
THE BELIEVING
METHOD

THE CONFIDENCE OF
SELL YOUR HOME FOR
IT’S HIGHEST VALUE



🏠🔑 Thinking of Selling Your Home? Let’s Talk Real Talk! 
Selling your home isn’t just about putting up a "For Sale" sign.
It’s big, it’s emotional, and yeah, it can be kinda stressful.

 Here’s why:

Letting Go is Tough: Your home isn’t just walls and a
roof; it’s where your heart is. Saying goodbye is hard.

Fixing and Cleaning Up: Getting your place ready to sell
means a lot of cleaning and fixing stuff. It takes time
and money, and it’s not always fun.

Figuring Out the Right Price: What’s too high? What’s
too low? Nailing that perfect asking price can feel like a
guessing game.

The Waiting Game: Waiting for the right buyer, dealing
with offers, and all those back-and-forths can really
test your patience.

Money Matters: Wondering if you’ll sell your home in
time to buy the new one? Yeah, that’s stressful.

Moving Out and Moving On: Packing up your life and
finding a new place? Big job.

Selling your home is a big step, but remember, you’re not
alone! Reach out if you need help or just someone to talk
to about it. We’ve got your back! 🏡💪



Step 2: Price It Right
Set a Competitive Price: Based on your market research and advice from real estate
professionals, price your home to attract buyer interest without underselling.
Be Ready to Negotiate: Prepare for flexibility in pricing, especially if you're in a slower
market.

Step 3: Market Effectively & Show Your Home
Professional Photos: Invest in high-quality photographs to showcase your home online.
Spread the Word: Utilize social media, online listings, and word-of-mouth to reach a
wide audience. Consider hosting open houses to welcome potential buyers.
Be Show-Ready: Keep your home clean and presentable at all times. Be flexible with
showing times to accommodate more potential buyers.
Highlight the Best Features: During showings, make sure to emphasize the key aspects of
your home that buyers will love.

Step 4: Close the Sale
Negotiate Wisely: Approach negotiations with a calm mindset and clear understanding
of your minimum acceptable offer.
Finalize the Deal: Once you accept an offer, respond quickly to any buyer inquiries and
complete necessary paperwork. Hiring a real estate lawyer can help ensure the process
goes smoothly.

Step 1: Prepare Your Home
Understand Your Market: Research local market
trends using real estate websites, talk to agents
for a comparative market analysis, and keep an
eye on economic indicators.
Make a Good First Impression: Clean, declutter,
and repair your home. Boost curb appeal by
tidying the yard and adding some greenery.



DESIREPrepare Your Home
Understand Your Market: Research local market trends using real
estate websites, talk to agents for a comparative market analysis,
and keep an eye on economic indicators.

Make a Good First Impression: Clean, declutter, and repair your
home. Boost curb appeal by tidying the yard and adding some
greenery.

Step One



Understanding the Game:

What’s the Vibe Out There? Before you do anything, take a pulse on

the market. Is it hot or cold? Are homes flying off the shelf, or are

they sitting a bit longer? A quick look at real estate websites or a

chat with a local agent can give you the scoop. Knowing what you're

up against helps you play the game smarter.

What’s Your Home Worth? This is where a real estate agent can be

your best friend. They can compare your place to others in the

neighborhood to help you figure out a good asking price. It’s like

knowing how much to sell your old bike for at a garage sale, but way

more important.

First Impressions Count:

Clean and Clear: Think of when you visit someone’s house for the

first time. You notice everything, right? It’s the same when someone

comes to check out your home. So, give it a good clean, and clear

out any clutter. You want folks to walk in and see a home they can

imagine living in, not your collection of snow globes from every

state.

Fix the Little Things: That leaky faucet or the squeaky door you’ve

been ignoring? Time to fix them. These small fixes can make a big

impression. It’s like dressing up for a first date; you want to look your

best.

