4

VIP SELLER

PROGRAM

151-STEP SYSTEM TO GET YOUR HOME SOLD FAST AND FOR
TOP DOLLAR

IIIIIII

ATLANTA
—




VIP SELLER

Program




VIP SELLER

Program

WHAT WE DO TO PREPARE FOR YOUR
MARKETING CONSULTATION

1. RESEARCH TAX RECORDS TO VERIFY FULL AND
COMPLETE LEGAL INFORMATION INCLUDING:
OWNER'S FULL NAME, RECORDED SQUARE

FOOTAGE, ANNUAL TAX BILLS, AND OTHER PROPERTY
INFORMATION.

2. RESEARCH AND VERIFY LEGAL DESCRIPTION.

3. VERIFY LEGAL NAME(S) AND OWNER(S) IN COUNTY
PUBLIC PROPERTY RECORDS.

4. RESEARCH OWNERSHIP, SALES, AND MORTGAGE
HISTORY OF THE PROPERTY.

5. RESEARCH THE SCHOOL DISTRICTS, SHOPPING,
TRANSPORTATION, AND EMPLOYMENT OPTIONS OF
THE AREA.

6. OBTAIN DETAILED INFORMATION ABOUT THE
PROPERTY TO ASSIST IN ANALYZING PROPERTY.

7. RESEARCH HOMES CURRENTLY ON THE MARKET
THAT BUYERS WILL BE LOOKING AT IN ADDITION TO
YOUR HOME.

8. RESEARCH HOMES THAT HAVE RECENTLY GONE
UNDER CONTRACT FOR SALE IN YOUR AREA.

9. RESEARCH HOMES SIMILAR TO YOUR HOME THAT
HAVE RECENTLY SOLD.

10. ANALYZE THE NUMBER OF MONTHS INVENTORY IN
YOUR AREA AND YOUR NEIGHBORHOOD.

11. ANALYZE THE PRICE AND CONDITION OF THE HOMES
THAT WERE SUCCESSFUL IN SELLING.

12. ANALYZE WHY OTHER HOMES CONTINUE TO STAY
ON THE MARKET DAY AFTER DAY.

13. ANALYZE HOMES THAT EXPIRED (DID NOT SELL) AND
WHY THEY WERE NOT SUCCESSFUL.

14. CONSIDER PRICE PER SQUARE FOOT OF YOUR
COMPETITION AND INTERNET VALUE ESTIMATES.

15. CALL AGENTS, IF NEEDED, TO DISCUSS ACTIVITY ON
THE COMPARABLE PROPERTIES THEY HAVE LISTED

OR RECENTLY SOLD IN THE AREA.
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WHAT TO EXPECT DURING THE
LISTING CONSULTATION

16. PERFORM DETAILED NEEDS ANALYSIS TO INCLUDE
REASONS FOR YOUR MOVE, HOW QUICKLY YOU

NEED TO MOVE, AND ADDRESS ANY IMMEDIATE
CONCERNS.

17. OBTAIN INFORMATION THAT WILL HELP US PREPARE
LISTING, ADVERTISING, AND MARKETING MATERIALS.
QUESTIONS WILL INCLUDE: WHAT TYPE OF
IMPROVEMENTS HAVE YOU DONE TO YOUR HOME

IN THE PAST FIVE YEARS? WHAT OTHER FEATURES

OF YOUR HOME MAKE IT ATTRACTIVE TO BUYERS?
WHAT DO YOU THINK THE HOME IS WORTH?

18. GIVE YOU AN EDUCATED OVERVIEW OF CURRENT
MARKET CONDITIONS INCLUDING NATIONAL, YOUR
COUNTY AND YOUR NEIGHBORHOOD.

19. DISCUSS HOW BUYERS ARE FINDING HOMES, HOW
MANY HOMES THEY TYPICALLY LOOK AT BEFORE
BUYING, AND FEATURES THAT ARE MOST (AND
LEAST) APPEALING TO BUYERS. WE WILL EXPLAIN
HOW THIS PERTAINS TO OUR MARKETING PLAN TO
GET YOUR HOME SOLD.

