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You SeII Real Estate

FM Home Pros at Century
21 FM Realty understands
q that peace of mind
matters. That's why we
have created these 3
rograms custom tailored
to your specific needs:
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'+ are you reaching all buyer

You may be asking
yourself, “Why would |
employ a brokerage
to sell my home?"

Anybody can sell your
home... But, can they sell
it for top dollar? By selling
your home on your own,

prospects to maximize
your equity return? You
may have a buyer, but is
the buyer offering you
more than what other
active buyers in the
market may offer you? Are g
these buyers even pre-
approved?

Well, FM Home Pros at
CENTURY 21 FM Realty
has proven marketing
strategies to bring your
home to the market in its
best form and maximize
YOUr earnings.
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Just a snapshot of some of the

things we do!

= Our agency is connected!

# Our brokerage is a high
tech firm utilizing creative
technology in our
metropolitan area

= Mo Realtor or brokerage
advertises our listings the
way we do! Our agents
create strategic marketing
decisions using Facebook,
Search Engine
optimization (SEOQ) to
make sure that your
property gets in front of
the right buyers! We have
buyer leads streaming into
our brokerage

* We will also list your home

on Zillow, Trulia,

Realtor.com, Century 21

and approximately 600+

websites to maximize
market visibility.

Dul n-q:'f...
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You Sell |
Real .
Estate

FMHomePros.com

Expertly
guiding you on
your
successful
home sale or
home
purchase
journey



Our brokerage advertises
on various marketing
platforms! FiM Home Pros
utilizes marketing channels
to include social media,
websites and landing pages .

We are huge on community
involvement! If you follow
us on Facebook, you will see
that we are incredibly active
in our market. It is very
important for us to be
connected to the people in
our community.

We have a website
specifically designated for
your property! Your
property will have its own
unigue property website,
along with posts on
Facebook for our followers
and thousands of others to
see.

We have state-of-the-art
technology! Intuitive
programs like artificial
intelligence (Al) is used to
communicate with buyers as
well as to see what listings
they are viewing.




FM Home Pros understands that peace of
mind matters. That's why we have created 3
programs custom tailored to your specific
needs




Our Most

Comprehensive Plan
This program offers a
-v— smooth and worry-free
e [FLL selling service. It begins
PREOWNED | |
with having your home
inspected by a

professional third-party
home inspectar. We
coordinate with local
contractors to get any
inspection issues
resolved. Above all, the
plan includes a 1-Year
Horme Warranty.

- QOur Traditional Plan
This program includes a
marketing program
second to none! We will

sell your property for top
dollar in the shortest

amount of time!

PREFERRED
SELLER

Already Have A Buyer

Eor Your Property?
This program is

designated to walk you

".J and your buyer through
e COMTRACT SERVICES the contract &
documents to

successfully transfer
your property without
Issues or consequences.

218.979.1722 T



Certified Pre-Owned Benefits

Our Certified Pre-Owned Property program is our most
comprehensive plan. However, it's far from traditional. This
program offers a smooth and worry-free selling service. It begins

with having your home inspected by a professional third-party
home inspectar and includes:

* Home Warranty

# Pre-Inspected Home

= Complete Inspection '
Report In-Hand CERTIFIED

+ Seller Disclosure in PRE-OWNED m
Correspondence

FMHomePros.com 218.979.1722



By having the home inspection
completed up front, you are in the drivers

Sedl.

* You will know the items that need to be
addressed prior to listing it.

* Discuss the content with FM Home Pros. If
needed, the inspection report can be sentto a
General Contractor who will review the reportat
your property in person and then put together an
estimate.

+ You and your agent will decide to do some, none
or all of the repair items. If needed, you can
coordinate with the General Contractor
scheduling and payment.

« After completing repair items, disclose in writing
on the Seller Disclosure Statement the items that
you recently repaired as well as those you don't

e intend on addressing.

= * Your FM Home Pros agent and you can review

: market numbers, Based upon the condition of
the home and items that will be addressed, you
will mutually decided on a listing price.

