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Dear Prospective Client, 
 
Thank you for giving me the opportunity to present my practice of Real Estate to you. 
 
As you review this document, A Proven Guide to Selling Your Home, you will begin to understand that 
all Real Estate Agents are not alike. Over the years, I’ve built my business and reputation on doing the 
very best job for my clients. My goal is your goal; whether it is to sell your home within a certain time 
frame, sell it with the least amount of inconvenience to you, or sell it for top dollar. I have included in this 
guide a fair amount of information about my practice to reinforce the fact that I get results by being 
hardworking, aggressive and skilled! 
 
It doesn’t matter whether it’s a “Buyer’s market” or a “Seller’s market”. . . there is always fierce 
competition among the houses on the market for those ever-so-few “qualified Buyers” who are out 
looking. Sellers need aggressive, effective REALTORS® to direct those Buyers to their property in order 
to get their property SOLD at their price and terms. My results prove that I am the very best at getting 
the job done! 
 
I hope you find this guide informative and useful. After reviewing the information you may conclude that 
selling a home is a complicated business. That is why it may be in your best interest to hire the RIGHT 
Real Estate Agent to represent you. 
 
I look forward to meeting you to discuss your needs. 
 
Best Regards, 
Josephine Ventura 
Broker Salesperson / REALTOR® 
 

  

My Real Estate business has been built around 

one guiding principle: It’s all about you. 
 

Your needs 
Your dreams 

Your concerns 
Your finances 

Your time 
Your life 

 
My focus is on your complete satisfaction. In fact, I 
work to get the job done so well, you will want to 
tell your friends and associates about it. Maybe 
that's why more than 50% of my business comes 
from repeat customers and referrals. 
 
Good service speaks for itself. I’m looking forward 
to the opportunity to earn your referrals too! 
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BENEFITS OF USING AN AGENT 

Time is Money 
How much is your time worth? If you don’t use a Real Estate professional, expect to spend at least 100 
hours selling your home – assuming there are no problems! Considering your work, family, and personal 
commitments, is that the best use of your time? 
 
It’s a Big Deal 
Selling (and buying) a home is a big deal. Most people don’t sell more than two homes in their lifetime, 
so it’s not something they develop expertise in. There are ever-changing laws, ethical practices and 
practical considerations that you don’t want to learn on your own through trial and error or relying on a 
book or information off the Internet. It’s just not worth the risk. 
 
I  Can Help! 
My goal is to give you a 10+ experience! 
 

What benefits I provide to you…  Because… 
Consult with you on how to get your home in 
top-selling condition. 

 We want to WOW prospective buyers during 
the first 30 days that your home is on the 
market. 

Give you up-to-date information on what’s 
happening in the marketplace. 

 Having up-to-date market information helps us 
strategize. 

Provide you with information on competing 
properties; e.g. list price versus actual SOLD 
price, financing terms, condition and more. 

 The fair market value of your home is 
determined by what competing properties are 
selling for right now. 

Market your home to other Agents and the 
public using research-based marketing 
strategies. 
 

 There is a misconception that advertising sells 
real estate. Research conducted by the National 
Association of REALTORS® shows that 41% of 
homebuyers first learned about the home they 
purchased from an Agent; only 7% from a 
newspaper ad. 

Help you objectively evaluate and negotiate 
every Buyer’s offer without compromising  
your position. 

 An offer is just the beginning of a process of 
appraisals, inspections and financing – a lot of 
possible pitfalls. I can help you write a legally 
binding win-win contract that is more likely to 
make it through the process. 

Help you close on the sale of your home.  The paperwork alone is overwhelming and it is 
not unusual for questions or unexpected 
problems to occur during closing (settlement). 
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WHAT I DELIVER 

Communication 
Your needs always come first. I provide the service we agree to, in the ways that work for you, whether 
once a week, once a day, by phone, email or text message. That's how we'll do it. 
You'll always be kept in the loop. From listing to closing, you'll know the status of our marketing efforts, 
the offers on the table and the steps leading to a successful closing once an offer is accepted. We'll 
agree on the communication method that works best for you. 
 
Experience and Expertise 
The complexities of your Real Estate transaction will be well-handled. Smoothing the way for your listing 
and sale, I will capably remove many potential challenges before they have the opportunity to appear. 
 
Marketing 
Your home will get the exposure it deserves. Our marketing systems maximize your property's exposure 
to buyers. Neighborhood tracking tools and automated buyer calling systems allow us to reach active 
buyers who want to know about your listing. 
 