DESIREPrepare Your Home
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Give Your Yard Some Love: First thing buyers see is your yard. Mow the

grass, pull those weeds, maybe plant a few flowers. Make it look

welcoming. It’s like the cover of a book; you want it to invite people in.

Putting It All Together:

Take a Step Back: Look at your home like you’re seeing it for the

first time. What would impress you? What might make you think

twice? Be honest with yourself.

Ask for Opinions: Sometimes, we’re too close to something to see it

clearly. Ask a friend or your agent to give you their honest opinion

on what you might have missed.

Alright, That’s your starter kit for getting your home ready to hit the

market. It might seem like a lot, but take it step by step. A little effort

now can mean a quicker sale and more $$$ in your pocket.  🏡💫

DESIREPrepare Your Home

Step One

DESIREWPrepare Your Home

Step One



DESIREPrepare Your Home
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You don’t  want to miss this Step Up Your Game with Staging:

Before the spotlight hits and the virtual tours begin, there's one step that can
truly set your home apart - staging. As your real estate wingman, I will guide you
through this transformative process. Here's what we'll do:

Optimize Your Layout: We'll rearrange your furniture to showcase the flow of
your home and maximize the use of space. Sometimes, less is more. A well-
placed chair or table can open a room, making it feel larger and more inviting.

Accentuate the Positives: Do you have a fireplace or a stunning view? We'll
make sure these features are front and center, turning them into the focal
points they deserve to be. It's about highlighting what makes your home
special.

Light it Up: Good lighting can transform a space, making it warm and
welcoming. We'll open curtains, add lamps, and ensure every room is lit
perfectly. It's like setting the stage for an excellent performance.

Final Touches: A few well-placed plants, some wall art, and a few decorative
pillows can add that 'wow' factor, making your home look straight out of a
magazine.

Staging isn't just about making your home look pretty; it's a strategic move to
boost its appeal and value. With my expertise and your home's charm, we'll
create a space that buyers can't resist. Let's get your home dressed to impress
and ready to sell! 🌟
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BELIEVEPrice It Right

Alright, let's tackle the biggie: Setting Your Price! 🎯

Pricing is like setting the stage for a grand performance. Too high, and the

audience might not show up. Too low, and you might not get the applause

(a.k.a. profit) you deserve. Here's how we hit that sweet spot:

Step Two
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Understanding Pricing:

The Goldilocks Zone: We're aiming for "just right." Check out what

homes similar to yours recently sold for. This isn't about guessing; it's

about intelligent comparisons. As your real estate guide, I've got the

tools and insights to help us nail this.

The Market's Mood: Is it a buyer's market, or is it a seller's market? This

mood swing can sway how we price. We might lean towards a higher

asking price if homes sell like hotcakes. If it's slower, we must be more

strategic to attract buyers without shortchanging you.

Fear of Underpricing: Nobody wants to leave money on the table. The

worry that you might sell for less than your home's worth is real. But

here's the deal: A well-priced home often receives multiple offers,

which can drive the price up. It's like starting a bidding war for that

last slice of pizza – suddenly, everyone wants it.

Anxiety Over Overpricing: On the flip side, setting the price too high

can scare off buyers, leaving your home on the market too long. It's

like throwing a party, and nobody comes. But don't sweat it; I'm here

to ensure we find that pricing sweet spot.

BELIEVEPrice It Right
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Solutions and Strategies:

Flexibility is Key: Be ready to adjust. If we're not seeing the expected

interest, it might be time to rethink our strategy. It's like improvising in

jazz – sometimes, you've got to change the tune to get the crowd

going.

Feedback Loop: I'll keep you looped in with feedback from showings

and open houses. What are buyers saying? What do they love, and

what holds them back? This intel is gold for making smart

adjustments.

Expert Eyes: Trust in the process and your real estate pro (that's me!).

With years of experience and a keen eye on market trends, I'm here to

guide you through to a successful sale.

