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thank you for
considering
Coldwell Banker

Since 1906, we have set the bar for full service real estate excellence.  From our hand-
picked team of world class Broker Associates, to being an industry leader through the
use of cutting-edge technology coupled with highly effective marketing tools, rest
assured Coldwell Banker Residential Brokerage Broker Associates are among the finest
in the industry.

As you set to embark on this exciting journey, we hope this presentation, backed by
our solid reputation and unparalleled knowledge of the market will help you make an
informed decision.  Coldwell Banker Residential Brokerage is the preferred choice.

On behalf of your Coldwell Banker Residential Brokerage Broker Associate, we welcome
you and look forward to serving your real estate needs.

Sincerely,

Chris Mygatt
President and COO
Coldwell Banker Residential Brokerage Colorado

When you choose Coldwell Banker
Residential Brokerage to represent
you and your property, you benefit

from all of the resources, the
support and the network the entire

Coldwell Banker Residential
Brokerage team brings to the table.



seller’s homework
Have you supplied us with:

2 Keys                 Mortgage Payoff $

Here are the things we think are great about our neighborhood:

Information about our neighbors: (such as ages and number of children in the area)

Here are the things about our home we think a purchaser would like to
know about:
Living Room

Dining Room

Kitchen

Exterior



Here are the things about our home we think a purchaser would like to
know about:
Family Room

Laundry Room

Bedrooms

Master Bedroom

Additional Bedrooms

Basement

Electric

Our average utility bills are: (a range is OK)

Water & Sewage

Gas

HOA Fees (if applicable)



qualities of your home

In addition to the basic features, please provide your perception of what makes your
home unique and special.  This information will enable your Broker Associate to effectively
market your home while meeting your personal and financial objectives.

Upgrades, remodeling or additions completed:

Why did you buy your home?  What makes your home most enjoyable for you?
(Location, neighborhood, proximity to community services, etc.)

Additional notes:



priorities in selling your home

Please identify the priority of the following points so your needs can be best addressed:

Current market conditions

Time on market

Communication

Broker qualifications

Marketing and advertising

Preparing your home for sale

Pricing strategy

Promotion on the Internet

Target marketing

Open houses

Escrow and transaction management

Closing costs and net proceeds

After-sale follow-up

high importance       low importance



your sales
professional
Your Coldwell Banker Residential
Brokerage Broker Associate is part of the
largest, most successful real estate network
in the world, benefiting from the most
expansive professional training system in
the industry with limitless opportunities
to improve skills.

• Training/career development
department, marketing/advertising
division and information technology
team work behind-the-scenes to
provide support and expertise

• Workshops and seminars in a wide
variety of disciplines including
legal/contracts, communication skills,
marketing, pricing, technology,
negotiating skills and other
industry topics

• Branch offices supported by full-time
Managing Brokers who are responsible
for leading, coaching and developing
our powerful sales team

We understand that selling or buying a
home, although a business transaction,
is an emotional experience. Often, this
transaction is the largest financial
investment you will ever make. Having
an objective, third-party professional,
will keep you focused on the most
important issues.

we are an organization
of people who pride

ourselves on our
integrity, leadership,

professionalism vision
and performance.



limited service
versus full-service

FULL-SERVICE MODEL

• Professionally trained Realtors educated
  on local and state statutory issues and
  requirements
• Realtors qualified in business planning
  and goal setting with the client
• Access to local and regional MLS services
  and databases
• Professionals trained in negotiation,
  contract and transactional requirements
• On staff legal counsel to assist Realtors
• Full-time management and staff to assist
  in the administration of the entire
  transaction
• Internet exposure on nine high
  traffic websites
• Local and regional consumer name
  recognition
• Extensive marketing programs
• Support departments including
  relocation, lending, title and home
  protection services
• Resource list of qualified local
  professionals to assist in the selling
  process (landscaper, housecleaner,
  contractor, etc.)
• To ensure that you are being represented
  by the most qualified real estate firm,
  it is imperative that the firm maintain a
  minimum of 5% market share in your
  local community

limited service brokers
may cost less, but
they will also do

less—taking away the
necessary exposure it
requires for you to get
top dollar for the sale

of your home

Here is a look at the differences between
the two real estate service models and
the minimum you should expect from a
full-service real estate firm:

LIMITED-SERVICE MODEL

• Limited involvement in the home selling
  process
• Limited goal setting and planning with
  the client
• Limited involvement in the negotiation
  and statutory requirements process
• Limited market exposure



Coldwell Banker 
exclusive services

full-service
representation

At Coldwell Banker Residential Brokerage, 
we provide maximum exposure through a 
consistent and aggressive marketing plan 
designed to get you the highest possible 
price for the sale of your home.  And, 
by working with a full-service Coldwell 
Banker Residential Brokerage Realtor, 
potential buyers and their Agents know 
that they are working with the best in the 
industry, increasing their confidence level 
as they enter into the process of purchas-
ing your home.

Customary Real Estate Services
Today, most Realtors and real estate 
companies offer some form of standard or 
basic real estate services.

• Multiple Listing Service
• Internet Property Marketing:
  REALTOR.com
• For Sale Yard Sign

Marketing Services
• Comprehensive Internet marketing.  Your 
home will be featured on the country’s 
leading real estate websites:

• ColoradoHomes.com
• ColdwellBanker.com
• OpenHouse.com
• REALTOR.com
• Google.com
• Trulia.com
• Yahoo! Classifieds
• Zillow.com
• FrontDoor.com
• WSJ.com
• NYTimes.com
• HomeFinder.com
• Homes.com
• AOL.com

• Proprietary rapid response system
•Coldwell Banker Real Estate Corpora-
tion® brand national advertising and 
targeted marketing
• Local newspaper advertising
• Just Listed targeted mailing
• Maximum exposure of your home
  through a network of more than 96,700
  Broker Associates around the country

Sales Support Services
• Coldwell Banker Home Protection Plan
• International relocation and referral
  network
• Mortgage services
• Title and closing services

Broker Associate Customized
Services
• Home preparation advice
• Recommended professionals resource list
• Skillful negotiation
• Transaction management including:
• Disclosures
• Title
• Financial documents
• Inspections
• Closings
• Closing Follow-up
• Customized property marketing

Support Center Services
• Full-time administrative staff available to
  serve potential buyers
• Relocation division which showcases
  your home to thousands of active buyers
  throughout the United States and abroad



As a full service Realtor, your Broker Associate will handle the complexities of the transaction 
documents,inspections, escrow, marketing and the important art of skilled negotiation—so you 
enjoy the peace of mind that the sale of your home will be smooth, efficient and satisfying. Here is 
a look at the professional duties your Broker Associate will perform on your behalf.

