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Enclosed you'll find some very important information concerning the sale
of your home.

For most people, a home sale is the most important financial decision of
their entire life. It's surprising how little research some homeowners do
before they put their home on the market. All real estate agents are NOT
the same so you'll want to select the one you trust to handle the sale of
your home carefully. The information enclosed will help you with that.

In the last several years I've helped hundreds of people sell their homes.
Many have come to me only after having horrible experiences and long
delays so hopefully you'll use the handy information to avoid all of those
issues on your property.

| look forward to hearing from you regarding any questions you may have
as to the sale of your home.
Sincerely,

Kirstine & Clive Openshaw

The Openshaw Realty Group at EXP
940-372-0044
Team@OpenshawRealty.com
0678064 | 0723234

LIST OF INFORMATION ENCLOSED HERE:

1. Agent Selection Guide

2. The Massive Marketing Approach

3. The 3 Reasons You May Choose A Less Successful Agent
4. Cash Offer Now program

940-372-0044 | 817-242-6200







AGENT
SELECTION
GUIDE

How To Choose
The Best Real Estate Agent
To Sell Your Home
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The Biggest Mistake
A Homeowner Can Make When
Interviewing Agents

Most homeowners have absolutely no idea what criteria they should
be utilizing when choosing the best Realtor to sell their house. They
have no pre-determined questions to be used during an interview and
they have no qualifying standards to decide which agents are even
qualified to sell their property correctly. Most home sellers admit that
they don’t know how to choose an agent.

These homeowners are hoping for “promises” from a salesperson that
may or may not actually become true. As an example, many
uneducated home sellers will simply interview 2 or 3 agents and go
with the one that says they can sell it for the most amount of money,
with the lowest commission charged. This almost ALWAYS ends in
disaster. More on that later.

If you are selling your home, it’'s one of the most important financial
decisions of your entire life. It's crucial to have a pre-determined set
of questions and qualifications you can use during the interview to
choose the best agent for the job. You certainly don’t want to mess up
something this big in your life by choosing an agent based on their
personality or a low commission. Frankly, if they can’t negotiate for
themselves, they certainly won’t have the ability to negotiate for you.
This means you may end up with a very low sale price. And if their
sales success percentage is low on the listings that they represent,
your home may not sell at all.

On the following pages, you’ll find a list of the selection factors to
consider as you weigh each agent against each other to ensure that
your home sells quickly, sells correctly and sells for the highest
amount of net profit with little hassle.



Selection Factors

For Real Estate Agents
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1. Agent must have a tremendous multi-media
marketing campaign which attracts thousands
of home buyers to my property.

2. Agent must be able to demonstrate how they
can make my home stand out above all other
homes for sale in this area.

3. During our meeting, the agent should be
prepared to show me their complete list of
“Buyers In Waiting” for homes like mine.

4. Agent must have a complete marketing agenda
to showcase home on a “Secret List of Unlisted
Properties” at least 24 hours before we list.

5. Agent must willingly offer a specific performance
guarantee that shows me they will sell the home
quickly & for top dollar or they are penalized.

6. Agent must demonstrate that they have a huge
campaign in place for move-up & move-down
buyers that may want to buy my home.

7. Agent must be able to show me that they are
investing thousands of dollars of their own
money every month in marketing & promotion.

8. Agent must be able to demonstrate their system
for automatically following up with every single
buyer lead that comes in for my property.

9. Agent must be a full-time Realtor and be able to
demonstrate RECENT and CONSISTENT sales
in this area.

10. Agent should demonstrate their complete
marketing plan including online and offline
promotions that will happen with my home.

11. Agent must be able to demonstrate their #1
most appealing offer that attracts dozens of
buyers to them like a magnet.

SRANKKAKKKKAS

®



The 9 Key Questions
To Ask Agents
During The Interview

The following questions are absolutely critical to the successful sale
of your home. If the Realtor doesn’t qualify on all of these questions,
it may drastically increase the chances of your home not selling at all
or worse, selling for a final price that is much lower than you
originally listed for.

1. How long have you been a full time licensed real estate agent? (Us 6 years)

2. How many home buyers are you currently working with on this side of town
and can you show me information on them? (min. 5 buyers)

3. What is your exact list price to sales price ratio and can you show me that in
writing? (Ours 112.7% of asking price)

4. Do you have a performance guarantee with penalty to agent if not met?

5. How many people are on your team? What marketing do you outsource and
what services do you utilize for massive marketing campaigns?

