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About Jeff
A native Rochesterian, Jeff graduated a two sport
athlete (soccer and swimming) from Greece Athena
High school in 1992. After graduating from MCC in 1996,
Jeff earned his B.S. from SUNY Brockport in 1999.
For the past fourteen years Jeff has been a member of
the Rochester Real Estate community. For the first two
years, his association with Richmond Associates
introduced him to the Park Avenue community and
luxury rentals. Since 2005, Jeff has dominated the
Center City Real Estate revival. Working with RE/MAX
Realty Group and living in the city South East, Jeff is ideally suited to
assist investors, right sizing or first time buyers.
Over the years, Jeff has expanded his knowledge of the Greater
Rochester Area. Jeff is well positioned to serve all home buying needs as
he’s worked with numerous buyers and sellers who have both moved to
and from the city.
While real estate is Jeff’s passion, he can always make time for family,
Formula One Racing, a pint of Guinness, or a plate of nachos. In the
summertime Jeff enjoys swimming, running, and camping with his wife,
Stacey and beagle Tex. During the winter you can find him on the slopes
snowboarding.
Whether buying or selling, when you want the best call Jeff.
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Here’s What Jeff ’s Clients Are Saying
“Jeff was a ready resource and amazing asset during our home buying experience. He
understood the intricacies of the marketplace, selling agent personalities, and best
practices for how to negotiate. I’d recommend him as one of the most responsive and
professional agents I’ve ever had the pleasure of working with.” -10/13
“Over the years I have inspected many homes where Jeff was the real estate agent
representing the buyer, the seller, or in some cases both. Throughout my experiences,
Jeff has always looked out for the best interest of his clients and goes the extra mile
each and every time.” -10/13
“Jeff was so helpful in helping us get the house. He made it an enjoyable and exciting
experience for both myself and my husband.”
- Michele and Jon Donnelly
“I just wanted to let you know how much I appreciated your help with my condo. I
particularly appreciate your good counsel when I had to deal with the normal issues
of being a landlord and reminding me that it was not my home but a business
investment.” - Nancy Miller
“We would recommend Jeff to anyone who wants to sell or buy a home here. Jeff is
outgoing, easy to work with and quickly understood what we wanted. From the first
time we talked to Jeff, he clearly explained and answered any questions we had about
preparing our house to be sold and he made sure we knew what to expect at each
step of the selling process. We also knew we could call him if we ever had any
questions. My husband and I are extremely happy with everything Jeff did to sell our
home.” - Carolyn & Paul Locke
“Jeff has been a trusted and reliable REALTOR to Maier Famille and Maier Associates
Property Management for more than 10 years. We know him to be a very honest and
hard working person in all his endeavors. Jeff has showed exceptional skills in
handling our real estate needs from client interaction, to landlord concerns to
handling contracts from start to finish. We have had a truely notable professional and
personal realationship with Jeff. He would be an assest to anyone who chooses to use
his expertise for their real estate dealings.” - Norma Gimbert-Maier

HIRING THE RIGHT AGENT TO
REPRESENT YOU IS KEY.
Buying a new home is exciting, but it can also be
overwhelming. There are questions that need answers, as
well as important decisions to make. That’s why you need
the right agent to represent you. When you decide to work
with me, my goal is to provide you with the most positive
home-buying experience from beginning to end. As your
dedicated agent,

I WILL:
•

Evaluate your specific needs and wants – and locate
properties that meet your exact requirements.

•

Assist you in determining the amount you can afford
(pre-qualification) and only show you properties in that
price range.

•

Accompany you on showings or preview properties on
your behalf to ensure your specifications are met.

•

Research selected properties to identify any problems
or issues to help you make an informed decision prior to
making a purchase offer.

Helpful Tips
to Make Your
House-Hunting
Experience
Positive and
Rewarding.
Pick an Ideal Location
You’ve probably heard the old saying,
“location, location, location.” This
point still bears repeating. Location is
everything. When deciding on a new
home, ask yourself these important
questions:

•

Advise you on how to best structure an appropriate
purchase offer, including an analysis of the selected
property’s market value.

•

Present your offer to the seller’s agent and/or the seller
on your behalf.

•

Negotiate on your behalf to help obtain the property
you desire, while always keeping your best interests in
mind.

What is your desired commute
time?

•

Coordinate any appropriate inspections.

•

Assist in securing appropriate financing for the property
you choose.

Are high-quality schools in the
neighborhood?

•

Provide a list of qualified vendors if any services are
needed.

What is the proximity to grocery
stores and shopping malls?

