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THE PROFESSIONAL AFFILIATION OF

R.J. Smith Realty and D.L. Hawkins & Associates
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From the Desk                                                                                                         Of

Team Spirit                                                                                                                                                            R. J. Smith Realty, 35 Matthews Street                                       Goshen, N.Y. 10924                                                                       Phone: (845) 294-2095 Fax (845) 294-2687

Dear Prospective Client, 

It is our pleasure to present the following marketing proposal for your property. R. J. Smith Realty is one of the oldest non franchised real estate firms in Orange County. Our company realizes that client satisfaction is based on client fulfillment of the duties associated with real estate brokerage. What does that mean? It means the highest and best price for your product with a realistic sales timeframe. We at R. J. Smith believe that in order to satisfy the needs of the seller we must offer top of the line marketing, full coverage for sales and a mix of seasoned experience and the exuberance of newly licensed sales associates. This is realized by a TEAM approach. 

TEAM SPIRIT offers a delicate mix of four dedicated individuals whose focus is customer satisfaction. Our combined experience of 40 years in the real estate business specializing in LAND DEVELOPMENT, NEW HOME CONSTRUCTION, and RESIDENTIAL RESALE guarantees results. With four team representatives come a team leader who is the point person to set the marketing, advertising, and general strategy. 

TEAM SPIRIT holds sales awards from all categories of sales from silver to gold awards. Realizing that the Hispanic buyers are an integral part of the buyer community, TEAM SPIRIT offers not only Spanish but Russian interpretation too. Our team concept offers 350 days a year coverage, vacations are staggered, and there is always a sales voice speaking for your product.

We would welcome the opportunity to introduce ourselves and we invite your questions, comments, and any concerns you may have. Please give us a call if you have any questions. Thank you.

Regards, 

Team Spirit
Team Spirit Associates 
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Thomas Pahucki – Striving to maximize land use for new home construction, Tom is one of Team Spirit’s most valuable agents. As an Associate Broker, he has a great deal of experience in the Hudson Valley not only selling homes, but helping people find the right homes for their family as well. 
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Toni Faber – Over 20 years experience as a successful Realtor and Broker Owner. Toni has served many clients committing the time, energy and resources necessary to make the transition as smooth as possible.                                                                                                                           
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Rose Paduch – With 15 years of experience in the Human Services field and memberships in the National Association of Realtors, Orange County Board of Realtors, and Greater Hudson Valley Multiple Listing Services, Rose can offer clients a broad range of knowledge and services. 
[image: image5.jpg]



Dorothy L. Sharpe – New to the business, Dorothy offers a fresh look at today’s real estate market. She was working with Real Estate Solutions for over a year as their Office Administrator when she took a position with Team Spirit as their Assistant and Marketing Coordinator.  
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Benefits of Listing with R. J. Smith Realty
1. R. J. Smith Realty covers a large geographic area of the tri-county region (Orange, Sullivan and Ulster). 

2. R. J. Smith Realty has a staff of 30 full time representatives with the ratio of brokers to salespeople better than 3 to 1. The sales staff participates in on-going educational programs to keep abreast of current and changing market trends, assuring a greater knowledge of the industry.

3. R. J. Smith Realty has a paid support staff of 9 professionals assuring an excellent back up team to the sales staff. 

4. R. J. Smith Realty is a member of the Orange County Association of Realtors and the Ulster County Board of Realtors, as well as the State and National Boards. As a member of these boards, the company strictly adheres to the Code of Ethics and Standards of Practice adopted by the National Association of Realtors. 

5. R. J. Smith Realty is a member of the Orange, Sullivan, and the Ulster County Multiple Listing Service offices to distribute information about listings which promote their assistance in helping to sell the property. 

6. R. J. Smith Realty completes a competitive market analysis to assist the seller in determining fair market value of the property, so as not to under-price or over-price the property. 

7. R. J. Smith Realty will coordinate an individualized marketing proposal to determine the market best suited for the property and properly exposing it to that market.

8. R. J. Smith Realty has an advertising policy SECOND TO NONE. All residential exclusive listings with the company are advertised weekly and land listings bi-weekly in one of the following media: New York Times, Times Herald Record, and Harmon Homes Magazine. R. J. Smith Realty advises to the property owner on a regular basis when and where the property has been advertised. 