 

BELIEVEPrice It Right

Step Two

So, let's get this show on the road! With the right price, your home
won't just be seen – it'll be sought after. Ready to make some real
estate magic happen? 🌟🏡



BELIEVEPrice It Rightt

Step Two

Chris and Clare in a Hot Market

Chris and Clare were ready to sell their charming home, evaluated at a market

value of $1.8M. We knew the market was sizzling. Instead of sticking with the

expected, we aimed a bit higher, anticipating buyer competition. And guess

what? The house sparked a bidding war, and we closed the deal at $1.88M. It

wasn’t just luck but about understanding buyer psychology and playing our

cards right.

Ruby’s Race Against the Market

Ruby’s situation was a rollercoaster. Just as we listed her home, the market

started to shift from hot to cold. Time was not on our side. But here’s where

the hustle came in. I worked tirelessly, bridging the gap between Ruby and

potential buyers and understanding everyone’s needs and concerns. Before

the market could take a downturn, we sealed the deal, ensuring Ruby sold her

home at a price she was thrilled with, avoiding the stress of a dropping market.

Both stories show that pricing isn’t just about slapping a number on a listing.

It’s a strategic move. Whether the market is hot, cold, or somewhere in

between, I’m here to ensure you hit that pricing sweet spot, avoiding

headaches and heartaches. With the right strategy, you and I can navigate any

market condition together.

Case Study
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You've got your home looking sharp and priced just right. 
Now, it's showtime – not just any show; we're aiming for a blockbuster here. 🎬✨

Here's the Plan:

The Spotlight:

We start with those jaw-dropping professional photos because online first
impressions are like gold in real estate. Picture your home hitting the market with
the glam of a Hollywood debut. But we don't stop there. We're talking full red
carpet treatment:

3D Virtual Tours: Imagine giving buyers a digital key to walk through your home
from anywhere in the world. It's like a 24/7 open house on their phone or
computer. This isn't just cool; it's crucial for catching the eye of out-of-town
buyers or those browsing from the comfort of their couch.



BONDShow Time

Step Three

Floor Plans: People love to envision their life in a new space. Providing a
detailed floor plan helps them plot out their dream home, from where
the couch might go to how their art will hang on the walls. It's about
making it easy for them to say, "Yep, this is the one."

Social Media Videos: A well-produced video can transport someone right
into the living spaces, highlighting the flow of the house, the light pouring
in through the windows, and those unique touches that photos alone
can't capture. It's about creating a feeling, an emotional pull.

The Word Out:

Social Media Buzz: We'll create a buzz around your home on social media
platforms. Think eye-catching posts and stories that friends will want to
share, spreading the word far and wide.

Targeted Ads: I'll use targeted online ads to reach potential buyers who are
looking for a home just like yours. It's like having a digital billboard in exactly
the right spot on the internet highway.

The Personal Touch: Email blasts to potential buyers and real estate agents
who have clients looking for a home like yours. It's all about making
connections that count.



BONDShow Time
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Open House Magic:

The Grand Tour: Open houses are your home's chance to strut its stuff.

We'll set the stage to make every visitor feel like they're walking into their

future home. It's about creating that "wow" moment.

Be the Host with the Most: I'll be there to guide the tours, answer

questions, and highlight your home's fantastic features. Please think of me

as the director of your open house, making sure every scene is perfect.

The Personal Touch:

One of the trickiest parts of selling your home is being on call for those last-
minute showings. I understand; life doesn't pause because your home is on the
market. It can feel like living in a showroom, always needing to keep the place
spotless and ready to dash out at a moment's notice. But hey, as your go-to real
estate pro, I've got some tips to make this dance a little easier:

Keep a "Ready-to-Show" Kit:

Think of it as your grab-and-go bag. Keep a box or basket handy with all your
quick-cleanup essentials: wipes, a duster, a lint roller, and anything else that
helps you whip the place into shape quickly. It's like having a superhero cape for
home showings!



