brush under sink.




Recognize linen closet-stacking all items neatly.

Pet/Odors =$0000.000                               Fresh Smelling homes= $$$$$.$$     


One of the hardest tasks that a real estate agent has is telling the homeowner that their pet SMELLS. All pets smell to some degree! None pet owners can smell a pet in your home like it was a dead fish. If removing your pet is possible during the sale of your home, please do so. Otherwise, keep them clean and picked up after, at all times.

Study


Remove/Pack/Store extra book shelving, books office supplies, etc.

Fire Place:

Remove items that are not decorative in nature.

Clean and remove all debris from inside fireplace.

Clean exterior of soot and dirt.

Dining Room:

Remove/Pack/Store.

Remove all items that enclose the room and make the room feel smaller.

Kitchen/Breakfast Area:

Remove/Pack/Store all unused items.

Clean all appliances.

See “Counter/Furniture Tops.

Pantry- Pack/Store all non-food items.

Reorganize all remaining food items.

Remove all items from floor.

Never fill a shelf to capacity-always leave room to space-SPACIOUS

Note: stow wastebasket in pantry.

Remove all throw rugs- More so small ones, large nice ones are okay
Utility Room:

Recognize shelf-all cleaners neat and tidy. 

Vacuum or sweep- give a clean appearance.

Remove as much as possible off the floor.

Family Room:

Remove/Pack/Store.

         See counter/furniture/dresser tops.

Bedrooms:


Remove/Pack/Store.


All items off floor/move items into garage.


All personal items/pictures stored.

Note: Clear closet floors and re-organize closet neatly.

Window blinds should always be up for showing to bring in as much light. 

Have beds made at all times.

Do not leave dirty laundry lying out. 
Hall Bath:

Remove rugs.

No cleaners in shower or under the sink

Clean extreme corners and dust moldings.

Clean Faucets.

Replace leaky faucets.
Counter/Furniture Tops:

Keep all flat surfaces (counter tops, appliances tops and furniture) cleared off as much as possible. Kitchen counters should have very little on them to show that there is plenty of available workspace. Keep appliances stored when not in use. In bathrooms, use baskets to hold make-up and toiletries so that after use they can be stored under the counter.

Closets 
Get rid of all mismatched clothes hangers…red, blue, black, steal, etc. and make them all white in color and uniform. Space all clothes approx. one inch apart from one another. It important that you keep jeans, dress pants or slacks, dress shirts, outer water, tee shirts, dress jackets etc. together and uniform. This gives the appearance of a clean organized closet, with lots of space. Get rid of all items on the floor of your closet except a couple pair of shoes you were often. Your home is “FOR SALE”, not a storage facility. That’s what you had before you decided to sell it. 

Refrigerator:

Remove all magnets, pictures, notes, etc. from the front and sides.

Interior should be clean, organized and fresh smelling.

Pantry/Closet:

Thin all closets dramatically and organize remaining items neatly on shelves and be sure to allow space between hanging items. At one very visible spot, leave space so that the rear wall of the closet/pantry will show when the door is opened. Leave a small empty space on each self to show potential storage.

Ceiling:

Inspect the room for Dust and dirt collecting above a ceiling fan. Especially, if the roof has a popcorn texture. Using a broom usually removes most of the dust.

Bedrooms:


Remove/Pack/Store.


Keep all items off floor/move excess items into garage or storage.


All personal items/pictures stored, except TASTFUL ART.

Remove large dressers and extra nightstands.

Note: Clear closet floors and reorganize closet neatly.

Blinds should be up for showing to bring in as much light. 

Have beds made at all times. Note-Bed coverings should be neutral colors, not bright, vibrant or slippery.
Interior of home:

Have all carpets professionally steam cleaned, especially stairs wells.

Look throughout the house for places that need paint touch ups and scuffs removed.     

Exterior

Thoroughly sweep down all exterior siding of house and eaves to clean cobwebs and wasp nests.

If possible, have exterior pressure washed.

Remove all outside debris from the yard and around the house.

Secure trashcans in a designated area.

No visible trash bags or open containers.
Keep lawn mowed and severely edged.

Remove all items from front door walk way.
Garage:


Drastically clean and organize.

Sweep and clean-remove all cobwebs and any oil/grease from the floor.

If there is time and money-Paint the garage floor.

Remember-there will be several items coming from inside the house and possible stored in the garage.

Painting and touch ups:

Repaint rooms with unfavorable colors and paint schemes that your in love with!

Absolutely no walls with bright colors! Example: greens, oranges, pinks, yellows reds or burgundy’s. (Please ask for agent feed back!) 

Repaint old or dark colored trim that is worn or miss colored. White shows better in older 60’s    and 70’s and 80’s homes. We recommend white when possible!

                                            ONE OF THE MOST IMPORTANT STAGING TIPS
Depersonalize your home! Store personal photos, knick Knacks and memorabilia! Buyers want to visualize their pictures on your walls. They want to visualize their furniture in your living room, bedroom and dining room. They want to visualize your kitchen with their stuff in it, not your stuff, unless you’re Martha Stewart.     

                                                                             Final Note     [image: image19.wmf] 


These are all helpful hints to help you sell your home in today’s competitive market. Home prices and the final negotiating dollar are largely based on how well the property shows and what kind of condition the home was in during the showing. Please carefully review the staging “BEFORE AND AFTER” pictures to make sure you have a good idea of what needs to be achieved. Yes, market conditions play a part in the price but your homes condition and appearance can affect the overall offering price from a buyer, when compared to other homes. The object is to get the highest offer for your home in the shortest amount of time. Stay in front of the competition, not behind! Make the selling environment conducive for selling your home and achieving the highest offer.

Prepared by -Mike Ockert®
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