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Company Name
Here we will give a quick overview of your company history and how your 
are the best around not only because of the tools you use, but also because 
of the people your work with.

Core Value

We will tell them how 

and why you and 

your company 

embody this value

Core Value

We will tell them how 

and why you and 

your company 

embody this value

Core Value

We will tell them how 

and why you and 

your company 

embody this value

www.yourcompany.com



Holly Smith
Make a personal connection by sharing 
a your bio, but makes sure it’s relevant to 
real estate and how this is your passion. 

Experience 

Years in selling and buying real estate

604.555.5599

agent@company.com

facebook.com/yourprofile

@yourtwitterhandle

10

Yearly average transactions20

3 Million dollars in sales volume for 2016$

We will keep it short & impressive and tell them more about your 
experience selling and buying real estate. What makes you an expert? 
Why should they trust you with their most valuable asset? What other 
skills do you have that will make you the obvious choice?



Recent Sales
•2,500 square ft

•4 bedroom

•3 bathroom 

•2 car garage 

•Pool

Time on market: 30 days $350,000

Time on market: 25 days $500,000

•3,500 square ft

•4 bedroom

•3.5 bathrooms 

•2 car garage 

Time on market: 42 days $450,000

•3,200 square ft

•3 bedroom

•3 bathrooms 

•2 car garage 

•Pool



Happy Clients 

“Everything went so smooth &  was easier than we thought”

“Everything went so smooth &  was easier than we thought”

•Family of 4

•Bigger house

•Bigger yard

•Good schools

•Need flexibility 

“Everything went so smooth &  was easier than we thought”

•Retired

•Downsizing 

•Little Up-keep

•Close to the 

kids

Mike & Jenny

•25 years old

•First home

•2 bedrooms

•Close to work

•Online 

everything

Smith Fam.

Tom & Sue



You & Your Home
1560 Pandosy Street, Kelowna, B.C., V1Y 1V4 

Facts & Features

•Single Family Home

•3 Bedrooms

•2 Baths

•Built in 2003

•2,330 sqft

•2 car garage

Quick description of the house. Highlight all the selling points: great location, 
open floor plan, big yard, etc. Here is your chance to shine and let them 
know how much you already know about their home. 

•Hardwood floors

•Cable ready

•Front deck

•Finished basement 

•Fireplace

•HOA fees: $300/month



Kelowna, B.C.,
Location, location, location. This is one of the biggest factors when buying a 
home aside from the property itself. Here we will give them some facts 
about their area and what part should be leverage during the selling 
process. Schools, parks, attractions, areas in development - you know the 
drill. 

Crime rate

Is there a low crime 

activity in the area? 

How safe is it to live 

here?

Income

Whats the median 

household income 

for this area?

Commute

Who close it this area 

to the downtown, 

stores, etc?

Median sales prices: $167k  | $90 / square feet



Buyer’s Market Seller’s Market

$120,000

$130,000

$140,000

$150,000

$160,000

$170,000

Nov Dec Jan Feb March April

Median Sales Price in your City

Current Housing Market

Market Status for Buyers & Sellers

Home value in Your City

$95,000

$100,000

$105,000

$110,000

$115,000

$120,000

2014 2015 2016 2017



Digital Marketing
Give them an explanation of the the tools that you will leverage and how 
you will use them. Show them that you’ve done this before and that you are 
using multiple channels to get the most exposure on their home. 

Social

Give them some 

example or numbers 

that back up the use 

of this channel.

Website

Give them some 

example or numbers 

that back up the use 

of this channel.

Physical

Give them some 

example or numbers 

that back up the use 

of this channel.

Easy Collaboration
Buying and selling a home can be a 
complicated process. That’s why I use 
Docusign. It’s allows everyone involved 
to work together to complete, sign & 
share documents from ONE secure 
online platform. dotloop is secure, easy 
and you can access it from your 
smartphone.



•Single Family Home

•3 Bedrooms

•2 Baths

•Built in 2003

Give a quick description of the house. Highlight all the selling points: great 
location, open floor plan, big yard, etc. Here is your chance to shine and let 
them know how much you already know about their home. 

•2,330 sqft

•2 car garage

•Hardwood floors

•Cable ready

HollySmith

Open House
400 Main Street, 
Mason, Ohio 45202

604.555.5599

agent@company.com

facebook.com/yourprofile

@yourtwitterhandle

•Front deck

•Finished basement 

•Fireplace

•HOA: $300/month



Our Price: $450,000

Influential Factors

•Location

•Current Conditions

•Market status

•Exposure 

•Quick fix

•Quick fix

•Quick fix

•Quick fix

Estimated time on market: 30 days

Increase Value



Similar Listings

•2,500 square ft

•4 bedroom

•3 bathroom 

•2 car garage 

•Pool
$350,000

Been on market: 40 days

123  Main 

Street, Mason 

45303

$450,000

Been on market: 60 days

$550,000

Been on market: 70 days

•2,500 square ft

•4 bedroom

•3 bathroom 

•2 car garage 

•Pool

123  Main 

Street, Mason 

45303

•2,500 square ft

•4 bedroom

•3 bathroom 

•2 car garage 

•Pool

123  Main 

Street, Mason 

45303



Go to Market Strategy 

Let’s Recap

Give them a quick summary of the marketing strategy that you will 

use to maximize exposure and generated leads.

Our Listing Price: $450,000

Go over your reasons for the number given and support it. Also, 

listen to their concerns if there are any.

Expected Time on Market

Give them a realistic time frame and the reasons why. Remind them 

of the market status if necessary. 

Quick Fix

Give them some homework. Let them know that this is critical to list 

the house at the targeted price. 

Questions? Just Call Me!

Let them know that you are here for them! Make sure self available 

and a resource for information.


