
Brian Judy 
480.334.2737   

How to get your home SOLD 
for top dollar in any market!



• The most money possible 
• As little stress as possible
• A person you can trust
• Protection from problems

• Privacy and security
• Good communication
• Achieve your objectives
• A friend to help you

rian’s Promise

I am committed to deliver what matters to you!

B



The Problem
The problem is...  Most agents have no clue what actually works!

Open House

Flyers
Facebook Classified Ads

Newspaper

Home Magazines

Realtor® Tours
Just Listed Cards

Yard 
SignsNewsletters

MLS

Internet
Virtual Tours

1-800 Recorded 
Messages

And worse, many settle for a marketing 
plan that can be summed up in three 
words: “Pray and wait.”  As soon as the 
listing is signed, their work is done until 
a contract comes.  That’s not right…

You deserve better!  

Instagram

Pinterest
Craigslist



96% - The Core-Four
1. Internet
2. Realtors
3. For Sale Sign
4. Friends & Family

4% - Everything else
3% Knew the seller directly
1% - Home magazines, TV ads, Newspapers, Open 
Houses, For Sale By Owner, “Just Listed” cards and 
everything else!

Core-4 Strategic Home Marketing is based on one thing: do what actually works!

Research reveals that 96% of resale buyers found the home they actually bought in one of just 
four ways: looking on the internet, from a Realtor®, a “For Sale” sign, or through friends and 
family.  Core-4 Strategic Home MarketingSM is laser-focused on being the absolute BEST in 
those four critical areas.

Statistics from the 2019 National Association of REALTORS® Profile of Home Buyers and Sellers.

How will you make the maximum impact 
in the Core-Four critical areas?  

The Solution

96%
4%



Start with great photography!  Professional photos are the most powerful tool for capturing the 
interest of buyers.  Their impact carries over to make the Core-4 areas more powerful!

Twenty years ago buyers had to come to the house for a showing to see the house.  Now, 
buyers are able to look at houses at 10:30 pm sitting in their pajamas at home.  So...

YOUR FIRST SHOWING NOW HAPPENS ONLINE! 

With great photos, the buyers come to the home pre-sold 
and simply want to confirm their initial excitement by 
walking through.  In fact, we’ve had out of state buyers 
see our photos online and make an offer because they 
already felt they knew enough about the home to move 
ahead!

*Our actual equipment - not just a pretty stock photo. 

hotography

Above: Actual photo from another agent
Below: Brian’s image of the kitchen
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An outstanding video is the only media with an impact that can rival beautiful photography.

While photography is the art of capturing light, video is the art of combining motion and music 
to engage the eyes and excite the mind.

Aerial video gives a particularly unique and thrilling perspective that intrigues everyone!  In 
today’s world of online sharing, it’s important for premium properties to have premium 
promotion with attention-grabbing aerial HD video as well as inviting HD video inside.

IDEOV



YOUR FIRST SHOWING NOW HAPPENS ONLINE.  
More and more people are finding their next home all by themselves online.  This makes a 
strong online presence of primary importance. 

We market your home on the 3 biggest real estate sites in the world, and they tie in with 
100’s of other sites for the strongest possible online presence!

Brian has a custom web site built for your home featuring all of the gorgeous photos 
plus complete MLS information for buyers to review at their leisure.  We want it to be easy 
for buyers to spend more time looking at and getting answers about your home.  This 
attention investment can crowd out competing homes simply because yours is the one 
they’re continually looking at and sharing with others.

1 Use the Internet

Your home will also be featured on these sites and 100’s more…



There are over 50,000 REALTORS® in Arizona (nearly 10,000 in the Southeast Valley 
alone!), and they all use the MLS when searching for homes!  What do agents look for?

1.  Great photos of a beautiful home.
2.  Competitive price.   
3.  Easy availability for showings.

Understand this...  Agents want to know that showing your home will be easy and worth 
their time.  After all, their top priority is finding a home their buyers will love enough to buy!  
When they see your home in the MLS, you want to give them a beautiful home that’s 
priced right and easy to bring clients to see.

2 Maximize the MLS



Your yard sign is the next most effective tool to attract the attention of buyers.  There’s just 
one problem: most signs are boring and only feature the agent’s information - nothing 
about your home.  

Brian turns this completely around by 
making a custom sign just for your home 
featuring an attractive photo of your 
home.  These signs command more 
attention from people driving by, and they 
can spark additional interest if the photo 
shows off a great backyard or something 
special inside.  

You may also have a sign rider that can 
automatically share the MLS information 
with buyers who call or send a text 
message to the number on the sign.  This 
means buyers can get the information about your home while they’re still in front of it!  
That’s using your sign to get a SOLD sign!

3 Put Your Sign to Work

SOLDSOLDSOLDSOLD

SOLD



The fourth and final significant way people find the 
home they actually buy is through their friends and 
family!  The key to having your home shared is to 
have something impressive and easy to share.  

