SPECIAL INSIDER’S REPORT:

WHAT YOU MUST
KNOW TO SELL
YOUR HOME FOR
THE MOST
MONEY, FAST!

Dear looking-for-a-profit home seller,

Please, alow me to ask you a question:

How Would You Like To Know The 7 Essential Steps You
Must Take To Sell Your Home For The Most Money, In The
Quickest Amount Of Time, And With The Least Amount Of
Hass e Possible?

| reglizeit’sa silly question.

Because if you are like everyone else, when it comesto selling your home,
you want your money.

Y ou want your money out. You want as much as possible. And you want it
as quickly as possible!

At least that’s what your head says.
Your heart struggles with it. We're talking about your home here, not just

another off-the-shelf commodity like acar, or a stereo, or an old set of golf
clubs.

Y our house isn't just another thing.



It"s not like you're holding a garage sale and selling an old set of
encyclopedias that nobody ever used, or an old banged up gas can, or a

bunch of out-of-style clothes you haven't been able to fit into since high school.
No, selling your home is very different than that, isn't it?

Very different.

Y ou want to get the most money you can out of the deal. Y ou know you
should treat the whole transaction as an investment - but it’s hard.

Because it isn't just a house we're talking about here...
It’s Your Home!

Thisisthe place you’ ve made memories...
And where you've moved this or that in order to get it “just right.”

Thisis where you've shared your hopes and your dreams, as well as your
disappointments and frustrations.

You've laughed here. Cried here. And held each other.
Thisis where you have lived your life. At least for awhile.

And leaving...selling your home isn't like selling just another thing. Y our
emotions are involved.

Depending upon circumstances, you may be experiencing all kinds of
emotional concerns:

“Should wereally be moving now?”

“Isit fair to thekids? What about their friends? What about school?”
“Do wereally need a bigger house?”

“What if | really don’t like the new job?”

“Can wereally afford to be doing this?”

“What about the financing? What if it doesn’t go through?”

“Will we even get the money we need? What if we don’t get our price??”



With all those different questions tumbling around in your mind, with all those mixed up
emotions and concerns, how do you keep the sale of your home purely objective?

How do you keep the sale of your home purely afinancial transaction?

It'sredly hard.

But, redlistically, you know you have to. Somehow.

Y ou see, the first and most important step in selling your home, for the most profit in the
shortest amount of time, involves approaching it with a subtle balance between emotions
and objectivity.

Emotionally, because it’s your home, you place a very, very high value on it.

And you know (because you’'ve wisely taken the time to check it out) what other
houses ar e selling for in your area. You know, objectively, ‘that’s the value' the

mar ket places on your home.

But you don't believeit. You can’'t. You know your homeis better. You know how
much time, money, care, and love you’ve put into it.

And it’sonly natural that you'd want more for your home.

It'sonly natural for you to want every potential buyer to absolutely and wholly agree with
you. After dl, it'sonly obvious! Your homeisworth more. It isdifferent. Itisworth
every dime you're asking for it.

And you want them to offer full price - right here, right now - two minutes after you put it
on the market.

But, redlistically, objectively, you know the chances of that happening are dim.

Understand, it doesn't matter if you decide to sell your home yourself or hire a
professional real estate agent to represent your interests, there isno roomin today’'s
market for run away emotions and guesswork.

Y ou simply have to approach the sale of your home with minimal emotion and a
maximum amount of thorough, objective, state-of-the-market facts in order to pull out the
most profits.

There are 17 common mistakes many home sellers, and real estate agents, make which
can cost thousands upon thousands of dollars in lost profits and needless expense, as well
as months upon months of wasted time on the market.

Take alook at Jeff and Joanne's story.



Can you spot how many home selling mistakes they made?

“Jeff...” Joanne hesitated. She knew immediately what the phone call meant. Tears of
anger and frustration began to well up in her eyes.