20. DISCUSS YOUR COMPETITION AND HOW YOU
COMPARE.

21. REVIEW RECENTLY PENDING OR SOLD COMPARABLE
PROPERTIES.

22. DISCUSS THE CONCEPT OF BRACKETING IN ORDER
TO BRING THE MOST AMOUNT OF BUYERS TO YOU IN
THE SHORTEST AMOUNT OF TIME.

23. WORK COOPERATIVELY TO DETERMINE A PRICING
STRATEGY BASED ON PROFESSIONAL JUDGMENT AND
INTERPRETATION OF CURRENT MARKET CONDITIONS.

24. PREPARE DETAILED ESTIMATED NET PROCEEDS
ANALYSIS TO DETERMINE APPROXIMATELY WHAT

YOU WILL RECEIVE OR OWE WHEN THE PROPERTY
CLOSES. INCLUDED IN THIS ANALYSIS WILL BE COST
ASSOCIATED WITH THE SALE INCLUDED CLOSING

COST, SELLER CONSESSIONS, REPAIR REQUESTS, AND
COMMISSIONS.

25. WORK COOPERATIVELY WITH YOU TO STRATEGICALLY
PRICE YOUR HOME SO THAT IT “SHOWS UP" ON

MORE INTERNET SEARCHES.

26. CONFIRM LOT SIZE AND DIMENSIONS FROM YOUR
COPY OF THE PROPERTY SURVEY, IF AVAILABLE.

27. OBTAIN COPIES OF FLOOR PLANS, IF AVAILABLE AND
MAKE AVAILABLE TO AGENTS VIA THE MULTIPLE
LISTING SYSTEM.

28. REVIEW CURRENT APPRAISAL, IF AVAILABLE.

29. IDENTIFY HOMEOWNER ASSOCIATION, CONTACT
INFORMATION AND DUES.

30. ASCERTAIN NEED FOR A LEAD BASED PAINT
DISCLOSURE.

31. IF PROPERTY IS RENTED, OBTAIN COPIES OF ALL
LEASES, VERIFY RENTS, DEPOSITS, AND INFORM
TENANTS OF LISTING AND HOW SHOWINGS WILL BE
HANDLED.

32. PREPARE SHOWING INSTRUCTIONS FOR BUYER'S
AGENTS AND AGREE ON SHOWING TIME WINDOWS
THAT ARE ACCEPTABLE TO YOU.

33. COMPLETE A DETAILED CHECKLIST OF THE FEATURES
AND BENEFITS OF YOUR HOME TO BE USED FOR
INTERNET DATA ENTRY AND MARKETING.
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WHAT TO EXPECT DURING THE
LISTING CONSULTATION

34. OBTAIN AND VERIFY ACCURATE METHODS OF
CONTACTING YOU.

35. OBTAIN TWO SET OF KEYS.

36. REVIEW AND EXPLAIN THE LISTING AGREEMENT
AND ADDENDUMS.

37. EXPLAIN THE USE OF THE SELLER'S PROPERTY
DISCLOSURE STATEMENT YOU WILL BE COMPLETING
AND HOW IT WILL HELP YOU AVOID DEVASTATING
SETBACKS AND PRESERVE YOUR LEGAL RIGHTS.

38. DISCUSS YOUR PURCHASE PLANS AND DETERMINE
HOW OUR TEAM OF PROFESSIONALS CAN ASSIST

YOU IN YOUR NEXT PURCHASE (LOCAL, NEW HOME
CONSTRUCTION, INVESTMENT, OR RELOCATION) OR IF
WE CAN RESEARCH AND FIND A QUALIFIED AGENT TO
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PRIOR TO GOING LIVE ON THE MARKET

39. PLACE AN ATTRACTIVE JUST LISTED SIGN IN YARD
TO BUILD EXCITEMENT FOR THE RELEASE OF YOUR
LISTING WHILE YOU PREPARE IT FOR MARKET.

40. CONDUCT A PROFESSIONAL HOME STAGING
CONSULTATION (IF NEEDED) TO DISCUSS
CONSTRUCTIVE CHANGES TO YOUR HOME TO MAKE

IT MORE APPEALING, TO SHOW EXCEPTIONALLY WELL
AND HELP IT YIELD THE GREATEST POSSIBLE PRICE
TO AN INTERESTED BUYER.

