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Legal Notice

The Publisher has strived to be as accurate and complete as
possible in the creation of this report, notwithstanding the
fact that she does not warrant or represent at any time that
the contents within are accurate due to the rapidly changing

nature of the internet.

The Publisher will not be responsible for any losses or
damages of any kind incurred by the reader whether directly
or indirectly arising from the use of the information found in

this report.

This report is not intended for use as a source of legal,
business, accounting or financial advice. All readers are
advised to seek services of competent professionals in legal,

business, accounting, and finance field.

No guarantees of income are made. Reader assumes
responsibility for use of information contained herein. The
author reserves the right to make changes without notice.
The Publisher assumes no responsibility or liability
whatsoever on the behalf of the reader of this report.
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How to Sell Your Home for Top Dollar?

Selling a property could be one of the biggest challenges
many people will take on in their lifetime. There are many
aspects that go into a successful sale. Ending up with the
most money possible with the least stress at closing is what

counts.

Helping my dad from the age of 12 pick out properties and
watch him manage them (and see him retire from being a
truck driver at the age of 40 from his real estate

investments), gave me the bug. It is what propelled me to
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purchase my first home age 22. It is what connected me
with my Real Estate Attorney husband — and finally set me
on the journey to a successful career for over 20 years in
Real Estate.

In this guide, | breakdown the process and provide a detailed
strategy to increase selling price while avoiding costly
mistakes to get there. With a professional real estate agent’s
expertise you can be assured the process goes quickly and

smoothly.

That's exactly why | wrote this book. While | had the
pleasure of assisting a client grow his real estate portfolio
from $13 million to over $75 million and manage it over a
period of 20 years as well as helping several others buy, sell,
invest and manage properties. | learned so much about the
market, negotiating, and helping people achieve their goals
and negotiate WIN-WIN deals.

And, that's what | want for you . . . to achieve your real

estate goals.
If I can be of service to you in some small way in helping you

get where you want to go, then that means I've done what

my mom taught me to do . . . ‘be a Difference Maker.’
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It is truly my privilege to partner with Keller Williams Realty
Professionals in Fort Lauderdale. Our Team is amazing . . .
from our Broker, Richard Bass, Team Leader & CEO, Robert
Carbuccia, Operating Partner, Alan Waxman to our Market
Center Administrator Robin Taylor. Thank you for being part
of my Team along with Supreme Lending, Alliance Title and

Loan Depot.

EDebbie Ol Dysecki

Realtor®Graduate- Realtor® Institute (GRI)

Certified Luxury Home Marketing Specialist® & Million Dollar Guild
Member, Institute for Luxury Marketing

Certified International Property Specialist

Certificate, At Home with Diversity — National Association of Realtors®
Certified Real Estate Divorce Specialist ®

Member of Florida Vacation Rental Managers Association
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"I have known Debbie Wysocki for several
years and am consistently inspired by her
! commitment to serving others. | have always
~ known her to be a woman of integrity and
someone who delivers what she promises.
| highly recommend Debbie."

Nancy Matthews, CEO & Co-Founder,
Women's Prosperity Network - Fort Lauderdale

"Debbie Wysocki is very professional. It's
like "Your wish is my command' -- fairy
tale! I can't thank Debbie enough for
enthusiastic attitude, friendliness and

| honesty."

Isabel Levin, Realtor - Miami, FL

{ "We have used other Real Estate Agents
before, but have found none better than
Debbie."

Dan Ustian - Chicago, IL

"We were referred to Debbie by a

neighbor and Debbie navigated us

through the home buying process. We

closed in 34 days with an FHA Loan.

t1 Debbie explained the process along the
Way -- we were so excited to move into

Al our new home."

Yunior Martinez & Dorca Hernandez - Palm Springs, FL
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“I had a signed contract in 16 days
from the time my home hit the MLS
and 4 offers to choose from. Thank
you Debbie. | am a happy customer.”

Janet Wyant - Pompano Beach, FL

“We were under contract our first day
¥ over our asking price & Debbie had a
waiting list of potential buyers. She
handled every curve ball to close our
home.”

Deanna Landis - Fort Lauderdale, FL

Debbie Wysocki, Realtor®, CIPS, GRI, CLHMS www.Floridal uxuryHomesGroup.com 7
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CHAPTER 1:

DO | NEED
A
REALTOR?
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@on O leed @ Realtos® ?

There are countless intricacies that go along with selling a
property. Selling without the assistance of an experienced
real estate professional could be compared to representing
yourself in court, and we’ve all heard the saying ‘you’d have
a fool for a client” The National Association of Realtors®
recently released a study stating that owners who Skills
aside, selling a property is an abundance of hard work. Real
estate agents provide countless services unattainable when
using For Sale by Owner.

Many times For Sale by Owner signs and ads bring
expectations in a price reduction since you are saving on the
commission. The problem in that thought process goes
further than the savings on a commission. The problem with
this mindset is with the savings of commission you are losing
out on all the services a real estate agent normally provides,
while also coming out of pocket for costs normally absorbed
by your agent for advertising and marketing your property.
According to the National Association Realtors® (NAR) the
increasing complexity of the transaction process along with
time required are major factors in For Sale by Owner

decline.
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On average a buyer looks at 10 properties before purchasing
and 88 percent of buyers used a Realtor®. You want to make
sure your property is one of these. Then the percentage of
buyers that are willing and able to pay top dollar for your
property is small. It's important to market your property to as
many as possible, and that can be quite challenging with
only a For Sale by Owner sign. With a real estate agent you
can rest assure your property reaches as far and wide as

possible for maximum exposure.