Pricing 
Your home will be priced right, adjusted as needed, and will sell quickly. With a keen understanding of 
both the big picture and the very latest local and neighborhood listing and sales data, the information 
you need is at our fingertips. 
 
Staging 
Your home will put its best foot forward. Homes sell because of correct pricing and great presentation. I 
know what it takes to make the terrific first impression that will get your home sold. 
 
Satisfaction 
We'll guarantee your satisfaction. Our relationship is dependent on meeting and exceeding your needs. 
We identify those needs together, and my cancellation guarantee protects your right to end our 
relationship if you're disappointed. 
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THE HOME SELLING PROCESS 

Below is a typical outline of the home selling process. It may take 30-90 days (or more) to find a buyer 
and complete the home selling process.  
 

 
 
 
  

!
THE SELLERS ROADMAP 

!  

!  44
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PRICING YOUR HOME CORRECTLY 

Determining the Value of Your Home 
Let's begin with this direct statement: 
We are not the ones who decide how much your home is worth. The market does. 
 
It tells us exactly where to price your property to sell and how to approach the marketing of it. Here are 
the factors that will affect the value in today's market: 
 
§ Price:  Pricing your home properly from the start is the deciding factor on how long it will take to sell 

it. 
§ Location:  Location is the single most important factor in determining the value of your property. 
§ Condition:  The condition of the property affects the price and the speed of the sale. As prospective 

Buyers often make purchases based on emotion, first impressions are important. I'll be able to help 
in optimizing the physical appearance of your home to maximize the Buyer's perception of value. 

§ Competition:  Prospective Buyers are going to compare your property – both the condition and the 
price – to other listings in and around your neighborhood. Those Buyers will determine value based 
on properties that are listed or have recently sold in the area. 

§ Timing:  Property values are affected by the current Real Estate market. Because we can't manipulate 
the market, we'll collaborate on a pricing and marketing strategy that will take advantage of the first 
30 days your property is listed. It's the window of opportunity when buyers and their Agents discover 
your property and are most likely to visit and make offers. 

 
Pricing Mistakes 
The value of your property is determined by what a BUYER is willing to pay in today’s market based on a 
comparison of your property with others SOLD in your area. Here are common pricing errors: 
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PRICING YOUR HOME CORRECTLY (con’t) 

Market Activity 
Maximum activity is during the second through 
the fifth week of the listing period. If the home is 
not properly priced during this time, we miss out 
on this peak level of interest. 
 

 
 
 
 
 

Sales Probability 
Research conducted by the National Association of 
REALTORS® shows that more buyers purchase their 
properties at fair market value – not above it. The 
percentage of buyers increases even more when the price 
drops below fair market value. 
 
Know your position in the marketplace. Homes that are 
not competitively priced do not get shown. Homes that 
do not get shown do not sell.  
 
Do not risk losing prospective Buyers by over-pricing. 

 
Priced Properly vs. Over-pricing 
 

The impact of pricing your home properly…  Over-pricing your home will… 
§ A properly priced home will generate more 

showings and sell in a shorter amount of 
time. 

§ A poorly priced home will take a longer 
time to sell and usually sell for less than if it 
was properly priced in the beginning. 

 

 § Not attract as many buyers because they’ll 
think it’s out of their price range. 

§ Take longer to sell. 
§ Make competing properties look good. 
§ Become “shopworn.” 
§ Be overpriced in everyone’s minds (Agents 

and Buyers) and they tend not to forget. 
§ Cause you to lose valuable time and miss 

out on buying your dream home. 
§ Cause advertising dollars and marketing 

efforts to be wasted. Cause negotiations to 
stall. Cause appraisal problems. 

§ End up selling below market value in order 
to make up for all of the above. 
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WHERE BUYERS COME FROM 

Buyers find the home they purchase primarily by looking on the Internet and by asking Real Estate 
Agents. During our face-to-face meeting, I will show you our techniques to get your home SOLD! 
 
 
 

 
 
 

 

Open	  House	  
1%	  

Adver0sement	  
3%	  

Reloca0on	  
Company	  

8%	  

For	  Sale	  Sign/
1-‐800	  	  
17%	  

Internet	  
9%	  

Realtor	  Direct	  
Contact	  
62%	  

YOUR HOME WILL BE ON 900+ WEBSITES 
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STAGING YOUR HOME 

What Can Staging Do? 
Adding cost-effective amenities and improving the general cleanliness and condition of the home is 
what we call "staging." . 
 