41. PROVIDE YOU WITH HOME SHOWING GUIDELINES
TO PREPARE THE HOME FOR APPOINTMENTS
APPOINTMENTS (LE. LIGHTING, SOFT MUSIC, ETC.).
42. PROVIDE YOU WITH RECOMMENDATIONS FOR
VENDORS AND CONTRACTORS AS NEEDED (I.E.
PAINTERS, FLOORING, HOME ORGANIZERS, HOME
STAGERS, ETC.).

43. COORDINATE WITH OUR PROFESSIONAL TEAM OF
PHOTOGRAPHERS AND MEDIA OUTLETS TO TAKE

HIGH DEFINITION, FULL COLOR PROFESSIONAL IMAGES
OF THE EXTERIOR AND INTERIOR OF YOUR HOME

TO BE USED ON THE INTERNET, FLYERS AND OTHER
ADVERTISMENTS

44. CREATE A VIRTUAL TOUR AND YOUTUBE VIDEO.

45. ORDER A HOME WARRANTY, IF YOU CHOOSE, TO
PROTECT YOUR HOME DURING THE LISTING AND
ESCROW PERIOD AND FOR TWELVE MONTHS AFTER
THE SALE. THIS HELPS REASSURE THE BUYER OF THE
QUALITY OF YOUR HOME.

46. INSTALL A SUPRA LOCKBOX THAT IS ELECTRONICALLY
MONITORED AND WILL ALLOW BUYERS AND THEIR
AGENT TO VIEW YOUR HOME CONVENIENTLY BUT

DOES NOT COMPROMISE YOUR FAMILY'S SECURITY,
INCLUDING INSTALLING A CONTRACTOR LOCK BOX.
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READY! SET! GO!
YOU ARE LIVE ON THE MARKET

47. ENTER PROPERTY DATA FROM DATA INPUT SHEET
INTO MLS.

48. WRITE REMARKS IN THE MLS SYSTEM SPECIFYING
HOW YOU WANT YOUR PROPERTY TO BE SHOWN.

49. REVERSE PROSPECTING ON MLS.

50. PREPARE DETAILED LIST OF PROPERTY AMENITIES
TO HAVE READILY AVAILABLE AT YOUR HOME, TO
INCLUDE IN MARKETING BROCHURE.

51. PROOFREAD MLS DATABASE LISTING FOR ACCURACY
— INCLUDING PROPER PLACEMENT IN MAPPING
FUNCTION.

52. PROVIDE YOU A COPY OF THE MLS LISTING SO YOU,
T0O, CAN PROOF AND REQUEST CHANGES.

53. ELECTRONICALLY SUBMIT YOUR HOME LISTING
INFORMATION TO THE MULTIPLE LISTING SERVICE

FOR EXPOSURE TO ALL ACTIVE

54. IMMEDIATELY SUBMIT DIGITAL PHOTOS OF THE
INTERIOR AND EXTERIOR OF YOUR HOME TO THE
MLS AT THE SAME TIME LISTING IS INPUT ALLOWING
BUYERS AND AGENTS TO VIEW PICTURES WHEN
NARROWING DOWN HOMES THEY WILL ACTUALLY
TOUR.

55. ADD PROPERTY TO OUR TEAM'S ACTIVE LISTINGS
BOARD.

56. PROVIDE YOU WITH SIGNED COPIES OF LISTING
AGREEMENT.

57. SUBMIT HOME WARRANTY APPLICATION FOR
CONVEYANCE AT TIME OF SALE.

58. SEND EMAILS TO ALL REGISTERED BUYERS ON OUR
WEBSITE LOOKING TO BUY A HOME IN YOUR AREA.
59. PROVIDE INFORMATION FOR ALL THE AGENTS ON OUR
TEAM TO SHARE YOUR HOME ON INDIVIDUAL SOCIAL
NETWORKING WEBSITES.

60. PRESENT YOUR HOME AT THE WEEKLY SALES
MEETING.

61. REGISTER HOME IN OUR EVERYDAY OPEN HOUSE
DATABASE SO THAT WE CAN PROPERLY FIELD
INCOMING CALLS FROM BUYERS.
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62. SUBMIT LISTING TO LISTINGS2LEADS FOR
MAXIMUM EXPOSURE ON CRAIGSLIST, YOUTUBE,
REAL ESTATE BLOGS AND SOCIAL MEDIA SITES.