Market Expertise

Professional real estate
agents stay on top of
essential skills and details
they need to know in order to
sell your property
successfully.  From being

knowledgeable of the local

job  market and school Pl
systems, to being on top of current community H;)me values
and sale history, your agent brings you cutting edge skills
that benefit your sale, as well as your peace of mind. A
good agent will know what other homes have sold for in your
neighborhood AND similar neighborhoods. This allows you

to market your home more effectively.
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Negotiation Skills

You may know how to make your home look great and what
its best features are for the buyers to focus on. Tricks of the
trade along with endless professional connections and
marketing reach, an agent is sure to secure plenty of buyers
for open houses and personal home tours. Your agent
understands a buyer’s mindset and is free from any personal
attachment that can sometimes cloud judgement while
negotiating. They have the experience and motivation in

securing the best possible price for your home.

Professional Network (A hidden resource)

Beyond an agent’s knowledge and skills in real estate, they
are also well connected. A main component for an expert

agent is  building a

constantly gaining new
relationships with everyone
from fellow agents and

home vendors including

plumbers, electricians,
contractors, appraisers, inspectors, and attorneys to
potential buyers. They have a big ‘database’ or ‘rolodex.’

Using an experienced agent provides you with much more

Debbie Wysocki, Realtor®, CIPS, GRI, CLHMS www.Floridal uxuryHomesGroup.com 11
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than sales expertise, it opens you up to the comprehensive
network of colleagues and professionals they are affiliated
with. Of course, you have a network too, and a good agent
will share with you how to effectively share your home so the
two of you are working as a team and generating prospects,

which will lead to offers.

Laws and Contract Knowledge

Ever changing laws, rules, and regulations are required to be
dealt with along your path to selling success are seemingly
innumerable. Have you thought about who will help you
navigate these? Did you know that when you engage a Real
Estate Professional, all of their services are FREE until you
sell your home? Isn’t that great news. . . There are many
things you need to do to get your property ready — including
knowing what forms are necessary in your state — what
contract you will use, what disclosures are necessary. Even
if you are lucky enough to have an attorney friend who will
handle the closing, what will happen if you get a buyer and
the deal falls apart? Most attorneys charge by the hour, not

by the deal. You will be back to square one.

12 Debbie Wysocki, Realtor®, CIPS, GRI, CLHMS www.FloridaluxuryHomesGroup.com
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Getting a property ready to
sell while possibly searching
for a new dream home is a
lot of work. You may want
to consider finding a trusted
real estate agent handle the
heavy lifting for you so you
don’t have to deal with the
complicated legalese and
documents necessary to sell

your home.

Time

Hiring an agent is
essential when it |
comes to the
amount of time
needed to invest for
a successful and
profitable sale. While

the internet is where [EIW

most people start their real estate search (over 90 percent),

eabionmal Suts and Perchess Sontract
[ AR 8 et

RALE KM PUACHASE

frankly, it offers an abundance of information for both buyers

and sellers. Think about your own day to day obligations like

your job, children, and events that might prevent you from

Debbie Wysocki, Realtor®, CIPS, GRI, CLHMS www.Floridal uxuryHomesGroup.com 13
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taking the time to do everything necessary to not only get

your home ready to market but show it.

What would you do if a prospective buyer wanted to see
your home at 10 am on a weekday or on short notice — say
just one hour — perhaps when you were at work? Would you
be able to accommodate this request? An agent is
completely dedicated to spending his resources (time and
money) selling your home for Top Dollar in today’s market
and performing all the necessary sales and marketing
strategies to get the best exposure for your home. And you
do want to get Top Dollar for your Home . . . Right?

14 Debbie Wysocki, Realtor®, CIPS, GRI, CLHMS www.FloridaluxuryHomesGroup.com
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CHAPTER 2:

FOR TOP
DOLLAR

Debbie Wysocki, Realtor®, CIPS, GRI, CLHMS www.Floridal uxuryHomesGroup.com 15
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Pepating Cloun Prapety Fan
Gap LDellan

I've broken down the steps necessary for preparing your
property to sell into important categories for you to follow

along and take necessary tips from.

Price

Determining the right asking price is essential for selling a
property in a timely manner, and for securing the best price
paid. The bottom line is you want to price your property
correctly to sell now — you are in a price war (and a beauty

contest).

Condition

Your strategy is to only choose upgrades or repairs that will
likely increase your selling price more than the cost of doing
them. Spending big bucks on improvements and marketing
may land you a higher selling price, but with the money lost
getting there you won't necessarily increase your net return,

or the selling price of your home less your costs.
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Presentation

The curb appeal of your home speaks volumes . . . followed
by the entrance and frankly how it feels. Because women
influence 83% of every purchasing decision, including home
purchases, your home must appeal to a woman (if there is
one involved in the deal) — that means it has to ‘feel right’ to

her.

A whopping 81 percent of Realtors® on the buyer side
believe that staging makes an impact by helping buyers
visualize the property as a future home (as reported by
NAR).

We also know that staging a home can increase the offer by

up to 10 percent.

Also, presentation includes, decluttering, aromas, and

cleaning. We address more on this later.

