MAXIM Realty Orlando Benféf)molm

LUXURY REAL ESTATE SALES

Central Florida

2024 HOME SELLER'S GUIDE

@ www.Bent Danholm.com bent@bentdanholm.com (@ 407-288-0704




TIMELINE OF A HOME SALE

Hire a professional who
— knows how to list, market,
and sell your home.

STEP1
Hire a REALTOR®

Use market knowledge
and prices of competing —
homes to set the list price.

STEP 2

Assess Home Value

Get the home ready for
——— staging, photography, and
showing.

STEP 3

Preparation

Start marketing the home
using a thorough property ——
marketing plan.

STEP 4
Marketing

Buyers will tour the home,

— askquestions, and
determine if your home is
a right fit for them.

STEP 5

Showings

Evaluate offers on your
home, and negotiate to
get the best based on your
criteria.

STEP 6
Negotiate Offers

Work with the buyer's
agent, lawyers, and title
to finish the sale.

STEP 7

Manage Closing

@ www.BentDanholm.com i: g
© bent@bentdanholm.com Beﬂ’f DO ﬁho| M

@407-288-0704 LUXURY REAL ESTATE SALES



YOUR GUIDE TO THE
HOME SELLING PROCESS

Are you considering selling your home? Or are you curious about its value?

This guide is intended to help you prepare and understand the selling process so
you can make the best choices for yourself and your family.

In our experience, many homeowners think that all REALTORs® do the same thing. If
you've talked to more than one REALTOR®, you probably have a similar perception.

But at MAXIM Realty Orlando, it's not just what we do that is different—it's also how
well we do it. We use innovative strategies proven to sell your home for 4-6% more
than the average firm in Central Florida.

Our average seller walks away with an additional $20,000 - $30,000.
Over the next several pages, we will outline the skills, strategies, and actions that
enable us to achieve these results. Read on, or contact us for a free consultation

about your specific situation.

~ Bent Danholm
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PRICING YOUR HOME

You may have heard that there is not much housing inventory in Central Florida
right now, which means that prices are high across the board. This is great news for
you as a home seller! The timing is perfect for you to get a strong return on your
investment in your home.

But even in today's market, there are still homes that sit, waiting for an offer, for
months and months. This time spent on the Multiple Listing Service (MLS) means
that you are still making mortgage payments and you are still not getting equity out
of your home.

Perhaps even worse is what buyers and buyer agents think about homes on the
market for too long. The first impression a buyer gets about a property that has
been listed for a long time is, "Something must be wrong with that home."

That thought will scare away many buyers and prompt those who remain interested
to try to lowball you when they submit an offer on your home.

But why are those homes still on the market in the first place? It's because they are
often priced "out of the market." Take a look at this graph to see what we mean:
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PRICING YOUR HOME

The intersection of the two axes — price and preparation — represents homes “in
the market.” These are properties that are priced competitively and prepared
nicely, and these are the homes that will net the most money for their sellers.

As you move farther away from the intersection, the homes become too pricey and
in too much disrepair. These homes show poorly and are basically guaranteed not
to sell.

The homes hovering near the middle of the graph, represented by the question
marks, are in a sort of "limbo land." They are priced just a bit over their market
worth, or they are not adequately prepared to show. These properties are the ones
that will stay on the market for months and months, ultimately selling for way
under the initial asking price and causing their sellers a lot of time and frustration.

If this sounds complicated, don't worry. We at MAXIM Realty Orlando have a specific
strategy that will help you avoid the dreaded limbo land of home sales and keep
your home "in the market."

More on that in the coming pages.

Your home's market value includes its features, condition, location, and level of
competition in your neighborhood. Ask us for an expert valuation of your home to
see how it stacks up and get an estimate of how much you will earn on its sale

today.
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PREPARATION IS KEY

Just as first impressions are important for people, they can also be make-or-break

for a home. When potential buyers walk into your house, they will start to evaluate
everything they see. Their impression will ultimately determine how much they are
willing to offer on a property... or even if they'll be interested in buying it at all.

Therefore, to get you the most money possible for your home, we at MAXIM Realty
Orlando put a ton of care into its preparation before we put it on the market. Quality
preparation that will leave buyers with the best impression of your house involves
three elements:

1. REPAIRS

There are several reasons to complete repairs on your home before you put it on the
market. Ultimately, buyers will pay more for a home to avoid the work of fixing it,
and they will pay faster.

Moreover, any money you invest into repairs before you list—when you have time to
price-shop and to use a little bit of elbow grease—will be far less than the quote
from the home inspector or the concessions buyers will ask for.

The good news is that most repairs are merely cosmetic and fairly inexpensive.
Think of the things on your to-do list: That leaky faucet and the cracked bathroom
tile both bothered you when you lived in the house, and they're going to bother the
new owners, too.

2. CLEANLINESS

You wouldn't want your mother to come over when your house was dirty, would
you? And you're not even trying to get her to shell out thousands of dollars for the
place!

Buyers are easily distracted, and they will tend to focus on the negatives instead...
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PREPARATION IS KEY

... of the positives of each home they tour. Each dish left in the sink or dust bunny in
the corner is going to detract from the perceived value of your home, which means
a lower offer amount and more time on the market for you.