Jeff heard the pain in his wife’s voice. He had never felt so “out of control,” so helpless
inhisentire life. He met hiswife'seyes. “They hired P...Pete Waltran,” Jeff said
resigned, his voice cracking with emotion. “He's flying out Monday.”

“Oh, Jeff. That's not fair. It'snot our fault!” Joanne said emphatically. She swung her
armsin awide circle. “If...if only we could have sold this stupid house we...w” - bitter
frustration choked off her words and she started to sob.

It seemed like only yesterday that their dreams wer e finally coming true.

Alan Brett, Jeff's friend and co-worker since college, had been recently promoted to Vice
President of Operations and wanted to bring Jeff in as the National Marketing Director.

It was like a dream come true.

The new position would mean a huge increase in pay as well as a great benefit package
that included comprehensive dental for the kids which was perfect because Jody, their
oldest, needed braces.

Of course, the new position would also mean making a move back east. But even that
was perfect. The move would put them within driving distance of both Jeff and Joanne's
parents, which was becoming more and more important because they were getting “up
there” inyears. Besides, it would give the kids a chance to be spoiled, by not only one set
of grandparents, but two!

The thought of not accepting the offer never even crossed Jeff and Joanne’s minds.
It was perfect! Likeadream cometrue! And they were really excited!!
The only concern was selling their house.
Alan had arranged for the company to pay their moving expenses, but they would have to
get their home sold and secure a new place to live on their own. And he said that Jeff had
to be moved and settled in within 90 days.
Jeff and Joanne didn’t waste any time...
The morning following Alan’s offer, Jeff and Joanne called areal estate agent known to

be the “neighborhood expert.” Beatrice, a six-year veteran in the industry, came out that
same afternoon and took her time walking the house, taking notes.



She praised Joanne for decorating the house so nicely and seemed really impressed with
the redwood deck, gazebo and spa they had spent over $10,000 putting in their back yard
less than two years ago, calling it “smply fantastic” - “just what buyers are looking for.”

Within minutes, Jeff and Joanne felt comfortable and told Beatrice the price they needed
to get out of their home and asked her to list the house immediately!

“WEell, okay,” Bestrice said, shrugging her shoulders. She hung her head in mock
helplessness. “If you ingist!”

Jeff and Joanne both laughed.
They felt good.
Everything was going so smoothly.
The“For Sale Sign” Goes Up!
The next two weeks were crazy with activity.

First, Beatrice got the “For Sale Sign” put up in their front yard, complete with a clear
plastic box that she filled with brochures she had designed specifically for their house.

A couple of days later, a“caravan” of agents from Beatrice's office stopped by and
walked through their home. Everyone was talking and seemed really excited. Some of
the agents even took notes, which Beatrice said was a good sign.

Then Beatrice ran two adsin the paper. One was a “for sale” ad and the other another
announced their first “Open House” to be held Sunday afternoon.

At first, Joanne didn’t mind all the extra work of keeping the house spotless, picking
up after Jeff and the kids, opening the drapes, and turning on all the lights and the stereo
making sure everything was just perfect because “we've got a showing in half an hour!”

At first.

After al, the first two weeks were kind of exciting. But soon the weeks turned into a
month. And then two months!

The excitement was rapidly turning into panic.

And whenever Jeff and Joanne talked to Besatrice about their concerns, she always had an
answer for everything - except why their house wasn't selling. Except why no offers had
been submitted!! She even had the audacity to say that summer was notoriously sow for
selling homes in their areal (When she listed their home in May, Bestrice had been all
excited about the fact that summer was rapidly approaching because, she said, “ Summer is



when the buyers come out in droves. Winter is notoriously slow, but summer is
excellent!™)

Beatrice had an excuse for everything...

“Relax. We've had a number of positive showings. The feedback has been good from all
the showing agents. Offers are bound to come pouring in anytime!” (Just one offer
would be nice!)

“WEell, the feds are talking about raising interest rates again and | think the buyers are just
sitting back with a“wait and see” attitude. I1t'll pass.” (Interest rates are lower now than
they have been in the last decade - so what’ s the real problem?)