•

Counsel and guide you along the way – but I’ll never
pressure, push or direct you into making any decisions
unless you’re 100% comfortable with them.

Are senior services available?

You can be confident knowing I’ll fully represent you
throughout the entire real-estate transaction by providing:
•
•
•
•
•
•

Truthful and honest communication
Superior service
Extensive experience and market knowledge
High standards and ethics
Skillful negotiation
Continuous follow-through

Is public transportation nearby?
You can find your dream home, but if
it’s in an undesirable location, it can
be a poor choice, especially if you
anticipate reselling your home within a
few years. Always pay close attention
to where the home is located.

Do Your Homework
In the past, prospective
homeowners didn’t have access
to much information about sales
prices, market trends, homes
currently on the market, statistics
and even the home-buying
process. Now, with access to the
web, there’s information and data
available to you at anytime, from
anyplace. Be sure to do your
homework and become educated!

Make a Wish List
Use our handy worksheet found
in this magazine to review what
features in a home are important
to you. Focus on the features you
must have, would like to have and
those you really don’t want. This
will help streamline the process,
allowing you to find the right home
that suits your family’s needs.

Get Pre-approved
for a Mortgage
The price you can afford to pay for
a home is determined by many

Be Prepared
to Make an
Offer

factors such as
household income,
creditworthiness, monthly
debt, interest rates, type of
loan, cash on hand for a down
payment and closing costs. The
amount you are qualified for
may be more or less than you
anticipated – and will determine
your house purchase budget.
A letter from a reputable
mortgage broker is proof that
you meet lender’s requirements.
It strengthens your position with
the seller, especially in the case of
multiple offers should they occur.

Review a blank
purchase contract
ahead of time so
you’ll be familiar
with the decisions you’ll need to
make when it’s time to make an
offer. Be sure to use your wish list,
your notes and all the information
you’ve gathered on the property
to help with your decision. Take all
the time you need, but be ready to
take this all-important step when
you’ve found your dream home!

Be Organized

Relax

Touring multiple homes can be
confusing. Instead of relying on
your memory, take pictures and
notes on all the homes you visit. I
will review these notes with you to
help you narrow down your househunting search by selecting the
homes that best match your wish
list criteria.

Buying a home is a life-changing
event, but don’t allow it to become
overwhelming. Take time to
unwind, calm your thoughts and
keep the whole experience in
perspective.

Finally, you can rest assured
knowing I’m always available
to assist you!

15 EASY STEPS
in the home-buying process

If you’re in the market for that “just right” home, these simple
steps will ultimately lead you to your new front door! I’m also
here to offer guidance every step of the way.
1.

I’ll conduct a confidential home search consultation with
you to determine your needs and desires.

2.

You get pre-qualified for a mortgage.

3.

You select and review properties you’re interested in
seeing.

4.

Once you decide on a home, a purchase offer is written.

5.

I work with the seller’s agent and/or seller to negotiate
an agreement.

6.

You supply a “good faith” deposit, which is held in
escrow by listing broker until closing.

7.

We work together to satisfy contingencies.

8.

A home inspection is conducted (optional).

9.

You apply for a mortgage.

10. Your mortgage is approved.
11. The title is received and reviewed by your attorney.
12. You obtain homeowners insurance.
13. Both you and the seller make calls to transfer
utilities.
14. After a final walk-through, closing takes place.
15. You take possession of your new home.

Let Me Help You Find
and Close on – the Home of Your Dreams!

Complete This Simple Checklist to Help Me Locate the Ideal Home for You!

YOUR
NEEDS

Your new property must have these features or you won’t be interested in buying it. For
example: style of house, size, location, etc.

______________________________________________________________
______________________________________________________________

YOUR
WANTS

YOUR
“WISH LIST”

It would sure be nice to have these items in your new home, but you can live without them.

______________________________________________________________
______________________________________________________________

You wish these things were possible, and if you could get them in your price range, it would
be wonderful!

______________________________________________________________
______________________________________________________________

THINGS YOU
DON’T WANT

You would not buy a house with these features. For example: an undesirable style, size,
location, etc.

______________________________________________________________
______________________________________________________________

YOUR MAXIMUM
DESIRABLE
PAYMENT
AGE OF
HOME
AREA (S) OF TOWN
YOU’RE INTERESTED
IN LIVING

YOUR FAVORITE
NEIGHBORHOODS IN
THESE AREAS

$ ____________ month.