1 pre-sale activities
• Research and determine market value
• Prepare for signature all documentation and home warranty
• Home preparation consultation including list of trade professionals who can help prepare
  your home for sale
• Arrange and attend inspections (representing seller’s interests)
• Develop disclosure packages

2 create excitement in the marketplace through
maximum exposure marketing
• Order sign (“Coming Soon” rider optional)
• Take multiple photos
• Create a virtual tour
• Put lock box on your home
• Enter property listing on Multiple Listing Service (MLS)
• Enter property listing on the country’s top real estate websites
• Create a compelling brochure highlighting the features of the home
• Create and distribute a Just Listed postcard
• Create and distribute an Open House invitation to neighbors
• Promote to Agent network; announce at office and regional meetings
• Utilize Relocation Referral Network to promote your home to relocating buyers from around
  the country
• Call past client referrals
• Canvass the neighborhood to invite people to the Open House and alert buyers
• Submit ads to appropriate publications
• Host Broker’s Open House
• Host public Open House
• Schedule showings and show property to potential buyers

3 communication
• Provide feedback from showings
• Continuous monitoring of marketing results
• Communicate and consult with seller on a
  regular basis
• Respond quickly to all buyer inquiries
• Facilitate the flow of information between
  buyers and sellers
• Arrange showings when necessary

5 negotiate escrow
• Deliver completed contract to both parties
  involved in the contract
• Identify and disclose details concerning
  property to buyers
• Deliver completed contract to lender
• Deliver contracts to title company
• Coordinate and attend all inspections
• Negotiate post inspection findings
• Resolve problems and challenges relating to
  property condition
• Coordinate appraisal appointment
• Negotiate any negative impact relating to
  appraisal 
• Arrange home warranty
• Complete necessary paperwork
• Negotiate actual occupancy
• Coordinate actual close date
• Coordinate and attend the closing
• Work with seller on organizing utility shut-off
• Work with seller on organizing moving and
  storage
• Arrange and attend buyer’s final walk through
• Resolve any problems or challenges
• Deliver keys to new owners

4 negotiate offers/acceptance
• Schedule offer presentation with seller
• Present offer(s) 
• Explain ramifications relating to terms
• Negotiate terms on behalf of seller
• Complete necessary paperwork
• Organize and tender copies of offer, counter
  offer and addendums to appropriate parties
  for ratification

6 after escrow follow-up
• Provide closing package with all supporting
  home sale documents
• Work with seller to ensure the transition
  to new residence is smooth
• Provide a list of trade professionals who
  can help with repairs or upgrades to your
  new home
• Serve as a resource to your friends and
  family

Coldwell Banker full-service Realtor



legacy of
innovation and
tradition

• Company started based on a culture of
honesty, integrity and professionalism
amidst the cut-throat and deceptive real
estate culture of the early 1900s.
• Luxury homes marketing program that
provides international exposure for high-
end homes.
• Professional relocation and referral
services with the largest network in the
nation.
• Named the top real estate franchise for
eight straight years by Franchise Times.
• First in the industry to offer
comprehensive guarantees to sellers. A
similar buyer’s program was established
five years later.
• First national, full-service real estate
company to have a presence online with
the launch of ColdwellBanker.com.
• First full-service national real estate
company to launch a stand-alone website
for upscale properties with
ColdwellBankerPreviews.com.
• First full-service national company to
offer streaming video to educate, inform
and entertain consumers.
• Named the 2007 Inman Innovator Award
winner in the brokerage/franchisor
category.
• Global reach, with offices on six
continents and in 47 countries and
territories.

Coldwell Banker Real
Estate Corporation is
responsible for a long

list of industry
innovations; and for the
next 100 years, we will
continue to lead the

industry



Coldwell Banker has become internationally recognized as the industry leader with more than 

$165.9 billion in annual volume.  The credit goes to our dedicated sales team:

• 96,700 professional Sales Associates worldwide

• 3,300 offices throughout the United States, Canada, Puerto Rico and the world

Although we are international in scope, we understand that every transaction is unique and 

very personal for each client.  The resources of Coldwell Banker along with the stability of 

more than a century of experience provides the foundation for the most personalized service 

in the industry.

your partner to the world



Colorado
2009 Sales Volume      $2,363,348,019
Number of Sales Associates     1,115
Number of Offices       14
Number of Closed Listings Sold     4,583
Number of Buyer Controlled Sales    4,112
Number of Closed Buyer Controlled Sales  
     and Total Closed Listings Sold    8,694
Million Dollar Plus Homes Sold     98
Million Dollar Plus Sales Volume     $156,891,456

Coldwell Banker Real Estate Corporation
2009 Sales Volume for U.S./Canada                           $165.9 billion
Number of Sales Associates                                         96,700 total; 89,000 US
Number of Offices                                                       3,300

NRT Incorporated
2009 Sales Volume (pro forma)                                  Approximately $107 billion                                                                         
Number of Sales Associates                                       Approximately 46,000
Number of Offices                                                   Approximately 760

2009 quotables



PROUDLY #1 IN COLORADO

ColoradoHomes.com

2009 Dollar Volume Sold
Measured in billions

$2.36B

Coldwell 
Banker 

Residential 
Brokerage

Re/Max 
Alliance

The
Kentwood 

Cos.

The Group 
Inc.

Fuller 
Sotheby’s 

International 
Realty

Home Real 
Estate

Re/Max
Boulder

$2.13B

$904M $868M

$715M

$554M $520M

Denver Business Journal “The List” May 7-13, 2010.  April 2010, RISMedia’s Real Estate “The 2010 Power Broker Report”
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setting the
standards of
professionalism
When you list your home with Coldwell Banker
Residential Brokerage, you can rest assured
that behind your Broker Associate is a team
of experts who are well trained to support
your interests. Our professional support team
shares your Broker Associate’s commitment
to a successful transaction.  At Coldwell Banker
Residential Brokerage:

• Most Office Managers are non-selling real
estate professionals, thus maximizing their
availability to Broker Associates and to you.

• Broker Associates are supported with full-
time administrative staff in each office, allowing
them more time to attend to your needs.

• Individual Agent marketing of your home is
supported with office, local and national
advertising, increasing exposure to potential
buyers.

• Offices are open seven days a week, with
Broker Associates and support staff available
to you and potential buyers.

our Realtors are

trained to meet

your needs



connecting buyers

While strongly connected to the national

organization, Coldwell Banker Residential

Brokerage Colorado is managed locally

and independently.  Our focus has always

been on the needs of our local

communities and our valued clientele.

This unwavering commitment to our

clients combined with our powerful

network of more than 1,300 Broker

Associates throughout Colorado, creates

one of the industry’s most wide-reaching

and comprehensive real estate networks.

our ability to bring

those buyers to your

door truly separates us

from the competition



added value services

Sell Real Estate More
Conveniently
After you move out of the home, should
the buyers encounter mechanical or
systems problems you will have the peace
of mind knowing they are covered with a
warranty which makes them less likely to
call you but rather call AHS.  A home
warranty offers sellers (and Agents) after-
sale liability protection.

Coldwell Banker Concierge Service

Our complimentary Concierge Service
will help you with the many details
associated with buying, selling or merely
owning a home.

When you put your home on the market,
our Concierge® program can help you
with the many details associated with
selling a home.  Coldwell Banker
Concierge® provides an efficient, stress-
free way to identify high-quality, reliable
services providers.  Many of our national
alliances offer savings on nationally
recognized products and services, available
exclusively to Coldwell Banker clients and
Broker Associates through Coldwell
Banker Concierge®.