When a Seller stages their home, one of two things happens:   
The home becomes more valuable than other comparable properties in that price range. The home gets 
moved up in price and becomes the lowest priced in the next higher price bracket or category.*  
 

*Based on the national best-seller 
SHIFT: How Top Real Estate Agents Tackle Tough Times 
by Gary Keller 

 
Through the Eyes of a Buyer 
Our service is designed to assist you in making cost-effective decisions that will help you sell your home 
quickly and at the highest possible price. 
 
Your home will sell no matter what the market you are in. The key to selling is to prepare your home by 
making it as appealing, clean and uncluttered as possible. 
 
 
You Will Not Get a Second Change to Make a Good First Impression 
§ Take a ruthless look at your home and use the same 

critical eye that you will use when looking at new homes. 
§ Make everything shine. 
§ Take the time to fix the little things that may not bother 

you but they will catch the eye of a potential Buyer. 
§ Remember that cleanliness and roominess are CRUCIAL. 
§ Kitchens and baths sell homes, so be sure that every 

cabinet, floor counter, fixture, and appliance is 
immaculate, inside and out. 

§ Crowded conditions will suggest to the buyer that 
storage is inadequate. 

§ LESS IS MORE applies to your closets, attic, basement, 
and garage. 

 
 
 
.   

Three Things to Remember… 
1. You don’t get a second 

change to make a first 
impression. 

2. A review of more than 2,800 
properties in eight cities 
found that staged homes, on 
average, sold in half the time 
than non-staged homes did. 

3. Most Buyers make decisions 
about the property within the 
first 15 seconds of entering 
the home. 
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STAGING YOUR HOME (con’t) 

Checklist for Staging Your Home 
 
Exterior 
☐  Trim lawn, shrubs, trees, and around 

sidewalks 
☐  Put away bikes, toys, tools 
☐  Clean or paint front door 
☐  Place a pot of flowers next to the door 
☐  Fix the doorbell 
☐  Keep walks clear of ice, snow, leaves 
☐  Replace burnt out light bulbs 
 
Throughout the House 
☐  Shampoo carpets, wax floors 
☐  Wash windows, clean blinds 
☐  Create space. Scale down collectibles and 

family photos 
☐ Organize closets and cupboards. Pack and 

store unused items. 
☐  Remove bugs and cobwebs from light fixtures 

and corners of rooms 
☐  Wash and touch up paint as needed on doors 

and walls, particularly knobs and switches 
 
Kitchen 
☐  Keep countertops clear 
☐  Polish appliances, do not use refrigerator as a 

bulletin board 
☐  Clean the oven and degrease the fan hood 
☐  Clean and organize cabinets 
☐  Keep the sink and faucet shining 
 
Basement 
☐  Brighten the walls and floors with paint 
☐  Clean the outside of the water heater and 

furnace, replace furnace filter 
☐  Put in bright overhead lights 
 
 

Make Repairs 
☐  Replace washers on leaky faucets 
☐  Oil squeaky hinges; nail down squeaky 

floor boards and steps 
☐  Wax sticky drawers 
☐  Put sliding doors on track 
☐  Replace broken windows 
☐  Replace torn screens 
☐  Replace washers on leaky faucets 
☐  Oil squeaky hinges; nail down squeaky floor 

boards and steps 
☐  Wax sticky drawers 
☐  Put sliding doors back on track 
☐  Replace broken windows 
☐  Replace torn screens 
 

Living Areas 
☐  Keep drapes and blinds open 
☐  Arrange furniture to maximize space and flow 

of traffic 
☐  Hang a mirror where it will reflect outdoor 

light to add dimension 
☐  Remove ashes from the fireplace; set logs in 

the winter, place green or flowering plant on 
the hearth in the summer 

 
Bathrooms 
☐  Polish fixtures and mirrors 
☐  Wash the shower curtain 
☐  Repair, caulk, and clean grout 
☐  Display unused soap bars 
☐  Hang towels neatly 
☐  Put away cosmetics and hair appliances ☐ 

Keep the toilet clean and the lid down 
 

Garage 
☐  Sweep the floor; clean oil stains left from cars 
☐  Remove cobwebs 
☐  Hang tools or place them on shelves 
☐  Replace bulbs; make sure electronic garage 

door opener works 
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HOW SHOWINGS WORK 

