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HELLO, NICE TO

MEET YOU!

| arm Kayce Chambers,
YOUR LOCAL REAL ESTATE EXPERT

Welcome to a real estate experience where your
needs, dreams, and aspirations are at the
forefront. As a professional with a rich
background in psychology and education, |
bring a unique perspective to vour home
buving or selling journey. With over 5 years of
experience in the dynamic Abilene,
Weatherford, DFW real estate markets, | am
well-equipped to guide you through every step
of the process, Buying or Selling a property is
more than a transaction; it's about transitioning
to a new chapter in life. My commitment to
effective communication and strong
negotiation skills aims to deliver the best
outcome for you. | feel blessed to work with
amazing clients who become friends and a
strong part of my referral network.

LET'S CONNECT

214-998-4393
KAYCECHAMBERSREALTOR@GCGMAIL.COM

WWW KAYCECHAMBERS . COM

EA MIKAY M REA
INSTAGRAM.COM/KAYCECHAMBERSREALOR

m LINKEDINLINK.COM/IN/KAYCECHAMBERSREALTOR
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DETERMINING

FACTORS



DETERMINING FACTORS

FOR IF A PROPERTY WILL SELL OR WILL NOT SELL

PRICING

When pricing your home it is important to carefully consider top
market value, Using my competitive market analysis tool, | will
suggest your home's best listing price. | sell homes HIGHER than
the market average because | list homes at the correct price from
the start

HOW IT SHOWS —

It is important to have your horme ready for market on day one. |
will help you make sure your home is ready for showings and
online by

Completing repairs that need to be done

Decluttering & removing personal items

‘Make sure the home is clean and smells fresh

Cleaning carpets

Meutralizing spaces and walls

MARKETING

| offer SUPERIOR MARKETING TECHNIQUES to help

get your home sold faster and for more money than

the competition.
PROSPECTING
Prospecting daily for potential buyers, talking with neighbors,
and our co-op agents and past clients.
SMARKETIMNG
The second you sign with me, | go towork on marketing your
home! COMING SOON MARKETING, ONLINE MARKETING,
S0OCIAL MEDIA MARKETING and PRINT MARKETING are all
part of the success of getting your home seen by the most
potential buyers, selling yvour horme faster and for more moneay
than the competition.
SCOMMUNICATION
Actively communicate with vou through every step of the
process, Diligently sharing feedback from showings, following
up with agents after viewing the home, and calling weekly to
discuss the progress from the previous weelk
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PRICING YOUR HOME
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PREPARING TO

LIST YOUR HOML
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STAGING YOUR

HOME



THEART

STAGED HOMES SELL

3%

FASTER THAM NOM-STAGED HOMES

STAGED HOMES SELL FOR

0%

MORE THAN NOMN-STAGED HOMES

OF STE

Staging a home is definitely different than designing a
a stager is to have a trained eye
=F: 'r:i look at it as a buyer would. This

for vears 1o come.




A LASTING

IMAGLE



A PICTURE IS WORTH

A THOUSAND WORDS

|
Listings with professional
photos sell FASTER & for
MORE MOMEY than
listings with amateur
photos. With an average
difference of $3,400 -
£11,200 & a 21-day faster
sale time. (Redfin)

90% of home buyers use
the internet to search for
their dream homes, and
87% of buyers find high-
quality photos to be very
useful in their home
search. [NAR)

|
Listings with high-quality
photos receive 118% MORE
VIEWS than listings with
low-quality photos, this
highlights the importance
of standing out in a
crowded online
marketplace. (Zillow)
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AERIAL PHOTOGRAPHY

Using aerial photography in real estate can
show buyers a much more accurate depiction
of what the property is actually like.

'.'1-:'rl.'—_.".'-'|"1'-l.=."l.':| rmarket BX G LITE. H_',- Using aerial :._':I".EJ'.E_]E][H[_:I"l':,."_ YL Lar
showcase the property In a visually stunming ang unigue way, Wwhich
can help attract more potential buyers and increase market exposure
for the property.

Competitive edge: Aenal photography can help set your listings apart
from other properties on the market and give you a competitive edge
in a crowded market.

A comprehensive view of the property: Aerial photography can
provice a more comprehensive view of the property's boundaries,
landscape, and surroundings, which can help potential buyers get a
better sense of the property's location, size, and features.

Enhanced marketing materials: Using aerial photography in
rnarketing materials, such as brochures and online listings, can halp
convey a sense of professionalisrm and attention to detail, and
demonstrate that you are using the latest technology and technigues
to market the property.

Increased property value: By using aerial photography, you can
highlight the property's features and showcase it in the best possible
light, which can help increase its perceived value and ultimately lead
to a higher selling price.



VIRTUAL

IOURS




PHOTOSHOC

LIS

Declutter & Clear unnecessary iems

Clean floors, surfaces mirrors, and

Wi ncows

Clear shiowers anad shut toalet ids

Cpen all blinds and curtains for

natural light

Turn on all ights

Turn off ceiling fans

Hide paersonal items such as photos
and toiletries

Remove pets and any evidence of pets

Remove cars from driveway

Ndy up the axtenor and remove any
awn eguipment o toys

Provide easy access to all areas for the

photographer
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SOLD ON

KEEPING YOU SAFE



COVERED

A SECURE LOCKRBOX WILL BE USED
This allows real estate agents access to show buyers your
home securely. The lockbox holds the keys to the home and
is typically found at the front guarded by a security lock that
only licensed agents have access to.

STOW AWAY VALUABLES
Before showings make sure that all valuables are put away
and out of sight. This includes even mail left out (which may
contain personal information and bank statements). Items
of value such as jewelry, artwark, cellphones, and gaming
systermns should also be out of site. It's a good idea to walk
through your house before showings and make sure
everything of value is out of sight.