9. R. J. Smith Realty will display a sign on the property to insure 24 hour marketing exposure, alerting all potential purchasers as to the availability of the property. 

10. R. J. Smith Realty’s sales staff previews each listed property to familiarize themselves with all aspects of the property.

11. R. J. Smith Realty holds open houses on a regular basis to attract prospective purchasers. 
12. R. J. Smith Realty seeks prospective purchasers and sellers through direct mailings and personal contact. 

13. R. J. Smith Realty qualifies all potential purchasers to eliminate the unqualified showing. This better assures a closing of title because financing is obtainable. 

14. R. J. Smith Realty professionally shows the property to prospective purchasers to enhance features and benefits to match purchaser’s needs. 

15. R. J. Smith Realty presents all offers to the seller and reviews carefully the estimated final net figure so that there are no unexpected expenses at the closing table. 

16. R. J. Smith Realty takes a sale from the signing of the original listing agreement to the closing. Coordinating all aspects of the transaction with attorneys, bankers, surveyors, engineers, etc. R. J. Smith Realty is a full service organization. 
17. R. J. Smith Realty, being a full service organization, has a Commercial and Industrial Division, Farm and Land Division, Land Development Division, Appraisal Division, as well as a New Home Division. 

18. R. J. Smith Realty offers assistance to property owners in the subdivision process of their property. This assistance includes working with engineers, Town Planning Boards, etc. 

Your Real Estate Associate

With TEAM SPIRIT you’ll have a highly qualified top-ranked professional, using the best and boldest full page color marketing and the latest innovations in technology for less than the expense of many other Real Estate Companies. 

Your Real Estate Associate’s Objectives

To make the process as effortless for you while getting the most money for your home in the shortest amount of time as possible. 

Your TEAM SPIRIT associate is trained to expertly handle every emergency and non-emergency to get your home sold. Your associate will be your:

• Pricing Expert: Your associate will compile a comprehensive Comparative Market Analysis detailing your property’s value and marketability.

• Marketing Expert: Your associate will devise the best strategy for exposing your property to the world and keep you apprised of prospective purchaser’s responses and modification that may become warranted.

• Specialized Photographer: A well presented home sells quicker. Your associate will take the pictures of your home from the best possible angel and lighting conditions. It is often the high quality of our photos that help keep people viewing our client’s properties at our website for extended periods. Oh yeah… we have stickiness.

• “Go To” Person: Sellers and buyers will get through to your associate when they need quick answers to any number of questions that come up in the home selling process.
• Buyer Expert: Nothing is more impressive to a buyer than an instant response from a knowledgeable professional. When the prospective buyer has questions, they do not want to sit by the phone waiting for a return call. It is a tremendous selling advantage for TEAM SPIRIT’S clients that our associates are always available to take their call or email, are accessible by cell phones, and have the back up systems in place to handle questions as they arise, seven days per week.

• Schedule Coordinator: Your associate will act as a schedule coordinator managing the activity and schedule of the showings of your home. They also make sure that all offers get immediate attention. Personalized service to be certain, never farmed out to a different person each week.

• Closing Coordinator: Your associate will be your “go to” person all the way from listing through closing. Your associate will coordinate the efforts of the attorneys, lender, surveyor, home inspector, etc. Many times we find the associate’s real expertise is put to use during the pending portion of your home sale. Real Estate Solutions associates keep transaction together by anticipating and solving potential problems before they become deal-breakers.

• Pinnacle Associate: TEAM SPIRIT has recruited some of the best associates throughout the area. TEAM SPIRIT associates consistently place among the highest average sales volume production in the industry. That means they get the job done! 

What does Team Spirit mean to your property sale?
Marketing Exposure Second to None

The truth is Price and Exposure is what really sells homes; and nobody beats TEAM SPIRIT when it comes to exposure! That’s because TEAM SPIRIT has a high profile advertising campaign centered on the full color, full size, back page of the Times Herald Record every Sunday in the Real Estate pull-out section. Our weekly schedule of print advertising in local and regional newspapers and real estate magazines, as well as listing on top Real Estate Web sites and top posting in search engines insures that your home receives continuous exposure where buyers are looking.

