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“Home ownership lies at the very heart of the American Dream.  It is my delight to help the dream come true for others”
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Martha Valiquette, REALTOR®
Certified Home Marketing Specialist

Cell (210) 381-1161 Fax (210) 257-6323 

E:  Martha@TxRealtyForYou.com
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Is your Home Show-Ready?  
Walk through your house and pick out things that would enhance the value of the home. 

For example, repainting a child’s bubble-gum pink bedroom to a neutral color may attract more buyers than something not as apparent, such as replacing an old dishwasher.

You can direct a potential buyer’s eye away from something negative and towards something positive.  

Use artwork or a room’s own features, such as a fireplace, to capture a buyer’s attention.  However, there’s a fine line.  You want buyers to be able to appreciate the room and not just focus on the items in the room.

Minimize.   

Clean out and organize closets and cabinets; pick up clutter; pack away everything that you are not using. That includes family photos and nick-knacks too.  Use large items like colorful vases to take up visual space.  Besides adding a spacious feel to your home, orderly surroundings can help the potential buyer better envision them in your house.

Bedrooms and bathrooms are private places.  Potential buyers often feel uncomfortable in these rooms because they are personal.   To counter this reaction, make bedrooms and bathrooms look like a model home.  Clear off all surfaces of the bathroom counter and dressers.  Remove even simple things like toothpaste, tooth brushes and soap.  Put out new, fresh towels.  The goal is to make these rooms comfortable for buyers.   When they’re comfortable, they’ll linger and picture themselves in your house.   
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Certified Home Marketing Specialist: positioning your home above the competition.

What if you just had five seconds to sell a house but you couldn’t say word?
You are not allowed to say anything - no sales pitch, no comments. You just have to step aside and let the house sell itself.  With that in mind, how would go about setting up the house? How would you impress potential buyers and make them fall in love with your listing? How do make a buyer say Wow…this is really nice? 

According to Thomas M. Mitchell, SVP of RealtyU, the provider of the Accredited Home-
Staging Specialist (AHS) course,   

“Staging your home correctly is the answer. It’s the crucial step needed to help the buyers connect with a listing and visualize themselves living in the home. 
Staging showcases the house in the best possible light.  We never get a second chance to create a great first impression so it is imperative that the house is dressed to impress.”

Certified Home Marketing Specialist: positioning your home above the competition
This Will Put You Ahead of the Game

Price it Right:  This is the most important strategy to getting your home sold quickly.

Fix ‘er Up: Once it is priced right the seller must be willing to make repairs, spruce up landscaping, clean, paint, & remove items from their houses in order to attract buyers.

De-clutter & Clean:  Dishes need to be put away & laundry folded.  If the home is white glove clean, the homes looks well maintained. Make sure your windows are sparkling.

Boost Curb Appeal:  If the home doesn’t look nice from the street buyers won’t even get out of their cars.

Freshen the Front Door:  The door needs a fresh coat of paint and the doorbell needs to be in working order.

Kitchen & Bath:  These are the most important rooms in your home.  Homeowners typically get back 85% of what they spend on a minor kitchen remodeling job and 77% from a bath remodel

Laundry & Garage:  Buyers like clean well lit laundry rooms, preferably with storage, nice flooring and fresh paint.

Certified Home Marketing Specialist: positioning your home above the competition
Getting Ready for an Open House?
Clean your house: Include windows, grout lines in shower and baths and even the corners on the floors in the shower and tub. 

When you vacuum, don’t forget to clean the baseboards in the entire house: Make sure all corners are free from dust, lint and carpet fibers.

Check your vents, whether intake our output. Make sure all the dust is removed.

Add fresh cut flowers in vases or fresh baked cookies turn on lights, open draperies, and remove valuables and prescription medicines. 
Turn on soft music. Set up a table for your property fact sheet near the entrance.  

The first thing people will notice is an aroma. Buy some electric air fresheners with the fan to keep the house smelling fresh and pleasant. 
If you have inviting outdoor furniture, be sure to put a few chairs and a clean table on the front and back porch so people will feel welcome and invited.  

Landscaping is what gets buyers in the door

85% of buyers search the internet for a home before they call an agent.  The first impression that the buyers see, the landscaping, is what will prompt them to call an agent for a showing.  If the front yard has no curb appeal, they won’t give the home a chance.

Good landscaping adds 5 – 15% value to the eventual sales price of a home.
The aspects of landscaping that tend to help the most with increasing a home’s perceived value:  a sophisticated design using a variety of evergreen, deciduous and annual plants, good plant size and good quality plants. 
You won’t get dollar for dollar back in your landscaping.  One thing that you do get dollar for dollar is infrastructure, like a sprinkler system and island plantings.  According to a recent study by the University of Michigan; having a flower bed just around the foundation actually decreases the value 3.3%.

And unlike most other types of home improvements, landscaping appreciates over time as it matures.  

