Timeline

1% contact: ]
Pre-meeting questions

-+ Meet:

=  Thorough needs analysis

= Review 7 step pricing system

=  Agree on most appropriate price based on
needs.

= Net sheet analysis vs. seller needs.

=  Cover Roles and Expectations of
Consultant and Seller
= Cover communication plan
= Review marketing plan

= Agree if this is a Win-Win Relationship

Implement plans T~

-1 Stage the Home

Hold plans accountable weekly -
(adjust as needed)

-I- Solicit Multiple Offers
Present all offers in person -
-+ Do net sheet and work from seller needs
Negotiate to contract -
-+ Stay on top of option period and repairs
requests

Milestone: -
Inspections, Appraisal, Survey
-T- Confirm Mortgage conditions cleared for
Buyer
Confirm Closing Instructions -+
Schedule and attend closing

Address any last minute issues -
during or after closing

Follow-up after the sale for satisfaction

Assist you and anyone you know with your real estate needs!

In other words...

» Reject Passivity
= Accept Responsibility _
= Lead Courageously r‘

=  Expect Rewards! : (
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