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Foreword by Craig Proctor and Todd Walters 

Renowned International Real Estate Sales Trainers and 

Billionaire Real Estate Agents 

We have very important news to share with you that can 

make the difference for you between MAKING MORE or 

LESS MONEY when selling your home in today’s market.  
Last year, over half the homes listed for sale did not sell with 

the real estate agent who originally listed the property.  In 

fact, according to industry studies 69% of home sellers say 

they would not go back to do business with the same real 

estate agent again!  Don’t risk making the wrong choices in 
pricing, marketing or choosing a real estate agent.  The 

wrong decisions can mean loss of both time and money on 

one of life’s most important investments, your home. 

For most people, the sale or purchase of a home is one of 

the 5 most important financial transactions of their entire 

lives.  All real estate agents are definitely not the same, so 

you’ll want to select the only one you trust to handle this 
process and transaction most carefully.  When selling or 

buying, there are many small yet important issues that you 

may be unaware of that are nevertheless critical to get right.  

Residential real estate is not an uncomplicated process.  

Based on surveys, the single biggest issue on a home 

seller’s mind is how to achieve the highest sales price in 
their time frame with the least hassle.  For home buyers it’s 
how to get “front of the line access” to the best and hottest 

properties for sale and then purchase the right one for a 

great price and also with less hassle.  Yet, many in today’s 
housing market feel disadvantaged and ill-equipped to 

achieve these goals. 

The information provided in this book by this real estate 

agent will guide you to make the right decisions for you and 
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your family on what to do and as importantly what not to do 

when selling or buying a home. 

Please do not hire a real estate agent until you’ve read 
this book. 

For some, selling or buying property is a natural life 

milestone to be celebrated. For others, the sale or purchase 

may be motivated by a career move, job transfer, change in 

finances or something else not of their choice.  In any event, 

the process can lead to some difficult decisions.  You simply 

do not need added stress of promises not kept; confusion, 

pricing and presentation mistakes made that can cost you 

tens of thousands of dollars.  If you are a home seller you do 

not want unnecessarily large numbers of unqualified lookers 

marching through your home at all hours.  As a home buyer, 

you don’t want to waste time and energy looking through 

homes that do not match your home buying criteria.  The 

information in this book and the real estate agent who gave it 

to you, can help you avoid all of this. 

As you become more familiar with the real estate process, 

you will learn that selling or buying property is an imperfect 

science.  Market factors can cause large swings in pricing 

and overall success along with the skill of the person 

responsible for handling the sale.  There is a difference in 

real estate agents, the services they provide and the results 

they can get.  By reading this book and speaking to this real 

estate agent, you are getting access to a highly skilled real 

estate professional who daily sits across the table from 

buyers and sellers successfully negotiating on behalf of their 

clients. 

This agent is considered one of the top, most respected real 

estate agents in North America.  Independent industry 

research shows them to be more educated marketers and 

more experienced negotiators that get better results than 



4 

 

98.7% of real estate agents across the country.  The 

systems they utilize have proven time and time again to get 

sellers MORE MONEY in LESS TIME and with LESS 

HASSLE.  For buyers, their exclusive programs have proven 

to get purchasers the home of their dreams for less money in 

a shorter amount of time without the usual stresses and 

wasted time. 

For home seller readers, research reveals 4 Big Reasons 

why you should ask this real estate agent to sell your home. 

Reason #1:  They sell homes fast.  On average 2-3X’s 
FASTER than the average area real estate agent in your 

marketplace. 

Reason #2:  This real estate professional sells homes 

for MORE MONEY - on average 1.3% to 4% MORE than 

the average area agent. 

Reason #3:  They sell real estate with LESS HASSLE for 

their clients.  Independent interviews show that this real 

estate agent has a team of specialists and leading edge 

systems that allows them to get homes sold with every “i” 
dotted and every “t” crossed with the least inconvenience to 
home sellers. 

Reason #4:  They are the safe bet.  Most home owners are 

unaware that there are 72 different things that can go wrong 

with a real estate transaction.  This accredited Platinum Real 

Estate Professional has years and depths of experience 

selling homes in good markets and bad.  Their unique team 

approach and exclusive consumer programs create more 

demand for their seller’s home and their track record of 
results equal no mistakes made, no detail missed and no 

unpleasant surprises. 

Lastly, we want to leave you with an extremely surprising 

twist!  This agent is accountable to you for their actions and 
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results.  They guarantee their services by putting in writing 

that you will be overly satisfied with their efforts and if at any 

time you are not, you can fire them without penalty or further 

obligation. 

As one of the most respected real estate agents in North 

America, it would benefit you as a home seller or buyer to 

make it a point to discuss your next real estate transaction 

with them and start packing. 
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Preface 

“You can have everything in life you want if you just 
help enough other people get what they want.”  
– Zig Ziglar 

 
For my late Father who would always push me harder and 
instilled in me the importance of customer service and hard 
work. 

 

As I began writing this book, I reflected on what the idea of a 
home means to many of us in this community.  As we see it, 
your house serves as two important functions: 

One, it is a haven from the world where special moments in 
life occur.  These can be watershed moments - graduations, 
marriages, births, etc.  There are also the day-to-day 
moments that occur: spending time with family around the 
dinner table, with friends for a barbecue, on our own with a 
quiet book or our favorite television program.  Home is 
where memories live, where life's passages are marked, 
accumulated in scrapbooks or by tiny pencil marks on a door 
frame that record the growth of a child. A home is where the 
troubles of the world are left behind, where we go to share in 
the warmth of family, and to find the love that keeps us going 
each day of our life. 

We make a house our home. 

Secondly, your home is a financial investment. As such, 
when it comes time to sell your home you want to make sure 
that you get it sold for the most amount of money possible, in 
the least amount of time and with little hassle.  As we have 
researched, for most people, the sale of their home is one of 
the five most important financial transactions of their entire 
life.  And that is what this book is about, to help you get the 
most out of your home sale through effective cutting-edge 
marketing, team systems, and technology so your property 
stands out in the marketplace and sells for top dollar. 
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All real estate agents are definitely NOT the same. 

You will want to select the right real estate agent that you 
entrust to carefully handle the sale of your home.  The 
information in this book is designed to help you do just that. 
Read this book from cover to cover, use the charts and note 
sections to jot down ideas and strategies to help make the 
right decisions for you. 

In the last 20 years my team and I have helped over 
5,000 people sell their homes. 

Many have come to us after having horrible experiences with 
false starts and long delays. We would like for you to avoid 
all of those frequently made mistakes and instead enjoy the 
smooth experience guaranteed from working with a true 
professional. 

For some people, selling their home is a natural life 
milestone to be celebrated. For others, the sale may be 
motivated by a career move or transfer, a change in 
finances, or something else that is not of their choice. The 
sale of the family home is a difficult decision and you simply 
do not need the added stress of promises that are not 
kept, confusion, unnecessarily large numbers of unqualified 
lookers marching through your home at all hours, pricing and 
presentation mistakes made that could cost you tens of 
thousands of dollars. The information in this book can help 
you avoid all of this. 

All the best in your real estate goals and dreams, 

Nancy Braun 
Showcase Realty, LLC 
704-997-3794 
www.Showcaserealty.net 

 

 
 

 

 

http://www.showcaserealty.net/
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Chapter 1: Selling or Buying in The Carolinas 
 

Our Community 

We have been honored to be included with the community 

here in Charlotte since 1997.  Charlotte is a strong 

economically-based city that has tremendous potential for 

continued growth. We have the two largest banks 

headquartered here, labeling Charlotte as the ‘banking city’ 
of the United States. The city continues its growth with over 

1,000 international enterprises, corporations, and start-up 

companies setting up office daily.  Our population has grown 

and we anticipate more. 

In Charlotte right now, it’s a seller’s market.  What I mean by 
that is that there are many buyers right now looking to move 

in this area and therefore sellers have a lot of clout in the 

marketplace.  Charlotte has also been targeted by many 

hedge funds and investor groups as one of their key 

destinations for purchasing Real Estate Owned (REO)-to-

Rental (Distress Sale-to-Rental): Buying properties at a 

discount, then turning them into rentals to ultimately package 

them up and selling them to hedge funds in New York on 

Wall Street. It’s a very hot time for the housing market in a 
community that was heavily affected by the recession. Good 

news, we’re coming out stronger at this point. 

Showcase Realty, LLC 

Our office is located near downtown Charlotte, right next to 

the Panthers Stadium.  This allows us to be conveniently 

central to all the different locations that we service.  We 

easily cover over a 60-mile radius.  To help cover the wide 

geographic area, we also have a smaller satellite office in 

Gastonia, North Carolina. 
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Charlotte, North Carolina is a very beautiful city with an 

expanding metropolis.  We have a very strong economic 

environment in our area with corporate parks, highly-desired 

schools, and great infrastructure and community services, 

along with diverse, unique shopping opportunities.  In 

Charlotte (and North Carolina in general), we have well-

known nice southern courtesies and manners, and a 

southern way of doing things.  Since I’m original from New 
York, this is a nice way for me to slow down and smell the 

roses.  We also enjoy 212 days of sunshine a year! 

Buying and Selling Real Estate in The Carolinas 

Depending on what you are looking for in a home, there are 

a number of neighborhoods you could consider. As well, if 

you are selling a home in Charlotte, there are a number of 

neighborhoods that feature prominently in our city.  If you are 

an investor, you are obviously going to look for either 

appreciation or potential income. 

Showcase Realty LLC is a full service real estate brokerage 

that works with home buyers, investors, and sellers. 

For our home sellers we have unique proprietary systems 

and strategies to sell your home(s) fast and for top dollar. 

 

Your home sold at a price and time frame acceptable to 

you or I will pay you $2,500!* 

 

You can fire us at any time if we don’t keep our promises to 
you. (Reference Chapter 6) 

 

If you are a homebuyer - whether it’s a first-time home buy or 

a move-up/downsize is needed, we have a team that is 

dedicated to your needs.  We have exclusive guarantees for 

our home buyers that keep us accountable to you and your 

needs. (Reference Chapter 6) 
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We have a special team that works directly with our investors 

–always keeping an eye out for great opportunities.                     

Our team knows the real estate market in The Carolinas and 

consistently researches and crunches numbers to ensure the 

assets we propose to our investors will get then the financial 

results that they’re looking for. 

Charlotte Neighborhoods 

Beyond the modern skyline of Charlotte’s Center City, you 
can stroll through streetcar-era communities where buildings 

range from vintage factories to grand Southern estates. Or 

you can admire turn-of-the-century architecture and 

traditional thoroughfares where boutiques and cafes dot 

tree-lined streets. 

 

Myers Park 

Originally a cotton farm in 1911, this garden suburbia was 

designed by John Nolen, a landscape architect. An area 

known for the fine homes found alongside its tree-lined 

streets and curvy drives, Myers Park is one of the city’s most 
prestigious addresses. 

Dilworth 

Featuring bungalow-styled homes on oak tree lined 

residential streets; the National Register of Historic Places 

identifies Dilworth as Charlotte’s first streetcar suburb. 
Dilworth provides a diverse mixture of restaurants and 

shopping boutiques that stretch down its main thoroughfare 

known as East Blvd. 

South End 

Known as Dilworth’s sister, South End is just a light rail stop 
away from Center City. An interactive community that has 

social events and outings regularly hosted at one of their 
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restaurants and breweries, antique shops, and retail stores. 

South End provides ultimate relaxation and is a hot bed of 

growth! 

No-Da 

This former mill-community-turned-arts-district has a 

plethora of funky collection galleries, performance venues, 

dining hot spots, and street performers. Just how New York 

has SoHo, Charlotte has No-Da. The streets are lined with 

colorful local artwork, stone benches, and a wide array of 

local businesses. 

Plaza-Midwood 

The epitome of cool city living is found in this 1920s 

revitalized streetcar suburb neighborhood. Locally known as 

one of Charlotte’s most diverse and eclectic areas filled to 

the rim with art galleries, restaurants, and eccentric shopping 

stores. 

South Park 

One of the largest business and residential areas in 

Charlotte, South Park has avenues for all things associated 

to play and stay. Home to the largest shopping mall in 

Charlotte and all of North Carolina (South Park Mall) and 

prime location to some of the most highly-sought after 

private schools, this farm-owned land turned edge city will 

leave you satisfied. 

University 

In the 1960s, advocates for higher education believed this 

rolling farm field area would make the perfect home for 

university. Today the neighborhoods surrounding UNC 

Charlotte bustle with lively dining spots, convenient 

shopping, and nature trails at its greenway. 
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Midtown 

This newly-developed area near Uptown hums with beautiful 

scenery, fine dining, and endless shopping options. Work 

and play go hand-in-hand in this Charlotte area with many 

offices located in this posh condo-filled area. 

Ballantyne 

Four stone arches grace the entrance to what was once the 

hinterlands. This beautiful recently developed community 

now accommodates the growth of city by providing a hub of 

shopping, fine dining, and upscale housing. 

Just a Short Drive Away… 

These are just a few of the many communities that Charlotte 

has to offer. To the north of the city is the suburban Birkdale 

Village that’s dotted with clothing stores and golf courses. 
Within 20 minutes of Charlotte are two major man-made 

lakes (Lake Norman to the north and Lake Wylie to the 

south) that offer excellent water recreation including fishing 

and boating. 

To the south are historic Waxhaw and Pineville that offer 

endless rolling roads and hills of peaceful neighborhoods. 

Past the University area lies the Metrolina Expo, an antique 

and home furnishing walkthrough exhibit. 

All around the area and state, fans of NASCAR find 

Charlotte a dream. Over 90% of all NASCAR Sprint Cup 

teams are headquartered within 50 miles of Charlotte. Don’t 
be surprised to find an equal outlet of sports fanatics for the 

Carolina Panthers around the city of Charlotte, especially 

near the Bank of America Stadium located just minutes from 

Center City. 
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These are some of the neighborhoods that make Charlotte 

famous.  As far as an investment decision, it’s always safer 

to be closer in town than farther out but if you’re looking to 
be farther out you can expect to get more home for a better 

price because the land isn’t as expensive when you get 
further into rural areas.  Keep in mind that those areas don’t 
necessarily appreciate as high, as frequently, or as quickly. 

Any location that’s close to commutable resources, whether 
it’s at the outer belt of the freeway or close to the Light Rail, 
is obviously going to have good potential for resale down the 

road.  Other considerations would be proximity to work, 

shopping, entertainment, family needs and whether the 

schools are the right fit.  All these factors come into play 

when you are deciding where you want to live. Work and 

commuting is a major key and important consideration. 

There are many other great areas to consider throughout 

Charlotte and the surrounding areas.  There are plenty of 

reasons such as life experiences, knowing someone, or 

having family live somewhere that cause people to gravitate 

from one area to another.  Getting answers to these 

questions will help you narrow your search and help you find 

the home of your dreams in the Charlotte area. 

 

 

 

 

 

 

 



16 

 

Chapter 2: Nancy Braun - The Not So Typical 

Real Estate Agent 
 

I moved to Charlotte in 1996.  Before I started my real estate 

practice, I was a chef and owned a restaurant for about 5 

years in Buffalo, New York.  Prior to that, I was a lawyer and 

practiced in a large corporate law firm.  I was drawn to this 

area and its way of life. When I moved here I debated a 

number of career options: Should I open another restaurant 

or practice law? 

 

My father suggested that I look into real estate and study to 

become an Agent. I investigated the opportunity and decided 

to go ahead and get the education. I passed the exam and 

joined a local real estate brokerage. 

 

I believe my background in running a restaurant business 

has stayed with me throughout my career as an agent and 

certainly has instilled in me the notion that great customer 

service is one of the keys to a successful real estate 

business. The process of buying or selling real estate should 

be made less stressful and more transparent for our clients.  

Residential real estate is a complicated process and requires 

a series of steps be done correctly and on-time.  Providing 

excellent service and making the process as hassle free as 

possible for our sellers and buyers is the keystone of our 

brokerage. It also is the reason why I developed a 

specialized team to help our customers with what is (most 

likely) the biggest financial transaction they will make in their 

life.  With my previous experience in the service industry and 

with managing a business, my team keeps our current 

customers as our primary focus. 

 

As far as being a lawyer, it certainly helps our clients feel 

more comfortable working with me on one of their most 

expensive investments they make.  My background and the 
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training are apparent when I am negotiating on my client’s 
behalf as well as understanding the nuances with contracts.  

Now, I’m licensed as a lawyer in Washington, DC and New 

York State but not currently in North Carolina.  My legal 

training, as well as completing intensive programs at 

Wharton for top executives in the world on Negotiating and 

Dartmouth on Executive Leadership Training, positions my 

clients in a competitive advantage. I believe this is what 

helps me stand out from other real estate agents. 

 

I plan on being in the real estate business for a very long 

time, helping sellers sell and buyers buy.  I like the business 

of real estate and the strategy of growing my team. We are 

consistently making improvements at what we do so our 

customers can achieve their real estate goals.  Owning any 

business is very difficult and challenging but I thrive on it.  I 

like the fact that I’m able to withstand the economic turmoil 

that we’ve been through, continue to grow in spite of it, and 
support a lot of families that work here by helping them get 

better at what they do.  I believe that I can push people to 

even strive for bigger and better. Being mediocre is not in my 

vocabulary.  So, it’s very important to me that all of our team 
members are A players, and if they’re not going to be an A 
player, then they don’t belong here. 
 

We’re all here to strive for excellence and to provide great 
service.  I want the experience for the client to be exceptional 

so that they to want to come back again and again and to 

refer us to their cousins, uncles, brothers, friends who are 

considering adding real estate to their investment portfolio.  I 

want the firm to be considered a very professional, high-level 

performance team.  I want the whole process to be 

exceptional.  I want our clients experience to stand out to 

them and for them to know, without a doubt, that they had 

the best support and service available. 
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Designations 

 

I believe in staying ahead of my competitors and am always 

learning. I am continuously training and learning systems 

and strategies to help my clients achieve their real estate 

goals.  I have taken courses and obtained a number of 

important designations that give me the knowledge to help 

our customers.  I have the SFR (Short Sale and Foreclosure 

Resource Certified), CDPE (Certified Distress Property 

Expert), CLHMS (Certified Luxury Home Marketing 

Specialist), and the CPRES (Certified Probate Real Estate 

Specialist) designations. 

 

I also represent a number of institutional clients and HUD 

(Housing and Urban Development).  I attend and speak at 

many conferences. I am always implementing the newest 

and most effective systems. 

 

As well as these designations I am also SBE (Small 

Business Enterprise) certified in North Carolina and have the 

WOSB (Women on Small Business) certification. I’m also 
certified as a WBE and CE, which is Certified Women 

Owned Business in NC. 

 

I am licensed to practice real estate in North and South 

Carolina. 

 

Why is this important and why am I telling you this? 