[ ] Under five years

[ ] Under ten years

[ ] New construction

[ ] Older home in an established neighborhood
[ ] North

[ ] Northwest

[ ] Northeast

[ ] South

[ ] Southwest

[ ] Southeast

[ ] East

[ ] Specific suburbs: ____________________________________________
______________________________________________________________
______________________________________________________________

Cape Cod

POPULAR HOME STYLES

From a cozy cape to a stately tudor, there’s an architectual style to fit every taste, nee
e
As your agent, I’m committed to helping you find that “just right” home – the place you’ll be p

Contemporary

Raised Ranch

What Are You Looking for in a New Home?
When deciding on a new home, always keep in mind features you
must have, would like to have and those you don’t want. This handy
worksheet will help you determine what’s the most – and least –
important to you. Also consider things that can impact your family’s
budget such as the down payment needed, monthly payment and
utility costs.

Colonial

ed and budget.
proud to call your own.

Ranch

Tudor

1 = Least Concerned About

5 = Most Concerned About

Boat/RV Parking

1

2

3

4

5

Cleanliness

1

2

3

4

5

- Bus line

1

2

3

4

5

- Day-care centers

1

2

3

4

5

- Hospital

1

2

3

4

5

- Parks

1

2

3

4

5

- Places of worship

1

2

3

4

5

- Schools

1

2

3

4

5

- Shopping

1

2

3

4

5

- Sports centers

1

2

3

4

5

Closing Costs

1

2

3

4

5

Commute Time

1

2

3

4

5

Down Payment

1

2

3

4

5

Family Room

1

2

3

4

5

Finished Basement

1

2

3

4

5

Fire Station Nearby

1

2

3

4

5

Floor Plan

1

2

3

4

5

Formal Dining Room

1

2

3

4

5

Garage Space

1

2

3

4

5

Home Warranty

1

2

3

4

5

In-Law Quarters

1

2

3

4

5

Eat-In Kitchen

1

2

3

4

5

Location of Laundry

1

2

3

4

5

Monthly Payment

1

2

3

4

5

Neighborhoods

1

2

3

4

5

Number of Bathrooms

1

2

3

4

5

Number of Bedrooms

1

2

3

4

5

Number of Floors

1

2

3

4

5

Police Station Nearby

1

2

3

4

5

Pool

1

2

3

4

5

Room for a Piano

1

2

3

4

5

School District

1

2

3

4

5

Storage

1

2

3

4

5

Utility Costs

1

2

3

4

5

Yard Space

1

2

3

4

5

Close to:

Other ____________________________________________

Once You Sign on the Dotted Line…
The Final Steps Between Contract to Closing.
Congratulations! You’ve made an offer on the
home of your dreams – and in a few short weeks,
you’ll be moving in. The following are a few things
that take place from contract to closing.

RIGHT TO INSPECTIONS

As the buyer, it’s important to know that any
inspections are at your expense. They must be
performed within the timeframe stated in the
contract unless otherwise agreed upon. You
and/or a representative may be present
at any inspections.

FINAL “WALK-THROUGH”

You are entitled to a final inspection of
the property, within 48 hours of closing,
arranged with the seller’s permission. This
is an opportunity for you to be assured the
property is in the same condition it was at the
time of the purchase contract and that any
required repairs have been completed.

CLOSING STATEMENTS
The attorneys will notify their respective
clients of the monies needed (if necessary)
for the closing and will provide a
breakdown of distribution of funds.

UTILITY ACTIVATION/TERMINATION
Once the closing date has been confirmed,
you must make arrangements for the
utilities to be transferred into your name,
effective on the closing date. These include
gas, electric, water, cable, etc.

ATTORNEY APPROVAL PERIOD
The signed contract is submitted to your
attorney, the seller’s attorney and/or the
seller for review. Approval or disapproval
must be in writing by the agreed
upon date.

MORTGAGE APPLICATION AND COMMITMENT

Upon contract acceptance, you must immediately
begin the mortgage process. You have until a
specified date to receive a written mortgage
commitment from your bank. The appraisal and
credit report will be ordered at application – and
your lender will advise you on any additional
paperwork you’ll need to supply. Timing is essential.

CLOSING DATE
The closing date specified in the contract
isn’t always definite due to scheduling with
banks and attorneys. Other delays may
happen, so a target closing date is an “on
or about” date. Please note that attorneys
set the closing date.

HOMEOWNERS INSURANCE
After mortgage commitment and prior to
closing, you should provide your insurance
agent/company with information about your
new property. Most lenders require a proof of
a one-year paid policy binder. Please refer to
your mortgage commitment
letter for details.