Lean on Me:

Remember, you're not in this alone. As your real estate agent, I'm here to
coordinate, negotiate, and show times that respect your schedule and life.
Communication is key. Let's keep those lines open.
The Little Getaway:

Sometimes, a short outing can be a welcome break. Have a list of quick
escapes: a stroll in the park, a trip to the museum, or a coffee run. It's your
little breather while potential buyers fall in love with your home.

Selling your home is a big deal, and it's my job to make it as smooth as
possible. With some prep and teamwork, we can navigate the showtime phase
with less stress and more success. Let's get your home sold! 🏡✨

Feedback Loop: After every showing, I'll gather feedback and share it with you.
It's like reading the reviews after a movie premiere so we know what the
audience loved and what we might need to tweak.
Why This Works:

Expertise Meets Effort: With a seasoned pro by your side (that's me!),
you've got insider knowledge and relentless energy working to sell your
home fast and for the best price.

Custom Strategy: Every home has its story, and I'm here to tell yours in a
way that captivates and convinces buyers. It's not just marketing; it's
matchmaking your home with the perfect buyer.

So, let's make your home the talk of the town and get that "Sold" sign up. With
the right marketing flair and open house charisma, we're not just selling your
home but setting the stage for your next big adventure. 🏡💫

BONDShow Time
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PERFORMSeal the Deal

Your home hits the market with a splash, showcased by stunning photos and a
3D tour that makes buyers feel like they're walking through the door. The offers
start rolling in, and that's when the real magic happens.

Here's where I shine. Negotiating is my jam. I'm on the phone, in emails, texting
back and forth, always with your best interest at heart. We navigate through
offers, weighing the pros and cons, until we find the one that feels right. It's not
just about the highest bid; it's about the best fit for your future.

Step Four
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Here are some of the scenarios we may have 

In the Heat of a Seller's Market:

What's Cooking: Imagine offers pouring in, some even saying, "Hey, I'll
pay more than you're asking!" It's like being the most popular kid in
school overnight.

Our Strategy Session: Here, we play it cool but strategic. We create a
buzz, maybe even a bit of competition among buyers. Yet, we're not just
jumping at the highest number. We're looking at who's serious—who's
got their financing locked down, who's ready to move without a million
conditions. It's about finding not just any buyer but the right buyer.

Navigating a Buyer's Market:

Scene Setting: It's a bit quieter out there. Offers are coming in slowly
and need to hit the mark.

Our Playbook: Flexibility becomes our best friend. We listen, understand
what the buyers are saying, and negotiate. It's not just about lowering
the price but understanding what's holding them back. Is it the price or
something about the house they're not sold on? We find common
ground, ensuring you get a fair deal without giving away the farm.

PERFORMSeal the Deal

Step Four



PERFORMSeal the Deal
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When the Market Feels Just Right:
Observations: Offers are steady and fair, making you nod and think, "Okay, this is
more like it."
Tactics: This is the time for careful consideration. We're looking at each offer for
the dollars and the sense it makes. Who's ready to close without dragging their
feet? Who loves your home as much as you did when you first saw it? This is
where we balance heart and head, aiming for an offer that ticks all the boxes.

Dealing with Offers:

When They're Playing It Low:
Keep Calm and Counter On A low offer isn't a door closing but a conversation
starter. They may look at the new HVAC system, or the roof may only be two
years old. We'll highlight these value-adding features, adjust our counteroffer to
reflect both parties' needs, and keep the dialogue open.

When the Offer Comes with Strings Attached:
Strategic Thinking: We take a deep breath and look at each condition. Can we
meet them halfway on some repairs? If we're in a seller's market, we have the
upper hand and can afford to push back on conditions that don't make sense. In
a quieter market, let's figure out what's doable, focusing on the conditions that
are deal-breakers versus those we can live with or negotiate around.



