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Buying or selling your home is like taking an airline flight across the country. When you start on 

your trip you have no idea how the trip will go. Neither does the pilot! You could run into 10 

different types of turbulence or you could have a smooth sailing flight!  

Certainly, the pilot will try to utilize his or her experience to navigate around storms and go for 

the smoothest flight plan, but if they’re honest, they can’t promise a turbulence-free trip. Their 

job is simply to get you to your destination in the least time and with the least amount of 

aggravation, while keeping you informed throughout your journey.  

As your Real Estate Consultant, I am the pilot of your plane. My job is to assist you in buying or 

selling your home. I can’t promise you there will not be any turbulence, but I can promise that I 

will utilize my experience and expertise to take you on the smoothest flight possible. And if we 

do hit turbulence, I won’t bail out on you! 

Enclosed is a break down from A-Z on your Real Estate transaction! This break down is to help 

you and I as a team avoid any turbulence.  I look forward to a safe and timely landing!  

If you have any friends or family looking to buy or sell please have them give me a call. 

I promise to give them to same First Class Service I gave to you! 

 

 

 

SOLD! 
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1. How I Market Your Listing 

My objective is to have as many qualified buyers as possible exposed to your property until it is 

SOLD. I will communicate the activity on your property on a regular basis. I will assist you in 

obtaining the highest possible dollar value for your property. Finally, I will constantly seek the 

best methods of exposing your property to potential buyers in the market place.  

1. Marketing programs cannot sell your house. The only purpose of Marketing is to get a call! 

2. The purpose of Marketing is NOT to please the seller, the realtor or the agents. 

3. VISUALIZE YOUR BUYER 

a. *That becomes your target* 

b. Who will we be marketing your listing to? 

c. If we can’t visualize your buyer, were just shooting Marketing arrows into the air. 

4. All real estate sells on emotion. Features may add to the value of a home, but only if the home already 

satisfies the subconscious emotional wants of a buyer. Seldom do features entice a buyer to call on your ad.  

5. Only 2 categories of buyers: 

a. Home Buyers: (Owner occupants) buying emotions: Lovely, serene, safe, tranquil, private, 

nature, elegant, beauty.  

b. Investors: (Non-Owner occupants) buying emotions: Profitability, a sure thing, appreciation, cash 

flow.  

6. Only 2 categories of property: 

a. Lovely home (satisfies psychological drive to provide and have nice things). Updated, Maintained  

b. Home needs work (or investment property). Dated, unpleasant colors, worn carpet, deferred 

maintenance.  

7. Overcome Dissonance (Contradictions, inharmonious)-Either a listing is lovely, or it isn’t. 

a. No dissonance. “Ooooohh. This is lovely!” 

b. Dissonance. “This doesn’t feel right.” 

c. Does merely saying, “This is a good buy”, overcome the dissonance? NO! You need proof! 

 

8. Use emotion: 

a. Our Marketing response will skyrocket if we take the time to identify the emotion most likely to 

motivate response, and then go after that emotion. 

b. Example: If it’s a lovely home, appeal to the “lovely home” emotion. 

c. If your property needs work, we don’t imply in the ad that it’s nice. Appeal to other emotions such 

as getting a good buy and then offering solid proof that it is a good buy! 
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2. When An Agent Shows Your Home 
 Buyer’s Agent: Buyer agents represent the buyer’s best interested in any sale. Do not disclose any 

information to Any Agent showing your home, regarding the reason for selling, deadlines for selling or if 

you may have an offer on another home, etc. Revealing your motivation to other agents places you at a 

disadvantage in negotiating a favorable outcome. 
 Never Stay in Your House with House Hunters: Let the agent handle it, and remove yourself if you 

possibly can. Remember the buyer’s agent has worked with these people and knows what they’re looking 

for, and how to work with them. Let the agent do their job without interference. You may feel that an agent 

isn’t showing the important features of your home to the prospect, but the agent knows people aren’t sold 

by details until they’ve become emotionally involved with the big picture of your home. The presence of 

any member of the seller’s family can’t help, always unnerves possible buyers and often prevents a sale. If 

possible, please leave when buyers are coming to see your home.  

