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MY CLIENT-FIRST  

CLIENT-FIRST PHILOSOPHY 

WHEN YOU DECIDE THAT YOU'D LIKE TO 
BUY OR SELL A HOME, PLEASE  



• Put your accolades here… 

• #1 in Sales in Northern VA 

 

MARKETING (INTERNET, SOCIAL, MOBILE, PRINT) 

• Prepare house for the “HGTV” buyer 

• Price it right! 

• Pre-Market internal exposure 

• Pre-Market networking with market place Agents 

• Full MLS benefits (Multiple Listing Service) utilizing re-

verse prospecting and data analytics 

• Property specific website with riders 

• Targeted New Listing ads and Open House ads on Face-

book, Instagram, Twitter, and LinkedIn 

• Direct Just Listed and Open House postcard mailings to 

move up markets and renters  

• Open houses for maximum market exposure 

• High-quality pictures for full color brochures, flyers and 

post cards 

• Mobile-marketed on all real estate platforms and sites 

 

COMMUNICATION 

• ShowingTime (interactive home feedback and showing system) via app 

• I am always available via phone and email to answer your questions Regular re-

ports on your Neighborhood activity and Market statistics before and after listing 

• Regular reports on your Facebook ads and showing traffic 

 

MARKETING  

Free Hand

Free Hand

Free Hand

Free Hand



EXPOSURE 

IT’S ALL ABOUT THE RIGHT PRICE, THE RIGHT EXPO-
SURE, AND THE RIGHT BUYER. 
We put you ahead of the curve by reaching potential buyers through Facebook and  
Instagram advertising. We create beautiful, custom ads and landing pages, optimize the copy, build the audi-
ence through advanced geographic and demographic targeting, and run campaigns to sell your home. 

NEW LISTING ANNOUNCEMENT 
Targeted 5-day Facebook and Instagram advertise-
ment showing details on your home or property and 
motivating potential buyers to learn more and reach 
out. 
 
OPEN HOUSE ANNOUNCEMENT 
Targeted 3-day Facebook and Instagram advertise-
ment inviting guests to any and all open house 
events we hold. 
 
PREDICTIVE DATA ANALYTICS 
We use MLS provided data on how many targeted 
“matches” we are to buyers with saved searches in 
the portal.  We are able to use that data, (likes and 
hearts) to know what time of traction we are getting 
on our pricing to buyer interest.   

45% 
OF BUYERS WALK THROUGH 

A HOME VIEWED ONLINE 
OF BUYERS SEARCH ONLINE DUR-

ING THEIR HOMEBUYING PROCESS 
OF MILLENNIAL BUYERS SEARCH 
ONLINE DURING THEIR HOME-

BUYING  
PROCESS 

95% 99% 

YOUR LISTING WILL 

NEVER GO  



SHOWINGTIME 



SHOWINGTIME 



1 TO 3 WEEKS 

• Price and Marketing Plan are agreed on 

• May be entered into MLS in Coming Soon Status– 21 
day max 

• Repair/update items are addressed 

• House is staged for photos 

• “For Sale” sign installed with coming soon rider 

• Facebook/Instagram ads created 

• Pre-Market Networking begins 

2 TO 3 BUSINESS DAYS 

• Professional Photographs are taken .  Home should 
be “show ready” and clean 

• Electronic Lockbox installed 
on front door with spare house key(s) 

• “For Sale” sign installed-if not coming soon 

• Open Houses scheduled 

• Post Cards Mailed 

• Facebook/Instagram ads created 

• Full-color brochure created 

THE DAY YOUR HOUSE GOES ON THE MARKET 

• House will typically go “active” on market on a Thurs-
day or Friday 

• House stocked with brochures 

• House showings begin—be ready! 

ONGOING STEPS 

• Monitor showings through Showing Time and the 
Electronic Lockbox 

• Collect feedback on showings and discuss with you 

• Hold a minimum of 2 Open Houses in month one. 

• Pre-Qualify Buyers to ensure financial ability to buy 

• Present and discuss all offers 

• Negotiate terms with other agent 

• Oversee transaction process through settlement 

 

LISTING  



• Make the front entrance inviting 

• Clear away clutter (Remove personal pictures, clear counters, clean house thoroughly) 

• Remove stains from the carpets 

• Tidy the refrigerator, stove, drawers, cabinets, closets, etc. 