CBVENDORSONLINE.com

Professional Title Services

One of the services that is unique to
Coldwell Banker Residential Brokerage is
our in-house title company, Guardian Title.

Guardian Title assists with finalizing the
real estate transaction with professional
title closers.  Our Settlement Service
company is designed to provide peace of
mind that each closing will go smoothly.

Coldwell Banker home protection
plan, serviced by american home
shield

Many homes with a warranty sell faster
than those without because this extra
measure of security builds buyer
confidence, thereby enhancing the
marketability of your home.  To avoid
potential problems, you’ll want to protect
the appliances and major mechanical
systems you rely on every day, especially
since the cost of a single breakdown could
more than pay for your coverage.

Sell Real Estate Faster
Because a home warranty provides a
competitive advantage over other homes
on the market and represents confidence
to the buyer.

Sell Real Estate for a Higher Price
When a buyer has the confidence of a
home warranty in a transaction, it
discourages downward price bargaining.



International Relocation Services
and Referral Network

Coldwell Banker Residential Brokerage
is the primary broker for CARTUS
Relocation Network in Colorado.
Formerly Cendant Mobility, Cartus is the
largest relocation/third party company in
the world handling more than 50% of all
relocation business worldwide with
service to more than 60% of all Fortune
500 companies across the globe.  Each
year, Coldwell Banker Residential
Brokerage, in conjunction with Cartus,
has a 70% conversion rate for all
destination referrals to the state which
amounts to nearly 60% of the in-bound
relocation traffic to Colorado.

What does this mean to someone who
needs to sell their home quickly?  Simply
put, it means Coldwell Banker Residential
Brokerage has access to the largest pool
of home buyers moving into the area
which creates an increased likelihood that
we will bring a qualified buyer to your
property.

This makes for a tremendous advantage
over the competition when you list your
property with Coldwell Banker Residential
Brokerage knowing you’re backed by the
largest relocation company in the world.

Because Guardian Title is affiliated with
Coldwell Banker Residential Brokerage,
we are better able to manage the title and
closing process than we could with an
outside title company.  Using Guardian
Title secures the benefits of:

• Identifying title problems early
• Direct access to the progress of the title
work to avoid and closing delay
• Closing the transaction conveniently in
any local Coldwell Banker Residential
Brokerage office
• A trusted name and reputation in the
industry
• Convenient real estate closing services
in all of our offices

For more information on Guardian Title
Settlement Services call Noelle Lovato at
303.809.4388.

Mortgage Services For You and Your
Buyer

From origination and processing through
closing and servicing, the right processes
have been put in place to effectively serve
and manage the loan experience.
Throughout the entire experience, we
deliver fast loan decisions, timely updates
and pro-active communication.

Because each customer is different, our
processes adapt and deliver as much hands-
on support as desired.

From the personable loan officers in each
office to the call centers and every
document we produce or touch, our
processes are seamlessly organized to
deliver the highest quality of service—
down to the last detail.



Here is a partial list of our global relocation
partners moving transferees to and from
the area:

Altair Global Relocation
Cartus
Cigna Relocation
Circuit City Relocation
Cornerstone Relocation
Corporate Real Estate Services
DuPont Relocation
EDS Relocation
FAS Relocation
Firstline Relocation
GMAC Global Relocation
Graebel Relocation
Hewitt Associates
Home Depot Relocation
Mobility Services International
Moving Station.com
National Equity Relocation
Nationwide Relocation
Paragon Decision Resources
Plus Relocation
Premier Relocation
Primacy Relocation
Quantum Relocation
SIRVA
State Farm Relocation/RS Realty Services
TransEquity Relocation
TransferEEZ Relocation
USAA
Weichert Relocation/WRII
WHR Group
XRS

For information on Coldwell Banker
Residential Brokerage Relocation Services,
call our Relocation Call Center at
303.409.1600.



It’s a fact that more homebuyers
start their home search online

than in traditional newspaper or
print advertising.  What does this

mean to you? Be where the
buyers are.

the facts about
newspaper

the power of the
internet in finding
your buyer
Only some real estate companies have
been forward thinking enough to redirect
their marketing dollars to online spending.
In fact, a few companies in our market are
still relying on old fashioned ways—like
newspaper advertising—to market homes
to modern customers.

At Coldwell Banker Residential Brokerage,
we recognize the opportunities the
Internet creates and are the first real
estate company to fully leverage the
Internet in the way to help you sell your
home.

Many people value print advertising
because they can see it, feel it and they
see it as an investment toward the sale of
their home.  But the bottom line is that
newspaper ads don’t yield positive results.
In fact, according to the 2009 National
Association of Realtors Profile of Home
Buyers and Sellers, only 2% of the buyers
who call in on an ad actually buy that
home.  We want to talk to the other 98%.
Ultimately we have to go where the buyers
are and according to statistics from the
National Association of Realtors, 90% of
them are online.

where do today’s
buyers search for
real estate?

The answer:  Online.

ColoradoHomes.com

12009 National Association of REALTORS® Profile of Home Buyers and Sellers

Use of Media During Home Search Process1

1. 2009 National Association of REALTORS® Profile of Home
Buyers and Sellers.

INTERNET NEWSPAPERS

2003 2004 2005 2006 2007 2008 2009

50%

90%

50%
55%

50%
53%

41%41%

71%
74%

77%
80%

84%



plug into the
technology that puts
your home on top

Home buyers are 50% more likely to use
the Internet than newspapers at some
point during their home search process1.

With 90%1 of home shoppers using the
Internet as part of their home search, a
comprehensive online marketing program
is essential to generating the greatest
possible demand for your home.  Your
ideal home buyers are out there, and we
know how to find them.

“owning” the
internet’s best real
estate

Through careful investment and powerful
alliances, Coldwell Banker Residential
Brokerage has claimed virtual ownership
over the Internet's most exclusive real
estate.

And now, when you ask “what are you
doing to sell my home?” your
Coldwell Banker Residential Brokerage
Broker Associate  has the ability to
respond:
• “I’m generating broad exposure for
your property with unprecedented
spending at America’s leading Internet real
estate sites and portals.”
• “I’m posting multiple photos of your
home and a detailed property
description—two of the most sought
after features by online home shoppers.”
• “I’m using tens of thousands of
search terms at the Internet’s biggest
search engine sites to drive home buyers
to our online properties.”
• “I’m using the latest technology to
respond immediately to your service
requests and the inquiries of interested
buyers.”

12009 National Association of REALTORS® Profile of Home Buyers and Sellers

Use of Media During Home Search Process1

1. 2009 National Association of REALTORS® Profile of Home
Buyers and Sellers.

INTERNET NEWSPAPERS

2003 2004 2005 2006 2007 2008 2009

50%

90%

50%
55%

50%
53%

41%41%

71%
74%

77%
80%

84%



Studies show that 90% of consumers start 
their online search with search engines. To 
tap into the masses of Internet users search-
ing for homes, we are continually purchasing 
key real estate search terms on major search 
engines like Yahoo and Google. The $4 mil-
lion1 we are spending on search advertising 
this year includes 56,000 search terms to 
position buyers in front of our clients’ homes 
on the country’s leading websites.