6. How many ads have you ran using Craigslist, Facebook Lead Ads and/or other
social media marketing sites within the past 24 hours that you can show me?

7. Do you promote a “Secret List of Unlisted Homes” and if so, how many
qualified buyers can you present my home to the evening before we hit the
active market?

8. Do you update your clients on the sale of their home at the same day and
time every week? Which day and time do you do that?

9. What empirical data do you have to justify the recommended price?



Facts About Selling Your Home

FACT: According to many industry experts, one of the biggest reasons a
homeowner doesn’t sell their home for their desired price or within an
acceptable timeframe comes down to the agent they hire for the job. Selecting a
“discount” real estate agent may cause you to sell for far less than the homes
are selling for in the immediate area, if you eventually sell at all. If the agent
you select plans to simply take some photos, put a sign in the yard, advertise it
on a few websites and hold an open house, frankly you can do that yourself and
experience the miserable results it creates. Why would you pay someone to do
that? A good question to ask the agents you interview is “What can you do to
sell my home that | can’t do on my own?” If they don’t have several good
answers to that, they aren’t worth ANY fee. You get what you pay for and if you
aren’t going with a full service marketing professional; it may cost you tens of
thousands of dollars as well as months and months of stress and disbelief as to
what's happening with your home.

FACT: An agent must understand the art and science behind pricing a home
correctly. This has changed drastically over the past 5 years. As an example,
pricing a home at $249,900 does not look “cheaper” than $250,000. It simply
eliminates virtually HALF of the buyers that would be looking for a home like
yours online. If their search criteria is $225,000 to $250,000 your home will be in
that list. If they choose $250,000 to $275,000 you do NOT come up in that search.
Only an agent operating in the ignorance of the 90's would price a home at a
number that would eliminate 50% of your desired buyers instead of pricing it at
an even number. This is a great test to see if your agent understands today’s
marketing world. If they don't, you should remove them from your home
immediately.

FACT: Listing your home at an unrealistically high price will nearly ALWAYS
result in a sale price that is far below the area average comparable sales. When
a home is priced above the competition (even if only $3,000) it will oftentimes
sit for months and months generating “lowball” offers. And frankly, even if you
could get a buyer to agree to pay what you are asking, if there are no sales
within one mile that are comparable, the home won’t appraise that high and
the contract is dead. The buyer can’t get financed. A few years ago you could get
it to appraise higher than the area sales. Unfortunately all of those appraisers
are in prison now so your home will not be able to sell for more than the
comparable sales per appraisal guidelines.



The 3 Biggest Reasons To
Try To Convince The Openshaw Realty Group
To Accept Your Property Listing

SELL YOUR HOME FAST:

Kirstine & Clive Openshaw and their team of professionals are all working on
the sale of your home together, rather than simply a lone agent trying to do it
on their own. In hot markets and slow markets, our homes are selling faster
than the national average and we many times end up with multiple offers on
our listings, driving the sale price ABOVE the offering price. Selling your home
quickly will allow you to make your housing transition under your terms and
most importantly, net a higher sales price. Trying to pinch pennies by hiring
someone that's “cheap” may cause you to have your home listed for over 6
months, ultimately getting an offer at 15% to 20% under the value you originally
wanted. This is tens of thousands of dollars to your bottom line. Speed of sale is
critical to your home sale success.

SELL YOUR HOME FOR TOP DOLLAR:

The only thing that affects value on any given object is supply and demand. An
agent that can demonstrate a huge supply of ready, willing and able buyers can
increase the demand on your home. This may ultimately drive up the final sales
price of your home by $10,000 to $15,000 more. The net profit you'll end up with
once your sale is completed will be directly affected by the quality of the agent
that is marketing your property.

SELL YOUR HOME WITH LESS HASSLE:

Let’s face it. Selling a home is one of the most complex transactions you'll
experience. With all of the forms, disclosures, disclaimers and contracts, this
takes a professional that handles home sales on a regular basis. Selling your
home quickly will eliminate the inconvenience and hassle of preparing your
home for showings day after day, week after week and month after month. Less
hassle actually comes down to getting TOP dollar with FAST home sales. Only
the best agent will do.



So What Happens Next?

If you feel like you may be a good fit with us and you'd like to sell your home fast and for top
dollar, simply call us at 940-372-0044. After a brief phone consultation, if it feels like a fit for
us, we will arrange for an appointment where all of your questions can be answered, your
home evaluated and if we accept your listing, the agreement can be reviewed and approved
by both parties. Most importantly, we can consider timing, pricing and marketability to
ensure that moving forward would be in the best interest of your family’s immediate housing
goals.