FMHomePras.com 218.979.1722



Your Peace-of-Mind

The Benefits of Having a
Professional Home
Inspection
Hame inspections can be
beneficial for both the buyer and
the seller. The home inspector is
responsible for examining the

physical structure and systems
of a home. This includes

everything from plumbing and
electrical problems to the
foundation and structural
compaonents of the home.
ldentifying any underlying issues
will give the seller a peace of

mind knowing there are not
major repair items and help the
buyer avoid costly repairs in the
future. Home inspections are
recommended even if the hame
is relatively new.

The role of a hame inspector is
to look for anything and
everything that may cause future
problems, including molsture
and drainage, a worn roof,
insulation or short remaining life
on current systems or items in
the hame.

FMHomePros.com 218.979.1722 it



Once you sign listing
contract and withhold
from MLS with FM

Home Pros at Century

21 FM Realty, then
select the Home

Inspectors below to
have your home ’
inspected prior to

having the listing go

live on MLS.
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[he Benerits o Having Home
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for the seller in that it increases
the competitive advantage of

the home. From the buyers
standpoint, providing a home

A home warranty is beneficial ‘

warranty builds a sense of
security knowing they are
covered if a major system or
appliance breaks down shortly
i after moving in. However, all
™ systems must be in working
oA condition prior to the start of
your home warranty.

What Does a Home Warranty
Cover?

unexpected costs due to normal
aging of major appliances and
mechanics in your home. This
includes all major appliances
and mechanics - check plan for
coverage. Much like home
m """" inspections, home warranty is
" highly recommended no matter
Acndifar % - the age or style of your home.

Huchrne i bl

—
=
Is a 1-year contract that limits i




Conventionally, a home
inspection is conducted once
the home is already under
contract, typically within the
first 15 days of mutual
acceptance. However, there are
some problems with doing it
this way.

+ The buyer could request that
all of the items are to be
completed and you may feel
like you are held hostage by the
buyer, fearing that if you put it
back on the market you may
yield a lower offer
+ |t may also put you in the
position where you have to pay
more for the repairs because
you do not have the time to
negotiate with contractors due
to short closing periods.

Your Peace-Of-Mind

The Certified Pre-Owned Property
Program limits each of these potential
GEFET



Po=ted on FM Home Pros website
Fosted on Century 21 App
Syrdication to GO0 partrer websites
Property featured on Facebook
Hame owrer receives market re
Property featured on Facebook

Composa and draft contrack

-"q,'.-..
PR T e i
ruciis BN

FMHomePros.com



EXclusive Right to sell - List Agreement

IT IS AGREED BETWEEN THE SELLER AND
THE LISTING BROKERAGE, CENTURY 21 FM
REALTY, THE FOLLOWING:
1. The Seller(s) will sign the listing
agreement for the subject property.
2. The Seller(s) agree to list their home
for a minimum of 4 months.
3. Inspection does not include a septic
pumping and inspection. It also does
not include a well inspection.
4. The Seller(s) give authorization for the
Photographer to contact them to
schedule a time to take photos of their
home.
5. The Seller(s) give authorization for the
Photographer to contact them to take
photos of their home (Exclusively for
homes listed over $325,000).
6. NOTICE TO SELLERS: The Seller(s) will
be accountable for paying for the
following; home inspection up front and
home warranty plan to be deducted at
closing through net proceeds. All
intellectual property is for the sole use of :
CENTURY 21 FM Realty. 3

PLEASE MARK THE > :‘T .

SELECTED PROGRAM EETIFIL I
PREFERRED
CHOICE O O

#ELLER



1. Performance Guarantee

A real estate performance
guarantee is a contract that
provides assurance to the sellers
and Selling Brokerage that a real
estate duties will be completed as
promised.

This guarantee is made between
the parties involved and includes
details such as the expected

completion date, quality of work,
and penalties for non-compliance.

Essentially, this guarantee acts as
a safeguard for the seller and
Selling Brokerage against
potential delays, substandard
work, or other unforeseen issues
that may arise during the listing

agreement.