1Based on the estimated retail value of NRT Incorporated’s
annual spend for national search engine advertising

ColoradoHomes.com
ColoradoHomes.com 
is Coldwell Banker 
Residential 
Brokerage’s local 
website serving 
Colorado. Each 
day, thousands of 
Colorado home 
shoppers use the 

innovative tools found on ColoradoHomes.
com to help them find homes like yours.  
This cutting-edge website gives consumers 
a property search function, which allows 
them to find your home searching by city, 
zip code, MLS # or by property type.

ColdwellBanker.com
Award winning 
ColdwellBanker.com
is one of the 
industry’s leading 
websites with more 
than 1.2 million 
potential buyers 
among its visitors 
each month. The site 

features an easy-to-use search function that 
ensures interested consumers will find your 
property, and it provides direct links to 
ColoradoHomes.com where consumers can 
find more details on your home.

ColdwellBankerPreviews.com
This Previews-dedi-
cated website allows 
consumers to view 
an estimated 10,000 
luxury homes from 
communities through-
out the United States 
and across the globe.  
Furthermore,

ColdwellBankerPreviews.com gives your 
home increased presence through a
dynamic slide show feature that enables a 
large display of vivid photos, bringing your 
home’s rich character to life for thousands of 
potential buyers.

REALTOR.com®

Our alliance with 
Realtor.com, one of 
the country’s most 
visited real estate 
websites, ensures 
all of our homes are 
“enhanced listings.” 
Studies show that 
online home buyers 

are 299% more likely to view homes with 
multiple photos. At Coldwell Banker
Residential Brokerage, our listings on 
Realtor.com feature six photos as well as de-
tailed property information to capture online 
home buyers’ attention and gain maximum 
exposure for your home.

And, by placing your property on 
Realtor.com, it will also be seen on the real 
estate channels of major Web portals like 
MSN, The Wall Street Journal Online, iWon, 
Excite, Digital City and more.

leaders on the web

We’ve Gone Mobile!
 
Now you can access all 
homes for sale in Colorado 
from your mobile phone.  
Visit ColoradoHomes.com 
from your smart phone 
today and quickly access 
the best of searching for 
homes online…all from the 
convenience of your cell 
phone.



1Source: comScore Networks qSearch, April 2006

2Source: comScore Media Metrix rankings, September 2007
Yahoo! and the Yahoo! logo are the registered trademarks of Yahoo! Inc.

Trulia.com
We’re proud to 
be among the first 
national real estate 
companies to be-
come a listings pro-
vider for Trulia.com.  
Trulia has more than 
two million visitors 
a month, and their 

audience has been growing by double 
digits month-over-month for the past year.  
The reason for Trulia’s popularity is its easy 
to use Web 2.0 map-based search interface 
that provides high-level property information 
and links to property detail pages.

As Trulia.com expands the available toolset 
for online home shoppers, our participation 
in this program helps showcase your home 
for this important audience.

Yahoo! Real Estate™
Your property will 
appear in the Yahoo! 
Real Estate classified 
listings. Yahoo! ranks 
as the world’s No.1 
most visited Web por-
tal and Yahoo! Real 
Estate is the second 
most highly trafficked 

real estate Web site.2 That means added ex-
posure for your home at one of the largest and 
fastest growing real estate sites in the industry.

AOL.com
Thanks to our 
affiliation with AOL, 
Coldwell Banker 
listings now appear 
on AOL in the Real 
Estate section.  AOL 
Real Estate is one 
of the Top 10 most 
visited national 

real estate sites on the Internet.  Coldwell 
Banker listings are displayed with one photo, 
property descriptions, contact forms, links to 
ColoradoHomes.com property detail pages and 
Agent profiles.

NYTimes.com
Through our exclusive 
partnership with 
NYTimes.com, we 
can position your 
property in its real 
estate section, which 
accounts for more 
than 1.3 million 
unique visitors

monthly.  Furthermore, with over 36 mil-
lion page views, the Real Estate section 
is among the most popular and engaging 
areas of NYTimes.com – the largest
newspaper website in the world.

Zillow.com
One of the most-
visited real estate 
websites, Zillow.com 
was the only Internet 
company named 
by Advertising Age 
Magazine to its 
2006 “Marketing 
50” list of the most 

powerful consumer brands. Zillow.com’s on-
line real estate community allows homeown-
ers, buyers, sellers, and real estate agents 
and professionals to find and share vital 
information about homes. By having your 
home listing appear at Zillow.com, you’re 
reaching an important audience.

leaders on the web

Google.com
Building upon our 
advertising relation-
ship with search en-
gine Google™,—a 
service that enables 
any content provider 
to submit informa-
tion that is search-

able on Google, and improves the quality 
and breadth of real estate information 
online.  Google leads the search engine 
industry with over 61 percent of searches 
performed worldwide—more than all other 
search engines combined.1



Homes.com
Homes.com is a 
national real estate 
destination that 
many prospective 
buyers use to search 
for listings.  All 
of our listings are 
featured on Homes.
com and include 

one property photo, a link back to the 
property detail page on ColoradoHomes.
com and the name and contact information 
of your Sales Associate along with a link 
back to either your Sales Associate’s office 
profile or website home page–all designed 
to provide quick, convenient access to 
additional information on your property.

leaders on the web

WSJ.com
All properties over 
$500,000 will be 
distributed to 
WSJ.com, the 
leading provider 
of business and 
financial news and 
analysis on the Web, 
with over 17 million 

monthly unique visitors.

FrontDoor.com
Your listing will be 
advertised on the 
new HGTV site, 
FrontDoor.com.

For years, shows like 
Designed to Sell and 
House Hunters have 
inspired millions of 

home buyers and sellers. HGTV has always 
been there with helpful advice for turning 
a “house” into a “home” and increasing its 
value.  Now, FrontDoor.com helps buyers 
find a place they can truly call home.

With an abundance of listings (1.3 mil-
lion and counting), all the facts and figures 
you could ever want, and a great suite of 
calculators and tools to help you crunch the 
numbers, FrontDoor.com brings the home 
finding process “full circle.”

OpenHouse.com
Open homes are 
a powerful way 
to reach a unique 
segment of potential 
buyers. To ensure 
your home gains 
maximum exposure, 
we’ll post your home 
on OpenHouse.com, 

a website devoted solely to helping home 
buyers find open houses online.

HomeFinder.com
HomeFinder.com 
connects home buy-
ers and sellers to the 
most trusted sources 
for local real estate—
the real estate section 
of newspaper web-
sites. HomeFinder.com 
offers a network of 

more than 140 online newspaper real estate 
sites and has more than 3 million property 
listings nationwide. By reaching the online 
readers of newspapers such as the Los 
Angeles Times, the Washington Post and the 
Chicago Tribune, your home’s presence is 
greatly expanded.



