
WHEN YOU HAVE TO HAVE 
THE MOST FROM THE SALE OF 

YOUR PROPERTY!

CHARLOTTE SELLSALOT
205-555-5555
yourfuturerealtor@gmail.com
getarealestatelife.com
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THERE’S A FORMULA FOR GETTING A QUICK 
SALE AT THE HIGHEST POSSIBLE PRICE.

Real Estate Company has MASTERED this formula.
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REAL ESTATE BROKERAGE SERVICES DISCLOSURE
Alabama law requires you, the consumer, to be informed about the types of services which real estate licenses may 
perform. The purpose of this disclosure is to give you a summary of these services.

A SINGLE AGENT is a licensee who represents only one party in a sale. That is, a single agent represents his or her 
client. The client may be either the seller or the buyer. A single agent must be completely loyal and faithful to the client.

A SUB-AGENT is another agent/licensee who also represents only one party in a sale. A sub-agent helps the agent 
represent the same client. The client may be either the seller or the buyer. A sub-agent must be completely faithful to the 
client.

A LIMITED CONSENSUAL DUAL AGENT is a licensee for both the buyer and the seller. This may only be done with the 
written, informed consent of all parties. This type of agent must also be loyal and faithful to the client, except where the 
duties owed to the clients conflict with one another.

A TRANSACTION BROKER assists one or more parties in a sale. A transaction broker is not an agent and does not have 
the same obligations as an agent. The transaction broker and licensees working with him or her perform the services set 
out in their contract.

Alabama law imposes the following obligations on all real estate licensees to all parties, no matter what their relationship:

1.	 To provide services honestly and in good faith;

2.	 To exercise reasonable care and skill;

3.	 To keep confidential any information gained in confidence, unless disclosure is required by law or duty to a 
client, the information becomes public knowledge, or disclosure is authorized in writing;

4.	 To present all written offers promptly to the seller;

5.	 To answer your questions completely and accurately.

Further, even if you are working with a licensee who is not your agent, there are many things that the licensee may do to 
assist you. Some examples are:

1.	 Provide information about the properties;

2.	 Show properties;

3.	 Assist in making a written offer;

4.	 Provide information on financing.

You should choose which type of service you want from the licensee and sign a brokerage service agreement. If you do 
not sign an agreement, by law the licensee working with you is a transaction broker.

The licensee’s broker is required by law to have an office policy on file describing the company’s brokerage services. You 
should feel free to ask any question you have.

The Alabama Real Estate Commission requires the real estate licensee to sign, date and provide you a copy of this form. 
Your signature is not required by law or rule, but would be appreciated.

Name of Licensee: __________________________________________________________________________________________

Signature: _______________________________________________________________ Date:_____________________________

Consumer Name: ___________________________________________________________________________________________

Signature: _______________________________________________________________ Date:_____________________________

Property of Get a Real Estate Life



5

CHARLOTTE SELLSALOT • 205-555-5555

THE HOME SELLING
PROCESS

DECIDE

TO SELL

MEET WITH UNDERSTAND DISCUSS HIRE

TOGETHERPREPARE THEPHOTOGRAPHIMPLEMENT

CAPTIVATE BUYERS  WITHIN 2 WEEKS
IF NO OFFERS

REVIEW CONTRACT ACCEPTED

HOMEAPPRAISALCONTRACTPREPAREPREPARE HOME

FINAL CLOSING AT

TO CLOSETO MOVEFOR BUYER

WALK-THROUGH OFFICE

AGENT AGENTMARKET CONDITIONS MARKETING PLAN
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INSPECTION

Start

Just
Sold

SELLER
 REALTOR®

 TOGETHER
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4 REASONS HOMES DON’T SELL
1. PRICE
If your price is too low, buyers will think something is wrong with your home. If your price is too 
high, no buyers will even see how wonderful your house is. They won’t be interested: Pricing is an 
art and a science. But, BUYERS ALWAYS DETERMINE THE VALUE.

2. CURB APPEAL
When Buyers drive by, make them excited to see the inside. The more enticing your curb appeal is, 
the more a buyer will pay.

3. INTERIOR AMBIANCE
The more you captivate a Buyer by setting the emotional stage, the more a Buyer will pay.

4. EXPOSURE
Buyers have to know your home is for sale. Active in MLS once proper photos are taken. Make your 
home’s first impression count.

(DOM 24, CDOM 27-SOLD - Asking Price)

HOUSE PRICED RIGHT

POOR CURB APPEAL

POOR INTERIOR AMBIANCE

HOUSE PRICED WRONG

GOOD CURB APPEAL

GOOD INTERIOR AMBIANCE

(DOM-87-Reduced & Sold for $95K Less)

(DOM-357, CDOM-402, Sold for $106K Less)

(DOM 741, CDOM 479, DUC-9, SOLD - $48K Less)

(DOM-44, CDOM-71, DUC-25)

(DOM-1, Sold 9K Less)
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PROPERLY PREPARING THE HOME FOR MARKET 
INCREASES YOUR SELLING PRICE.

