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I believe Real Estate is about more than selling houses. It's about finding that perfect fit, where
memories will be made. It's about the moment of discovering the house that you will call home.
It's enjoying the journey and falling in love with the destination. Buying your home can be an
enjoyable experience, full of possibilities for the future. I am compassionate about the journey,
MISSION STATEMENT
Working honestly and living by the Golden Rule. To build lasting relationships by being
responsive, reliable, and compassionate about the journey.

Let’s Take the Journey Together

www.yourwrightchoice.ca

kristawright@royallepage.ca
519-377-2468

Choosing the Best
Agent for the Job
Most sellers use a real estate agent. You certainly don’t have to, but there are good
reasons why most people still do:
1. Pricing is a real art.
The biggest factor in determining how quickly your home sells is the price, and deciding
that price is trickier than it seems. It takes experience and even 1% more for your home
can mean thousands to your bottom line.
2. Negotiating is hard.
Not just hard to do, but it can feel uncomfortable. If you want someone to negotiate
fearlessly on your behalf, you need an agent.
3. Marketing is more than MLS.
To get the most for your home, you need as many buyers interested as possible. According
to REALTOR.ca, 82% of real estate sales are the result of agent contacts.
4. Showings and paperwork are complicated.
There’s more to the legal side of a home sale than you might think, and showing your own
home is not only awkward, it can really complicate your schedule.
An agent takes away the burden of all these things, and works to get your home sold for
the best price in the fastest time. After all – you’ve got a life to live!
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My Selling Service
SELLER

Analysis
Pricing Strategy

REALTOR

→

Staging & Repairs
Marketing Activities
Feedback & Adjustments

SELLING
a home is

OFFER

NOT as
simple
as it seems...

Negotiations
Accepted Offer & Conditions

Evaluation & Counter Offer
Assist in Selecting Service Providers
Coordinate Closing

Conditional Period
Financing/Building Inspection
Repairs
Conditions Removed,
Sale Firm & Moving Forward
Appraisal of Home
Closing

Ongoing Relationship

Financial Disbursements

Pricing Your Home For Sale
The THREE
main factors
to consider in
selling your
home are:
LOCATION,
CONDITION
and PRICE...
and they are
all related.

LOCATION: Your home’s location and setting influence its value. A home inside a

quiet subdivision sells for more than the identical home on a busy street. Proximity to
larger centers typically sell for less than those properties more distanced. Views,
streams and trees usually enhance value. You obviously have no control over the
location but you must keep location in mind when setting the price.

CONDITION: New homes enjoy a marketing edge over resale homes because they
are shiny and clean. Builders enhance the new home appeal by offering model
homes (Clean, Bright, decorated in current colors and amenities) for buyers to
examine.
Most purchasers today, request permission to have a building inspection done by a
qualified building inspector as part of the offer. Should your property show poorly or
have major defects which cannot be or are not corrected, a sale may not take
place until the defects are corrected or until the price is adjusted to compensate.
Our goal is to make your home as close to a model home as possible... being
sensitive to the costs. You have nearly complete control over the condition and you
can increase or decrease the value by being in the best possible condition. I will go
over each aspect of your property with you using the ‘Preparing Your Home For
Sale’ guide to make sure we have your property ‘spiffed up’ before showings.

PRICING: If you can buy a new coat at one store for $110.00 you will not buy the
identical coat for $125.00. Likewise, your home must be priced within the
appropriate range. You must actually “sell” your property three times: to the
salespeople, to a buyer and to an appraiser.

The salesperson has to be sold on the property before he or she will show it to their
prospective purchasers. The buyer is more subjective and compares amenities you
offer to what other sellers in the same price range offer. Most purchasers require
mortgages. Consequently, they must have a qualified appraisal done on the
property in order to get their financing. The appraiser is more objective and
compares age, size and cost-identifiable features in your home against other
properties that have sold. If your property will not appraise for the amount of money
the buyer needs for his mortgage, the sale will be prevented.

If a property has not sold after a reasonable length of time, but other similar
properties have sold, then the price may need to be adjusted. If this is true
and the price is not adjusted, a sale may be delayed or prevented.

Pricing Pyramid

Why the

Asking Price Compared
to Market Value

RIGHT PRICE
will result

10%

in the
HIGHEST SALE
PRICE for
your home.