3. STAGING

According to a recent study by the National Association of REALTORs®, 96% of buyer
agents reported that staging had some effect on their clients' view of homes. They
said that staging made it easier for their clients to visualize the properties as a
future home and that they were more likely to overlook property faults.

And these effects turned into cash for sellers like you. The survey reveals that 52%
of buyer clients were willing to offer more on a staged home than a similar home
that was not staged — as much as 20% more than asking price!
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We know the best vendors in the Central Florida area to help you with your home's
repairs, cleanliness, and staging before listing it for sale. Ask us about our Trusted
Partner Program so we can ensure you get the VIP treatment.
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PROPERTY MARKETING

In the “old days,” real estate agents marketing their sellers’ properties would simply
put asignin theyard, put a listing in the MLS, and pray that it sold. Even today,
there are a lot of real estate professionals who think syndicating listings to portals is
a job well done.

And that might actually be enough to sell your home in today’s market. But if that’s
all an agent does to market your home to potential buyers, then they’re not fulfilling
their fiduciary responsibility to you — to get you the most money possible for your
home.

You see, you have a distinct advantage in wanting to sell your home right now: there
is not much inventory, but there are many buyers. A smart agent will use this classic
example of supply and demand to create an auction environment for your home.

Getting multiple offers on your home will allow you to choose the best one for you—
the one with the right price, timeline, and conditions. The key to creating this
auction environment to get multiple offers is marketing.

At MAXIM Realty Orlando, we employ a strategic Property Marketing Plan that uses
the latest technologies to seed the marketplace, put your home in front of the right
buyers, what we call the most likely buyers, and position your home for the best
possible impression. For example, we pen compelling marketing narratives to help
buyers envision living in your home and utilize advanced video marketing tactics to
showcase your home's best features - and we target our marketing directly at the
buyers who are most likely to want to buy your house.

Our efforts don't stop once your home has been listed. We use our national network
of agents to continuously promote your home to people wanting to move to the
area, and we run targeted social media ads to help get your home in front of the
most people.

Check out a quick list of the types of marketing activities you can expect when you
list your home with us:
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PROPERTY MARKETING

Sign Posted in Front Yard Once at Start

Property Custom Page Published to multiple Websites Once at Start

Property Tour Video Added to YouTube Channel Once at Start
Photos & Videos Posted to Facebook Business Page Weekly
Photos & Videos Posted to Instagram Business Account Weekly
YouTube Ad Campaign to Active Real Estate Searchers Ongoing
Targeted Facebook Ad Campaign Ongoing
Targeted Instagram Ad Campaign Ongoing
Targeted Google Display Ads Ongoing
New Listing Email Announcement to Email List Ongoing
Listing Posted in several Multiple Listing Service (MLS) Ongoing
Listing Syndicated to Popular Home Search Sites Ongoing
Postcard Mail Drip Once at Start
Press Release Once at Start
Targeted Email Campaign to Top Buyer’s Agents Monthly
Promoted on Homes.com Ongoing
Showcased on Zillow.com Ongoing
Promoted in 51 Countries Around the World Ongoing
Metrics Evaluation & Campaign Adjustment Weekly
Agent Feedback Report from Buyer Tours Weekly

@ www.BentDanholm.com i: = %

Sor ¥

bent@bentdanholm.com Beﬂjf DO N hO| M

@407-288-0704 LUXURY REAL ESTATE SALES



NEXT STEPS

Selling your home is a huge emotional and financial undertaking. You need a
professional listing agent who is a master negotiator with the skills and experience
to get the job done right.

We are home sales experts in Central Florida, and we are confident in handling your
transaction and any surprises that may pop up along the way to the closing table.
But don't just take our word for it! Here's what some of our past clients have said
about their experience working with us:

Mr Danholm did a magnificent
job. He really knows how to sell

your house. | wouldn’t want to have anyone
else to sell my home.
Top notch !!

You can see these and even more reviews on Google. Just search for “Bent
Danholm.”

So, if you are considering selling your home in today's market, we invite you to
contact us at the contact information below. We would love the opportunity to
learn more about your specific situation and explain to you in more detail what we
do differently to sell homes faster and for more money in Central Florida.
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ABOUT US
Bent Danholm is a prominent figure in the Central Florida real estate market, specializing
in luxury homes in Orange and Osceola counties. With a rich background that spans
continents and industries, Bent brings a global perspective and unparalleled marketing
expertise. Educated in Denmark with a degree in finance and business organization, his

career journey has led him from founding and leading a mortgage lender and broker
company to becoming the chief marketing officer of several prominent businesses.

Before establishing his roots in Florida, Bent sold real estate in Denmark and France. He
co-founded a real estate agency in the UK, giving him a diverse international background
and a deep understanding of the luxury market. His entrepreneurial spirit has seen him
start and sell several successful businesses, including a foundational role in a Mortgage
Investment company. Bent has positioned himself in the region's top 2% of all agents.

Click the links below for more information to guide your home-selling journey.

e Higher Rates and Short Supply: The State of Real Estate in 2022
e 7 Costly Mistakes Home Sellers Make (And How to Avoid Them)
e Seller's Checklist: A Timeline to Prep Your Home for Sale

e Top 7 Tips to Attract the Best Offers for Your Home

e 10 Pro Tips for a Smooth Home Move
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