I believe that my past experiences and designations have 

trained me to look at and view homes from a buyer’s eye 
and has given me the ability/tools to visually set and stage a 

home to show its value.  Setting a home apart from other 

homes through effective marketing increases the demand for 

the home, this can cause an “auction effect”.  I will get into 
the staging of a home in Chapter 17 but will suffice and say 

for now, that successfully selling your home is as much 
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about telling the story of the home as it is about proving the 

financial value of the property. 

Just like any compelling TV show, the story must be clear 

and appealing to the right audience.  If the story is unclear, 

unappealing and/or unrewarding, the viewers will turn it off or 

pass by altogether.  The same principles apply to the sale or 

purchase of a home.  After all, physically, every home is 

more or less based on the following principles.  It is a “box” 
filled with a collection of people’s stuff divided amongst 
rooms, arranged in a variety of familiar patterns.  Of course 

design range changes across the city, state and country; 

some homes are bigger, smaller, in blocks, detached, estate, 

country-styled, the list goes on. 

Making Your Home Appealing for Your Potential Buyer 

Every home has a kitchen, bedrooms, bathrooms and a 

living room or family room.  Some have a basement – 

finished or not – a porch, deck, patio, or yard.  These are all 

features of a home, but what differentiates a house, in my 

experience, and makes it a home is that special something 

that is appealing in the eyes of your potential buyer. It is the 

story that can be created in a way that helps buyers feel 

good about being in the home and prompts them to pay full 

market value.  I realized early on in my real estate career 

that it is the benefits of the home, told as a story, created 

with innovative marketing strategies that show, through 

“Architectural Digest” photos, videos and carefully crafted 
word pictures (words such as “comfortable”, “welcoming”, 
“beckoning”, “safe”, or “private”) is what captivates future 
buyers. 

Understanding the nuanced principles has helped my team 

and I sell thousands of homes in The Carolinas. We have 

revealed to our buyers and clients the benefits of the home 

they buy.  A home is a unique environment that usually is 
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considered elegant or cozy, grand or pleasingly 

uncomplicated, open and friendly, or quiet and safe. 

Every home has a story to tell and we tell the story of 

your home. 

As real estate sales and buyers have moved online over the 

last number of years, Showcase Realty LLC has invested 

heavily in an online presence and we have on our team an 

SEO (Search Engine Optimization) consultant that helps 

guide our online efforts with marketing and marketing our 

properties to get them ranked high in SEO.  Well over 90% 

of buyers begin the home search online and with our strong 

online presence, both in the number of websites we have 

and the use of third party websites, that many buyers flock 

to, we have been able to feature our sellers’ homes directly 
to buyers and build a large database of buyers that we 

prequalify financially and to their home buying criteria.  By 

having this exclusive database of ready-to-act buyers that 

are literally waiting to hear from us about the latest home we 

have listed, we sell a large number of our sellers’ homes 
directly to our buyers. 

As of this printing, we have over 19,853 buyers in our 

database that we stay in contact with and keep up-to-date 

with our extensive group campaigns. 

(www.nancyhasthebuyers.com)When we get a new listing, 

we let those top buyers in our system know. The benefit to 

you as our home seller is that when we list your home, we 

send out an alert, via email, to all our buyers who are looking 

for a home similar to yours that we have listed it. Also, before 

it goes on the MLS (Multiple Listing Service), we give them 

priority access to view the home and if they like it – they can 

make an offer.  With this exclusive program and this 

extensive database that we continue to spend a lot of money 

to build and maintain, it will seem as if we have been looking 

for a buyer for your home BEFORE we list it for sale.  
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Majority of the time we can get multiple offers because of the 

demand we can create for your home.  That’s a clear benefit 
of our many exclusive online initiatives that call out to the 

buyers in our marketplace. 

 

We continually invest in our online initiatives by studying 

under, and working with, nationally-acclaimed consultants 

that understand Google algorithms and how to maximize 

social media, web design, and online marketing.  It’s a 
moving target and if one doesn’t really understand the 
process and stay on top of current trends and technologies, 

most of the work could be fruitless.  For sellers, working with 

a real estate agent who does not know or who does not 

maximize the online process, can end up costing money and 

time when selling. 

As a real estate agent, I don’t claim to be an expert in all the 
technical aspect of these online and social media processes 

but I do surround myself and my team with experts that guide 

us and teach us what keywords to use, the type of strategy 

to implement, and how to develop our online presence so 

that it’s effective for our sellers. We want to ensure their 

properties are going to get the most extensive internet 

exposure feasible. 

 

Our marketing team implements everything we’re taught to 
do to get our seller’s home on the first page of the Google 
search engine.  As our home-selling client, we market your 

property on all the different third-party websites and portals, 

as well as using the hottest keyword searches out there. 
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Our Clients Benefit from our Team’s Real Estate 
Experience 

Our clients benefit from our experience in a number of ways.  

The most important key to great home selling, or helping 

buyers find their “dream homes,” is listening to what they 
have to say about their wants, needs and expectations.  That 

means understanding the personalities involved with the 

purchase or the sale.  And it also means asking the kinds of 

questions that fully develop the buyer or selling clients’ 
reasons for the buy or the sell.  It means helping the client 

clearly voice their expectations while creating a higher level 

of comfort with us, the process, and their expected 

outcomes.  No well-told story is created out of thin air and no 

successful home sale happens without research, planning, 

building a personal relationship, and smart business 

execution. 

When we work with a family or individual to sell their home it 

begins with understanding the timing and motivation for the 

sale. 

 Why does the home owner want or need to sell? 

 What is their timing – how soon do they want to, or 

must sell? 

 What’s their bottom line – what do they expect to 

gain from the sell? 

 

Next, solid research demands a clear and accurate 

understanding of the home’s value in the current market. 

 How does it compare to other home like it that have 

recently sold? 

 What needs to be done to make the home ready for 

sale – de-cluttering, paint touch-ups, some creative 

gardening, deferred maintenance, more? 
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 Who is the most likely target audience – the most 

interested buyers – for that home? 

 

Understanding the Buyer is Key 

 

After all, someone producing a cooking show would not 

necessarily expect a college football aficionado to turn off 

the hottest football rivalry game of the season to watch a 

perky chef whip up a soufflé. Neither would a first-time 

home-buyer be interested in previewing homes they cannot 

afford in a million dollar gated golf community. 

Understanding each home and the home owner’s wants, 
needs and goals – marketing the home’s benefits at the right 
price by researching and determining its value in the market, 

and discerning who the buyers are that will most likely buy 

this home, is knowing what “story” appeals to which 
audience. 
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Chapter 3: Your Home Sold Fast and For Top 

Dollar with our Unique Systems 
 

The Ultimate Home Selling System 

The following chapter is important to read and understand.  It 

could mean the difference between making more or less 

money when it comes time to selling your Carolinas home in 

today`s market.  Last year, less than half the homes listed in 

our marketplace sold with the agent who originally listed the 

property.  In fact, according to industry studies, 72% of home 

sellers say they would not go back to do business with the 

same agent again! 

The Major Reason: POOR COMMUNICATION 

There is a lot to do to get a home sold.  Here is what I call 

“The ABC’s of Real Estate Marketing”, i.e. it’s what most 
realtors do. 

Advertise themselves 

Bang a Sign on Your Lawn 

Create an Ad for the Papers (and maybe run it) 

Download Your Listings to MLS 

Encourage Their Office to Show it 

Figure They Might Try an Open House 

Get on Their Knees & Pray it Will Sell 
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Don`t risk it by not making the right choices when it comes to 

pricing, marketing, or even choosing the right agent to sell 

your home.  Making the wrong decision can end up costing 

you both time and money on one of life`s most important 

financial investment: your home.  When you are selling your 

home, there are many small but important issues that you 

may be unaware of that are never-the-less critical to get 

right.  Residential real estate is not an uncomplicated 

process.  Based on surveys, the single biggest issue on a 

home seller’s mind is:  how to achieve the highest sales 
price, in their time-frame with the least amount of hassle.  

Many homeowners feel disadvantaged and ill-equipped to 

sell their home. 

Selling a home is an imperfect science to begin with and 

market forces can cause a swing in pricing that may affect 

your overall success.  As well as the skill of the person 

handling the sale of your home, there is a difference in real 

estate agents, the services they provide, and the results they 

get.  Our team consists of highly trained and effective real 

estate agents who sit across the table from buyers and 

successfully sell homes like yours daily. 

With our exclusive training and systems, educated marketers 

and experienced negotiators, we achieve better results than 

98.6% of the agents in North America.  The systems we 

utilize have proven time and time again to get home sellers, 

like you, MORE MONEY in LESS TIME and with LESS 

HASSLE. 

There are 4 Big Reasons to have Showcase Realty LLC 

Team Sell Your Home 

1) We Sell Homes Fast.  On average, 2-3x faster than 

the average agent in The Carolinas. 

2) Our Team Sells Home for MORE MONEY.   On 

average 3% MORE than the average agent here in 
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The Carolinas.  Each member of our Team has a 

Specific Role to Play In The Selling Of Your Home 

3) We Will Sell Your Home with LESS HASSLE.  

Independent interview and testimonials show that 

Our Team and Leading Edge Systems allow our 

homes to get sold with every ‘i’ dotted and ‘t’ 
crossed with the least inconvenience to you. 

4) We are the SAFE BET.  Most homeowners are 

unaware that there are 72 different things that can 

go wrong with a real estate transaction.  The 

Showcase Realty LLC team and I have years of 

collective experience of selling homes in good 

markets and bad. With our Team Approach and 

Exclusive Consumer programs that can create 

MORE DEMAND for your home, along with our 

Track Record of Results equals: 

 No Mistakes Made 

 No Details Missed 

 No unpleasant surprises when selling 

 

AND...We guarantee our services in writing so that you 

will be overly satisfied with our efforts.  If at any time you are 

not satisfied with our services, well, you can fire us without 

penalty and without further obligation.  Read on to discover 

how to get the price you want and need when selling your 

home in today`s market, in your time-frame and with the 

least amount of hassle.  Discover how we break down our 

unique home selling system for you. 
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When you consider our Team to sell your home: 

A) Your Home Will Sell 

 

• Fast 

• For Top Dollar 

• With the Least Amount of Hassle 

 

B) You will receive superior results with 

 

• Our Unique Team System 

• Our Exclusive and Innovative Consumer Programs 

• Our Leading Edge Technology 

• Specialized Knowledge 

 

 

Our Innovative Consumer Programs 

We have pioneered unique and exclusive consumer 

programs not offered by any other agent. 

 

Our Mega Open House: We have redefined the 

traditional Open House 

The Traditional Open House is an ineffective way for 

showing and ultimately selling houses.  It`s also an 

inconvenience for you and your family. As you can see from 

the chart below, ONLY 1% of homebuyers actually buy the 

house they saw at an Open House. 99 times out of 100 

something about the home does not match the buyer’s 
criteria.  Meanwhile you and your family are kicked out of the 

house for a good part of the day. 

Our Mega Open Houses are a much more effective way to 

sell your home. Because we showcase so many listings at 

any one time, we promote through the use of flags, 

postcards mailed to neighbors, placing over 40 signs around 
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the area of the home that displays time and date, raffles, 

Facebook marketing, text blasting all of our Buyers in 

Waiting, we have Lender participation, video marketing, and 

other various tactics to all ensure that you have the best turn 

out for your home on the day of the Open House. Buyers 

who show an interest in your home are booked for a longer 

second showing. 

This is a much more effective way of selling homes both 

from a time perspective but more importantly, it can sell your 

home for more money. Why? To read more about our unique 

Mega Open House program and how it can net you more 

money, read more about the program in Chapter 11, Our 

Exclusive Marketing Systems (starting on page 62).  

 

Buyer Profile System 

The Problem 

 

Here’s how many agents pick the homes to show buyers.  

They pick 6 homes, show 4 and try to sell them 1.  This is 

ALL wrong! 

 

The Solution 

 

Our one-of-a-kind Buyer Profile System gives buyers priority 

access to hot new listings that match their home buying 

criteria.  This saves time and hassle for you because we 

ONLY bring buyers who are financially qualified to purchase 

your home.  No wasted time. 
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Specialized Knowledge 

At the listing presentation, we spend time going through your 

home to get a feeling for it and to discover the features that 

will attract buyers.  We will review with your “10 Step Action 
Plan” which will cover for you the course of the sale and 
what will occur.  We also provide you with a two-page 

checklist that has all of the elements that a seller would need 

to be aware of to prepare their home for sale.  We then set 

up an appointment usually within 24 hours to have either the 

agent or another staff person go back to the home to go 

through the checklist with you, to make sure that nothing is 

missed.  There are a lot of things on the checklist that may 

not apply to a particular home, but everything that does, we 

go through, room by room, interior, and then, exterior, to say, 

“This is something you don’t need to worry about.  This is 
what you do need to worry about.  Change the switch plates, 

the finger marks.  Let’s change this.  Let’s not change that.”  
We then give you a deadline for getting this all done 

because we’re going to come back and photograph your 
home, usually within three to seven days. 

If you have a bigger home or a more complex home, we will 

bring in a stager to give us a review of what additionally, in 

addition to the fix-ups, touch-ups, clean-ups, etc. needs to 

be done to the home.  Our stager is also an interior designer.  

Depending on what the house needs, we will either assist 

the seller or bring in the necessary expert personnel to assist 

the seller in preparing the home so that when buyers walk 

into it, they are seeing the home and not the artwork or not 

the fingerprints on the switch plates or the nicks on the front 

door because they’ve been touched up.  We make sure that 
the whole presentation is one in which the buyer is seeing 

something that is pleasing even if they don’t like the floor 
plan or they decided they hate the neighborhood.  The 

house itself presents itself in a pleasing manner. 
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We also have a company for homes that are vacant.  We’ll 
have clients that are executives and they need to before the 

home is sold.  Properties do sell better if the house is 

furnished and it looks like it is being lived in without it being a 

mess.  We have a company; it’s a property management 
company that brings in people who will live in the home with 

some of their furniture and furniture that was provided by the 

property management company.  These people will also 

keep the house up and make sure the front lawn is cut, the 

daisies are cute, and the house inside is spic and span 

clean.  When people come and see it, they don’t get the 
impression that this might be a distress sale because it’s 
vacant. 

Even though the seller has moved, we find that homes that 

are staged will sell for anywhere from 3 to 7% more than a 

house that is vacant.  And the best part is, in this scenario 

there’s no cost to the buyer or the seller.  It’s actually paid for 
through the rent that the property managing person in the 

house pays to the property management company, 

Depending on the home and the circumstances of the home, 

we have a system for enabling that home to be displayed in 

its best possible light. 
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In Summary 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Our Home Sellers 
Get the RIGHT 
Information and 
Advice to Get 

their Home sold 
Fast and 

for Top Dollar 

Specialized 
Knowledge 

Of The 
Carolinas 

Real Estate 
Market 

Strong Team 
Support 

And Training 

You Receive 
BETTER 

Service and 
RESULTS 

Aggressive Marketing, 
Innovative  

Consumer Programs, 
Leading Edge 
Technology 

Better Results 
& 

Less Hassle 
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Chapter 4: The Nancy Braun Team Approach 
 

What Happens From Listing to Sale 

 

1)  Once a Private In-Home Diagnostic Analysis has 

been performed and you have a full understanding of 

what your home will sell for, we will give you strategies on 

what to do and more importantly, what not to do to get top 

dollar as well as go over all the costs you will have so you 

will know how much money you will have left over after you 

sell your home. 

2)  A custom advertising and marketing plan is prepared 

for your home, after all the necessary information is 

obtained from you, when we meet with you at your home. 

That plan is provided to Nancy Braun who fine tunes it, and 

then … 

3)  Nancy Braun personally writes the ads, sales sheets, 

and other information about your home. This is important 

because only a small percentage of agents from all over 

North America have invested over $18,000,000 learning 

advertising strategies and obtaining licensing rights to use 

exclusive ad copy. We are one of these agents. 
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In real estate advertising, the choice of even one word 

vs. another may mean 4 weeks less or more on the 

market, or $20,000.00 added or subtracted from the 

buyer’s offer. If you scoured, not just the Carolinas, but the 

entire continent, you could not find more qualified, adept real 

estate advertisement writers than us! 

Facts to a Successful Home Sale 

 

After successfully selling OVER 5,000 homes in the area, we 

can tell you with confidence what works and what doesn't to 

get your home sold for the best result: 

 

FACT: There is no substitute for proven, aggressive and 

effective marketing on your home. Effective marketing 

calls out to the buyers most qualified to buy your home. The 

right marketing on your home will say the right things, be in 

the right place at the right time, and compel qualified buyers 

to pick up the phone to find out more. The process of 

attracting buyers to your home cannot be left to chance. The 

exact words used to promote your home are critical. Our 

advertising is so effective that, at any one time, we are 

working with a database of over 19,853 qualified buyers. 

FACT: According to Real Estate consultant Bernice 

Ross, a lower commission does not guarantee you will 

net more on your home sale. There is a "Big Lie" in real 

estate. It's the lie that reducing the commission always 

results in more money for the seller. Nothing could be further 

from the truth. Virtually all sellers want to obtain the highest 

price possible for their property. No matter what you are 

selling, maximum exposure to the marketplace is the critical 

factor in achieving the highest price possible. Companies 

and agents who cut services in exchange for taking a lower 

commission often cost clients much more than the extra one 

to three percent they save in commission. Depending on 

price, the cost can be tens of thousands of dollars. 
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FACT: There's a big difference between just selling your 

home, and getting your home sold 'right'. There are many 

things to do to get your home sold for the best possible 

result. An agent who operates all by themselves really has to 

hustle to make it all happen the way it should, and it's tough 

for a 'lone wolf' when s/he's juggling more than one listing. 

Important details sometimes fall through the cracks. We 

know this from experience because we used to operate on 

our own. But just as doctors, lawyers and other professionals 

hire assistants to handle the small but important details that 

do not require their expertise, ten years ago I pioneered this 

same process in the Real Estate industry and thus have an 

excellent Team to ensure that you are always our top 

priority, and that we are never too busy to address your 

needs. 

FACT: Listing a home for an unrealistically high price 

almost always results in an unrealistically low selling 

price. The price a home sells for is subject to the law of 

supply and demand. When a home is priced too high vs. 

comparable homes in the area, prospective buyers won't 

bother to view it. Why? It's because they are able to view 

homes with similar features that are listed for a lower price. 

As a result, the home that is listed too high sits on the 

market for a long time causing prospective buyers to assume 

there is something wrong with it. In order to get things 

moving, a price reduction is often required, and in the end, 

the home can end up selling for much less than it would 

have if it had been priced correctly in the first place. 
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Chapter 5: A New and Better Way to Sell or Buy 

a Home in The Carolinas 

 
Top 4 Mistakes to Avoid When Selling Your Carolinas Home: 

1. Going with the agent who promises you the highest sale 

price, the most amount of money (even if the price 

seems unrealistic) 

2. Choosing the agent who promises to save you money 

by discounting the commission rate 

3. Choosing the "nicest" agent 

4. Choosing an agent who works all by themselves, 

because you think they'll work a lot harder and give you 

more personal attention 

 

The Most Frequent Results of these 4 Mistakes Are... 

