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’ 1 AM AMANDA MIDKIFF

e 19 meet /M/

As a real estate agent, | am passionate about helping my clients
find their dream homes. With my extensive knowledge of the
local market and my dedication to understanding their unique
needs and preferences, | am committed to finding the perfect
property for each and every one of them. | pride myself on
providing exceptional customer service, guiding my clients
through the entire buying process with honesty, transparency,
and open communication. With my expertise and personalized
approach, | am confident that | can help my clients achieve
their real estate goals.

€@ @AmandaMidkiffGroup
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MEET THE

AMANDA MIDKIFF

REAL ESTATE AGENT & TEAM LEAD

Whether is its helping clients or other realtors, | am
happy to be of assistance. Helping others is at my core,
| am here for my buyers, my agents and their clients to
make their dreams reality!

SARAH BOOTH

REAL ESTATE AGENT

I'm a passionate real estate agent dedicated to helping
clients find their dream homes. With extensive market
knowledge and exceptional customer service, | guide
clients through the buying process with honesty and
transparency and great communication,

502.527.3967 www.MidkiffHomes.com
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MEET WITH PREPARE TO LIST IMAGERY MARKETING
YOUR AGENT

o Online marketing

s Doap clean & dacluttar o Professonal photo session
o DiECUSS Your nesds o Make neaded repairs o Professional Video sassion o Sotial media
» Research CMA data o Focuson curb appeal o Professonal drone sesslon e Signage
St a competitive list price o Discuss staging home * Flyers

© 0—0—

INSPECTIONS & NpGOTIATE RECEIVE AN OFFER  SHOWINGS
APPRAISAL

®

o Ensure home is ready

o | will work with the buyer’'s  « Most offers sequlre * Each offer 5 prasented and
sgenl 1o coordinste and negetinting before and after we will discuss the benefis & for showings
whedule an inspection & Inspections, | will negotiste risks of each offer o Recenve feadback from
sppraisal Thesa are both an your behall agents
ardered by the buyes o You canm accept counter, of *. Schedula open houses
deny an offer

E AMANDA MIDKIFF GROUP

REPAIRS CLOSING -REMAX PREMIER PROPERTIES-

- ']
o Likely somesmall e Final walk-through

1e0airs yoll need 1o be o Sin clasing documants

made aftef Inspections o Ensure tha home Is ready

o Review my Hatof foe your buyers!

recommendead vendors
if reeded
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P teymining
FACTORS

WILL MY PROPERTY SELL OR NOT SELL?

PACTOR | ppizugeg

when presenting a home 1o buyers, it's imporntant ta price the home
carrectly. This will sot /ealistic Sxpaciations and Al act serious buyers
ultimately Wacing 10 & successful sale for the seller In order Lo sell your
home HIGHER than the market average - 1t hasto be isted at the comrect

) fpww F wnrky

FACTOI
i : e
It is impartant to have your home ready for market on day one
1 will help you make sure your home is ready for showings and cnline by:

)
\

Providing simpie changes to
prafit in your pocket

Identifying essential repairs that
need Lo be dorne

Addressing deciuttenng &
remaving parsonal tems

Prosdding ways to priorze making
zure the home clean and smells

fresh
A, Wy 1) ’
FACTOR Wséf’ay
| offer PROVEN MARKETING STRATEGIES 1o help get your home
zold quickly and for top dollar

SPacw

)
)

PROSPECTING
Prosgecting o potential Duywes, talking with
Neighboes, ourf Co-ap agents and past clients

MASKETING

The second you Sign with mea, 1 Qo to
work on marketing your home! COMING
SO0ON MARKETING, ONUINE
MARKETING, SOCIAL MEDIA
MARKETING and PRINT MARKETING ars
all gt of the sucoess of Getlng your
hame seen by the most patential buyers
slling your boere fastar and foe mare
money than the competition

COMMUNICATION
You can oxpact me to actively

cvery step of the pracess,
Diigently sharing foedback
froens showings, folloaing up
WAth SQeris after vieaing the
nama, and calling weakly 1o
dHCuss the progress from the
DIEA0US wiek,