Location

Although you cannot change this particular fact, you can use
your property’s best attributes to help market your home. If
you have a school district that soars above many in your
area, your agent will be sure to add that as a major plus for a

selling point.

Debbie Wysocki, Realtor®, CIPS, GRI, CLHMS www.Floridal uxuryHomesGroup.com 17
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Price

Upon pricing your property appropriately, you could start to
gain buyer awareness and leads within hours. There are
many factors that go into listing price, and that’'s where your

agent’s expertise will come in handy.

Market Analysis

Your real estate agent's considerable knowledge of the
present market in which they work allows for them to source
data and create reports that can provide you with an
accurate guide of comparable prices making it much easier
to determine the price you want to set for your home. While
taking into account what other properties sold for, it's
important to factor in things like style/type, square footage,
age of property, and how long the comparing properties
where on the market (DOM).

This comparative market analysis or CMA done by your real
estate professional is a must. Aside from showing what your
home may be worth based on comparable sales, it provides
you an opportunity to present this analysis to prospective
buyers while being knowledgeable yourself in the present

market values during negotiations.
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Checking out the competition is always a good idea.
Attending local open houses, and pricing comparable
properties for sale in your area can shed light on, and
prepare you for what offers you should be expecting for your
own property.

Com parétive Market Analysis

Subject
Property
ML# Status Address SqFt |BR| FB|HE | GAR | Built | List Price | LP/ 5F [ DOM | Cumulative DOM
1236203 Jact 5504 5 Delaware Place 1130] 3| 1] o 1| 1850 | %100.000 588 31 31
1230208 |act 5230 5 Columbia Street 1630 3] 2] O 2| 1855 | 5108,000 565 | 106 106
1235363 |act 2446 E 541h Street 1475] 3| 1 1 2] 1857 | 5135500 554 42 42
1231018 Jact 5318 Lewis Place 1891 3| 21 0 2] 1960 | 5154900 sa1 93 276
1231847 |act 5338 5 Birmingham Avenus 1450 | 3| 1 1 2| 1958 | 5155000 106 ar &7
1230478 fact 5247 § Columbsa Avenue 2088) 3| 2] 0 2] 1955] $189500 550 | 100 100
1238547 |act 5320 5 Delaware Avenus 1658 | 3| 2] O 2] 1856 5189500 5102 28 28
Average 1646 3] 2| 1 2| 1956 $148,314 589 70 96
Mumber of Properties: T
Subject l l |
Froperty
ML# Closed Address SqFt[BRIFB|HB|GAR| Built List LPY Sale SP! |DOM| Cumulative
Price SF Price SF oom
1217425 [ 1172372012 | 2518 E S4th Street 1a45] 3| 1 [ 1] 2[ress[s112.000] sr7]s1ov000] s7a] 141 141
1230559 |12072012 gl230 5 Birmingham 1525 31 2| 0 2 |1956 | 5124500 | 5815113500 574 35 125
ace
1214353 | 27012 -;fZSSB lllll gham 2570 4] 2] 0 2 1955 | $148.800 557 | 5147 800 sssl 1 111
ace
1216818 | 9/28/2012 [5347 § Columbia trza| sl 2 o] z2|1esv|s1so000| se7|sieesoo| ses| e 38
Avenua
1230264 |12/0872012 ;IZQ 5 Birmingham 2432 31210 2 |1958 | 5184.500 375 | 5175.000 872 15 15
ace
1211360 | 8282012 [5146 S Columbia Place: 2837 | 41 2| 1 2 |2003 | $250,000 | 594 | $232 500 sas| 96 96
Avarage 2055) 3] 2| 1 2| 1965) 5161,633] &78| $153,716| S75] 73 88
Mumber of Properties: 6

Professional Appraisal

Another idea is to hire a professional appraiser. Usually
running a couple hundred dollars, this can prevent you from
pricing too low, and avoid pricing too high. Buyers assume
you start with an asking price for more than what your
property is worth, but arming yourself with an independent

appraisal to back your asking price gives you asking power.

Debbie Wysocki, Realtor®, CIPS, GRI, CLHMS www.Floridal uxuryHomesGroup.com 19
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Make sure to provide the appraiser with any information that
could help bring you to a high value. Your agent should
include copies of your appraisal in promotional packets to
support your asking power and provide validation in your

pricing.

Online Valuation Tools

The internet has tons of home valuation tools, a quick
Google search will bring you more resources than you can
possibly ever use. This gives you an ability to find a rough
estimate of your home’s value, but cannot provide detailed
value as every property is different and has positives and

negatives affecting value.

Pricing your home from the internet may not be helpful —
sometimes they base estimates on properties that sold years
ago or properties that are not similar at all. That is why a
real estate professional is needed.

Being Realistic

Set a reasonable price on your home — the goal is to get
Top Dollar in 90 days or less. Good homes priced
correctly sell. The first 30 days your home is on the market
is the most important -- if your home is priced correctly, and

your agent is doing their job marketing, you will get offers. It

20 Debbie Wysocki, Realtor®, CIPS, GRI, CLHMS www.FloridaluxuryHomesGroup.com
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will sell without lowering your listing price — yes, you may
negotiate — but you will not have your home on the market
for 1 year with multiple price adjustments. A word of caution
here, the luxury market (multi-million dollar homes) many
times DO take over a year to sell because there are fewer

qualified buyers.