Market Value
-10%
-15%

What does
Market Value
mean?

15%

10%

% of Potential Buyers who
will look at property

30%
60%
75%
90%

Market value

is the highest price estimated in terms of money which a
property will bring if exposed for sale on the open market. This allows
reasonable time to find a purchaser who buys with the knowledge of all
the uses to which it is adapted and capable of being used. Frequently it is
referred to as the price at which a willing seller would sell and a willing
buyer would buy, neither being under abnormal pressure.

When a property is priced too high, most often, it will experience

little activity. As the price is lowered to meet market value, the property has
already been on the market too long, and buyers are cautious. A property
which has overstayed its welcome on the market will detract potential
purchasers from even viewing your property. On occasion, the price will
eventually drop below market value and the property will sell at a price
below its true worth.

The Importance of Pricing

UNDERSTANDING MARKETING CONDITIONS

I can help you
determine an
asking price
designed to
deliver results.

Market Conditions

Characteristics

Buyer's Market: The supply of
homes on the market exceeds
demand.

High inventory of homes. Few buyers
compared to availability. Homes stay on
the market longer. Prices tend to drop.

Smaller inventory of homes. Many buyers.
Seller's Market: The number of
Homes sell quickly. Prices usually increase.
buyers exceeds the supply or
number of homes on the market.
Balanced Market: The number
of homes on the market is equal
to the demand or number of
buyers.

Demand equals supply. Sellers accept
reasonable offers. Homes sell within an
acceptable time period. Prices generally
stable.

Pricing Your Property
Once you've achieved a realistic sales price, you can count on your property being
professionally marketed and promoted to bring more buyers to your door. You can also
expect to sell your home for the best possible price in the least amount of time.

The Benefits of Pricing Right

 Your property sells faster, because it is exposed to
more qualified buyers.

 Your home doesn't lose its "marketability."
 The closer to market value, the higher the offers.
 Well priced properties can generate competing offers.
 Real Estate Professionals will be enthusiastic about
presenting your property to buyers.

Listing Your Home
Signing a Listing Agreement is the First Formal
Step in Listing Your Home.
The first formal step in marketing your property is to enter
into a Listing Agreement - a contract that commits Royal
LePage RCR Realty, and myself, to actively market your
home for a specified period of time. It also commits you to
a pre-established marketing fee that is to be paid upon the
successful closing of the sale.

I may require the following documents:
 A copy of your survey
 Your most recent annual property tax assessment
 The average cost of utilities (electricity, hydro, water)
 The age of your home
 Details of recent improvements or renovations
 A list of items you would like to exclude from the sale
 Pictures of seasonal features (i.e. gardens in bloom)
 A list of any easements or right-of-ways
 Receipts and warranties for recent home improvements
 “10 Best Features of Your Home” Worksheet
 Other relevant information (any upgrades, copy of floor plans, builder plans and/or
model name)
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Marketing Your Property
There are many facets to effectively
marketing your home
• Identifying a target market
• Creating a compelling story for the home, i.e.
amenities, neighbourhood, commute, etc.
• Capturing impactful photography
• Creating marketing materials
• Creating local marketing campaigns
• Managing internet marketing
• Co-ordination of other professionals, i.e.
stagers, printers, advertisers, media, etc.

My Marketing Services Include:
• Lawn sign
• Multiple Listing Service (MLS) listing www.realtor.ca
• www.royallepage.ca listing

In addition, an intensive marketing program will use the latest
promotional tools, tactics and technologies to give your home
maximum exposure.
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Marketing Your Property
The Multiple Listing Service

Effective Use of Websites

Your property will be placed on the Toronto Real
Estate Board, and the Grey Bruce Owen Sound Real
Estate Board that are in partnership with several
other real estate boards covering southern Ontario,
providing thousands of sales representatives access
to full details about your property, an excellent
resource of professionals working together with us to
potentially sell a seller’s home. How we launch a
seller’s home on our local MLS system is critical. We
need to ensure that all information including live
video tours, virtual tours, additional photos and slide
shows are linked and operational at launch.