Your agent will also hold open houses, create detailed brochures and flyers, and coordinate private mailers targeting people in your area looking for a property consistent with what you are currently selling. 

Top Local Realtors

Real Estate Solutions has expert Realtors® who live in your area and know the people and nuances of your local real estate market. Your TEAM SPIRIT associate comes to your home, meets with you, analyzes the value of your home and devises a plan best suited to your individual needs and wants. Your associate may also make suggestions on small things you can do to improve your home’s value. Your TEAM SPIRIT associate will also explain how he/she is supported by a professional team of administrative experts to make sure you receive the excellent service you deserve throughout the home sale process.
Office Accessibility

Real Estate Solutions has strategically located offices to service your area and is open 7 days a week. We are staffed with professional administrative people answering the phones so your associate can be at work selling your home. If you’ve ever tried to reach most area Realtors on a weekend you’ll recognize how important this feature truly is to getting your home sold. 
Technology
Using the latest technology through interactive websites, and e-mail, your agent will be kept up to date of who’s showing your property, when, and what they thought of it. All of this information will also be accessible to you, the owner, through the internet and a special account linked to our website. Keep track of marketing your agent has been doing, showings, appraisals, and more. Ask your agent about the View My Listings site and how it can help you keep abreast of activities on your property. 

Tips to Help You Sell Your Home

1. Tidy up the grounds including porches and garages. Keep lawn trimmed and edged. Make sure that your yard is clean of refuse. First impressions are lasting impressions.

2. Your front door gives a vital first impression when a REALTOR and prospective purchaser approach your home. Be sure it is scrubbed clean or painted if necessary.

3. Dress up windows with freshly laundered curtains.

4. If any decorating is needed (especially in kitchen) do it now! $100 worth of paint may balance $500 in price reduction. Bathrooms help sell homes. Make this room sparkle!

5. Keep all steps clear of hazards. Keep the entire house tidy & uncluttered.

6. Don’t forget to have all light sockets filled with bulbs. Illumination is like a welcome sign. The potential buyers will feel glowing warmth when you turn on all your lights for an evening inspection.

7. Wash dishes, put away clothes, straighten up newspapers, magazines, etc.

8. Make up beds with attractive spreads.

9. Keep pets out of the way when showing. One type of prospective buyer can be annoyed, and another’s attention can be diverted.

10.  Avoid having anyone home during showings. The potential buyer will feel like an intruder and will hurry through the house rather than experiencing what it would be like to have their family live there.

11.  Leave showing your home to the salesperson. It is his/her business to sell; He/she can work with differing reactions alone better than with running conversation. The sales person knows the buyer’s requirements and can best emphasize the features and benefits of your home. 

12.  Don’t discuss anything concerning the sale with a customer. Let the REALTOR discuss price, terms, possession, and other factors with the consumer. He/she is eminently qualified to bring negotiations to a favorable conclusion. 

13.  Never try to sell furniture or other personal property to a customer before the deal is complete. 

Some Factors for the Owner’s Consideration
1. Owners often think they can save the commission by selling their property themselves. This is usually not the case. Buyer’s today are knowledgeable and think that an owner will overprice his/her property so if it doesn’t sell and he/she turns it over to a broker, he will still net what he wants. Therefore, buyers will make an offer less the commission and the owner will then net less than if he had a broker sell it. 
2. Since owners are not familiar with the market, they sometimes overprice their property and by the time all costs and expenses are paid, they net less money than if the sales had been handled by a competent broker.

3. Prospects do not buy until they think the selling price is right. Brokers have sales records of comparable properties in the area to justify the subject property’s sales price. 

4. The owner is only advertising one property. The broker is advertising many. A prospect will call on one ad and often buy a home other than the one he called on. Thus, brokers have more prospects. 

5. Home buyers are “shoppers”. They want to see other homes for comparison. The owner only has one home to show. A broker is trained to show a home professionally, present benefits, overcome objections, and make the sale. 

6. For-Sale-By-Owner ads attract unqualified lookers. Brokers are experienced in qualifying buyers financially. Brokers don’t waste time. 