Coldwell Banker web partners

ColoradoHomes.com
ColdwellBanker.com
ColdwellBankerPreviews.com*
aol® Real Estate
Cyberhomes.com

Aol001.cyberhomes.com
Bankofamerica.cyberhomes.com
RealEstate.com

OpenHouse.com
NYTimes.com
WallStreetJournal.com
(listings start at $500,000)
Yahoo! Real Estate™

Lakeland Ledger
Palm Beach Post
Sarasota Herald Tribune

Enormo.com
FrontDoor.com
Google Base™
Homes.com 
IHT.com
Oodle.com – Coming Soon

HomeFinder.com
Network Partners

OpenHouses.com
Anchorage Daily News
Montgomery Advertiser
Modesto Bee
Visalia / Tulare
Fresno Bee
The Reporter
Times Herald
The Californian
The Tribune
Merced
Contra Costa Times
Inside Bay Area
Monterey County Herald
San Jose Mercury News
Santa Cruz Sentinel
Sacramento Bee
Press Enterprise
The Coloradoan
Hartford Courant
Bradenton Herald
Orlando Sentinel
Fort Myers News Press
Fort Lauderdale Sun Sentinel
The Miami Herald
Sun-Sentinel
Macon Telegraph
Ledger-Enquirer
Iowa City Press Citizen
Idaho Statesman
Belleville News Democrat
Chicago Tribune

Journal and Courier
Richmond Palladium Item
Indianapolis Star
Kansas City Star
Wichita Eagle
Lexington Herald-Leader
Courier-Journal
Alexandria Town Talk
The News-Star
Salisbury Daily Times
Battle Creek Enquirer
Lansing State Journal
St. Cloud Times
Springfield News-Leader
Biloxi Sun Herald
Hattiesburg American
Great Falls Tribune
Asheville Citizen Times
Raleigh News & Observer
Asbury Park Press
Daily Record
Homes News Tribune
My Central Jersey
The Daily Journal
Las Cruces Sun-News
Ithaca
Rochester Democrat and 
Chronicle
The Observer-Dispatch
Chillicothe Gazette
Coshocton Tribune
Eagle Gazette
News Herald
News Journal

Telegraph-Forum
The Advocate
The Marion Star
The News-Messenger
Times Recorder
Statesman Journal
Allentown Morning Call
Centre Daily Times
Beaufort Gazette
Hilton Head Island Packet
Greenville News
Sun News
Rock Hill Herald
The State
The Daily News Leader
Daily Press
Burlington Free Press
Tacoma
Tri-City Herald
Olympia Daily Olympian
The Bellingham Herald
Appleton
Fonddulac
Herald Times Reporter
Marshfield News-Herald
Oshkosh Northwestern
Press-Gazette
Stevens Point Journal
The Daily Tribune
The Sheboygan Press
Wausau Daily Herald
The Herald-Dispatch

*Based on regional Previews price points. ©2009 Coldwell Banker Real Estate LLC. Coldwell Banker®, Previews®, and Coldwell Banker Previews International® are 
registered trademarks licensed to Coldwell Banker Real Estate LLC.  An Equal Opportunity Company. Equal Housing Opportunity. Owned And Operated By NRT LLC.



Coldwell Banker web partners

REALTOR.com®

Network Partners
Iwon™
Comcast.net
HomeInsight.com
Ibsys.com
Moving.com
Move.com™
MSN.com®
TopProducer.com
WelcomeWagon.com
Realtor.com Network Partners
KOAT.com
cbs46.com
wsbtv.com
TurnTo23.com
kget.com
wbaltv.com
kvos.com
wbng.com
nbc13.com
TheBostonChannel.com
wkbw.com
kcrg.com
counton2.com
wsoctv.com
khsltv.com
knvn.com
WLWT.com
local12.com
NewsNet5.com

kxrm.com
krcg.com
wach.com
wrbl.com
nbc4i.com
TheDenverChannel.com
KCCI.com
kfoxtv.com
wetmtv.com
webcenter11.com
kctv5.com
nbc25online.com
4029tv.com
cbs47.tv
wnct.com
WYFF4.com
foxcarolina.com
kgbt4.com
wfsb.com
kitv.com
Click2Houston.com
TheIndyChannel.com
WAPT.com
wjtv.com
News4Jax.com
fox30online.com
cbs47.com
wjactv.com
kmbc.com
WGAL.com

fox5vegas.com
cwarkansas.com
fox16.com
WLKY.com
WMUR.com
justnews.com
WISN.com
ksbw.com
wsmv.com
WDSU.com
KOCO.com
KETV.com
WESH.com
Local6.com
wftv.com
kpho.com
ThePittsburghChannel.com
wpxi.com
WPTZ.com
WMTW.com
wral.com
foxreno.com
13wham.com
wnem.com
abc4.com
ktvu.com
carolinascw.com
wstm.com
WPBF.com
WXII12.com

*Based on regional Previews price points. ©2009 Coldwell Banker Real Estate LLC. Coldwell Banker®, Previews®, and Coldwell Banker Previews International® are 
registered trademarks licensed to Coldwell Banker Real Estate LLC.  An Equal Opportunity Company. Equal Housing Opportunity. Owned And Operated By NRT LLC.



Coldwell Banker web partners

Trulia.com
Network Partners

303area.com/real-estate
abcnewspapers.com
allaboutthearea.com
americantowns.com
arizonawebpage.com
atlantamagazine.com
azcentral.com
bakersfield.com
bowlinggreentimes.com
browardpalmbeach.com
californiamoves.com
carolineprogress.com
cbmove.com
cbpacific.com
charlestoncitypaper.com
citizentribune.com
classifieds.urbantulsa.com
dallasnews.com
dailyharrison.com
dingmangroup.com
dwellagency.com
elkvalleytimes.com
elsberrydemocrat.com
firesideguard.com
foxbusiness.com
goochlandcourier.com
goskagit.com
grundycountyherald.com
heraldchronicle.com
heraldprogress.com
hermannadvertisercourier.com
hobokensbesthomes.com

homebuyinginstitute.com
homes.tamapabay.com
id-digest.com
insidetoday.com
jerseydevilhomes.com
kdhnews.com
Kiplinger.com
kvue.com
landise2realestate.com
laweekly.com
lawyerstitle.blogspot.com
lincolncountyjournal.com
loopnet.com
louisianapressjournal.com
manchestestertimes.com
miaminewtimes.com
mortgagesum.com
myareanetwork.com
mydwelling.com
myfloridahomestore.com
nashvillescene.com
newhavenleader.com
newphaserealty.com
northernnecknews.com
NorthJerseryhomes.com
northumberlandecho.com
nvdaily.com
ocweekly.com
orlandosentinal.com
Parade.com
pegasusnews.com
plotornot.com
pressofatlanticcity.com

rft.com
sarasotahomesonline.com
seattleweekly.com
seniorhousingnet.com
shelbynews.com
shemcreeksc.com
SILVAR.com
Smalltown.com
soldville.com
Southwesthomesnow.com
snapshot.trulia.com
tampabay.com
thecentralvirginian.com
thegoheens.com
thephoenix.com (phx.com)
thesunchronicle.com
thisweeklive.com
tolosapress.com
tricitylocal.com
tullahomanews.com
unitedonline.net
usnews.com
vandalialeader.com
villagevoice.com
washingtonpost.com
webmapfree.com
westmorelandnews.com
westword.com
yourplaceforhomes.com
zidaho.com
Zilpy.com

*Based on regional Previews price points. ©2009 Coldwell Banker Real Estate LLC. Coldwell Banker®, Previews®, and Coldwell Banker Previews International® are 
registered trademarks licensed to Coldwell Banker Real Estate LLC.  An Equal Opportunity Company. Equal Housing Opportunity. Owned And Operated By NRT LLC.