All of my advertising is designed to drive potential buyers to web sites utilized to market your
home. These web sites help us provide the prospective buyer with detailed information about
your property. Over 80% of Canadians today say that they will look to the internet for real
estate information before calling a sales representative/broker; so, it is imperative that the
marketing that we implement for your property effectively grabs the consumer’s attention
and delivers complete in-depth information about your property.

Your property will be listed on the following
websites:
• www.realtor.ca

• www.royallepage.ca
• www.royallepagercr.com
• www.yourwrightchoice.ca
• Toronto Real Estate Board MLS System
• Grey Bruce Owen Sound Real Estate Board MLS
• Along with a partnership with several other MLS systems

Marketing Your Property
Marketing Tools, Tactics & Technologies
Quality interior photos will demonstrate the full value of your home. Photographs will capture
those great shots that are needed to create a virtual tour, slide show and additional photos
that will be attached to the seller’s home information on the listing launch date.
To bring your home to life for the buyer I will utilize:
 Royal LePage Mobile-Enabled Slide Shows that showcase your property in a professional
photo presentation complete with animation, text and music
 Professionally designed Feature Sheets highlighting the assets of your property. These
feature sheets will be available for all showings and may be distributed to other area
salespeople as well as potential purchasers
I have available to me the Royal LePage Marketing Department, a
robust
marketing resource with hundreds of professionally
designed print, email and multimedia tools that include:

• Post cards

• Property Cards

• E-newsletters

• Presentation brochures

• E-cards

… and so much more.

Regular Communication
All salespeople who have
shown your property will be
conta ct ed
for
showi ng
feedback.
You wil l be
contacted with feedback,
advertising and marketing
activities weekly, via e-mail or
telephone.

Preparing Your Home for Showings
First impressions really count with home buyers. A small investment of time and effort can provide a BIG advantage when Sales Representatives show your home to prospective purchasers.

Here are some suggestions for preparing your home for showing:
General Impressions
• House exterior in good repair
• House number easy to see
• Eavestroughs, down spouts and soffits painted

and in good repair

• Garage/carport clean and tidy
• Cracked or broken window panes replaced

Bathrooms
•
•
•
•
•
•

First Impressions
• Lawn cut and raked
• Hedges & shrubs trimmed, gardens weeded &

edged

• Leaves raked, walks swept, decks & patio

cleared of leaves & debris
• Snow & ice cleared & salted

Kitchen
•
•
•
•
•
•

At the Front Door
• Doorbell works
• Door hardware in good repair
• Porch & foyer clean and tidy

Repair cracked plaster
Touch up chipped paint
Tighten door knobs & cupboard handles
Clean furnace
Replace burned out light bulbs
Oil squeaky doors

Sinks & taps cleaned & polished
Appliances cleaned
Countertops cleaned
Inside of cupboards clean & neat
Dishes & clutter cleared
Small appliances put away

Valuables
• Valuables should be locked safely away or

taken with you, objects of art or figurines
situated safely out of reach or put away.

Interior Maintenance
•
•
•
•
•
•

Mirrors, fixtures & taps cleaned & polished
Leaky tap & toilets repaired
Seals around tubs and basins in good repair
Floors cleaned, waste containers empty
Towels clean & matching
Clear away clutter

Creating a Buying Atmosphere
•
•
•
•
•
•
•

Turn on all lights
Drapes open during daylight
Keep home at a comfortable temperature
Light fireplace in cooler weather
Home cleared of excess clutter
Background music playing quietly
Carpets freshly vacuumed

The Major Elements of an Offer
I will receive and review with you all offers to purchase contracts submitted by buyers or
buyer’s agents. Together we will evaluate the offer, I will explain the merits and weaknesses of
each component of each offer, and I will negotiate on your behalf.

The major elements of an each offer will include:
1. Price

Depends on the market and the buyers, but generally, the price offered is different from the
asking price.

2. Deposit

The deposit shows the buyer's good faith and will be applied against the purchase price of
the home when the sale closes. I will be able to advise you on the suitability of the amount of
the deposit being offered.

3. Terms

Includes the total price the buyer is offering as well as the financing details. The buyer may
be arranging his/her own financing or may ask to assume your existing mortgage if you have
an attractive rate.

4. Conditions

These might include "subject to home inspection", subject to the buyer obtaining financing",
or "subject to the sale of the purchaser's property."