Tips on cost eflective ways [o neutralize the

comimunicate wih you through

kaep the most

OUR TEAM ADVANTAGE

() BOOSTED ONLINE EXPOSURE

Today K MArKaL & Centanes Oon [echnciogy. Buyers are ecforrmeng thaif searches
o ling, 56 11 I8 imporiant thal your Ssting is ranioss begly and shown in its best light
Studies show that online buyers distegord bomes with limited photos, low-quslity
photos, and minimal information | 'wil be sure 1o take the xira steps to get
MAEximum posure for your haorme and give the cnine shopper a wealth of
Informatian 2% wall 3 quaity phatag and Yideo tours

() PROFESSIONAL PHOTOGRAPHY PROVIDED
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_Z%)/W STRATEGY

PRICING STRATEGY

laking a close look at tha market analysis in your area, we wil

price your home cortrectly the first time 5o that it will sell guickly

fyour home is priced at fair market value, it will attract the

largest number of potential buyers In the first few weeks

fa home Is overpriced it will attract the fewest number of
buyees looking to purchase a home, The majority of home
huyers ook at many homes and quickly get a feel for the pnce

range that homes sell for in a given condition and location
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ACTIVITY LEVEL

WEEKS ON MARKET

PROFESSIONAL STAGING

he Dant It 1o Buypers, | &8

10 mrinees sure SULE Porres s Mo In
provide 8 prafessonn Sagng cormultmion to snsure your hame i1
ready to Nt the market A stagers ob 5 10 neutralize your home ta
ppoen Lo the MAadamruET DuMmbDer of potental Duyws You can

iy % 3 tervice you foe alue

Terminge

PROFESSIONAL PHOTOGRAPHY

In tocay s v ket homs Duyers are searchang onine et It = impeat e

f your home are of the best qunity to caich the bayees

Loy 1he Compeiition Having mond eyes on Yo

test wary to gat 1t soid and sail far top dola

AGENT MARKETING

| o port of 3 very lnrge agent network. Lyl reach out to thim netwark b
see If your home might be a great 2 for one of thelr buyers. This agent

WD B s Ry 10 SOOI Durywe s With st IOmie 26 9 ol oF 10

TSSO A0k Friye 1l STt Wgen!

ADVERTISING & MARKETING

LOrneclly Maneting & Rrosary S ampeat g Lo & sucdessi

ST O roy ALLONERN O this My GXDeirTine i NG ressing Baov avpinier

W] altracting hundach Of Buywes ped ma
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MAXIMIZE YOUR HOME'S POTENTIAL

A clean, neutral, and streamlined look helps buyers to
Imagine what life would be like in your home. The
action points below will help them be able to do that.

EXTERIOR

3
Wash or paint the home's extenor /‘ \‘.
Paint the front door / ’\
Keep the yard nicely trimmed | \
Keep the lawn free of clutter 3
Weed and freshly mulch garden beds 3\
Clean interior and extaror windows 3
Apply fresh paint or stain ta wooden fences

INTERIOR

« Remove personal items, excessive decorations
& extra furniture

« Clean or replace carpets

* Cetrid of clutter & organize and clean clesets

* Apply 3 fresh ceat of paint to walls, &rim and
cellings

* Replace outdated ceiling fixtures, and clean
lighting fixtures. Minimize and clean pot areas
inthe home

« Be sure that all light bulbs are in working order

FRESHEN THE PAINT
& FIXTURES

* A new coat of exterior paint halps a home's
curb appeal. It isn't a low-budget item, but if
you can swing it.DO 1T

o Ifyou cant paint the entire home, paint the
trim. This is a redatively simple thing to do and
It helps give a home that wow factor

* Update exterior ight fixtures. This can quickly
gwe a home an updated look

* Put a fresh coat of paint on the front door







5 THE ART OF
/@ /

Staging a home can have numerous
benefits when selling. Staging can
make rooms feel more spacious and
functional. This helps buyers visualize
themselves living in the home,
increasing the likelinood of a sale.
Staged homes tend to photograph
better, which attract more online
interest and showings. Ultimately,
staging helps a home stand out
among and potentially command a
higher sale price.