PERFORMSeal the Deal
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Cash Offers on the Table:

Evaluating the Kingdom for the King: Cash is appealing, no doubt. It often
means a smoother, quicker process. But quick doesn't mean you should settle
for less. 

We'll evaluate this offer in the context of the market and your home's value,
ensuring it's not just fast but also fair. Just because it's cash doesn't mean we
can't negotiate to get you a deal that reflects the true worth of your kingdom.

My Pledge to You:

Through every step of this journey, I'm more than just your agent; I'm your ally.
Selling a home is a milestone, and it deserves the care, expertise, and
dedication I bring to the table. With a proven track record and a deep
understanding of the market's nuances, I'm here to ensure that when you sign
on that dotted line, you do so with confidence and excitement for the next
chapter. 

Let's take this step with the right strategy, approach, and partnership built on
trust and shared goals. 

Your success is our success. Let's make your home sale legendary. 🌟



SUCCEEDClosing

Step Five

First things first, take a moment to celebrate. You’ve achieved a significant
milestone in the selling process. Enjoy it!

SUCCEEDClosing

Step Five

Let's team up for a smooth and successful closing! Here's our plan to ensure
everything goes as planned.

We'll keep the lines of communication open at all times. I'll update you regularly
and be available to answer any questions or concerns you might have. It's
important we're on the same page every step of the way.

I'll provide a detailed timeline and checklist of what needs to be done from now
until closing. This includes deadlines for repairs and paperwork, etc. Staying
organized will help us avoid any last-minute surprises.



Complete Agreed-Upon Repairs
If you agree to make repairs based on the home inspection, now's the time to
finish them. Keep all receipts and documentation of the work completed.

Begin Packing and Organizing
Start sorting through your belongings, deciding what to keep, donate, or throw
away. Begin packing non-essential items and labelling boxes by room for
easier unpacking.

Notify Utilities and Services
Contact your utility providers (electricity, water, gas, internet, and cable) to
schedule service disconnection for your accounts on the closing day. You
should also notify the post office of your change of address.

Prepare for the Final Walkthrough
The buyers will do a final walkthrough of the house, typically a few days
before closing, to ensure all agreed-upon repairs are completed and the house
is in the same condition as when they made the offer.

SUCCEEDClosing

Step Five



SUCCEEDClosing

Step Five

Moving Out

Ensure the house is clean and you've removed all your belongings. Leave any
manuals or warranty information for appliances or systems that will stay with the
house. Drop off the keys, garage remotes, and other necessary items with your real
estate agent or at the closing.

Moving Out Before Closing Day

Advantages:
Reduces stress by separating the moving process from the closing process.
It gives you more flexibility to clean and prepare the home for the final
walkthrough.
Allows for a buffer in case of unexpected delays or issues during the move.

How to Handle:
Coordinate with Your Agent: Inform your real estate agent of your plans; here I
am. We can communicate your move-out timeline to the buyers and their
agents.
Secure Your Belongings: If there's a gap between your move-out date and your
move-in date into your new home, consider renting a storage unit.
Utilities and Insurance: Keep utilities running until the closing day to ensure the
home is in good condition for the final walkthrough. Maintain your
homeowner's insurance until the transfer of ownership is officially recorded.



SUCCEEDClosing
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Moving Out On Closing Day

Advantages:
Ensures you have a place to live right up until the transfer of ownership.
Aligns the moving and closing process, which can be efficient for scheduling.

How to Handle:
Early Start: Begin the moving process early in the day. Closing procedures can
sometimes take longer than anticipated.

Communication with Buyers: Make sure there's a clear agreement on when the
property will be vacated and available to the new owners.

Final Walkthrough: Ideally, schedule the final walkthrough a day or two before
closing so there's time to address any last-minute concerns.

Utilities and Insurance: Coordinate the transfer or termination of utilities effective
the day after closing. Keep your insurance in place until the sale officially closes.