Here is another marketing strategy . . . price your home 10
percent below the market and it can create a bidding
war. YES, you heard me correctly! You can end up with a
price ABOVE the market for your home and your home will

sell quickly. It will create lots of interest.

Closing thoughts . . . You want a little negotiating room. You
have to know your bottom line number. Prospective
buyers don’t have a personal attachment to your property
and they don’t care how much you paid or how much money
you put into it. Ultimately, it comes down to what other
people are paying in your area, and what the market is. You
have to ask yourself ‘What am | going to put my home on the
market for?” Do | want my home to sell for current market

Top Dollar? Or, am | looking for a needle in a haystack?

A professional real estate agent can guide you through that

journey.

Debbie Wysocki, Realtor®, CIPS, GRI, CLHMS www.Floridal uxuryHomesGroup.com 21




How To Sell Your Home For Top Dollar - 7 Insider Secrets For A Fast Sale

Condition

There are many things to do to prepare your property for
sale. Having your home professionally inspected before you
place that ‘for sale’ sign or sign the paperwork allowing your
agent to list your property, can give you many advantages

for a successful sale.

Eventually your buyer is going to conduct their own
inspection of your property. Wouldn't it be great to know
what is going to turn up before they do? This also allows
you to choose your own certified NACHI inspector, and an
opportunity to assist during inspection by providing any
information that can help fill any questions they may run into.
You also get a chance to review and correct any
misstatements in the inspection report you may find before

it's fully concluded.

Your report can help you realistically price your home if a
problem exists or substantiate a higher asking price if one
does not, or has been corrected. Revealing any problems
beforehand helps your property show better and is the

ultimate gesture in forthrightness on your part.

Having your home inspected before listing, allows you to

know exactly what areas of your home need attention. You

22 Debbie Wysocki, Realtor®, CIPS, GRI, CLHMS www.FloridaluxuryHomesGroup.com
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have an opportunity to make the repairs yourself or shop for
competitive contractors if choose to have someone else do
the repairs. If you choose not to make certain repairs your
still at an advantage by being able to attach your own repair
estimates opposed to the over-inflated estimates a buyer

may produce to you at the negotiation table.

All'in all, knowledge is power. Disclosing everything you can
about your home, including defects and alerting your
prospective buyers to the negatives frees you to move on

and emphasize the positives.

Most, if not all states require sellers’ disclosures on known
problems — so this is your list. Provide this to your agent.
You may want to have your agent include this report to
serious prospects.

Debbie Wysocki, Realtor®, CIPS, GRI, CLHMS www.Floridal uxuryHomesGroup.com 23
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CHAPTER 3:

REFRESH
REPAIR
REPLACE

24 Debbie Wysocki, Realtor®, CIPS, GRI, CLHMS www.FloridaluxuryHomesGroup.com
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Refresh

There are many small-scale
tasks and tips you can take on
yourself to enhance your

property for sale. Curb appeal

upgrades go a long way in ,
getting positive feedback from potential buyers. First
impressions are lasting impressions so make sure the things

buyers notice first are up to par.

Some ideas include making sure doorbells are working
correctly, tears in screens are repaired or replaced, and any
glass doors and windows are free from cracks. It's always
nice to walk up to a home with a nice welcome mat and new
brass door knocker. Fresh flowers are always a plus. Check
your mailbox too (you would be surprised how many people
have a dented or rusted out mailbox). Your driveway
surface is another first impression that prospective buyers
see in sales photos or upon a visit. These issues can easily
be repaired if any small problem exists and gives a
wonderful first impression. Clean gutters are always good in
case it’s raining while a buyer is visiting, and it's also an area

that your home inspector will be sure to check as well. A

Debbie Wysocki, Realtor®, CIPS, GRI, CLHMS www.Floridal uxuryHomesGroup.com 25
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manicured and maintained lawn is a must, and again we can
use flowers to make lasting appeal.

For your home’s interior be sure to repair holes in your walls
from picture hanging, and go through with a thorough
cleaning and refreshing. This should include touch up
painting for heavily used areas like railings, doors, and trim.
Repairing any electrical outlet covers that are caked with
paint also creates a sense of newness, without the new. The
idea is to take anything looking tired or worn and give it a lift

making it look fresh and new.

Repair
After refreshing your property, you can turn your attention to

details of your home that need to be repaired.

In fact, | believe it's important for Sellers to know any
potential problems that could challenge a buyer from moving
forward with their purchase. So, when a Seller lists with me,
| will pay for a pre-Inspection of the property. Then, together
we can address any items that may not be easily visible.
Yes, we can see the small things like broken cabinetry and
handles, any cracks in the walls, ceiling, or flooring. And, of
course, if there are any issues with roof tiles or siding you
should address them as well. Go through and carefully

investigate the interior and exterior for things in need of

26 Debbie Wysocki, Realtor®, CIPS, GRI, CLHMS www.FloridaluxuryHomesGroup.com
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fixing.

The condition of your property is the most important, and the
problems that you may have become used to will stand out
to buyers so should be addressed before listing. Any serious
prospective buyer does their own inspection and making the
repairs beforehand leaves less of a headache for everyone.
Some areas of concern generally tend to be major defects
like structural problems, small defects that can grow like
loose roof tiles, any issue affecting a buyer’s ability to be
financed or insured, any safety hazards, and finally any
noticeable issues like a leaking faucet. Make sure you save
all repair receipts for tax purposes and include them in your

promotional packets.