 

1. The inflated list price you were quoted (in order to get 

your listing) results in few buyers coming to view 

your home (because they can get a comparable, 

properly priced house, for less money) and you end up 

having to endure a series of price reductions which 

result in your home finally selling for BELOW its true 

market value. 

 

2. A lower commission does not guarantee you will net 

more on your home sale. According to Real Estate 

consultant Bernice Ross, there is a "Big Lie" in real 

estate. It's the lie that reducing the commission always 

results in more money for the seller.  Nothing could be 

further from the truth. Virtually all sellers want to obtain 

the highest price possible for their property. No matter 

what you are selling, maximum exposure to the 
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marketplace is a critical factor in achieving the highest 

price possible. Companies who cut services in exchange 

for taking a lower commission often cost clients much 

more than the extra one to three percent they save in 

commission. Depending on price, the cost can be tens of 

thousands of dollars. 

 

3. Your agent may be nice, but this doesn’t necessarily 
qualify them to do the best job of selling your home. 

Your agent’s personality will mean very little to you if you 
ultimately discover that they don’t have the marketing 
expertise to market your home properly so it sits on the 

market and either doesn't sell, or sells for lower than 

market value. (Showcase Realty, LLC members are all 

great to work with AND we have a proven system to get 

your home sold fast and for Top dollar.) 

 

4. Your agent ends up neglecting some important 

steps because s/he is so over-busy trying to do 

everything all by themselves (and you end up with an 

inferior result). 

 

Systemized Approach to Home Selling and Home 

Buying 

I had the good fortune of discovering the Quantum Leap 

Real Estate Success System, developed by one of the most 

successful real estate agents in North America, Craig 

Proctor.  The strategies we discovered in the program and 

put into practice transformed our business and resulted in 

higher sales prices for our sellers with homes selling faster 

and with less hassle.  Our buyer and investor clients 

benefited as well as the systems we put into place, like our 

VIP Buyer System and Home Hunter services gave our 

buyer clients front of the line access to the best homes on 

the market.  As well, we gave our buyer clients the tools and 
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strategies that gave them the edge when in multiple offer 

situations. 

Showcase Realty LLC 

As part of this elite program, we understood how important 

marketing and superior customer service is to the growth 

and integrity of a successful real estate sales business.  The 

Quantum Leap Real Estate Success System as created by 

Craig Proctor and as coached to us by Todd Walters has 

totally changed our approach to working with buyers and 

sellers. It changed our thinking from believing we were in the 

real estate sales business to understanding we are in the 

marketing business. It helped us know and believe that the 

entire basis for our success is rooted in how well we provide 

over-the-top great service to our clients. 

First and foremost was internalizing the concept of: 

WIFM- “What’s In It for Me?” 

Not what’s in it for my team and me, but what’s in it for the 
clients?  Why should they work with us, as opposed to 

anyone else, or with no one at all?  Everything we do, all the 

marketing, all the lead generation, all the appointments and 

sales and negotiations and closings only add up to one thing 

- if the client is not fully satisfied that they received the 

absolute best service, that we provided them with everything 

they wanted and needed to have a good experience, and 

received the best treatment, even though we collected our 

commission check, our work together was a failure. 

It’s only when a client becomes a willing evangelist for us 
and our team, because we understood their WIFM, and gave 

them what they wanted and needed, do we benefit and 

succeed.  That’s the root of the system for us and for our 

clients. 
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As real estate professionals we are always looking for a 

better and more effective way to serve our clients.  The 

system we have had the good fortune to be a part of put 

strategies into practice that have transformed our business 

and the results that we get for our customers. 
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Chapter 6: Guaranteed Performance 
 

“Your home sold fast for the most amount of money, in the 
least amount of days, and with the least amount of hassle!” 

How Likely Is It That Your Home Will Actually Get Sold 

By the Agent You Choose? 

Most people simply assume that, when they list their home, it 

will be sold; especially in good economic times and ‘hot’ 
markets.  Well, as you can see, I’ve attached a lottery ticket 
to this page. 

 

Why? Because, actually the odds of most agents getting 

your home sold are not very good. Not as bad as the lottery, 

but still a gamble.  In fact, over the past year, only 84% of 

the properties listed sold within the term of the agents’ listing 
contracts.  During that same time period, we sold 95% of our 

listings. 

Obviously, selling your home does NOT have to be a “crap 
shoot”. You can gamble on an agent with a low batting 
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average – or who won’t disclose his batting average (in 
writing). Maybe with your home, he or she will do better. 

Or you can rely on our 95% success ratio. 

 

 

 

 

 

 

 

We Guarantee Our Performance 

The typical real estate agent works like this – letting sellers 

know that they exist and that they are terrific and that they 

are number 1 or their brokerage is number one in the 

marketplace.  Therefore, for that reason alone, they should 

be the seller or buyer’s number one real estate agent of 
choice.  There’s nothing in that that says to a customer that 
they have anything more to offer them in the way of helping 

them achieve their real estate goal. 

There’s nothing in this “old school” mentality of doing 
business that talks to customers about what it is that they 

need.  It’s all about how you should hire us because we are 
so good.  And that’s what sold in our industry, certainly, here 
in the Carolinas and it’s become what many sellers and 
buyers come to expect; that real estate agents try and get 

their business by self-aggrandizing their position or impress 

them more so they would hire them. 

 

75 80 85 90 95 

% of Homes 
Actually Sold 

Average Local 
Reator 

Nancy Braun Team 
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In our Showcase Realty LLC model, all of the marketing that 

we do speaks to our client’s needs and based on what we 
can do for them.  We promote our business by asking home 

sellers to consider us not because we’re number one, but 
because we have sold homes more successfully at a higher 

dollar value with a better net price, in less number of days 

and with less hassle for our customers. 

For our buyer customers we offer unique services and 

programs that help them find the best home that matches 

their home buying criteria and then we negotiate hard on 

their behalf to get them into the home for the best price.  All 

our systems, whether for sellers or buyers, have all been 

designed to give our customers great customer service with 

a hassle free real estate experience. 

AND we back up our promises with our GUARANTEES! 

This is the starting point of the conversation we have with 

our customers and it opens up the opportunity to spend time 

to do the single most important part of our job, which is to 

listen to what the seller or buyer is saying to us and ask the 

right questions to help them really articulate what are the 

most important elements that have brought them to the 

decision to sell or buy a home and how can we then create a 

strategy that helps them achieve what they want to 

accomplish. 

Track Record 

My team and I have sold, on average, more homes in The 

Carolinas last year than anybody else because of all we do 

to get a home sold.  We offer guarantees that assurance our 

customers that their home will sell for their price and in their 

time-frame.  One of our Guarantees: 

 



42 

 

If I can’t sell your home within 120 days at a price and 
terms that we both agree on, I will pay you $2,500 cash!* 

We have a number of guarantees that we can make to 

assure our customers that we are accountable to them. 

In our experience, our customers begin to feel that we’re 
listening to their needs not just trying to sell them on the idea 

that we are better because we work for a certain franchise.  

We are better because we are willing to back up what we 

say by providing real assurances.  We’re going to make sure 
that what we promised we’re going to deliver regardless of 
whatever the promise is. 

That’s a very different conversation we have with our 
customers. 

It’s a harder conversation to have because there’s more to 
explain and there’s more skepticism on the part of sellers 
and buyers.  We get asked all the time, “how does your 

guarantee work”, but the work and effort to provide the 

assurances coupled with a willingness to take the time to 

listen to what it is they're really saying, that they really need 

in the sale of their home or what it is they are looking for in a 

new home, has changed our ability to help our customers 

achieve their real estate goals.  It’s helped our business 
because it speaks to other core values in this business 

model which is listen to what your clients truly need, and 

then, honestly provide for them what it is that is necessary to 

help them achieve it, and then, we’ll get what we want for 
our business. 
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Bottom line - it doesn’t start with us; it starts with our 
customers 

Practically no one in our market approaches our market 

guarantees or is willing to reverse the risk of selling or 

buying for their Clients. We take the road less traveled. 

We Take the Risk so You Don’t Have to 

For sellers, our principle guarantee is: 

If I can’t sell your home within 120 days at a price and 
terms that we both agree on, I will pay you $2,500 cash!* 

Simply put, for sellers whose need is to get their home sold 

with a specific bottom line, if we cannot get their home sold 

within 120 days, at a price and terms that we both agree on, 

I will pay you $2,500 cash! 

For home sellers for whom the timing of the sale is most 

important, we offer this guarantee: 

Your home sold in 120 days at a price acceptable to you 

or we’ll pay you $2,500 cash!* 

This puts the pressure on us to be sure our marketing, 

pricing and negotiating efforts are finely tuned and that we’re 
at the top of our game.  It puts the pressure on us to perform 

or forfeit our income on the sale. 

 

 

Your Closing Helps Save Kids’ Lives! 
 

For every home sold, Showcase donates to the Boys and 

Girls Clubs of Greater Charlotte! 

 

For home buyers we make this offer: 
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No, we are not in the home buying business; we’re in the 
home selling business.  But we know how much pressure 

buyers and sellers feel, how concerned they may be about 

the risk they are taking in an uncertain market. By being 

willing to take that risk off their shoulders it makes it far less 

stressful for them to make good decisions about the sale or 

the purchase of their current or next home. 

Setting Ourselves Apart From Our Competitors 

It takes both skill and confidence to be willing to alleviate the 

risk and stress for our Buyers and Sellers.  By making these 

offers, we have chosen to set ourselves completely apart 

from our colleagues in the residential home-selling market.  

In fact, most of our colleagues and competitors cannot 

or will not take that kind of risk for fear they will fail to 

perform on behalf of their clients.  We believe 

guaranteeing our performance is the only way to fully and 

correctly serve our Clients. So we do, and we’re proud of it. 
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Chapter 7: Our 6 Point 100% Satisfaction 

Guarantees 
 

1.  COMMUNICATION GUARANTEE: 

You will be kept posted on the progress of the sale of your 

home with an update every week. Your phone calls will be 

returned by a qualified Team Member within 24 hours. 

GUARANTEE: If we fail to update you weekly or fail to return 

your call within 24 hours, we will give you a $100 cash 

reward. 

2.  HONEST PROMISES GUARANTEE: 

Guarantee #1 is a good example. We are not going to wildly 

promise you the moon and stars to get your business. We 

will tell you what we can and will do, exactly how we operate, 

as well as what we will not do, up front, in clear language. 

When we list your home, we will give you a detailed 

Professional Service Agreement in writing. 

GUARANTEE: if at any time, we fail to honor that 

agreement, we will give you a $100 cash reward. 

3.   REALITY BASED SELLING PRICE RANGE: 

We get you top dollar for your property. Our track record and 

statistics prove it.  We will never play the ‘bait n switch’ game 
of promising to get you a wholly unrealistic price just to get 

your listing.  Unfortunately, in the real estate industry, many 

real estate agents will quote home sellers, at a listing 

appointment, an unrealistically high price they claim they will 

sell their home for.  The agent knows full well that the 

property will never sell at this price and that a price reduction 

will be needed.  As a home seller, it sounds but this 

happens, the home typically takes a much longer time to sell 

and the real estate agents wears the home seller down with 
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low ball offers in order to get the anticipated price 

reductions.  Eventually the home can sell but after a much 

longer time frame and typically for less than market value 

because of the time it has been on the market.  This practice 

does not go on in our business. 

GUARANTEE: for every $1,000 we sell your home for, 

below the agreed upon range, we will give you $100 in cash 

rewards (up to a maximum of $1,000 in cash rewards) 

4.  REALITY BASED TIMETABLE: 

We implement a complete marketing program, to sell your 

home. You know in advance what will occur step by step, 

and will receive weekly marketing updates. And we set a 

“target range” for the timing of the successful sale of your 
home. In many cases, we will sell your home faster. 

GUARANTEE: If we fail to sell your home within 120 days 

we will pay you $2,500 cash. 

5.  HONEST PRESENTATION OF EXPERIENCE AND 

TRACK RECORD: 

Everything stated about us and our Team throughout this 

book is accurate.  It’s an accurate, factual representation, 
fully supported by documentation, provided on request. 

GUARANTEE: If anyone can demonstrate that any of these 

statements or statistics summarized is false, we will donate 

$1,000 to the charity of their choice. 

6.  QUALIFIED BUYERS GUARANTEE: 

Our marketing systems and consumer programs 

automatically sift and sort out the best qualified prospects for 

your home.  We will not ask you to leave your home and 

allow us to show it to any Buyer unless they have been pre-

qualified to buy your home and are genuinely interested in 
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your homes features.  We will not just give lip service to 

“Only Qualified Buyers Need Apply” for your home. 

GUARANTEE:  If your home fails to close on time due to a 

Buyer “Financially not Qualifying”, we will give you a $100 

cash reward. 
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Chapter 8: Mistakes to Avoid When 

Interviewing Real Estate Agents 
 

There's a lot of questionable advice out there, from "personal 

finance experts" on TV or from friends, family. They tell you: 

interview 3 or 4 or 5 agents, then pick one. When somebody 

tells me that's what they're going to do, we ask: 

 

"What criteria are you going to use, to compare them, 

judge them, and pick one?" 

 

Many admit: they don't know.  They are going to spend 3, 4, 

5 evenings interviewing different real estate agents with no 

pre-determined way to pick the one they will ultimately 

trust to handle one of the biggest and most important 

financial events of their life! 

 

Let me give you a comparison, you may or may not know. 

When a company decides to hire somebody for an important 

job, let's say one that costs the company $100,000 or 

$200,000 a year, they have a pre-determined set of 

question, a set criteria they will use to judge the people they 

interview. They know in advance what they are looking for. 

 

To do otherwise is to play 'Blind Archery', and that's 

dangerous! 

 

They NEVER interview a bunch of people and go with the 

one they "like".  Or rely on, "He or she seemed nice?”  No. 

They use reason and logic.  Well, you are hiring somebody 

to do a very important job for you.  You should NOT play 

'Blind Archery'.  You need to know in advance the kind of 

agent you want, along with the things that are most 

important to you.  Here are the smart questions to ask. 
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For example: 

 Is the agent's track record at getting top dollar more 

or less important to you than the commission s/he 

quotes you? 

 

 Is the fact that s/he is a lone wolf and may be 

constantly and immediately accessible to you more 

important than his/her 'success percentage', that is, 

the percentage of homes s/he lists s/he ever sells? 

 

 And on and on 

 

On the following page, you will find a list of 9 different 

“Selection Factors" to consider and weigh against each 

other. 

 

From this list, you can make your own "Short List" in 

the space provided of the five most important things 

you are looking for, from the agent you will hire. 
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Notes for Selecting the Right Agent to Sell your Home 

Fast and for Top Dollar 
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Chapter 9: What to Ask Potential Agents 

Selling your home is probably one of the most important 

financial decisions you will make in your life, so it should be 

taken seriously. Are you going to make money, lose money, 

or need money for repairs? 

 

Because there is so much at stake with selling your home, 

you want to make sure you have the best realtor for the job. 

The saying, not all things are created equal, is 100% true 

with realtors. If you decide to use a real estate professional 

to market and sell your home, make sure to have a list of 

questions ready to ask them during your interview. This will 

help you find the best real estate agent for the job. 

 

Choosing a realtor is one of those big decisions that can cost 

or save you thousands of dollars. Some specific questions 

can help to ensure that you get the best representation 

available. Your questions should be designed to provide a 

good idea of the outcome you can expect from using their 

services. 

 

Hiring a realtor is like any other hiring process, except you 

are on the boss’s side of the desk. Prepare for the meeting 
by having a written list of questions to ask each of the 

realtors you interview.  

  

10 Questions to Ask Before You Hire a Realtor: 
  

1 - What makes you different? Why should I hire YOU? 

The real estate market is ever changing. This swinging real 

estate pendulum moves from buyer’s market to seller’s 
market and back again. The market may be very different 

from when you purchased your home and technology has 

made it far more competitive. You will want to know the 
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unique marketing plans and programs each realtor has in 

place to ensure that your home stands out from other 

competing homes. It is important to know whether selling 

real estate is the realtor’s full‐time job and how experienced 

they are. Consider the things each realtor offers that others 

don’t and whether that difference could sell your home faster 
and for more money.  

  

2 - What is your track record and reputation in the 

market? 

 

Everywhere you look, realtors are bragging about being #1 

for one thing or another. Everyone can’t be number one, so 
realtors sometimes create a title for themselves. But, a 

realtor’s recent sales are important because it can indicate 

how much money they have to market your home. The 

bottom line is that success in real estate means selling 

homes. If one realtor is selling several homes every month 

and another is selling only a handful all year, ask why this 

might be. What things are they doing differently? Which do 

you want working for you? 

  

3 - What are your marketing plans for my home? 

 

Realtors should not be in the business of listing homes; they 

should be in the business of selling them! Ask how much 

time and money each realtor spends on marketing and 

compare their answer with the answers of the other realtors 

you interview. Get specifics about:  

 

 Media outlets they use (Internet, newspaper, 

mailers, magazine, TV, etc).  

 Do they use technology?  

 Can they prove the effectiveness of one advertising 

medium over another?  
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Ask for examples of their ads, web sites, and other 

marketing materials. 

  

4 - How many homes have YOU sold in my area? 

 

Realtors should provide a detailed list of their own sales and 

other comparable sales in the area. This will enable you to 

understand how active they are in your area and also how 

much similar homes have sold for in your neighborhood. 

  

5 - Does your broker control your advertising or do you? 

 

If the realtor is not in control of their advertising, then your 

home may be competing for advertising space, not only with 

the realtor’s other listings, but also with all of the homes 
listed by other realtors in the brokerage. Those who sell a lot 

of homes typically have their own advertising budget and are 

not affected by the other realtors in their brokerage. 

  

6 - How close is your selling price to the asking price? 

 

This information is available to realtors on the local Multiple 

Listing Services (MLS), but make sure you ask this question. 

Is this realtor’s performance higher or lower than the MLS 
average? Their performance will help you determine whether 

they are trying to “buy” your business by promising a 
suspiciously high price that they cannot deliver.  

  

Many sellers fall prey to this tactic because they don’t want 
to face the truth about the true value of their home. 

Overpricing your home will not sell it. In fact, overpriced 

homes typically sell for less than if they had been priced right 

from the start. It is important to choose a realtor who has a 

track record of performance, can back their price with data, 

and is willing to lose your business by being honest with you. 
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7 - On average, how long does it take your homes to 

sell? 

