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WELCOML

A home 15 never just a structure- its where vour story has unfolded. The [aughter
around Lhe table, guiet mornines. milestones, and evervday moments all become
memaories. That's why selling isn't just a bosiness decision ivs deeply personal, and

it's normal to feel a litle anxious about what's alead.

You don't have to go through it alone. Ul euide vou with patience and care every step
of the way. From preparing vour home, connecting with the right buyers, and
nerolialing the best lerms, Lo ensuring a smoolh close vou'll abvavs have someonce in
vour corner, This booklel is here o give you clavily, comiort, and confidence as yvou

begin vour next chapler.
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EVERYTHING YOU WANT

1S on the
other side
ol sold.



| iijbe [':i eve real estate is more than -
it's about creating stability,

“and helping famili ';_ hieve

and confidence.
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Delilah Ware

Real Esate Agent at CB&A, Realtor

I'm Delilah Ware, a REALTOR® who believes in going above and
beyond for every client. Whether you're buying your first home,
selling a property, or investing for the future, my goal is to make
the process smooth, personal, and empowering, Growing up as a
military brat taught me the value of stability and home, and that's
why | work so hard to help others find it. Real estate isn't just
about closing deals for me it's about helping you achieve your
goals and building lasting value for your future.




GUIDED SELLING EXPERIENCE.

Selling vour home is mare than a transaction it's the baginning of
a beautiful new chapter. Its a chance to cherish the memories
you've made, while locking forward to a new family creating their
own story within those walls.

With our modern marketing approach and simplified paperwork
process, we take the stress out of SOLD so you can focus on what
matters most,

And let’s be hanest moving into a new hame [sn't just a change,
it's an adventure. An exciting step taward the future you've been
dreaming of.
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COMSULTATIOMN MARKETIMNG AMND REVIEWING
OFFERS
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MARKET-READY DIGITAL DEBUT: CONTINGENCY
HOME MNOW ON THE RESOLUTION
PREPARATION MARKET PERIOD

PRICING FRODFESSIONAL OPFEN HOUSE SEAL THE DEAL
STRATEGY VISUAL PRESENTING E CELEBRATE




Seller Strategy Session

Fhis is where we design the roadmap Tor vour suceess wogether,

Before our consultation, I'd love for you to think about your goals for
selling your home, as well as any questions or concerns you'd like me
to address. This way, we can spend our time together focusing on what
matters most to you.

I'll also be preparing some helpful materials for us to review. You'll get
a clear picture of my marketing approach, how | use social media to
showcase your home, and a comparative market analysis that
highlights what's selling and what isn’t in your neighborhood. My goal is
to make sure you feel informed, comfortable, and confident about
every step of the process.

A few things to reflect on before our
meeting..

When are you hoping to move?

What would you like to walk away with
from your home sale?

Are there any worries or questions on
your mind about listing or buying?

ot these down so we can go over everything
together and make sure you feel confident
about the process!




FINDING (he
PERITCT PRICE

When a home is priced too high, the market

stays silent.. no showings, no offers, no
momentum.

That's why pricing is both a science and a

strategy and it's the single most important
step in successfully selling your home. During
our listing consultation, we'll align your goals
with current market conditions and create a

pricing plan designed to attract buyers and
secure the best outcome for you.
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did you know?

Taking time (o
clean and
prepare vour
home can
raise its
market value
by up to 5%.



1. EXTERIOR

2.  KITCHEN

3. SHARED LIVING SPACES

4, BEDROOMS

5. BATHROOMS




BATHROOGMS

PRE-LIST

TO DO LIST

KITCIHEN BACKY ARD

FAMILY ROOM FRONT ENTRY

BEDROOMS MISCELLANLOLS
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Kitchen

)2

Family Roam

Clear ofl all counters, evervihing from
[lants, paper towels and roasters
Remove all personal accessories

ik praniry

Remove all personal accessories
Decburteer, melwding ornioaee il noeded

Hemove all pillows

Renmonve 30% ol ilems in closels
Remove all personal accessories
Replace bright bhedding with neatral

louts B possilile

Cleare all connrers ol produeis
Remove all personal daceessories
Replace hright towels & rogs with whine

(s
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Fidy all tovs, pack away as manv as
VOLL CAT
= 'l_)

Backyard Frinn all hushes & mow any law s

Rake any gravel

» sweep [ronl poreh o add welcome mal
) Plant potted Howers
- L]

Frim and mow regularly

Front Entry

J— s Ahpe diown all Blinds

/ o Loueh up any devsall or padn

Prior  fo plhotes amd videos we'lll have  a

) professional cleaning erew come in o give
( hote a0 goadd deep cleans A deep eledan

eorrrrneedeanes it thee Do Nas baeen well el

lor amd tnereases the home's vadoe o buvers.

