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How to Pick the Hardest Working
Real Estate Agent in Cape Coral

You’ve probably heard a family member or friend say, “I'm going to get into Real
Estate and make a pile of money!” That’s probably why there are so many “Real
Estate Agents”. In some cities (Cape Coral Florida is no exception), almost one
percent of the population either has, or at one time had, a Real Estate license.

The truth is, you can make excellent money selling Real Estate — but few Agents
actually do. Most Agents in Cape Coral are part time, and only a small
percentage of Cape Coral Real Estate Agents do the majority of the
business.

If you want to Sell Right, you need a full-time Real Estate Professional who loves
to _sell Real Estate. For her or him, it isn't work... it's a pleasure fueled by
passion. So much so that they've become an Expert in Buying and Selling Real
Estate of all shapes and sizes.

They're up by seven every morning, out in the field, and going to preview other
Agent’s Real Estate Listings. They know the Real Estate Inventory in Cape Coral
and the surrounding areas like the back of their hand.

When it comes time to sell your home, your Agent has mastered the selling
process and can help you package and market your property so that you'll sell it
for the highest price in the shortest amount of time.

Not only do they know the process inside out and upside down, they've
assembled a Champion Real Estate Team of professional Appraisers,
Inspectors, Loan Officers, Title Officers, Escrow Agents, Buyer's Agents,
Marketing & Closing Coordinators, and Insurance Agents that know the answers
to all the questions that you must know to ensure a smooth home selling
experience. Their team will help you ensure that your home sale doesn't go bad
or fall through.

Preferably, your Agent is at local board meetings, open houses, etc. finding the
best possible prices for homes in the Cape Coral area. They'll often know of
buyers looking for homes in your area before your home is even made available.

A great Agent can be a great source of insider-only information that most people
haven't a clue about.

Dan Colofranson, PA, GRI, CRS

Douglas Realty
www.CapeCoralFloridaRealEstateExpert.com




& "

How to Pick the Hardest Working
Real Estate Agent in Cape Coral (cont.)

Did you know that many Real Estate Offices have in-house lists of potential
buyers they market to each other, that aren't public knowledge?

You need that kind of Real Estate Professional on your team... after all, if you
have a $35,000 tax question, you would seek an accountant’s advice, right? If
you have a $325,000 Real Estate question, you need a great Real Estate
Professional!

A great Real Estate Agent must know Cape Coral and its surrounding areas. This
takes years of studying the markets and continually staying apprised of which
homes are for sale and for how much.

While you are concerned with whether you should paint your home prior to
selling, your Agent is researching every possible comparable home sold
(past & present), regional appreciation, time-on-market statistics, and
potential buyers for your home.

This Sell Right Guide, along with the expertise of your Real Estate Agent, will put
you ahead of the pack and help you get the highest price for your home or
property.

There are charts to give you ideas on how to price your home with your Real
Estate Agent. There are tips on how to prepare your home and forms to help
gather the information you need for prospective buyers.

Do your research and build a good relationship with your Agent, and your home
selling process will be a positive and very successful one.

This guide, along with the expertise of your Cape Coral, FL Real Estate Expert,
Dan Colofranson, will put you ahead of the pack and help you get the most out
of your home or property. There are charts to give you ideas on how to price
your home with your real estate agent will help you with. There are tips on how
to prepare your home and forms to help gather the information you need for
prospective buyers. Do your research and build a good relationship with your
agent, and your home selling process will be positive and successful.
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How to Put your Cape Coral REALTOR® Through the
Paces in an Interview + Seller Questionnaire

If you've ever been in a real tough job interview you can definitely relate to the
process of interviewing a Real Estate Agent. A tough interview does sort the
good & great from the bad & ugly. Usually only the best survive.

The truth of the matter is, that many homeowners who are considering hiring a
Real Estate Professional often call the first Real Estate Agent whose sign they
drive.

An alternative might be that they call their Aunt Edna and ask her who she knows
that sells Real Estate in the Cape Coral area.

Most homeowners get caught up in the idea of selling and once they commit to
themselves to sell they don't place enough importance on whom it is they
will enlist to do the selling for them.

This often results in lost time and money for the homeowner because John Smith
(whom they hired because his sign was in the neighborhood) has only been
selling real estate part-time for a couple of years and happens to take 3 times
longer to sell than the average Agent is Cape Coral.

To make sure your not a home seller who hires the wrong Real Estate
Salesperson print out the questionnaire below and ask the questions of any
Agents vying for your business.

You'll be surprised to know that the majority of the Agents in Cape Coral won't
know the answers to these questions. In all fairness you may need to allow for an
Agent to prepare for these questions because only the most empowered home
sellers would even know to ask them.

