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K r i s t e n  i s  a  n a t i v e  o f  L i t c h f i e l d  C o u n t y .  S h e

h a s  m a n y  y e a r s  e x p e r i e n c e  i n  t h e  a r t  o f

b u y i n g  a n d  s e l l i n g .  

L a u r e n  i s  a  T o r r i n g t o n

N a t i v e  a n d  c u r r e n t l y  l i v e s

o n  H i g h l a n d  L a k e .  L a u r e n

s p e c i a l i z e s  i n  l a k e  f r o n t

p r o p e r t y .   

K R I S T E N  D U C H E N E  

B R O K E R / O W N E R

L A U R E N  G A R D N E R

R E A L T O R  

 J a r e d  h a s  s o l d  m a n y

h o m e s  i n  b o t h  L a s  V e g a s

a n d  C o n n e c t i c u t .  J a r e d  i s

a l s o  t h e  h e a d  o f  o u r  r e n t a l

d i v i s i o n  .  

J a r e d  T e d e s c o

R E A L T O R  

THE TEAM



99%

T h e  t i m e  i s  u s u a l l y   n o w .

W h e n  y o u  c o n s i d e r
b u y i n g  a  h o m e ,  k e e p  i n
m i n d  t h a t  i n t e r e s t  r a t e s
a n d  h o m e  p r i c e s  t e n d  t o
m o v e  o p p o s i t e
d i r e c t i o n s .  

S e l e c t  a  R E A L T O R
C o n t a c t  a  r e p u t a b l e
l e n d e r
 G e t  p r e  a p p r o v e d
b e f o r e  s e a r c h i n g
D e v e l o p  a  w a n t s  a n d
n e e d s  l i s t
I n v e s t i g a t e  m o r t g a g e
p r o g r a m s

 

L o o k  f o r  h o m e s
w i t h o u t  b e i n g  p r e
a p p r o v e d  
M a k e  a n y  b i g
p u r c h a s e s  
M a k e  V e r b a l
a g r e e m e n t s
B u y  t h e  b i g g e s t  h o m e
i n  t h e  n e i g h b o r h o o d .  

 

Do

Dont

WHEN IS THE RIGHT
TIME?



A C C E P T E D

THE STEPS

C O U N T E R
O F F E R

R E J E C T E D

1 S T
D E P O S I T  

You can accept the counter

 offer, decline or renegotiate.  

Always try to do 

highest and best. in 

a sellers market. 

 

a security if you back out of the 

contract if all conditions were met. 

 

I N S P E C T I O N S

W A I V E D
I N S P E C T I O N S  
 in as-is sales and only

 for informational purposes. 

T E R M I N A T E

2 N D
D E P O S I T  

If the Seller will not agree

to remedy any issues you can 

terminate. You will not get your

inspection money back, only your

deposit. 

R E P A I R /
R E Q U E S T S 

You can negotiate with the 

Seller to fix, replace or credit 

any issues.   

 

A P P R A I S A LT E R M I N A T E
You will not get appraisal

fees back. 

You can negotiate the price

if the home does not appraise.

C O M M I T M E N T
You will not get appraisal

fees back. 

F I N A L  W A L K
T H R U

You will not get appraisal

fees back. 

C L O S I N G
You will not get appraisal

fees back. 



B R O K E R

THE PEOPLE 

R E A L  E S T A T E  A G E N T

R E A L T O R

We'll give your home a good once over, make a list of everything we think needs to be

addressed before listing, including small and large renovations, landscaping, tidying

and small updates that could mean a better return. 

Once we've agreed on the tasks that need to be done, we'll get to work on getting

your home ready for sale. This usually includes staging, small repairs and storing

personal items to make your home as neutral as possible. 

Once your home is in tip-top shape, we're ready to hit the market. Our unique selling

strategy includes, open houses, social media marketing, virtual walkthroughs and print

marketing that reach audiences far and wide. 

R E A L T O R

Once your home is in tip-top shape, we're ready to hit the market. Our unique selling

strategy includes, open houses, social media marketing, virtual walkthroughs and print

marketing that reach audiences far and wide. 

L O A N  O F F I C E R

A loan officer is a representative of a bank, credit union, or other financial institution

who assists borrowers in the process of applying for loans.



m o r t g a g e  b r o k e r

THE PEOPLE 

m o r t g a g e  b a n k e r

Provides funds from many investors, banks and lending institutions. 

Works for a financial institution and provides company funds directly to a buyer. These

loans often quickly get resold in the secondary mortgage market. 

t i t l e  c o m p a n y

Title companies guarantee the title of your house is free of issues, and insure you will

actually own the property. This is where title insurance comes in, incase anyy findings

of some sortcome  down the road.  

H O M E  I N S P E C T O R   

A home inspecto rexamines of the condition and safety of a real estate property. At

the end of your inspection they will send you a report on their findings.  



THE PEOPLE 

I N S U R A N C E  A G E N T  

Insurance agents and brokers (generally, an agent works for a specific company; a

broker is independent) exist to help you comprehend the various clauses and

requirements of  insurance policy.

A T T O R N E Y  

A Real Estate attorney prepares or reviews all of the paperwork involved in buying or

selling property and represents the buyer or seller at closing.

P A R A L E G A L  

 real estate paralegal ensures the efficiency of a law firm by providing clerical services

and other supportive aid to lawyers in the real estate field.

