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As a real estate agent, | strive to provide my clients
with a 5-Star experience throughout the process of
selling their home. | take the time to get to know
each of them, understand their goals and create an
action plan tailored to ensure all of their real estate
needs are met. Developing lasting relationships with
my clients is of the utmost importance. And | do that
through providing a high level of service that is built
on trust and reliability. | take much pride in being
the person chosen to guide others through such an
important transaction.

| am a California native that has spent my entire life
in the Bay Area and Orange County. | hold a B.S.

degree in Finance and have a background in INTANGIBLES
D?SIQn' SOleS Ond MCH'I(GTI'H.Q. My We”_rounded ) ° By atftracting the maximum amount of interested buyers,
S|<|||se’r tra ns|o’res fo ’rhe Oblllfy to prepare proper’rles your property will sell for the highest marketable price possible.
for sale, effectively market them, and negotiate the o | promise fo be honest, ethical, transparent and
sale on the behoH O'l: my client’s best interest. stand-by a commitment to providing the highest quality of service.
° Il put my experience to work while navigating the complexities

of the real estate transaction, making it a seamless experience for you.
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THE FAMI DIFFERENCE *~

MORE THAN JUST YOUR AGENT

What separates me from other agents is the way | treat my clients - like family. | aim to build more than just
a business relationship by taking the time to know you and your family, what your interests are, and
learning ways to work together in order to help you successfully achieve your real estate goals.

| treat the client-agent relationship with great integrity, professionalism, and trust. My goal is to help each
client achieve the maximum satisfaction with their real estate transaction. This is accomplished through
providing a high level of service excellence and delivering the results they desire by meeting or exceeding
the goals declared from the outset.

TRANSCENDENT MARKETING AND INSIGHT

My marketing efforts utilize proven methods of attracting and peaking the interest of buyers to a property.
| take high-quality photos, create customized walk-through videos and showcase them on a number of
platforms such as social media, industry websites, and a network of other local real estate agents.

| also decipher industry-wide and local market data to further understand each area's characteristics and
trends that relate to property profiles. This knowledge, coupled with my industry experience, creates a
winning formula for success when you are looking to sell your property.

LAURENCE LEE 510.828.2711 LAURENCE@famileerealty.com



LISTING PROCESS

e PRICING

o MARKETING
 NEGOTIATION
o CLOSE

The maijorirty of today’s homebuyers prefer a home that either looks new or
has been recently updated. However, there are a lot of homes on the
market that are neither. Because of this, some are willing to pay a premium
for a home that has this work already done. This should not deter you from
listing your home if it has not been recently upgraded. There are risks
involved with spending the money to make updates to your home prior to
putting it up for sale. And depending on your goals, | would be able to
advise you for which is the best decision in your situation.
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LISTING PROCESS

UPGRADE vs. UPDATE

If your home has not been recently upgraded with a new layout, appliances,

o PREPARATION

e PRICING floors or countertops, there is no need to worry. Making minor updates to
your home can make a huge difference in its presentation as well. If a

» MARKETING major upgrade is not in your budget, minor updates such as fresh paint,

« NEGOTIATION new curtains/blinds, de-cluttering, or even new light fixtures can provide a
more attractive visual appeal. Sometimes, making a major change to your

e CLOSE home may not be what appeals to a buyer’s taste. Therefore leaving your

home as-is can reduce such risk. This will allow the buyer to come in and
make the home their own, as opposed to what someone else designed.
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LISTING PROCESS 2

PRE - INSPECTION

e PREPARATION

The home inspection is probably the
e PRICING number one deal-killer in a real
estate transaction. Why? Typically the

» MARKETING home inspection is done once you

« NEGOTIATION receive an offer on your home. This
scenario can shift a lot of the

e CLOSE negotiating power over to the buyer

if the inspection report comes back
with any concerns.

Pre-inspecting your home will allow for correcting any potential issues with
your home prior to receiving an offer to purchase. This also reduces the
possibilty of any surprises during negotiations since there is tfransparency
between all parties.

LAURENCE LEE 510.828.2711 LAURENCE@famileerealty.com



LISTING PROCESS

e PRICING

o MARKETING
 NEGOTIATION
o CLOSE

Professionally staging a home helps to define the space and show it in its best
light. My professional staging partner will visit your home prior to
photographing the property and discuss with you their plan for making the
property stand out in photos, video, and in-person to inspire potential buyers
to visualize themselves living in the space.