63. PREPARE FULL COLOR MARKETING BROCHURE FOR
INSIDE YOUR HOME.

64. PREPARE COPIES OF SELLER'S DISCLOSURES AND
HOME OWNER'S DISCLOSURES TO BE PLACED IN

MLS TO BE AVAILABLE FOR BUYERS; THESE ARE TO
BE INCLUDED IN A CONTRACT.

65. CREATE A CUSTOM “HOME MARKETING BOOK" TO
BE PLACED IN YOUR HOME FOR BUYERS & BUYER'S
AGENTS TO REFERENCE HOME FEATURES, AREA
MAP, PLAT/LOT MAP, FLOOR PLAN (IF AVAILABLE),
TAX INFORMATION, AND OTHER POSSIBLE BUYER
BENEFITS. PROVIDE 5 FOR YOUR PROPERTY, AND
REPLACE AS NEEDED. THIS MAKES YOUR HOME
STAND APART IN THE BUYERS' MINDS LONG AFTER
THEY HAVE LEFT YOUR PROPERTY.

66. DELIVER “HOME MARKETING BOOK" TO YOUR
PROPERTY AND DISPLAY IN PROMINENT LOCATION
FOR BUYERS' EASY ACCESS.
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67. CONVEY ALL PRICE CHANGES PROMPTLY TO
INTERNET REAL ESTATE SITES.

68. CAPTURE FEEDBACK FROM REALTORS AFTER ALL
SHOWINGS.

69. PLACE CALL CAPTURE SIGN IN YOUR YARD SO THAT
BUYERS CAN CALL FOR PROPERTY INFORMATION.

WHEN THEY PLACE THIS CALL | AM SENT A TEXT
MESSAGE WITH THE PROSPECTS PHONE NUMBER. |

WILL PROMPTLY FOLLOW UP ON ALL THESE CALLS AND
SEE IF | CAN GET THE BUYER INTO YOUR HOME.

70. PLACE REGULAR WEEKLY UPDATE CALLS AND EMAILS
TO YOU TO DISCUSS ALL SHOWINGS, MARKETING,

AND PRICING.

71. RESEARCH WEEKLY CURRENT LAWS, INTEREST RATES,
AND INSURANCE CONDITIONS AS IT RELATES TO THE
HOUSING INDUSTRY, AND SPECIFICALLY HOW IT

IMPACTS THE SALE OF YOUR PROPERTY. NOTIFY YOU
OF ANY CONDITIONS.

72. NOTIFY YOU IMMEDIATELY OF ANY OFFERS,
POTENTIAL OFFERS, OR NEEDS.

73. DISCUSS FEEDBACK FROM SHOWING AGENTS WITH
YOU TO DETERMINE IF CHANGES WILL ACCELERATE
THE SALE.

74. SEARCH THE MLS SYSTEM FOR REALTORS MOST
LIKELY WORKING WITH INTERESTED AND CAPABLE
BUYERS MATCHING YOUR HOME, THEN FAX OR
EMAIL COPIES OF YOUR HOME LISTING INFORMATION
FOR THEM TO REVIEW IMMEDIATELY.

75. MAXIMIZE SHOWING POTENTIAL THROUGH
PROFESSIONAL SIGNAGE.

76. MARKET YOUR HOME ON OVER 100 INTERNET SITES
INCLUDING ZILLOW, TRULIA, REALTOR AND MLS.

77. DOWNLOAD YOUR VIRTUAL TOUR TO OUR WWW.
YOUTUBE.COM WEB SITE.

78. BLOG ON THE FEATURES OF YOUR HOME AND
INCLUDE A LINK TO THE YOUTUBE VIDEO.

79. MARKET YOUR HOME ON ALL THE MAJOR SOCIAL
NETWORKING SITES INCLUDING FACEBOOK,
LINKEDIN, TWITTER, PINTEREST, AND GOOGLE +.

80. RESUBMIT YOUR HOME ON CRAIGSLIST EVERY
OTHER DAY.

81. SCHEDULE 30 DAY MARKET REVIEWS ONCE ON
MARKET TO REVIEW SHOWING FEEDBACK AND
PRICING OPINIONS FROM BUYERS.

82. UTILIZE MARKETING EXPERIENCE SO THAT OUR
CRAIGSLIST POSTING STANDS OUT ABOVE THE
COMPETITION.
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83. CREATE A STANDALONE PROPERTY SITE AND
UNIQUE URL THAT BUYERS CAN BE DIRECTED TO IF
THEY INQUIRE ABOUT YOUR HOME.