“There’sbeen alot of layoffsin the arealately. Y ou know, corporate downsizing.
Buyers are just alittle nervous, alittle skittish, and that makes the market soft. It’ll
tighten up.” (What are we talking about here - marketing a home or a bowl! of Jell-O?)

Jeff was sick of the excuses. So was Joanne.

Nothing was happening.

Nothing.

And the deadline was rapidly approaching when they had to have the house sold! Jeff
had aready flown back east and made an offer on another home contingent on the sale of
this home and tying up all of their savings in the process.

Jeff and Joanne didn't know what to do. They were afraid to start al over with another

agent...there simply wasn't enough time. Even if they received an offer right now, today,
it would take a miracle to close escrow in time to make the deadline.

It was the end of August when Jeff received that final call from Alan. “Jeff, I'mreally
sorry, but we just can’t wait any longer. If it was up to me...well, you know. The board
already talked to Pete and he said he'd move out here immediately. There's nothing | can
do. My hands aretied. | really thought you'd be out here by now.”

Within an hour, Jeff picked up the phone and called Beatrice. “Take our home off the
market,” Jeff said, defeated.

So much for dreams.

*kkkkk*k
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What happened to Jeff and Joanne is not an unusua occurrence.
The fact is, amost 50% of al homes do not sell within the original listing period.

It happens all thetime. BUT...IT DOESN'T HAVE TO!

How Many Selling Mistakes Did You Spot?

Selling your home successfully is like tuning in your favorite radio station - you have
to be precise. A twist of the dia alittle too far left or right and you get static. If you

clear, stereo quality reception, you have to be precise. The same applies to selling your
home.

Here are 17 costly mistakes many sellers (and agents!) commonly make that can add up to

thousands of lost dollars and months of wasted time when you sell your home...or cause it
not to sdll at all.

Using the outdated mar keting techniques of the 70'sand 80’ sto sell your
home in today’s technically savy world

Not resear ching the pros and cons of the market before you start to sell.
Not adequately considering the “timing” of your sale.

Not taking into account the “ total market inventory” when positioning
your home for saleand determining your asking price.

Using a standard CM A or documentary transfer tax recordsto set the
price of your home.

Adding the cost of home improvements on top of your salespricein an
effort to recapture all the money.

Not under standing the “ buyer’s’ motivations and emotional
involvements.

Not knowing how to properly “detail” your home, to createthe
appearance of a “ model
home” to attract immediate interest from both buyer s and agents.

Not having a contingency plan in place.



Not arranging bridge financing or a “ buy-out” option if you have a
deadline.

Hiring areal estate agent based upon their personality and supposed
“expertise” of any particular area.

Not thoroughly under standing real estate financing, contract, and
negotiation skills - whether you sell the home your self or hire agent
representation.

Allowing a real estate company to “ buy your listing” with an inflated,
unrealistic salesprice.

Hiring an agent or company based on “image”, i.e., “we're number one,
the biggest, the best, more visible.”

Believing a real estate“license” meansreal estate “ expertise” and
trusting that “expertise” to get your home sold without a solid,
demonstr ated marketing plan that you can under stand.

Getting “locked into” along term listing agreement simply on the basis of
being told, “it iscompany policy.”

Not fully evaluating the value of selling your home yourself! (Though
most agents would hate to admit it, in some cases, it is very advantageous
for you to sell your home your self.)

Asyou can see, thereisalot more to selling your home than smply plunking asign in
your front yard and running an ad or two. And thereis alot more to hiring ared estate
agent than simply going with and trusting the “Hire us because we're great” routine. A
lot more.

Thereare FACTS...

“There are atota of thirty seven 3 bedroom, 2 bathroom houses on the market in this area
between the price of $127,000 and $162,000. In order to best position your home on the
market, we need to follow a 7-step home selling system. We need to do this, this, this,
and this. Thisiswhy...”

and thereisHYPE.
“Trust me, I'm the expert; you don’'t need to understand. 1'll take care of everything. My

company is number one, the biggest, the best, the most widely known and advertised...”
When It Comes To Selling Your Home - You Have A Right To Hear The Facts!



