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EARL TAYLOR
Real Estate Broker

Resume of Earl Taylor :

Earl is Full Time Licensed Real Estate Broker and has been working in
the Real Estate Profession since 1993. Earl is a Real Estate Broker at
Coldwell Banker Star Real Estate and has been recognized as a top producer
every year since 1994. He is very proud of these achievements and works hard
to keep them.

This is good news for you.  As you can see, Earl is a hard working and very
motivated Realtor who truly loves his Real Estate career.  Not only does Earl
have his own goals, but he is always very aware of his customer’s goals and needs. Your goals are
his first priority.

Along with numerous real estate courses that Earl has taken to update his real estate skills, he has
also achieved his Market Value Appraiser - Residential (MVA) Certificate. This allows Earl the
ability to conduct qualified appraisals for his clients. Earl is also a qualified Senior’s Real Estate
Specialist (SRES).

Making the decision and preparing to sell your home is very often a stressful and traumatic time. 
When Earl shows you the current market statistics and explains what he and Coldwell Banker Star
Real Estate can do to help, you will see that he can make this happen.

Earl promises to do everything in his power to get your home Sold for the most amount of
money, in the least amount of time and with the fewest hassles possible.  Earl is only a phone call,
text or email away and eager to talk to you about any ideas or concerns you may have.

Earl would be honoured if you would list your property with him.

Contact Earl Taylor today at:

Coldwell Banker Star Real Estate, Brokerage
566 Talbot Street
St Thomas, Ontario   N5P 1C4
Call or Text 519-670-9223
earl-taylor@coldwellbanker.ca
www.ChangingHousesintoHomes.ca

Earl is very active in his community. He was the Past President 2019 of the London and St Thomas Association of
Realtors, Past Chair of the St Thomas Downtown Development Board 2014 - 2024. Past board member of the St
Thomas and District Chamber of Commerce 2022 - 2024 and a current active member of the St Thomas Optimist
Club.



When it comes to real estate, it seems like everyone talks about customer service.  
Your Coldwell Banker® professional recognizes that you want more than just conversation. 
You want a commitment to action. The Ultimate Service® Program offers clients our 
commitment to deliver real value and assures the highest level of customer satisfaction.

Ultimate Service®   
for Home Sellers 

98% Customer Satisfaction 
rating from over 85,000 Canadian 
Homebuyers & Sellers! *



The Coldwell Banker® team and your sales representative are committed to helping 
you sell your property. We offer the best service in the industry – extensive market 
knowledge, real estate marketing savvy and strong negotiation skills. We offer a 
full-service program to assist you through the selling process, from beginning to 
end. Here are some of the marketing services available to you to help develop a 
customized program that reflects your personal needs.

Competitive Market Analysis
We will provide you with a current 
Competitive Market Analysis, and will 
assist you in determining the most 
effective list price for your property.

Financing Alternatives
We will show you various financing 
alternatives for buyers of your property, 
and discuss the likely impact of each 
alternative for your sale.

Agency Alternatives
We will review the alternatives for agency 
representation that are available to you 
and potential buyers – Seller Agency, 
Buyer Agency and Disclosed Dual Agency 
– and our representation of your interests 
in the different agency relationships.

Marketing Action Plan
We will present to you for your approval 
a customized Marketing Action Plan – a 
formal written plan for marketing your 
property, based on your needs and input. 
This plan may include an open house, to 
be conducted when appropriate and as 
agreed to in advance with you.

Coldwell Banker Sign
The Coldwell Banker brand has been a 
trusted name since it was established in  
1906. With your approval, we will place a 
“For Sale” sign on your property to help 
generate prospective buyers’ interest in 
your property.

Mass Marketing
We will review with you our comprehensive 
mass marketing program designed 
to generate buyer prospects for your 
property. We will post your property  
on the national Coldwell Banker website, 
coldwellbanker.ca, to maximize this 
potential of possible buyers for your 
property. We can also discuss online 
marketing support, social media and more.

Leveraging the  
Coldwell Banker Network
We will promote your property  
on appropriate social media and  
marketing channels to help market  
it to prospective buyers. 

1  We listen
 We want to know what things 

are most important to you, 
the customer. 