5. Inclusions and Exclusions

These might include appliances and certain fixtures or
decorative items, such as window coverings or mirrors.

6. Closing or Possession Date

Generally, the day the title of the property is transferred
to the buyer and funds are received by the seller,
unless otherwise specified.

The Key to Outstanding Service
AFTER INITIAL CONTACT
1. Research Ownership
2. Research Legal Description
3. Research Assessment and Status of Property
INSPECTION OF HOME
1. Note Features of the Home
2. Note any Changes and Improvements Required for Sale
COMPARATIVE MARKET ANALYSIS
1. Research Previous Sale Activity on Subject Property
2. Research All Comparable Properties Currently Listed for
Sale
3. Research All Comparable Properties Recently Sold
4. Adjust Comparable Properties to Subject Property Features
5. Prepare Comparative Market Analysis Presentation Package
6. Prepare and Customize Marketing Plan to Match Subject
Property
LISTING APPOINTMENT
1. Review Comparative Market Analysis with Seller
2. Advise Seller of Any Improvements Needed to Enhance
Marketability and/or the Price
3. Discuss Marketing Plan
4. Explain Working with a REALTOR® Brochure
5. Obtain Signatures for Multiple Listing Contract
6. Have Seller Fill Out Seller Property Information Statement
7. Measure Rooms
8. Obtain Mortgage Information
9. Obtain Tax Information
10. Note Chattels Included and Fixtures Excluded
11. Compile Information for Property Description
12. Determine Location and Proximity to Amenities
13. Obtain Key and Install Lockbox
14. Take Photographs of Interior and Exterior of Property
15. Install Royal LePage For Sale Sign
16. Provide Seller with Copies of Signed Contract
IMPLEMENT MARKETING PLAN
1. Load Listing onto the Real Estate Board
2. Load Listing onto www.royallepage.ca
3. Load Listing onto personal website
4. Load Photos to all Websites
5. Draft Advertisements for Local Advertising
6. Prepare Feature Sheets
7. Distribute Feature Sheets to Seller for Display During Showings
8. Develop a List of Potential Prospects
9. Promote Listing to Royal LePage Salespeople at Sales
Meeting
10. Prepare Just Listed Cards for Neighbouring Areas

11. E-mail Listing to Prospects
12. Call All Showing Salespeople for Feedback
CONSTANT COMMUNICATION
1. Thank You Letter Sent to Seller
2. Review Comparable Listings for Sale and Recent Sales
After 30 Days
3. Review Marketing Plan After 30 Days
4. Continual Contact with Seller: Advertising and Feedback
Reports
OFFER PRESENTATION AND SALE
1. Read Through Offer with Seller
2. Review All Terms and Conditions with Seller in Detail
3. Inform Seller of Approximate Closing Costs
4. If Conditional on Financing, Obtain Details About Buyer’s
Ability to Service Debt
5. If Conditional on Sale, Obtain Details About the Salability
of the Buyer’s Property
6. Negotiate the Best Price Offer Until Final Acceptance or
Rejection
7. Protect Your Interests in Buyer Financing
8. Upon Acceptance, Get Seller to Sign Acknowledgement
of Receipt of Offer
9. Process Trade Record Sheet to Deal Department at Royal
LePage
10. Assist with Coordination of Building Inspection
11. Help Seller Select a Suitable Lawyer
12. Send All Paperwork to Lawyer
13. Negotiate Any Amendments Required After Original Offer
Acceptance
14. Process Final Waivers to Deal Department and Lawyer’s
Office
15. Deliver Final Waivers to Seller
AFTER SALE FOLLOW-UP
1. Install Sold Sign
2. Notify Real Estate Board of Sale
3. Update Web Status to Sold
4. Assist Seller with Well Tests, Provision of Surveys etc.
5. Assist with Coordination of Buyer’s Final Inspection
6. Assist with Coordination of Home Inspections
7. Protect Your Interests in Home Inspections
8. Assist with Coordination of Insurance Inspections
9. Return Keys to Seller
10. Prepare and Distribute Just Sold Cards to Neighbourhood
11. Remove Sold Sign
12. Be Available Before Closing to Answer Any Questions
AFTER CLOSING FOLLOW-UP
1. Send Note of Thanks for Business
2. Keep in Contact at Least Once a Year