In this Special Insider’s Report, I’ ve outlined a number of costly mistakes people
commonly make when selling their homes. At our meeting, you will be provided with
even more valuable information - hard hitting, specific facts - that will ensure the sale of
your home for the most money in the shortest amount of time and with the least amount of
hassle.

And I'll talk more about how you can get other reports in aminute, but first I'd
like to explain why | haven't included them here.

You see, | provide the information in this report to everyone who asks for it —

including my competitors - as a free, public service. However, | provide more information
specific to your needs, only to serious, bona fide homesellers. Why? Because | have

wor ked hard and long to develop my materials and, quite frankly, my competition
would loveto get their hands on the detailed infor mation | have!

Please realize, | have no problem sharing the specific details of my 7 Step Home
Marketing System with you - FREE, without obligation - whether your planisto sell your
home yourself, hire me, or hire one of my competitors. 1'll give you the basic formula
here, in this report, and personally provide you with the specific, nuts-and-bolts later.

My only request is that you keep the “specifics’ confidential. Fair enough?

Buying and selling real estate isa game, pure and simple.
A game in which professionals and amateurs compete side by side. Nothing wrong with
that, you might think, accept for one thing. In order to win the game, you to need to

know facts.

Y ou need to be prepared and informed about the game rules, the smokescreens and the
traps that exist only to separate you from your equity, your money and your time.

Asarule, most real estate agents are not willing to eliminate all the “hype” and just
present you with “facts” - alowing you to decide for yourself what isin your best interest.

“Should | sdll the home myself?’

“Should | hire a professional real estate agent to handle it for me?’

Why? Because that is not how they have been taught to play the game.

In the easy money days of the 70's and 80's, you didn’t have to be a genius to win the real
estate game. Anybody could sell their home at a profit. You didn’t need “facts.” You

simply plunked asign in your yard and that was it. It wasthe classic “seller’s market.”

Y ou remember those days...gas lines and high, double digit inflation...
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Y ou could buy a house on Monday, sell it on Tuesday, and pocket a fistful of cold, hard
cash on Wednesday, buy another house on Thursday, sell it on Friday, pocket a...

Easy money.
Remember?

Weéll...those days are gone forever.

Today, in many parts of the country, people have actually watched the value of their
home drop! Inflationisn't in the cards - there may be little spurts, here or there, but
there' s no long-term outlook for the high rates of the 70's and 80's, which made the
game of salling easy.

No, the selling climate today is much, much more difficult. Buyers are much more
discriminating and wary about spending their hard earned money. And who can blame
them?

There smply aren’t any guarantees anymore.

People are nervous about the economy. They’re nervous about losing money in a

roller coaster market. They're worried about losing their jobs or being transferred within
acouple of years. They’re anxious about noisy neighbors, drug-infested parks, bad
schools and the possibility of a horrible commute. They're worried about rising interest
rates and government meddling in their business.

The days of simply buying a house because you like it, are over. When profits are not
automatically forthcoming, when job security is a myth, when the economy is soft —
emotional buying takes a back sest to facts.

Today, buyers really think about specific things before they buy. They are much, much
more discriminating about how and where they spend their money.

To successfully sell your home today, you have to master and apply,
in logical order, alot of information.

Whether you are selling your home yourself or hiring someone else to do it, you need
very precise marketing information that shows you how to position your home in the
marketplace to squeeze out the highest price in the shortest amount of time.

In a market where every buyer counts- YOU NEED A SYSTEMATIC APPROACH
TO 1) ATTRACT A NUMBER OF BUYERS, 2) CONVINCE THEM OF THE VALUE
OF YOUR HOME, AND 3) GET THEM TO BUY YOUR HOME FROM AMONG
MANY THAT ARE AVAILABLE.