 

This information, referred to as “Days on Market,” is 
available from the local MLS. Do properties listed with this 

realtor tend to sell faster or slower than the MLS average? 

Their performance can help you predict how long your home 

will be on the market before it sells. Several factors can 

determine how long your home will take to sell. You will want 

to know each realtor’s average time on market and their 
marketing plan for your home. 

  

8 - How many buyers do you have waiting? 

 

Realtors who attract many buyers have a better chance of 

selling your home. Most buyers have specific requirements 

for a home. Matching the amenities of your home with the 

realtor’s “Buyer in Waiting” list can sometimes produce a 
buyer immediately. Buyers who have been waiting for a 

home that fits their specific criteria will typically offer more 

than other buyers: They know homes that fit their criteria are 

a scarce commodity. This can produce an “auction‐like” 
atmosphere where many buyers bid on your home at the 

same time. Multiple buyers create demand which results in 

higher offers for your home. Be sure to ask the real estate 

professional to describe the system they use to attract 

buyers! If their answer is, “the MLS”, find another agent! 
  

9 - Do you have past clients I could contact? 

 

References are important, so ask to see reference notes, 

letters, surveys, and contact numbers from the realtor’s past 
clients. Think back to your last interview. Did your resume 

provide references? Ask for references of recent clients who 

used the realtor to sell their home. Contact these people to 

ask if the realtor communicated well during the process and 
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whether they followed through on their promises. The most 

important question to ask is, “Would you use this realtor 
again?” 
  

10 - Can I cancel my listing agreement if I’m not happy? 

 

Be wary of realtors who want to lock you into a lengthy listing 

contract. Realtors can get out of these contracts by ceasing 

to effectively market your home but you can’t. Within the 
listing agreement, there are usually penalties and protection 

periods to safeguard the realtor’s interests, but not yours.  
  

Questions you should be asking yourself: 

  

1. How confident is the realtor in the services they 

provide?  

 

2. Will they allow you to cancel the contract without a 

penalty if you are not satisfied with their service?  

 

3. Do they have a written cancellation guarantee? 

  

These ten questions should help you find the best realtor to 

market and sell your home. After each interview, take time to 

evaluate each realtor’s responses carefully and objectively. 

Who will do the best job for you? These questions should 

help you decide which candidate is best qualified to sell your 

home! 
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Chapter 10: Preparing Your Home to Sell Fast 

and For Top Dollar 

 
When selling your Carolinas home in today’s marketplace 
here’s what our team does to help your home standout and 
to sell it for the most amount of money in the least amount of 

time. 

 

We give you frank advice on what to do and what not to do to 

get the house sold so you can move on 

with the next phase of life. 

 

When we visit with you at your property, we will walk you 

through the home and I will tell you  the good, bad, and ugly. 

We will make suggestions to make the home in the best light, 

that from our experience, buyers will be looking for.  When 

we analyze a home, we are not looking to have you do a 

major overhaul of your property but key things that don’t cost 
a lot of money.  I always believe in just clean, clean, clean.  I 

really mean clean.  So, it might mean hiring a professional 

cleaner than can get into the nooks and crannies and clean 

the vents and get rid of the spider webs and clean the 

chandeliers and clean the inside and the outside of the 

windows.  This goes a long way to make the place shine. 

 

Repainting 

I always recommend that you paint rooms that may be are 

drab in colors or just aren’t neutral enough.  For example, if 
the room is bright purple or hot pink, it might be great for 

your daughter but it might not be the right pink color for the 

next buyer of the home.  That’s key, you want to make sure 

the home appeals to the vast majority of buyers so they can 

see themselves building a life in this house.  So painting, 

whether it’s doing exterior painting for maintenance or 
cosmetically on the inside is critical. 
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Declutter and Depersonalize 

 

Our next step is to tour the house where we show you how 

we can better stage the placement of your furniture.  I always 

say, “LESS IS MORE”, when it comes to deciding whether to 

move articles into storage shed or move this big rocking 

chair into the garage or a temporary storage unit.  If you’re 
debating on that, just get it out of the house because the 

house is going to show better with less furniture and with 

less clutter.  We want to focus on the house not on how the 

house is decorated. 

 

An important step in getting the home showroom ready, is to 

de-personalize it as much as possible.  A great example of 

this is a home I was recently showing.  The property was 

owned by a prominent chef in town and ironically the kitchen 

wasn’t very impressive.  There was a picture of the chef on 

the wall which many buyers recognized.  Reaction from 

buyers going through the house was that the kitchen very 

modest for a well-known chef in the area.  Many asked, “why 

does he have such a modest kitchen?”  These personal 
items clearly distract buyers from seeing the property.  Take 

away trophies, awards, photos and other memorabilia that 

might tell more about the seller than is necessary.  If you 

have a lot of hunting trophies or items that might offend 

someone, it’s advisable to store them out-of-sight. 

 

Scents and Smells 

 

We recommend that you eliminate any strong odors as 

people are sensitive to that.  Smoke, cooking and air 

freshener scents can turn some buyers off.  A strong air- 

freshener scent can mistakenly tell buyers that you are trying 

to cover up unpleasant odors. 
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Showing Condition 

 

Your house is where you live every day and at times it may 

not look its best.  When selling your property, how it may 

look everyday may not be good enough.  When putting the 

home up for sale, it must be shown in the best light.  Get the 

whole family on board so when you leave the house, it is in 

showing condition.  You never know, there could be a 

surprise showing and the house needs to be made up and 

presentable. 

Make sure you have options for your pets so that they don’t 
interfere with the showing. 

Sprucing Up the Property 

If you’re going to do some landscaping, red and yellow 
works the best for selling a home.  If you’re going to plant 
flowers, I always ask our sellers to buy red and yellow 

flowers and put them out in pots on the front door or plant 

them in the front of the home.  Generally speaking, I rarely 

recommend or ask sellers to go overboard on fixing up their 

home for cosmetic purposes.  I have a client whose home 

we sold recently, tell me that a previous home they sold with 

another agent, was sold at a significant loss as the real 

estate agent selling the home made them do $35,000 worth 

of updates in the house.  In my opinion, that’s craziness.  I 
don’t suggest going all out and updating the entire home 
because you’re not going to get dollar for dollar.  You’re 
going to get a fraction of it back.  Make the home as neutral 

and clean and “move-in-able” as possible without breaking 

the bank. 
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Seller Home Inspection 

I do recommend getting a home inspection especially if you 

think the home is going to have some repair issues.  Once 

you get the inspection report, get those fixed before you go 

ahead and put it on the market.  Marketing the home as a 

pre-inspected house is very appealing.  Any question marks 

that a buyer might have about how the house has been 

maintained can be answered in the report, which is made 

available to buyers. 

Wood wrought on the exterior or broken glass seals on the 

windows should be fixed.  Water issues, any drainage 

issues, I would have those addressed because if they will 

come up in the inspection, and they will, you might as well 

get it done now.  Realistically, if and when the buyer has 

their own home inspection done, you’re going to have to do 
the repairs anyway or negotiate these deficiencies.  It’s 
important to realize that buyers always inflate the value of 

what it’s going to cost to fix some things.  In the long run it 
could have been a $35 fix that now the buyer is going to say, 

“I want a 500 dollar credit towards the purchase price of the 

home.”  It saves time and money to have things fixed before 
it even gets to the point that it is on an inspection report. 
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Chapter 11: Exclusive Marketing Systems 

Who Will Write The Ad That Sells Your House? 

Words Matter. 

We have written over 15,000 real estate ads. Only a fraction 

of a small percentage of agents worldwide have special 

licensing access rights to use a leading edge software 

program to create ads and other materials to present 

properties in the best light possible.  Stephanie and I 

personally write or approve every ad, every flyer, and every 

web site, for every property – including yours. 

 

Consider this simple example: 

 

Backyard with Private Wooded Views 

 

There is one letter – not even a word – one letter that makes 

a significant difference. 

 

Further, there are over 200 descriptive words to choose 

from, to put in front of Wooded Views. 

 

Tranquil Wooded Views 

Private Wooded Views 

Breathtaking Wooded Views 

 

Etc. 

 

Different descriptive words attract different types of buyers, 

prepared to pay different prices. There is a SCIENCE to this, 

perfected by us over 20 years, over 5,000 transactions, over 

$200 Million in total homes sold. 

 

Fortune 500 companies willingly and eagerly pay big bucks 

to have Ad Copy Professionals write the ads that create 
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demand for their services or products.  Home Sellers, like 

you, can have the same professional level of experience 

working for you.  Todd Walters knows the Science behind 

marketing and ad copy; the science that can produce more 

demand for your home.  By creating more demand, your 

home sells for more money and faster. 

The Word Wizards Behind the Curtain 

The software program used by us to craft the perfect ad, 

flyer, postcard, web site posting, etc. was developed over 

the last number of years, at an investment of more than 

$250,000. Only a fraction of a percentage of agents has 

access to it. We pay licensing fees to use it and from our 

statistics you can see it works 

Special Proprietary Services from Our Team 

LEADING EDGE INTERNET SYSTEMS 

Our client’s homes are not just advertised on the World Wide 
Web, we offer buyers FREE consumer information and 

reports along with a FREE information package on any of 

our listings. This highly sought after consumer information 

generates thousands of qualified buyers. We do this with our 

collection of over 900 web sites. 

BUYER PROFILE SYSTEM / CITY WIDE BUYERS 

AGENTS NETWORK 

Your home could be sold in just hours through our Buyer 

Profile System! Most agents wait until they list a home to 

begin searching for a Buyer. Our unique system allows us to 

capture and hold onto hundreds of Buyers who call on our 

listings.  Buyers willingly give us their home buying criteria, 

we enter it into our custom computer system and 

automatically, buyers receive pictures and descriptions of all 

the homes that match their home buying criteria.  Within 24 
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hours and daily thereafter, your home is exposed to a group 

of highly pre-qualified and interested buyers. 

THE LARGEST AND MOST SUCCESSFUL REAL ESTATE 

SALES TEAM IN THE SOUTH EAST 

If you believe all real estate agents are the same, then any 

old agent will do.  But the facts are that there is a difference 

between agents, the services they provide and the track 

record of their results.  Our team of 40+ full time 

professionals has over 20 years of combined real estate 

experience. You get a whole team of experienced 

professionals working for you vs. a single agent.  Each 

person is separately responsible for a specific process in the 

selling of your home. Together our efforts add up to superior 

customer service, superior marketing service, superior 

results and more profit for you. 

SIGNAGE 

 

Signage is very important to sell your home.  As you saw 

from independent statistics (Chapter 3), 20% of buyers notice 

homes for sale from signage.  Buyers will drive or walk 

around neighborhoods they are interested in before actually 

starting look at homes.  They will want to get a feel for the 
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community, the people in the neighborhood and the 

locations amenities:  parks, schools, community centers, etc.  

Signage is a great way to attract buyers to your home by 

having lots of signs that give a benefit to the buyer.  Your 

typical agent will put out your average FOR SALE sign.  We 

go the extra step by putting out a number of signs to attract 

attention and to give a benefit to the buyer for taking action. 

BUYERS IN WAITING PROGRAM 

This is a game changer in our market place.  Through our 

many aggressive marketing systems:  branded and 

unbranded websites, third party websites that buyers begin 

their home search, print, social media, signage, City-wide 

Buyers agent network, we call out to buyers with our benefit 

rich messages.  Because of this we have one of the largest 

databases of pre-qualified buyers in our area.  We have 

OVER 19,853 qualified buyers in our database at any given 

time and these buyers eagerly receive email, text and social 

media correspondence about the newest homes that come 

on the market. 

When you list your home with our team, this extensive and 

exclusive database of buyers, whose home buying criteria 

and price range matching your home, gets alerted that your 

home is for sale.  This “front-of-the-line access” gets buyers 
very excited about homes that we have listed for sale 

because they get priority access to the newest and best 

homes that come onto the market, before the home is listed 

on the MLS (Multiple Listings Service). 

With our exclusive and innovative Buyers-in-Waiting 

Program, because we are working with so many pre-

qualified and ready-to-act buyers, we may actually have a 

buyer for your home, before we list ii for sale.  Also, we can 

create an “auction-effect” with your home because we are 

working with so many buyers.  This creates demand for your 
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property and more demand, many times, mans a higher 

sales price. 

EVERYDAY OPEN HOUSE 

 

Why limit your home to be open for ONLY a limited amount 

of time.  With our Everyday Open House program and 

signage, your home is open to qualified buyers, by 

appointment.  You don’t have to be at home.  Our Team 
System has available a team member fully knowledgeable 

about your home at any given time.  Buyers who see this 

sign know that your home is available for a showing and 

gives them information on how they can see your home right 

away.  Buyers are pre-qualified by our team to make sure 

they are financially able to purchase your home and that it 

fits their home buying criteria. 

POWER OF PRINT AND DIRECT MAIL 

Although many home buyers begin the home search process 

online, there are many opportunities to attract buyers to your 

home using more traditional marketing methods such as 

newspaper/print advertising, postcards, door hangers and 

flyers.  Print attracts great buyers and many times better pre-

qualified buyers than many online sources.   At the Nancy 

Braun Team, when we market your home we include print in 

the mix of advertising medias that we use to sell your home 

fast and for top dollar. 
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All our print advertising gives buyers a benefit for contacting 

us.  The more buyers we can attract, looking for a home just 

like yours, the more demand we can create for your home.  

More demand for your property can create an auction effect 

which can drive up the price of your property for sale. 

CITYWIDE BUYERS NETWORK 

One of our biggest programs and most successful programs 

is our City Wide Buyers’ Agents Network.  This program can 
create demand for your property and more demand means a 

higher sales price for you.   Top producing agents, in 

particular those who are predominately buyers agents and 

represent buyers, pay close attention to our team  and prefer 

selling a home listed and represented by us  because they 

know every ‘i’ has been dotted, every ‘t’ crossed. They know 

their buyer will have a smooth, fail safe experience working 

with our Team.  Each one of our Nancy Braun Team 

Members maintains close working relationships with different 

Realtors.  Even our competitors welcome the opportunity of 

matching one of their buyers with one of our properties, 

confident everything will go perfectly.  They’ll spend less 
time on the transaction and their buyer will be satisfied. 

When the Nancy Braun Team “pulls the trigger” on your 
listing, when everything is 100% “market ready”, this entire, 

exclusive network of agents representing, at any given 

moment, thousands of buyers searching for their next home, 

receives information about your property. 

MEGA OPEN HOUSE 

The Traditional Open House is an ineffective method for 

showing and ultimately selling houses and it`s an 

inconvenience for you and your family.  As you can see from 

the chart below, ONLY 1% of homebuyers actually buy the 

house they saw at an Open House.  Usually the house is too 

big, too small, not enough bedrooms, too many bedrooms, 
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etc.  99 times out of 100 something about the home does not 

match their home buying criteria.  Meanwhile you and your 

family are kicked out of the house for a good part of the day 

so the real estate agent can conduct these ineffective Open 

Houses. 

Statically, only about 1% of home buyers come from an 

Open House (see statistics in Chapter 3) 

You may be asking, “If Open Houses are ineffective, why 
do real estate agents continue to do them?”   Here`s the 

answer:  it`s a great way for them to pick up customers at 

YOUR expense!  Usually your house will attract buyers who 

are looking in the neighborhood.  They come into your house 

during the Open House and when it does not match their 

home buying criteria (it usually doesn’t), the real estate 
agents will ask, “Well, what are you looking for in a home?” 
and then they are off showing someone else`s house to that 

buyer. 

Our Mega Open Houses are a much more effective way to 

sell your home.  Because we showcase so many listings at 

any one time, we promote through the use of flags, 

postcards mailed to neighbors, placing over 40 signs around 

the area of the home that displays time and date, raffles, 

Facebook marketing, text blasting all of our Buyers in 

Waiting, we have Lender participation, video marketing, and 

other various tactics to all ensure that you have the best turn 

out for your home on the day of the Open House.  Buyers 

who show an interest in your home are booked for a longer 

second showing. 

This is a much more effective way of selling homes both 

from a time perspective but more importantly, it can sell your 

home for more money.  Why? Because of the ‘auction 
effect’ it creates.  Think about it, with so many people 

coming to your home at one time, with many showing 
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interest, it makes your home more appealing when there is 

competition for it.  The more demand that is created for your 

home, the higher the final sales price can be. 

MULTIPLE MEDIA 
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We advertise your home on our own multiple websites as 

well as on third party websites and Social Media.  With our 

massive online presence your home will be showcased not 

only locally but around the world.  Many corporations in our 

area have offices around the world and need to move their 

executives from time to time.  Our world-wide online 

presence may put your home front and center to attract 

global executives as well as ordinary people moving to our 

area, including investors. 

As well your home will be listed on the Multiple Listings 

Service (MLS). 

REVERSE OFFER 

Simply put, our seller makes an offer to qualified buyers that 

have viewed the home and showed interest in the property.  

We put together a package that has a number of elements to 

it.  One is an actual offer on a contract form which is usually 

about 99% of the current list price and about half of what the 

seller might be willing to give up in closing costs.  We add a 

few pieces to it that can help us avoid things that can 

sidetrack a deal such as property taxes that need to be paid, 

etc.  It is those small but important items that sometimes sink 

a deal, that a good agent should be asking for anyway.  This 

helps start the Reverse Offer conversation. 

Along with the price and the finances of the offer is a 

carefully crafted love letter from the seller to the buyer, 

thanking the buyer for coming to see the home, letting them 

know how much they have loved living in that home and the 

community.  The letter goes on to describe what the 

neighbors are like, what the advantages have been for them 

of living there, sad they are going to be leaving and here are 

the reasons they are moving.  They have to leave but would 

love to have a family like theirs come to stay in this home 
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that they have loved so much.  Finally, they thank the buyers 

for their consideration 

All of that is succinctly written in about three or four 

paragraphs on one page that accompanies the Reverse 

Offer.  We also send them a really good feature sheet, with 

photos, to remind them of the home.  The photos really show 

off the interior and exterior of the home and a link in the 

email to a visual tour that we create which looks like a mini 

movie which we also actually post on YouTube so that they 

can remember the home while they’re looking at the offer. 

This Reverse Offer email package goes direct to the buyer’s 
agent with a deadline.  We’ll follow up with a phone call a 
couple of hours before the deadline the following day to 

make sure that the agent has received it, to make sure that 

they have presented it and get some feedback from the 

agent about what their buyer thought of the offer and the 

possibilities of them actually responding, countering our offer 

because now we can negotiate if there is interest.  And that 

all happens in a 24-hour period from the time the buyer 

actually sees the home 
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Chapter 12: Who Hires The Nancy Braun Team? 

 
In general, here are the people who most frequently hire our 

team and why. 

 
CEO’s, EXECUTIVES, BUSINESS OWNERS 

Why?  Because their businesses are “Teams”, so they 
understand and appreciate The Nancy Braun Team System. 