84. SUBMIT A CRISP, CLEAN DIGITAL MONTAGE OF
PHOTOS COMPLETE WITH PERSONALLY WRITTEN
REMARKS DETAILING YOUR HOME AND UPLOAD ON
ALL WEBSITES.

85. DISCUSS MARKETING IDEAS WITH “MASTERMIND"
GROUP OF TOP REALTORS.

86. PROVIDE COPIES OF ADVERTISEMENTS AND
MARKETING MATERIAL FOR YOU.

87. USE OTHER MARKETING TECHNIQUES; SUCH AS
OFFERING FREE REPORTS TO MULTIPLY CHANCES OF
BUYERS CALLING IN, DISCUSSING, PRE-QUALIFYING
FOR AND TOURING YOUR HOME.

88. HELP YOU TO PREPARE THE HOMEOWNER'S
INFORMATION SHEET WHICH INCLUDES
INFORMATION ON UTILITIES AND SERVICES THE
BUYER WILL NEED TO KNOW WHEN TRANSFERRING
AFTER CLOSING.

89. PREPARE A FINANCING SHEET WITH SEVERAL
FINANCING PLANS TO EDUCATE BUYERS ON
METHODS TO PURCHASE YOUR HOME.

90. PROMOTE THE BENEFITS OF YOUR PROPERTY TO
ALL AGENTS IN MY OFFICE, AND UPDATE THEM ON
ANY CHANGES SO THEY MAY CONVEY ENTICING
INFORMATION TO THEIR BUYERS.

91. PROVIDE AGENTS WITH INFORMATION ON HOME
PRIOR TO SHOWING TO MAXIMIZE SHOWING
POTENTIAL.

92. LOG ALL HOME SHOWINGS TO KEEP RECORD OF
MARKETING ACTIVITY AND POTENTIAL PURCHASERS.
93. FOLLOW UP WITH ALL THE AGENTS WHO HAVE
SHOWN YOUR HOME WITH A PERSONAL PHONE CALL
TO ANSWER QUESTIONS THEY MAY HAVE OR SEND

A HOME FEEDBACK SURVEY TO THE AGENT THREE
TIMES IN A NINE DAY PERIOD.

94. CREATE 2 UNIQUE CUSTOM CRAIGSLIST ADS USING
LEADING SYNDICATION TOOLS LISTINGS2LEADS,
REALGEEKS, AND VYRAL MARKETING.

95. PREPARE A MONTHLY MARKET ANALYSIS UPDATE
OF ANY ACTIVITY IN YOUR NEIGHBORHOOD (I.E.:
NEW HOMES ON THE MARKET, HOMES THAT HAVE
SOLD ETC) TO KEEP YOU INFORMED ABOUT KEY
MARKET CONDITIONS WITHIN YOUR AREA. CREATE

A “MARKET SNAPSHOT" REPORT THAT WILL BE SENT
TO YOU PERIODICALLY (YOU CAN DETERMINE THE
SCHEDULE) THAT GRAPHICALLY ILLUSTRATES WHAT IS
CURRENTLY HAPPENING WITH HOMES AVAILABLE,
PENDING, OR SOLD. THIS REPORT IS GENERATED
USING YOUR PROPERTY'S ADDRESS AS THE POINT OF
REFERENCE.
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96. PRE-QUALIFY ALL BUYERS WHOM OUR AGENTS WILL
BRING TO YOUR HOME BEFORE SHOWINGS TO AVOID
WASTING YOUR TIME WITH UNQUALIFIED SHOWINGS
AND BUYERS.

97. DISCUSS QUALIFICATIONS OF PROSPECTIVE BUYERS
TO HELP DETERMINE BUYER MOTIVATION, ABILITY

TO PURCHASE AND PROBABILITY OF CLOSING ON THE
SALE.