It is often used to ensure the
satisfaction of all parties involved.

FMHomePros.com 218.979.1722



2. Easy Exit Listing

= = RERATE . :
sl T L

An Easy Exit Listing contract is an agreement between a real
estate agent and a seller that allows the seller to terminate
the contract if they are not satisfied with the agent's
performance, without penalty.

It gives the seller peace of mind, knowing that they are not
obligated to continue working with an agent who is not
meeting their expectations and allows the seller to seek out
a new agent who may be a better fit for their needs.

The benefit for an Easy Exit Listing contract provides the
sellers the option to cancel with an agent who is not
performing well, the option to cancel the listing not withdraw
it.

FMHomePros.com 218.979.1722 17



CENTURY 2]
SELLER SERVICE PLEDGE® CERTIFICATE
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3.79 - Point Marketing Plan

1.
2.
3.
i
5.

Maximize showing potential through professional signage

Place approprate Riders on Sign to attract additional attenton and traffic
Provide alectranie MLS Kaybox (or combo) lor Reallor accass

Supply comparable sales

Wite home descrptian

Determine if you quality for aur Certified Seller Program

Specialized team of licensed agents to care for your real estate neads
Advise changes to make your home more attractive to buyers
Research your home's ownership, deed type and restrictions,
easements, current use and zoning, and market the home appropriately
10. Research tax records to verfy full and complete legal information is
available to prospective buyers and buyers' agents on MLS printout

11. Prowide you with a list of preferred industry specific vendors for
repairs, staging, appraisals, title, escrow, and more

12. Coordinate scheduling of appraisal

13. Work with appraisers

14. Explain the use of the Seller's Property Disclosure Statement you will
complete which will be presented to the buyer of your home

15. Price your home correctly so that it gets attention and showings

16. Prowide ideas to make your home marketable and sellable within your
budget and timeframe

17. Prowvide a Homeowners Guide to prepare your home for showings

18. Megotiate the inspection process

159, Prowide you with a Showing Checklist which offers home showing
guidelines to help have your home prepared for appointments

20. Prowvide Staging Checklist to suggest constructive changes to the
home which will make it more appealing and help yield the greatest
possible price from an interested buyer

21. Recomimend a professional home staging consultant if desired

22. Provide gquality photos of the interior & exterior of your home to include
slide show and video format

23. Create a 360 degree virtual tour of your home showcasing it's wonderful
features if requested

24. Electronically submit the listing information to the Multiple Listing Service
for exposure to over 600 active real estate agents in the Multiple Listing
Senvice (MLS) area and other MLS's if needed

i o

FMHomePros.com 218.979.1722




79 - Point Marketing Plan

25, Prepare a full color photo flyer with a list of features of your home to leave at
the home for wvisitors to take with them after the showing

26. Protect you by having all appointments scheduled through me

27. Provide Opéen Houses with a licensed Realtor at your request

28, Schedule Brokers tour if requested

29, Connect with all Realtors wiho show your home and request feedback from
their buyers

30. Repaort feedback given through Realtor or Open House as received

31 Excite buyers about your homse

32. Market 24 hours a day and showcase your home's great features

33. Advertise your home electronically to all the Area Realtors with full color
fhyers e-mailed directly to their inbox

34, Perform a Reverse Prospecting Search to attract prospective buyers within
the MLS, wvideo for MLS and multiple advertising channels

35, Distribute and promote home video for MLS and multiple advertising
channels

36, Create Single Property Website with detailed information abouwt your home
3A7. Showecase your home on my website and savw. FMHomePros.com

38. Send "Just Listed" alerts to owver 1,000 partners and affiliates in our database
34, Announce and promote listing on Facebook

4. Post on Century 21 FM Realty Facebook page announcing rew listing

41, Strategic marketing to buyers

42, Create Facebook ads for targeted demographic audiencs

43, Provide landing page with lead capture for online marketing on Facebook
44, Submit home to Top Internet Sites: Century2l.com, Realtor.com, Trulia.com,
Zillow.com, HomesandLand.com, Yahoo Real Estate, Homes.com, MSMN Real
Estate and more than 200 others