 Silence is Golden: Can’t leave during a Showing? Be courteous but don’t force conversation with the 

potential buyer. They want to inspect your property, not pay a social call. Buyers do not want anyone to 

“sell” them on your home. They want to examine your home (many times in silence) and “absorb” all the 

features. If they are interested, they will ask their agent or me any pertinent questions.  

 Pets: Keep pets out of the way-preferably out of the house. Many people are acutely uncomfortable around 

some animals. If possible leave the premises with your children and pets. Let the buyer be at easy and let 

the agents do their job. 

 There’s a Crowd: Avoid having too many people during inspections. The potential buyer will feel like 

an intruder and will hurry through the house. The buyer is paying for the home inspection to purchase the 

home and should be awarded the courtesy of having some time to inspect and look at the home with their 

home inspector.  

 A Word to the Wise: Let me as your agent discuss price, terms, possessions and other factors with the 

prospects. 

 Special Instruction: If you have specific instructions that other agents should be told please let me know 

*PLEASE SECURE AND OR REMOVE ALL VALUABLES PRIOR TO A SHOWING/OPEN HOUSE* 

 

 

*Please See Guide To Staging Your Home for Further Detail* 
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3.  Buyers Understand Pricing Better Than You May 

Think 
  

A buyer, who is seriously looking, soon becomes very knowledgeable in their price range. An unreasonable 

asking price only discourages them from looking and considering your property.  

 

Buyers purchase by comparison and a property priced above the competition does not “compare” 

favorably. Inviting a buyer to make an offer could indicate that a fair price has not been established. 

 

If you plan to adjust your price at the time of a sale, it is better to adjust the price now and attract serious 

buyers. This often places you in the favorable position of having more than one buyer interested in your 

property.  

 

It is very difficult to obtain a reasonable offer on an over-priced property. The buyer feels he should be just 

as unreasonable in his offer as the seller in their asking price.  

 

By contrast, offers are much easier to obtain on a reasonable priced property; you can then choose which 

offer to accept with no obligation to on that does not meet your requirements. Your home will appraise for 

full value by the buyer’s bank.  

 

It is a mistake to believe that you will get more for a property by asking more. You usually get less, 

because fewer buyers will consider it when it’s placed on the market. The right buyers will not see it, and it 

usually strays on the market so long that it tends to become “Shop worn.” 

 

To obtain proper market exposure, it is an absolute necessity to be competitive in price, terms and 

conditions with similar properties that are selling in the areas.  

 

If you are a serious seller, price your property at market value and attract serious buyers. You will stand a 

much better chance of getting full-market value and your property will sell much faster.  

 
 

 

 



Kelly Kehoe 
513-792-5440 

KKehoe@huff.com 

www.soldbykk.com 

 

 

Kelly Kehoe Has The Keys to Your Next Home 
I love my Clients! Your referrals are warmly welcomed! 

 

4. Pricing Tactics  

 
 The most able and willing buyers are knowledgeable of what their money will buy: An unreasonable 

asking price will only discourage them from looking and considering you property. Buys purchase by 

comparison and a property priced above the competition will not compare favorably.  

 

 It is a mistake to believe you will get more for your property if you ask more: Fewer buyers will 

consider it when you place it on the market. The property will stay on the market longer causing it to 

because “Shop Worn”. 

 

 There is no control over the market, only the marketing plan: I cannot “make” someone buy 

your property, only proper pricing and a good marketing plan will attract buyers.  
 

 Overpricing in a Falling Market is disastrous: Market trend is as important as pricing. If you live in a 

community with an expanding job base, a growing population, and a limited housing supply, it’s likely that 

prices will rise. However, it is important to be realistic when you think about selling.  

 

 Four kinds of numbers are used to represent your property: 

o Cost: What was paid, plus capital improvements. 

o Price: What the seller wants. 

o Value: What a buyer is willing to pay. 

o Market Value: What a willing buyer and seller will agree on. 

