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You can Count on Our Expertise with the Home you are In Now 
 
 
 
Dear Client Advocates,                                   June 2016 
 
Whether your property or a family member’s or friend, whether it has been owned for decades or less than 
five years, newer, older, house, condo, urban or rural… We are confident that having us in your corner to 
assist you with decision-making options will create a positive difference in your experience. Whether it is our 
database of vendors, or brainstorming about a remodel, or specifically talking about what it would look like to 
sell your property, we are delighted to be of service. 
 
This month’s flyer features 10 reasons why it is essential to have a real estate professional by your side when 
you sell your home. Selling a home can be an emotional process for many sellers – there will no doubt be 
some level of upheaval and there is frequently timeline uncertainty. Our expertise will serve you as you make 
decisions about what needs to be done to get your home ready to list to best maximize your opportunity. We 
will provide data and guidance to price it competitively, again always with the goal to maximize your 
opportunity. We are here to help you through the entire process. 
 
Beyond the annual offers of a market analysis that you receive, we are always available to give you an 
overview of your property’s current position in the market. If you are considering selling your home, we 
would like to arrange a visit so that the market analysis can be even more specific to your property and your 
goals. That’s when we can talk about pros and cons within the preparation to sell options. And discuss more 
about the process and what you can expect.   
 
Please do not hesitate to ask for our counsel even if the topic is a remodeling project and you are seeking 
some insight into what would be most marketable ‘later.’ Bathtub vs. oversize shower. Combining two 
bedrooms to create one larger one…  Those are two we have heard fairly frequently! Sharing our insight into 
what may be perceived as most acceptable by buyers, perhaps even most expected, is a pleasure. We love calls 
like that! It’s fun to review and see the options with you. And we so enjoy it when remodeling is done so that 
you can enjoy it for the foreseeable future, not just to get your property ready to sell. 
 
As always, if you do have work that needs to be done on your property, we have a database of resources to 
share with you! This month’s includes: 
 
Spotlight Vendors for June 
 

Corinne Bauer - Corinne Bauer Skin Care - CorinneBauer.skincare@gmail.com - 425-478-6963 
Aesthetician, Body Treatments, Pedicures 
 
Eden Advanced Pest Technologies - Info@edenpest.com - 800-401-9935 
Pest - Organic 
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Mark Haight - Haight Carpet & Interiors - 425-318-1671 
Countertops, Floors - Bamboo, Floors - Carpet, Floors - Cork, Floors - Laminate, Floors - Stone, 
Floors - Vinyl, Floors - Wood, Radiant Floor Heating, Tile 
 
Steve Greso - S.V. Greso Inc. - sgreso@msn.com - 425-788-9345 
Septic 
 
Brett Vandenbrink - AA Window and Gutter Cleaning - info@aawindowgutter.com - 425-482-6716 
Gutter Cleaning, Roof Cleaning, Window Cleaning 
 

 
We are also happy to put in a plug for A Advanced Carpet, offering cleaning not only of wall-to-wall 
carpeting but also area rugs (they will pick them up and bring them back) and repairs; they also do tile 
cleaning. We have four $50 off coupons (restricted to new customers) that we are happy to share, first come 
first served; just write or call us! 
 
And THE MARKET. We have been posting quite a few articles to the Group Estes website Items of Interest 
section. And you will see the numbers in the Market Stats section. Suffice it to say, Seattle is the second 
hottest metro area in the country (Portland is #1) and Seattle posts the lowest inventory. Average Sale Prices 
keep going UP. And with all of the Brexit reaction and commotion, interest rates, at this moment at least, 
have dropped a bit. It’s an amazing time and we appreciate the opportunity to serve both buyers and sellers 
throughout the region.  
 
Last, but not least, we are ramping up our wine tasting fundraisers in support of Northwest Harvest again. 
We are in the process of getting one scheduled for August. And we will be at Michael Florentino Cellars on 
November 12th. Thank you so much to all of you who have participated and for bringing in (and sending in!) 
cash donations. With your donations, the winery donations (in many cases when you buy bottles of wine, they 
donate part of their proceeds; thank you, winemakers!) and our transactional gratitude donations, we just 
surpassed $16,000 in donations. Thank you for helping us to support an important cause. 
 
We wish you a safe and fun-filled 4th of July holiday weekend, and an enjoyable summer. And we appreciate 
your advocacy and the opportunity to be of continued service to you and the people you connect us with. 
 
Thank you! 
 
 
 
Always looking for more ways to be of service … if you know of someone who would appreciate the consistent level of service we 
provide, please introduce us via email, or call / text us with their name and contact information, and we’ll be happy to follow up 
and take great care of them. 