Replace

Sometimes there are areas of a property that just need to be
overhauled or replaced entirely. Certain types of flooring and
carpeting don’'t always last for long periods. Your real
estate agent is likely to know a reputable home improvement
professional to make necessary home repairs. Upon making
any replacements, ensure you select high quality visually
appealing materials. Go with neutral color schemes and

materials that will appeal to all.
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Some do’s and don'ts include changing out worn, stained, or
smelly carpeting. Choose inexpensive neutral colors that can
match any décor. The worse your carpeting is, the better
you’ll get on your investment. Don’t replace major appliances
or furniture. Having said that, if your appliances are dated,
you will do well to update them, and Craig’s List can be a
great place to turn to. Having clean Stainless appliances in
your home make it look fresh — and if you can get a great
deal on used appliances, go for it!

If you need to update an old vanity or yucky looking toilet,
that is a smart idea and relatively inexpensive. The same
goes for lighting. The better your lighting, the better your
home shows. So ditch the low wattage bulbs and old vanity
fixtures — put modern fixtures in and make it glow. If you are
not leaving your dining room fixture, replace it now — don’t

show it with the fixture.

Below is an example of how simple clean modern lines can

really update a bathroom for relatively little money.

28 Debbie Wysocki, Realtor®, CIPS, GRI, CLHMS www.FloridaluxuryHomesGroup.com




Don't do a kitchen or bath overhaul or any room additions

unless you are in the business of doing FLIPs — but that’s a
whole different book. According to Remodeling Magazine
remodeling projects only take money out of your pocket

when you sell your home.

The key here is making each room look neat and clean — go
through and really be relentless in de-cluttering. That means
if it's under $1,000 - $5,000 (or so) per room, depending on
the price point of your property, it's probably worth doing.
That covers fresh paint, light plate covers, light fixtures, etc.
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Be neutral in your selections.

Remember, the key here is to REFRESH. The only addition
you want to achieve is a SOLD sign.
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CHAPTER 4: }

SHOWTIME
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Shawtme

Presentation

In order to sell anything the presentation and staging of the
product is the most important for success. Making a game
plan with your agent is a great way for your home to be
guest ready at all times. You never know when a buyer will
be knocking, and it is important to embrace all selling
opportunities. Marketing your home takes skill, with an
experienced agent you'll be in good hands with their
knowledge of the right designers and photographers that will

be sure to have your property looking its absolute best.

Staging

Here is where we touch again on how a first impression
means everything. It's important for a buyer to get a great
first impression all around, and that includes making it easy
for them to see your property as well. If they cannot see it,
they cannot buy it. Buyer's schedules are just as busy, if not
busier than our own. They will be looking at multiple homes,
so timing is everything. If they miss an opportunity to see
your property they may very well choose another. The best
buyers are ones who are in the need to move very quickly,
or are visiting from out of town in order to choose their home.
With that kind of time crunch they tend to make the best
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offers, but have to be able to get in and see your property in
order to do so. With your real estate agent at hand to keep
your property open and available for viewings when you

can’t your chance for success is unlimited.

As a buyer arrives to look at your property the goal is for
them to feel welcome. Leaving your front door open a bit
during open houses is one great way to do so. Your agent
will most likely have a guest registry available for guests to
sign and can later follow up with. Have your pets (dogs)
crated. If you have other roaming loved ones, you may want
to considered moving them as well. Your agent would feel
terrible if one got lose during the showing and if one of the
buyers is allergic, that may be a consideration too. While
you may think your pets are cute and cuddly it has been
found by the National Association of Realtors® that about
half of prospective buyers are not comfortable with pets from
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being afraid, to just not liking the pet odors.

Next, you should not be present. Buyers just do not feel
comfortable. They feel less welcome, ask fewer questions,
take less time for their tour, find it harder to imagine the
property as their own. They will be more reserved in
vocalizing any concerns or ideas they may have. If possible,
the best suggestion is to move out of your home while
selling. This has shown to be the best case for successful
selling. If you are not able to leave during showings. It is best
to politely introduce yourself and then find a place to stay
clear and keep busy doing something else. Let your agent
take over during this time, it's the best choice for a

successful sale.

Clean and Organized

While visiting a property a buyer imagines how they would
feel living there. They envision their own things in it, so
setting the scene for them is imperative. No house is too
clean. Your goal is to set a clean and organized idea that
appeals to everyone. Study a furniture showroom focusing
on how they use flowers and minimal things like books or
candles on the coffee table to liven things up without clutter.

Making the most out of your space is the way to go. Clear

out any and all items that you can temporarily live without.
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You can keep all those things in storage to steer clear from
clutter. This makes your home look bigger, and allows the
buyer to more easily envision their own items there. This
also helps in preparing your home for deep cleaning and
painting. Make sure you steam clean any carpet spots, clean
windows inside and out, scrub bath rooms top to bottom,
degrease the oven, thoroughly clean the refrigerator, heater,
or anything that buyers focus on. The kitchen is the heart of
the home, and will be a place buyers will migrate to for
conversation. Make sure this area is clutter free, even small

appliances should be removed to show maximum space.

Empty closets and cabinets to also maximize visual space.
Removing all unnecessary items from your property also
gives you an opportunity to neutralize your homes
personality. When choosing colors, or decorations you want
to go with choices that appeal to all. Choosing a specific
theme, let's say western for example, can turn off anyone
opposed to western décor and makes it much harder for
them to envision the space their own.