I Qualify All Showing Appointments 
Having your property available for showings is very 
important an will make every attept to accoomodate your 
schedule when making showing requests. Our goal is to 
market your property with as little inconvenience to you as 
possible. All showing appointments for your property will 
be scheduled by your Agent. Any Agent whishing to show 
your property will call the office to schedule an 
appointment. Based on the showing instructions provided 
by the Homeowner, your Agent will call the Owner/Tenant 
to schedule the showing and confirm the appointment with 
all invovled. Please be awasre that many times the Agent 
showing the property has likely scheduled other properties 
to show his/her client. This can sometimes created 
unexpeced time restraints on the intended showing 
shcedule. To prepare for this, the showing Agent may 
request an interval of time (i.e. between 1pm and 2pm) for 
the showing, rather than a specific time. I request your 
flexibility with these unexpected circumstances. 
 
 
Interpreting Feedback from a Showing 
Price objections are always clothed in different terms. 
The Seller’s goal: To be the very best house in the price range. 
 

What the Buyer’s Agent Says  Interpretation 
The Buyer thought the house was too small.  The Buyer found larger homes for the price. 
They liked the house but bought another.  They found other houses that were better 

values. 
They liked the house, but bought a new home.  Buyers will pay 10-15% more for a new home. 
They did not like the carpet or wallpaper. 
 

 The Seller should replace the carpet/wallpaper 
due to age or color. 

They thought the yard was too small/the street 
too busy. 

 They found other homes with larger 
yards/quieter streets for the same price. 

The home needs some work.  The Seller may need to make minor repairs or 
neutralize. 

 

  

How to Prepare for a Showing In 
Ten Minutes or Less... 
§ Put the dishes in the dishwasher 

(or quickly wash the dishes)  
§ Make the beds 
§ Wipe the counters 
§ Empty the garbage 
§ Hide dirty clothes in the washer 

or hamper  
§ Take a deep breath 
§ Run a quick vacuum 
§ Turn on the lights 
§ Detain the pets – for their safety 

and the safety of others 
§ Leave the house before showing  
§ Smile! You did it! 
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OFFERS & NEGOTIATION 

When a Residential Purchase Agreement (RPA aka offer).is presented on your home, you will have three 
basic choices in deciding how to respond. 
§ Accept the offer. 
§ Reject the offer. 
§ Make a counter offer. 

 
Together we will thoroughly analyze the offer, and discuss its strengths and weaknesses. 
 

Information  § Learn as much as you can about the wants and needs of the Buyer, i.e. 
family size, financial position, and motivation. 

§ Does the Buyer own a home now? 
§ Why did the Buyer select your home? 

Timing  § When is the closing scheduled and when must you deliver possession?  
§ What deadlines are important and/or required by the Buyer? Most 

concessions occur at or beyond the deadlines. 
Contingencies  § Evaluate contingencies carefully and thoroughly. 

§ Most common is the mortgage contingency. The contract should be 
specific regarding interest rate, points, and date of commitment. 

§ All contingencies, including attorney review, inspections, or repairs 
should have a specific timeframe in which to be completed. 

Price  § This is where your Agent will be of great assistance to you. I will assist 
you in getting a higher price for your home, with minimal risk of losing 
your Buyer. 

§ Requires Buyers to respond to counter offers by a specific date. 
§ If you make a concession on price, be sure that your requirements 

(personal property, timing, etc.) are met. 
Approach  § Take a cooperative position. 

§ Ask your Agent for advice and recommendations. 
§ Keep an open mind and be willing to be flexible. 

Important  § I help with your negotiations but I am not a Real Estate attorney. If you 
have reservations about the purchase contract, it is in your best interest 
to have an attorney review it. 

§ You can also accept the contract with this clause: “Seller acceptance of 
this contract is contingent upon approval by the attorney for the seller 
within three days of the date of acceptance.” 

 

After studying the entire offer, I will give you my recommendation, and then you will decide how to 
respond. This is where a competent Agent can be worth their weight in gold, because having the right 
wording or contingency clause in the offer can mean the difference between a smooth transaction and a 
messy court battle.  
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CONTRACT TO CLOSE 

Processing the Sale 
Once under contact, the sale process is as follows: 
1. Open title. 
2. Deliver earnest money check and contract to the title company. 
3. Obtain receipt for earnest money check from the title company. 
4. Order all necessary inspections. 
5. Examine the title commitment for clouds and make sure problems are disclosed early so closing is 

not delayed. 
6. Ensure that you receive copies of all documentation pertinent to the transaction, 
7. Note all contingencies and attempt to remove them within the time limit provided or get an 

extension of time, if needed. 
8. Keep you informed of buyer’s loan application and the progress of the appraisal on your home. 
9. Be present during inspections and keep you informed of their findings. 

