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Mission Statement of 

EXIT REALTY ELITE
Our mission is to invest 100% of our effort delivering first–class service to our clients.  This will be accomplished by making the process as simple and stress free as possible; by offering a one-stop approach to buying and/or selling a home.

To attain the lowest possible costs on financing, title costs, and insurance services, by utilizing state-of-the-art technology, our experience, knowledge, and sales volume leverage.  To offer exclusive services that can only be attained by hiring us as your REALTOR(. 

As a result, our valued clients, suppliers, and their friends will feel confident in referring members of their family, co-workers, neighbors, and other people they know to us for competent advice on buying, selling, or investing in real estate.  

We are interested in strong, lasting, life-long relationships one person at a time.  You can count on us!
Paul E Richardson

Exit Realty Elite
If selling your home is important to you then please

review our
COMMITMENT

The EXIT Realty Elite TEAM is committed to the following:
1. To be HONEST about every aspect of the home selling process.  This will allow you to make difficult decisions with confidence and piece of mind.

2. To be AGGRESSIVE in our SEARCH for your potential BUYERS.  Our Active Marketing Techniques have helped hundreds of families move fast.

3. To COMMUNICATE weekly in writing all events relating to the sale of your home.  You will NEVER have to say, “We never heard from our Agent.”

4. To use our EXPERIENCE and TRACK RECORD to get the job done fast.  Success is a History NOT a Promise!

5. To give your family EXCEPTIONAL SERVICE, care genuinely for YOUR NEEDS and earn the right to become your Family Real Estate Agent for LIFE.

In Today’s Competitive Real Estate Market Commitment Makes All the Difference.  Make the Right Decision and Choose the EXIT Realty Elite TEAM for Results!

Why Should You Choose Our TEAM to 

Represent Your Home?

Why Choose

The EXIT REALTY ELITE TEAM?
You need good sound reasons to make a good decision and here they are …

· We have the MOST AGGRESSIVE ACTIVE HOME MARKETING PROGRAM available today.  See THE ULTIMATE MARKETING PLAN OF ACTION FOR YOUR HOME!
· We offer numerous EXCLUSIVE PROGRAMS to both our Buyers and Sellers to make our Seller’s homes outflank all of their competition.

· Our Team will CALL YOU EVERY WEEK to update you with regards to the Sale of your home.  WE STAY IN TOUCH!
· We are MASTERS AT OFFER NEGOTIATIONS and this could be worth THOUSANDS OF DOLLARS to you.  We sell our listings for more than the average agent; this could mean more savings for you.
· Our Team continuously attends Trainings and Seminars.  Real Estate is a SERIOUS CAREER!  Real Estate is NOT a Hobby!
· Our Team is FULLY AUTOMATED with PERSONAL COMPUTER, PERSONAL WEBSITE, CELLULAR PHONE, INTERNET ACCESS, CALL COORDINATOR, and personal assistants.  We can be reached easily & respond QUICKLY to your needs.

· We are HONEST and PROFESSIONAL always.

· We have the best in DATABASE TECHNOLOGY to track your potential BUYERS.  We generate NEW LEADS EVERY DAY!
· We are now affiliated with the fastest growing Real Estate Corporation in North America, EXIT Realty Corp. International.
· Customer Service
· We help to eliminate the stress involved with both the home buying and selling process.  We do this by taking the extra step to educate all of our clients regarding the intricacies of these processes.

· We provide a high level of services in our office that can be compared to no other.

· We offer exclusive Buyer and Seller Programs to make your home stand out among all the others on the market.

· We have a team of people working on your behalf.  We will be there for you before, during, and after the sale.  

REMEMBER, SUCCESS IS A HISTORY NOT A PROMISE

Pricing

 Your Home
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‘The majority of prospect activity on a new |
occurs in the early period of marketing. This
happens because REALTORS® maintain an in-
ventory of active prospects that have been culti-
vated over time. When a home is newly listed,
REALTORS® arrange for them to see it. Once
this active group has seen the property, showing
activity decreases to only those buyers new to the
market. For this reason it is important that sellers
have their home in the best condition and at the
best price at first exposure to the market.

"They can always make an offer"
$

Price

‘The wrong price attracts the wrong buyers
and the right buyers won't see it.