Keeping things neutral is the best choice.

Sometimes it's a great idea to call in the professionals.

Whether it's for the deep cleaning we don't always have the
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time to get to, or for the tips on how to stage your home to
make a lasting impression a pro has the experience to make
sure your property has the pizazz to wow. Spending some
money on a professional can definitely be worth it if it helps

your home sell quicker.

Setting the Mood

There are many tips on making the mood pleasant, and
removing any unwanted odors from your home is on the top
of the list. Open house visitors won't be sticking around to
envision very much if they cannot bear the aroma of your
property. Sometimes we can be unaware of certain odors
after we have gotten used to them over time. A few
problematic odors are mildew, cooking, tobacco, cigarettes,
and pets. NAR reports that pet odors are the #1 offender —
an overwhelming 41 percent of prospective buyers say they
odor hits as soon as the door opens. So ask a friend to tell
you the truth. Baking soda does wonders — and spray down
the house. Try removing the source of the odors if possible,
and once they are gone you can add mild pleasing aromas
like candles and flowers.

Lighting is another way to enhance the mood and has a
tremendous impact. Open blinds or drapes to maximize
exposure, and keep lights on within each room to create a

welcoming atmosphere. Replace burned out bulbs for a
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cheery feel. You can use higher wattage, soft light bulbs to
make it even brighter. Tasteful mirrors can also help direct
sunlight to enhance your property’s space. Keep all interior
doors open so your visitors feel free to look around; while it
opens everything up as well. Keeping an eye on the
temperature is also a sure way to keep your visitors

comfortable so they can focus on buying your property.

Exterior

Once the inside is stunning, you want to head outside and
make sure the exterior matches. Keep your lawn mowed and
all plants and shrubbery pruned. Any toys from kids or pets
should be cleared and stored in the shed out of sight, and
check that there are no unsightly staining issues along the
siding or walls of your home. Whether inside or out, it's
important to pay attention to details that buyers will be sure
to notice.

Photography

We all have that friend or family member with undeniable
photo taking talent, but the sale of your property is just too
important of a task to not turn over to the hands of a
professional with a well-established background of real
estate photography. You can request to see portfolios and
ask about past clients’ testimonials. When selecting a
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photographer be sure to discuss what areas you feel you
want to showcase. Together you are sure to have the best
visual aide in a buyers first step to purchasing. It has
become more common now to also include a video tour of
your home for agent to include for your online showcasing.
Your agent will be sure to include your gorgeous photos in
all promotional packets along with any and all pertinent
information as well. A picture is worth a thousand words and
with that said choosing a skilled photographer is an absolute

must.

Location

Use your location to your advantage by highlighting the best
gualities of your community and neighborhood. It's great to
be super specific with details and information about your
surrounding area. Painting a picture for your buyer to
envision the things they find important like schools, grocery
stores, movies and restaurants are a great way to get them
to visualize living there. Your agent will help in
accommodating the best information to include in your

specific area.
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Once the offer is in, the real work begins. Remember, you
and your agent are a Team. All offers will be presented

through him/her.

It starts with the Buyer's Agent. The protocol is for that
agent to call your agent and let them know that they will be
writing an offer. When Your agent receives the offer, he will

convey that information to you.

They will explain the pros and cons (if any) of the offer. And
what the next steps are in the process. Your agent’s job is
to protect your interests every step of the way and negotiate
in your best interest. It's important for you to be open and
honest about everything — from the condition of your home,
why you are selling, your bottom line price, when you have
to be out of the home, and the minor and major point your
are willing or not willing to concede on. It's important to
reveal if you are having financial difficulties. Your agent is
not there to judge — he is a consultant — a professional there

to do a job — get you Top Dollar in the shortest time possible.
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A good agent will guide you through this process:

= Cash offers or those from pre-qualified buyers

= Accepting an offer with a bigger deposit (they are less
likely to walk away)

= You can choose the closing agent if you pay for Title

Insurance

Negotiation is work. If you choose to go with a less qualified
offer, you may not close. You can be flexible with certain
areas that may help in sealing the deal like being open to a
move in date change, financing options, or settlement date
and location. It's important to respond to offers quickly, you
don't want to miss out on the opportunity if they decide to
move onto another choice. Once an offer has been accepted
it's a good suggestion to keep showing your property just in
case something does happen at the last minute that way you
can have a back-up plan instead of starting all over again.

Talk with your agent about whether or not you want to offer a
home warranty. | believe they are a great idea! But your
agent will give you their opinion. They can guide you on the
pros and cons, and help you reach a decision that is right for

you and your property.
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CHAPTER 6: |

CHOOSING
THE RIGHT
REALTOR®
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Chaasing the Kight Reattor®

That's the million dollar question. Generally, we all know
one . . . that's a real estate professional. But, is it the right
one for you. | remember when we moved from California to
Florida and we made the decision to sell our home. My
girlfriend was a Realtor®, but her focused area was about 30
minutes away (she didn't know anything about my
neighborhood). | told her this was a concern. | also told her
what my expectations were — because | did know what was
happening in my neighborhood — and | did know that the
market was getting ready to
shift. | went against my gut
for the sake of a friendship
and it didn't work well at all.
| lost my window to sell and

the friendship, because

frankly, she was in over her
head. If she had been smart, she would have referred it out
to another office in her same franchise that DID specialize in
my neighborhood and taken a referral fee — not the full

commission — which makes it a WIN-WIN for everyone.

