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REALTORE, INVESTOR

When it comes to selling your home, choosing me as your real estate
specialist [ 4 decision that guarantees 3 seamleds and rewarding
experience. My extendive knowledge of the local market, combined
with & proven track record of successful sales, ensures that youwr
property will be strategically positioned for maximum exposure and
interest. | take pride in providing personalized attention to every client,
tailoring my approach to meet your unigue needs and goals. With a
keen eye for detail and a deep understanding of market trends, | will
expertly guide you through the entire selling process, from initial listing
to closing the deal. Transparent communication, effective negatiation
skills, and a commitment to achieving top value for your property ane at
the core of my services, Trust in me a5 your real estate specialist. and
together, we will achieve the highest return on your investmant while
making the selling journey both smooth and rewarding.

LET'S CONNECT

MICAH ROQUIERO
801.550.5462

micahsellsutah@outlook.com

E" E.! Scan the QR
- - | code to visit m
website or ad
me to your
contacts!
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The Home Selling Process
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DETERMINING FACTORS

FOR IF A PROPERTY WILL SELL OR WILL NOT SELL

FACTOR 1 |

VWhen pricing your hame it is important (o carefully consider top marked valiue, Using my compe tithie markod
amatysis tool, | will sugpest your bome's best listing price. | sell homes: HIGHER than the markebseerape bedause |
lisk homes af U ooerecl price from e siart,

FACTOR 2 [ior i M{r‘f_ﬂ){/

I 15 impartant 1o have youf hame ready 1or madked anoday one, | enll help you make Sufer o o E-I'M for
showings and cnline by
Courpiet ing regsars that need 1o b ooms
Decluttering & removing personal iems
-Lf'E.'Il.II'Il;. Sakne e e 15 Chean and smigds fnesh
Cleaning carpets
HEIJI.I'EIlIEiI’II;'_ pates and walls

FACTOR 3 ﬁ«drﬁ%@«?x

I offer SLIPERIOR MARKETIMG TECHMICHIES to help pet wour home sold faster and for more money than the ;.'ﬂ'nmill'm

PROSPECTING

Praspecting daily for potental buyers, tallong with neghbors, and our co-0p agents and past chenls

MARKETIMNG

The second you ssgn with me, | g0 to work on marketing your home! Featuring your hosms cnoowr TV Show Litah's Beal
Estate Essentials on ABCH s just one of the unigue markoting strategies | offer, In addition, OMNLINE MARKETIMNG,
SOCAL MEDHA MARKETIMNG and PRINT MARKETING are all part of the success of getting your home seen by the most
potential Buyers, selling your home Baster and for more monéy than the competiton

COMMUNBCATION

A tively commumicate with vou through every step of the process. Digently sharing feedback from showings. following
up vt agents after viewing the home, and caling weekly [o discuss the progress rom the previous week,

PROFESSIOMAL STAGIMG ADVICE

= B5% of stazed homes sold for 4-25'% more

BOOSTED OMLIME EXPOSURE
Today's market |5 cent d on technolosy, B
wmporiang W ke s ranked hagh an
dearEpard homes with limefed and/or 10w qualiby pf wAadens. and minimal Information. Best s

PROFESSIOMAL VIDEQGRAPHY & PHOTOGRAPHY PROVIDED




PRICING STRATEGY

Lising a scentilic markel anaysis 0N wour ares, we el price your hesme correcthy the frst time 5o that it eall sell [ LIng Ky

1 wour some 15 priced at far market value, 10wl attract the langest number of potental Duyers in Ehe Tirst Tesw seseks,

If & hame is overpriced it will attract the fewest number of buyers locking to purchase a home, The majority of home
hivers ook at & ot of hormes, and ey guickly 28t a ferd for the price Fan g [hal homes sed fiorin a Eoven condetion
and kocation,

ASKING PRICE
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PROFESSIONAL STAGING

Tor make sure your home is showen in the best ight to buyers, | will provide a professional staging consultation 1o
ersure your home 5 ready to go on the market, Stagng cormectly helps neutealize your bome 0o appeal 1o the
maximum number of potential buyers.

PROFESSIONAL PHOTOGRAPHY & VIDEOGRAPHY

I Eceday s imanoet, home buyvers are searcheng onling Tirsd. 16 s fnperatnee that the wideos & photbos af yaur hiodne
arg top notch and of the best quality B0 catch the buyers atbention and stand owt from the competitan, Haveng
mare eyes on your home, is the fastest way 1o et it sold and sell for top dollar, Cur professional production crew
will Tilen Tor Ehe by a&how, take photos and edel 1o ensure that the presentatan af your home 5 nothing [ess than
perfect.