Nothing can be left to chance. But, frankly, that is exactly what many real estate agents
do when they insst on advertising and marketing your home based on the mentality of the
70'sand 80's.

The market is much different today. Buyers think much differently today.

The age old practice of placing a“For Sal€’ sign in your front yard, holding an Open
House once or twice, and running a common, ordinary, boring ad that looks just like
hundreds of other adsin the paper and the local Home Buyer magazine just will not cut it
in today’s technically savy environment!

The 7 Essential Steps You Must Take To Sell Your Home For The M ost
Money, In The Quickest Amount Of Time, And With The Least Amount
Of Hassle Possiblel

Knowing and using these 7 essentid, yet simple steps is crucia to achieving the best deal
possible - whether you decide to sell your home yourself or hire a professiond real estate
agent to help you.

Despite all the hot air you might hear from people who sell real estate for aliving (who
insist what has always worked will always work), you must protect yourself, your money,
and your interests by taking the time to learn these 7 essential steps for yourself.

Then, later, should you decide to hire someone to help you, you will find yourself in a
position to sort out the “facts and figures® that you need to know from all the sales “hype’
that means absolutely nothing.

Y ou must take sole responsibility for your well being. And take it seriously.

Take alook at the seven-step system | have outlined in thisreport. Then, if this new
approach to marketing your home makes sense and you want to learn more, |1'll show you
how to skillfully and specifically apply each of these critical stepsto get your home sold
for the most money in the shortest amount of time!

7 crucial steps you must taketo get top dollar for your homein today’s technically
savy world!

1. Understanding the “ Total Market” concept of positioning your home to attract the
greatest number of buyers.

2. Using the “Total Market” concept to accurately appraise the value of your home.
(The standard CMA is ssimply not enought)
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3. Pricing Your Home to Appear lower than market value, yet actualy asking for more
than market vaue (This one crucia step will get buyers and agents flocking to your
door!)

4. Properly advertise and market your home - Using New Technology (Don't usethe
same old boring ads everyone else is using, and that nobody looks at!)

5. “Detailing” your home for sale. (Y our goal isto set your home apart from every
other home on the market - instantly attracting buyers to your home.)

6. Learn how to qualify buyers and negotiate offers. (Since we are talking about your
money here, the risks of not knowing how to properly qualify and negotiate are too
great to ignore or leave to chance!)

7. Understanding and helping the buyer obtain financing, removing contingencies, and
closing the sale. (Y ou need a strategy to avoid and eliminate potentia problemsin
escrow, which can undermine your sale!)

| have spent years refining, applying, and proving these seven stepsin the real world,
where they have worked time after time and | can assure you -

The better you under stand and systematically apply these seven steps,
the better results you will get.

And better results means more money, in less time, and with the least amount of hasde
possible.

And isn't that what you ultimately want, whether you decide to sell your home yourself or
use the professional services of alicensed agent to help you?

Of courseit is!

And that iswhy you must insist on timely, accurate information and facts...not just a
bunch of pretty pictures, fancy brochures, mere opinion, and empty promises.

Y ou should insist upon and expect to get straight answers to your questions - not just alot
of sales mumbo jumbo and marketing “hype” that does nothing to ensure the proper
marketing of your home but serves only to extol the virtues of a company or agent by

stating how they are the “biggest” or the “best” or the most “highly visible” or whatever.

It's one thing to say “we're the best, we provide the highest levels of quality, integrity,



make

and service” and quite another to prove it by backing up each and every statement made
with facts that relate to the market and outlining an exact, step-by-step system designed
solely to market your home.

“Trust me-we'rethebest” - doesnot get your home sold!

Marketing skill and precison gets your home sold.

Lameexcuseslike “the market is soft right now” or “it only take one buyer to
adeal” - doesnot get your home sold!

A proper understanding of total market conditions, making sure all the numbers add up,
proper positioning and advertising and an aggressive, systematic marketing plan of action
will get your home sold.

Empty, vain “promises” - will do nothing to get your home sold!