45, Create Social Media ad for multiple advertising channals

46, Promaote listing to networking groups

A47. Market to homes in the neighborhood

48. Market to past clients

49, Contact centers of influence with home information

50. Distribute color flyer to other agents in my office

51. Share your home at the weekly company sales meeting

52. Weekly meeting with the team to evaluate the ng performance of your
hiormse

53, Communicate with you about advertising response to your homae

L ]

FMHomePros.com 218.979.1722




79 - Point Marketing Plan

54. Provide website marketing stats "Golden Ruler™

55. Track all marketing and advertising sources to determine where tha
buyers are seaing the property

56. Reach out to centers of influence for prospective buyers

57. Promote your home at all MLS association marketing events

58. Meet with our preferred lenders to see if they have any prospectiva
buyers in their network

59, Follow up with buyer leads and provide your home's information

60. Pregualify all prospective buyers to avoid wasting your time with
"shoppers™ and "tire kKickers"

61. Provide lender financing information

62. Publish your home in a prominent position of The Real Estate Book if
available

63. Re-write Advertisements as needed to keep them fresh

64, Coordinate all inspections - including wutility and municipal as needed
65. Cooperate with all Real Estate companies in the Metro Area

66. Ensure success of marketing campaigns

67. Metwork with Relacation specialist within community with
neighbarhood, and property information

68. Represent you on offer presentations and negotiate the best price and
terms

69, Market the neighborhood and community

T0. Monitor local foreclosures and short sales that can affect the pricing of
your home

71. Provide direct phone number so prospective buyers can talk with
licensed agent about your hame immediataly

T2, Communication Guarantee. Communicate with you weekly

T73. Work to qualify prospective buyers and assist them in obtaining
suitable financing through our preferred lenders

74, Special Permission granted to post your listed home at Microsoft
Fargo Campus

5. Require all offers to include buyer's pre-approval or proof of funds

76, Discuss qualifications of prospective buyers to help determine buyer
motivation, ability to purchase and probability of closing on the sale

77. Monitor buyer and agent feedback and make necessary changes to
price, condition, etc.

T8. Help you with your next home purchase

78, Listing Cancellation Poalicy. 100% Satisfaction GUARANTEE

FMHomePros.com 218.979.1722




4. Co-Marketing
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What if you could continue to market your home,
put on MLS (massive exposure) and Co-Market with
a top-producing, high octane agent and company
who has the tools and technology in place already?

Well, yes you can!

FMHomePros.com 218.979.1722



5. Communication Guarantee

Prompt Responses:
Quick replies to inquiries and messages from
interested parties.

Honest Information:
Transparent details about the property,
including any issues.

Frequent Updates:
Regular notifications on the sale status,
including price or availability changes.

Easy Access:
Availability for discussions and viewings,
accommodating buyer schedules.

Open to Feedback:
Adaptability to buyer feedback for improved
selling strategies.

Professional Conduct:
All interactions are professional and respectful.

FMHomePros.com 218.979.1722



One of three
things will
happen next...

1. The property receives little
action (low to no showings).

Repasition the bait (Large price reduction).

2. The property has
showings, but no offers.

Repasitian the bait (Smaller price
adjustment).

3. The property sells!

| understandagres
with this concept

FMHomePros.com
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Testimonials
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Ynucsiﬁﬁeal Estate

This.Century 21 Services
Pledge applies only to an
exclusive right to sell
agreament of not less than
120 days. If any terms ar
conditions.contained herein
are prohibited by lacal law,
they shall be considerad
severed from this pledge and
of no force or effect. In the
event of any alleged breach
under the terms of this 21
Point Seller Senvices Pledge
Certificate, the seller (as a sole
and exclusive remedy) may
terminate the exclusive right
to sell agreement, provided
that our Century 21 office is
given ten days written notice
of the reason for tErminaticn
and an opportunity to cure
the default during the natice
periad.

CENTURY 21