 

 Reasons for overpricing:  

o Over improvement: A seller cannot select, add to their lifestyle, enjoy it, and expects the buyer to 

pay the original cost.   

o Need: The need for money does not increase property value. 

o Moving on Uptown: Buying in a higher priced area. 

o Lack of factual comparable sales: If there are no recently sold comparable properties in the area 

to compare your home to, this may cause some overpricing. 

o Bargaining room: Some sellers believe that if they overprice to begin with, they can negotiate 

some bargaining room during the closing or sale to get the price they really want for their home. 

o Moving isn’t necessary: If moving isn’t really necessary, sellers sometimes will overprice their 

home to try and get an idea of the current market.  

o Corporate Buyout: Third party companies purchase thousands of homes a year. The offer you 

receive is usually market value. Market your home close to that price. 

 

 Over pricing wastes advertising dollars & detours buyers!! 

o The largest impression and most impact a property makes on the market upon buyers and an agent 

is in the first few weeks of the listing. Therefore, it should show the best and be priced the best 

during those first few weeks.  
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5. Benefits to Proper Pricing 

Faster Sale, saving carrying costs 
Less inconvenience 

Exposure to more buyers 
Increase sales person response 

Better response from advertising 
Attracts higher offers 

Means more money to the seller 
 

Overpricing Doesn’t Give Maneuvering Room, Instead It Turns 

Buyers Off! 

Contrary to seller’s expectations that buyers will simply bid less than what they’re asking, most buyers won’t make 

an offer on a home priced too high for the market. Instead, buyers prefer to wait until the price is reduced and test 

their options elsewhere in the meantime.  

But there are other reasons that sellers don’t receive offers on overpriced homes. For example, buyers may not want 

to upset or offend the seller by offering a substantially lower price than the one being asked. Also, there’s the fact 

that buyers tend to know the market better than sellers do, since they’ve been looking at comparable homes and the 

prices on them.  

Sellers who over price their homes will usually alienate themselves from buyers and real estate agents, who will 

choose to search for more realistic asking prices. Agents also dislike showing overpriced homes because their buyer 

will rarely make an offer.  

The best solution for the seller is to lower the price right away, while buyers and agents still remember the place. If 

sellers wait too long before changing the asking price, they are risking the chance that their best buyer has moved on 

to other prospects and forgotten all about the high-price listing.  

 

Remember Your Home Has to Appraise For the Agreed Price or Above  
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6. How Long Will It Take To Sell My Home? 

Ordinarily, it takes an average of 6-9 weeks to sell a home. However, some will sell in a few days and some may 

take several months. Buyers make their buying decision based on the comparison of logical value and emotional 

appeal. You never get a second chance for a good first impression. Bottom line… I can’t “Make” someone buy your 

home! 

There are Five Reasons Why a Property Sells… 

Price 

Accessibility 

Terms 

Condition of Property 

Marketing 

You Control Four of These! 

The Five Week Results Review: 

Your property will have the greatest market activity during the first five weeks. Typically after that time period, the 

“showings” will decrease significantly. Buyers and real estate agents begin to wonder…”Is that property in poor 

condition or is it overpriced?” Usually the later maybe true. This self-test was designed for the use of real estate 

listing agents and/or owners of properties for sale. Its purpose is to help the agent or owners clearly focus on how 

the marketplace is responding to that combined marketing efforts of the owners and their agent. This serves as a 

guide whether change in the condition of the property or an adjustment price is called for.                                                                                                                                               

 

The basic options of every seller are to: adjust the price, more favorable terms or improve the condition of 

the property. Keep in mind that location, condition, and offering terms are all a function of price. Market 

studies have shown that if market activity is unproductive for a period of five weeks, it is unlikely that a sale 

will occur in the next five weeks unless an adjustment in price, terms or condition is made. 
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7. My Expectations of You  

Since any real estate transaction is based upon the mutual cooperation of the real estate agent and the client, I 

believe to achieve the highest price in the shortest amount of time, the seller must be held responsible for the 

following items. I believe this list will enable you to not only understand the process of selling your property, 

but to also feel confident that everything is being done to get your property to closing. 

 

 

1. The Seller will maintain the property in the best possible condition. Their responsibility 

continues until closing to maintain the property in “Show Ready” condition. Please see Guide To 

Staging Your Home for further information. 

 

2. The Seller is to secure any and ALL valuables prior to a Showing and/or an Open 

House.  