• Freshen the appearance of rooms 

• Fresh paint is the quickest way to modernize a home and reduce odors 

• Arrange furniture for spaciousness 

• Do all you can to reduce or eliminate cooking, pet or smoking odors 

• Perform minor repairs, if necessary 

• Replace outdated light fixtures 

• Don’t forget the garage and basement 

PREPARING YOUR HOME  

3 REMINDERS BEFORE SHOWING YOUR  HOME 

• Make the beds and pick up toys 

• Put dishes in dishwasher 

• Turn on all lights inside and ensure they all work 

• Open all window drapes 

• Be absent during showings 



STAGE  

1. YOU WILL MAKE MORE MONEY 

2. CUT YOUR DAYS ON THE MARKET IN HALF 

3. THE COST OF STAGING DOESN’T COST A 
 DIME 

4. MOST HOMES SELLERS CANNOT VIEW THEIR 
HOUSE OBJECTIVELY 

5. LESS GUESSWORK AND “DO IT  
YOURSELF” 

6. ONLY 10% OF HOMEBUYERS CAN  
VISUALIZE THE POTENTIAL OF A HOME 

7. THE MONEY YOU MAKE IS TAX FREE! 

8. LEAVING YOUR HOUSE IN “AS IS”  
CONDITION WILL HELP SELL THE  
COMPETITION 

9. STUDIES SHOW THAT THE LONGER YOUR 
HOME STAYS ON THE MARKET,  THE LOWER 
YOUR SELLING PRICE WILL BE! 

10. THE MORE TRAFFIC THE FASTER THE SELL 



2-10 HOME BUYERS WARRANTY 



COMPETITIVE MARKET 

THE MARKET VALUE OF YOUR HOME 
Our goal is to obtain the top selling price for your home. To help determine the proper asking price, we conduct 

a comprehensive analysis of the market from comparable properties offered for sale in your area. This compre-

hensive market analysis, or CMA, is prepared specifically for you based on homes similar to yours and the latest 

information on real estate prices.  Databases, such as County tax records, are used to identify the properties 

that are most similar to your home and therefore most relevant to our market analysis. Through detailed exami-

nation of the features of comparable properties, the location of these homes and the terms of their listings and 

sales, we can establish the potential market for your property.  We use this data, and a variety of calculations 

and algorithms, to help you pinpoint the most accurate price for your home.  

OUR CMA TAKES INTO ACCOUNT 

Similar Properties that are  

CURRENTLY LISTED 

This information is vital because it not 

only indicates the current pricing for 

comparable homes, but also identifies 

the competing properties that are po-

tentially available to the prospective 

homebuyer.  

Similar Properties that have  

RECENTLY SOLD  

This is critical information because it 

identifies what homeowners have actu-

ally received for properties over recent 

months and what financial institutions 

will use in determining what they are 

willing to lend a buyer for your house.  

Similar Properties that are 

CURRENTLY LISTED 

This information is vital because it not 

only indicates the current pricing for 

comparable homes, but also identifies 

the competing properties that are po-

tentially available to the prospective 

homebuyer.  

OUR CMA TAKES INTO ACCOUNT 



WHO IS  



YEAR AFTER YEAR, WE PROVE THAT WE KNOW HOW TO BUY AND SELL HOUSES QUICKLY, AND 

HOW TO GET SETTLEMENTS DONE EFFICIENTLY. 

WHY CHOOSE 



WHY CHOOSE 



WHY CHOOSE 



WE ARE 



WHAT’S NEXT? 

 

JOHN BOYCE 
REALTOR®  | SAMSON PROPERTIES 

703-425-JOHN (5646) 
SOLDBYJOHNBOYCE@GMAIL.COM 

425JOHN.COM 

Cardinal Title Group is your in-house real estate settlement services company for residential and commercial cli-
ents in Virginia, Maryland and the District of Columbia.  Cardinal Title has grown as Samson Properties has ex-
panded and has a team of almost 100 title professionals dedicated to client satisfaction.    Headquartered in Chan-
tilly Virginia, we perform closings in over 30 of the Samson Properties locations throughout the area. We strive to 
ensure your transaction is smooth and stress-free throughout the entire process and beyond.   Our average pro-
cessor has 10 years in the title industry and will make your transaction a seamless experience whether this is your 
first house or your fourteenth house.   

President & Attorney 

Carrie@CardinalTitleGroup.com Reid@CardinalTitleGroup.com 

You’re not just making an 

investment in your future. 

YOU’RE CHANGING YOUR 