Coldwell Banker web partners

Zillow.com
Network Partners

Tampa Tribune
The News Courier
The Cullman Times
Classified Ad Network (CNHI-CAN)
North Jefferson News
The Leeds News
St. Clair News Aegis
The Branford News
The Jasper News
Suwannee Democrat
The Mayo Free Press
Americus Times Recorder
Cordele Dispatch
The Daily Citizen
The Union-Recorder
The Moultrie Observer
Thomasville Times-Enterprise
The Tifton Gazette
Valdosta Daily Times
Ad Express & Daily Iowegian
Clinton Herald
The Oskaloosa Herald
Ottumwa Daily Courier
Knoxville Journal Express
Pella Chronicle
Commercial News
Effingham Daily News
Mt. Vernon Register News
Shelbyville Daily Union
Times-Leader
The Herald Bulletin
Goshen News
Greensburg Daily News
The Evening News
Kokomo Tribune
The Lebanon Reporter
The Pharos-Tribune
The Tribune
Rushville Republican
The Tribune Star
Washington Times Herald
Hendricks County Flyer
XL Marketing
Batesville Herald-Tribune
The Zionsville Times Sentinel

Farm Talk
The Independent
Times Tribune
Glasgow Daily Times
Richmond Register
Commonwealth Journal
Grayson Journal Enquirer
The Sentinel Echo
Wayne County Outlook
Morehead News
Olive Hill Times
McCreary County Record
Gloucester Daily Times
The Daily News of Newburyport
The Eagle-Tribune
The Salem News
Andover Townsman
The Haverville Gazette
Cumberland Times News
The Record-Eagle
Grand Traverse Herald
Mankato Free Press
Home Magazine
The Land
The Joplin Globe
Laurel Leader-Call
The Meridian Star
Picayune Item
The Star Herald
The Newton Record
The Daily Southerner
Stanly News & Press
The Randolph Guide
Derry News/Weekender
Lockport Union-Sun & Journal
The Journal - Register
Niagara Gazette
Tonawanda News
The Daily Star
The Press-Republican
Cooperstown Crier
The Star Beacon
The Ada Evening News
Chickasha Express Star
Claremore Daily Progress
The Duncan Banner

Edmund Sun
Enid News & Eagle
McAlester News-Capital
The Muskogee Phoenix
The Norman Transcript
Pauls Valley Daily Democrat
Pryor Daily Times
The Stillwater Newspress
Tahlequah Daily Press
Woodward News
The Midwest City Sun
The American
Tuttle Times
Waurika News Democrat
The Tribune-Democrat
The Meadville Tribune
New Castle News
The Herald
The Daily Item
The Danville News
Allied News
Crossville Chronicle
Athens Daily Review
Cleburne Times Review
Corsicana Daily Sun
Gainesville Daily Register
Greenville Herald Banner
The Huntsville Item
Jacksonville Daily Progress
Mineral Wells Index
The Orange Leader
Palestine Herald-Press
The Port Arthur News
San Marcos Daily Record
Weatherford Democrat
Rockwall County Herald Banner
Royse City Herald Banner
Commerce Journal
Cedar Creek Pilot
The Register Herald
Bluefield Daily Telegraph
Times West Virginian
Montgomery Herald
The Fayette Tribune

*Based on regional Previews price points. ©2009 Coldwell Banker Real Estate LLC. Coldwell Banker®, Previews®, and Coldwell Banker Previews International® are 
registered trademarks licensed to Coldwell Banker Real Estate LLC.  An Equal Opportunity Company. Equal Housing Opportunity. Owned And Operated By NRT LLC.



The innovative world of social media has 
become a virtual playground for Web 
enthusiasts.  Twitter.  FaceBook.  LinkedIn. 
They’re sites that engage, entertain and 
connect.  From a marketing perspective, 
those Web enthusiasts can also quickly be 
translated into potential home buyers of 
your home.  That is why, in addition to our 
already impressive Web marketing strate-
gies, we at Coldwell Banker Residential 
Brokerage have created an impressive 
array of social media tools designed to 
engage, entertain and connect with today’s 
home buyer and drive those leads directly 
back to our websites, further exposing 
your property.  Here is a sampling of our 
social media platforms:

we’ve gone social...
and in doing so, 
we’re driving leads 
directly to your 
property 

iPhone.coldwellbanker.com – 
Coldwell Banker’s exclusive 
app for the iPhone

cbcotabletalk.wordpress.com

cbdenvermarketwatch.wordpress.com

FaceBook.com/ColdwellBankerWest

Twitter.com/CBMarketingWest

YouTube.com/ColdwellBanker



Coldwell Banker web strategy

Zillow

I N T E R N E T  L E A D  G E N E R A T I O N

V O I C E M A I L  o r  T E X T  M E S S A G E
to your Agent s phone with in 15 seconds





Pay Per
Click

Search

Yahoo Real Estate

WSJ.com

ColoradoHomes.com ColdwellBanker.com

Organic
Search

Google Base

HomeFinder.com

Trulia.com

NYTimes.comHomes.com

AOL.com OpenHouse.com

ColdwellBankerPreviews.com

FrontDoor.com

¥ Most people these days begin the search for a new home online. That s why Coldwell Banker
has developed strategic alliances with the Web s most popular real estate sites, driving more traffic
to ColoradoHomes.com and your listing.

¥ Your listing automatically appears on the nation s top real estate Web sites. In addition to the sites
pictured here, your listing is also linked from popular web portals including MSN, Juno, NetZero,
iWon, Excite and Digital City.

¥ The more people who search our site, the more leads your Agent receives.

¥ When a buyer clicks a link for more information on your listing, they are taken to the property
details page on ColoradoHomes.com. Inquiries from this page go directly to your Agent.

¥ Our LeadRouter system automatically turns any Web site inquiry regarding your listing
into a voicemail or text message sent to your Agent s phone within 15 seconds, allowing your
Agent to respond to leads almost instantaneously.

¥ Our comprehensive Web strategy gives your Agent the most effective method for capturing
interested buyers quickly, easily and in real-time.



we’ll make your home a showcase for the
world to see

All of our listings on REALTOR.com are
Showcase Enhanced Listings that include
a highlighted bar to help your home stand
out amongst the other online listings, as
well as multiple photographs of your
property and a detailed written property
description. Fewer than 10% of listings on
REALTOR.com are Showcase Enhanced
Listings which means Showcase Enhanced
Listings are far more prominent.

As you’ll see in the comparison below,
Showcase Enhanced Listings are easily
identifiable, are larger than a standard
REALTOR.com listing and provide the
details and features that will entice
potential buyers.