Buying up in a down market

Price
240,000
$216,000
$160,000
(-10%)
Home B
/ $144,000
Gap: $80,000 Gap: $72,000
oria Savings: $8,000
Time

A declining market can be an excellent time to
make a move up to a higher priced home. In this
example, the ownersof Home A’ have experienced
a 10% decline in value. By itself, this seems like
a negative outcome. Had the owners of home ‘A"
sold at the peak of the market, they would have
also purchased Home 'B'at the peak of the market.
The difference would have been $80,000. When
the tide of the market goes down, the prices of all
homes go with it. Home 'B' also experienced a
decline, but by a greater amount. The difference is
now only $72,000. By taking the 'loss'in the sale
of Home''A', they realize anet gain of $8,000 n the
overall transaction.

"But we have time"
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Atsome percentage over market, no reasonable amount
oftime will produce aale. Even when priced rightat the
‘market it may require a month of exposure to sell.




To Sell
PRICING YOUR HOME


Setting the proper asking price for your home is the single most important factor that will determine the success or failure of your home sales.


The consequences of making the wrong decision are painful.  If your home is priced too low, you will literally be giving away thousands of dollars that could have been in your pocket.


Price it too high, and your home will sit unsold for months, developing the reputation of a problem property (everyone will think that there is something wrong with it).


Failure to understand market conditions and properly pricing your home can cost you thousands of dollars and cause your home not to sell … fouling up all of your plans.

We Won’t Let This Happen To You!

Utilizing the latest computer technology and my in depth knowledge of the market, I will analyze current market conditions in combination with your personal time requirements to identify the correct price range for your home.

You can’t afford any “guesswork” in this critical step!
PRICING GUIDELINES

· What you originally paid for the property does not affect its value.
· The amount of money you need to get from the sale of your property does not affect its value.
· What you think it should be worth has no effect on value.
· What another real estate agent says your property is worth does not affect its value.
· An appraisal does not always indicate what your property is worth on the open market.

The value of your property is determined by what a ready, willing, and able buyer will pay for it on the open market, which will be based upon the value of other recent closed sales.  BUYERS DETERMINE MARKET VALUE!!!
DO NOT automatically list with the agent that gives you the highest price.
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Reasons for Overpricing

· Over Improvement

Improvements should be made for enjoyment, not just resale. You cannot add an item to a home, select it to your style, use it and then expect a buyer to pay the original cost.

· Need

An owner’s need for money does not increase the value of the home.
· Buying in higher priced area

Values are location specific. High values in the destination do not increase the value of the existing home.

· Original purchase price high

Chances are you paid market value. It’s not a price that was too high, but a market that has experienced subsequent change.

· Lack factual data

Base your opinion of value on recent documented sale prices.

· Bargaining room

Buyers may offer to low, but they will do that at ANY price. It is easier to negotiate up to fair market value than to inflated price.

· Move isn’t necessary

Even if the move isn’t urgent, it is important to price correctly to preserve your marketing opportunities when the move becomes urgent.

· Corporate buyout

Third party companies purchase thousands of homes a year so the offer you receive is usually market value. Market your home very close to that price.

Benefits to Proper Pricing

· Faster Sale

When your home sells faster, you save carrying cost, mortgage payments and other ownership costs.

· Less Inconvenience

If you’ve moved before you know the energy it takes to prepare for showing, keep the home clean, make child care arrangements and alter your lifestyle. Proper pricing reduces this.
· Exposure to more prospects

At market value, you open your home up to more people who can afford the price.

· Increased salesperson response

When salespeople are excited about a home and its price, they make special efforts to contact all their potential buyers.

· Better response from advertising and sign calls

Ad calls and sign calls to REALTORS turn into showings when price is not a deterrent.

· Attracts higher offers

When a home is priced right, buyers are less likely to offer low out of fear of losing a good home.

· Means MORE money to sellers
If a home is priced right, the excitement of the market produces higher sales prices. You NET more both in terms of actual sale price and in less carrying costs.