2  Establish 
written service 
standards

 We will live up to these 
written commitments, or you 
have the right to cancel your 
Listing Agreement†. 

3  You evaluate  
our service. 

 When our job is done, 
we’ll ask you to complete 
a Customer Satisfaction 
Survey telling us how we did 
and how we can improve.

4  The Result: 
Ultimate 
Service

 If you’re looking for a 
complete program backed 
by the best guarantees 
in the business, that puts 
you in control, come to 
Coldwell Banker. Discover 
for yourself what Ultimate 
Service is all about.

PUTTING CLIENTS FIRST



Promotion to Real Estate 
Network
We will promote your property to other 
reputable, professional brokers and sales 
representatives in the area.

Multiple Listing Service
We will prepare a plan for your property 
to appear in the local Multiple Listing 
Service. The information will be submitted 
by the date we have selected for the 
property’s debut on the market to  
achieve maximum impact.

Property Promotion
We will create a marketing resource to 
promote the details of your property 
including specific highlights and photos 
and/or video of your property. We will 
email it to potential out-of-town prospects, 
showcase it online and also offer it to 
prospective buyers viewing your property.

Direct Marketing
We will prepare promotional materials 
regarding your property and arrange for 
their distribution to target market areas  
to attract potential buyers. 

Estimated Proceeds
We will furnish you wth an estimate of the 
proceeds you can expect from the sale of 
your property. 

Home Enhancement
We will develop a plan to showcase your 
property and enhance its ability to attract 
buyers.  We will discuss with you the 
benefits of home staging and the options 
available to you.

Seller Disclosure
We will explain the benefits of providing a 
written disclosure regarding the condition 
of your property and, if applicable, will 
present your disclosure to buyer prospects 
to assist them in preparing an offer.

Home Warranty
We will provide information regarding how 
a warranty on the operating systems in 
your house may increase the marketability 
of your property and help reduce your 
liability to the buyer. 

Marketing Activity Report
We will provide you with regular Marketing 
Activity Reports of competitive market 
conditions, buyer activity and the actions 
we have taken to market your property.

Home Finding Process
We will review with you the home-finding 
process that buyers are most likely to 
follow including financial qualifications, 
property selection, financing options and 
closing procedures.

Qualifying Buyers
We will seek financial qualifying 
information on all buyers submitting  
a purchase offer. Our goal will be to  
pre-qualify or pre-approve the buyer 
through a reputable lender.

Negotiate Purchase Offers
We will review all purchase offers as 
they are presented and we will negotiate 
on your behalf to reach a purchase 
agreement with terms that are favourable 
and protective for you.

Closing the Sale
We will monitor and inform you of the 
progress of the transaction including 
the satisfaction of all contingencies and 
conditions during the entire transaction.

After-Sale Service
We will contact you after the closing to 
follow up on any remaining details or 
service needs.

Relocation Assistance
We will provide you with details about our 
relocation and referral services, which are 
available to you at no cost, regardless of 
where you are moving.

* Based on survey responses from over 85,000 Canadian buying and selling customers to December 31, 2019, 98% of customers 
responding were satisfied with the service provided by their Coldwell Banker representative. 

PUTTING CLIENTS FIRST



of customers would 
recommend us to a friend.

would use  
Coldwell Banker again.

were satisfied with our 
service overall.

©2019 Coldwell Banker Real Estate LLC. All Rights Reserved. Each Office Is Independently Owned And Operated. Coldwell Banker and the Coldwell Banker Logo are 
registered service marks owned by Coldwell Banker LLC. If your property is listed with a real estate broker, please disregard. It is not our intention to solicit the offerings 
of other real estate brokers. We are happy to work with them and cooperate fully.

Who’s the best in customer satisfaction? Just ask our customers!
The results are in. We’ve surveyed thousands of Canadian homebuyers and sellers from coast to coast to hear what they 
had to say about the service delivered by their Coldwell Banker professional.  

When it comes to service on your terms, we’re the Ultimate in Customer Satisfaction! 
*Based on survey responses from over 85,000 Canadian buying and selling customers to December 31, 2018.

98.9% 98.9% 99.2%



Seller Services Guarantee
We put our promises in writing. That’s Ultimate Service.