STAGED HOMES
SPENT 90% LESS
TIME ON THE
MARKET

STAGED HOMES
INCREASED SALE
PRICE UP TO
50%

BENEFITS OF STAGING

LESS TIME ON THE MARKET
INCREASED SALE PRICE

HIGHLIGHTS THE BEST FEATURES OF
THE HOME

DISCGUISES FLAWS OF THE HOME

DEFINES SPACES AND REVEAL THE
PURPOSE OF EACH SPACE

DEMONSTRATES THE HOMES FULL
POTENTIAL

CREATES THE WOW FACTOR YOU WILL
NEED IN PHOTOS TO MAKE YOUR HOME
STAND OUT
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A PICTURE SAYS A THOUSAND WORDS

Having professional photos of a home is imperative in the selling process, High-quality
photos can showcase the home's best features, attract more potential buyers, and

ultimately lead to a quicker sale at a higher price point, Mast buyers are finding their
hemes online and photos are the first impression of your home As your agent, | will ensure

QUALITY PHOTOS
ENJOY 118% MORE
ONLINE VIEWS

- —
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that your home will be shown in its best light

\Eg
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PROFESSIONALLY SHOT |
LISTINGS CAN SELL FOR

P10 19K MORE LONGER THAN NON

. J \  PROFESSIONAL PHOTOS

~

AT PROFESSIONALLY

~ 2

INTERESTING FACTS

—

SHOT PHOTOS 10 TIMES

>

POTENTIAL BUYERS LODK \

s
o’
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PROFESSIONAL
viefegrap ot

VIDEO IS THE NUMBER ONE FORM OF MEDIA FOR ENGAGEMENT

300%

403%

INTERESTING [,
FACTS
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USING AERIAL PHOTOGRAPHY IN REAL
ESTATE CAN SHOW BUYERS A MUCH MORE
ACCURATE DEPICTION OF WHAT THE
PROPERTY IS TRUELY LIKE.

BENEFITS OF HAVING
AERIAL PHOTOS

PROVIDES VIEWS OF THE ENTIRE
PROPERTY & LAND

THE CONDITION OF THE ROOF AND
OTHER PROPERTY FEATURES

THE NEIGHBORHOOD AND
SURROUNDING AREA, INCLUDING
THE HOME'S PROXIMITY TO SCHOOLS
& AMENITIES

DEVELOPMENTS OR LOCAL
DISTRICTS THAT ARE SUPPORTED
BY THE BUYER'S PROPERTY TAXES
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THE BENEFITS

Virtual house tours allow potential
buyers to check out every room and
corner with a few mouse clicks.
Compared to photos and videos, this
technology offers a more accurate
and immersive experience.

Utilizing virtual tours, we can narrow
in on the most serious buyers and
give them a good look at your home
without disturbing you. Leaving only
the more serious buyers to schedule
a showing.

A VIRTUAL TOUR IS A SEQUENCE OF
PANORAMIC IMAGES THAT ARE
'STITCHED' TOGETHER TO CREATE A
VIRTUAL' EXPERIENCE OF A LOCATION.
ONCE CREATED, THE VIEWER IS ABLE
TO EXPERIENCE WHAT IT IS LIKE TO BE
SOMEWHERE THEY ARE ACTUALLY NOT

Potential homebuyers don't like to
wait, They want all the information
now. A virtual tour allows every part of
your home to be on display around
the clock without disturbing you.