98. HANDLE PAPERWORK IF PRICE ADJUSTMENT
NEEDED.

99. CHANGE PRICE IN ALL MARKETING AND INTERNET
SITES.

100.TAKE ALL CALLS TO SCREEN FOR QUALIFIED BUYERS
AND PROTECT YOU FROM CURIOSITY SEEKERS.
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NEGOTIATION, DUE DILIGENCE AND
CLOSING

101.RECEIVE AND REVIEW ALL OFFERS TO PURCHASE
SUBMITTED BY BUYERS OR BUYERS' AGENTS TO
DETERMINE BEST NEGOTIATION POSITION.
102.CONTACT BUYERS' AGENTS TO REVIEW BUYER'S
QUALIFICATIONS AND DISCUSS OFFER.

103.EVALUATE OFFER(S) AND PREPARE A “NET SHEET"
ON THE BEST OFFER FOR YOU.

104.COUNSEL YOU ON OFFERS. EXPLAIN MERITS AND
WEAKNESS OF EACH COMPONENT OF EACH OFFER.
105.EMAIL OR DELIVER SELLER’S DISCLOSURE FORM TO
BUYER'S AGENT OR BUYER (UPON REQUEST AND
PRIOR TO OFFER BEING MADE IF POSSIBLE).
106.0BTAIN PRE-QUALIFICATION LETTER ON BUYER FROM
LOAN OFFICER.

107.CONFIRM BUYER IS PRE-QUALIFIED BY REVIEWING
PRE-QUALIFICATION LETTER AND CALLING LOAN
OFFICER, IF POSSIBLE.

108.NEGOTIATE HIGHEST PRICE AND BEST TERMS FOR
YOU AND YOUR SITUATION.

109.PREPARE AND CONVEY ANY COUNTEROFFERS,
ACCEPTANCE OR AMENDMENTS TO BUYER'S AGENT.
110.WHEN AN OFFER TO PURCHASE IS ACCEPTED AND
SIGNED BY YOU, DELIVER SIGNED OFFER TO BUYER'S
AGENT.

T1T1.EMAIL OR HAND DELIVER COPIES OF CONTRACT AND
ALL ADDENDUMS TO CLOSING TITLE COMPANY.
112.VERIFY EARNEST MONEY IS PROMPTLY SUBMITTED
TO THE ESCROW AGENT.

113.DELIVER COPIES OF FULLY SIGNED OFFER TO
PURCHASE TO YOU.

114.EMAIL/DELIVER COPIES OF OFFER TO PURCHASE TO
SELLING AGENT.

115.EMAIL/DELIVER COPIES OF OFFER TO PURCHASE TO
LENDER.
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NEGOTIATION, DUE DILIGENCE AND
CLOSING

116.PROVIDE COPIES OF SIGNED OFFER TO PURCHASE
FOR OFFICE FILE AND SAVE ELECTRONICALLY.
117.PROVIDE COPIES OF SIGNED OFFER TO TITLE
AGENCY.

118.ADVISE YOU IN HANDLING ANY ADDITIONAL OFFERS
TO PURCHASE THAT MAY BE SUBMITTED BETWEEN
CONTRACT AND CLOSING.

119.CHANGE STATUS IN MLS TO “UNDER CONTRACT".
120.ASSIST BUYER WITH OBTAINING FINANCING, IF
APPLICABLE AND FOLLOW-UP AS NECESSARY.
121.COORDINATE HOME INSPECTION AND HANDLE
CONTINGENCIES, IF ANY.

122.CONTACT LENDER WEEKLY TO ENSURE PROCESSING
IS ON TRACK.

123.RELAY FINAL APPROVAL OF BUYER'S LOAN
APPLICATION TO YOU.

124.REVIEW HOME INSPECTOR'S REPORT.

125.ASSIST SELLER WITH IDENTIFYING AND NEGOTIATING
WITH TRUSTWORTHY CONTRACTORS TO PERFORM ANY
REQUIRED REPAIRS.

126.SCHEDULE APPRAISAL.

127.PROVIDE COMPARABLE SALES USED IN MARKET
PRICING TO APPRAISER.

128.FOLLOW-UP ON APPRAISAL.

129.COORDINATE CLOSING PROCESS WITH BUYER'S
AGENT AND LENDER.

130.UPDATE CLOSING FORMS AND FILES.

131.ENSURE ALL PARTIES HAVE ALL FORMS AND
INFORMATION NEEDED TO CLOSE THE SALE.
132.CONFIRM CLOSING DATE AND TIME AND NOTIFY ALL
PARTIES.
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NEGOTIATION, DUE DILIGENCE AND

CLOSING

133.ASSIST IN SOLVING ANY TITLE PROBLEMS
(BOUNDARY DISPUTES, EASEMENTS, ETC).