AGENT MARKETING

| am part of a very large agent netwark, | will reach out to this network to see if youwr home might be a great fit for
ane ab their buyers, This agend nedwork 15 Bey B connecting buyers with yous bome as BE% of residential sabes
irvalve real estate agents.

ADVERTISING & MARKETING

| kv Ehe imiportance af marketing a property. This 5 an anea | beavily Tocous my budpet an. My expertise 15
attracting hundreds of buyers per month, and increasing brand awareness,
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Maximize Your Home's Potential

A clean, neutral, and streamlined look helps buyers to imagine what life would be like in your home,
The action points below will help them be able to do that.

EXTERIOR

= Wash or paint the home’s exterior
= Faint the front door
Keep the vard nicely trimmied
Eeep the lwn free of clutber
Weed and freshly mulch garden beds
Clean interior and exterior windows
Apply fresh paint or stain to wooden fences

FRESHEN THE PAINT & FIXTURES

o A new coat of exterior paint helps a home's curb appeal, It isn't a
low-budget item, but if you can swing it DO T

o |f you can't paint the entire home, paint the trim. This is a
relatively simple thing to do and it helps give a home that wow factor
+ Update exterior light fixtures. This can quickly give a home an
updated ook

« Put a fresh coat of paint on the front door
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NETWORKING
A large percentage of real estate transactions happen with co-operating agents in the country. | will

EHPOSE Y

FEATURING ON LOCAL & INTERNATIONAL TV

& Profesoaanal 1 Crevs il Bilm yowr home and wour home soll be Teatured on ABRCH Lo ally & T elermiunddo

r hsiing bo s magiket

adecneal by Bvlersaabionally Eo e Ehe most expedure

SUPERIOR ONLINE EXPOSURE

Birsers today’s market first start thedr search onli W' e il meet your potent@El busger whhsre They

il Mol aaby wall your hdeme be fealursd o the 1acal MLES, b wall also B ealored on the maor Jed

party real estate sbes, and sehdicated (o litésally hundreds of other i sites, Your homses will be featurgd o

our compay website, and social media

EMAIL MARKETING

An email will be sonk to our current buyer database of thousands of buyers searching for properties on my

wrabsite. A new hsting emal alert wall pooout omy agent network ol thoosands of agents in the area

PROPERTY FLYERS

Highty informative and creative property flvers will be displayed inside vour home. These help potential

bupers remember the key ifems and unique features of your home

LOCK BOX

Lockbowes are essential for the safeby of gl They allersy an agent to show your house whenever he or she

needs to, rather than relying on you the ocwner for a key. Owaniers are also expected to vacabe the property for

showings. Haveng a lockbox makes (his pfocess much exseer forall invahved

SHOWINGS

Wlhen e BsSE your home, wou will alss be i o with & showing service that immediately communicalss

wikh you wihen a showang is scheduled, When feedback isn't eft, 1wl folloas up with those agents redqueesting
their feedback within 24 hours

OPEN HOUSES

After reviewing, many surveys, we have discovered the perfect formula for what day s best to Bt a bome and
the pertect day FOr an open houss,

SOCIAL MEDIA MARKETING

Ve prachice regular social media markedng on today's top sockal sites which mclede and are not Brited to;

Facebook, retagram. Linkeding YouTube, and Finterest




Utah's Real Estate

Essential sﬁ

Eveny Sunday at 4:30 PM

2 Zillow

Ytrulia
realtor.comr

facebook.

Instagram

Linked [} &3 YouTube

GET FEATURED

1 will feature your home on ABCA as well as the top home
-s@arch sites, on social media and syndicate it to over 400+
other sites,

Homes that receive the top 10% of page views self an
average 30 days faster!

25D,



FLEXIBLE

B a5 flewible and accommodating to the buyers schedule as possible, We want
o avoad having missed oppoctunibies if at all possible,

INFORMED

Make sure everyont in the home i informed when showings are to happen so
they can keep their spaces chean.

DAILY CLEANING

Feep up with daly messes. Wipe down Eitchen and bathroom counters before
leaving for the day,

ODORS
Avoid strong-smeling foods: Keep your meal prep as neutral and slnﬂc#
possbbe,

FURRY FRIENDS
Keep pet areas clean. Clean up after your pets immediately and wash their

bedding regularty. Hide pet food or litber. Mot everyone is a pet person and it
may hinder a potential buyers ability to picture themselves living inyour home.