Your home will definitely stand out. A
virtual tour exposes your home to a
wider audience. Your home can be
toured from anywhere at any time.,



BROCHURES

Property brochures have numerous benefits when selling a home. They
provide buyers with a tangible and detailed representation of the property,
including high-quality photos, detailed descriptions, and relevant
information. Brochures can also showcase any unique features or upgrades
of the home that may be overlooked in online listings. They serve as a
leave-behind for buyers to reference after touring the property and can be
shared with others who may be interested.
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KEEPING YOU SAFE




%& /// ‘g7 CoviRD

A SECURE LOCKBOX WILL BE USED

This allows real estate agents access 10
show buyers your home securely. The
lockbox holds the keys to the home and is
typically found at the front guarded by a
security lock that only licensed agents
have access to.

STOW AWAY VALUABLES

Before showings make sure that all valuables
are put away and out of sight. This includes
even mail left out {which may contain
personal information and bank statements).
Items of value such as jewelry, artwork,
cellphones, and gaming systems should also
be out of site. It's a good idea to walk through
your house before showings and make sure
everything of value is out of sight.

DON'T ALLOW ANYONE IN WITHOUT AN
APPOINTMENT

Now that your home is online, many know
that it is for sale. For your safety, NEVER let a
stranger into your home. While it is likely that
it'is just somecne that saw the sign in your
yard and is interested in getting a quick look,
you just never know, Ask them politely to call
your agent who handles all showings.

REMOVE PRESCRIPTION DRUGS &
MEDICATION

Clean out your medicine cabinets and any
other place you may store medications
and hide them away. There have been
more and more stories of people
intentionally going to heme showings to
take medications freely.

PUT AWAY BILLS & OTHER MAIL PIECES
With identity theft on the rise itis
important to put away all mail pieces with
your information on them, If this
information ends up in the wrong persons
hands, it can easily lead to identity theft.

BE EXTRA VIGILANT ON KEEPING
DOORS LOCKED

Often times a home for sale means home
owners are not at home. So be sure to always
keep vour doors and windows locked,

KEEPING YOUR HOME SAFE

Once your listing goes live, we provide all
the necessary shoe covers, and friendly
reminder sians for all of your showings,
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NETWORKING

A large percentage of real estate transactions
happen with co-operating agents in the
cauntry. | will expose your listing to this market

SIGNAGE

A sign will Be placed in your yard as well as
pointers and open hause signs before an open
house, These will be placed at the most
oppartune times 1o gain the most exposure,

SUPERIOR ONLINE
EXPOSURE

Buyers in today’s market first start thair search
online. We will meet your potential buyer
where they are..online! Not only will your
home be featured in the local MLS, it will also
be syndicated to literally hundrads of other
listing sites. Your home will be featured on our
company website, and sccial media.

LOCKBOXES

Lockbaoxes are essential for the safety of all
They allow an agent to show your house
whenaver he or she needs Lo, rather than
relying an you the awner for a key. Owners
are also expected to vacate the property for
shawings Having a lockbox makes this
process much easier for all involved.

SHOWINGS

When we list your home, you will also be signed

up with a showing service that immediately
communicates with you when a showing is

scheduled, When feedback isn't left, | will follow
up with those agents requesting their feedback

within 24 hours

EMAIL MARKETING

An email will be sent to our current buyer database of
thousands of buyers searching for properties on my
website. A new listing email alert will go out to my
agent netwaork of thausands of agents in the area

PROPERTY FLYERS
High quality property flyers will be displayed Inside

your home, These help potential buyers remember
the kKey items and unique lfeatures of your home

OPEN HOUSES
We have discovered a proven open house system

that attracts sericus buyers and helps your hame
achleve maximum exposure to potential buyers.

SOCIAL MEDIA MARKETING

We practice regular social media marketing on
teday's top social sites which include and are not
limited to: Facebook, Instagram, Linkedin, YouTube,
and Pinterest
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FIND THEIR HOME?

NEWSPAPER
>1%
OTHER | MAGAZINE
FRIENDOR 1%
RELATIVE
}'{OM E S59%%
BUILDER

96,96
>-%7% REAL ESTATE

YARD
SIGN AGENT
4%9% 27.7%%
INTERNET

50.5% \

*2022 NAR HOME BUYER AND SELLER GENERATIONAL TRENDS
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EXPOSURE

| will feature your home on the top
home search sites, and on social
media and syndicate it to over 400+
other sites.