These people are accustomed to bringing people who play 

different, specialized roles together as a team, and know that 

to be the most productive approach to complex situations – 

rather than having one person trying to juggle all the balls, 

wear all the hats. They know from their own experience that 

no one person can be good at everything. 

SALES PROFESSIONALS & MARKETING ORIENTED 

ENTREPENEURS 

Why?  They quickly recognize the superiority of The Nancy 

Braun Team’s sophisticated systems for selling homes as 
quickly as possible and for top dollar. They have the 

background and experience to understand the power of the 

multi-media, multi-step System that we have perfected. They 

see, quite simply, that our Team does more things 

simultaneously to get their home sold. 

DOCTORS, HOSPITAL ADMINISTRATORS & NURSES 

Why?  Like the executives, they are thoroughly familiar with 

the benefits of a Team Approach.  It is the way they work all 

the time. 

EXCEPTIONALLY BUSY COUPLES 

Why?  Because The Nancy Braun Team System features 

methods of marketing and selling homes that minimizes their 
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involvement and inconvenience. For example, our Tour of 

Homes in place of ordinary open houses reduces the 

amount of time their home is “open to the public.” Our pre 
selection and qualifying process reduces the number of 

people who troop in and out of the home with no real interest 

in it or ability to buy it immediately. 

PEOPLE WHO ARE NOT REAL ESTATE INVESTORS OR 

EXPERTS 

Why? Most successful people have become expert in what 

they do, in their occupation, profession or business. They 

have not had the time or inclination to also become expert in 

finance, investments, real estate law. They do not want a 

rookie or a part time dabbler handling one of the most 

significant financial transactions of their lives. They want 

someone supervising every aspect of the sale of their home 

who is a leading authority and globally recognized expert 

with many years of successful experience. In short, they 

want the best person they can get. 

PEOPLE WHO DO NOT HAVE TIME FOR “DO-OVERS” 

Why? The Nancy Braun Team tends to attract the client who 

wants it done right the first time. That’s because we sell 95% 

of the homes we list – compared to the average agent’s low 
40%. If you hire the wrong agent, after weeks or even 

months go by without your home being sold, you have to get 

rid of that agent and start all over again with a new agent. 

Many sellers go through three before getting their home 

finally sold – and then they tend to compromise their price 

severely. The homeowner who is determined to get it right 

the first time compares our track record to others, and 

makes the obvious choice. 
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Chapter 13: 4 Big Reasons to Ask the Nancy 

Braun Team to Sell Your Home 

 

Reason 1 - We Will Sell Your Home FAST! 

Our Team will get your home sold fast. That’s not an empty 
promise or braggadocio. It is a fact.  In hot markets or slow 

markets, in every part of town our selling speed is legendary. 

 

 

 

 

 

 

 

Reason 2 - We Will Sell Your Home For TOP DOLLAR! 

Our Team will get you top dollar for your home.  There are 

many reasons. 

 

 

 

 

 

 

 

“Nancy led me clearly through the process of selling my home and made sure 
that all of my questions were answered. As I was relocating out of Charlotte, I 
was heavily reliant on Nancy to attend to the details.  She took a proactive 
approach to ensure that I got top dollar for my property. 

She was instrumental in negotiating the best deal for me and in making the 
process as smooth as possible. The result was that my home was under 
contract after only 11 days on the market and closed 30 days later. Nancy 
even helped me obtain resources to sell my furniture and downsize prior to my 
move, resulting in lower moving costs.” 

- Rebecca S. 

“Nancy was of great help! I contacted her and about a month later, she 

had a few buyers for my home! She even convinced the buyers to pay off 

some things that were affecting my credit due to my mortgage loan! I 

would recommend her services to anyone looking to sell their home in a 

promptly manner! Thanks Nancy!” 

- C. Blackmon 
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Reason 3 - You Will Have LESS HASSLES! 

Our Team will get your home sold, every “i” dotted, every “t” 
crossed with the least inconvenience to you.  For example: 

 

 

 

 

Reason 4 - Your Home Sell is SAFE! 

20 years of experience, the Team Approach = no mistakes 

made, no detail missed, no unpleasant surprises. There are 

over 72 different things that can go wrong with a real estate 

transaction. For example: 

 

 

 

 

 

 

 

 

 

“I am extremely grateful and fully satisfied with the high level of 

professionalism received from the staff at Showcase Realty. I can 

assure you, Showcase Realty will be by your side every step of the 

way in assisting to find a favorable solution for your situation. … I am 
confident in highly recommending Showcase Realty for all your real 

estate needs.” 

- Brian M. 

“Nancy and her team of professionals helped with the sale of our home in 

such a way that it blew our minds. They’re all incredible professionals and 
I would highly recommend anyone to her, and have. You should definitely 

use Nancy Braun and her team to sell your home.” 

- D. Frost 
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Chapter 14: WARNING: Lies and Misconception 

when Selling Your Carolinas Home 

Jealous or Desperate Agents Frankly Frustrated by the 

Success of The Nancy Braun Team May Tell You Things 

that Just Are Not True – And May Be Hazardous To Your 

Bank Account! 

Lies & Misconceptions 

“You can’t argue with Nancy Braun’s success. But you don’t 
really get Nancy. You get then in name only. You actually 

get one of their assistants.” 
 

There’s more than one way this is a Big Lie hazardous to 

YOUR wealth! 

 

It’s told because they can’t argue that if you want the most 

successful agents working for you - that it is Nancy Braun. 

Since they cannot argue the facts, they make up a lie. 

 

First of all you get me and my elite award winning team of 

top producing agents and expert assistants.  The team 

includes 25 licensed real estate agents with over 200 

combined years of experience, trained, coached and 

personally supervised – daily – by us. Our team, now your 

team, implements the property marketing system that has 

made us well known in our community and one of the top 

Real Estate Teams in The Carolinas. 

 

The TEAM APPROACH is actually the preferred way of 

serving clients in many other fields.  To give you a good 

comparison, if you are the President of a company and you 

hire a top advertising agency, you do not get that agency’s 
President personally taking your calls unless necessary or 

writing your ad, taking photos, etc. Instead you have your 

own Account Executive, who is your liaison to the entire 
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team of creative people, writers, media buyers and others. 

Under this direction and supervision, the force and power of 

the entire team is deployed to achieve your objectives. 

 

So exactly how does getting us and our team work for you?  

Very, very well!!! 

 

Here’s how it works in practice: 

Your account executive, one of the top real estate agents on 

the team, lists your property and assembles all the 

information necessary to aggressively and successfully 

market it. 

 

The package he puts together is personally reviewed by me. 

 

A complete property Marketing Plan is customized for your 

property and then  your “account executive” agent, I and 
everyone else on the Team reviews the plan, makes 

suggestions, raises questions, and makes certain everything 

is “market ready”. 
 

This all happens within 72 hours of contract. 

 

Your “account executive” agent shows you the Plan, the ads, 
the letters, everything - even installs your Radio Talking 

House. Everyone on the team is familiar with your property 

and communicates with their clients, contacts in the real 

estate community, and others about its availability. Within 

days, well over 200 other real estate agents have been 

directly made aware of your property as a possibility for the 

buyers they represent. This is expeditious Home Selling. 
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“Tired of paying rent, we started searching for our first house last winter. Needless to 
say, we were full of doubts, fears and concerns. Our budget limitations put us in a very 
challenging situation: the real estate market was becoming increasingly competitive 
and dynamic. Besides, houses in our price range were highly sought after. When 
spring came, more buyers came into the game and good homes were going under 
contract in a matter of days, which demanded from us faster thinking and even quicker 
decision-making.  We were glad that we chose Showcase Realty to help us in this 
process. Living in Charlotte for over 8 years, we had already heard and read great 
things about Showcase Realty and everything is true. 
 
Nancy Braun is a very successful businesswoman and an EXPERT in the real estate 
market. It didn’t take us more than a few minutes talking to her to realize that we were 
in good hands. She made us feel safe and confident. She constantly fed us with a 
customized list of properties that would match our budget, size and location 
preferences. 
 
Her agents showed us numerous properties tirelessly. As most buyers, we were 
concerned with physical attributes of the property like construction, size, upgrades, 
neighborhood, etc., but Nancy Braun gave us a different perspective, she would only 
recommend a house that would be a safe investment, a house that will appreciate in 
value and has high financial liquidity. In other words, she will not recommend a house 
that she can’t sell in the future. After a few weeks, we were able to find a lovely home 
by the lake in Pineville, NC. With Nancy’s advice, we put an offer and hoped for the 
best. 
 
Our offer was accepted the next day and Nancy was always with us during the whole 
time: visits, inspections, negotiating, you name it, we were NEVER left alone. The 
entire house searching process and the closing procedures felt like a breeze, even for 
first timers like me and my wife. I cannot recommend Showcase Realty highly enough. 
If I were to buy a house today, I’d call Nancy Braun in a heartbeat. She cares about 
her customers and she will spare no efforts until they get the best deal for a house that 
will always be a wise investment. Thank you Nancy, for helping us make a dream 
come true. We feel absolutely GREAT about our purchase and we LOVE our new 
home!” 
 
 - Carlos C. 
 

“Nancy Braun is a highly skilled and respected real estate professional who entered 
real estate with her roots firmly established in the legal profession. Her varied 
background has served Nancy and her clients well, providing the experience, insight 
and creativity needed to excel in our ever changing industry. 
Valued as much for her knowledge and success, Nancy is a frequent guest speaker at 
national industry events. She is known for her energetic visionary style as she freely 
shares her marketing acumen and technology expertise.  

Having met many brokers I feel privileged to have met Nancy. Few are more prepared, 
dedicated and passionate about the industry as she. 
Her outstanding service and results are as impressive as the thanks-filled accolades 
she receives from colleagues and the strong client relationships she has formed 
throughout her distinguished career.” 

- Joy R. 
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Chapter 15: Helping You Buy THE RIGHT HOME 

for the BEST PRICE 
 

In the previous chapters we have given you good information 

on our marketplace, along with systems and strategies to 

sell your home fast and for top dollar.  In this chapter I have 

very important information to share with you that could mean 

the savings to you of thousands of dollars when you buy 

your next home and how you can beat out other buyers to 

the hottest new properties that come on the market.  Buying 

a home is most likely the biggest financial commitment you 

will make in your life and you don’t want to risk making the 
wrong decisions when it comes time to: 

 

A. Choosing the homes you will see 

B. Making an offer 

 

You do not want to leave these important steps to a “typical” 
real estate agent who does not have a good understanding 

of the marketplace and hasn’t the proven skills and know- 

how to negotiate on your behalf.  When making a decision 

on the right agent to guide you through this process, you 

want to work with an agent that has cutting-edge systems 

and uses a team approach to get you the right property that 

matches your home buying criteria for the best price and 

with less stress. 

 

There are many small but important issues that you may be 

unaware of that are never-the-less important to the home 

buying process.  Getting any of them wrong, can cost you 

time and money.  Suffice to say, it is not an uncomplicated 

process. 
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According to surveys, the 3 biggest issues on a home 

buyer’s mind are: 

1. How to search for and find the right home 

2. How to purchase that home for the best price 

3. How to do it with less hassle 

 

Statistics show that The Nancy Braun Team gets better 

results.  We are more experienced negotiators and have the 

backing of an elite team that gets better results than 98.7% 

of real estate agents from across the country.  The home 

buying systems our team utilizes have proven time and time 

again to get buyers such as yourself the best house that 

matches your home buying criteria, for the best price and 

with less hassle. 

 

There is a difference in real estate agents, the services they 

provide and the results that they get. 

 

Benefits of Buyer Agency 

 

There are two types of agency or representation that exists 

between real estate agents and buyers.  It’s important to 

understand this relationship so you can choose to 

have the right person in your corner, negotiating on your 

behalf. 

 

The first type of representation is seller agency.  This is 

the real estate agent representing the Seller.  The agent in 

this scenario holds fiduciary duties to the seller only. 

 

The second type is Buyer Agency.  Here, the real estate 

agent represents the buyer and holds fiduciary 

responsibilities to the buyer. 

 

There are significant benefits in having a real estate agent, 

who specializes in buyer agency, representing you.  As your 
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buyer specialist and through our exclusive VIP Buyer 

System, can find you the best homes on the market that 

match your home buying criteria and then negotiate 

aggressively on your behalf to get you into the home for the 

best price.  We also arrange property showings, assist with 

financing, provide property data, and explain forms and 

agreements,negotiate home inspections, repairs, occupying 

dates, buyer credits and cost and expenses when it comes 

time to buy.  We monitor the closing and overall make the 

home buying process as smooth as possible for you. 

 

Everything they do is weighted in your favor even if it 

means pointing out reasons why you shouldn’t buy a 

particular home you’re interested in. 
 

As a full-time professional real estate advisor, we represent 

you on all MLS-listed properties plus distress sales, bank-

owned properties, builder closeouts, for sale by owners and 

other properties that represent a good deal. 

The question you will be asking yourself is, “Are you more 
comfortable with buyer agency or are you OK with seller 

agency?  Which type of relationship would you prefer?” 
 

DID YOU KNOW...?  ONLY Buyer’s Agents can: 
 

SERVICES & DUTIES PROVIDED: Seller 

Agents 

Buyer 

Agents 

Protect Buyer’s Interests At ALL Times   

Advise and/or Disclose to Buyer ALL 

MATTERS (even if it means pointing out 

reasons NOT to Buy!) 

  

Prepare Property Value Study or CMA for 

Buyer (even if low) 
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Represent BUYER only   

Structure Offers to Promote & Protect 

Only Buyer 

  

Keep BUYER’S Financial capabilities, 
thoughts & willingness to pay more for a 

property strictly confidential 

  

Represent BUYER on MLS Listed 

properties PLUS:  Distress Sales, Bank 

properties, Auctions, For Sale By Owners 

& contractor built/sale properties 

  

Negotiate Home Inspections, Repairs, 

Occupancy Dates & Buyer Credits & 

Costs in BUYER’S Favor 

  

OWE FIDUCIARY OBLIGATIONS & 

RESPONSIBILITIES TO BUYER ONLY 

  

 

 

As your VIP Buyer Agent, Our Team Will Help You... 

 

 Secure the best financing at the LOWEST rates and 

terms for YOU. 

 Find the best home for YOUR needs. 

 Negotiate the lowest price & best terms for YOU. 

 Meet YOUR home buying needs with the LEAST 

amount of hassle. 
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How to Get the BEST DEAL When You Buy – The 

Benefits of Home Loan Pre-Approval 

3 KEY Benefits 

1. You will know exactly how much home you can 

afford BEFORE you start looking for homes.  You 

will know how much, if any, cash is required and 

what your monthly payments will be. 

2. You get access to the Best Financing (lowest rates, 

most favorable terms and highest quality of service) 

as a result of our long-standing relationships with 

several of the best lenders in the business. 

3. You can make a stronger offer and beat out other 

buyers as a result of being pre-approved. 

 

Pre-Approval is EASY as 1, 2, 3... 

 

Consider These 2 Offers: 

Buyer A – NOT PRE-APPROVED 

 $500,000 

 Offer Conditioned on Getting Financing With No 

Assurance of Loan Approval 

 Uncertain Ability To Secure Purchase Funds 

Buyer B – PRE-APPROVED 

 $500,000 

 Offer made with Lender’s Pre-Approval Letter 

 Financing GUARANTEED in writing by Lender 

 

Which Offer Do You Think The Seller Will Accept? 
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Negotiating the BEST TERMS on Your Next Home 

Purchase 

 

Our Team’s Specialized Knowledge 

 

 Our Sales TEAM Agents are full-time professionals, 

completely familiar with the intricacies of our local 

market, its practices and inventory. 

 We know zoning, land use, construction, real estate 

development, investment and a broad gamut of 

other real estate related matters! 

 We regularly attend outside and in-house training, 

continuing education and seminars by experts in the 

field so that YOU have the benefit of the latest and 

most up-to-date information. 

 We have the latest state-of-the-art technology 

computers, equipment and software, giving YOU the 

competitive advantage over other buyers. 

 

With Our Specialized Knowledge Our TEAM Will… 

1. Do the best job of finding that one “perfect 
property” for you. 

2. Do the best job of preparing an offer that meets 

YOUR needs at the lowest price and best terms. 

3. Do the best job of presenting and negotiating your 

offer so that the deal is in YOUR favor and 

 YOUR INTERESTS come first (not the Sellers!). 

4. Do the best job of closing the transaction with the 

least cost and hassle to YOU. 
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Unique TEAM Sales Approach 

1. Most agents are one-person shows with limited 

resources, time & energy, juggling several clients 

with little or no help and limited funds.  How can 

such agents give you first-rate service? 

2. OUR TEAM is made up of handpicked Real Estate 

Sales professionals!  Our TEAM always has time 

for you. 

3. Our UNIQUE TEAM APPROACH means you get a 

highly qualified staff of individuals, each with their 

own Specialized Knowledge and Areas of 

Expertise. 

4. Best of all - YOU get OUR entire TEAM of 

professional real estate agents, all working for 

you for the price of one! 

 

Valuable Consumer Benefits 

1. All VIP Buyer’s get a written “VIP Buyer 
Cancellation Guarantee” that allows you to stop 

working with us if we are not living up to the 

promises we make! 

2. All VIP Buyers get a written “VIP Buyer 

Satisfaction Guarantee” that insures your 

complete satisfaction with your purchase.  If within a 

specified time of your purchase you are not 100% 

satisfied with your new property, we will sell your 

home for free! 
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The Benefits of Our Unique Sales Team 

Instead Of: You Now Get: 

Searching on-line or in 

newspapers at homes that may 

be already sold… 

Priority Access to all the HOT 

New Listings BEFORE Other 

Buyers! 

Wasting your time viewing only 

homes an agent has picked out 

for you… 

Regular updates of homes that 

match YOUR criteria and YOU 

pick the homes you want to see! 

Being pressured to buy a home 

after a few showings… 

Access to any and all homes, 

which you can see at your leisure 

and with NO pressure to buy! 

Overpaying for the home you 

want… 

The best possible price and terms 

because you beat out other 

buyers and don't have to compete 

with multiple offers and buyers! 

 

Beat Out Other Buyers to Hot New Listings 

Our VIP Home Hunter Services – You are in Control 

Here’s the Problem many home buyers have when looking 

for homes with the typical real estate agent...The wrong 

person is picking the homes to view 
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The ABCs of Real Estate Service – (What MOST Agents 

Do!) 

Advertise a home to get you to call them. 

Beg you to talk to them. 

Choose a bunch of homes THEY like. 

Drive you from house to house. 

Encourage you to make an offer. 

Feel frustrated because the homes THEY select are not to 

YOUR liking. 

The Solution Our Team Provides:  Our Exclusive VIP 

Home Buying System
 tm 

Focuses on YOUR Needs! 