A P P R A S I E R  

A appraiser determines the current value of a property. Most of the work to determine

the value of a real estate appraisal is done during an on-site inspection



TKAE OUT ANY
NEW CREDIT
CARDS 

2I SHALL NOT 3I SHALL NOT

BUY ANY NEW
VEICHLES  

1I SHALL NOT

THE SHALL NOTS 

RACK UP CREDIT
CARD BILLS 



The one thing you cannot change about a property

is its's location. They say "find the worst house in the

best neighborhood to make a great ROI.. 

FINDING THE RIGHT

HOME

LOCATION LOCATION

LOCATION

be realistic 

If your a first time home buyer odds are you are not going

to find your dream home. Think to yourself , am I looking for

something to grow into and add on to, or am I looking to

settle for now plus make an investment. 

Older homes can be good for people who want to be located in a well-

established community. They also tend to have better quality

construction than more recently built homes. Newer homes tend to

require less work, stress and money to get them into shape.

NEW VS. OLD 

https://www.realtor.com/advice/buy/why-buy-old-home-instead-of-new-one/


Take a look at anything that would be costly if it needed to

be repaired or replaced. For example the roof, windows,

well, septic tank Find out what state the heating, ventilation

and air conditioning (HVAC) system is in.

VITAL COMPONENTS

CONVIENCE 

Ideally, your home will be close to your job, family and friends. 

Focus on choosing a home in a location that feels relaxing and inviting to you. It’s also

important that your home fits your everyday life. .

 

Even when it comes to buying a home, you’ll

want to have money in reserves. Many

financial experts are against putting all of your

savings into buying a home.

AFFORDABLE

“ I n  s o m e  m a r k e t s ,  h e s i t a t i n g  t o  m a k e  a n
o f f e r  m e a n s  y o u  l o s e  o u t  –  q u i c k l y ! ”  



B E F O R E  

PHOTOS 

A F T E R  
Wide angle
lenses can be
deceving .

B E F O R E  

A F T E R  

Not a l l  photos can show theful l
potent ia l  of  a  home.  

See one of  our  l i s t ings photos
on the lef t .The p icture on the

lef t  was taken by another
company pr ior  to  our  l i s t ing .  

B E F O R E  

A F T E R  

Another  example
of  a  home l is ted
with  another
agency before
and our  photos
after .  

Don't judge a house by its photos 



Li tchf ie ld  County  Real  Estate  was

establ ished in  2021  st r iv ing to  g ive

cl ients  unparal le led expert ise  and

a pos i t ive  exper ience .

.  

THE COMPANY
L i t c h i f i e l d  C o u n t y ' s  
m o d e r n  b r o k e r a g e .  

QUALITY :  We del iver  only

excel lence and a im to  exceed

expectat ions .

INTEGRITY :  We conduct

ourselves in  the h ighest  eth ical

standards ,  

COURAGE :  We make decis ions

and act  in  the best  interests  of

our  c l ients .

FUN :  We bel ieve in  hav ing fun

at  work  and wi th  each other .

PASSIONATE :  We bel ieve that

work ing wi th  “a l l  heart ”  can

change the wor ld .

ACCOUNTABLE .  We take fu l l

ownersh ip  in  del iver ing on our

commitment  to  excel lence .

HUMBLE .  We never  forget  that

we owe everyth ing to  the ef for ts

of  each team member ,  our

fami l ies ,  and our  c l ients .

.  



THE FAQS

A l l  o f  y o u r  q u e s t i o n s
a n s w e r e d !

A  s e l l e r ' s  m a r k e t  h a p p e n s  w h e n
t h e r e ' s  a  s h o r t a g e  i n  h o u s i n g .  A

b u y e r ' s  m a r k e t  o c c u r s  w h e n
t h e r e  a r e  m o r e  h o m e s  f o r  s a l e

t h a n  b u y e r s .

T h e r e  a r e  m a n y  f a c t o r s  w h i c h
a f f e c t  h o m e  s a l e s ,  b u t  o u r  h o m e s

g e n e r a l l y  s e l l  i n  l e s s  t h a n  5
w e e k s  o n  a v e r a g e .  

HOW LONG IS THE

PROCESS?

BUYER VS SELLER

MARKET

I f  y o u r  l o o k i n g  a t  t h i r d  p a r t y
s i t e s  l i k e  Z i l l o w  o r  R e a l t o r  y o u

m a y  c o m e  a c r o s s  t h e  w o r d
c o n t i n e n t .  T h i s  j u s t  m e a n s  t h a t

t h e  S e l l e r  h a s  a c c e p t e d  a n  o f f e r
a n d  t h e  h o m e  i s  u n d e r  c o n t r a c t .  

WHAT DOES

CONTINGENT

MEAN?



-KAILA WATSON 

Report 
Litchfield County

2019 

Single family residential 

$239,000

Finance

MEDIAN SALE PRICE 

CONVENTIONAL
56.5%

CASH
22.5%FHA

15.3%

VA
3.8%

2020

$293,000
MEDIAN SALE PRICE 



R E A D Y  T O  G E T  S T A R T E D ?

l i t c h f i e l d c o u n t y r e . c o m

P :  8 6 0 . 8 0 6 . 4 1 6 9

F O L L O W  A L O N G