Homes that receive the top 10% of
page views sell an average of 30
days faster!

2 Zillow ‘trulia realtor.cony

X facebook Instagram

Pinterest & YouTube Linked [T}
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%& SHOWINGS

FLEXIBLE

Be as flexible and accommodating to
the buyers schadule as pessible, We
want to aveid having any missed
opportunities,

INFORMED

Make sure everyone In the home is
informed when showings are scheduled
Lo ensure personal spaces are clean,

DAILY CLEANING

Keep up with daily messes. Wipe down
kitchen and bathroom counters before
leaving for the day,

ODORS

Avoid strong-smelling foods: Keep yaur
meal prep as neutral and simple as possible,

PERSONALS

Make sure you place all valuables and
prescriptions out of sight and in 3 safe place,

F S

FURRY FRIENDS

Keep pet areas clean. Clean up after your pets immediately
and wash thelir bedding regularly. Hide pet food or litter. Not
everyone is a pet person and it may hinder a potential buyers
ability te picture themselves living in your home.

NATURAL LIGHT

Open blinds and curtains and et in as much natural light as
possible, Leave lights on before you leave for a showing.

TRASH

Empty trash cans to avoid any odors. Try to
empty trash cans nightly so that the home is
fresh when you leave for the day.

TEMPERATURE

Keep the room temperature comfortable.
This demonstrates to buyers that the HVAC
15 working properly,

VACATE

Having a seller present can make buyers feel awkward. we
want to make the buyers feel at home and stay awhile
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Price is just one of many censiderations
when decvdmg which offer is best for your
home, Here are some of the other factors to
consider.

CONTINGENCIES

The fewer contingencies on an offer the better.
Shorter time periods are also valuable,

ALL CASH BUYER

A cash offer s

usually more appealing than a

finance offer as the seller doesn't need to worry

about the bank approving the loan,

PRE-APPROVAL

Assures a home seller that the buyer can get
the loan they nead.

LOAN TYPE

There dozens of loan typas. We will help you
assess each offers loan type & how It could
impact your sale.

CLOSING TIMELINE

You might need 1o close quickly ta maove on Lo
the next adventure, or you might need to
extend the closing date 1o allow time for your
next home to be ready. Choosing the offer with
the closing time that fits your needs will be
Most attractive to you.

CLOSING COSTS

Sometimes an offer comes in high, but the
buyer asks you to pay a percentage of the
buyer's closing costs or some specific closing
costs.

OFFER PRICE

Of course, price matters too! If 2 high affer will
cost you more in closing costs, repairs, or
other factors—then it probably won't be the
best offer for you.

REPAIR REQUESTS

If your home is *turn key* or recently
remodeled, there may ba little to no repair
requests Some repair requests can be
expensive. It's important to know what is
best for you




WE CAN:

THE BUYER CAN THEN:

OFFER IS ACCEPTED:

* ACCEPT THE OFFER

¢ DECLINE THE OFFER
If the offer isn't close
enough to expectation and
there is no need to
negotiate.

*« COUNTER-OFFER
A counter-offer = when
you offer to sccept the
buyers offer subject to
different terms

* ACCEPT THE

COUNTER-OFFER

* DECLINE THE

COUNTER-OFFER

e COUNTER THE COUNTER-

OFFER

You can negotiate back
and forth as many times as
needed untd you can reach
an agreement or someone
copts ot

Skan the purchase agreement
and you are now officially
under contract and in escrow!
Thiere are usually several
contingency periods while
under contract.