Please Do NOT Call Kirstine or Clive If...

If you are planning to interview dozens of different agents and choose someone because they
promise you millions of dollars or low fees, you needn’t bother calling our office. We do not
participate in such auditions or interviews. You should only call when you've made the
decision to try to retain The Openshaw Realty Group's representation on your home.
Interviewing a couple of other agents will usually bring you to that realization very quickly.

We are more than happy to meet with you with absolutely no obligation on your part or ours.
This is a good time to answer any of your questions, demonstrate how we can net you a
MUCH higher figure on your home sale than any other agent and of course provide our own
“Realtor Appraisal” for the true value of your home when using a superb marketing plan.
We'd simply schedule a no obligation, in-home meeting to take a look at the home and
discuss several different options for you. But we simply do not have the time to meet with
uncommitted home sellers or “agent shoppers”. As an advanced warning, some weeks will
prove to have a waiting list for an appointment and we’re unable to schedule the first
meeting immediately. Plan accordingly. If you do plan to shop agents, please do so before
calling us. You can simply use this Agent Selection Guide to ensure you're hiring an agent
that's qualified to sell your home fast & for top dollar.

One Other Important Notice

If you are ready to get your home sold now, you will obviously take immediate action to
schedule the first interview. But even if you are reading this Agent Selection Guide several
months before you are planning to sell, it is appropriate to meet NOW, not later. We have a
special “HEAD START PROGRAM” to ensure that your home is ready to sell when the time
comes and that it will be up to standards that we can accept the listing and sell it quickly. The
Head Start Program is a very popular free consultation for those that plan to sell within the
next 6 months and they'd like plenty of time to plan accordingly.

Kirstine & Clive Openshaw
The Openshaw Realty Group at EXP
940-372-0044 | 817-242-6200



THE OPENSHAW REALTY GROUP'S
MASSIVE MARKETING
APPROACH!

When The Openshaw Realty Group accepts your

listing, there are several key Marketing plans that

begin to get your home sold FAST and for TOP
DOLLAR!

Specific Home
Features & Amenities
are ldentified

Team Is Assembled

Including Using the Targeted Marketing

i Marketing Broadcast Goes

N oovuriters. IR, L Out to Affluent
Copywriters, Custom Materials Buyers in Waiting

Online & Offline
Specialists,
Printers

are Created

Combo of Online &

Offline Techniques State Wide

Invitation Only

Affluent Mailing
List Purchased to

Launch Targeted S ecl:it’ilclzlazﬁd '.II'-:r - Home Preview
Marketing Mail P ylarg Event Scheduled
The Most

Campaign Opportune Buyers and Planned

To List Your Home Call Kirstine at 940-372-0044 Now!
The Openshaw Realty Group at EXP




The Openshaw Realty Group's
Massive Marketing Approach

When The Openshaw Realty Group accepts yvour listing,
there are several key Marketing plans that begin to get
yvour home sold FAST and for TOP DOLLAR!

Home Features Buyers In Waiting
& Amenities are Matched Up
Determined
Home is Added to
¢ The Secret List

All Marketing EDDM Program

Materials are Launched
Created
Massive Online
¢ Campaign Starts
Custom .
. Full-Price Cash
Marketing

Investor Network
Launch Created

¢ Sellers Social
Media Agenda

Everything is

Approved by Reverse Offers

Kirstine & Clive

Created & Signed

To List Your Home Call Kirstine at 940-372-0044
The Openshaw Realty Group at EXP

940-372-0044 | 817-242-6200




Reason #1 you may choose a less
experienced or less successful agent.

“Our house will sell quickly regardless of the agent we choose.”

To be clear, it may be true that your home will sell quickly.
You may be able to sell it with any agent or even handling it
yourself. As long as that agent knows how to handle appraisal
issues, contingencies, inspections and legal disclosures, that
may be a possibility for your home. But there’'s a very good
chance that your net value will be compromised without the
resources we have available to increase exposure on your
home. Your home can be sold for more money by increasing
its exposure using our Buyers In Waiting Program, the Round
Robin Marketing Approach, more than 10 exclusive websites,
our Secret List of Unlisted Homes notification, online and
offline marketing and much more.

There is a big difference between selling your home and
having a miserable experience and actually selling it the right
way with highly desirable results. You want your home sold
fast and for absolute top dollar. You may reduce the chances
of that happening if you hire a commodity real estate agent.

As professionals
in the real estate
field, we've found
that there are
really only 3
reasons you may
choose to go with
another real

estate agent to
help you with the
biggest financial
move of your life.



