- Selling Your Home
" The Easy Way
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THE REALTOR

A comprehensive guide to understanding real estate business models and

achieving a successful property sale with personalized, professional
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My Approach vs. The Big Box Team

Understanding the difference in priorities can help you choose the right partner for your home sale.

My Focus: Your Success

Priority on selling, not just listing
Strong relationships with personalized communication
Goal: Best price in the shortest time

Direct contact throughout the entire process

Big Box Team Approach

Focus on listing volume for lead generation

Junior or less experienced team members

Longer market time benefits their lead flow

Multiple handoffs and less direct access
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My Commitment to You

Treat Every Listing Like My Own

Your home deserves the same care and attention | would give my
own property. Every detail matters.

Your Direct Contact Always

| will be your main point of contact from start to finish. No passing
you off to junior team members.

| will always tell you the straight truth about your property, the
market, and realistic expectations.

No Exaggerations

| won't promise unrealistic outcomes just to win your listing. Integrity

matters more than quick wins.

‘ Honest Communication
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The Six Factors for Success

These six major factors must all come together to achieve a successful sale. Each plays a critical role in maximizing your

property's value and minimizing time on market.

The Market

Understanding current conditions and
how they impact your sale

Negotiation

Expert guidance when offers come in

The Prep

Strategic preparation that puts more

money in your pocket
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The Marketing

Powerful strategies to showcase your
home's best features

The Price

Finding the sweet spot—not too high,

not too low

Communication

Regular updates and transparent

dialogue throughout
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Understanding the Market

There are three distinct types of real estate markets, each requiring a different strategy for success.

Seller's Market

Fewer homes than buyers. Multiple offers

common, often above list price. Less
than 3 months of inventory creates

competition.

Balanced Market

Supply meets demand with 3 months of
inventory. Homes typically sell 1-3%
under list price in steady conditions.

Buyer's Market

More homes than buyers with over 3
months of inventory. Your listing must
stand out through superior preparation

and pricing.

Where We Are Today

Current Conditions

Market type varies by community,
home style, and price point. Recent
activity helps determine if we're in a
seller's, balanced, or buyer's market for
your specific property.

Seasonal Trends

Markets are typically strongest in
spring and slower in winter, though this
varies. Timing your listing can impact

results.

Long-Term Outlook

Real estate averages 2% annual growth
as a long-term investment. Recent
years have seen variations, with 2022
showing 7% growth.
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The Three Types of Buyers

Understanding buyer behavior helps explain why timing and pricing are so critical to your success.
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The New Buyer The Current Buyer The Bargain Hunter

Constantly entering the market but not Qualified, educated, and ready to act Waits until properties have been on
the most motivated. They want to see immediately. They've already seen market too long, then makes low-ball
multiple properties before feeling competitors and are anxiously waiting offers. We don't focus on attracting this

comfortable making an offer, even if they for new listings. This is why you get the group.

love your home. most motivated buyers right after listing.

[ The Critical Window: The rush of Current Buyers comes fast and ends quickly. Proper pricing ensures you capture this
motivated group when interest peaks.
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Setting the Perfect Price

Why Overpricing Costs You Thousands The Perfect Price Delivers:

When buyers don't perceive good value, they focus on weak points instead * Maximum showing activity in the critical first
of strengths. Multiple price drops signal desperation and lower perceived weeks

value until only Bargain Hunters remain interested. e Attracts motivated Current Buyers

The biggest mistake: Overpricing from the start means missing the huge * (Creates competitive interest

rush of Current Buyers who are already educated about market values. * Minimizes time on market

These motivated buyers move quickly—but only on properly priced homes. e Achieves optimal sale price

Price too high, and you waste your most valuable asset: that initial surge of
interest. Price too low, and you leave money on the table. Finding the sweet
spot is essential.
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Preparation: Make a Powerful First Impression

Strategic preparation differentiates your home from competitors and can mean thousands more in your pocket.

Sparkling Clean No Visible Neglect

Your home needs to be cleaner than ever before—cleaner Complete all small repairs before listing. Visible neglect
than any sane person would normally clean. This alone makes buyers wonder about hidden problems they can't
differentiates you from most competitors. see.

Declutter Everything Professional Staging

Remove excess items to showcase your home's space and Free consultation included! Get expert advice on

potential. Clutter distracts buyers from your home's best presenting your property to appeal to the broadest

features. audience. Options for virtual, semi, and complete staging
available.
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Marketing That Gets Results

Your home will be showcased using cutting-edge marketing strategies that capture attention and generate showings.

&

Professional Photography

Buyers search online first. Quality images pique curiosity and

generate showings. Poor photos mean they skip your listing
entirely.
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Professional Videography

Video marketing across Instagram, Facebook, and YouTube
reaches wider audiences and showcases what makes your

home special.
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Strategic MLS Presentation

Anyone can post to MLS, but skilled presentation matters.
Quality staging, image selection, and professional writing
create compelling listings.
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3D Virtual Tours

Interactive technology lets buyers explore your home remotely,
controlling their view as they move through spaces, around
corners, and upstairs.
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Compelling Copy

Professional writing that captures attention immediately. Best
features in the first sentence—no boring, flowery stories that

lose readers.
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Open Houses & Agent Tours

First-week open house draws neighbors and community
interest. Agent connections ensure buyer's agents know about
your listing before it goes live.

Additional Marketing Tools

e Social media promotion across platforms
e Neighbor education with door hangers
e In-house merchandising highlighting features

e Market Watch updates for sellers

Every element works together to create maximum visibility
and buyer interest. Professional execution across all channels

ensures your home stands out in a competitive market.
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Communication, Negotiation & Next Steps

Staying Connected Expert Negotiation
e Useful Feedback When offers arrive, we'll discuss all critical elements:
| reach out to agents after showings to gather insights for 1. Price - The offer amount
you. 2. Deposit - Typically $5K under $500K, $10K+ over
3. Conditions - Inspection, financing, document review
* Market Changes 4. Terms - RPRs, walk-throughs, cleaning requirements
Immediate notification if market shifts require attention. 5. Closing Date - Timeline that works for you
6. Included Items - Appliances, fixtures, window coverings

* Weekly Reports

The goal: Everyone walks away feeling like they've won.

Monday summaries consolidating activity, feedback, and

market updates.

e Availability

Email, phone, and text access. Work day ends at 7pm;
after-hours messages returned next day.

Your Personal Guarantee

You may terminate the listing contract at any time for any reason, with no further obligation. | offer this guarantee because |
want you to have complete peace of mind that | will deliver on every promise made today.
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Sign Agreement Signage & Lockbox Sell Your Home
Enables me to begin listing and Coming soon sign today, for sale sign Full marketing plan implemented to
marketing your property immediately. within 5 business days. Lockbox achieve the best price in optimal time.

installed for showing access.

Let's Talk

I'm excited to work with you and help you achieve a

successful sale.

Phone: 587-435-5100 Address: 407 Windrow Common SW, Social: Instagram | Facebook | Google

Airdrie, AB Reviews

Email:

rob@robcampbelirealtygroup.com
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