§ Roof 
§ Pest Control 
§ Pool 
§ Building 
§ Plumbing & Heating 

10. Arrange any required termite treatment and obtain certificate. 
11. Coordinate execution of any required repairs. 
12. Verify survey has been ordered and completed. 
13. Provide title company with any charges for Closing Disclosure (CD) (formally known as the HUD-1). 
14. Have closing papers drawn before closing so that if any problems arise, we can solve them, 
15. Coordinate the closing and move in dates so that they are as convenient to both parties as possible. 
 
 
The Home Inspection 
Many Buyers choose to have home inspections at their expense when purchasing their new home. In 
fact, many offers are subject to having a home inspection. By having a home inspection, the home’s vital 
systems are checked. A home inspection allows you to sell your home with confidence. The Buyers will 
schedule a whole house inspection shortly after the contract is ratified. I will contact you to let you know 
when the inspection will take place. The inspection will normally take anywhere from 1.5 to 3 hours. This 
is also a good time for the Buyer to bring in any family members that would like to see the house. The 
Buyer’s Agent will usually be present during the inspection. Once the inspection is completed the 
buyer’s Agent will provide me with a repair addendum that will detail the requested repairs/credits. I will 
contact you to discuss the requests and we will then negotiate the addendum. We will then have time to 
get quotes from any contractors that we may need. 
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MOVING CHECKLIST 

Give Address Change To… 
☐  Post Office 
☐  Charge accounts, credit cards 
☐  Subscriptions (several weeks notice required) 
☐  Family and friends 
 
Bank 
☐  Transfer funds, arrange check cashing in new 

city 
 
Insurance 
☐  Notify company of new location for coverage, 

life, health, fire and auto insurance 
 
Utility Companies 
☐  Gas, electric, water, telephone, fuel (do not 

shut off/transfer services until Close of Escrow) 
☐  Get refunds on any deposits made 
 
Medical / Dental 
☐  Ask doctor and dentist for referrals 
☐  Transfer prescriptions as needed fore 

eyeglasses, x-rays, etc. 
☐  Obtain birth records, medical records, etc. 
 
Do Not Forget To… 
☐  Empty freezer 
☐  Defrost freezer and clean refrigerator. Place 

charcoal to dispel orders. 
☐  Have appliances serviced for moving 
☐  Clean rags or clothing (have them wrapped 

before moving) 
☐  Check with your moving counselor: 

☐  Insurance coverage, packing/unpacking 
labor, arrival day, various shipping papers, 
method and time of expected payment 

☐  Carry enough cash or traveler’s checks to 
cover costs of moving services until you 
make banking connections in the new city 

  

On Moving Day 
☐  Carry jewelry and documents yourself, or 

use registered mail 
☐  Plan for transporting pets, they are poor 

traveling companions if unhappy. 
☐  Double check closets, drawers, and shelves to 

be sure they are empty 
☐  Leave all old keys needed by new tenant or 

owner with real estate agent or neighbor 
 

At Your New Address 
☐  Check on service of telephone, gas, 

electricity, and water 
☐  Check pilot light on stove, water heater, 

incinerator, and furnace 
☐  Have new address recorded on driver’s 

license/apply for state driver’s license 
☐  Register car within five days of arrival in state 

or a penalty may have to be pain when 
getting new license plates 

☐  Register children in new school 
☐  Arrange for medical services: doctor, dentist, 

etc. 
 
 

 

  



A GUIDE TO SELLING  YOUR HOME   #VENTURASELLSVEGAS   
                           

 

 15 

COMMON REAL ESTATE MYTHS  

Myth  Truth 
A “discount” Broker can do just 
as well and save me money. 

 Successfully marketing a property in our competitive 
marketplace takes skill and resources. All of the promotional 
costs such as photos, brochures, printing, signs, 
advertisements, MLS fees, direct mail, etc. are paid for by me. 
How will a discount Broker offer such a complete marketing 
campaign? Does the discount Broker have a team to personally 
tend to your specific needs? Do they have a proven track 
record of success, or are they just using the lower commission 
to try to win your business? Do they have the expertise to 
guide you through the problems that often develop during the 
closing process? 
 