How it Works: 

1. YOU tell us exactly what you are looking for. 

2. We enter YOUR criteria into our powerful computer 

search program. 

3. We send you regular emails with computer 

generated lists of properties that precisely match 

YOUR criteria, including Forecloses, For Sale By 

Owner, Builder Close-outs and other properties that 

represent a good deal, whether on the Multiple 

Listing Service or not. 

4. We update you regularly after new properties 

meeting your criteria are listed By Any and Every 

Company! 
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5. YOU tell us what YOU are interested in and we look 

at and investigate the properties that YOU choose. 

The Result: 

1. Our VIP Home Hunter Service
 tm

 gives you 

PRIORITY access to all the Hot New Listings that 

match  

YOUR home buying criteria. 

2. Our computerized searches find EVERY property 

that meets your criteria so YOU get immediate 

access to ALL the listings, including:   Builder 

Homes and close-outs, Distress Sales, For-Sale-By-

Owner, Foreclosures and others properties for sale 

that represent a good deal. 

3. YOU get to drive by the properties at your leisure 

and without any sales pressure. 

4. We Put You in Control 

 

 YOU get to pick the homes you want to see. 

 YOU get to choose when you see them and drive by 

at your leisure! 

 YOU get all the info that the Real Estate Agents can 

see (including how much the present owners paid 

for the property and ALL the data from MLS system 

(not just the limited info the public can see.) 

 YOU tell us which properties you are interested in 

and we will do additional research and arrange a 

showing of ONLY the properties YOU want to see. 
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7 Ways You Benefit as a VIP Buyer 

Our Exclusive 7 VIP BUYER BENEFITS 

    What you get from Our Team                             Why You Benefit 

1.  YOU Get Pre-qualified FREE of 

Charge for a Home Loan and get access 

to special financing. 

You get more home for your money and you 

don’t waste time on homes above or below 
your price range.  You can beat out buyers 

not pre-approved when you make an offer on 

a property that has multiple bids. 

2.  YOU receive the best new listings that 

match YOUR criteria BEFORE the 

average buyer even knows about them! 

You can beat other buyers to all the HOT 

NEW LISTINGS by getting this front-of-the-

line access! 

3.  YOU are backed by our Specialized 

Market Knowledge. 
You get the house you want at the lowest 

possible price and on the best terms and 

conditions. 

4.  YOU have an entire TEAM of Real 

Estate Professionals and Leading-Edge 

Technology at your disposal, at NO 

EXTRA COST! 

Our State-Of-The-Art Technology and unique 

TEAM Sales System means you save time 

and money & your transactions are hassle-

free. 

5.  YOU get a written Cancellation 

Guarantee, signed by us, that allows you 

to cancel if we do not live up to the 

promises we make! 

YOU are in control, not the real estate agent.  

You get our signed, written commitment – we 

take all the risk so you don’t have to! 

6.  YOU get a written Satisfaction 

Guarantee that insures you are satisfied 

with your purchase 

If within the time specified in the VIP Buyer 

Agreement, you are not 100% satisfied with 

your new property, we will sell it for FREE!* 

7.  You get priority access to competent 

affiliates that can assist you with your 

total home purchase needs. 

We have special relationships with Real 

Estate Attorney’s, Home Inspectors, Certified 

Engineers and others that can handle those 

special needs. 
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VIP Buyer Satisfaction Guarantees 

YOU WILL LOVE YOUR NEXT HOME, GUARANTEED - If 

You Are Not Happy with Your Home Purchase, We Will Sell 

it for Free! 

Our team offers an EXCLUSIVE Buyer Satisfaction 

Guarantee so you are in control of the home buying process.  

We  want you to know that we have a vested interest in 

helping you get the best possible home — one that you will 

love and enjoy for years to come.  We put this GUARANTEE 

in writing to help you understand how committed to our 

clients we truly are! 

1. If we don't deliver the service we promise, you 

can cancel your agreement with us. 

 

We are so confident that our real estate system will work for 

you that we guarantee you the right to cancel our Buyer 

Agreement any time prior to submitting an offer to purchase 

a property, with no penalties or obligation, if our service 

doesn’t live up to my promise. 

2. Cancellation Guarantee* (*conditions apply) 

 

Entering into a Buyer Agreement with a real estate agent 

can be a risky business. Many sales representatives will 

promise the world when it comes to finding you a home, but 

how many of them can back that up with solid performance?  

According to a recent survey, more than 80% of homebuyers 

were dissatisfied with the performance of their agent, even if 

that agent sold them a property.  However, most Buyer 

Agreements lock you into long-term commitments and 

lengthy broker protection periods with heavy cancellation 

fees. In other words, it's an agreement your agent can get 

out of but you can't. 
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3. We’re offering you a way to work with us that is 
totally risk-free! 

For you, success in real estate is the ABILITY TO FIND 

HOUSES THAT MATCH YOUR HOME BUYING CRITERIA 

FASTER and for LESS MONEY than the competition. I'm 

confident that I can do this for you because our TEAM has 

already helped several hundred people just like you. 

Our pledge is to provide you with the highest level of service 

in the real estate industry and our commitment to this pledge 

is 100%. 

You’re right to evaluate whether we live up to this standard 
and to cancel your agreement with us at any point prior to 

submitting an offer to purchase, with no penalties or 

obligations, if we fail to deliver the service promised. 

REMEMBER, YOU ARE NEVER UNDER ANY 

OBLIGATION TO PURCHASE ANY PROPERTY! 

We Take All the Risk So YOU Don't Have to! 

This amazing and Exclusive VIP Buyer System along with 

our teams specialized knowledge puts our Buyers in control 

of the home purchase process and offers unique and 

exclusive services and guarantees that make the home 

buying process easier and more profitable for you. 
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Chapter 16: Building the Real Estate Office of 

the Future 

The Ultimate Team System - No Single Agent Succeeds 

on Their Own 

Unlike many large franchise or independent brokerages with 

dozens or even hundreds of independent agents, we operate 

in a tightly knit Team Environment. This practice enables us 

to provide very personal one-on-one service with the ability 

to deliver the research, marketing and customer service 

elements so important in every transaction.  We do this by 

delegating the right job to the most qualified person on the 

team. These people support the sales professionals who are 

working directly with Buyers and Sellers. 

Quite frankly, it’s very different than the typical brokerage 
model.  You see, the “Old School” model – how most 

agents work, is to sell houses – move product, if you will, as 

opposed to creating a business community and personal 

relationship with the people you serve.   All of the principles 

that are embodied in this system is what makes this practice 

so strong.  The team and customer service we implement  

supports and foster the inevitability of success because it’s 
predicated on the idea that you have no success if you do 

not understand what your clients want and need and find the 

means and the strategy to help them achieve it. Any fool can 

get a commission check at the end of a transaction but to 

truly achieve market success and customer satisfaction, we 

must provide the systems, strategies and customer-centric 

programs that make home buying and selling profitable and 

less stressful. 

 

 

 

“Nancy was of great help! I contacted her and about a month later she had a few buyers 

for my home! She even convinced the buyers to pay off some things that were affecting 

my credit due to my mortgage loan! I would recommend her services to anyone looking 

to sell their home in a promptly manner! Thanks Nancy!” 

- C. Blackmon 
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When I first begin my career in real estate, I did not 

understand how challenging, interesting, thought-provoking, 

action-oriented and satisfying residential real estate sales 

was going to be.  I had to learn, first, last and always that it is 

a business about helping people.  In our profession we sell 

high dollar commodities – residential homes – for or to 

people from all walks of life and financial capabilities.  The 

product itself is important only with respect to matching up 

buyers with homes that suit their lifestyle, pocketbook and 

emotional/aesthetic needs.  Many times that is the easy part.  

The real work lies in making a friend of my client; building 

trust between the client and me; making the transition from 

“sales person” to “trusted advisor.” 

Surely we need a thorough and ever-growing understanding 

of our marketplace. Definitely we need to develop superior 

negotiating skills.  Without question we need to understand 

contracts and financing.  Absolutely we need to be attuned 

to marketing strategies that answer the most current market 

needs and trends. Little of this is taught in “real estate 
school” when studying to pass the state exam.  But if never 
being bored, always having new opportunities and 

challenges, meeting new and interesting people, helping 

solve problems and turning a sales relationship into lasting 

friendships is one’s idea of a great career – selling 

residential real estate is as good as it gets! 

So my message to those who think any of the things written 

about here work for them – I say: Try it… you’ll like it! 

The approach the industry has adopted and that most 

brokerages and teams offer is to repeat the “tried and true” 
advice about “getting word out” about how the new sales 
person is now a real estate sales agent, telling their friends, 

wearing their salesperson’s badge to the super market, 
doing “desk duty,” sending out “look-at-me” self-promoting 

post cards to a “farm area,” cold calling expired listings from 
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their MLS, etc. There are lucrative cottage industries that 

have grown up around these techniques.  Unfortunately, I 

think the post card and calendar and decal and refrigerator 

magnet producers make more money than the agents who 

purchase their promotional products. 

Yet for the “experienced” agent who has managed to make 
“a living” at selling residential real estate using these 
techniques, as well as from creating a small referral base 

after years of work, abandoning these familiar tools may be 

difficult.  But none of these tools are consistent lead 

generation machines. Nor do they, and the “old school” 
coaching programs that tout use of these tools provide the 

nimble, flexible, systematic, duplicable tools and strategies 

for not just adding to a sales agent’s volume, but multiplying 
their volume and thus their net income. Still, even if some 

ambitious agents are interested in trying out a different 

approach, the cost to create or purchase the best lead 

generation tools and programs may be beyond their pocket 

or their thinking. 

In a team environment like ours, an experienced agent with 

solid negotiating skills, a genuine love of the business, and 

an earnest desire to work hard and succeed can flourish. 

They can flourish because all the lead generation work and 

costs to generate a consistent flow of warm leads and 

appointments is paid for by us. That means all the 

marketing, all the websites, all the advertising, is paid for by 

us.  As well, all the training needed to learn how to correctly 

contact buyer and seller prospects, to gauge their timing, 

motivation and interest in buying and/or selling is provided 

from the start and on an ongoing basis by us at no cost to 

the agent.  Worse than having no leads is having hundreds 

of leads and not knowing how to convert the best prospects 

into clients who the agent can serve and turn into closed 

business. 
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Becoming part of our team means learning smart time 

management and goal setting strategies. Thriving on our 

team means learning and practicing new marketing 

techniques for selling their listings, and learning and 

successfully practicing beneficial sales and service 

techniques for helping buyers locate and purchase a new 

home. 

Because, as we teach:  With happy clients comes the most 

important part of the concluded transaction - positive 

testimonials and recommendations to all their friends, 

relatives and business associates. 

And, for agents who have been alone in their businesses, it 

means their back is always covered.  If they go on vacation, 

if they are ill, if there is an emergency and they need help, 

working in our team environment means having coverage 

and support; working on our team means not having to worry 

about losing sales, hurting clients or losing their business. 

For new agents starting out, they don’t have to unlearn old 
techniques and substitute bad practices with new tools, 

strategies and techniques. At first glance these strategies 

and practices may seem unlikely to work, ungainly to 

implement, unrewarding for all the work and effort is seems 

to take to be successful.  Overcoming that old school 

mindset is perhaps the hardest part of helping experienced 

agents succeed on our team.  New agents have no baggage 

to discard.  But they do have to learn that what they thought 

successful real estate sales was all about is not how we 

successfully sell real estate. 

Although we provide consistent, ongoing training, we kick 

the baby bird out of the nest pretty quickly.  “Earn while you 
learn” is often the best teacher. We start by putting a new 
agent alongside an experienced ISA (Inside Sales Agents) 

or OSA (Outside Sales Agents) to listen to, role play with 
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and be mentored by someone who is consistently good at 

contacting prospects and booking appointments. We train 

the new agent on how to book that appointment, follow up so 

the prospect keeps the appointment. And then we send an 

experienced OSA or one of the team leaders out with the 

new agent to cover the appointment.  We want them to see 

how an appointment with buyers and sellers is correctly 

handled.  We want them to participate in the appointment. 

We want them to become comfortable with the dialogs, 

selling techniques and service and marketing strategies we 

employ to help our clients have the best experience possible 

while buying and or selling a home. 

As with an experienced agent, we teach the new agent to 

flourish in a team environment where all the lead generation 

work and costs to generate a consistent flow of warm leads 

and appointments is paid for by us. And again, that means 

all the marketing, all the websites, all the advertising is paid 

for by us.  The new agent is given a mentor as well, helping 

the new agent with all the training needed to learn how to 

become a successful team agent.  But once we think they 

are ready to be on their own – we let them fly and fail so they 

learn from practical field experience as well as discussions 

and analysis of the successes and failure.  Earn while you 

learn… learn while you earn.  Nothing so motivates a new 
agent as a closing check and a good testimonial from a 

happy client. 

Nancy Braun’s Role on the Team 

I am the team leader.  My primary role is: 

 Developing and overseeing the marketing strategies 

for our sellers properties and for the Team 

 Monitoring the marketplace 

 Training our OSA’s (outside sales agents) and ISA’s 
(inside sales agents) 
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 Working as an OSA, primarily with sellers, to keep 

fresh and have hands on understanding of the 

needs, issues and selling problems that must to be 

smartly addressed to help our selling clients sell their 

homes fast, for top dollar and with LOW STRESS! 

 

I will be involved in anything that requires my  

professionalism, my expertise or negotiation skills or 

anything that’s critical to the transaction.  The team and my  
support staff free me up to be part of the critical parts of the  

transaction that adds more money for our sellers or saves  

money for our buyers. 

 

Showcase Realty is very different from the traditional real 

estate company.  On our team I am the CEO and set the 

tone and focus for the business as well as manage the day-

to-day operations to make sure that our clients achieve what 

it is they have hired us to do; sell their home for the most 

amount of money, in less time and with less hassle or to 

guide them on the right home for the best price.  Bottom line, 

I have a very skilled real estate success team that’s very well 
Trained.  Each one of my team members brings experience  

and professionalism to each transaction. 

 

Property Department 

At Showcase Realty we have a property department that  

handles all appointments and showings as well as the   

logistics behind our showings and sales.  These include: 

signage, flyers, lockboxes, handling estimates for repairs,  

etc.  We have implemented a very powerful web-based 

software computer systems that keeps track of all our 

properties and showings.  Because it is web-based, all team 

members have access to photos, property descriptions and 

all information on each of the properties we have listed for 

sale.  Typically we hold about 300 properties that are at 

different stages in the sales process. 
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Our Pre-Marketing Team – Unique to The Carolinas    

Marketplace          

 

We are unique in The Carolinas as we implemented a pre-

marketing team that is charged with getting the property 

ready for sale.  The team researches the marketplace and 

completes evaluations and comparisons of homes that our 

seller’s home may be competing with in the neighborhood 
and just outside.  The team prepares the listing packages, 

along with what we call broker price opinions or CMAs 

(marketing analysis) and overall gets the home prepare to 

show its value.  If house systems or appliances need fixing, 

they take care of that. They also deal with current occupants 

or tenants if it is a rental property or if dealing with bank-

owned home. 

 

Marketing Team 

After the initial set up and staging period, my Marketing  

Team leaps into action, putting the property onto the MLS  

(Multiple Listings Service) and then onto our social media  

systems for maximum exposure.  Your home goes onto our  

Pinterest page, which gets hundreds of views per month.   

We keep up with all social media such as LinkedIn,  

Twitter, Facebook and YouTube. We have extensive   

YouTube videos that showcase all our homes and a very,  

very strong website that gets tremendous amount of hits with  

visitors to our website staying on and requesting more 

information on our properties. Visitors to our website stay on  

an average of 7 minutes, which is way above the normal time  

spent casually visiting a website. Our Marketing Team also 

handles press releases and public relations for the team. 

 
For more details on our guarantees see Chapter 7 
 
For our exclusive marketing programs see Chapter 9 
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Lead Coordinators 

Our lead coordinators handle answering all the calls and 

responding to all the internet leads that we get from our 

many online and off-line marketing systems and program.  

The buyers and sellers that call or email wanting information 

on our properties listed; get their questions answered by 

lead co-coordinators how know all about our properties for 

sale and can answer the inquiries quickly and accurately and 

give our prospects priority access to the newest homes on 

the market. 

 

Unlike a traditional real estate office, where this system is 

not in place, typically a real estate agent not connected to 

the sale or a home is assigned so-called “phone duty”.  
Agents, who happen to be at the office, who most likely have 

nothing to do or know anything about the property, are asked 

to handle the calls for free.  Those calls may or may not be 

handled appropriately.  The real estate agent who’s listed 
the property might be at home, at a family event, etc. and 

may not always be available to answer a call on one of their 

properties listed for sale. 

 

At our office we have paid people that are answering the 

calls from Monday through Friday, 9am to 7pm as well as 

from 9am to 6pm on Saturday and Sunday.  The team 

responds to inquires as fast as they possibly can.  Ideally, 

we respond within 5 minutes and then we continually follow 

up. 

 

We then set our prospective customers on a drip email 

campaign so we can stay in contact.  We send via email 

listing alerts as soon as a home that matches their home 

buying criteria comes out on the market. 
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Our Lead Coordinator Department also matches prospective 

home buyers with one of our preferred lenders.  We get 

buyers we are working with preapproved for a home loan so 

we are not showing them homes above or below their price 

range.  This way we do not waste anyone’s time on homes 
that the buyer would not want to buy or even afford. 

Once our buyers are preapproved we “match” them with our 

trained Buyer Specialists.  We monitor this throughout the 

home buying process so we know that it is a good match 

and that our clients are getting the service they expect and 

deserve. 

This is a very important step in our VIP Home-Buying 

System.  For more information on our VIP Home Buying 

System see Chapter 13. 

I believe the VIP Home Buying System really set us apart 

from the rest of the real estate offices in the Carolinas.  We 

are continuously building and investing in our extensive 

database of prequalified buyers. 

 

This is a very important point for our home sellers and for  

homeowners considering the real estate professional they  

will choose to sell what is most probably their biggest 

financial asset – their home.  We are working at any given  

time with over 19,853 buyers we have in our database who 

are literally waiting to hear from our team daily about homes  

that we have access to – either through MLS or off MLS such 

as our access to For Sale By Owner homes, distress sales,  

bank foreclosures and builder close-outs. 

 

For our sellers it’s as if we have been searching for a buyer 
for their homes before we even list it for sale. And because 

we are working with some many buyers that are prequalified, 

we can create demand for your home.  More demand means 

a higher sales price for you and a quicker sale. 
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Offer Submission Program 

 

To help facilitate and make offer presentations on our listings 

more efficient, we have implemented a very unique Offer 

Submission Program.  Agents can upload their client’s 
offers right into our exclusive software. This system enables 

us to receive the offers correctly and to respond to the offers 

or the agents quickly.  We can let them know where their 

offer stands and if there’s a multiple-offer situation, ask them 

for a better offer for our sellers.  We don’t miss a beat.  It’s 
all in one system.  Nothing is missed or falls through the 

cracks with an agent submitting an offer all different ways, 

for example email or fax.  This central portal – our Offer 

Submission Program gets us the offers directly. 