A San Antonio real estate agent said “the curb appeal of good landscaping helps attract buyers and makes a home sell faster”.  That’s important because while San Antonio is still considered one of the best real estate markets in this country, it’s taking longer to sell homes this year.

What do you do if you have a brown thumb?  Pull out all the dead plants and then mulch.  If you think about the homes in the suburbs, all they do is mulch. It looks much nicer and potential buyers see that they have a bed to work with.  Make sure that your lawn is weeded, mowed and edged and plantings are trimmed so there are no wild branches.  

Tips for curb appeal

Marketing Strategies
· San Antonio Board of Realtors… MLS(Multiple Listing Services) 

· Realtor.com, Move.com, Trulia.com, CraigsList.com, Zillow.com, BackPage.com, MySA.com, Bane Properties.net, HomeTeamofAmerica.com, TxRealtyForYou.com, MilitaryByOwner.com, and over 80 different sites, which include virtual tours.

· Mass e-mail campaign…over 4000 local real estate professionals & general public…#”s increasing daily

· Grand Opening and Neighbor Invites

· Promotion through friends and family
· Sign in your yard and flyers immediately available 

· Information to help prepare your home to sell.

· Complimentary Staging & Staging Advice

· Referrals for handyman services, cleaning crews and landscaping professionals, if requested

What I Will Do For You:


Contingencies, Reports, Inspections Satisfied & Removed From Escrow

Preliminary Title Report Delivered To Buyer From Escrow

Preliminary Title Report Approved By Lender

Verify Escrow Orders Beneficiary Statement Or Demand For Pay Off

Agent Verifies Termite Work Completed, If Necessary

Verify That Escrow Orders Buyers Insurance

Verify That Escrow Receives Insurance

Verify Liens

Escrow Orders Loan Docs From Lender

Agent Present On Walk Through

Verify Any Encroachments

Loan Docs Signed By Buyers In Escrow

Loan Docs Delivered Back To Lender

Lender funds the loan

Documents delivered to county recorder

Verify recording date

Dear Seller,

This listing presentation was created to help the typical home owner with getting their home ready to put on the market.  There are many different marketing strategies but pricing it right and positioning your home is the most important.  

 When a homeowner takes into consideration how little money it costs to put in your time and effort to fix up your house, he will appreciate the big return once the home is sold.  The home owner will realize that it is well worth the time and effort to get the little fixes finished before the property is marketed. Remember, it cost less to do the little fixes now than it will to take the first price cut.

As your REALTOR®, I will be available to answer any questions, give you guidance on staging, painting, landscaping, marketing etc.  I follow through with all my homeowners by providing feedback from CSS regarding all showings and each marketing strategy.  I treat selling your home as if it were my own.  
I would like to come over to review your home and give you a complimentary Comparative Market Analysis (CMA) and go over my marketing strategies.  This CMA will give you a price range of sold houses in your area and provide for you a realistic idea of your homes market value. When you and I adhere to these marketing strategies, I am confident that together we can get your home sold quicker.

You will be under no obligation to list with me.  However, I believe that once you meet with me you will be convinced that I am the right REALTOR®, for you.

Sincerely,

Martha Valiquette, REALTOR®,

Home Team of America

TxRealtyForYou.com

Martha@TxRealtyForYou

210-381-1161

Click for more information
 As your REALTOR® and Certified Home Marketing Specialist, I will assist you in positioning your home above the competition, increasing the perceived value of your house.
Web Site:  TxRealtyForYou.com

Personal: 
· Spouse of retired military of over 20 years
· Born and raised in Las Vegas

· Volunteer in church and school activities

· Strive for superior customer service 

Business:  

I’ve been in the Real Estate Industry for over 10 Years:

· Traveled Across The Nation Assisting Home Owners In Refurbishing Homes

· New Home Design Consultant

· Kitchen Designer

· Landscape Designer: Enhancing Curb Appeal

· Land Lease  Acquisition Specialist
· REALTOR®
· Certified Home Marketing Specialist
Education:

Real Estate:

Legal, Ethics, Law of Contracts, Law of Agency, Modern Real Estate Practice  I & II, Property Management, Investments, Marketing I; Marketing II: Marketing III

        General:
University of Puget Sound, Tacoma WA

University of Nevada, Las Vegas 

 

         Memberships:
San Antonio Board of REALTORS (SABOR); Texas Association of REALTORS (TAR); National Association of REALTORS (NAR); Multiple Listing Service (MLS); Westcreek Business Owners Association, (WBOA); Active Rain; Real Town; Real Talk
[image: image2.png]



Pack your personal effects first.





Don’t forget simple things like magnets on the refrigerator.  Small distractions to the buyers’ eye will disturb their thinking, preventing them from picturing your house as theirs.  You want the room to look well decorated and spacious.  





Remove 


any furniture that tightens spaces 





If a couch or chair makes a passage or room look small, get rid of it.  Everybody wants more space.