Remember that you only actually pay a brokerage fee if and 
when your property sells. Many Sellers have found that their 
commission with a discount Broker was really zero, because 
their property never sold!  It is interesting to note that a 
discount Broker does not have a dominant market share in any 
major city in the country. 
 

I should select the Agent that 
suggests the highest list price. 

 This is the oldest scam in real estate sales: Tell the Seller what 
they want to hear, compliment the home, and agree to list it at 
an unrealistically high price just to get the listing. Then, after 
you have the listing for a few weeks, start telling the Seller that 
they need to reduce the price. 
 
I don’t play any games.  I provide a well researched 
computerized market analysis to determine the true realistic 
price that your home will bear in today’s marketplace. The 
decisions of which Agent to list with and what price to ask are 
two completely separate decisions.  
 
Never select an Agent based on the price they suggest, rather, 
select your Agent based on their CREDENTIALS and 
MARKETING PLAN, and then decide on price together! 
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COMMON REAL ESTATE MYTHS (con’t) 

Myth  Truth 
Property condition is not that 
important to Buyers. 

 WRONG! A property in superior condition will sell faster and 
for a higher price than a home in average condition. Buyers 
purchase properties that are most appealing, and a home in 
great condition with a reasonable asking price always tops the 
list. Sellers that invest in necessary repairs and keep their home 
clean and fresh always reap the rewards! 
 

Empty homes are harder to sell 
than occupied homes. 

 Vacant homes often sell faster for several reasons, but again it 
all depends on condition. A vacant home that is clean, in good 
repair, and priced fairly will sometimes sell fast because the 
rooms will appear larger without furniture and clutter. Buyers 
can easily visualize their furnishings in the home. Most Agents 
prefer to show vacant homes because they can go anytime 
without worrying about making appointments, etc. 
 

Pricing a home for sale is a 
mysterious process. 

 Your home will sell for what the market will bear. It takes a solid 
knowledge of the market to determine the range of values for 
homes similar to yours.  Every home is unique, your home will 
sell either near the high end, or the low end of the range, 
depending on its specific attributes like location and condition. 
I utilize a computer database, along with my experience, to 
help you decide where to set the price. It is not simple, but it 
isn't mysterious either.   
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FREQUENTLY ASKED QUESTIONS 

Who do I call if I need more home brochures or shoe covers? 
Report your needs to your Real Estate Agent. 
 
Who do I call if my sign is damaged or stolen? 
Report the damage or theft to your Real Estate Agent. 
 
How many directional signs will you install? 
Typically one or two, depending on local traffic patterns. 
 
When will my Virtual Tour and online marketing be live? 
Usually within 48 hours after home has been entered into the MLS.  
 
Why do you put an “Offered at” price on your ads rather than the actual price? 
Good question! A price range attracts more potential buyers. 
 
How much time does it take to get feedback from a showing? 
It varies, typically 2-5 days.  
 
How much notice will I get before showings? 
Typically 12 to 24 hours (but could be as little as 30 minutes). 
 
What should I do if a showing appointment is late or early? 
Remember, the ‘F word’ of Real Estate is flexibility. It is often difficult for a showing Agent to be 100% on 
time for an appointment. Your home could be one of many they are showing that day. 
 
What do I do if someone simply knocks on my door and wants to see my home 
without an appointment? 
Do not let them in! Tell them to call my office and I will screen them prior to allowing them into your 
home. 
 
Can you suggest a home improvement person to assist me in preparing my property 
to sell? 
Absolutely! Call your Real Estate Agent for suggestions. 
 
When should I adjust the price of my home to match the market? 
According to the National Association of REALTORS® if after two weeks (14 days) or ten showings you do 
not have an offer, the home’s list price needs to be adjusted downward by 5% to match the market. 
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FREQUENTLY ASKED QUESTIONS (con’t) 

Do you suggest doing open houses? 
Rarely. Unless I see that your neighborhood is active. I cannot control the quality of the Buyers who are 
coming through your home during an open house. Sometimes things are stolen! 
 
How will I know which ads feature my home? 
A copy of the ad(s) will be mailed to you along with feedback. 
 
Do you suggest the “Broker Open House?” 
No. I will personally notify all area Agents about your home. If they have potential Buyers for your home 
they will make a showing appointment. 
 
How often will you show my home? 
Remember, I will not always be the Agent who will show your home; but I am the reason that it is being 
shown! (Thanks to marketing, etc.) 
 
Will every Showing Agent leave a business card? 
Hopefully, but not always. 
 