POSSESSION
You’ll receive keys to your new home
upon closing, unless other arrangements
have been made.

HAVE QUESTIONS? Please don’t hesitate to ask me!

Seller Concessions:
A Win-Win for Both
Buyers and Sellers!

AS A HOME BUYER, YOU SHOULD KNOW ABOUT SELLER CONCESSIONS,
ALSO CALLED SELLER CONTRIBUTIONS.*
HERE’S HOW THEY WORK:

An agreement can be made between you and the seller where the seller pays for certain financing costs
on your behalf at closing. In addition to benefiting buyers by helping to pay for closing costs,
concessions can be a good way for sellers to sell their home faster.

Seller concessions can pay
for closing costs including:
•

Appraisal fees

•

Attorney’s fees

•

Loan processing fees

•

Title insurance

•

And more!

*Seller contributions are financed over the
life of your loan with the purchase price, so
be sure to ask your mortgage lender if these
concessions are the right choice for you.
Source: Premium Mortgage Corporation

Home sale without a seller concession:
•

A seller’s property is listed at $210,000 and a buyer offers
$203,700.

•

The seller accepts this price and the buyer’s final purchase
price is $203,700.

When a contract includes, for example, a 3% seller
concession:
•

A seller’s property is listed at $210,000 and the buyer offers
this full amount with a 3% seller concession.

•

The seller nets $203,700 ($210,000 minus $6,300 for seller
concession).

•

The buyer purchases the home at $210,000 and receives the
$6,300 toward closing costs, basically financing some of the
costs by paying the full asking price.

terms to know GLOSSARY
Helpful Terms to Get You Started.
During the course of your house hunting, you may come across unfamiliar terms. The following list
helps explain some common terms associated with the home-buying process. Can’t find the term
you’re looking for in this list? Just ask me for a description – I’m always here to help you!
Abstract of Title
A summary of the public records relating to
the ownership of a particular piece of land. It
represents a brief legal history of the property
and traces its ownership from the time of the
first recorded transfer to present.
Adjustable-Rate Mortgage
This type of mortgage allows the interest rate to
be changed periodically.
Agency
A legal relationship in which an owner-principal
engages a broker-agent in the sale of property
or a buyer-principal engages a broker-agent in
the purchase of property.
Appraisal
An evaluation of a piece of property to
determine its value. A bank requires an appraisal
before approving your mortgage.
Asbestos
A mineral fiber used in some building materials
such as flooring, siding, insulation and roofing. It
is presently banned for most uses in homes and
buildings.

Building Codes
State and local laws that regulate the
construction of new property and the
rehabilitation of existing property.
Closing
The final step in the sale and transfer of
ownership of a property. The title is transferred
from the seller to the buyer; the buyer signs the
mortgage and pays costs of settlement. Any
monies due to the seller and buyer are paid.
Closing Costs
Fees and expenses, not including the price of
the home, payable by the seller and the buyer
at the closing (e.g., brokerage commissions,
title insurance premiums, fees for recording and
attorney’s fees).
Comparables
Properties similar in size and character to the
one being bought or sold.
Condominium
Ownership of a unit only, rather than the entire
building with the land.

Assessed Value
The valuation placed on property by a public tax
assessor as the basis of property taxes.

Contingency
A specific condition that must be satisfied
before a contract is binding such as an
inspection and mortgage approval.

Bridge Loan
A short-term mortgage made until a longer-term
loan can be made. It is sometimes used when
a person needs money to build or purchase a
home before the present one has been sold.

Conventional Mortgage
The most common type of mortgage from a
traditional lender, usually requiring a minimum
of 5% down payment. Can be a fixed rate, fixed
term, adjustable or balloon. Ask for more details!

Broker
A person licensed by his or her state to act
independently in conjunction with a real estate
brokerage business. Although requirements vary
from state to state, an individual must usually
have advanced training, at least one year of
experience in the industry, have successfully
closed a certain number of transactions and
must pass an examination to earn a broker’s
license.

Disclosure Laws
State and federal regulations which require
sellers to disclose conditions such as whether a
house is located in a flood plain or if there are
known defects in/or affecting the property.