Facts, facts, and more facts - and marketing prowess - that is what sells homes.

When you use a systematic “marketing plan” to sell your home, you don’'t have to worry
about running out of time and getting pressured to take less than what you should. You

don't have to worry about “taking chances’ and “hoping for the best.”

Listen to Ken and Barbara s story. Can you spot the difference that made all the
difference in the world?

kkkkkk*k

Ken made aright turn onto Seahorse Lane and immediately spotted the moving van
parked in front of their new home. Their new home. A big grin cracked his face as he
glanced a Barbara. She was smiling too.

They wer e as excited as two kids getting their first bikes.

It was like a dream come true.

All those year s of hard work, saving, sacrificing and it wasfinally here - the day
they had been waiting, hoping and dreaming for - the day when they would be
ableto moveinto their brand new homein an area that was perfect, just minutes

away from both of their jobs!

And the schools were some of the best in town. They were adequately funded and very
progressive in their approach to education.
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And they were flanked by two large malls - both within a five-minute drive, tops.
Grocery stores, movie theaters, and gas stations - everything was real close by.

And there was even a neighborhood “captain” that handed out a monthly newdetter
keeping everyone up-to-date on the latest community events and activities.

Ken and Barbara couldn’t have been happier.
And it was al so easy.

Even in their most optimistic moments, Ken and Barbara never dreamed they would
ever be ableto sell the old home and buy a new one - all in less than 45 days!

It was incredible. Even they were shocked a how quickly their house sold.

Especialy since there were three other houses within the same block that had been sitting
on the market for months.

Months...just sitting around and waiting for a buyer.
At first, Ken and Barbara thought their home would probably sit on the market forever
too. But, what the heck. It certainly couldn’t hurt to make an offer on their dream home
if the seller would take an offer contingent on the sale of their present home. What's the
worst that could happen? They wouldn't be able to sall in a reasonable amount of time
and have to withdraw their offer? No big deal. So, Ken and Barbara did it. They made
an offer on their dream home and it was accepted!
Following the sage advice of afriend, Ken and Barbara decided to interview a number of
real estate agents before choosing one to sell their home. (They never seriously thought
about selling it themselves because they weren't comfortable with their limited knowledge
of financing and contracts and they didn't fed they had enough time to learn it all.

Besdes, they really didn’t want to tie up their weekends for what might turn out to be
months!)

After thefirst three agents came over, Ken and Barbara wer e less than impr essed.
They werelike clones. Or parrots.

They all said the same things...

“We're number one in the nation.”

“We specidize inthisarea. We sell more homes in this area than anyone.”

“We set the standards for the rest of the industry.”

“Our professional reputation is without blemish, and a professional reputation is



important, isn't it?’
“I’'m thetop residential agent in thisarea.”
Etc,, etc,, etc...

Not once did any one of three ever present a valid, a step-by-step strategy for selling their
home. Oh sure, they all said stuff like “we have the most aggressive advertising in the
industry” and “our signs are specifically designed to draw attention”, but never once did
they hear anything remotely resembling a “strategic marketing plan.”

Reta, the fourth agent they interviewed, was different. Surprisingly different.

Similar to the first three agents, the first thing Reta did upon her arrival was tour the
house. The difference was - Reta took extensive notes - and offered a number of helpful
hints about how best to prepare their house for a good showing.

Later, at the kitchen table, Reta began her presentation by telling Ken and Barbara she
was going to show them a seven-step system of how to sell their home for the most
money the market would pay and in the quickest amount of time.

She made it clear that they could successfully market their own home if they followed the
seven strategic steps - if that is what they decided to do.

Ken and Barbara couldn’t believeit! Reta was actually going to teach them how to
sell their house themselves. I ncredible!!

And she did. Reta explained the seven-step system to them in detail, pointing out that
perhaps the most important step was to obtain the “right” information, information not
contained in the usual CMA presented by most agents. This “right” information, she said,
IS necessary to properly position the home on the market for a quick sale.