 

3. The Seller will provide easy access for all showings at a reasonable requested time. The 

Seller understands a lock box will increase showings  over 35%   Kelly Kehoe a Huff Realty 

Consultant will have keys, tenant’s names, alarm codes and contact information (Phone numbers, email 

addresses, etc.) available.  

 

4. The Seller will keep me informed of Seller’s itinerary when traveling. Must leave contact 

information in case an offer is presented or in case of emergency.  

 

5. The Seller agreements to return phone calls as soon as possible. 

 

6. The Seller agrees to provide an answering machine and/or voicemail for purposes of 

showing instructions and updates.  

 

7. The Seller will remove all four-legged pets from the premises during showings. 

 

8. The Seller will notify their agent immediately if any sales material becomes depleted or 

damaged. (For Sale sign, flyers, etc.)  

 

9. The Seller agrees to stage price reductions if the property has not sold within 45 days. 

 

10. The Seller agrees to speak with me the moment a concern rises. The seller will not let 

discontents, if any; build to the point of distress. 

 

11. The Seller agrees to market the property to all friends, family, co-workers, neighbors 

and acquaintances. If any interest is developer through these contacts, the seller is to notify their 

agent immediately.  

 

12. The Seller agrees that a contact from their agent every 10-14 days is enough to keep the 
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seller well informed. 

 

13. The Seller agrees to contact their agent if another agent solicits their listing at any time. 

 

14. The Seller will notify their agent immediately if any circumstances such as liens, 

lawsuits, refinances or changes in credit or marital status have occurred since listing the 

property.  

 

15. The Seller agrees to contact their agent if a change in motivation occurs. 

 

16. The Seller agrees to contact their agent if the seller wants to view or purchase any 

properties, included “For Sale by Owner” properties.  

 

17. The seller agrees to inform their agent of any violations of city, county, state, building, 

fire and health codes, including building permit inadequacies.  

 

18. The Seller agrees not to rent the property, prior to informing me. The tenant must be 

aware of all showings and sale procedures and has agreed to the same.  

 

19. The seller agrees to promptly provide any existing operating, utility, survey or loan 

statements upon request. 

 

20. The Seller agrees to not talk to the buyer or agents without me present.  

 

21. The Seller agrees not to negotiate without me present. 

 

22. The Seller agrees to keep their agent information of financial or physical problems that 

affect the property or the seller. Everything must be disclosed! When in doubt Disclose! 

 

23. The Seller agrees to keep their agent aware of all physical changes to the property 

during the listing period. Disclose Disclose disclose! 
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I know you have goals and expectations of me, and you can count on me to tell you if I can’t fulfill 

them for you. If we decide to work together, it’s a team effort…therefore my business also has certain 

goals and expectations of you and I need to be able to count on you to tell me if you can’t fulfill them. 

My business is built on long-term relationships and referrals. I’m looking for a relationship not just a 

“transaction”. I will not take you for granted…and I will provide you with the world-class service you 

expect and deserve. In return would you become my loyal advocate for life?  When friends, relatives 

or business associates are looking to buy or sell real estate, please call me with their phone number, so 

I may take care of them-the way I’ll take care of you. 

Being your Real Estate Consultant for Life is my business philosophy, but also a lifelong commitment 

to provide you with personalized service beyond your expectations. It is my philosophy to listen, hear 

and truly understand your needs, as a quality of business conduct seems to have been forgotten in 

today’s highly automated society. 

As your Real Estate Consultant for Life it is my job to not only understand your needs, but respond to 

them promptly, professionally and with integrity. It is my pledge to provide you with sound real estate 

advice, helping you to understand the strategies of decision-making and future implications of the 

decisions you make.  

1. Hire a conventional salesperson that does not rely on your recommendations and 

endorsements and constantly searches for business. If they don’t rely on your referrals, it 

doesn’t matter what kind of job they’ll do for you. 

2. Work with a “BY REFERRAL ONLY” Real Estate Consultant who is in it for life. I’m not a 

salesperson, giving you my opinion. I will provide you with information to make a decision 

based on your options and provide a clear vision to accomplish our goals. 