Coldwell Banker Ultimate 
Service® is proving its 
value every day – one 
satisfied customer at  
a time.

SERVICE
Together, we will customize 
your Coldwell Banker Seller 
Services Guarantee® to reflect 
your specific wants and needs.

COMMUNICATION
We will keep you up to date 
on the progress of your 
transaction and provide you 
with the help you need to  
make informed decisions.

CONDUCT
We will always be professional 
in our efforts to earn your trust 
and will do everything possible 
to ensure your satisfaction.

The Seller Services Guarantee® is a part of our unique customer program.  
The services provided in this customized guarantee will reflect your personal 
needs as detailed in the comments below:

SELLER SERVICES GUARANTEE®

Seller’s comments:

__________________________________________________________________________________________

__________________________________________________________________________________________

__________________________________________________________________________________________

__________________________________________________________________________________________

Should you have any questions or concerns at this time, please contact your Sales Representative or 
the Broker/Manager: _______________________________________________________________________  
at this number: ( _____ ) ____________________________________________________________________

We keep our promises, or you don’t keep us.®

Should the independently owned Coldwell Banker® affiliate not perform these seller services,  
you are entitled to terminate the listing agreement. Please keep in mind that local regulations or 
practices may restrict some services. Written termination notice must state reason(s) for termination 
and must be presented by you, in person, to the Broker/Manager. You also agree to provide the local 
Coldwell Banker® affiliate broker with an opportunity to correct the situation within a 24 hour period 
following the delivery of the termination notice. If the listing agreement is terminated, the termination 
provisions of the agreement still apply. The remedy of any customer under the Ultimate Service® 
Program is strictly limited to the cancellation of a listing agreement and gives rise to no further or 
other rights or remedies whatsoever.

We’re ready to go to work for you.
If the content of this Seller Services Guarantee® meets with your approval, we’re ready to put our 
promises into action.  

Seller(s) Name (please print): 

__________________________________________________________________________________________

__________________________________________________________________________________________

Seller(s) Signature: 

_____________________________________________________________    Date: _____________________

_____________________________________________________________    Date: _____________________

Sales Representative (please print): 

__________________________________________________________________________________________

Sales Representative Signature: 

_____________________________________________________________    Date: _____________________

Phone: ( ____________ ) ____________________________________________________________________

Property Address:  _________________________________________________________________________

__________________________________________________________________________________________

Do you need help buying your next home?    Yes    No

©2019 Coldwell Banker Real Estate LLC. All 
Rights Reserved. Each Office Is Independently 
Owned And Operated. Coldwell Banker and 
the Coldwell Banker Logo are registered 
service marks owned by Coldwell Banker LLC.  

COPY 1 – BUYER(S) 

COPY 2 – SALES REPRESENTATIVE



Customer Satisfaction 
Questionnaire for Home Sellers

Dear Valued Client,

Thank you for selecting a 
Coldwell Banker® professional 
to assist you with your recent 
real estate transaction. We are 
extremely proud of the service 
that our sales representatives 
provide, and we recognize 
the ultimate benchmark of 
our service quality is your 
satisfaction. It is our mission 
to deliver the best real estate 
service in the industry based 
on the highest quality, value 
and integrity.

Please take a few minutes 
to complete this simple 
questionnaire. Or, if you 
prefer, you can complete 
the Customer Satisfaction 
Survey online at www.
coldwellbanker.ca/ultimate/
how-it-works/seller-survey

Your feedback is very important to us.
1  Did you value your Sales Representative’s use of the Ultimate Service® Program?