Now inspactions. appraisals,
or anything else built into
your purchase agreement
will take place.
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FAQ

INSPECTION TIME FRAME

Typocally, mapections will need Lo be
scheduled ASAP to stay within the
usual 7-14 day nspection pernod

POSSIBLE OUTCOMES

A home inspeclon may reveal
potential and necessary repairs If o
lender 15 involved in the transaction
this may affect funding

UPON COMPLETION:

BUYER CAN ACCEST AS IS

BUYER CAN OFFER TO RENEGOTIATE

HEATING & COOLING
PLUMBING

BASEMENT
FOUNDATION
CRAWLSPACE
STRUCTURE

RCOF & COMPONENTS
EXTERIOR & SIDING

ELECTRICAL
ATTACHED GARAGES

COSTS

Thers is usualy na cost to the selier
with a general home inspection. The
buyer will hire 3 hame Inspectan
company of thear cholce

COMMON PROBLEMS
COULD BE

OQutdiated electncal, kaky

plumBeneg, Moy, structural Sracks
foundation Bsues hesting/coaling
wystern defects, roof problems, and

maore,

BUYER CAN CANCEL CONTRACT

WALLS

ATTIC & INSULATION
DOCRS

DRAINAGE

WINDOWS & LIGHTING
APPLIANCES (LIMITED)

GRADING

ALL STAIRS
CARAGE DOORS




%& APPRAISAL

If the buyer s seeking a loan to purchase your
hame they will need to have an appraisal
perfarmed by the bank 1o verify the home &
in fact worth the loan amount. As a seller, we
wanl the property to appraise for at least the
sale amount or more, it is very difficult to
successfully contest an appraisal. An
experienced agent demonstrates certain
strategles to reveal the value of the home
priar to the appraisal

APPRAISAL COMES IN AT OR
ABOVE SALE PRICE

You are in the clear, and closing
can be begin!

APPRAISAL COMES IN BELOW
SALE PRICE

e Renegotiate the sale price with
the buyer

e Request buyer to cover the
difference & renegotiate terms

e Cancel, & re-list

e Review any back-up offers, &
possible cash offers




THE SALE

WHAT TO EXPECT

Closing Is the point in the transaction when the buyer, selier,
and all participating parties have fulfilled their legal cbligations
1o one another, The title company will look over the contract 1o

‘“ -

:

detarmina what payments are owed by who, prepare
documents for closing, perform the closing, & make sure all
payolls are completed. Now the buyer's tithe is recorded and

you recelve all funds that are due to you

YOUR COSTS

l SELLER COMMONLY PAYS!

o Mortgaoe balance & penalties [If applicatie)
o Any Claims against your properly

o Unpaid assessments on vour property

o Real estate agent commission

o Title Search

o Home warranty

WHAT TO BRING

SELLERS NEED TO BRING TO CLOSING;

o Agovernment picture ID

House keys

Garage door openers

o Mailbox keys & any other spare keys

AFTER CLOSING

KEEP COPIES OF THE FOLLOWING FOR TAXES:

o Copies of all clasing documents
o All hame improvement receipts






STEPS

FOR SELLERS

o0

" CANCEL POLICIES . CLEAN

Oricw triwrlon of 12k Paw cocrmed, cantact your

UraNce agant 10 cancel your policy 40 you can Gnscrs that your home & completsly chean upon leaving

the home. Cean the cabinets, refrigeratoes, and other

1RCNVE 3 refund of any prapaid prerniums
sppkances inside and out. Thoroughly clwan ot the
- Qarage. SThGcio 1rash ok up pricy £o the day of
T_’J CLOSE ACCOU NTS dosing. Laave your nome the way you would He 20 find

L yons voern tThe Buywur

Cance | Utlizhes and close those sccoums of tansfer

# recassary, Koo 4 852 of phone numbers for each &, ACCESS
of your utiky companies. b
“ . CHANGE ADDRESS Loave all Fonrse Miys, 16MOTES, QUi ¥oys, Dook keys.
- gmat Posee ks, shad starnge keys, snd masiltar eys

In 3 draver in tha kitthen

Lt sverynne knaw you have 8 rew sckiress Subrmit 4
chsrge-of-adcewss form Lo the post office

" TURN EVERYTHING OFF

"~ GATHER HOME PAPERWORK

Put togethar a pachkat of matisals rcoifsts warlanties,
ard copres of any upgrades or Work that was done 10
Tum off all ight switches and farea. Eraure the home is the home.

ocked avd securned <
2 DOCUMENTS

&
o FL RS Secure the Puschas Agreement and sl Oosung
HOCLManis CONCNIng the harme Kesp them in a safe
Yacuum ana sweep fhoors one mone time 208
o
o CLEAR OUT PERSONALS 0 LOCK UP
Mowe yuur parsansd belongings out compleiely, Check Ensure all blinds are closed, nruf bock the windowe and doars.