Brian produces a massive 18x12 full-color brochure 
loaded with photos of your home.  The sheer size 
and quality of the piece make it impressive.  
Professional photos are key to show your home in its best light.  The brochure also gives 
them something tangible so they can remember your home in vivid detail.  Family and 
friends will share and build excitement about the home.  

4Make it easy to Share!

Front

Back

Inside



GETTING FEEDBACK
Experience shows that it typically takes 8-12 showings of a home to produce an offer.  
Following each showing, it’s important that feedback be requested from that agent (*some 
agents are great at providing useful feedback and others offer little or even no response).  

Feedback following a showing can help you understand how the potential buyers are seeing 
the home, and it can guide you to make quick and accurate adjustments when appropriate.

A system is in place to automatically follow up on every showing and ask three questions: 

1. Is this home a contender for your clients?

2. What were the things your clients liked/didn’t like?

3. Is it priced competitively with other homes you’re viewing?

Following Up

TRACKING  ALL ACTIVITY
The best decisions are made with complete 
information.  Every week you will receive an update 
showing all activity for your home. 

Buyers vote first with their eyes (online), then with 
their feet (showings), then with their wallet (offers).

Each week you’ll know exactly what the activity has 
been on your property so you have the essential 
information to make the best decisions!

  
Cumulative Market Activity 

Buyers vote first with their eyes, then their feet, then their wallet.

Brian K. Judy 
Associate Broker 
Mesa Verde Real Estate 
480.854.1600 office  
480.334.2737 direct

Zillow and Trulia Combined Detail Page Views 

840

Total MLS Views 

743

Brochures Taken  

20

Showings 

14

OFFERS! 
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3641 E. Palo Verde 

Steve & Liz Richins 

www.3641PaloVerde.com



6% Brian represents you exclusively and another agent 
brings the buyer.  The other agent gets paid 3% and 
Brian gets paid 3%.

4.5% Brian brings the buyer who purchases your home.  
Working with both parties this way results in limited 
dual representation. 

3% You find the buyer (with no Buyer’s Agent) while the 
property is listed and just want Brian to walk the 
transaction through to closing.

0% You are free to cancel the listing at any time with no 
cancellation fee.

FairFlex CommissionsSM



uyers vote…

Pricing Determines Demand
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When a property has been properly PREPARED and PROMOTED, then

In The Home Selling Process, Buyers 
Vote With Eyes, Feet, Then Wallets!
• Buyers vote first with their eyes.  How many 

buyers click to see more details and photos?
• Then they vote with their feet.  How many 

think it is a house worth a showing?
• Finally they vote with their wallets.  Is the 

house worth actually writing an offer?

EYES - Online Views

FEET - Showings

WALLET - Offer!

$
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1.  Don’t Fall In Love With A Number. 
Many homeowners get attached to a certain price they think their home is worth because it means 
so much to them.  It’s important to see the house for what it is as it relates to getting it sold. 
Unfortunately, some sellers get seduced by agents who try to win business by recommending a high 
price.  This is a recipe for frustration that will end up costing you time and money.  Be sure you pick 
an agent based on what they’ll DO instead of what price they pitch!  Avoid these common blunders:

But I Need $$$ 
It’s easy to “need” a house to 
sell for more to get the cash 

for the next house, but 
needing doesn’t make it so.  

How much you need for the 
next house is totally irrelevant 

to today’s value.

But I Owe $$$ 
It doesn’t matter whether you 
have the house totally paid for 

or if you have a ten million 
dollar loan.  

How much you owe is totally 
irrelevant to today’s value.

But I Paid $$$ 
It doesn’t matter whether you 
paid double the current value 
or had the house given to you 

for free.  

How much you paid is totally 
irrelevant to today’s value.

ricing for Maximum ProfitP

2.  Know The Facts And Plan Accordingly.
The relevant facts are the most comparable closed sales.  Be honest about which direction the 
market is going (up, down, or stable) and position your home to sell.  Make informed adjustments.

3.  Get Feedback!
We keep a record of every time your home is shown.  
Brian works to gather feedback from every showing.  
This gives critical insight into how your home is 
perceived by interested buyers.  You can’t control the 
market, but you can use feedback to make sure your 
home is well-presented and appropriately priced!



WHEN I CALL TO SELL MY HOME, I can relax and feel confident knowing that a true 
professional is on my side.  Brian takes the time to ask thoughtful questions and then listen so 
he understands my situation - where I am now and where I want to go.  He doesn’t pass me off 
to a handful of assistants, but instead he personally guides me forward step by step.  

Like a conductor leading an orchestra, Brian brings in the right people at the right time to 
prepare and promote my home like a masterpiece.  After I’ve done some initial work to prepare, 
Brian sends an interior design expert to come and help ensure the fine touches are just right so 
I can feel excited to have buyers come to see it.  Then it’s time for photography, and the 
pictures bring my home to life!  It looks so good I can easily imagine buyers falling in love with 
my home before they even set foot inside.    