Fhat’s it vour home 1s ready!
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66 pelilah was amazing. She
alwavs responded she
explained everything (o my
partner and I and we were
alwavs up to date on the
process. She was very
supportive and beginner
[riendly and she always knew
what we wanted in a house. 1
have lor sure found who I will
be recommending for friends
and family, I couldn't have
asked for a better agent.
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PICTURE PERFECT: IT'S
PHOTO TIME

0 Homes listed with professional
photography sell 32% faster

o The average ROl on professional real
estate photography

o 68% of consumers say that great photos
made them want to visit the home
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Prolessional Photography

You've probably heard the saying, "You never get a second
chance to make a first impression.” And it couldn't be more
true in real estate. That first impression can mean the
difference between a quick sale and a home that lingers on
the market.

When it comes to photography and video, it's not just about
showcasing the home it's about capturing the feeling of what
it would be like for buyers to live there. That emotional
connection is what inspires them to take the next step.



a house
that feels
like home



Your Home’s Big
Markedf ])vlml

Homes tend to perform best when they hit the market on a
Thursday. To make that happen, we'll want to schedule
cleaning and photography about 2-3 weeks beforehand.

On photo day, we'll stage and prepare your home before the

photographer arrives. This is usually an all-day process, 50 it's
best if you plan to be away during that time.

Once the photos and videos are complete, theyll be edited
and transformed into beautiful marketing materials, including:
= A custom website dedicated to your home
= Direct mail pieces for your neighberhood
= Social media posts and targeted ads

= Dpen house materials




3 Steps to Selling Success

When bringing o home o markes, s essendal toonse an inomersive
markertng steategy one that ensares voir ideal Duver sees vour Tueee more
theany orvee ciel e nrewe tleaeie onne place, Oue Ssiep approeeelt iz designed (o
shovvcuse v hoine across muddiple. platforms wind forawals, reaching
bivers of every generation and Dighlighting the details thae make vour

property stedid ool

FEYLERS & MALLLRS

Many agemts skip this steps thinking s
unnecessary, Bue thie nwmdurs show otherwise

alerting the negghbors creates powerlul word-of
etk aboun voor home.

SOCIAL MIDIA

Lirsy, they receive a posteard o the mall. Nex a reel
about the same homus pops o i thear Teed, Then
comes a Facebook ad undl foally, curiosity akes
overaud they click through to vour eustom welsile

Lo ennjony s Dol dighal o,

OPLEN HOL S

Phis powrney  leads them sisatght o0 your Open
Honse, where they can experieiee your home in
poerson. Because they™ve aleemdy engaged with the
pluntos and videos, these buvers arerive highly

interested and crotonally iny ested,



about selli ng our

made the entire
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1The7-11-4 Rule

YOUTL B

CLSTOM
PROPLRTY
W EBSIT

ven hours may sound like a lot, but idies sho before making a
uying a home is one of the biggest LIrCh: On, CONSUMErs: need

P

ons most people’ will ever make. about 7 hours of engagement, 11 touch

Our job is to make it easy for buyers to Cr at least 4

spend that time connecting with your ] why immersive

home through multiple channels, marketing isnt optional—it's essential
repeated  Impressions; and. meaning when tak rour home 1o market.

touch points.
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COMING 500N... HOME FLYER & MAILERS

o LorSale Sign Posted o 5 Custom Posieards:

o Uhpen Hoose Lanneh o Coming Soon e Just Lisged s

& Alasinnaim Buavoer lonleres) Dt Hotse s | niler
Contract « Sold

PREP & POLISH SOCIAL CAMPAIGN LIVE

o Pack carly and remove o Al soreiald content produoeed:
rearghly 300 from closers long form video, 3-4 roels,
 Clear away exeess clatier anl designer-gqualin
o Depersonadiee Iy reanos g s,
Family phintos

PHOTO & VIDEO OPEN HOUSE

o Shoot Day - Photography, o Dbl Weekend: Exclusive
Vidlen, & Marketing Shots Crpesni Honse during prine
Fime Fraday -Sancdany

PROPERTY

s [xelusive property sie
Lidlored w0 your listing,
(ricking eviery click and v s
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TOSELL

The way homes are bought and sold has changed dramatically.
MNewspaper ads and word-of-mouth aren’'t enough anymore today, neariy
every buyer begins their search online. In fact, 95% of homebuyers use
the Internet, and more than half say it's the very first step in their home

search.