THESE ARE YOUR MONEY MAKERS:

•	 Deep Clean

•	 De-clutter

•	 Depersonalize

•	 Updated Paint

•	 Updated Kitchen

•	 Updated Baths

•	 Power washing drive ways, side walks, 
exterior

•	 New welcome mat at front door

•	 New mulch in flower beds

•	 New front door lock set knob
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THE SERVICES OF PROFESSIONAL STAGING

Professionally staged homes sell for more. 
Real Estate Company will provide up to  

3 hours of staging by a professional. 
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PROFESSIONAL PHOTOGRAPHY PROVIDED

To make your property look its best and stand out,  
Real Estate Company provides professional 

photography services.
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PROFESSIONAL HOME DESCRIPTION
Professional copy writing paints a picture of your home and 

grabs the attention of a potential buyer.
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SHOWING EXPERIENCE
Let’s make it as easy as possible on the home buyer. A 

professional binder with all documents pertaining to the home will 
be provided, along with snacks and feedback forms. Be sure to:

•	 Turn on all the lights
•	 Open the blinds and curtains
•	 Turn on ceiling fans

•	 Put away toys and clutter
•	 Make sure the house is clean 

and smells clean
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MARKETING EXPOSURE
Real Estate Company uses both traditional and innovative, out-of-
the-box marketing and promotion ideas to get the most exposure 

for your property.
1.	 Hire a home stager who will help your home look its best. The designer will tour the home and offer simple solutions 

that will help your home show well. The consultation will focus on which items should “stay” and which should be 
“packed away” prior to putting your home on the market. The designer will also recommend simple and inexpensive 
ideas that will emphasize the house’s best features.

2.	 Schedule a professional photographer to create the photos for your property. Over 90% of all home buyers now 
shop online, so it’s critical that your photos be of very high quality. Great photos can create a great impact.

3.	 Create a virtual walkthrough.
4.	 Feature the listing on websites that syndicate to numerous local and national websites in addition to the MLS. 

5.	 Place a highly-visible “For Sale” sign in yard and directional signs with listing address as possible.

6.	 Contact other agents who have recently sold houses in the neighborhood or agents that are working with 
buyers in the market for homes comparable to the listing.

7.	 Conduct periodic open houses using the “Open House on Steroids” plan of action.

8.	 Create a professional, high quality marketing booklet available for those that tour the listing. The booklet will 
highlight the features of the home and neighborhood, including information about area schools, parks, entertainment 
and shopping destinations.

9.	 Advertise the listing on Facebook through Facebook ads and promotion on your professional or personal 
Facebook page.

10.	If applicable, place regular advertisements on Craigslist so the listing is routinely refreshed back to the top of the 
list.

11.	Create an individual website for the listing, based on the address of the home (for example, 123mainstreet.
com). The website can be incorporated into the marketing media, giving buyers an easy way to learn more about the 
home.

12.	Provide listing with call capture marketing. Buyers will be able to call a toll-free number and receive immediate 
details of the listing. The system stores the buyer’s phone number and sends it for immediate follow-up.

13.	Create professional print flyers to be distributed in sign flyer box.

14.	Create a high quality, electronic flyer that you can email to your network of friends, neighbors, co-workers, and 
family members. Your contacts can then spread the word about the listing to their own set of acquaintances.

15.	Provide regular updates on market changes in the neighborhood, including information on price changes, new 
homes entering the market, recently accepted offers, and recent closings (including sales price). The goal is to make 
sure the listing remains competitive with the other homes on the market in the neighborhood.
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16.	Provide regular feedback from agents and buyer candidates who have toured the home to make sure the 
marketing plan stays on track.

17.	Create an amenity sheet in electronic format to attach to the MLS listing so buyer agents have an easy way to 
email their clients more information about the home’s features.

18.	Announce your first open house by sending a postcard to the neighborhood a few days prior to the open.

19.	Conduct a neighborhood-wide open house. We can collaborate with other agents in the area to organize and 
promote a neighborhood-wide event. This will bring more buyers to the neighborhood and to your open house (door-
to-door).

20.	It is recommended for seller to provide a home warranty to help give buyers peace of mind.

21.	Create custom video emails for high interest buyers.

22.	Place directional signs in the neighborhood. Some well-placed signs can help guide commuters to your home.

23.	Empowering YOU! Many homes are bought through personal networking and friendships. You’d be surprised how 
often the buyer and seller of a home “sort of” know each other through loose connections. Maybe a co-worker or 
church member is a mutual friend, and they told them about the home for sale. I will create business cards that 
you can bring to the office, Sunday School, kid’s baseball game, etc. This marketing material isn’t pushy, salesy, or 
awkward. It simply encourages people to check out the home’s exclusive website. You are increasing the chance 
that someone in their network (who knows someone that knows someone) buys the house!

