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Date: Current Date

To: Michael Swanson
From: John Agent CRS
Re: Comparative Market Analysis

I know that your home is probably the most valuable possession you have.

In fact, many of the people | serve have only the equity in their property to see them through their retirement
years. With this in mind, | wish to thank you for trusting me to help you through the process of selling your
home.

My first objective is to help you set a listing price that represents your property's top market value -- an
objective that requires a thorough understanding of the market. To help you in this regard, I've included a
detaiiled market analysis that provides information about simiiar properties in your area that are currentiy for
sale or recently sold. It has been prepared to ensure that you make the most informed decision you can
when pricing your property.

Additionaliy, this presentation aiso includes a description of my marketing strategy, as well as tips for
making your home as attractive as possible to prospective buyers. You'll also find extensive information that

will help you feel confident that you are being represented by an agent and company that is second to none.

I welcome the opporiunity to serve you, and encourage you to contact me whenever you have quesiions
about the marketing and sales process.

Sincerely,

John Agent

The broker/agent does notjquarantee the accuracycof, square footage, lot size, or any, other information concerning-the condition or features of preperty nrovided by the seller
Information deemed reliable, but not guaranteed, copyrighted
Copyright 2007 by MLSListings Inc., Campbell, California. All Rights Reserved
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My Professional Resume

Experience

{Enter details of your real estate and business experience here.}

Education

{Enter details of your education here.}

Professional Affiliations

{Enter your professional affiliations here.}

Community Involvement

{Enter details of your community involvement here.}

Backgrouiid, Family And Hobbies

{Enter a brief overview paragraph about yourself, your family, your background in your selling area and
others, your hobbies, etc.}

The broker/agent does notjquarantee the accuracycof, square footage, lot size, or any, other information concerning-the condition or features of preperty nrovided by the seller
Information deemed reliable, but not guaranteed, copyrighted
Copyright 2007 by MLSListings Inc., Campbell, California. All Rights Reserved
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Recent Testimonials

Here are a few testimonials from some of my recent clients. | have many more if you'd like to see them.

{Enter first testimonial here}

{Enter second testimonial here}

{Enter third testimonial here}

{Enter fourth testimonial here}

{Enter fifth testimonial here}

The broker/agent does-not quarantee the accuracycof, square footage, lot size, or any, other information concerning-the condition or features of praperty. nrovided by the seller.
Information deemed reliable, but not guaranteed, copyrighted.
Copyright 2007 by MLSListings Inc., Campbell, California. All Rights Reserved
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My Marketing Action Plan

My strategy for getting your property sold for top market value is a simple but effective one: I'll maximize its
market exposure so you attract as many qualified, motivated buyers as possible. I'll also keep you fully
informed of all my activities, as well as all developments related to the listing.

Specifically, I will market your property through:

*  Multiple Listing Service (MLS)

*  www.johntestrealestate.com

*  www.realtypartners.net

*  www.REALTOR.com

* Local Real Estate paper

*  Community & School Reports to all buyer prospects
. Direct mail and email campaigns

*  Direct email notices

*  Home Highlight sheets to all agents in my company's local offices
*  Notifying all potential buyers in my database

* Notifying the area's top 50 REALTORS

. REALTOR tours

* Open houses

*  For Sale sign

In addition, | will:

* Help you determine the best asking price

< Offer proven advice on how to prepare your property for showings

*  Call you regularly and also provide you with a Customer Service Web Page so you stay fully
informed of everything | do to sell your home

*  Provide feedback from all showings and open houses

* Updaie you on money market changes tiat could affect your property's sale

*  Pre-qualify motivated, potential buyers

. Present and discuss each offer with you and provide a "cash in pocket" statement

. Negotiate the highest possible price and best terms for you

< Manage all contractual, title and trarisaction details and keep you informed

*  Ensure your cheque is delivered at closing

* Arrange for a moving company and relocation agent, if required

The broker/agent does nof guarantee the accuracyc-of, square footage, lot size, or any, ather information concerning-the condition or features of praperty nrovided by the seller
Information deemed reliable, but not guaranteed, copyrighted
Copyright 2007 by MLSListings Inc., Campbell, California. All Rights Reserved
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Preparing Your Home to Sell

When presenting your home to prospective buyers, first impressions are crucial. Buyers begin judging your
home the moment they see it, and generally they prefer homes that are well-maintained, clean and clutter-
free -- homes they can picture themselves living in. That is why home improvements -- particularly if they
address the anticipated needs of buyers -- can boost your home's saleability and sale price.

Here are a few proven, cost-effective tips that will help your home look its best:
Exterior

*  Mow and rake the lawn, trim hedges, weed and edge gardens

*  Sweep sidewalks and driveway, pick up any litter

. Repair gutters and eaves, touch up exterior paint

*  Piant extra flowers for coior, or place potied piants beside the front door

*  Clean or paint front door, polish front door hardware, ensure doorbell works

Interior

. Clean and tidy the entrance, clear stairs and halls, store all excess furniture

*  Brighten interiors with fresh, light-toned paint

*  Brighten rooms by installing high wattage light bulbs and turning them on

*  Siiampoo carpets, clearn and wax floors

* Organize kitchen countertops -- removing appliances if necessary -- to make them look spacious
* Clean kitchen countertops, cabinets, appliances, washer and dryer

* Organize and clean out closets to make them look larger

»~  Clean and freshen bathrooms, put out clean towels, miriimize clutter

*  Clean mirrors and windows so they sparkle

* Organize and clean garage and basement

*  Perform necessary minor repairs and touch-ups to walls, windows, fixtures, etc.

