PERFORMANCE CAMPAIGN CHECKLIST

Subject: 
Objectives for the Sale of *SUBJECT PROPERTY*

Date: 

*PRESENTATION DATE*

Name:

It is our objective to have as many qualified buyers as possible exposed to your property until it is SOLD.  Furthermore, I will communicate the results of our activities to you on a regular basis.  I will assist you in obtaining the highest dollar value for your property with the least amount of problems.  Last, but not least, I will constantly seek the best possible methods of exposing your property to buyers in the marketplace who have proven to be the most likely demographic to purchase a home such as yours.

The following is my "PERFORMANCE CAMPAIGN" for marketing your property:

 Submit your property to the Multiple Listing Service currently servicing 3500 local agents.  This will automatically load to Realtor.com, which services the world.

 Submit copies of your listing to all Long Beach Agents for their waiting buyers who have registered their needs on our Multiple Listing Service website.

 Prepare an informational brochure with a photograph of the property and a list of features and benefits. This will be used by the cooperating agents to demonstrate the property to their potential buyers.  Attached will be all financing options to remove any of the potential objections.

 A.
Available in the offices of Sanford Systems. 

 B.
Distributed at any broker meetings.

 C.
Distributed to all local real estate offices on a consistent basis.

 D.
Distributed to all surrounding properties in the immediate area.

 E.
Distributed by way of unique mailbox/caddy tray system on the outside and inside of the property.
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 F.
Promote and display at the weekly association breakfast and marketing sessions for maximum exposure to other agents in the area.

 G.
Present and exhibit at any investment and exchange group meetings.

 H.
Available in the office of our lender team member.

 I.
Digitized and emailed to our hot buyer list.

 J.
Digitized and emailed to our top 5% of agent’s list.

 List needs with our exclusive "Have/Want" computer list, comparing your property to the wants expressed by our database for the last twenty-eight years.  In fact, we have already done the research and prepared our initial “hit list” of potential buyers.  Please see the attachment.

 Exchange information with all relocation firms and human resource department of local business.

 Submit on over 500 different internet sites.

 Contact all agents known to have an interest in this type of property.

 Complete a schedule of "CASH IN POCKET" for each offer presented.  The same price can net much different results!

 When possible, pre-approve all potential buyers to save time and energy.  We want to know our transaction will close!

 Send surveys to all salespeople who have seen the property requesting feedback and suggestions of any changes that should be made to make the property more marketable to a buyer.  We will also request feedback from their buyers.

 Mail a copy of the multiple listing and main internet page for your approval.  We can also send you weblinks.

 Arrange interim financing, where necessary.  Gap financing can allow us to achieve your goals even though your property has not yet closed.
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 Create additional exposure through a professional sign and riders plus a Bonded Supra Computerized key system that shows evidence of every showing.

 Make you completely aware of all the various methods of financing that a buyer may want to use, their cost, and their potential advantages and challenges!

 Update you on changes in the money market and the effect on the sale of your property.  Interest rates do affect value.

 Log all calls generated and the source of their origin.  Log all internet “eyes” and their interest level.

 Represent you upon the presentation of all contracts by the cooperating brokers and assist you in negotiating the very best possible price and terms for you.  Please review attached negotiation seminar course completions. 

 Call over 300 owners/renters in the surrounding area on the “do not call” list to see if they have interest in the neighborhood or have any associations who might be interested.

 Direct mail 1,000 business reply questionnaires to potential buyers in the area. 

 After the contract has been accepted, handle follow‑up, and keep you informed on all mortgage, title, and other closing procedures.

 Deliver a moving truck for your exclusive use (fully fueled and ready to go!).

 Have your check delivered at the close of escrow!

 Complete follow-up to make sure that you are satisfied with every procedure for after the close.
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Respectfully submitted,

Walter Sanford

Owner, Sanford Systems and Strategies

Approved by ______________________________            ______________________________