Reta was the first agent to fully explain exactly what was necessary, in step-by-step
detail, to sell their home - with or without the help of a realty professional. No hype.
No “trust me, I'm the best” nonsense. Just plain, down-to-earth, sensible facts.

Ken and Barbara were so impressed with her honest approach and appraisal of the
market, they hired her to list and sell their home. Three weeks later, they had signed and
accepted a bona fide offer on their home.

Threeweeksand it wasa done deal.

The neighbors couldn’'t believe it. The sdllers around the corner who still had their home
on the market - couldn’t believe it. Even Ken and Barbara had to pinch themselves... and
they knew the secrets responsible for their success, the little known marketing tips that no
other agent besides Reta had even mentioned...
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They lear ned the value of “ total market perspective” in order to get the
highest price.

Reta had revealed the biggest, most common mar keting mistake most
real estates agents make.

They lear ned why an ordinary, neighborhood CMA simply isn’'t good
enough to determineprice.

They lear ned why they must never allow the agent to “ set” the price of
their home.

Reta taught them the value of “timing” their salein order to guarantee
the highest price.

They lear ned the simple, logical reason why most advertising used by the
industry isineffective.

They lear ned how to use theright kind of advertising to get buyersto call!

They lear ned the absolutely critical thingsthat really cause a home to sell
in any market!

Reta showed them a jealously guarded “pricing secret” that attracts
buyerslike beesto honey.

They used inexpensive techniquesto “ detail” their home for good
showings.

They understood the 5 steps of the buying processthat every seller
should know.

They learned the 3 things that every buyer must seein a home before
they will buy it.

They used a number of “invisible negotiation” secretsto gain a fast
commitment.

Reta shared with them the necessity of have a “ contingency plan” in
place.

And most importantly, they learned how to apply the “ 7 Step System” to

get the highest pricein the least amount of time and with the least amount
of hassle - with or without professional help.

Y es, Reta shared all these tips and more, and by putting them all to use and leaving



nothing to chance, Ken and Barbara sold their home in three weeks. Three weeks later
they closed a double escrow and were happily, unbelievably moving into the “home of
their dreams.”

Wasit magic? A freak sale? Luck? Simply being in the right place at the right time?

No. What Ken and Barbara learned from Reta was a number of specific techniques,
techniques not known or used by more than one out of a hundred real estate agents, that
can be used to sell your home fast and for the highest price the market will bear.

The knowledge and marketing tactics | will teach you is valuable, valuable stuff. Crucial,
even, to getting your desired results - whether your goal isto sell your home yourself, hire
aprofessional, or smply to figure out why your home didn't sell the first time.

| absolutely, 100% guarantee you, the powerful marketing techniques you will learn is
NOT simply more of the “usual stuff” you will hear from every other agent out there.

You Will Learn A Strategic 7 Step Approach
To Selling Your HomeIn Today’sWorld, For Top Dollar, Fast!

- with or without professiona help.

Did you know that almost half of the homes placed on the market go unsold during the
firgt listing period? Do you want to know why they go unsold?

One of the most compelling reasons can be found right in your Y ellow Pages. Go ahead,
get out your Y ellow Pages and turn to the real estate section. I’ll show you something
that will answer alot of questions you might be having...

Okay, now take alook at all the ads. Read a half a dozen of them. Do you see anything
familiar about each ad? Aren’t they all saying the same things?!

Every single ad looks the same...they give the same promises...the same “call us, we're
the best” type slogans and sales hype. It'sall worthless “copycat” advertising. Nothing
in their ads ever address the emotional needs of a buyer or seller and prompting them to
call.

The same is true with all the ads you'll find in the Home Buyer's Magazines. Dry, dull,
lifeless. Almost sterile. Nothing whatsoever to motivate a buyer to pick up the phone
and call - absolutely nothing.

That’s the problem with most real estate companiestoday. They are stuck using the same
old tired advertising and marketing techniques that used to work back in the 70'sand 80's
and they are counting on them to still work in today’s computer savy world!
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