Special Arrangements (e.g., Rent-back Agreement) 
Advantages:
It provides more time to move out after the sale has closed.
It offers flexibility if you need to stay in your home past the closing date, usually
due to the timing of your new home's completion.

How to Handle:
Legal Agreement: A rent-back agreement should be formally established, outlining
the duration of the stay, rent cost, and responsibilities of both parties.
Insurance Considerations: You'll likely need to switch from a homeowner's to a
renter's policy for the duration of the rent-back period.
Clear Communication: Communicate openly with the new owners regarding move-
out plans and any potential changes to the agreement.



Call & Txt Richard
647-291-2916

Email: richard.wang.gta@gmail.com

SUCCEEDClosing
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Closing Day
On closing day, you'll sign paperwork with your lawyer to officially transfer home
ownership. Make sure you bring all necessary documents and identification. After
the closing, the balance will be transferred to you minus any outstanding mortgage
balance and closing costs.

Post-Move
Once you've moved out, take a deep breath and focus on your next adventure.
Whether it's settling into your new home or exploring new opportunities, you've
successfully navigated the sale of your home from acceptance to move-out.

Throughout this journey, remember that we are there to guide and support you
every step of the way. 

Together, We can tackle any challenges and ensure a successful transition.

Check Out Our Succeeful Closed
Transactions next page

https://richardwanggta.com/ola/services/free-home-evaluation-book-now


Click To See More Record On Our website

Closed Transactions
YOURS

http://www.richardwanggta.com/


ABOUTMe
Reliable
Responsible
Resourceful

RICHARD WANG
SALES REP

On August 8th, 2004, I stepped out of the airplane, my first step on the land of
Toronto, Ontario, Canada. From that day on,  I started changing -  the good way. 
 
I chased my dream and moved to Toronto in the role of Computer Teck
Support. 

I landed together with my two suitcases and CAD 10K. I have no idea what real
estate is at all. I have never thought about buying a house. All my thought was
to find a professional job and live. After settling down in a rental apartment
room, I started my journey to find a job. I moved 3 times during the first year.



 I will never forget I lived in the basement. It was the single bed frame laid in the
room connecting the dining room and basement entrance. The first move, and
worst move ever but to reduce the cost of rental payment. After taking 3
months of free COOP program and 3 months of none payment coop work in a
downtown company, etc... I was so lucky and hired by HP in the second year.

 Before I moved to Toronto. I had worked in Beijing for years. I kept chasing my
dream, and I did. 

I did believe and I had my desire to be 
Where I 'd like to work every day1.
and I made my move. 2.

I had my first clear goal until the year 1997. 1997 was a big year for me. My goal
was clear and used whatever time I had to study the new tech of networks & the
Internet. That changed my life and I joined Benz & Marsh afterward. All those
changes built up my service-oriented background. It did impact my life after
moving to Canada.



FACEBOOK INSTAGRM

Long story short. After 12 years serving at HP, MTO and RBC.

I turned myself into a FULL-TIME Real Estate Agent. I started from zero again. I had
significant pressure to support my family to pay for all the bills. I joined a great
team in the second year for four years. I learn a lot from the team and the clients. 
 
I'm loyal and honest with my clients. I'm a service-oriented professional real estate
agent. I commit, and I make them happen to my clients. 
 
I have helped more than 50 first-time home buyers. 

In the meantime. I've learned this method. I used this method bought my second
home. I helped them buy their first home. Many of them followed me and bought
their second home. 

I love to share my knowledge and skills with the families who work with me. I love
to share their happiness and stay connected as friends. 
 
I love to be the ONE who helps them make their home dream come true.

Buying a home has always been challenging.

There are many steps to consider.

There are things you are trying to avoid. 

The Method of Believing to help you make your dream come true. 

Follow me on my Facebook page; we are learning and growing together. 

 Linkedin



THANK
CONTACT US

You

647-291-2916

richard.wang.gta@gmail.com

www.richardwanggta.com
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http://www.richardwanggta.com/