On average, buyers spend 10 weeks searching and preview about 12

homes before making a decision. That's why online visibility is essential.

Of course, | also cover the fundamentals: your listing goes on the MLS, is
syndicated across top platforms like Zillow, Trulia, and Realtor.com, and |

personally claim those listings so | can track the data and monitor activity.
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EXCEPTIONAL
SERVICE AND
INCREDIBLE
RESULTS

Working with Delilah was pleasant and easy. She
was responsive and met us at every appointment.
She was knowledgeable and.it felt She was doing
her best at representing us. Her knowledge came
in handy when knowing what we should do and
what we were entitled too.”




An Open House
IS hot optonal
IUs essential



[(’s never just about the

Open House, but the entire
strategy that amplifies it.

Y rgo
RS
Since only 4% of homes are sold at an Open

House, it's fair to ask... What's the value?
Here's the key: every time you host an Open House, your
listing gets renewed attention online, Each event refreshes
your property across real estate portals, putting it in front of
more potential buyers. And since this is real estate, nothing
compares to the impact of seeing a home in person an Open
House gives buyers the chance to experience your home
firsthand.

Open Houses also connect us with your neighbors. They want
great new neighbors and they want you to sell for top dollar,
By enlisting their help, we make it easy for them to spread the
word and share your home with friends.

Simply put, an Open House makes your home easy to see,
easy to share, and easy to talk about and buyers love easy.

a1



Presenting and
Review uw Offers

Cffer time is one of the most exciting stages it means buyers are
raising their hands saying, “We want your home!” We'll sit down
together to review each offer side by side so you feel confident about

accepting, countering, or waiting,

If multiple offers come in, we'll compare them all at once to clearly
see the best fit. My role is to keep things realistic and strategic
helping you focus on the numbers and choose what serves you best,




CONTENGE
PLRIOD

In real estate, a “contingency™ is simply a condition in the Agreement
of Sale that must be met for the transaction (o move lorward. Buvers

can choose from several contingencies to ineclude in their comract,

Onee the contingeney period is complete and evervihing cheeks o,
only two steps remain betore closing: thwe titde search and the transler

ol ow nership,

By working with me and trusted industey experts, vouw'll gain a clear
understanding ol how  contingencies  work, when  theyv're  most
important, and how o navigate them with confidence so vou're

alwavs in the best position possible,
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COMMON CONTINGLENCILS

Inspection Contingency

iopart GF the conres, boverss base 3 1
imspeciion. comiingrney o thoronghly ey ol

P prepEerty witha levessed inspescer,

Financing Contingency

Bover Ioponemmg isoone ol e mdst o
rontingeneies. 50w onl consider offers (it

irwelucle verilasl presapproval from i bender.

Appraisal Contingency

Paert of Fivaneing is (hae appraisal contingeaey i
et boomoe doessn'l mppesdse o or aloee e

prorchise price, U e oy sed e appras el

Home Sale Contingency

Cisctain comiracts depemd ope e bover selling
amtl clostnge thoire roerenl hoawe Toese. Wiils this
vosrebimgeEreey . el follons’ spreseafie: pagierswork aol
il Tines g Kesp everyibinge on ik,




The moment we've been working toward!

I've guided cliens through this process dozens ol times, and 1 promise we'll
g theongh it wgether just ineCloging day means signing a lor of
paperwork: Most of it is rowtine (and a Liode dall), b every page s
imporiant, The good news? We'lll have already reviewed everyihing, so
there won’t bhe any surprises.

Here's wlit happens alter vou sign:

1. Recording the deed - A deed isn't official unadl s recorded with the
couty, Onee all signatarees are i, the e company sends io i record,
I'his usually iakes jusi a few hours.

2, Pundding — Onee the deed is recorded, Tands are released. Some loans
Fund the same day, while others take ap o 48 hours: Don't worry the
lender and tide company aleeady have the money, i0s just a maner ol
Prisessing.

Aler the deed is recorded and the kevs are handed over, the new
homeowners ollicially step into their nexi chapter closing complete! Just a
(uick bt very important reminder; please keep aiilities like water and

proser on untl alver the buvers Iinish thear lnal walkohreough.



What You

CAN EXPECT

| know this is about more than selling high and buying low
and | can promise you that while there will be some bumps
in the process, I'll be doing my best to help you avoid any
delays or roadblocks. You can expect weekly phone calls
with my trademark tell it like it is honesty & creative

problem solving to get you where you want to go.

L
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READY TOSLEILL?

Delilah Ware

Real Estate Agent

936.755.0453
= delilah@warepg.com

& delilah.warepg.com

W

Website
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