Where Buyers Come From
Bought an Open House they saw
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Bought for a combination of reasons
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Bought Advertised Property
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Referral by Relocation Service
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Responded to an Open House, but purchased a different home
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Responded to an ad, but purchased a different home
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For Sale Sign
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Name/Firm Recognition or Salesperson Contact

[image: image126.png]@




[image: image62.wmf] 



 EMBED Word.Picture.8  [image: image63.wmf] 

[image: image64.png]



[image: image65.wmf] 



 EMBED Word.Picture.8  [image: image66.wmf] 

[image: image67.png]



[image: image68.wmf] 



 EMBED Word.Picture.8  [image: image69.wmf] 

[image: image70.png]



[image: image71.wmf] 



 EMBED Word.Picture.8  [image: image72.wmf] 

[image: image73.png]



[image: image74.wmf] 



 EMBED Word.Picture.8  [image: image75.wmf] 

[image: image76.png]



[image: image77.wmf] 



 EMBED Word.Picture.8  [image: image78.wmf] 

[image: image79.png]



[image: image80.wmf] 



 EMBED Word.Picture.8  [image: image81.wmf] 



[image: image82.wmf] 



 EMBED Word.Picture.8  [image: image83.wmf] 

[image: image84.png]



[image: image85.wmf] 



 EMBED Word.Picture.8  [image: image86.wmf] 

[image: image87.png]



[image: image88.wmf] 



 EMBED Word.Picture.8  [image: image89.wmf] 

[image: image90.png]



[image: image91.wmf] 



 EMBED Word.Picture.8  [image: image92.wmf] 

[image: image93.png]



[image: image94.wmf] 



 EMBED Word.Picture.8  [image: image95.wmf] 

[image: image96.png]



[image: image97.wmf] 



 EMBED Word.Picture.8  [image: image98.wmf] 

[image: image99.png]



[image: image100.wmf] 



 EMBED Word.Picture.8  [image: image101.wmf] 


Source: National Association of REALTORS(
We will sell your home for

TOP DOLLAR FAST!

Here’s why

The Ultimate Marketing Program

In today’s Real Estate market, with literally THOUSANDS of homes available for sale, it takes more than just a yard sign or newspaper ad to get a property SOLD.

Our marketing program is an aggressive approach that meets the needs of today’s buyers and sellers.  The following are the strategies that we will follow to ensure the successful sale of your home.
~REMEMBER~

Success is a HISTORY not a PROMISE!

Attention Sellers~

If you interview an agent with a more aggressive marketing program for your home… HIRE THEM!

The EXIT REALTY ELITE TEAM
Ultimate Marketing 

Plan of Action
One of our jobs as a professional Realtor® is to make sure your home stands out from all of the other homes that are currently on the market.

In addition to these Programs, we make sure that you receive the Customer Service and Satisfaction you deserve.  We take the extra steps necessary to go above and beyond the minimum requirements provided by most of our competitors.

#1
List Your Home with the Multiple Listing Service~
Computer MLS system accesses over15,000 Realtors

· MLS Property Information Network ~ over 15,000 Realtors
· Members of the Salt Lake Board of Realtors.
· Instant posting on Realtor.com.
· 24 Hour Access to Information and Photos of your home for Buyers
Why is this important to you?

[image: image127.wmf][image: image128.wmf]Within 24 hours of listing with The EXIT REALTY ELITE Team, all Board Members will have access to information about your property.  At any time should any of these members have a buyer looking for a property similar to yours, they would have immediate access to all the features and benefits of your home.  Due to the fact that 80 to 90% of all buyers are currently working with a Realtor®, we want to expose your home to these agents for their potential buyers.

[image: image129.wmf]#2
Actively Prospect for Your Potential Buyers Daily.

WE LOOK for Buyers every day.

· Daily Outgoing Contacts
· Door Knocking

· Database of Buyers
· Warm Calling Move Up Neighborhoods

· FSBO, Renters, Expired Listings

Why is this important to you?

There are two ways to find a buyer… 1. To sit in the office and WAIT for a buyer to call the office or 2. Take time each day and go out into the field looking for a buyer.  The first option is a function of the market and LUCK.  The second option is a matter of numbers.  Everyday we work the numbers by calling hundreds of potential buyers and sellers.  Active prospecting allows us to control the market rather than waiting for the market to do our job for us.  The only variable the market determines is the number of contacts we need to make to my previous clients, sphere of influence, renters, FSBOs, and past prospects before we can generate a potential home buyer for your home.