7. Some potentially good prospects will drive past a house, see an owner’s sign, but drive on because they are turned off by the outside appearance of the home. Even though the home’s interior benefits may have been exactly what they were looking for. Those prospects are lost. A broker will describe a home’s interior benefits to prepare the prospect, show him inside, past his first impression of the home, and a sale will result from the personal contact.

8. Buyer’s who find no one around go on to look at other houses and seldom return. With a broker, they can jot down a name and number off the sign and call to arrange an appointment. 

9. If objections are not handled properly, a sale will not result. Techniques for handling objections in an effective and professional manner are the most difficult of all techniques to master. Buyers raise as many objections as they can, putting the owner at a distinct disadvantage. Brokers are trained to handle these objections.
10. Sellers can not be objective about their property, but brokers can be. Owners are emotionally involved and see things differently. A broker can put him/herself in the position of the buyer and affect a sale. 

11. Homes are frequently sold on second contracts. The broker has a follow-up system. If the owner tries to follow up, each time he calls the buyer, he is lowering his resistance so the buyer thinks the longer he waits the more anxious the owner will become and eventually accept a low price. 

12. Inexperienced owners often encounter difficulties in negotiations and sometimes lose the prospect. As “impersonal professional go-betweens” brokers are in a far better position to negotiate toward a sale.

13. Financing is normally arranged by the selling broker. He places many loans through several lending institutions. He is in a better position to obtain a more favorable loan for the buyer and in cases of refinancing will obtain a more reasonable discount point quote, thus saving the seller money that certainly helps make up for the commission.


Seller’s Document Checklist

□ Copies of receipts for improvements.

□ Copies of unexpired warranties.

□ Lists of personal property included with the sale.

□ Verification of utilities availability and recent bills.

□ Copy of current real estate tax bill.

□ Copy of current school tax bill.

□ Copy of deed conveying title to present owner. 

□ Certificate of occupancy or letter from town.
□ Owner’s payoff amounts with copies of all notes and mortgages.
□ Copy of title policy.

□ Copy of appraisal.

□ Blueprints of building.
□ Copy of water test results.

□ Copy of engineer report.

□ Copies of other inspections (termite, radon, etc.)
□ Copy of subdivision plan.

□ Condominium documents and brochures.

□ Itemized rent roll (Investment properties).
□ Income and expense statement for last complete tax year (Investment properties).

□ Copies of leases and/or rental agreements (Investment properties).

Buyer’s Due Diligence Checklist

□ Property Disclosure Form.       

□Check for future street expansions.
□ Homeowner’s Warranty.


□ Verify property owners.
□ Verify age of structure.


□ Verify lot size. 
□ Verify property assessments.

□ Locate well and septic.
□ Subdivision/zoning restrictions.

□Verify square footage.
□ Locate any underground storage tanks.
□Verify utilities and average bills.
□ Check proximity for High Voltage Power Lines. 
□ Check for sources of potential pollution or hazardous conditions.
□ Check with local planning authority for future development plans in the area.
□ Check for commercial development nearby. 

□ Check for flood plain, easements, and encroachments on recorded plot. 
□ Verify neighborhood regime fee/assessments.

□ Check real property tax and assessments.

□ Check for proximity to shooting range. 
□ Verify building permits used for any prior modifications.

□ Verify hardwood floors if applicable.

□ Check values and prepare a CMA prior to recommending an offering range.
□Attorney review documents before they are signed. 

□ Professional property inspections to cover:

Structural condition 
Roof condition and life 

Condition of appliances

HVAC system

Electrical capacity

Presence of termites/moisture

Plumbing systems

Pool pump and liner

Presence of lead based paint

Well capacity

Water purity


Formaldehyde insulation

Septic system

Radon



Asbestos


Team Spirit’s Satisfied Customers and Clients
Heritage Custom Homes
LSCO Realty, LLC
Wallkill Corporate Park
Horizon 1, a NY Limited Co.

Country Breeze Homes
Almar Homes Inc.
ARI Association of NY Corporation
GJS Construction
LAW Construction
Jed Homes

Venice Land Development Corporation
T & J Hardwood Flooring
Hudson Valley Custom Builders
Lynchmor, LLC
Greenville Hill Incorporated
Eaglewood Custom Builders

SR Realty Association
J & J Builders, LLC
Paradise Builders

and many, many more!






