
H O M E

S E L L I N G  Y O U R



 Get to know you better1.

Answer all your questions2.

Ask you important information3.

Determine if I am the agent for you4.

Today's
goals



Meet our Team

Diane Hasley
Owner

Mike Sandoval
Qualifying Broker

Mary Beth Wright
Office Administrator

Paige McDonnell
Marketing Director

Kate Wilson
Administrative Assistant

Veronica Sclyarenko
Commissions &

Compliance Director

Donna Bauer
Stovehouse Office Manager

Brooke Rozell
TN Qualifying Broker

Darrin Hasley
Associate Broker



Home Sale Timeline

U N D E R  C O N T R A C T

Offer(s) received
Offer(s) negotiated
Offer accepted
Back-up offer(s) accepted
Inspections & disclosures completed
Appraisal completed
Contingencies removed
Property closes
Refer friends to Diane Hasley!

L I S T E D  &  A C T I V E

Marketing campaign started
Professional photography taken
Signs installed
Submitted to multiple listing service
Showing times selected
Property brochure delivered
Direct mail campaign launched
E-mail campaigns started
Open house scheduled

P R E - L I S T I N G

Schedule an appointment
Meet with Interior Staging Consultant
Discuss best strategy for selling
Formal listing presentation
Executed sales agreement
Property evaluation
Complete market analysis
Establish sales price



P R I N T E D  M A T E R I A L

Printed material also includes "Just Listed"
postcards that are mailed to hundreds of homes
in your neighborhood. This encourages your
neighbors to tell friends and family about your
home.

M A K I N G  T H E  C A L L S

I actively call other agents and current buying
clients to tell them about your home.

F A C E B O O K

I am an expert in Facebook ads. I understand
the strategies it takes to market to targeted
demographics, how to hook them, and how to
convert them. I get thousands of image views
and video plays weekly.

O P E N  H O U S E S

Open houses are our specialty! We love getting
in front of buyers and guiding them through your
home! Some of the ways we market your open
house are major sites like Zillow, Trulia, and the
local MLS; our social media accounts and ads,
and many more.

Our Listing Strategy



Our Listing Strategy



H I R I N G  T H E

R I G H T  P E O P L E

A Transaction Coordinator functions as a liaison
between real estate agents, their clients, escrow
companies, and mortgage brokers during the
process of a real estate sale. 

We use a transaction coordinator to make sure
your transaction (buying or selling) is as smooth
as possible and nothing is overlooked. Whether
we are out at your home inspection or on the
phone negotiating a better deal for you, you can
trust we have someone on the back-end making
sure all T's are crossed and I's are dotted.

P R O  V S .  P H O N E

Over 95% of home buyers start their search
online, so professional photography is
imperative to selling a home! We hire a
professional to come take the best pictures and
they are all completely edited to make sure your
home is shown perfectly!

Our Listing Strategy

W E B S I T E S

Your home will appear on over 120 websites,
including the MLS, Zillow, Trulia, Realtor.com,
and many many more!

Did you know homes with
professional photography...

Receive an average of 87% more
views than their peers across all
price tiers.
Have a 47% higher asking price per
square foot.
Homes with more photos sell faster,
too. A home with one photo spends
an average 70 days on the market,
but a home with 20 photos spends
32 days on the market.

B E F O R E

A F T E R



Our Listing Strategy
U S I N G  A L L  O F

O U R  T O O L S

We take great pride in using all the tools
available to us. We want to make sure that not
only is your home marketed well, but that we are
using the data from those efforts to keep your
home at the top of mind.

We get notifications when any agent is asked for
information on your property. The average
Realtor response time is over 24 hours. That is
unacceptable to us, so we follow up
immediately.

Here's how!



Next Steps
D E C L U T T E R

It is important to declutter your house so it
appears to have lots of storage space. Potential
buyers want to feel like they can easily fit all
their belongings and be well-organized. All built-
in cabinets and closets are fair game for
potential buyers to inspect. These areas must be
clean, neat, and orderly. There are several key
areas in your house where you will want to focus
your time.

Kitchen
Bathrooms
Clothes Closets
Kids' Stuff

Remember: first impressions last a lifetime.
Spacious: Rooms should appear spacious. Store
any unnecessary pieces of furniture to allow for
easy movement around the room and
throughout the house.

C U R B  A P P E A L

New plants: remove all dead plants and replace
with new "live" plants. Add annual flowers with
pops of color.

Fertilize: fertilize your lawn, shrubs, and trees.
You want everything to look green and healthy.
You might even want to "super bloom" flowers
to keep them blooming while your house is on
the market.

Mulch: mulch all plant beds and around trees.
Mulch not only cleans up the landscape, but also
stops weeds from returning. Potential buyers
see a mulched yard as a well-maintained yard.

Melanie Brooks, Broker
The Village of Providence
7 Town Center Drive, Suite 201
Huntsville, AL 35806
256-652-8185

Thank you for choosing Capstone!