24.	Implement custom strategies that are a particularly a good fit for the home.

*Note: Not all items will apply to every listing.
Property of Get a Real Estate Life



14

CHARLOTTE SELLSALOT • 205-555-5555

MLS AGREEMENT
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MY SERVICE AGREEMENT
BECAUSE YOU CHOSE THE BEST REAL ESTATE EXPERIENCE IN BIRMINGHAM, YOU CAN 
EXPECT THAT I WILL:

1.	 Call you every Monday to give you updates, even if there is nothing to report.
2.	 Send you a weekly report on all online activity of your house.
3.	 Have your home professionally staged.
4.	 Hire a professional photographer to take photographs.
5.	 Forward any feedback that we actually get from other agents provided by our showing service. Not all agents or 

buyers will fill out feedback forms.
6.	 Be available by text message when you need me or have questions. Please allow up to one hour for a response. 

I care about your questions and want to get back to you as quickly as possible, even if I’m with another client.
7.	 Send you a marketing update once per month of what I’m doing to get your house sold. 
8.	 Hold 1 open house extravaganza that includes inviting the neighbors over for lunch. I do not do ineffective agent 

open houses or caravans. 
9.	 Spend my time, energy, and money on the most effective marketing that will produce a buyer for YOU.
10.	Keep working until you have a sold sign in your yard.

HERE’S WHAT I EXPECT FROM YOU:
1.	 Keep your house clean and in showing conditions at all time.
2.	 Make your home available to show anytime a buyer is ready. Buyers don’t normally reschedule to see a house 

after a seller denies access.
3.	 Have your house very well staged and cleaned for photographs. Dirty dishes and clutter will not look good in 

MLS and will cost you a few thousand dollars in negotiations. 
4.	 Put your pets in a kennel. Even pet lovers don’t like the smell of a pet or a pet barking, yelling, or darting through 

the front door. You want a buyer to enjoy the home and not chasing your cat to get back inside. 
5.	 Do not speak to the buyers or to the buyer’s agent if you get stuck at home during a showing. Be nice and 

leave the room. It makes people feel uncomfortable and it can cost you a ton of money. Step outside or go for 
a walk down the street. If a buyer wants to engage you in conversation afterwards, again, be nice and call me 
immediately. This situation costs sellers money.

6.	 If you’re searching for homes to move to, make sure you let me handle all the showings and questions so that 
I am doing all I can for you. Remember, until we get a contract on your house, there is no need to view other 
homes.

7.	 If you don’t have an offer within 14 days of your house being on the market, you agree to a price reduction.
8.	 Pay a commission of 6%.

___________________________________________________________________
Seller Signature				          Date
___________________________________________________________________

Real Estate Company Signature		      	       Date
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NET SHEET	
  NET	
  SHEET	
  

Brik Realty

The statements and figures presented here, while not guaranteed by Brik or its agents, are secured 
from sources we believe to be accurate. The undersigned Seller acknowledges that the above 
figures are an estimate of the usual closing costs based upon information available at this time but 
are subject to change.
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WHAT I NEED FROM YOU
✓✓Copy of current survey 

✓✓ Termite bond contact info

✓✓Average of all utility bills

✓✓Age of roof, HVAC, appliances with recent service dates if applicable. (Age of new components 
i.e., new compressor)

✓✓Copy of covenants and restrictions for your neighborhood

✓✓ Title binder from when you bought your home (for re-issue credit)

✓✓A letter from you to the prospective buyer (to be included in your home book) regarding favorite 
features of your home or why you love the neighborhood (something heartwarming).

✓✓Keep your home available to show at all times. It only takes one buyer... and it could be the one 
showing you turn down!

✓✓Photos of house during different seasons

✓✓Home Warranty information
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“Courtney was extremely helpful in the purchase of my first house! She was extremely responsive 
and patience with my many questions since I was unfamiliar with the house buying process. 
I felt comfortable texting her questions. Also, I was able to send her houses I wanted to look 
at, and she would  promptly schedule a time we could look at the house. I would definitely use 
(and recommend) Courtney as my REALTOR® in future house purchases or sells.”

-JODY L.

“I would highly recommend Courtney to help you through the highly stressful buying/selling 
process. We always got clear answers and quickly. She is very knowledgeable and definitely made 
the whole process so much easier. Courtney helped us sell our home and find our dream home!”

-BRIANNA B.

WHAT PEOPLE ARE SAYING
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