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Appreciating Your Property

Each property has special features that may interest buyers.
Please tell me about your house.

L 1. Whatdo you feel are the most appealing
. features of this property?

What features does this property have
that differentiate it from other similar
properties?

. What changes or enhancements would
you suggest to make your property as
_ salable as possible?

What do you regard as the most attractive
features of the surrounding neighborhood?

. Doyouhave any special terms or
. conditions regarding the sale of your
property that | should know (e.g., items
of personal property to be excluded, etc.)?

. Areyou aware of any problems or
_concerns regarding the property or the
neighborhood that will need to be
disclosed to prospective buyers?
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Understanding Your Expectations

The following questions will help me understand what is most
important to you in the sale of your property.

Communication. How important is regular

communication with your real estate professional?

What information is important to you? How often
. dovouwant to be contacted, and what is your pre-
_ ferred way of staying in touch?

Motivation. Why are you considering selling your
property at this time? How far along are you in the
homeselling process {just exploring the possibility
of selling, or definitely committed to putting your
property on the market)?

Time frame. Is there a certain date by which the
sale of this property needs to close? How flexible
. are you on this time frame?

v Relocation assistance. Will you need information
__ or assistance in moving to a new area?

‘Homeseliing decisions. Are there any other
individuals who will be involved in your property
sale decision? May | please have permission to
speak with them?

Price. Do you have specific expectations as to the
- selling price of your property? If so, what do you
~base this figure on? Do you anticipate a certain
. amount of net proceeds from this sale?
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Marketing Plan. Are there specific activities that
you expect to see included in the marketing of
. your property?

Previous homeselling experience. Have you ever
sold a house before? If so, how many and how
recently?

Positive experiences. What were the most
positive features of your previous homeselling
experiences? If you have never sold a house
befare, what wauld help to make this a positive
experience?

Concerns. Were there any unsatisfactory features
of your orevious homeselling experiences that
you hope to avoid this time? If you are selling your
first house, are there any problems or concerns

. that you have?

Expectations. What are your expectations of me
as your real estate professional? What specific
services and support do you look forward to
receiving from me?
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Lynn Farrell

We know you have a choice of real estate agents and companies to
/ . 8 choose from, but we want you to know why you should list with the
best...

You belong with the best in real estate.
Berkshire Hathaway HomeServices has been nationally recognized with awards and accolades from leading business and

industry organizations.

You value your home.
Your house is the place where you’ve made lasting memories. Give your home the respect it deserves by adorning it with a
Berkshire Hathaway HomeServices vard sign, and all the top-quality of service this sign represents.

We have the resources needed to succeed.
When you list your home with a Berkshire Hathaway HomeServices agent, you not only align yourself with America’s finest
brokerage, you also work with an agent who has access to some of the most powerful consumer tools available in real

estate today.

There’s an app for that. .
Berkshire Hathaway HomeServices’ Homesearch mobile app will ensure the search for your new home—or the sale of your
existing one—can happen from anywhere.

We’re well liked.

Berkshire Hathaway HomeServices uses its national social media pages to let others know about the great work the brand
and its agents are doing around the country. This ever-growing social presence means our network atiracts prospective
buyers and sellers from the place where they spend most of their time ... online,

Berkshire Hathaway HomeServices is a network of opportunity.
From network conferences and meetings to robust training programs, my brand ensures 'm/we’re well versed in every
aspect of the real estate market.

You can read all about us.
Every public relations campaign and strategy is aimed at promoting the values of Berkshire Hathaway HomeServices and its

agents to increase the visibility and awareness of the brand, which attracts buyers and sellers right to your door.

Good to know.”

Lynn Farrell

Realtor Associate

908-507-2873(mobile) 908-580-5000 (office) S

lynn.farrell@bhhsnj.com BERKSHIRE

http:/mww.bhhsnj.com/lynn.farrell HATHAWAY
HomeServices

565 Martinsville Rd. Basking Ridge, NJ 67920 New Jersey Properties

©2018 BHH Affiliates, LLC. Real Estate Brokerage Services are offered through the network member franchisees of BHH Affiliates, LLC. Most franchisees are independently
owned and operated. Berkshire Hathaway HomeServices and the Berkshire Hathaway HomsServices symbol are registered service marks of HomeServices of America, Inc.®
information not verified or guaranteed. if your property is currently listed with a Broker, this is not intended as a solicitation. Equal Housing Opportunity. &
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