Closing Department 

Our closing department handles the part of the sale from 

contract to close.  Our handles all aspects the sales process 

so nothing is missed.  Unlike a single agent who works all by 

themselves and has to take care of the over 119 parts of a 

home sale, our team supports our sales efforts so that our 

sales team and I are focused on getting your home sold. 

 

Our “Hot” Department 

Our “Hot” Department handles all hot properties that we 

represent.  We work with three asset management 

companies that manage these types of properties in our area 

such as distressed sales, bank foreclosures, short sales and 

other properties that represent a good deal. 

Our Investment Team 

A unique part of our team and business model is our 

Investment Team.  They focus on the “numbers”, the 
algorithms and the P and L side for the investment 

properties in our portfolio and the ones that we are following 
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up for our investors.  The team works with, represents and 

stays in contact with our many investor clients. 

We have investor clients that run the gamut from individual  

“one off” or what we call our small investors to hedge fund  

companies and larger entities that buy hundreds of  

properties.  The team is in the field going to the properties,  

examining, photographing and videotaping them and then 

running very sophisticated analysis on the property to  

determine whether it’s a good fit for a particular client’s 

needs. 

 

Our Investment Team is constantly searching the Carolinas 

to find the best properties that fit that particular investor’s  
business model. 

 

Buyers Department 

Our specially trained Buyer Specialists work exclusively with 

our many prequalified buyers. They are dedicated and 

available to work with the over 19,853 buyers that we have 

in our database that are looking for a home in The Carolinas.  

These agents keep a sharp eye out for homes that match 

the home buying criteria of the buyers they are working with.  

Any new listings that we take, immediately goes to our buyer 

agents who email them right way to the appropriate buyers 

to see if we have a match before the home even goes on the 

MLS.  These agents also keep watch on the MLS (multiple 

listings service) for great homes as well as off-MLS 

opportunities such as distress sales, bank-owned homes 

and builder close outs; any opportunity that represents a 

good deal for our qualified buyers. 

Property Management 

Our team at Showcase Property Management LLC manages 

properties - primarily single family, duplexes, townhomes 
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and condos for a variety of investor clients.  These 

properties are rented and managed by us. 

Accounting Department 

We have an accounting department that handles the 

numbers and paperwork for all our transactions. 
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Chapter 17: Staging Concepts for a Successful 

Home Sale 

For many people, preparing their house for sale means only 

dusting, vacuuming and mopping. In other words, they are 

selling their house as-is. A couple of things will almost 

certainly happen: 

 The house languishes on the market for months and 

eventually the seller cuts the listing price, or worse, it 

never gets sold. 

 The offers, if any, reflect the as-is condition of the 

house, which is usually a lot lower than the listing 

price. 

 The sellers get frustrated because they are getting 

calls from bargain hunters who are looking for a 

cheap house to fix them up themselves. 

You don't want this to happen to you. Your goal is to sell 

your house as quickly and as profitably as possible. To do 

that we begin the process we term, “staging” your home. 

In the following chapter we will examine the importance of 

 De-cluttering, 

 Repairing, 

 Cleaning 

 Revitalizing. 

Each step builds on the other to turn your home into the kind 

of property that buyers look for in any market condition. 

 

http://www.prepareyourhouseforsale.com/declutter-house.aspx
http://www.prepareyourhouseforsale.com/repairing-tips.aspx
http://www.prepareyourhouseforsale.com/cleaning-tips.aspx
http://www.prepareyourhouseforsale.com/revitalize-tips.aspx
http://www.prepareyourhouseforsale.com/showing-tips.aspx
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Seeing with Buyer’s Eyes 

Not everyone will love your house as much as you do. 

You’ve gotten used to living with little defects such as creaky 
doors, dings in walls, and broken light fixtures. But buyers 

will notice these problems because that’s what they will be 
looking for. As much as looking for the perfect house to buy, 

prospective buyers are just as quick in crossing off houses 

that don’t immediately appeal to them. 

You need to think like home buyers. You must learn to see 

with buyers’ eyes: 

 Start by scouting open houses in your area. Take 

note of your feelings from the curb– what is it about 

the house that attracts or repels you. Do you feel 

welcome the moment you enter the house? Does it 

smell? Tour the house. Would you buy this house or 

why not? 

 Visit show-homes. Bring along a pen, a notepad and 

a camera. Ask permission before taking pictures. 

Note furniture arrangements, decorations, paint 

colours, and the placement of accessories like 

plants and lamps. How does it feel to walk into a 

spotless home? Observe quietly how other buyers 

go about their touring. What do they inspect, touch 

and talk about? 

Now take a digital camera and walk across the street, or far 

enough so you get a full view of your house. Snap some 

photos and display them on your home computer. Photos let 

you see your house through the buyers’ eyes. 
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You can tell a lot from these photos. For example: 

 Overgrown trees and bushes 

 Interesting exterior color scheme 

 Trailer, boat, or worse a rusty old truck (or similar) 

occupying the driveway 

 Non-existent landscaping or an unkempt jungle at 

the far end of the yard 

 Peeling paint and stained driveway 

 Garbage or junk scattered around the house 

Do you want buyers to see your house in its current 

condition? 

Now imagine the same photos are shown on the internet, on 

the MLS or other listing services. Not just the outside, but 

also the inside of your house.   We encourage you to take 

photos of both the exterior and the interior of your house. 

These are your before photos. Compare them with the after 

pictures once you’ve de-cluttered, repaired, cleaned and 

revitalized your house. The transformation will shock you. 

The Cost of Selling Your House 

Sellers often mistakenly believe the work and expense they 

put in only benefits the buyers since it is they who will get to 

enjoy all the improvements. This logic is wrong! You 

revitalize your house because you want to sell it fast and for 

the highest price. 

Statistics collected by the U.S. National Association of 

Realtors suggests that folks who stage their houses receive 
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seven to eleven percent more money and sell in half the time 

than those who don’t. 

Putting this in perspective: 

Un-staged Staged Return on Investment 

$200,000 
$214,000 to 

$222,000 
$14K to $22K 

$300,000 
$321,000 to 

$333,000 
$21K to $33K 

$400,000 
$428,000 to 

$444,000 
$28K to $44K 

$500,000 
$535,000 to 

$555,000 
$35K to $55K 

So a $300,000 staged home could fetch an extra $21,000 to 

$33,000. Even with out-of-pocket expenses of one to two 

percent to improve your house, you still come out ahead, by 

$15,000 in this example ($21,000 minus $6,000). 

While it’s difficult to spot the exact amount your house will 
sell for, it is safe to assume it will sell for more if you take the 

effort to prepare it. 

Seeking Advice from a Professional Stager 

Our team can work with you, along with a professional 

stager to stir up that elusive positive mood amongst buyers 

touring your house. It is this pleasant emotional response 

that entices a buyer to say, “This is the right home for me.” 
More often than not, these buyers are willing to pay more to 

get what they want because they have already emotionally 
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moved in. Compare this with those that see your house as a 

cheap buy. You certainly don’t want to hang out with the 
latter camp. 

Here are some of the top investments of time and money 

you can make to have a successful home sale: 

 De-cluttering 

 Repairing, patching, and painting 

 Thorough cleaning 

 Rearranging artificial lighting and furniture 

 Choosing new window treatments 

 Adding and moving accessories 

 Improving the curb appeal 

The way you live and the way you present your house for 

sale are two different things. The focus is no longer on what 

you desire. The focus is the buyers’ desire. 

Checking Your Inventory 

It’s time to roll up your sleeves and get your house ready for 
sale. Go through every room, scrutinizing every item. Don’t 
forget your basement, crawlspace and garage. 

Make four distinct piles: Trash, Return, Donate, and Might 

Need. 

Trash Pile: Be ruthless! Dispose of trash as soon as 

possible. There’s no point in going through the exercise and 
then letting it all sit in piles. You’re just creating a bigger 
mess than when you started out. Eliminate the following: 
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 Expired food and medications 

 Dated phone books, sale catalogues, newspapers 

and magazines 

 Clothing and shoes that are out of style 

 Broken stuff that you’ve never had the time to fix 

 Projects that you started and hoped to finish 

“someday” 

 Obsolete electronics: old computers, TVs, stereo 

equipment, phones, etc. 

Return Pile: Return anything that doesn’t belong to you. 
You’re going to be busy packing and moving your own stuff. 
Don’t add to your woes by moving someone else’s 
belongings. 

Donate Pile: You will find things that are still in good 

condition but they’re of no use to you. Feel guilty about 
throwing them away? Consider giving them to your friends 

and families, charitable organizations, or advertise in the free 

section of the classified ads in your local newspaper or 

online. 

Might Need Pile: it’s human nature to hog stuff. Ask yourself 

the following questions: 

 Would you go out and buy one today? 

 Do you know what it does? 

 Did you even remember you have it 

 Have you used it since your last move? 

If you answer ‘No’ to any of the questions, then you should 
consider tossing it or donating it. 
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De-cluttering Checklist 

It would be overwhelming if you tackled the whole house at 

once. Feel free to expand the list to meet your needs. 

Delegate the work to other family members accordingly and 

go at it. Put checkmarks in when done. It’s important to know 
you’re making progress. 

Room Trash Return Donate Might Need 

Kitchen     

Bathrooms     

Family Room     

Dining Room     

Living Room     

Den/Office     

Master Bedroom     

Bedroom #2     

Bedroom #3     

Linen Closet     

Laundry Room     

Basement/Crawlspace     

Garage     
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Yard     

Tool Shed     

Returning Rooms to Their Core Functions 

Do your rooms have identity crises? In making your house a 

home, you may have overloaded a room to suit a purpose it 

wasn’t intended for; for example, your family room also 
serves as a music room; the living room is doubling up as an 

exercise room; perhaps your dining room has been 

transformed into an office. 

It may surprise you that many buyers are not imaginative 

and they believe what they see. When the rooms are in 

disarray with mixed functions, buyers will think the design of 

your house isn’t well laid out or they’ll think a room is missing 
altogether. This is why you must return all the rooms to their 

original intended use. 

 Your house becomes more organized because 

everything is in its rightful place. 

 You automatically de-clutter the offending rooms 

because they have less furniture and fewer knick-

knacks that don’t belong. 

 You won’t confuse your buyers. They’ll be better 
able to visualize their own furniture fitting into the 

room. 

Instead of shuffling furniture from one area of the house to 

another, you should consider putting these items away until 

your house is sold. When this isn’t realistic, perhaps your 
basement can be partitioned to host some of the secondary 

functions such as sewing, exercising, playing music, etc. 
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De-personalize Your House 

This is very important. You want your buyers to visualize 

themselves live in your house, not you living in it. Personal 

artifacts distract so you have to put them away – 

photographs, souvenirs, trophies, medals and certificates, 

posters, religious items, and family heirlooms. 

If you’re a collector, then pack away your collectibles and 
valuables. Don’t forget your refrigerator’s door as it is one of 
the most common place to hang cute magnets, memos, 

postcards and all sorts of personal stuff. 

The other reason to de-personalize has to do with safety. 

Buyers rummaging through your house are strangers and it 

would be better if they don’t know who lives there, or have 
access to any other personal data. 

Packing for Moving 

Once you’ve thrown away all the junk, returned the things of 

others, donated all the stuff you don’t and won’t need, and 
returned the rooms to their core functions, the house will feel 

a whole lot lighter and spacious. We’re now ready to 
proceed with the next de-cluttering step: packing. 

You may be thinking, “Is it not premature? I haven’t even 
sold my house!” But you’re going to, right? So pack now. 

Excess: Pack overstocked and off-season items. If you’re 
selling your house in the summer then put away winter wear 

and sporting gear. Try to return excess to the store you 

bought it from; they might take it back. 

Box Infrequent Use Items:  Includes clothes, shoes, books, 

CDs and DVDs, cookware, small appliances, etc. Clear out 
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all the stuff from your linen closet, kitchen cupboards and 

cabinets but for the essentials for day-to-day survival. You 

need to learn to live on bare necessities while selling your 

house. 

Pack now: You’ll have that much less to do later when you 
move. Make sure you label the boxes so you know where 

they should go in your new house. 

Off-Site Storage is Best: This is especially true if you live in 

a condo where space is at a premium. So rent a commercial 

storage unit or ask a favor of close friends. They’ll help you 
out if they know the arrangement is temporary. 

Onsite works, it’s just not optimal. Choose a corner in the 
basement or crawlspace and stack packed items away 

neatly. Do not use the garage or the spare bedroom as a 

storage area. They provide more value when you exhibit 

them as living space. 

Arranging a Home Inspection 

While de-cluttering your house in the previous step, you 

might have noticed a few items that needed fixing or 

replacing. This is a good start but it doesn’t go far enough. 
You should consider investing in a home inspection. 

You may be thinking, “Why should I hire a home inspector? 

It’s going to cost me money and he’s going to find more 
problems with my house.” 

That’s short-term thinking! By uncovering the defects at this 

stage you will have the opportunity to fix them before your 

buyer or the buyer’s inspector finds them. You get to control 
which problems you want to address, who you hire, and 

what materials to use. Compare this with the buyer 
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discovering them. An allowance that usually exceeds the 

cost of the repair will be asked for. Correct the problems now 

and you could save thousands of dollars later. 

Other Reasons to Inspect Your Own House: 

 Peace of mind plays a key role when people are 

looking to buy a house. By showing the buyers that 

you’ve taken the steps to ensure that your house is 
solid you’ve removed a huge barrier. Your buyers 
will be able to concentrate on imagining themselves 

living there rather than on what could go wrong with 

it. This will set yours apart from other houses up for 

sale in your area. 

 Inspectors will gladly give you tips on how to fix 

certain things or how to hire a professional. Their 

advice could save you a ton of time and money. 

 Full disclosure is required by law. By having your 

house inspected you alleviate the fear of getting 

sued down the road. Full disclosure will also project 

you as a trustworthy seller and that’s always a good 
thing. 

The cost of an inspection starts at several hundred dollars 

but will vary depending on the age of your house, its size 

and location. You would be wise to work this cost into the 

selling price. 

It’s a gamble to rely exclusively on the buyer to arrange a 
home inspection. Significant defects can derail the sale of 

your house. Even small ones are ground for re-negotiation. 
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Repairs vs. Renovation 

Be mindful of turning a repair job into renovation job. While 

renovations help to increase the value of your house, in most 

cases, however, you will not be able to recoup the 

associated costs. Looking at a recent survey done by the 

Appraisal Institute, it suggests many renovations are 

frivolous and harmful to your pocket book. 

 

Buyers love upgraded bathrooms and kitchens, but you need 

to be realistic about it. It’s high risk to spend thousands of 

dollars renovating these areas expecting a high return on 

investment. Our Revitalizing section will show you how to 

spruce up your kitchen and bathrooms on a dime, and the 

importance of a new coat of paint. 
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The numbers are not encouraging. Buyers expect that your 

house comes equipped with roof, furnace, flooring, windows, 

yard and fences. Fix or replace these items for salability but 

don’t count on the buyer to bail you out one hundred 
percent. Unless the houses in your area have been 

upgraded and you’re playing catch up, be wary of new 
upgrades like installing a fireplace and building a deck. You 

are predisposed to lose money. 

So what to do? Keep in mind you’re trying to sell your house 
and will not be living there for long. 

 If it isn’t broken, don’t fix it. 

 Plan to spend as little as possible. 

 Check out open houses in your area. Do a slightly 

better job than your competitors. 

Cleaning or Replacing Your Carpets and Floors 

The condition of the floor is one of the most important factors 

buyers consider when shopping for a new house. Buyers 

would prefer to pay a little extra for a clean floor that will last 

them a long time. By all means, do a thorough job cleaning 

your floor first but if it is worn, stained, ripped or buckled, you 

should replace it. 
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Yes, it will cost you thousands of dollars but your house will 

look spectacular. This should translate into a higher selling 

price thus recouping the cost of the new carpet. Do not make 

a price concession because your floor is in poor condition. It 

is much cheaper to replace your own carpet and flooring. 

Make sure you select a color that will appeal to the broadest 

segment of buyers. Beige is the safest color since it will go 

well with most decors and furniture. 

Getting Rid of Odors 

You have probably grown so used to the smell of your house 

that you fail to notice that there may be, for example, strong 

tobacco smoke, pet, mildew and cooking odors that will 

offend your buyers. Buyers are most suspicious of houses 

that have smells because they are afraid they might not be 

able to get rid of them. Ask a friend or a relative to do a sniff 

test of your house. The best smell is no smell. 

Tobacco Smoke: Some buyers get turned off by the 

slightest whiff of tobacco smoke. The smell is caused by the 

leftover resins and tars. Over time they condense into yellow 

‘goo’ deposits. To get rid of the smell you have to get rid of 
the deposits. 

 Hire a professional to shampoo and steam-clean 

your carpets and upholstery. 

 Wash your walls. You may have to repeat the 

procedure several times. 

 Paint the ceiling if it has turned yellow. Rent yourself 

a power paint sprayer to save time. 

 Wipe non-fabric surfaces with a vinegar and water 

mix. 
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If you smoke, take it outside the house once you’ve gone to 
the trouble of cleaning and getting rid of the stench. 

Pets: All pets have some smell, period! When practical, look 

for a temporary home for your caged animals. As a 

minimum, clean their habitats and open the windows to air 

out the house. Pets that roam around the house represent a 

bigger challenge. 

 Hire a professional to steam-clean your carpets and 

upholstery. They have special cleaners to remove 

stubborn smells and stains. 

 Thoroughly clean the corner where your pet sleeps. 

 Remove pet hairs from upholstery. 

 Patch and repaint scratched doors. 

Ask your friends if they can help take on your pet(s) while 

your house is up for sale. Otherwise you’ll just have to grind 
it out and clean more often. 

Mildew: Mildew and mold thrive in moist areas such as 

around the tub, shower and sink, or as the result of a leak. In 

places with poor air circulation, such as basements, they can 

produce a strong musty odor. Besides the smell, some 

people are allergic to the spores. Any sign of mildew or mold 

is a big turn off. 

 Install a dehumidifier in the basement if your 

environment is naturally damp. 

 Repair any leaks. Clean the affected area with 

diluted chlorine bleach. Let dry and repaint if 

necessary. 

 Use mildew remover on the tub rim and between 

tiles. 
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 Re-caulk and re-grout as required. 

Cooking: While you may have grown accustomed to your 

cooking, strong smell from fish, garlic, curry, cabbage, and 

other pungent foods will reach your buyers. Your best bet is 

to refrain from cooking strong-smelling foods altogether until 

your house is sold. But if you must then open your windows 

to air out your house. 