I  know someone who’s looking for a great Agent. Can I have them call you directly? 
Yes, absolutely, contact me directly or have them contact me. I have been known to give gift certificates 
from local restaurants to people who refer me to their friends or family! 
 
How often will we hear from you? 
At least once a week, often several times per week. 
 
What are your working hours? 
My working hours are 8am to 8pm, Monday through Saturday. 
 
Do you check your email often? 
Yes, I check my email at least four or five times each day. 
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KELLER WILLIAMS REALTY 

Technology 
Leading-edge tech tools and training give me the edge in effectively sell your home! 
 
Teamwork 
Keller Williams Realty was designed to reward agents for working together. Based on the belief that we 
are all more successful if we strive toward a common goal rather than our individual interests, I'm 
confident that every Keller Williams professional shares the common goal of serving you, my client, in 
the best way possible. 
 
Knowledge 
Keller Williams Realty helps me stay ahead of trends in the real estate industry through its 
comprehensive, industry-leading training curriculum and research resources. It's what prepares me to 
provide you with unparalleled service. 
 
Reliabil ity 
Founded on the principles of trust and honesty, Keller Williams Realty emphasizes the importance of 
having the integrity to do the right thing, always putting your needs first. It reinforces my belief that my 
success is ultimately determined by the legacy I leave with each client I serve. 
 
Track Record 
I'm proud to work for the second largest real estate company in the United States. It's proof that when 
you offer a superior level of service, the word spreads fast. 
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THE JOSEPINE VENTURA ADVANTAGE 

Communications Guarantee 
According to the national association of realtors, 70% of the public thought their Agent did a poor job 
communicating with them. Not with me! 
 
1. I guarantee I will provide feedback after showings to you within 48 hours (when available), via email 

and/or text. 
2. I guarantee I will call you weekly to discuss feedback, showing traffic, market activity, price 

adjustments with regards to positioning your home on the market. 
3. I guarantee I will be available to receive your calls between 1pm and 5pm Monday through 

Saturday. 
4. I guarantee I will return all phone calls between 2pm and 5pm Monday through Friday, and emails & 

texts even more quickly. 
5. I guarantee that you will be kept informed regarding new homes that come on the market to 

compete with yours, as well as recent sales around you. 
6. I guarantee you will visually see any brochures, websites, etc., to see how your home is being 

marketed. 
7. I guarantee that I will hand deliver any correspondence that is of urgent nature. 
8. I guarantee I will update all Agents and Brokers in the area about your home. 
9. I guarantee that Buyers will have information on your home available 24/7 via our online system. 
10. I guarantee that your home will have immediate response to sign calls. 
 
 
Easy Exit Listing 
What is your biggest fear when you list your home? 
It’s simple. You worry about being locked into a lengthy listing agreement with a less than competent Real 
Estate Agent, costing your home valuable time and exposure on the market. 
Worry no more. I take the risk out of listing your home through the easy exit listing agreement.  
 
1. You can cancel your listing at any time*. 
2. You can relax, knowing that you will not be locked 

into a lengthy or binding contract. 
3. If for any reason you are not 100% satisfied with our 

Real Estate services, if everything is not done exactly 
the way I promise it will be done, simply call me to 
let me know. I promise to remedy the situation within 
24 hours. If you are still not satisfied, I will cancel the 
listing. What could be a better and safer assurance 
than that? 

4. YOU ARE IN CONTROL. 
 
 
 

  

Did you know that most Brokers will 
charge you the same fee, no matter 
how your home sells – even if you find 
the Buyer? With my system, you have 
complete flexibility. After all, why pay 
for something you may not get?  
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THE JOSEPHINE VENTURA ADVANTAGE (con’t) 

Flexible Fee Structure 
Many realtors have a very rigid commission schedule that is not in touch with today’s fast-paced market. 
With the Flexible Free Structure, you can choose what fits your situation best. 
 
 
6%  Your property sells through the MLS and the commission is shared with the other Broker.  
 Full service, full MLS.  
 
5%  I find the Buyer, write the contract, and take care of the closing process. There is no other 

Broker involved.  
 Full service, full MLS.  
 
4%  You find the Buyer, I write the contract and I take care of the closing process. There is no 

other Broker involved.  
 Full service, full MLS.  
 
$1500  You find the Buyer, you write the contract and I take care of the closing process. There is no 

other Broker involved.  
 Limited service, no MLS.  
 
$995  You find the Buyer, and close the transaction. There is no other Broker involved.  
 Limited service, no MLS.  
 