 Yes
 No

2  How long did you expect it to take for your home to sell? 
 Less than a month
 1 to 3 months
 4 to 6 months
 7 to 9 months
 More than 9 months

3  How long was your home marketed by your local Coldwell Banker company before 
you accepted an offer? 

 Less than a month
 1 to 3 months
 4 to 6 months
 7 to 9 months
 More than 9 months

4  How satisfied were you with the recommendations of your Sales Representative to 
make your home more saleable? 
	Exceptionally	satisfied
	Very	satisfied
	Satisfied
	Dissatisfied
	Very	dissatisfied

5  How satisfied were you with the way your Sales Representative communicated and 
kept you informed during the sales process?
	Exceptionally	satisfied
	Very	satisfied
	Satisfied
	Dissatisfied
	Very	dissatisfied



Customer Satisfaction Questionnaire for Home Sellers Continued

6  How would you evaluate our overall performance?
	Exceptionally	satisfied
	Very	satisfied
	Satisfied
	Dissatisfied
	Very	dissatisfied

7  Would you choose Coldwell Banker to assist you in selling another home in the future?
 Yes
 No

8  Would you use the same Coldwell Banker Sales Representative?
 Yes
 No

9  Would you recommend Coldwell Banker to a friend?
 Yes
 No

10  What is the single most important reason you selected Coldwell Banker to assist you in 
your real estate transaction?

 Company reputation
 Referred by a friend
 Open house
 Advertising
 Knew Sales Representative
	Satisfied	past	client
 Employer/company referral

Comments

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

_____________________________________________________________________________________

Sellers Name (optional): _______________________________________________________________

Sellers Email (optional): _______________________________________________________________

Please insert the full name of the local Coldwell Banker company that served you, as well as 
your	agent’s	personal	identification	number.	You	can	find	this	on	your	copy	of	the	Ultimate	
Service® presentation folder or by calling your Broker.

Coldwell Banker Company Name: _____________________________________________________

Sales Representative’s Name:  ________________________________________________________

Agent ID #: __________________________________________________________________________

Agent Email Address (please print): ____________________________________________________

PLEASE SEND COMPLETED  
SURVEY TO: 
Coldwell Banker Canada 
Operations ULC 
5500 North Service Road,  
Suite 1001  
Burlington, Ontario  
L7L 6W6

Fax: (905) 331-6806 

OR COMPLETE OUR ONLINE 
SURVEY:  
www.coldwellbanker.ca/ultimate/
how-it-works/seller-survey

©2019	Coldwell	Banker	Real	Estate	LLC.	All	Rights	Reserved.	Each	Office	Is	Independently	Owned	And	Operated.	Coldwell	Banker	and	the	
Coldwell Banker Logo are registered service marks owned by Coldwell Banker LLC. 



The Value of Your Home

In a neighborhood of similar homes, why is one worth more than another? That's the
question that's teased buyers and sellers for ages, but the answer is simple.

Every home is different
When a home is sold, a willing seller and a willing buyer determine the value of that home with
the sale price. That price then becomes a benchmark for other similar homes, but other factors
come into play. The most important are:

Location
The closer a home is to jobs, parks, transportation, schools, and community services, the more
desirable it is.

Size
Square footage impacts home value because a larger home is built using more materials, and gives
the homeowner more usable space. And a larger lot size could mean more privacy than a smaller
one.

Number of bedrooms and baths
Additional bedrooms and bathrooms raise the value of a home compared to similar homes that do
not have those rooms.

Features and finishes
Features such as outdoor kitchens and spa baths make a home more luxurious. A home finished
with hardwood floors and granite countertops is going to cost more than a home with carpet and
laminate counter tops.

Condition
The closer a home is to new construction, the more it will retain its value. It's perceived as more
modern, up to date, and perhaps safer. Homes that are not updated or in poor repair sell for less
as purchasers' factor in the cost of updating and eventually replacing appliances and systems.

Curb appeal
From the street, the home looks clean, fresh, and inviting. Fresh landscaping and flowers won't
change the size or location, but they certainly add charm.

When two homes are identical in the same neighborhood, a higher price may come down to
something as simple as views, paint colors, or the overall taste of the homeowner.





facebook.com/earltaylorcb

twitter.com/earltaylorcb

youtube.com/c/EarlTaylorColdwellBanker

instagram.com/earltaylors

linkedin.com/in/earltaylorcoldwellbanker/

coldwellbanker.com/blog















THANK YOU

Contact Earl Taylor today at:

Coldwell Banker Star Real Estate, Brokerage
566 Talbot Street
St Thomas, Ontario   N5P 1C4
Call or Text 519-670-9223
earl-taylor@coldwellbanker.ca
www.ChangingHousesIntoHomes.ca
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