NATURAL LIGHT

Dipen blinds and curfaing and let in &% much natural light as podsible, Leae
lights an before you leave for a showing.

TRASH
Emptty trash cans to avoid any odors. Try to empty trash cans nightly so that
the home & fresh when vou leave for the day,

TEMPERATURE

Keep the room temperature comiortable, This
HVAL is working property.

PERSONALS
Haiu: sure you place all ﬂlmwmmmﬁﬂ:

VACATE |
Having a seller presem can make buyvers feel swioard, W wand 1o make the
buyers feel at home and stay awhile, ]

.
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Price is just one of many considerations when deciding which offer is best
for your home. Here are some of the other factors that matter

CONTINGENCIES

The fewer contingencies on an offer the better, Shorter time periods are also valuable.

ALL CASH BUYER
A cash offer is usually more appealing than a finance offer as the seller doesn’t need
to worry about the bank approving the loan.

PRE-APPROVAL

Assures home sellers that the buyer can get the loan they need.

LOAN TYPE
A conventional loan is often the least complicated. This is an appealing choice for seliers,
An FHA laan can cause delays because they require certain repairs and approvals.

CLOSING TIMELINE

You might need to close quickly to move an to the next adventure, or you
might need to extend closing to allow time for the next home to be ready.
Choosing the offer with the closing time that fits your needs will be most
attractive to vou,

CLOSING COSTS

Sometimes an offer comes in high, but the buyer asks you to pay a
percentage of the buyer's closing costs.

REPAIR REQUESTS

If the home needs some repairs, but you don't have the time or money to do
them, a buyer who is willing to do them for you might be what vou need,

OFFER PRICE
O course price matters too! If a high offer will cost you more in closing costs,
repairs or other factors—then it probably won't be the better offer.



NEGOTIATIONS

AFTER AN OFFER IS SUBMITTED

WE CAN:

sAccept the offer

= Decline the offer

If the offer isn't close enough to your expectation and there is no need to
furthier negotiate,

s Counter-offer

A coimnter-offer is when you offer different terms to the buyer,

THE BUYER CAN THEM:
sAccept the counter-offer

sDecline the counter-offer

sCounter the the offer

Yau can egotiate back and forth as mary times as needed unbl you can reach an
agreement or someone chooses b0 walk aeay.

OFFER IS ACCEPTED

Yau will sign the purchase agreement and you are now officially under contract!
This period of time is called the Due Diligence period,

Mow inspections, appraisals, or anything else built into your purchase
agreement will take place.




INSPECTIONS

Roof & Components
Exterior & Siding
Basement
Foundation
Crawlspace
Structure
Heating & Cooling
Plumbing
Electrical
Attic & Insulation
Doors
Windows & Lighting
Appliances (limited)
Attached Garages
Garage Doors
Grading & Drainage
All Stairs

¥ HA

5 DAYS
T, =, L

T TO THE SELLER. THE BUYER WILL

URCHASE THE INSPECTION

BY THE INSPECTOR OF THEIR

POSSIBLE OUTCOMES
INSPECTIONS AMD AL REPAIRS AR
USLIALLY O ;

A0M PROBL DuLD BE
[OM, ELEC . PLUMBAMDG,
LCTURAL, MOLD, OR BADCM

UPON COMPLETION:

BUYER CAN ACCEPT AS IS

BUYER CAN OFFER TO RENOGOTIATE

BUYER CAM CANCEL CONTRACT




APPRAISAL

contest your appraisal. An e
of the home prior Lo the

APPRAISAL COMES IN AT OR ABOVE SALE PRICE
You are in the clear, and closing can be begin!
APPRAISAL COMES IN BELOW SALE PRICE

Renegotiate the sale price with the buyer

gotiate with the buyer to cover the difference
Cancel and re-list
Consider an alternative all-cash offer




CLOSING THE SALE

Wy gmiiy
Wiy (o exqgelqy

Cloging i= when funds and documents are transferred in order to transfer ownership of the property to the buyer,
The escrow officer will look over the contract and find out what payments are owed by who, prepare documents
: for closing, perform the closing, make sure all payoffs are completed, the buyer's title is recorded, and that you
i e receive payoffs that are due to you,

1. TRANSFER FUNDS
The transfer of funds may include payoffs to:
¢ Seller’s mortgape campany as well as any

YOUR COSTS

Seller’s commonky pay:

lien holders
: » Mortgage balance & penalties
¢ Local government, if any property taxes are : i
g if applicable