 
The Home Hunter System 
I have a unique system to attract Buyers and ensure that each Buyer will be properly assisted in finding 
the home that they are searching for. I have a system that focuses specifically on assisting the large 
inventory of Buyers that our innovative marketing strategies produce. 
 
Each Buyer is interviewed to determine the features and specifications that they are looking for in a 
home. That data is then entered into a computer system that will list the homes that match the Buyer’s 
criteria. Buyers are given the features and benefits of those homes that meet their criteria, and will be 
assisted through each step of the process. 
 
I focus on all of my efforts on finding a Buyer for your home, unlike traditional Agents who passively wait 
for a Buyer to come along. The system allows me to give exceptional service to a large inventory of 
Buyers. 
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WHAT HAPPENS NEXT? 

Seller’s Questionnaire 
Please fill out the Sellers Questionnaire (last two pages) and submit it when we meet.  
 
Time to Meet 
This will allow me to see your property and conduct a full analysis. In our meeting I will go over some of 
the most important factors concerning the sale of your home. 
 
§ I will go over your needs, goals, expectations and concerns. I will answer any questions you may 

have. 
§ Review the 25-point Marketing Program to get your home SOLD! 
§ I will go over the market in your area including past sales, pending sales and active sales. 
§ I will discuss a pricing strategy that fits in with your specific goals and needs. 
§ I will go over your terms. 
§ We will each decide if working with each other is a good fit. 
 
 
Put Your Home on the Market 
Once you’ve made the decision to list, market and sell your house with me… 
• Your home will be entered in the MLS, a sign and lockbox installation work order will be placed. 
• Showing instructions will be finalized within one business day or less of receipt of the listing contract.  
• A sign and lockbox will be installed and photographs will be taken at a scheduled appointed time. 
• Photos will be uploaded to Internet sites within two business days or less following the installation 

appointment. 
• Brochures will be delivered within four business days or less following the installation appointment. 

You have the option to review and approve of the brochures. 
• A virtual tour describing your home will be active within four business days. 

 
 

I  am looking forward to meeting you, seeing your home and discussing the sale of 
your home! 
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SELLER’S QUESTIONNAIRE 

Property Address:        Year Built:   

 Owner Co-Owner 
Name (on ID):   

Mobile #:   

Email:   

Birthdate:   

Occupation:   

Employer:   

 

Anniversary:__________________________________________________________________ 

Name & Age of Children: ________________________________________________________ 

Name & Breed of Pets: _________________________________________________________ 

Josephine Ventura was referred to you by:______________________________________________ 

The main reason I am meeting with Josephine Ventura is because: 
____________________________________________________________________________ 

The reason I am selling is: _______________________________________________________ 

____________________________________________________________________________ 

It would be best to be moved by (date): ______    My loan balance is approximately: $______ 

Did you know Josephine Ventura has a system for real estate sales and marketing to help them 
accomplish your goal of selling your home?  ___ Yes    ___ No 

Do you need to buy a home?   ___ Yes   ___ No 

My criteria for choosing a REALTOR® to sell my home is: ___ Highest Price      ___ Marketing Program 

I would be interested in Josephine Ventura calling me to give me an update on feedback of 
showings. ___ Yes ___ No  How Often?  ___ Weekly   ___ Bi-weekly 

Special instructions:_________________________________________________________ 

____________________________________________________________________________ 

I have seen or heard the following advertising campaigns by Josephine Ventura (check all that apply): 

☐ Billboards    ☐ Yard Sign    ☐ Radio     ☐ Movie Theaters   ☐ Yellow Pages    

☐ TV Ads    ☐ Shopping Carts    ☐ Business Ads    ☐ Newspaper Ads   ☐ Moving Trucks   

☐ Open House    ☐ Postcards    ☐ Website    ☐ Buyer Seminars   ☐ Video    

☐ Mailers    ☐ Email    ☐ Community Newsletters     ☐ Other 
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IF YOU WERE THE BUYER 

What attracted you to your house when you purchased it? 
 
 
 
 
 
 
 
 
What have you done since then to make it attractive (upgrades/improvements)? 
 
 
 
 
 
 
 
 
If you were the buyer, what would you find exciting about this home? 
 
 
 
 
 
 
 
 
What do you like most about your neighborhood? 
 
 
 
 
 
 
 
 
Rate the overall condition of your home, 10 being the highest (circle):   
 
1   2    3   4   5   6   7   8   9   10 
 