Stubborn Odors: When you have a smell that refuses to go 

away, consider renting an ozone machine. It’s best to hire a 
professional, as you need to be out of the house for a few 

days. In the worst case scenario you will need to repaint 

your walls and replace the underlay and the carpet. 

Regardless of the actions you take, open the windows and 

let fresh air circulate through your house. 

Improving Curb Appeal 

Revitalizing your house starts with the exterior. The first test 

is to make sure your house stands out on the Internet. If the 

listing doesn’t look attractive, the buyers (or their agents) 
won’t want to see your house. 

The second test is when they’re driving up to the front of 
your house. You have about ten seconds to make a lasting 

impression. This is your store front. You want to make it look 

so inviting that buyers will be anxious to see the inside. 

Failing to do this and you’re literally driving them away. 

Luckily, it doesn’t cost too much money to improve your 

house’s curb appeal. For a few hundred dollars you can 
immediately give it a fresh facelift. 
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 The focal point is the front entrance. Paint it a 

contrasting (but tame) color to make it stand out. It 

should invite your buyers to come into the house. 

Polish the door handle and knocker to a shine. 

Replace the hardware when it looks dated. 

 Greet your buyers with a ‘Welcome’ doormat. 

 Upgrade to a beautiful coach lantern by the door to 

give your home an elegant and stately appearance. 

 Draw the eye with a new set of house numbers. 

Make sure they are visible from the road. 

 Shop for a new mailbox to go with your great 

entrance. 

 Spring/Summer 

Trim trees and bushes so buyers can see the characters of 

your house from both afar and close. 

Add colourful planters and urns on the front porch and the 

path leading to it. They are nice because you can move 

them around to get the desired look. The other good news is 

that you can take them with you when you move. 

 Add color to your entrance by hanging a wreath of 

dried flowers on the front door. 

 Add mulch to your garden and around trees for a 

fresh clean look, all seasons. 

 Consider old-fashioned removal. For example: a 

fence can make your house looks like a fortress, too 

many bushes and trees can suffocate your house by 

hiding its nice features and characters. 

 Observe the colours of your exterior walls, trim, 

shutters, garage door, and fence. If the colours do 

not appeal to the masses or the paint has faded with 
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age, a new coat of paint will bring it back to life. 

Minimally, the trim items and the front of the house 

must look sharp. Whatever you decide to do, make 

sure the colour you choose is in harmony with the 

neighboring houses. 

Lighting 

Natural Lighting 

Take stock of how much light is entering your house. When 

your house is dark, it feels like a bat cave and it won’t matter 
even if you have the most incredible interior. 

Open all curtains and windows while it’s bright outside. Now 
observe minutely each room. Does it feel dark and cold? It 

may be fine if you’re used to living this way but buyers will be 
quick to cross your house off their list for lack of coziness. 

Natural Light: 

 Remove ornaments or anything hanging on your 

windows. The glass panes must be clear and 

unobstructed. 

 Cut back tree limbs that block natural light reaching 

your windows. Similarly, remove indoor shelves and 

plants blocking your windows. 

 Window treatments: replace dark or heavy looking 

drapes. Here the sky is the limit: 

 Consider shutters, sheer white panels, or cut-to-

measure blinds at a home center. They are relatively 

inexpensive and you can revitalize your rooms in 

one weekend 
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 Mount your valance higher to let in more light while 

making the window appear larger. 

 Yet another possibility is to leave windows bare for a 

fresh, on-trend look. 

 Remove doors and let adjacent rooms share their 

light (and fresh air). This works well with dining and 

living rooms. 

 Reflect light with strategically placed mirrors. Do this 

sparingly or risk being labeled as the house of 

mirrors. 

 Replace the solid door of your study room with a 

French door so light can permeate to the rest of the 

house. To upgrade inexpensively, buy a French 

glass insert and install it yourself. 

 Clean your windows and skylights. Layers of grime 

can filter out an amazing amount of light. 

 Consider a new decorative glass insert for your main 

door. Glass inserts are economical and easy to 

install. You’re guaranteed to buy lots of light for your 
foyer. 

Artificial Light: 

 Clean all light covers or diffusers until they sparkle. 

Don’t forget to clean your lampshades. You’ll be 
surprised how much extra light you’ll be getting just 
by cleaning. 

 Light bulbs: 

 Clean or replace dull light bulbs.  Use higher 

wattage bulbs without exceeding the 

fixture’s capacity. It’s labeled either on the 
side of the light socket or on the inside. 
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 Avoid mixing bulbs with different wattages 

on the same fixture. 

 Consider upgrading your light fixtures. For 

several hundred dollars your house will 

sparkle:  Chandeliers for the foyer, dining 

room, and kitchen nook. 

 Flush mount ceiling fixtures for bedrooms 

and hallways. 

 Vanity bars for the bathrooms. 

 Track lighting in the kitchen and family room. 

 Lamps: table lamps are great for filling up 

the room with warm light. Floor lamps are 

versatile. You don’t need end tables and 

they can be relocated around the room. 

They’re great for dark corners. 
 Clean reflective surfaces to a shine (glass 

panes, brass and chrome hardware). They 

don’t add light but they make your house 
sparkle. Attention to little details like this all 

adds up in the end. 

 

Neutralizing With Paint 

In as little as a few hours you can brighten just about any 

room with a new coat of paint. It is also one of the most cost-

effective updates you can do. When the house is clean and 

the walls are freshly painted, your buyers will feel that they 

can move in and start enjoying your house right away. 

 Dark walls, even if they are clean, rob a room of 

light. They also make your room appear smaller. 

 We strongly recommend you remove any wallpaper. 

Wallpaper comes in a myriad of designs that only 

you might appreciate. When wallpaper is old, buyers 
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see it as extra work they will have to do to take it 

down. 

 Paint your ceilings. If your house is old or if you have 

a heavy smoker in the house, chances are that the 

ceilings are yellowed. Take a piece of white paper 

and put it against the ceiling. The colour contrast 

may disgust you! 

 If you’re not up to painting or you don’t have the time 
to do it properly, consider having your walls painted 

professionally. Your house will look great and you 

should be to sell it for more money, thus recouping 

the added expense. Painters don’t just paint. They 
also patch damaged walls and they can help you 

choose nice colours. Be sure to tell them you’re 
selling your house and you want a neutral colour 

that will go with all decor. 

However, if you want to paint on your own and save, here 

are some general guidelines: 

o Paint your kitchen, living room, family room, and 

hallways the same colour. It will flow better while 

making your house seem larger. Pick a warm tone 

such as cream, beige or pastels. These colours will 

go well with most furniture. This is your dominant 

colour. 

o Create contrast by painting the washroom, the study 

room, and the bedrooms another colour. Again, pick 

a neutral colour or one that is a darker tone than 

your main living areas. 

o Don’t want to paint the whole house? Try a different 
colour scheme for trims and doors. It will make your 

house look new again. 

o Paint your ceiling white. This will brighten any room. 

You can rent a power paint sprayer from a tool rental 
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shop. It’s much quicker than a roller and it paints 
your ceiling more consistently. 

o Rent a wallpaper steamer from a tool rental shop to 

remove any old wallpaper. It will save you a lot of 

time. Clean leftover glue and patch the surface 

before applying new paint. 

o If your home has a basement, don’t overlook it.  
Patch holes and paint a nice warm neutral colour to 

remove the somberness. Your basement doesn’t 
have to look like a dungeon. 

Pets a Problem? 

The best option is to find someone to pet-sit them during a 

showing. Otherwise, keep them in a kennel and let the 

buyers know you have pets. Keep your fingers crossed that 

the buyers won’t mind. 

Weekly Checklist 

Be prepared to spend a few hours each week maintaining 

your house while you’re selling it. It doesn’t have to be done 
on the weekend. In fact, you should stagger the tasks. That 

way your house isn’t it its worst shape on the Friday before 

the weekend showing. Share the workload with other family 

members. 

 During the warm months, maintain your landscape by mowing 

the lawn, trimming shrubs and plants. If you have a water 

sprinkler system then set for hours when you have no potential 

buyers strolling around the yard. 

 

 Sweep walkways, driveway, front porch and decks. 

 Wash your windows when required. 
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 Dust the furniture. 

 Sweep, vacuum and mop your floor accordingly. Do this more 

often when required. Give your throw rugs a good shake 

outside. 

 Clean the shower and tub areas. 

 Organize storage spaces. Observe the half-full rule. 

 Replenish indoor flowers or outdoor planters for new showings. 

 Pay your bills and put mail and statements away. 

Daily Checklist 

Every room should have a clutter bin. This is where you stow 

away your everyday-use items. You can purchase these 

plastic containers just about anywhere. Encourage your 

family to use the bins as much as possible. Put them away in 

a convenient place (underneath the bed, in the pantry, etc.) 

before a showing. Buyers are curious people but they won’t 
open containers. Your daily activities should include: 

 Make the beds every morning. 

 Launder more often to avoid the mountain-of-clothes 

syndrome. 

 Sort fresh mails. Keep those pieces that matter (utility bills, 

letters, etc.) and toss the rest immediately. The new motto is 

file, not pile. 

 Dump yesterday’s newspaper. 

 Wash the dishes right after meals. Put them away when dried. 

 Wipe faucets and sinks clean. 
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 Discard old food and leftovers in the fridge. 

 Remove fingerprints and smudges from mirrors, windows, and 

walls. 

 Sanitize the toilet bowl. 

 Pick up after your pets, inside and outside the house. 

 Fall/Winter: Rake the leaves. Clear snow and de-ice walkways 

and driveway. You don’t want to be liable if one of your visitors 
falls. 

 Spring/Summer: Water your lawn and garden every few days. 

Retract or tuck away the hoses when done. 

 Turn on all lights when you’re not home. 

 Use the clutter bins to collect last minute junk. Buyers have the 

tendency to turn up when you least expect them. 

Showing Ideas 

This is the moment you’ve been waiting for… It’s curtain 
time. Make sure your house is ready by following some of 

our tips: 

 Pick up any last minute clutter inside and outside of your 

house. Use the clutter bins you’ve set aside for this purpose. 

 Maintain a pleasant indoor temperature (21°C or 70°F). 

 Declutter the kitchen counter. Put away kitchen gadgets and 

small appliances. 

 Clear the dish drainer. Tuck dirty dishes in the dishwasher. 

Your sink should be empty. 



128 

 

 Put away personal valuables. Turn off your computer. 

 Straighten chairs and tables. 

 Open windows, weather permitting, to fill your house with fresh 

air. 

 Make sure no drawers are left ajar. 

 Open all interior doors except those of closets and pantry. 

 Pull open the blinds and curtains to brighten your space. 

 Wipe your shower and tub area dry, if necessary. 

 Draw the shower curtain back so buyers don’t have to peek. 

 Ensure all toilet lids are down. 

 Close the garage door. 

 Turn on all lights, including those in your closets, basement 

and garage. Don’t forget your exterior lights when the showing 
is in the evening. 

 Turn off the TV. 

 Take out the garbage. No stinky odors in this house! 

 Straighten the entrance rug. You’re sending a subliminal 
message that they’ve entered a clean house. 

 Park your vehicles somewhere else. Your driveway and garage 

must not be occupied during a showing. 

 

 

 

 



129 

 

Chapter 18: Our Extended Team 
 

As well as our team of salespeople, marketing and  

administrative staff, we have what I call our Extended Team  

or Partners that help our clients during the buying or selling 

process.  We have availed our customers with access to top  

professionals in the field of real estate who assist our clients  

with the many parts of the real estate transaction.  These  

professionals are an extension of our team.  Just as we 

have to understand our seller’s and buyer’s needs, primary 

concerns and goals – so do they. 

 

Lenders 

 

Our lender vendor partners work to make buyers 

comfortable with the home buying process.  Even if one of 

our VIP Buyers purchased a home with a loan within the last 

few years, today the process of information gathering, 

disclosure and underwriting is very different and far more 

daunting.  Keeping buyers both on track and clearly informed 

so there are no unpleasant surprises anywhere along the 

path toward loan approval takes patience, clarity and focus. 

We work with several lenders who work with our buyers to 

get them prequalified for a home loan.  It is very important 

for buyers to be pre-qualified for a home loan so that they 

are not wasting time looking at houses below or above their 

price range and possibly miss out on the perfect home for 

them.  Getting pre-qualified for a home loan is critical as well 

so that if your buyers see the home they like, they already 

know that they are pre-approved and that way they can 

present a stronger offer to the seller because the seller 

knows that the buyer we bring to the home has the financial 

wherewithal to close the transaction.  For our sellers it’s 
important for them to know that they buyers that we are 

working with have been pre-qualified so we are not wasting 
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their time by bringing buyers to the house that cannot 

purchase the home. 

Our lending partners provide us with feedback and input on 

finance ability for buyers when we take a listing.  We will 

spend time brainstorming with a lender about what category, 

what class of buyer, and what kinds of buyers we’d be 

looking for to show a particular property.  We also will talk 

with them about what their buyer traffic has been, what 

difficulties have there been in different buyer categories to 

get loans and other financial strategies we can offer to our 

buyers to get them the most house for their money. 

So, we use the lenders both to help our buyers get qualified 

for a loan but also to help us understand how we might be 

able to attract more buyers to a seller’s home by using that 
as some leverage to help buyers to get loans but for our 

seller’s home.  That’s one area. 

Home Inspection 

When we have a home that we think might really need some 

needs attention or more scrutiny than just what we are doing 

by looking at the home on surface, we have two home 

inspection companies that will pre-inspect the home to look 

at it from a buyer’s point of view and list any deficiencies that 
we need to be aware of. This helps us in the sale of the 

home to get it pre-inspected so that if there are issues that 

may come up during the home inspection, we have handled 

them before the home is on the market.  There are 

unfortunately inspection issues that could lose a sale for our 

seller or cause there to be a very painful reduction in price 

because something has been found late in the game.  We try 

to pre-diagnose to mitigate the problem or find a solution to 

fix it before the first buyer comes through the home. 
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List of Preferred Vendors 

 General repair people 

 Plumbers 

 Electricians 

 Home repair and improvement professionals 

 Preferred Lenders 

 Preferred Attorneys 

 Home inspectors 

 Carpet Cleaners 

 Many others… 

 

You name it!  The list is long and ever growing.  Almost 

every vendor that you could possibly imagine we have direct 

relationships with the best of the best in the area.  With our 

Extended Team and Partners we can make the experience 

for the buyer and the seller less confusing and more 

streamlined and they can trust that, “Well, I’ll just call 
Nancy’s plumber,” or, “I’ll just call Nancy’s electrician”, and 

know it will get done right without having to vet out these 

people themselves. 

To learn more about our Extended Team, please see our 

current vendors at www.ShowcaseRealty.net 

 

 

 

 

 

 

http://www.showcaserealty.net/
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Chapter 19: Our Team Gives Back to the 

Community 
 

My team and I are very committed to corporate social 

responsibility and we have picked the Boys and Girls Club of 

Greater Charlotte as our main charity to focus on in the 

community.  I’m currently the chairperson of the resource 
development department which means I’m in charge of all 
their major fundraisers for eight clubs in the area.  As well, 

I’m on their advisory council. 
 

Showcase Realty LLC has been a part of many fundraising  

efforts over the years. One of our successful fundraising  

efforts also helps our business community.  We host monthly  

training sessions for agents and investors in the community. 

These are fee events for anyone to come from outside our 

industry and attend any of our training sessions. The  

sponsors of our events make donations toward the Boys and 

Girls Club.  At our events we have representatives or the 

charity do short presentations and we’ve been able to raise 

funds at our events. Money towards the Boys and Girls Club 

is also directed from every closing we have. Typically we 

either raise or donate $20,000 - $25,000 yearly towards this 

charity. 

 

In the summer, we put on a carnival for one of the Boys and  

Girls Club’s we sponsor.  Over 100 children, who spend  

most of their summer at the Boys and Girls Club doing the  

same activities day after day, get a rare treat courtesy of our  

office and team.  My staff actually came up with the idea of a  

carnival to make a really fun day for the kids.  We have a  

dunk tank and lots of carnival tables set up.  We organize 

and play carnival games and give presents to every child 

there. We give out popcorn, cotton candy, ice cream, mac 

and cheese, and all kinds of treats.  It’s a really a fun day 
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and our team works hard putting it together to make it a v 

very satisfying and fulfilling event. 

 

During the Christmas season we “adopt” a family for the  
holidays.  We help families in need, single parent families  

and families whose children go without; who would never  

had a Christmas, everything that was on their wish list.  It is  

so fulfilling to witness how the children’s eyes just blossomed 

and light up as we drive up to their home with beautifully  

wrapped donated gifts.  This means a lot to our Team and  

me. 

 

These are the blessings that the real estate business has  

given to me as a business person in our community. 
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A note from fellow home sellers…  

We DIDN’T call Nancy Braun and the Showcase Realty LLC Team 
when we needed to sell our home. 

“Nancy and the Showcase Realty team got our house sold in less than 2 
months after it had been on the market with 2 other realtors for 3 years! Her 

marketing strategy works and got our home shown and sold. Throughout 

the process we never felt alone - Nancy or someone from her team were 

always available if we had questions or even just needed reassurance. We 

are now finally able to move on with our lives and begin building our dream 

home. We will always appreciate all that Nancy and the entire Showcase 

Realty team did for us!” 
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Read This Book ONLY if You 

Are Ready to Get Moving Now! 

Nancy Braun, Broker /Owner of Showcase Realty LLC 

here in the Carolinas, Guarantees the sale of your home 

with EXCLUSIVE and UNIQUE Strategies proven to sell 

area homes for the MOST AMOUNT of MONEY, in LESS 

TIME and with LESS HASSLE.  Act now if you… 
 

 Are very serious about selling your home now or in the 
near future and you are less than 6 months from listing 
it. 

 
 Want a professional objective honest assessment of 

your home and its potential selling price. 
 

 Are open minded to unique and exclusive, but proven 
and effective means to selling homes like yours. 

 
 Understand the concept of supply and demand, and how 

it impacts your home sale (i.e. the agent who can create 
the most demand for your home will get you the highest 
price). 

 
 Would like to arrange a private appointment at your 

home, where all your questions will be answered, and 
the plan to sell your home with the Showcase Realty 
Team revealed and discussed in detail. 

 

 

 

 

 

 Your Home Sold Within 120 Days or I Will Pay You $2,500 CASH! 

CALL 704.997.3794 TODAY! 

No other Real Estate Agent or Team will do more to sell your home for the 

most amount of money, in the shortest period of time and with the least 

hassles for you.  Call 704-997-3794 for a FREE “In Home Equity 
Diagnostic Analysis” now.  Or email us at clientcare@showcaserealty.net 

Contact us today and start packing. 

mailto:clientcare@showcaserealty.net