Your home is perhaps the most important financial and emotional investment that you will make in 

your life. Make a careful decision when choosing an agent to represent you in your investment. The 

real estate industry is filled with salespeople who are selfishly focused on making a quick sale and 

getting onto the next one-rather than providing attentive and caring service that consciously seeks to 

build a lifetime client relationship.  

If you are genuinely pleased with the EXTRA service and caring I have provided you, I rely on 

you to tell your family, friends and associates about us so I can be of service to them too! 

I look forward to working with you in the future. Thank you immensely in advance for your 

support!  
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8. Home Seller’s Glossary 

A-Z 

Adjustable Rate Mortgage (ARM) - A mortgage that permits the lender to adjust the interest rate periodically on the basis of 

changes in a specified index. 

Amortization schedule - A timetable schedule showing the amount of each payment applied to interest and principal and the 

remaining balance after each payment is made. 

Annual percentage rate (APR) - The cost of a mortgage stated as a yearly rate; includes such items as interest, mortgage, and 

loan origination fee (points). 

Appraisal - A written analysis of the estimate value of a property prepared by a qualified appraiser. 

Biweekly payment mortgage - A mortgage requiring payments every two weeks instead of the standard monthly payment. The 

result for the borrower is a substantial savings in interest. 

Broker - A person who, for a commission or a fee, brings parties together and assists in negotiating contracts between them. 

Closing - A meeting at which a sale of a property is finalized by the buyer signing the mortgage documents paying closing costs. 

Collateral - An asset (such as a car or home) that guarantees the repayment of a loan. 

Commission - The fee charged by a broker or agent for providing services related to a real estate transaction such as procuring 

the property, bringing the parties together, and negotiating a purchase contract or loan. 

Deed - The legal document conveying the title to a property. 

Deed Restriction - The legal document that restricts the way in which a property can be used. They are usually aimed at ensuring 

aesthetic uniformity in the neighborhood. 

Earnest money deposit - A deposit made by the potential home buyer to show that he or she is serious about buying the house. 

Equity - A homeowner’s financial interest in a property. 

Exclusive listing - A written contract that gives a licensed real estate agent the exclusive right to sell a property for a specified 

time, but reserving the owner’s right to sell the property himself without the payment of a commission, including the annual 

percentage rate and other charges. 

Home Inspection - A thorough inspection that evaluates the structural and mechanical condition of a property. 

Homeowner’s Association - A corporation formed by a real estate developer for the purpose of marketing, managing, and 

selling of homes and lots in a residential subdivision. HOA’s may take care of development parks, signage, street signs, etc. 

There usually is a fee which must be paid either monthly, quarterly, or annually. 

Homeowner’s Insurance - Insurance providing the homeowner liability coverage and protection in the event of fire, vandalism, 

etc. Your lending institution will be named as additional insured, if you have a mortgage. 

Lien - The legal claim against a property that must be satisfied before the property may be sold. 
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Lock in - A written agreement in which the lender guarantees a specific interest rate if a mortgage goes to closing 

within a set period of time. 

Mortgage - A legal document that pledges a property to the lender as security for a payment of debt. 

Net worth-The value of all of a person’s assets, including cash, minus all liabilities. 

Prime rate - The interest that banks charge to their preferred customers. 

Principal - The amount borrowed or remaining unpaid. 

Realtor - A registered collective membership mark which identifies real estate professionals who are a member of 

the National Association of Realtors and subscribe to its strict Code of Ethics. 

Survey - A drawing or map showing the precise legal boundaries of a property, the location of improvements, 

easements, right of way, encroachment, and other physical features.  

Title search - A check of the title of records to unsure that the seller is the legal owner of the property and that there 

are no outstanding liens or other claims. 

Title insurance - Insurance that covers the buyer and provides maximum protection in case there’s a claim against 

your home, aka an “owner’s title policy.” 

Truth in Lending - A federal law that requires lender to fully disclose, in writing, the terms and conditions of a 

mortgage.  

Underwriting - The process of evaluating a loan application to determine the risk involved for a loan for a client 

based on information such as employment history, credit history, salary and financial statements. 

  

PLEASE DO NOT EVER HESITATE IF YOU NEED FURTHER EXPLAINATION! I AM HAPPY TO ANSWER 

QUESTIONS AND EDUCATE!  

 

 