Earnest Money
A portion of a down payment given to the seller
by a potential buyer indicating the buyer’s intent
to complete the purchase of the property. This is
also called a “Good Faith” deposit, which is held
in escrow until closing.
Engineer Inspection
A physical inspection of the major systems
of a house by a licensed professional as a
contingency of the sale. The fee is paid by the
buyer and typically ranges from $250 to $400.
An engineer’s inspection is recommended but
not required. Also, it’s not to be confused with
an “appraisal” or “assessment.”
Escrow
The placement of money or documents with
a third party for safekeeping, pending the
fulfillment or performance of a specified act or
condition. Example: Your earnest money will be
held in a non-interest-bearing escrow account
until closing.
Federal Housing Administration (FHA)
An agency within the Department of Housing
and Urban Development (HUD) that administers
loan guarantee programs and loan insurance
programs to make more housing available.
Lien
A legal claim against a property that must be
paid when the property is sold.
Loan-to-Value Ratio (LTV)
The relationship between the amount of a home
mortgage and the total value of the property.
Most mortgages are between 80 to 95% of the
value. Example: If your down payment is 10%,
your LTV is 90%.
Lock-in-Rate
A commitment made by lenders on a mortgage
loan to “lock in” a certain rate, pending
mortgage approval. Lock-in periods vary.
Market Value
The highest price a buyer will pay for a property
and the lowest price the seller will accept.
Mortgage Broker
An individual or company that obtains
mortgages for others by finding lending
institutions, insurance companies or private
sources to lend the money. A mortgage
broker may also make collections and handle
disbursements.

Mortgage Insurance
A policy required by the lender when the buyer
borrows more than 80% LTV, as protection
against default.
Points
A dollar amount paid to a lender if it is necessary
to reduce the interest rate (not commonly done).
Principal, Interest, Taxes and Insurance
(PITI) Payment
A periodic (typically monthly) payment that
includes the principal and interest payment, plus
a contribution to the escrow account established
by the lender to pay insurance premiums and
property taxes on the property.
Private Mortgage Insurance (PMI)
Insurance issued to a lender by a private
company to protect the lender against loss on
a defaulted mortgage loan. Its use is usually
limited to loans with high loan-to-value ratios.
The borrower pays the premiums.
Radon
A colorless, odorless gas formed by the
breakdown of uranium in subsoils. It can enter
a basement through pores or cracks in the
foundation. Long-term, constant exposure
is considered to be a health hazard. Devices
designed to eliminate this gas cost about $1,200.
Savings and Loan Association (S&L)
Depository institutions that specialize in
originating, servicing and holding mortgage
loans, primarily on owner-occupied residential
property.
Savings Bank
A financial institution organized to hold
individual depositors funds in interest-bearing
accounts – and to make long-term investments
such as home mortgage loans.
Title
A document that proves ownership.
Title Insurance
Protection for lenders and homeowners against
financial loss resulting from legal defects in the
title.
Zoning Restrictions
Local municipal ordinances that classify property
according to specific uses such as single family,
residential, commercial, industrial, multi-family,
etc.
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Selling your home is an exciting time.
As you prepare to move on to bigger
and better things in life, you can count on
RE/MAX Realty Group to guide you
at every step.
Tom Schnorr
h
President
Broker/Owner

Our 140+ agents live and work
in the communities they serve.
They also give back to these same
communities. RE/MAX Realty Group is privileged to support
Golisano Children’s Hospital at Strong, the local affiliate of
The Children’s Miracle Network. Our agents donate a portion
of their commission at the close of each sale. They also
volunteer much of their time to other area organizations
such as Al Sigl Community of Agencies, Foodlink, Habitat
for Humanity and many more.
When you add this unwavering commitment to our
customers and community to the impressive highlights
on the adjacent page, it’s easy to see why RE/MAX Realty
Group has remained at the top of our industry since 1987.
Our valued customers are the reason behind our success.
We appreciate you considering RE/MAX Realty Group to
represent the sale of your home.
Sincerely yours,

Tom Schnorr
President, Broker/Owner

Michael Haymes
Associate Real Estate Broker
Founder

1
RE/MAX International
MLS Closed Listings (1-28-16) from 1/1/15-12/31/15.
Property Types: RES & CND. Region: R-Rochester.

2

Jeff
J
ff Hoff
H ffman
Associate Real Estate Broker
Founder

Individually and as a company, we work harder for you and
it shows in the results we achieve for our clients!
•

•

For nearly 20 years, RE/MAX Realty
Group has been the #1 RE/MAX company
in New York State in gross closed
commissions, sales volume and total
transactions.1
We’ve been named a Premier Broker
within the entire RE/MAX International
Network of 6,300 offices in 92 countries.

•

We’re proud to consistently be included
in the prestigious listing of the Top 500
Power Brokers in the United States.