* Any claims against your property

= Third-party service providers :
= Unpaid assessments on your

« Real estate agents, for payment of

COMMISSon property
« Sellers, if there are any proceeds from the . R'E'a| estate agents, for payment of
sale of the home COIMIMISSION
= Title insurance policy
2. TRANSFER DOCUMENTS » Home warranty

The transfer of documents may inclede:

= The deed to the house

« Certificate of Title, Bill of Sale. and other real WHAT TO BRING
estate-related documents

« Signed closing instructions and/or Sellers need Lo bring to closing:
cettlement statement (HUD 1) = A povernment picture 1D
= Receipts [if needed) for completed repairs, s House keys
per sakes contract = Garage door openers
» Mailbox and any other spare keys
3. TRANSFER PROPERTY e

The transfer of property may include;

» Recording of the signed deed {completed by
third-party) at county courthouse

¢ Post-closing agreement, if seller will need to
rent back home for specified time frame

» Exchange of keys, garage door opener,
security codes and/or devices, applhance manuals,
et

v Homeownership leeally transfers to the new
owner when the signed deed is recorded at the
seller's bocal county courthowse.

AFTER CLOSING

Keep copies of the following for taxes:

= Copies of all closing documents
» All home improvement receipts

X,



CANCEL POLICIES
Cince title transfer has occurred contact vour
insurance agent to cancel vour policy so you can

eive a refund of any prepaid premiums

FOR S

CLOSE ACCOLUNTS
Cancel utilities and close those accounts. Keep a list of
phone numbers for each of your utility and

ENEr2INMENT COMPanies.

LCHANGE ADDRESS
Let everyone know yvour new address, Submit a

change-of-address form to the post office.

TURN EVERYTHING OF1
Turn off valves to the sinks, toilets, appliances, and
water heater. Turn off all light switches and fans.

Lastly, call the electric company

DOCUMENTS
Secure all closing documents as well as the contract

and closing documents, Kegp them in a sate place

GATHER HOME PAPERWORK
Fut together a packet of manuals, receipts. and any

warranbies as well

CLEAR OQUT PERSONALS
Powe aut your personal belongings completel,

Check all drawers, cabinets, and closets.

CLEAIN
Ensure that your Rome i completely clean upo
leaving the home. Clean the cabinets, refrigerators,
and other appliances inside and out. Thoroughly

ean out the garage. Hchedule trash pick up prior to
the day of closing: Leave yvour home the way you

would like to fhind it it vou were the buyer.

INCIDENTALS

| eave all house keys, remotes, A LE kevs, pool k Y

and mailbox keys ina drawer in the kitchen

Vacuum and sWwoep floors one more time

LOCK UP

Ensure all blinds are clased. and lock the windows and

EReY
[ Ii""' 1S
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WHY TOP EQUITY REALTY?

A

Top Equity Realty is a real estate brokerage that has established a reputation for providing exceptional service
and delivering outstanding results to its clients, With a commitment to building long-term relationships with
clients and industry partners, Top Equity Realty has been able to build a boyal customer base and attract new

business through pasitive waord-of-mouth and referrals

Our marketing plans and client service have resulted in impressive statistics that set us apart from other big
franchises:

v Consistent performance is a key factor in building trust and maintaining a positive reputation in the real
estate industry and with all our clients,

» Our average listing price is 13.8% higher than the market average, and the average sold price is 13% higher
than the market average, indicating the trust of wealthier and experienced real estate investors/property
owners,”

» VWe have seen an average increased difference of 550,242 per home sold, demonstrating the effectiveness of
owr approach.® b

v Our television shows have been instrumental in promoting our cﬁgnls' homes to over 20K viewers in both
the English and Spanish markets, doubling exposure to potential buyers.”

s We have highly skilled and experienced aéeﬂts who work together on every client to ensure that the
marketing is at its best.

¥ Our 3-touch compliance process ensures that our clients’ papenwork is accurate in all state and brokerage
requirements, giving them peace of mind throughout the process.

Al Top Equity Realty, we be
commitment to r : g By ¢ # Top Equity Realty, our
clients can be £ ] Is commitbed to their success and has a track
statistics, global reach, and

service, Top Equity Realty is the dlear choice for anyone looking for a brokerage that can deliver exceptional

resLlts in the real estale i|'||.";'|_|~_'.l:r",'

TopEquityRealty