Although staging does help increase a home's visual appeal in order to sell
faster, it is not always necessary. It is possible to utilize your existing furniture
and arrange each space in a way that shows best.
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LISTING PROCESS 2

o PREPARATION

Once your home is prepared and ready to present to the open market, the
next and most important step is making sure your home is priced properly to
attract buyers that will submit the highest possible offer.

e MARKETING

« NEGOTIATION | will recommend a selling price based on a market vqluohon that is local to
your home by properly analyzing comparible home prices that are currently

e CLOSE listed for sale and those that have recently sold.
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LISTING PROCESS 2

o PREPARATION

Pricing your home properly at its
initial list date is critical to the success
of being able to get it sold. A new

* MARKETING home listing receives the bulk of its

« NEGOTIATION activity within the first few weeks of
hitting the market. Therefore llisting

e CLOSE your home over market value can

deter potential buyers from viewing
your home. Of course you'd like to
get the most money for your home,
but you also don’t want to run the risk of having your home sit on the market
due to over-pricing. On the flip side, under-pricing can potentially leave
money on the table. The goal is to position your home on the market so that
it shows as a “good-value” purchase to a buyer.

Market conditions constantly change, and the time in which your home is
being listed will determine the appropriate price point. Getting this right will
allow for generating the maximum exposure and increase the chances of
getting an offer at the highest price possible.
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LISTING PROCESS 2

e PREPARATION
e PRICING

 NEGOTIATION
o CLOSE

Once your home is prepared to
be listed and appropriately
priced, now comes the time to
showcase it to buyers and other
agents through as many outlets
as possible.

The majority of home buyers
begin their home search on the
internet. Whether its online,
social media, email, or printed
mailers/flyers, a custom marketing plan will be created in order to
guarantee the maximum exposure of your home to the open market.
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LISTING PROCESS

PHOTOS + VIDEO

Image is everything. And with only one shot to make a great first impression,
e PRICING capturing high-quality photography and HD video of your home will also
help attract interested buyers through an enhanced visual appeal.

o PREPARATION

e MARKETING
 NEGOTIATION
o CLOSE

The video walkthrough of your home really helps buyers visualize themselves
in the space in ways that a still image cannot provide. It also provides
another convenient way for buyers to preview the home prior to making an
open house visit.
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LISTING PROCESS

PREPARATION
PRICING
MARKETING
NEGOTIATION
CLOSE

CREATIVE CAMPAIGNS

Every home is unique, and each listing gets its own customized marketing
campaign tailored to showcase its best features. With beautifully designed
printed and digital graphics, your home will look like it’s featured in a magazine.
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LISTING PROCESS

o PREPARATION
e PRICING

e MARKETING
 NEGOTIATION
o CLOSE

OPEN HOUSES

The open house is a way to gauge how well a
home has been marketed and priced. Typically
you will get your most serious buyers that are
interested in making an offer on your home within
the first two open houses.

| will promote the open house dates and times
through a variety of channels such as
online/social media, my website/blog, reaching
out to other agents, and by distributing flyers
throughout the local neighborhood.

Most open houses are held on weekend
afternoons, however sometimes | like to host one
on an evening during the week for those who
may have missed the weekend window. £
| always offer snacks and refreshments to provide 2
the most welcoming experience for all visitors.
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LISTING PROCESS 2

e PREPARATION
e PRICING
o MARKETING

o CLOSE

Negotiation skills are very important
in the process of handling offers to
purchase your home. My ability to
negotiate in your best interest will help
to ensure you remain in control and
receive the most value for your home.
| will be fully transparent and explain
my thought process behind all
interactions with other agents during
the negotiations phase.

| strive to make sure that | am on the same page with my clients in regards
to their goals with the sale of their home. Whether it’s to sell it quickly or to
obtain the most profit, | will make it happen.
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LISTING PROCESS 2

e PREPARATION
e PRICING

o MARKETING
 NEGOTIATION

Once we have found a suitable buyer that has presented an offer that you
have come into an agreement with, | will assist you with the closing process.
There are many documents and disclosures to review and sign off on, some
of which can be confusing and a lot
to take in at once. | will be there with
you every step of the way to explain
everything and provide a level of
confidence that everything will go
smoothly.
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LET’S GET STARTED

ARE YOU READY TO SELL?

Choosing a REALTOR® to partner with in the sale of your home is an important decision. Choosing me
as the REALTOR® to sell your home may be your BEST decision. | promise to provide you with a
superior level of service and dedication to help you achieve a successful outcome after listing your
home for sale.

My ability to piece all of the previously discussed elements
together at a high level is what separates me from other
agents. | will handle your transaction with the utmost
professionalism and care as if it were my own.

I’'m happy to discuss any topics that you would like to review
that | may not have covered. Or, if you're ready,
let’s get your home listed and SOLD!
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