Tips For Showings And Open Houses

*  Be absent so buyers feel more comfortable making comments
*© Light the firepiace, open the drapes, play quiet backgrotund music
*  Keep pets outdoors

These are just a few ideas to get you started. | know what today's buyers are looking for and can provide
more ideas iinat will maximize your home's appeai. Remember, a few easy and inexpensive improvements
can produce big returns on your investment.

The broker/agent does notjquarantee the accuracycof, square footage, lot size, or any, other information concerning-the condition or features of preperty nrovided by the seller
Information deemed reliable, but not guaranteed, copyrighted
Copyright 2007 by MLSListings Inc., Campbell, California. All Rights Reserved
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Market Analysis Explanation

The following pages provide a comprehensive analysis of properties similar to yours that are currently for
sale, or were recently for sale, in your area.

By carefully reviewing the locations and features of these "comparables" you'll be better able to approximate
your property's ultimate selling price, which can be defined as the highest price that the mariket will
recognize and pay. Approximating your property's selling price will then help you to strategically determine
a listing price that enables you to successfully sell your property for its top market value.

This analysis is divided into four categories:

Comparable properties that are currently for sale.
Comparable properties that have recently sold.
Comparable properties with sales pending.
Comparable properties that failed to sell.

»own e

Looking at the properties currently for sale will enable you to assess the alternatives that a serious buyer
nas to choose from. it 'wiii also help to insure that you do not underprice your property.

Looking at properties that have recently sold will enable you to see what home sellers in your area have
actually received over the last few months. It is also important to note that these selling prices are used by
lending institutions to determiiie how much they will lend buyers for a nome like yours.

Looking at properties that failed to sell will help you to avoid listing your property at a price that does not
attract qualified, motivated buyers. As you will see in the pages ahead, overpricing a property often results
in'seliers actually getiing less money than tiiey would if they had priced it realisticaiiy in the first piace.

The bottom line is that studying what has recently worked -- and what hasn't -- in your area will help you to
develop a clear picture of the potential market for your property. This will in turn enable you to strategically
price, position and stage your property such that you sell it for top doliar'iin a reasonable tiimie frame, with
the least inconvenience for you.

The broker/agent does notjquarantee the accuracycof, square footage, lot size, or any, other information concerning-the condition or features of preperty nrovided by the seller
Information deemed reliable, but not guaranteed, copyrighted
Copyright 2007 by MLSListings Inc., Campbell, California. All Rights Reserved
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List $/Sqft
Square Ft
Bedrooms
Baths
Parking
Taxes
Sample Sample List Date
DOM

Age

Lot Size
Levels

Features: Fenced yard, View iot

Comments: Large 3 bedroom rancher with fantastic view

The broker/agent does-not quarantee the accuracycof, square footage, lot size, or any, other information concerning-the condition or features of praperty. nrovided by the seller.

Information deemed reliable, but not guaranteed, copyrighted.
Copyright 2007 by MLSListings Inc., Campbell, California. All Rights Reserved
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437, 1328 N. Ocean View Drive

West side $360,000.00

Bungalow
$193.55
1860

3

3

Double carport
$3,860.00
01/30/2020
15

14

70x100

1
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Current Listings

1420 Ocean View

West A368,030.0C
Stvle Bungealow
List 189.69

Sauare Ft 1940
Bedroom 4

Baths 3
Parkine  Double
Taxes A3 940 00

Tist Date 01/30/2020

DOM 1R

Age 10

Tot Size CO0x100
T evele 1

Features: Hot tub, View
lot

Comments: Nice Brick
Ranch, 10x22 Covered
Patio W/gas Grill. Home
Warranty. Lower Level

1420 Ocean View
West A368,000.00
Stvle Bunealow
List 189.69

Sauare Ft 1940
Bedroom 4

Baths 3
Parking  Double
Taxes A3 940 00

Tict Date 01/30/2020

DOM 1R

Ace 10

Tot Size CO0x100
T evele 1

Features: Hot tub, View
lot

Comments: Nice Brick
Ranch, 10x22 Covered
Patio W/gas Grill. Home
Warranty. Lower Level

Prepared for Michael Swanson
By John Agent CRS

1420 Ocean View
West A368,000.G0
Stvle Bungalow
List 189.69

Sauare Ft 194()
Bedroom 4

Baths 3
Parking . Double
Taxes A3 940 00

Tict Date 01/30/2020

DOM 1R

Age 10

I.ot Size CO0x100
T evele 1

Features: Hot tub, View
lot

Comments: Nice Brick
Ranch, 10x22 Covered
Patio W/gas Grill. Home
Warranty. Lower Level

SR

1420 Ocean View

West A368,000.00
Stvle Bungealow
List 189.69

Sauare Ft 1940
Bedroom 4

Baths 3

Parkine  Double
Taxes A3 940 00
Tict Date 01/30/2020
nNOM 1R

Age 10

T.ot Size C0x100

T evelc 1

Features: Hot tub, View
lot

Comments: Nice Brick
Ranch, 10x22 Covered
Patio W/gas Grill. Home
Warranty. Lower Level

Partially Finished, Rec  Partially Finished, Rec  Partially Finished, Rec  Partially Finished, Rec
DAanac~n O NEFAA A venn DAanc~n 00 NELF A~ A venn DAancn 00 ML A~ A venn DAanwsa 00 ML AL A wnn
The broker/agent does notjquarantee the accuracycof, square footage, lot size, or any, other information concerning-the condition or features of preperty nrovided by the seller
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