REALTOR.com showcase enhanced listing

standard REALTOR.com listing

Headline – Your home stands out with
a headline across the top of your online
listing.

Multiple Photos – Research shows that
online buyers want to see as many of the
home’s features as they can before they
visit the property itself so your Broker
Associate has the ability to add up to nine
photos of your home to not only entice,
but retain buyers’ attention.

Coldwell Banker Logo – The addition
of the Coldwell Banker logo not only helps
the listing stand out, it is also a symbol of
a powerful international brand that people
recognize and respect.

Showcase Border – A yellow bar frames
the top and left hand side of the listing to
help it stand out.

Detailed Property Description – To
entice potential buyers, we can share the
unique qualities of your home.

• No property description
• No additional photos
• No logo
• Because the standard REALTOR.com listing lacks the additional features that the Showcase Enhanced
  Listing does, the listing itself is smaller and less prominent, thereby attracting fewer online “hits”



Realtor.com showcased enhanced listing

Headline - Your home stands out with
a headline across the top of your online
listing.

Multiple Photos - Research shows
that online buyers want to see as many
of the home’s features as they can before
they visit the property itself so your
Broker Associate has the ability to add
up to nine photos of your home to not
only entice, but retain buyers’ attention.

Coldwell Banker Logo - The
addition of the Coldwell Banker logo
not only helps the listing stand out, it is
also a symbol of a powerful international
brand that people recognize and respect.

Detailed Property Description
- To entice potential buyers, we can
share the unique qualities of your home.

standard REALTOR.com listing



When an online home buyer shows interest 
in your property you want your Agent to 
respond with speed and professionalism.  
Our rapid response system offers patented 
breakthrough technology that helps our 
Sales Associates do just that.

Your Coldwell Banker Sales Associate has 
a direct communication link to potential 
buyers interested in your property who 
are either looking for more information or 
wishing to set-up a private showing.

In a matter of seconds, potential buyer’s 
inquiries will go directly to your Sales 
Associate’s cell phone and e-mail for an 
immediate response.  Now that’s service!

Before we changed how the industry looks at 
technology, almost half of the online inquiries 
made to Sales Associates went unanswered.  
It is our guarantee that a Coldwell Banker 
Sales Associate will respond to buyer inquiries 
within 15 minutes.

facts you need to know2:

• The average online consumer has a
  15-minute patience level when looking
  to acquire more information
• Online consumers make an average
  of five to six additional inquiries

Your property is exclusively marketed on 
the country’s leading real estate websites.

Potential home buyer finds your property 
online and requests additional information.

Instantly, an alert is sent to your Sales 
Associate’s cell phone.  Your Sales Associate 
contacts the consumer directly to schedule 
a showing or provide additional details on 
the unique features of your home.

it’s like we have your 
buyer on speed dial

step 1

step 2

step 3

22006 National Association of Realtors® Profile of Home Buyers and Sellers.



coloradohomes.com featured property

The best way to get the highest possible price for your home is to gain maximum
exposure in the marketplace.  This exposure is gained through a variety of marketing
methods including Internet exposure.  ColoradoHomes.com, our website, features
all homes listed on Colorado’s Multiple Listing Services.  And with more than
58,000 visits per month, it's apparent that ColoradoHomes.com is becoming the
real estate information source for home buyers and sellers.

When you list your home with Coldwell Banker, your unique home may be part
of the “featured properties” section on the home page which immediately attracts
the attention of online home buyers thus showcasing your fine home to hundreds
of more home buyers every day.



The system virtually replaces old
fashioned brochure boxes while
capturing the cell phone number
of every interested individual.

Coldwell Banker Residential Brokerage has
always been an innovator in technology and
our most recent addition to our technology
platform is the use of an innovative mobile
communications system known as Property
by Phone.  This Coldwell Banker Residential
Brokerage phone service is a powerful
marketing platform that delivers property
information—text descriptions, photos and
video—instantly to a consumer’s cell phone
or mobile device. In addition to being a
powerful informational tool for consumers,
Property by Phone is a lead generation
machine for you and your Broker Associate,
providing the easiest, most complete mobile
property sales tool.  Your Broker Associate
receives an instant text message and e-mail
capture of the cell phone number of each
person requesting information on your home.
This enables your Broker Associate to
instantly and personally follow-up with a
potential buyer even when he/she is right in
front of your home.

powerful mobile
marketing at work
for you

Adding the mobile marketing capability of
the Property by Phone platform to the
strength of Coldwell Banker Residential
Brokerage’s services is the easiest way for
people looking at properties to get text
messages, photos and video information
when they want it, right to their cell
phones.  It’s the leading edge of real estate
marketing and, as innovators, Coldwell
Banker Residential Brokerage certainly
likes to lead the way.

works like this:
A consumer dials the toll-free
number (available on the sign in
front of the property);

Requests information in English
or Spanish;

Enters the property code; and

Chooses to receive text property
descriptions, including up to 10
photos, virtual tours and access
to videos (if available) of the
property’s interior and exterior.

The service is backed by live
operator assistance 24 hours a
day, seven days a week.  Your
Broker Associate receives an
instant text message and e-mail
of the lead so personal follow-
up is easy and instant.  An activity
report of all leads captured is
available for download and review.



Maximum exposure to the broadest group of 
potential buyers is the key to marketing your 
property at Coldwell Banker Residential Brokerage 
through a combination of proven marketing 
systems and resources. One resource that can have 
a profound impact on the marketability and sale of 
your home is through video and video home tours.  
Coldwell Banker is the only real estate company in 
Colorado with its own real estate show on TV, On 
Demand and online for the world to see.  
 
Your Coldwell Banker Sales Associate has the 
exclusive ability to advertise your home with high 
quality, interactive video through a number portals 
and media outlets including: 
 
 On TV and On Demand:
• Monday – Friday: Run of Station on Comcast 
Networks and CET throughout the day
• Weeknights at 8 pm on Leased Access Channel 19
• Weekends at 8 am: CET Channel 5 (Channel 4
Colorado Springs/Pueblo)
• Weekends at 8:30 am: Leased Access Channel 19 
• Every day on Video On-Demand

Online:
•  YouTube 
• Coldwell Banker On Location
• Coldwell Banker Colorado YouTube Channel
• ColoradoHomes.com listings
• ColoradoHomes.com

Additional Agent Marketing with Video:
• Link to listing on Realtor.com
• Link to Agent’s own email signature lines
• Link to Agent’s social networking sites like
FaceBook, Twitter, etc.
• Link to Agent’s marketing pieces via
CBDirectConnect, Newsletters and eBlasts 

The Advantages of Marketing with Video
or TV
• Television reaches very large audiences - 
usually much larger than the audience your local 
newspaper reaches – with a greater level of 
frequency and repetition over a period of time. 
• TV audience has much larger audience segments, 
which enables us to reach a larger, yet, more 
diverse audience of potential buyers with an 
expansive reach of nearly a million Comcast 
viewers each day from the Wyoming border to 
Pueblo and from Limon to as far west a Vail
• TV and video allows us the ability to convey our 
message with sight, sound and motion creating 
instant validity and prominence for each property 
that we market. 
• We specifically targeted these premium 
programming time slots to reach the greatest 
audiences of potential homebuyers from 
housewives or stay at home moms to insomniacs 
after midnight and everyone in between. 
• Prominent exposure in a vibrant, real-world 
format complete with high quality interactive 
video, professional voice talents and motion.

maximize the power of marketing with video 
on tv, on demand and online 24/7



Where Buyers Found the Home They Purchased
Home Buyers Who Use the Internet to Search

did not use the internet to search

Understanding where buyers come from 

allows Coldwell Banker professionals 

to market your home more effectively.  