When asking the interview questions be certain to listen to not only what the
Agent says, but also to how confidently they say it. An experienced Agent that
knows their market the way you want your REALTOR® to know it will have a high
degree of confidence.
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How to Put your Cape Coral REALTOR® Through the
Paces in an Interview + Seller Questionnaire (cont.)

Seller Questionnaire for REALTOR®

1. How long have you been a licensed REALTOR®?

2. Do you work as a full-time REALTOR®?

3. Do you have assistants that work for you?

4, How many homes did you list last year that sold?

5. How many homes did you list last year that failed to sell?

6. How many of the listings you took did you actually sell yourself?
7. How many transactions did you do last year?

8. What was your average list price to sale price for your listings?
9. What is the real estate board average list price to sale price?
10. What are the average days your listing has been on the market?
11. What are the real estate board average days on the market?
12. Where do you advertise and how often?

13. How do you communicate with sellers and how often?

14. Why should I hire you?
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Learn the 7 key traits that separate a Champion Real
Estate Agent™ from a Typical Agent

At this stage in the home selling game you've already interviewed your Agent
Candidates and assuming one has passed your stringent standards and
answered the interview questions to your satisfaction you might be willing to give
him or her a shot at listing your home for sale.

The next step would be to ask the Agent for a couple of references of
homeowners whose homes were successfully sold by them in the last 3 - 6
months.

If the prospective Listing Agent is good at what they do they will already have a
list of references that they be honored to give you.

Call a couple of their references and see if you can get a feel for how their home
selling experience with the Agent was. Try to also establish which side the Agent
fits in the table below.

Please reference the comparison table on the next page:
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The Secret to Controlling Buyer Demand for Your Home!
(cont.)

So, is a high price more important to you than selling your home quickly (or even
in a reasonable amount of time)? You'll have to be the judge of that.

As we mentioned to you before, it is absolutely imperative that you price your
home at Fair Market Value from the beginning of the listing. You'll almost
guarantee that you'll sell your home for the highest price in the least amount
of time.

What most home sellers don't know is that often 80% of the effectiveness of
marketing a home is linked to where you price your home from the very
beginning. You set a precedent to an extent.

The true Fair Market Value of your home is subjective and determined by what a
Buyer is willing to pay and you (the Seller) is willing to sell for in today’s market
conditions. That's the true Fair Market Value of your home and is based on the
needs and wants of both parties involved in the transaction.

With the Internet available to most people the buyers of today have all the
information that you have. They will base their offer by comparing your property
to others sold (or available) properties in your area. They will evaluate your home
against the others, comparing the cost verses the value based on their needs.
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The Top 9 Place Where Buyers Come From!

Cape Coral Real Estate Buyers come in all shapes and sizes as you may have
come to expect. What you may not be aware of though is that they all come from
9 basic buyer lead sources.

The quality of the buyer prospects varies greatly depending on the prospective
buyer lead source. The figure below reveals the 9 basic sources for all buyer
leads in Cape Coral and its outlying areas.

The quality of these buyer prospects varies greatly depending on the prospective
buyer lead source. The figure above reveals the 9 basic sources for all buyer
leads in Cape Coral and its outlying areas.

It may come as a surprise to you that the largest source (more than 3 times
greater than any other source) of all buyer prospects is Real Estate Agents. The
reason being that many of the more professional real estate companies
actually have in house buyer lead generation, qualification, and conversion
people on staff.

Home Open
Books/ 3% 2% 7% Other
Magazines 4% Builder

Internet 494

Friends/Relatives

0
/Neighbors 8% 9%

Real Estate

8% Agent

Advertising &
Newspapers

15% For Sale Signs
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How to Prepare the Inside & Outside of
Your Home for Maximum Sales Price!

Outside Your Home

Cut the lawn every week during the marketing period

Edge the lawn up the driveway and along the sidewalks (both
front back) for a finished appearance

Trim all shrubbery and remove low lying tree limbs

Fertilize your lawn to make grass look lush and green

Replace downed shutters, gutters, downspouts. Remove debris
from gutters and downspouts

Paint any trim that is blistering

Repaint or re-stain the front door to create a pleasant first
impression

Inside Your Home

Paint only rooms that look fingerprinted, worn or faded

Have the wall to wall carpeting and draperies cleaned

Fix any dripping faucets. Perhaps only a new washer is needed
Replace old caulking around the bathtubs. This can be done with
one tube of new caulking and a putty knife

Spray lubricant on all squeaking doors, windows, closets and
cabinets

Store out of season clothing so the closets do not have a
cluttered look

Remove items from the floor of walk-in closets so that prospects
can have easy access

Stack all items in the basement and garage against the walls to
show maximum space

Vacuum the garage, basement, rafters and all floors

If there are too many appliances on the kitchen counter, put away
some to expose maximum counter space

Pre-pack items that may clutter your home. Extra toys in the
children’s room and knick-knacks may actually make rooms
appear smaller than they are

Clean your home from top to bottom. A professional cleaning
service can do this for you

13
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Top Seller Tips for Showing
Your Home for Maximum Results!