So, when selecting your professional ASK your friends and
family for a referral if you don’'t know a friendly, outgoing,
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‘hungry’ great communicator. Sometimes, a new agent can
be a great choice because they will work really hard for you.
Remember, you will have all the resources of their office—
make sure they have a great brand behind them.

You should also know that the RIGHT Agent can SAVE
you money (see the 3 examples provided by ChartMaster

Services in the Appendix)

Here are some other questions to think about:

= Have they lived in the area long?

= Check their credentials — do they have any
designations?

= Do they have any specialties?

= |If they are new, what did they do before?

= Are they personable?

= Did they present themselves well to you?

= Are they well spoken?

= Did they present you with a good marketing plan?

Will your home appear on the MLS?

On the Internet?

On multiple websites?

Will they hold open houses for you?

How often will they communicate with you?

AN N N N Y

Did they negotiate on their commission?
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v Are you trying to get champagne on a beer budget?
v If they were wiling to negotiate on their

commission, would they negotiate well for you?

You do want to get Top Dollar . .. Don’t you?

Now You Have Selected Your Real Estate
Professional

Sign the listing agreement — You are a team.
Congratulations! When you sign the agreement, ask your
agent not to put your home in the MLS until it is ready to
show (you must check the appropriate box if you want this).
You may be one of the few who lives in a model home that is
ready to go — most agents will some agents will make the
mistake of skipping this step and end up doing their clients a
dis-service by putting in poor quality photos that do not show
a home at its best. By taking this additional step, you have
bought yourself the time to declutter and stage your home so
it shows the best. When you are ready (shoot for less than
2 weeks), you will take your photographs (or your agent will
have them professionally done) and you will be ready to go.
Next, be sure you have a communication schedule and your

open houses scheduled.
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CHAPTER: 7

LUXURY
HOMES
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Laeury Flames

If you have a luxury home, there is no question you will be

using a real estate professional. When it comes to who you
will use, of course, you want someone who understands you
and your needs. You will want to consider someone who
understands your neighborhood and luxury buyers. A great
way to assure this is someone who is a member of the
Institute for Luxury Home Marketing. This means they have

been educated and have experience in the field.

Depending on your home, your professional may hold
special ‘themed’ open houses for other Realtors® and have
additional ‘outside the box’ marketing for your property.
They will be a marketing specialist. And they should have
the power of their office behind them. More than likely they
will have a background of having worked within the Luxury

Market before (even if it wasn't real estate).

Luxury homes can take longer to sell because there are
fewer buyers. Depending on the price point, some of them
(those $2 million and above) may take over 18 months to
sell. Most luxury homes sell in 18 months or less with an
aggressive marketing campaign and a home that is priced

correctly.
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For some individuals, you may be in the unfortunate situation
of going through a separation or divorce. In this situation,
you may not only want to seek the services of a real estate
professional who is familiar with luxury homes but is also a
Certified Real Estate Divorce Specialist — this simply means
they have some specialized training and knowledge that may

benefit both parties.

Your goal is to get Top Dollar in the quickest time

possible with an effortless close.

ST\

MiLLION DoLLAR

(GUILD
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E the End of the Day

All of these tasks combined with working hand in hand with
your agent is all part of the selling process. Making sure to
stay organized and keep positive can make all the difference

in a successful experience.

| believe this is the Boy Scout or Girl Scout (I'm a Girl Scout
Leader) perspective you can add when looking at the BIG

picture.

Selling your home isn't just a business transaction. It's a
rigorous endurance test. The way one prepares and
conducts oneself will determine success. The Boy Scouts of
America have it right. Following their thinking throughout the

process will earn you more than just a merit badge.

A Scout is trustworthy, loyal, helpful, friendly, courteous,

kind, obedient, cheerful, thrifty, brave, clean, and reverent.
Are you ready?

Let me know if | can answer any questions for you. It's my
goal to be of service. | regularly speak on branding,
marketing, the Real Estate market and being of service to
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others.

Good Luck in marketing your home. | know you are going to
find the perfect real estate professional. And, if you are in
the Fort Lauderdale Area, please reach out to me. | would
love the opportunity to meet with you. My goal is to create
WIN-WIN relationships with people and | absolutely believe
assisting someone in selling their home is exactly that kind

of situation.

Have a wonderful day — and be a Difference Maker for

someone.

How you do anything is how you do everything!
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Elbadt the CQudha

Hi, | am Ddbbic @)W, and |

specialize in selling Luxury Homes and
some very lovely homes in the communities.
| serve which means | find the perfect buyer.

Discernment, confidentiality, negotiating,
and a good sense of humor have served me
well in assisting my amazing clients from all
over the world — whether they were the
Fortune 500 businessman (or woman), the sports personalities, or
my wonderful neighbors business associates, and friends. | really
enjoy assisting them in their real estate goals.

My specialty is creating a great Real Estate ‘Experience’ that is
stress free --whether you are buying, selling, leasing or securing
our Property Management Services.

In short, | want you to ‘Love where you Live.’

Some people want to know every detail of the person they are
choosing to represent them — others just want to know ‘can you
get the deal done?’.

So no matter which client you are, YES, as your Realtor®, I will
represent you with the prestige of the Keller Williams’ name and
negotiate the best terms for you. After all, I've had 20+ years’
experience managing a $75+ real estate million portfolio.