While buyers use a variety of information 

sources to learn about homes for sale 

in their target neighborhood, we know 

that the vast majority will discover your 

home with the assistance of a real estate 

professional and the Internet.  That is why 

it is so important for Coldwell Banker to 

offer a powerful combination of expert 

real estate representation and a dominant 

Web presence.

bringing buyers to 
your home

Source:  2009 National Association of Realtors 
Profile of Home Buyers and Sellers
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staging tips
The following “staging tips,” by award-winning
interior designer Lorna Oppenheimer, will
help your home look its very best.

• Check the visibility of your house numbers;
repaint or polish if necessary.

• Create an inviting walkway.  Add color
with annuals and a new doormat to brighten
your home and welcome buyers.

• Open windows everyday to let in fresh
air.  Appeal to buyer’s sense of smell and
create an inviting feeling by lighting candles
or baking.

• Sharpen the look of your rooms by paying
attention to detail.  Polish knobs and handles
and replace lights in bathrooms and kitchen
as necessary.

• Turn on all lights, especially at night, to
highlight your home’s amenities.
.
• Create a focal point in your entryway by
adding a picture, lamp or plant.

• Remove furniture to make rooms appear
larger and allow for a clear traffic pattern.

the effects of lighting,
open spaces, neat

interiors and
manicured landscaping

can dramaticaly
decrease the amount
of time your home is

on the market

• Unify the accent pieces and details in your
home.  Replace old lampshades, bedspreads
and bath towels and coordinate matching
area rugs, pillows and candles throughout
all rooms.

• Try to make a child’s room minimally
personal and make sure it is safe.

• Always test your doorbell to be certain it
is in good working order.

• Move your best pieces of furniture toward
the front of each room and your least
attractive pieces toward the back.

• Hang all pictures on the low side and hang
mirrors across room windows that get a
lot of light or have a view.

• Set your dining room table for a decorative
appeal.

• Place plants and fresh flowers in rooms
to add vibrancy and freshness.  Use big,
bright or bold accessories to draw attention
to important areas of the room.

• Try not to be present when potential
buyers are viewing your home.  If you are
present, keep conversation to a minimum.



dotting the “I”s and
crossing the “T”s

We will work on your behalf throughout
the transaction to successfully close the
sale.

Handling the Details
We will monitor the progress of the
transaction, including the satisfaction of
contingencies and conditions.

Working with the Buyer’s Broker
We will continue to work on your behalf
in dealing with the buyer’s Broker.

Keeping You Informed
We will stay in touch on a regular basis to
keep you informed and answer your
questions throughout the entire
transaction.

Leave the Negotiations To Your
Realtor
In order to maintain the strongest
negotiation position, we recommend that
you DO NOT discuss the following
information with any buyers or other real
estate Agents:
• Reason for selling
• Urgency to sell
• Willingness to consider an offer less than
  asking price
• Financial terms you would accept
• Personal property you might be willing
to include
• Timing and benefits from your company
(if a corporate relocation)
• Any other confidential information



evaluating the competition

the traffic previewing your home during the first 21 days
on the market

When the home is first introduced to the marketplace and we have created a perception of
value, we will see the heaviest traffic. These buyers are our best buyers. Why?  Because they
are already working with the broker population, they are typically seasoned buyers, they have
seen all of the inventory, they may have lost other homes in multiple bid situations, and they
are typically prepared to step up to the plate and make an offer. If the positioning has created
a sense of urgency where more than one buyer wants the property, they will be asking the
question, “What will it take to get this house?”  “What do I have to do to take it off market?”

After the first week we will begin to see the traffic taper off.  These buyers do not have that
same sense of urgency the first wave of buyers had.  They are not as excited, and these buyers
are asking the question, “I wonder what this property is worth.”  By the time we enter the
third week of marketing, the showings will have dropped off dramatically.  These are buyers
just entering the market and not ready to make decisions—they are not educated, nor
experienced in the process. They have just started their home search adventure.

the importance of market positioning

product vs. commodity
product commodity
Sellers establishes price
Direct relationship to advertising
and marketing of product

Example: Gardenburger spent 2/3
of its advertising budget on
SuperBowl ad and created an
overnight success

Sellers establishes value
No relationship to advertising

Example: Have you ever seen an ad
for the sale of gold or IBM stock?



pricing strategies

Pricing your home is a complex task that
requires the expertise of an experienced
real estate professional.  Consider the
following:

• If the listing price is set outside of the
proper parameters, potential buyers may
be deterred from considering your home.

• Arriving at the optimal price requires
evaluation and understanding of current

marketing conditions, the marketable
features of your home and recent trends
in the real estate market.

• The closer your home is priced to fair
market value when it first comes on the
market, the more likely it will sell quickly
at the highest price.

• The higher your home is priced above
market value, the fewer number of available
buyers.

Your Coldwell Banker Residential
Brokerage Broker Associate will advise
you of the following factors when assisting
you in determining a listing price for your
home:

• What have buyers recently paid for similar
properties?

• Will this price attract enough attention
by buyers to generate showings and
acceptable offers?

• What properties are competing for the
attention of buyers right now?

• What properties have not sold, indicating
what prices buyers are unwilling to pay
under current market conditions?



the risk of
overpricing could lead
to forfeiting peak
selling opportunities

Pricing your property competitively from
the start will generate the most activity
among brokers and buyers.

• A property generates the most interest
among Brokers and buyers when it first
goes on the market
• The number of showings is greatest
during the time if it is priced at a
competitive market value
• Pricing too high and reducing the price
later fails to generate as much activity
• It may even become necessary to drop
the price below market value to compete
with newly priced listings
• Don’t allow personal feelings, belief or
emotions set the price of your home
• Take a realistic, market-driven approach
at determining the true market value of
your home

pricing your home
competitively at the

start will create more
activity among brokers

and buyers and will
decrease the time it

takes to sell
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market value strategies

statistics have shown:

• There is a 95% chance of sale if a home is priced at market value

• There is a 50% chance of sale if priced at 5% over market value

• There is a 30% chance of sale if priced at 10% over market value

• There is a 20% chance of sale if priced at 15% over market value

The seller can only set the asking price.  The buyers will set the sale price.



truly remarkable
service client
satisfaction survey

We are committed to providing you with
Truly Remarkable Service, and as part of
that pledge, we will be e-mailing you a
Client Satisfaction Survey at the conclusion
of your transaction.  The online survey
will only take about five minutes to
complete, and we will need your e-mail
address.

Thank you for helping us ensure that we
continue to provide our clients with the
best real estate transaction experience
possible.
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