Short notice is possible

If someone knocks at the door who does not have an
appointment, ask them to call my office to set up an appointment

Open the drapes and blinds

Turn on lights

Put all animals outside

Do not speak to potential purchasers

Cool in summer/warm in the winter

Stay out of the way (stay in one room or outside)

A professional salesperson does not tell the prospective buyers
everything about the home. They allow the purchaser to discover

the home and will not say much when showing your home

"The only real way to differentiate you from the
competition is through service.”
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How to Beat the Time on
Market / Property Activity Real Estate Curve!

In many cases in life the rule of thumb is "time is on our side". Selling Real Estate
in Cape Coral (or any part of the country for that matter) is an exception to this
rule.

The amount of time a home is on the market actually controls the amount of
activity that the home will generate.

The bottom line is your property will attract the most activity from
prospective buyers and real estate agents when it first appears on the
market.

<H4—-<—-—40>

1 2 3 4 5 6 7 8

Weeks on the Market

The showing activity will actually decrease and the market time will increase. It's
a naturally occurring phenomenon that can not controlled, which is another
reason why we should price your home at Fair Market Value right from the start.
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How to Beat the Time on
Market / Property Activity Real Estate Curve! (cont.)

Otherwise, you may miss your greatest opportunity for activity for your
home. The greatest opportunity of selling a home is when it is a new listing. Once
you hit the 6 weeks on the market timeframe, as seen in the figure above, it's
time to start doing something differently.
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How to Turn Your Property Information
Into a Buyer Conversion Tool!

It may seem very unlikely to you that, but it's absolutely true that information
about your property can be used by a Real Estate Agent as a Buyer Conversion
Tool.

You see when your Agent finds a qualified candidate that becomes totally in love
with your home the missing link in closing the deal is commitment. Being
human just like you and I, the buyer's commitment is often held up by fear. This
(mostly) unwarranted fear is usually because they feel ill-equipped to make a
decision because they don't have enough information.

Not enough to make an informed decision anyway. So, what we want to provide
them with is, enough (or more than enough) information for them to make
the right choice, which is to buy your home.

That's where the property information form comes into play. Once you enlist our
help to sell your home we ask you to complete this form prior to listing it in the
Cape Coral Multiple Listing Service.

Each and every one of our Real Estate Professionals will then be armed with this
form to present to prospective buyers for your home. The Property Information
Form can often be the straw that broke the reluctant camel's back into
submission (and signing a contract to buy your home with us right there
and now).

See below for an example of the form. Please note that a PDF version is
available for you to download at our website.
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Utility Information

Please fill in the following information.

Property Address:

Electric Company:

Phone Company:

High: Low: Average:

Gas Company:

High: Low: Average:

Disposal Company:

High: Low: Average:
Water Company:

High: Low: Average:
Cable Company:

High: Low: Average:

Sewer Company:

High: Low: Average:
HOA Fees: $ Annual [ Monthly [ Mandatory [ Voluntary [1
REALTOR® Name:
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How to Turn Your Property Information
Into a Buyer Conversion Tool! (cont.)

You may be wondering why this information can aid your Agent as a buyer
conversion tool. The reason is really very simple. When the potential buyer has
the property information they start to mentally complete the buying process
in their minds. They'll begin to start to visualize all of the details of the buying
process completed. In essence they start to believe it's possible that they make
this particular home their own.

Once their mind starts down this path their faith in the buying process begins to
grow. In their minds they'll start placing their furniture and other belongings in
your home. Once this visualization begins they're hooked and the home is as
good as sold.
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How to Turn Your Property Information
Into a Buyer Conversion Tool!

The showings are done, the marketing is done, the inspections are done, and
now you can take it easy...almost. Now that you've found a buyer and accepted
the deal there are a few more steps to finalizing the sale and moving on to your
next destination. Here are some things you should know and prepare for once
that deal is made.

1. Closing generally takes 30-45 days depending on your state.
2. On the day of closing the buyer will do a final walk through with his/her
agent to make sure that any items that needed to be taken care of in the

agreement have been done.

3. Make sure your home and property are in the condition that you
agreed on with your buyer.

4. Take care of transferring your utilities, phone, mail and anything else that
needs to be transferred to your new location.

5. Gather any keys and garage door openers together to be handed to
your agent.

6. Make sure all of your personal belongings are out of your home.

7. Ask your agent for a copy of the closing statement prior to the
closing date if it hasn’t been provided to you already.

8. Provide your agent with a forwarding address if he/she hasn’t asked for
one already.

9. You’ll have a number of papers to sign that your agent will take care
of for you.

10.Finally...hand over your keys...pick up your check...and move on to your
next endeavor.
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