Wl drawers, cabinots, and Cosete
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SIDE NOTE: We are not affiliated with any of
these vendors or providers & receive no
financial benefit to you using them. They are
simply individuals we have worked with
previously & feel they do great work.
However, you are free tc use any contractor
of your choice!

Repairs.

o Handyman Connection  502-795-2225
502.601.4841
502.751.2993

e NineLins Plumbing

o 44 Windows

Movers

« Cardinal Moving 502.599.2661
e« 2Men and a Truck 5022186157

WE HAVE REFERENCES FOR: Septic
Inspectors, Electricians, HVAC, Plumbers,
Roofers, Painters, Flooring Installers, General
Contractors, Pest Control Inspectors and so
so much more! Just let us know how we can
help!
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LEONARDO BUZZETTO

'Sarah Booth was fantastic! She really helped us
feel comfortable and understand the process of
buying our first home. We greatly appreciate it and
highly recommend her and the team at Midkiff
Group."

CAROL PENCE

"Amanda is amazing! She went toe-to-toe with the
developer on my behalf and made sure | got the exact
lot | wanted at the price | wanted!! Then, she walked
me through the process of building and septic and
construction loans and was pivotal te me getting into
my new home! If you want someone who cares about
you, takes care of you, and will advocate for you, then
you want Amanda Midkiffi!"

AMANDA MIDKIFF GROUP 502.527.3967

-REMAX PREMIER PROPERTIES- www.MidkiffHomes.com




SERVICES
OFFERED

As your dedicated real estate seller's agent, we offer a comprehensive
range of services, From strategic pricing and personalized marketing
plans that utilize cutting-edge digital tools to expert negotiation skills,
our goal is to maximize the value of your property. We guide you
through each step of the selling process, ensuring transparency and
efficiency. With a commitment to achieving optimal results, our team is
dedicated to making your real estate selling experience smooth and
successful.

STRATEGIC PRICING

Expert analysis to determine optimal pricing, maximizing your
property's value while attracting potential buyers in the current
market conditions.

COMPREHENSIVE MARKETING
Tallored marketing plans utilizing digital and traditional channels,

professional photography, and virtual tours to showcase your
proparty effectively and attract a wide pool of potential buyers,

terms, guiding you through offers and counteroffers, ensuring a
favorable outcome in the sale of your property.

/‘) NEGOTIATION EXPERTISE
O ) Skilled negotiaticn on your behalf to secure the best possible

|

i



WHY OFFER A
BUYER

' cl,‘lug'|||l.

Even though sellers are not required to offer a commission (o a
buyer’s agent, there are several strategic reasons why a seller

might still choose to do so.

(¥) FASTER SALES PROCESS (v)  ATTRACT MORE BUYERS
Homes with a buyer's agenl commission are Offering a commission (o the buyer's agent
likely to be shown more [requently, has been customary in our market for many
potentially speeding up the process of decades. Many buvers have grown o
finding a buyver, anticiapte this and arc not interested in

homes they must pay for their own.



EXPECT

GREAT COMMUNICATION

HONESTY & TRANSPARENCY
INTEGRITY & RESPECT

LOCAL MARKET KNOWLEDGE

REACH YOUR REAL ESTATE GOALS
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After your home seller consultation,
proceed with a Comparative Market
Analysis, agree on listing terms, devise
your homes' marketing plan, sign listing
agreement, and start showing your

home to buyers!

ok gt




AMANDA MIDKIFF GROUP

-REMAX PREMIER PROPERTIES-