Keep the house clean every minute it’s on the market.  This takes Great effort, but a buyer may need to see it within the next five minutes, and you need to be prepared. An untidy home will defer the buyers’ decision… permanently








The 12th Biggest Reason to Stage - Turbo Boost Sales Time 


Experts all agree and studies show staged homes sell quicker than non-staged homes.  Sometimes 30-50% faster in most areas!  


 


This is more important than most people realize because the longer a home is on the market - the greater chance for a price reduction.  





Most buyers and buyers agents believe that, if a home has been on the market for some time, there must be something wrong with it or that the seller will be anxious to sell and will take much less than the asking price. 


According to a recent USA Today article, a major residential brokerage company looked at nearly 2,800 properties in eight different cities and found that staged houses sold in almost half the time the non-staged houses did.  They also found that sellers got substantially more money for a staged home.








�





Home Selling Tips for Pet Owners





About 63% of all U.S. households include pets, according to the American Pet Products Manufactures Association.  Here are some home-staging tips for pet owners selling their home.








Clean pet hair from floors, furniture, & bedding


If you have a cat clean & remove litter box


Make sure the lawns are free from pet droppings


To disguise pet odors, use “Fabreeze” Order Neutralizer


If possible, open the windows before  showing the house and ask someone with an “objective nose” to give the sniff test before potential buyers arrive


If your carpet is stained or soiled, get it professionally cleaned or consider replacing it.


Pets are distractions for potential buyers.  Take your pets out or arrange for them to be somewhere else during the showings


If you cannot remove your pets, put them in a crate during showings 


Dogs sometimes tear up backyard grass. Add new sod or other ground cover to areas that your dog has left bald.





"Martha is fantastic! Highly responsive, professional, diligent and very effective.  Our schedule is very hectic; Martha was so understanding and willing to accommodate us with minimal notice.  Her sincerity and knowledge of the industry was paramount in helping us find a home in a timely manner.  Krystal and I will definitely recommend her to our family and friends without any hesitation and reservation."





Larry & Krystal Cruz 








My experience working with Martha, when I was looking to buy a house, was excellent.  Martha was very patient with me and we found the perfect house for me.  Martha was always there for me when I had questions and always kept me informed.  I would definitely recommend Martha to my friends and family





Vanessa Alexander





Don’t’ Welcome Unexpected Buyers


Play it safe and don’t invite that person into your home.  You have every right to refer that buyer to your agent and ask him to make an appointment to see the home at another time.  Even if your agent puts a lock box on your home, you can request that your home be shown by appointment.




















The right landscape design can make all the difference.


 





In fact, REALTORS® and landscape professionals estimate that a well-landscaped yard can add 5% to 15% to the selling value of a house.  Houses that look good from the road carry higher price tags:  a fact that turns landscaping investments into money in the bank when selling a house.











Clean gutters


Put a few showy potted plants buy the front door


Keep your garage door closed


Store RV’s, boats and old cars else where


Prune dead limbs from tress.


Weed flowerbeds and trim shrubs


Paint (or touch up) exterior, and repair screens and windows.


Make sure front door is clean and paint if necessary.


Keep cats and dogs out of visitors’ way.


Mow lawn, edge driveway and walkways.


Ensure windows, doors and locks work smoothly.


Throw out junk from garage and storage areas.


Clean lawn furniture.


If you have a pool, make it crystal clear





 Centralized Showing Service schedules all appointments and requests all feedback. Feedback is then forwarded to seller so that the seller will make necessary modifications.





Verify With Title Company





Open Escrow


Check W/Co-Op Before Typing


Deposit Check Endorsed


Receipt For Deposit Check Rec’d By Escrow


Order Necessary Inspections


Escrow Instructions Rec’d From Escrow


Review Documents For Accuracy


Order Sellers Mortgage Payoff


Meet With Client To Sign Client’s Escrow  Instructions


Client’s Escrow Instructions Returned To Escrow


Other Principals Instructions Returned To Escrow


Verify That Escrow Ordered Preliminary Title Report


Verify That Escrow Rec’d Preliminary Title Report


Delivered to County Recorder





Verify With Lender


Loan Application Made


Credit Report Ordered


Verbal Loan Approval Received


Appraisal Ordered Immediately


Verification Of Employment Sent


Verification Of Deposit Sent


Verification Of Funds Sent


Verification Credit Report Sent


Verification Of Employment Back As Ordered


Verification Of Deposit Back As Ordered


Verification Of Funds Back As Ordered


Any Other Necessary Verification Sent


Credit Report Back As Ordered


Preliminary Title Report Rec’d Form Escrow


Certified Copy Of Escrow Instructions Rec’d


Loan Submitted – How Long For Approval


Loan Approved Received


Docs In Office For Funding

















Verify With Agents


Executed Contract


Earnest Money Received


Option Money Received


Sellers Disclosure Received 


Home Owners Association


Documents Received


Home Inspection Ordered











Martha Valiquette, REALTOR®