#3
Expose your Home to The Professional Sales Team at EXIT.

· [image: image130.wmf]Active full-time Realtors® with buyers looking for homes RIGHT NOW.

· Weekly listing promotion and Buyer networking within our office.

· Direct Agent communication often Results in the Sale of a HOME like yours.

Why is this important to you?

We have assembled a group of the most committed, professional, and successful agents in the marketplace.  As a team, we work together to get the properties sold and that means professionals exposed to your property, which results in more qualified buyers seeing your property.

#4
Promote your Listing to the TOP Buyer’s Specialists in the Market~ We want the best of the best to know about your home.

· 94% of the business is done by 6% of the Realtors®.

· Weekly contact regarding your home to such agents via fax, e-mail, and telemarketing.

Why is this important to you?

Fact- According to the National Association of Realtors, 94% of all sales are made by 6% of the agents.  Most agents will take your listing and then WAIT for someone to sell it for them.  We realize that your property will most likely be sold by one of the top agents; therefore, we take an aggressive approach to constantly expose your property to the best agents for their buyers.

#5
Provide Additional Exposure with an EXIT For Sale Sign.
· The EXIT sign has been tested in many communities across North America and was found to increase sign calls by 20% over the previous signs on the same property.

· Recent surveys have shown that teal is the color of Generation X’ers and Baby Boomers (which are the two main groups of people that are buying houses right now).

· Teal is also the only color that cannot be found in nature other than on a peacock’s tail.  This makes our signs stand out in any weather or season!

Why is this important to you?

An ordinary “For Sale” sign on your front yard has very little value or you could sell your home yourself.  A sign that is highly visible and unique will almost act as a magnet to draw people to it and compels them to call the listing agent.  This will result in a quicker sale for more money.

Also, our company gets billions of dollars worth of FREE advertising around the world!  We are the only Company that can say our competitors have to display our company name in their offices by law!  And the Fire Marshall is currently in the process of changing them from red to green!


#6
List your home on the WORLD WIDE WEB~
Any Buyer with a computer can access your home from anywhere.
· Utahrealestate.com
· Realtor.com                                              
· Homes.com

· PaulServesYou.com
· MLSPropertyFinder.com

· Utahhomes.com
UtahHomesMarketplace.com

Why is this important to you?

Today’s buyers are using the information super-highway to find their dream homes.  We provide a detailed listing of our properties for sale as well as any information about the area that a client might need.  Most agents tell you that they are putting your property on the web when in reality it is just going onto Realtor.com.  (All MLS properties go onto Realtor.com automatically!)  We place your property on numerous sites and we will always stay on the cutting edge when it comes to marketing your home.

#7
Multiple Photos / Slide Shows / Virtual Tours
· We have the ability to support a multiple photo slide show of your home on our website through companies like Obeo and Circle Pix.
· We also have the technology available to provide an on-line virtual tour of your home in which we would have our professional videographer come out and video a number of the best features of your home for us to put on-line.  

Why is this important to you?

The most saleable aspect of a home is generally inside of the house.  Why then do most agents only take photos of the outside?  Sadly and simply, it is their ignorance or laziness.  Some homes do not even have an exterior photo available, which turns off most buyers that are searching online or through the Realtor’s MLS System.  These tools will allow most of the potential buyers of your property to have a visual presentation of your home both inside and out.  When they set an appointment, we know they are serious!

#8
Homes Illustrated Magazine.

· We are the highlighted in Homes Illustrated Magazine.

· We advertise in Full Color

Why is this important to you?

Your property will have maximum exposure throughout the community.  Homes Illustrated is growing to be the local publication that people turn to for real estate information and to find available properties.  

#9
EXCLUSIVE 24-Hour Information Line & E-Mail Back Service
· Exclusive to the EXIT REALTY ELITE Team in this area.

· 24-Hour Pre-Recorded Information about each of our listings.


Why is this important to you?

Often when buyers phone for information on homes, they either get the run around or an unwanted sales pitch.  Many agents seem to operate as a Sales Prevention Program!  These agents advertise the old fashioned conventional way and receive an average of 15-20 calls per week.  With our unique method of a pre-recorded message on every single property that can be accessed by the buying public 24 hours a day, we can receive over 300 per week.  This generates a lot of qualified potential buyers for your home.