134.WORK WITH BUYER'S AGENT IN SCHEDULING AND
CONDUCTING BUYER'S FINAL WALK-THRU PRIOR TO
CLOSING.

135.RESEARCH ALL TAX, HOA, UTILITY AND OTHER
APPLICABLE PRO-RATIONS.

136.REQUEST FINAL CLOSING FIGURES FROM CLOSING
AGENT.

137 .RECEIVE AND CAREFULLY REVIEW CLOSING FIGURES
ON SETTLEMENT STATEMENT TO ENSURE ACCURACY

OF PREPARATION.

138.FORWARD VERIFIED CLOSING FIGURES TO BUYER'S
AGENT.

139.REQUEST COPY OF CLOSING DOCUMENTS FROM
CLOSING AGENT.

140.PROVIDE “HOME OWNERS WARRANTY" FOR
AVAILABILITY AT CLOSING.

141.REVIEW ALL CLOSING DOCUMENTS CAREFULLY FOR
ERRORS.

142.COORDINATE CLOSING WITH YOUR NEXT PURCHASE
AND RESOLVE ANY TIMING PROBLEMS.

143.ATTEND YOUR CLOSING.

144 ARRANGE POSSESSION AND TRANSFER OF HOME
(KEYS, WARRANTIES, GARAGE DOOR OPENERS,
COMMUNITY POOL KEYS, MAIL BOX KEYS, EDUCATE
NEW OWNERS OF GARBAGE DAYS/RECYCLING, MAIL
PROCEDURES ETC.).

145.HAVE A “NO SURPRISES" CLOSING AND PRESENT
SELLER A NET PROCEEDS CHECK AT CLOSING.

146.TIE UP ANY LOOSE ENDS FROM BUYER WALK
THROUGH AT CLOSING, IF NECESSARY.

147.CHANGE MLS LISTING STATUS TO SOLD. ENTER SALE
DATE AND PRICE, SELLING BROKER AND AGENT'S ID
NUMBERS, ETC.
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NEGOTIATION, DUE DILIGENCE AND
CLOSING

148. ANSWER QUESTIONS ABOUT FILING CLAIMS

WITH HOME OWNER WARRANTY COMPANY IF
REQUESTED.

149.ATTEMPT TO CLARIFY AND RESOLVE ANY CONFLICTS
ABOUT REPAIRS IF BUYER IS NOT SATISFIED.
150.RESPOND TO ANY FOLLOW-ON CALLS AND PROVIDE
ANY ADDITIONAL INFORMATION REQUIRED FROM
OFFICE FILES.

151.HELP YOU RELOCATE LOCALLY, OR OUT OF AREA WITH
HIGHLY EXPERIENCED AGENTS ACROSS THE GLOBE
—YOU ARE SURE TO HAVE THE HIGHEST QUALITY
AGENT TO HELP YOU ON BOTH SIDES OF YOUR MOVE
TO MAKE IT WORRY AND STRESS-FREE.




exp

REALTY

“Getshre  REALTOR

“WHEN | FIRST MET PAZI, HE WAS NOT ONLY AN AGENT IN MY OPINION. HIS PROFESSIONALISM NOT
ONLY MAKES YOU FEEL LIKE YOU ARE A CLIENT, BUT MORE LIKE FAMILY. HE WAS AN AGENT WHO TAKES
HIS BUSINESS VERY SERIOUS. HE IS EXTREMELY RESPECTFUL, CALM AND MOST IMPORTANTLY HELPFUL.

HIS KNOWLEDGE OF THE TYPES OF HOMES HE SHOWED WAS PHENOMENAL. ANYTIME WE HAD A
QUESTION, HE MADE HIMSELF AVAILABLE. THE LINE OF COMMUNICATION IS ALWAYS OPEN. HE PRESENTS
EVERYTHING VERY CLEAR SO IT CAN BE UNDERSTOOD. PAZI IS AN OUTSTANDING AGENT AND

THE ONLY PERSON | WILL COME TO WHEN IT'S TIME TO DO BUSINESS!”

—T.L. BRIGHT

678-250-5501
ListWithPazi.com a