Reason #2 you might choose a less
experienced or less successiul agent.

“We think that all real estate agents are basically the same and that they do
the same things”

If you believe this to be true after reading the enclosed Agent Selection
Guide, frankly we are surprised! The agent you select is absolutely the most
critical part of your entire home selling process. You may not realize that
the brokerage you list your home with will have NO bearing on your results
good or bad. A real estate brokerage simply holds each independent
contractors real estate license and the agent is responsible for their own
business, marketing and promotions of your property. But be cautioned in
advance that if you interviewed 10 agents (even if they are with the same
office) you'll see that they have 10 completely different approaches to
selling your home. Some of these agents will invest thousands of dollars in
marketing while others haven’t invested one dollar in over 6 months.

To say that all agents are the same is like saying that all doctors and
hospitals are the same. There are certain doctors with much higher success
rates on heart operations than others. There are doctors that attract highly
affluent, knowledgeable patients that each travel great distances to secure
the best possible results they can achieve. They will fly past thousands of
doctors that are struggling to make a living in their own town just to get to
the best of the best.

If you consider yourself the type of person that prefers “the best” in life,
you already know that there is a big difference in the quality of results you
get from a better car, a better doctor, a better home, a better service
provider and more. Simply put, there is a reason that Kirstine & Clive
Openshaw successfully sells over 50 homes per year while the average
agent sells less than 5.




Reason #3 you might choose a less
experienced or less successful agent.

“Why shouldn’t we just list our home with the agent that promises us the
highest list price?”

Anyone can promise anything to convince you into signing a contract. You
should be looking at the agent's actual track record for selling properties at
these so called higher prices. You'll find that someone making false
promises never has any empirical data to back it up. If someone can simply
promise you “one million dollars” and you think it's wise to price your home
at that, go ahead. Recent stats prove that overpricing a home by as little as
$5,000 can reduce your final selling price by as much as $30,000 when it
finally sells several months down the road. To stigmatize your own property
based on false promises is just plain silly. Over the past several years, 9 of
every 10 homes we’ve sold have sold between 98.2% and 106.3% of the
asking price. This is due to the fact that we can drastically increase
demand, thus driving up the price. That’'s much better than listing with a
commodity Realtor as this area’s average results will get you only about
94% of your asking price.

The only good reason you might
choose a less experienced or less successful
agent than Clive & Kirstine...

Based on all of the facts you've seen within this information guide, you
obviously know that choosing the correct agent to sell your property is an
absolutely critical decision that may affect your bottom line to the tune of
tens of thousands of dollars. Frankly speaking, many homes don’t sell AT
ALL after being listed for months and months, sometimes even years.
You've seen them in your neighborhood. Don’t be that homeowner because

it's embarrassing!




In reality though, you may not qualify to be Kirstine & Clive's client. There’s
a chance that we wouldn’t accept your home for sale. If we do not believe
we can successfully sell your home within your desired time frame and at
your desired price, we’'d rather turn you down now than to let you down
later. And from our recent verifications, we are the only team that would be
honest with you and let you know that in advance. If we can’t meet your
needs, we won’t accept the listing.

We also only accept a certain number of listings on any given month so
there may be a time when we can’'t immediately list your home and you’ll
have to be put on our waiting list or choose a different agent that isn't as
successful at selling homes.

And finally, you’ll have to embrace our Market Domination Approach with
the exposure of your home. If your home is listed with us, it receives more
local and national exposure than you can get from virtually ANY other
options. If you aren’t comfortable with such aggressive marketing, you'll
choose a different agent with a more passive approach.

Your First Step Is To Do Some Research

Armed with the information you now have on making such a critical
decision for your family’s future, it's best to make a quick phone call to
Kirstine & Clive's office to schedule a no obligation meeting just to explore
your options. Please understand that by us agreeing to meet with you, it
does not obligate us (or you) to enter into a listing agreement on the
property as we'd need to first make sure that we are in a true win/win
opportunity for everyone to reach their successful outcome.

If you are truly ready to get the research started as you begin inching
forward in this process, it’s wise to set up an exploration meeting right
now, free of charge and with no obligation on either side.

Kirstine & Clive Openshaw
The Openshaw Realty Group at EXP
940-372-0044 | 817-242-6200




~ CGASH OFFER__
FULL PRICE

Get your instant Cash Offer Now at:

www.FullPriceHomeSale.com

Offer Code: 2356

Scan this QR Code

with your Phone ’a\
Offer Code: E-'%::Enmr
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