•

RE/MAX Realty Group has been named
to Rochester’s Top 100 companies
list 6 times! In 2014, we ranked 10th as
a privately held company with three
most recent years of consistent revenue
growth.

THE FACTS PROVE...

Homes that sell faster, generally sell for a higher price while reducing time-on-market inconvenience and carrying costs.

DAYS ON MARKET OF LEADING LOCAL FIRMS
20

40

30

RE/MAX
Realty Group

50

60

33

Days

Keller Williams

41

Days

Nothnagle

43

Days

All Local Broker Average

49

Days

RealtyUSA

58

Days

Hunt/Columbus

Rochester Area
RE/MAX Realty
Group Agents
Sell Homes Over
2 WEEKS
FASTER than
the Average
Local Firms.
2

61

Days

How did we get our numbers? The average days on market figures above were calculated using all residential single family and condo/townhome
closed sales in the MLS for the Greater Rochester Area for the 2015 calendar year. For RE/MAX, Keller Williams, and Nothnagle, stats include all independently owned and operated offices.

•

•

Based on total sales volume,
our Pittsford office has been the
#1 Real Estate Office in Rochester
for 6 years running (2015, 2014,
2013, 2012, 2011, 2010).2
Two of the Top 10 offices in
Rochester are RRG offices! Our
Pittsford office is #1 in Volume at
$372,291,493. Our Greece office is
#10 at $69,439, 295.2

We’re also one of the largest firms
with the highest list price to sale
price ratio.2

We Get You MORE

MONEY

FOR YOUR

HOUSE!
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Top 5 Most Popular Real Estate Websites | February 2016. Source: www.ebizmba.com/articles/real-estate-websites

In today’s fast-paced environment, more and more buyers conduct
online searches to find their perfect new home. You won’t find a firm
that offers greater Internet exposure than RE/MAX Realty Group!
You’ll Benefit from 24/7 Worldwide Marketing
The details and photos of your property
will be uploaded to hundreds of top real
estate websites, reaching buyers who
visit many sites to gather information.
Detailed marketing tools, reports
and analytics promote an
effective online advertising
program for your home.
Customized web activity
reports can be emailed
directly to you.

How I Market Your Home
Effective marketing will help sell your home … fast! As your agent, I take the
sale of your home as seriously as if it were my own. I control the advertising
and marketing of your home – including signage, lockboxes, ads, mailings,
brochures, Internet marketing and more. I give you my personal assurance of
the highest level of service and 100% dedication to your needs.

Mobile Friendly Apps

Web Presence is
Paramount!

Since your listing is
uploaded to top real estate
sites like Zillow, Trulia,
Realtor.com and more, it
will be highly accessible to
prospective buyers on the
most popular mobile apps.

To provide your home
with maximum exposure,
I ensure it is on the web
and uploaded to hundreds
of real estate websites.

FAST FACTS:

Democrat & Chronicle Ads
My firm doesn’t believe print ads are dead like
the competition claims, but the days when buyers
wait to see “For Sale” listings in the paper are
long gone! RE/MAX does have a consistent and
well-recognized presence in the Democrat and
Chronicle. My focus is on the marketing plan we
custom-tailor for your home – and I’ll run a print ad
if we determine it will work for you.

FOR SALE

88% of buyers search for their home online1
43% of buyers find their home online1
1% of buyers find their home in the newspaper1
D&C circulation has seen a 33% decrease in the
last 5 years2
D&C’s median age for print readers is 532
Nationally, newspaper distribution has decreased
4% in 20143
Zillow has 70% market share of all mobile
exclusive visitors for home searches4

Nationally
Recognized Sign

Broker Opens &
Open Houses

I’ll place a “For Sale”
sign outside your home
and will respond to all
calls generated by this
sign immediately.

I’ll market a Broker Open
House to over 1,800 agents,
as well as market any open
houses on the Internet and
occasionally in print ads.

Creative Marketing Department
I work with the RE/MAX Realty
Group team of experienced inhouse graphic design and marketing
professionals. Each has a full-time
focus on providing ad-agency quality
materials, which are created with our
state-of-the-art equipment.

Picture Perfect

Powerful Networking
I have a network of over 140
agents at RE/MAX Realty Group.
In fact, 39% of our sales are sold
in-house because of consistent
internal marketing efforts. It
doesn’t just stop there...Once your
listing hits the MLS, your home is
now accessible to over 1,800 real
estate agents and their buyers.

I’ll take interior and exterior photos
that enhance your property and bring
out the unique and beautiful features
of your home. In fact, among top
firms, RE/MAX Realty Group has the
highest average quantity of uploaded
photos5 to promote listings quickly
and get them sold!