Here are a few other things I bring to the table:

Certified International Property Specialist® (CIPS)
Graduate of Realtor Institute® (GRI)

Certified Real Estate Divorce Specialist

Member of Florida Vacation Rental Managers Association
(VRMA)

© Highest Priced Sale in Lauderdale Beach in 2016

© Top 20 Realtor®
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L

At Home with Diversity Designation from the National
Association of Realtors®

Certified Luxury Home Marketing Specialist and Million
Dollar Guild Member - Institute for Luxury Home Marketing
Strong Community & Business Connections in South
Florida (easy to get things done)

L

L

© Great Relationships with other Realtors®

© Published Author & Co-Author of 6 Books
How To Buy Your Next Home in 5 Easy Steps
How to Sell Your Home for Top Dollar - 7 Insider
Secrets for a Fast Sale
BE IRRESISTIBLE: 7 Key Recipes to Building a
Quality Team
co-author with Dan Kennedy on The Ultimate Success
Secret; now in its 2" printing. An Amazon best-selling
co-author with Juicy Joyful Life, and co-author with
Tony Robbins and Wayne Dyer called Wake Up and
Live the Life You Love.

© Expert Speaker on Real Estate, Branding & Relationship
Building

© Former Beverly Hills Financial Analyst (1 Billion under
management 80 Clients)

© Top Producer/Recruiter for 20 years in Direct
Sales/Marketing

© Founder/Facilitator Heart Link Network Fort Lauderdale

© Founder/Facilitator Finding Faith & Fortune — Christian

Businesswomen’s Networking

Last but not least, | offer a LOVE IT OR LEAVE IT
Guarantee!

What does that mean? When you purchase your home from
me, if you don't love it, simply let me know within 90 days, and
I will waive my commission when 1 sell it; | simply ask that you
purchase your new home from me that you will be moving to.

| am truly looking forward to making Real Estate journey a

great Experience! Let's connect, and | promise, you will
be happy when you see the difference | can make.
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Conrect OYith LDebbie

Email: Debbie@ FloridaLuxuryHomesGroup.com
Phone: 954-579-5720
Fax: 954-301-7755

Websites
FloridaLuxuryHomesGroup.com
FloridaLuxuryBeachHomeRentals.com

SpecialHomeRewards.com

Social Media

Facebook: /debbie.wysocki

Google Plus: /+DebbieWilkinsWysocki
Linkedin: /debbiewysocki

Pinterest: /debwysocki

Twitter: /DebbieWysocki

YouTube: /DebbieWilkinsWysocki
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Shants Olous

When | chose to build a true business, it was because |
wanted to be a mom who had flexibility and could contribute
to our family income in a significant way.

This book is dedicated to those people who believed in me
and helped make my career in Sales and Real Estate
possible. | first started out as a Beverly Hills Financial
Analyst (so | love numbers) and then my husband and |
ended up in Florida. While | went on to an amazing 20+ year
career in Network Marketing, one of the unique things | did
was to be one of the first women to create a ‘brand’ in the
direct sales industry along with my mother, Kathy McGurn,
who Co-Founded Women with Dreams. She was my biggest
fan and her and Dave did a ton of babysitting while | was
doing meetings — building people.

What most people didn't know is that | built an equally
successful Real Estate Business assisting investors in the
Fort Lauderdale Area. Having expanded to a full service
Real Estate practice after my mother passed away and
choosing to partnering with Keller Williams Realty
Professionals in East Fort Lauderdale — | want to give a
shout out to Bill Hobbs, Aaron Simons, and Nancy Matthews
for their professional coaching. Thank you.

My children are Trent, who is in his second year at University
of Florida and Amanda, who is a Junior at Calvary Christian
Academy. They have been very involved in helping me grow
my business from knocking on doors to stuffing envelopes.
They learned sales skills at a young age and because they
were always listening to me; they can carry on a
conversation with just about anyone and frequently come in
#1 in sales contests for school and scouts. They are friendly
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and compassionate people who are great kids--and | am so
blessed to be their Mom.

My husband, Mark, had to juggle his schedule quite a few
times to allow for my travel schedule — and although he
didn’t quite understand all the ‘ins and outs’ of network
marketing and direct sales, he knows our family enjoyed the
financial and tax benefits, as well as all those free trips — and
he has been most supportive of me transitioning full-time into
Real Estate. So thank you, honey for all your help.

| am truly excited to have recently earned the Certified
International Property Specialist designation — only 3,500
Realtors® worldwide have earned this designation, as well
as spent this past summer earning the GRI (Graduate,
REALTOR® Institute), and The Certified Luxury Home
Marketing Specialist™ (CLHMS) designation and qualifying
for the Million Dollar Guild of the Institute for Luxury
Marketing.

It is such a privilege to be able to serve my clients — whether
it is finding them the perfect luxury vacation rental (or
managing those rentals for my amazing owners), working
with a Seller to assist them in getting Top Dollar for their
home OR helping someone find their next perfect property. |
really love providing ‘Irresistible Solutions’ for your real
estate needs.

This year it has been a great pleasure to welcome Donna
Engle to our Team as Office Manager as she makes
everything run smooth.

Thanks to my assistant Jeannilyn Ubas for working hard to

get the graphics done and this book formatted as well as the
many areas she contributes to. | appreciate you.
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Notes
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Notes
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