 



 10 Reasons You Need a 

Real Estate Pro  
to Sell Your Home

1     UNDERSTAND THE LOCAL MARKET 
The internet gives you access to more information now 
than ever before. An experienced real estate professional, 
like me, is able to help you understand this information 
in the context of the local market and interpret what it 
means to your home sale.

2    PRICE YOUR HOME COMPETITIVELY
When you list your home, you want it to sell quickly and 
for top dollar. Having professional assistance will help you 
do both, especially in competitive markets. 

3    OPTIMIZE ONLINE MARKETING STRATEGIES 
Buyers are savvier than ever. To find the right buyer, we 
have to go where they are. We’ll do more than put a sign 
in your yard to attract buyers; we’ll utilize the latest online 
marketing tools to show your home at its best and entice 
buyers to learn more. 

4    TARGET THE RIGHT BUYERS 
A marketing strategy means nothing if you’re not  
targeting the right buyers. The first few weeks a house  
is on the market are vital. The longer a home remains  
on the market, the more likely a seller will have to reduce 
their listing price and/or offer incentives, such as a  
home warranty policy or assistance with closing costs,  
to attract buyers.* A real estate pro has the experience  
and connections to find the right buyers for your home.

5    GET MORE MONEY FOR YOUR HOME 
All sellers want their homes purchased at the listed 
price, if not more. Studies show that enlisting the aid of 
an agent to sell your home will net you more money 
than trying to sell it yourself. According to the National 
Association of REALTORS® 2015 Profile of Home Buyers 
and Sellers, the average for sale by owner (FSBO) sold 
for $210,000 compared to an agent-assisted home sale, 
which sold for $249,000.

6    NEGOTIATE IN YOUR BEST INTEREST 
Buyers are looking for a deal on a home, and they’ll  
hire an experienced agent to negotiate the sale for  
them. Having a real estate pro on your side will even  
the playing field and help you negotiate the terms of 
the sale with your best interest in mind.

If you’re thinking about selling your home, don’t do it alone.  
Although some sellers may initially try to sell their home  
themselves, they soon realize they need an experienced  
professional on their side to help them through the process. 



7    SPOT POTENTIAL CHALLENGES 
Every real estate transaction is different. While we hope 
the transaction goes smoothly, setbacks and other  
hiccups often occur, and at the most inconvenient time. 
Sellers who have listed their homes themselves may not 
have the experience and know-how to deal with these 
issues as they arise; however, a real estate pro can tap  
into their experiences to handle potential problems, such 
as issues with a home inspection or problems with a title, 
and mitigate their impact.

8     OFFER TIPS TO IMPROVE YOUR HOME’S VALUE 
AND MAKE IT MORE ATTRACTIVE TO BUYERS 
Sellers typically update their homes before they list. 
While some simply paint each room a neutral color  
and do a thorough cleaning, others may do a kitchen  
or bathroom remodel to boost their home’s value and/or 
help it sell faster in a competitive market. What should you 
do to boost your home’s value and give it the competitive 
edge in our market? Ask me!

9    TAP INTO A NETWORK OF AGENTS 
I work alongside other local real estate professionals,  
and have a database of thousands who may have  
clients looking for a home just like yours. Marketing  
your home to other agents is another way to help us 
find a qualified buyer.

10     TAP INTO A RICH NETWORK OF 
SERVICE PROFESSIONALS 
Real estate professionals work with a variety of service  
and tradespeople, including contractors, landscapers, 
movers and more. There is an average of 26 services 
involved in a real estate transaction in the 30 days before 
and after it has closed; however, you may need to tap  
into these services long after the ink has dried. From a 
plumber to a gard ner, a real estate pro can refer you to 
a reputable tradesperson in your local area.

What do sellers want  
most from their agents?
Sellers want their agents to get their homes off the market; however, 
there is more to it than that. The National Association of REALTORS® 
asked what recent home sellers want most from their agents. Here’s 
what they said, in order of popularity:* 

1. Market home to potential buyers
2. Sell home within a specific timeframe
3. Find a buyer for the home
4. Price the home competitively
5. Find ways to improve the home and sell it for more

If you’ve been thinking of selling your home, give me a call! We’ll discuss your home’s value, 
answer any questions you have and give you the scoop on our local market.

While sellers have recommended their agents a median of 
one time since selling, 20% of sellers have recommended 
their agents four or more times.*

*Source: NAR 2015 Profile of Home Buyers and Sellers

84% of sellers would
probably or 

definitely use their real estate
agent again, or recommend
them to others.*