When my home goes on the market, we’re totally ready.  My home is professionally featured 
24/7 on all of the world’s biggest real estate sites so every potential buyer can discover it, but it 
also gets the special treatment of a dedicated site just to show it off so the most interested 
buyers can get even more excited about it.  Plus all of the photos and complete details are on 
the MLS listing so all of the nearly 50,000 Realtors® in Arizona can easily share and then show 
my home.  At Brian’s office, Paula follows up on each showing to gather feedback so I’m kept 
informed of how buyers are responding.  

When an offer comes in, Brian skillfully breaks down the pros and cons plus he provides an 
estimate of the net proceeds from the offer so I have everything I need to make the right move.  
Brian helps us negotiate a good deal and then guides us carefully to a successful closing.  It’s 
thrilling to see our money safely in the bank after a smooth sale!

• Premium Architectural Photography 
• Core-4 Strategic Home MarketingSM 
• FairFlex CommissionsSM 
• 100% Awesome Guaranteed! 

➡ GET MORE MONEY IN LESS TIME!

I am a

Client
of Brian Judy



Brian Judy is a professional real estate 
broker in the Phoenix East Valley.  His 
experience selling homes ranges from a 
tiny 855 sq ft condo for newlywed 
relatives to a massive luxury home (over 
10,000 sq ft!) for a pair of repeat-client 
doctors.  He earned his real estate 
license in 2000, then earned his Arizona 
Broker’s license in 2005.  He was taught 
and trained by his father, Kelly Judy, a 
leading broker in the East Valley and 
long-time producer in the top 1% of all 
agents nationwide.

Why a career in real estate?  “Simple,” 
Brian says. “It’s because I enjoy working 
with great people, and I get to help them 
make important decisions - both 
financially and for their family.” 

About Brian

The experience of Brian’s clients 
matters most to him.  One client said, “I 
felt like Brian was my guardian angel.  
He is the most enthusiastic, 
compassionate, understanding Realtor.  
Brian took the stress out of moving and 
got us top dollar for our home.”  

The Win-Win Home SaleSM is something 
rare in real estate: a practical and 
professional approach based on a 
simple rule:  DO WHAT WORKS.  

Brian and his lovely wife, Katie, are both 
Arizona natives and have three 
awesome children: Anne, Grant and 
Blake.  They live on a 5 acre piece of 
paradise in San Tan Valley.

Thank you and your team for all the 
hard work you have done to help and 
guide us through this sell. It was a 
very tough decision to make and you 
have all been a wonderful blessing in 
helping us. We just really wanted to 
say thanks! 
- Curtis & Heidi

Thanks again for all your hard work to 
make this happen for us.  I never 
dreamed this would be possible.  I 
appreciate your calming and steady 
influence on us as we weighed and 
discussed and worried about every 
step.  We will certainly pass your 
name along to anyone looking for 

help!  You were fantastic.  And I would 
add… not just as a realtor… but as a 
new friend as well. 
- Mark & Sharolyn



A  Friendly Request

You want to share good things with people you care about, and you’re doing them a big favor when you do!  

When you’ve had a good experience working with Brian, be sure to let your friends know!

Thank you for your professional approach and first-class 
service!  We were a little uncertain about even trying to sell 
our home in this market, but you truly helped us make the 
most of the move.  The photos of our home turned out 
beautiful, and your marketing strategy obviously gets real 
results.  Despite the down market, we couldn't be happier 
with our move
thanks to you!

- Frank & Connie 

I cannot say enough about Brian Judy.  He and his team 
helped make purchasing our dream home such a smooth 
process - from the mortgage lender, to the home insurance 
salesman, everyone he recommended worked hard to 
ensure a hassle-free home-buying experience.  His 
expertise, as well as those he works with far exceeded any 
expectations.  I HIGHLY recommend Brian to anyone 
looking to purchase a home! 
- David & Lexi

We would like to thank you for all the hard work you put 
into selling our house on Cowboy Cove.  It is truly 
amazing, and we are grateful for the way it all worked out.  
You did an awesome job, and we’re grateful that Don 
recommended you to us.  
-  Rob & Laura

It has been a pleasure working with you.  Compared to 
what we had in Utah, this end has been awesome.  We 
appreciate that you have informed us of what to expect as 
we went along and the speed with which you have done 
this.  It has been great working with you and we would 
definitely recommend you to others.
-  Toby & Emily

Thank you soooo much for everything. You are the best.
- Jason & Julia

Brian was outstanding!  He worked quickly to get things 
done for us, and he kept us informed through every step of 
the process.  He’s someone we trust and will use again!
-  Ed & Linda

Words don’t allow us to express our thanks to you for your 
professionalism, patience, and all of the “extras” you gave 
us as we sold the Prince home.  Hopefully this bonus can 
be a blessing to your family as you have been to ours.
- Scott & Andee

Thanks so much!  I referred Mrs. Campbell to you.  I hope 
she calls.  You’re the best!
- David & Linda

#TellYourFriends  #BeTheirHero  #BestRealtorEver