Full Color Brochures
My marketing team will create a
detailed brochure including important
information about your home, along
with pictures that compliment
your home.

Outstanding
Communication
My focus is always YOU,
my client. I’m committed to
updating you on showings,
feedback, offers and
negotiations from the day
your home is listed right
through the day it closes.
1

Direct Mail
Creates Listing Exposure!
For added exposure, I’ll be sure
to send a “Just Listed” postcard
informing your neighbors of your
listing. That way, they’ll be sure to tell
family and friends who are looking to
move about your home.

NAR Home Buyer Seller Generational Trends (March 2015) 2 Democrat & Chronicle Media Group-Audience Reach in the Rochester Market (Fall 2014)
3
Pew Research Center analysis of Alliance for Audited Media (AAM) data (April 2015) 4 Zillow Third Quarter Results (11-3-15)
5
MLS NYSA (2-11-16) from 1/1/15-12/31/15

In-House Sales

39%

When you list your home, put the power
of RE/MAX Realty Group to work for
you! 39% of our listings were SOLD
in-house in 2015! No other real estate
company in our area compares.

15%
RE/MAX Realty Group
Pittsford, NY

Other Companies
(Industry Standard)

* Based on report derived from the MLS of the Greater Rochester Association of Realtors

In-House Marketing Department
Our Graphic Designers quickly produce a variety of marketing
materials that print in-house with our state-of-the-art equipment.
20 1 B a y
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• Property brochures and fact sheets
• Just listed and just sold postcards
• Brokers’ Opens
• Ads for newspapers and other
publications
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Buying vs. Renting

Benefits of owning a home versus paying rent?
You might be surprised by the discrepancies.

FINANCIAL
BUY

QUALITY OF LIFE
RENT

BUY

Interest on mortgage tax
and property tax may be
tax deductible. (ask your
accountant)

Rent is not tax deductible.

That Home Equity Loan
could Pay for your child’s
college education or allow
you to make purchases for
your family.

Paying rent builds your
landlord’s bank account
not yours.

Building equity.
You could use this for a
Home Equity Loan.

No equity.
You have no security
against which to
take out a loan.

Your home is your castle,
and you can truly make
it your own. Decorate
however you like: painting,
carpeting, removing walls!

As a tenant, you are
very limited with what you
can do to your apartment.
Remember, it’s not yours.

Your pets have a yard to
play in.

Your pets are often
unwelcome, or have
limited room to play
outdoors.

You can try your hand at
gardening.

You can nurture your
potted plants.

You could use your
basement for storage or a
game room.

You are lucky to get a
storage closet, for which
you might have to pay
extra.

You can finally park your
car(s) in the garage.

Parking in the street or
limited spaces in lot

Any increase in value will
No profit gained when
go in your pocket when you lease ends. You walk away,
sell your home
no richer, no poorer.

Tailor your mortgage
to meet your financial
situation: 30 yr, 15yr, ARM,
etc.

Rent cannot be customize
or refinanced.

There are many ways to
make home ownership
affordable.

You are most likely never
locked in for more than a
year.

RENT

COST COMPARISON* OVER 7 YEARS
BUY

RENT

Payment: $1,185

Payment: $1,200

Cash to Close: $ 4,375
Equity Built: $28,800

Cash Upfront: $3,600
(First & Last Months Rent, Security Deposit)

Total Rent: $100,800

(1% increase per year)

Tax Benefit: $8,552
(25%)

Tax Benefit: $0

*Based on $125,000 purchase price, 30 year FHA,4.25% Rate, 5.867% APR, 3.5% Down Payment. Amounts figures are estimates. Actual amounts may vary and
will depend on factors such as down payment, rate and credit worthiness amount others.

585-442-HOME

(4663)

24 hours a day - 7 days a week

I CAN REACH MORE BUYERS AT
ANYTIME FROM ANY PLACE WITH A
SUCCESSFUL MOBILE PLATFORM.
CALL CAPTURE

• Potential buyers can call or text to be directly connected
cted to your property’s
information and pictures.
• As your agent, I’ll receive an email and text message with the potential buyer’s
name and phone number when he or she calls the 442-HOME System.

TEXT

• Home buyers send a text to get property information.
• In addition to hearing an audio tour, potential buyers get a text
message sent to their phone with a direct link to your home’s
information and photos.

MOBILE WEB

• Full-IDX mobile site includes tours with audio.
• No smartphone? No problem! Home buyers can call an interactive voice
system to listen to updated audio presentations about your property in
English and Spanish.