Unlike most agents that run “image” advertisements that focus on themselves and how great they are, we utilize Response-Generating marketing that focuses on potential buyers and what they really want!

These ads are much different than those that most agents run.  Hundreds of prospects call me every month because of my non-threatening, emotion arousing ads!

These strategies, combined with the cutting edge technology of my 24-hour Automated Marketing System provide me a steady stream of qualified buyers.

This incredible system allows callers to receive detailed information about your home – even have a brochure on your home faxed to them…24 hours a day! 

The system also allows me to track exactly how many calls I get on every house and from each ad – it even captures the caller’s phone number.

I’ll give you a quick demonstration at our meeting, it’s really quite amazing.
#10
Automated E-mail Service and Information
· Based on the information provided by the buyers during our Special Pre-Qualification Process, we will enter this information into our high tech computer system and every day when a listing comes on the market that fits their criteria, they will automatically receive an e-mail from me providing them with the information (and if they are signed to a Buyer Contract, they will also receive the addresses of the property).

· Buyers can also go onto our website, enter their own criteria over the internet, and begin receiving e-mails based on their specific criteria.

· Anytime a new listing comes into our office, we send bulk e-mail to all of the Buyers in our database immediately!

Why is this important to you?

This process will save you, the buyer, and me both time and energy.  Most other Realtors choose a number of homes to show their buyers.  They spend weekend after weekend being a tour guide showing homes based on price range instead of the wants and needs of their Buyer.  This is time consuming for the Realtor and the Buyer, but it is also time consuming for you!  You would then have to prepare the home for showing to these “lookers.”  With our system, we put the control back in the Buyer’s hands.  They choose the houses they want to see, so when we get to your home, we know they are interested before we even get there!

Thank You, for taking the time to review our 

Home Seller’s Advantage Package.

For you to experience High Quality Service,
and a devoted Team handling the sale of your home,

Please call me today,

 Paul E Richardson
EXIT REALTY ELITE
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Buying up in a down market





A declining market can be excellent time to make a move up to a higher priced home. In this example, the owners of Home “A” have experienced a 10% decline in value. By itself, this seems like a negative outcome. Had the owners of home “A” sold at the peak of the market, they would have also purchased Home “B” at the peak of the market.  The difference would have been $80,000. When the tide of the market goes down, the prices of all homes go with it. Home “B” also experienced a decline, but by a greater amount. The difference is now only $72,000.  By taking the ‘loss’ in the sale of Home “A”, they realize a net gain of $8,000 in the overall transaction. 








“They can always make an offer”
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The wrong price attracts the wrong buyers and the right buyers won’t see it.





“Couldn’t we try for a couple of weeks?”
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80-90% of buyers purchase their homes through a professional real estate agent.

















The majority of prospect activity on a new listing occurs in the early period of marketing. This happens because REALTORS® maintain an inventory of active prospects that have been cultivated over time.  When a home is newly listed, REALTORS® arrange for them to see it. Once this active group has seen the property, showing activity decreases to only those buyers new to the market. For this reason it is important that sellers have their homes in the best condition and at the best price at first exposure to the market.








At some percentage over market, no reasonable amount of time will produce a sale.  Even when priced right at the market it may require a month of exposure to sell.





Principals of Evaluation





Price


The stated amount an owner is willing to accept for a property.








Value


The amount a buyer is willing to pay given a certain set of circumstances.





Regression & Progression


The effect that surrounding home sizes have on the value of a subject property. Regression is the decrease in value when surrounded by smaller homes; progression is the increase when surrounded by larger homes.





Market Value


The amount that will bring a sale between a willing buyer and a willing seller. It is based on the history of similar properties recently sold in the area.

















Regression and Progression





REGRESSION
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PROGRESSION
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Surrounding property values influence the value of your home. 
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PAUL:		       801-635-5308


OFFICE:		801-352-8000


FAX:			801-352-8015


EMAIL:	� HYPERLINK "mailto:paulservesyou@comcast.net" ��paulservesyou@comcast.net�





          


		 �		 


                         �





Seller’s Advantage
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If your home is currently listed with a REALTOR®, please disregard this material.

Not intended to solicit currently listed property.
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