IT’S EASY!

To get my mobile app, potential buyers simply text

JEFF to 585-442-HOME (4663).

JEFF

Once they receive the link to my mobile website, they can add
a shortcut to their home screen for future use. GPS sourcing locates
homes right in the area they’re looking – so buyers can easily search
properties and pictures at their leisure...

YOUR HOME INCLUDED!

with

BUYERS - first impressions are EVERYTHING!

I will never sell you
services you don’t need!
As your dedicated agent, you can
depend on me for unparalleled
service. I will never sell you ancillary
services that are unnecessary.
In addition, our firm only refers
contractors based on merit and
favorable reviews. Never because
we earn a fee doing so.

Set the Stage for a Successful Sale!

You only have one chance to make a positive first
impression. And without a doubt, staged homes sell faster
and for more money! Appeal to more buyers by preparing
your home for sale.

DRESSED FOR
SUCCESS1

14
day3
s

You can be confident knowing I enlist
the professional services of others
who are entrusted by our firm to
provide you with the best service
at the best price. I’m committed to
helping you get your house ready for
sale quickly and inexpensively.

The Real Estate Staging
Association studied
63 unstaged homes in 2013
that spent an average of
143 days on the market
with no offers.

4
day0
s

For more details about
service vendors my firm
recommends, just ask me! I’ll
gladly provide information for:

After staging, those same
homes were relisted and
generated first offers in an
average of 40 days.

Carpenters
Electricians
Home Warranty Companies

2
day3
s

HVAC Technicians
Landscapers
Painters
Plumbers
Stagers
and more!

In a separate study, RESA
looked at 481 homes that
were staged before hitting
the market. They garnered an
offer in an average of 23 days.
1

REALTOR® Magazine, Jan./Feb. 2015 Issue

Here are some simple things
you can do:
•

Get rid of clutter to draw more
attention to the features of your
home rather than your personal
belongings.

•

Remove or reduce the amount of
personal pictures and keepsakes.

•

Add a fresh coat of paint – be sure
to keep the color scheme neutral.

•

Lighten and brighten your home –
make sure all lighting fixtures are
working properly and let natural
light in whenever possible.

•

Organize closets and storage areas
to make them look more spacious.

•

Decorate with living and natural
items like plants, flowers and fruits.

•

Spic and span all rooms.

•

Trim your bushes, rake your leaves
and shovel a path when showing
your home during the winter months.

•

Conceal the presence of pets.

If you’d like more suggestions for
staging your home, please ask me.
Remember, the goal is to always be
ready to show!

CONSIDER THE MARKET
YOU

Price and
Condition

THE
MARKET

Why do some
transactions fail?

ME

Marketing
and
Negotiation

Neighborhood and
Environment (out of our control)

Where do buyers come from?

1

Where a buyer found the home they actually purchased

1

The National Association of REALTORS® - Home Buyers and Sellers Generational Trend. Updated 03/2015.
2
RE/MAX Realty Group - Logged Transactions (2013)

2

The TRUTH about pricing...

Don’t be fooled
by price!

The Many Advantages
of Proper Pricing!

Some agents will “bid for
listings.” Buyers choose
homes based on competing
properties. Overpriced homes
generally sell for less!

• Increased agent response
• Better response from advertising
and sign calls
• Ability to attract better offers
• Faster sale
• Higher net sale price
• And much more!

A C TI VI TY

• Typically, the first buyer to make an offer
will pay the highest price.
• Your home will attract the most
excitement from potential buyers and
agents when it’s new on the market.

1

2

3

4

5

6

7

T IM E O N M AR KET ( in we e ks)

8

• Your home will sell more quickly – and
for the most money – when it’s listed
at the most saleable price from the
beginning.

RE/MAX Realty Group is honored
to have been recognized 6 times in
Rochester’s Top 100.

THIS DISTINCTION IS ONLY MADE POSSIBLE
BY YOUR CONTINUED CONFIDENCE IN ME

Thank You

FOR YOUR BUSINESS AND SUPPORT

Call Me
For A

FREE t

Marke
s!
Analysi

#1 RE/MAX in New York

Jeffery Wagner

Real Estate Salesperson/Rental Specialist
Cell: (585) 455-9663
Office: (585) 389-1024 • Fax: (585) 218-2873
JWagner1@remax.net • JeffWagnerSells.com
© 2016 RE/MAX Realty Group. 40A Grove Street, Pittsford, NY 14534. Each office independently owned and operated.