REQUIRE APPOINTMENTS FOR ENTRY

Mow that your home is online many know that it is for sale.
For your safety, NEVER let a stranger into your home, While
it is likely that it is just somecne that saw the sign in your
vard and is interested ingetting a quick look, you just never
know. Ask them politely to call your agent who handles all
showings.

REMOVE PRESCRIPTION DRUGS & MEDICATION
Clean out your medicine cabinets and any other place you
may store medications and hide them away. There have been
more and more stories of people intentionally going to home
showings to take medications freely.

PUT AWAY BILLS & OTHER MAIL PIECES

With identity theft on the rise it is important to put away all
mail pieces with your information on them. If this information
ends up in the wrong persons hands, it can easily lead to
identity theft.

BE EXTRA VIGILANT ON KEEPING DOORS LOCRKED
Often times a home for sale means home owners are not at

home. So be sure to always keep your doors and windows
locked.

KREEPING YOUR HOME SAFE
Once your listing goes live, we provide all the necessary shoe

covers, hand sanitizer, protective gear, and friendly reminder
signs for all of your showings.




YOUR HOME



SUPERIOR ONLINE
NETWORKING SIGNAGE EXPOSURE
EMAIL PROPERTY

MARKETING FLYERS LOCKBOXES

SHOWINGS OPEN HOUSES SOCIAL MEDIA



WHERE DO BUYERS

FIND THEIR HOME?




GETFEATURED

| will feature your home on the top home
search sites, and on social media and
syndicate it to over 400+ other sites.

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

W,

2 Zillow ‘trulia

facebook

Instagram realtor.com

£ YouTube Linked [T}].



AFTER LISTING

YOUR HOME



HOME SHOWINGS

FLEXIBLE
Be as flexible and accommaodating to the buyers

schedule as possible. We want to aveid having missed
apportunities if at all possible.

INFORMED

Malke sure everyone in the home is informed when
showings are to happen so they can keep their spaces
clean.

DAILY CLEANING

Keep up with daily messes. Wipe down kitchen and
bathroorm counters before leaving for the day.

VDORS

Avoid strong-smelling foods: Keep your meal prep as
neutral and simple as possible.

FURRY FRIENDS

Keep pet areas clean. Clean up after your pets
immediately and wash their bedding regularly. Hide
pet food or litter, Not everyone is a pet person and it
may hinder a potential buyers ability to picture
themselves living in your home

SATURAL LIGHT

Cpen blinds and curtains and let in as much natural
light as possible. Leave lights on before you leave for a
showing.

TRASH
Empty trash cans to avoid any odors. Try to empty trash

cans nightly so that the home is fresh when you leave
for the day.

TEMPERATURE
Keep the room temperature comfortable. This
dermonstrates to buyers that the HVAC is woarking

properly.

PERSONALS

Make sure yvou place all valuables and prescriptions out
of sight and in a safe place.

VACATE
Having a seller present can make buyers feel awkward,

We want to make the buyers feel at home and stay
awhile



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

ALL CASH BLYER
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 sellers.
An FHA or VA loan can cause delays because they require certain repairs and approvals.

CLOSING TIMELINE

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

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

REPAIR REQUESTS
If the horme needs some repairs, but you don’t have the time or money to do them, a
buyer who is willing to do them for yvou might be what vou need.

OFFER PRICE
Of 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.



WE CAN

JAecaent the offer

sDechine the offer

if the offér isnt close
enough to your
l—l:-{p-:—!-:'[dl.-ur'u and
thara 15 o nead 10
further negotiate.

JCounter-affer

A counter-offer IS
when you offer
different terms to
the buyer

R AN OFFER | |

THE BUYER CAM THEM:

JSArecant the cauntar-offar

sDecline the counter-offer

LCounter the offer

You can negotiale back
and forth as many times
as needed until you can
reach an agreament or
someone chooses 1o walk

away

OFFER IS ACCEPTED

You will sign the
purchase agrearment
and YO are now
officially under
contract! This period
of time is called the
contingency period

Mow Inspections,
appraisals, or
anything else built
into your purchase
agreerment will take
place



CONTRACT TO

CLOSING



INSPECTIONS

WHAT IS INCLUDED:

Roof & Components
Exterior & Siding

Basement
Foundation
Crawlspace
Structure
~ _ ~ INSPECTION TIME FRAME:
Heatlng 3"‘ CDD“HQ Y PICALL U DAYS AFTER SIG hlx
3 COMTRACT. MECOTIATIC ]F _.-._.:--,_:;-.
Plumbing HAPPEN WITHIN 5 DAYS AFTER SIGNING
COMTRACT,
Electrical COSTS:
NO COST TO THE SELLER. THE BUYER
Attic & Insulation WILL CHOOSE AND PURCHASE THi
NSPECTION PERFORM I:|_ BY |-—=:
DD{jrS I"x."_:.!'-'E'{:_-'._"-FE .f;-' Tk F_I T CHOICE
) I i POSSIBLE OUTCOMES:
Windows & Lighting INSPECTIONS AND POTENTIAL REPAIRS
ARE USUALLY (¢ "\. OF TH [ T P REASONS
Appliances (limited) A SALE DOES NOT CLOSE
COMMON PROBLEMS COULD BE:
Attached Carages FOUNDATION, ELECTRICAL, PLUMBING,

PESTS, STRUCTURAL, MOLD, OR RADON

Garage Doors
Grading & Drainage
All Stairs




if the buyer is seeking a loan to purchase your home they will need to have
an appraisal performed by the bank to verify the home is worth the loan
amount. As a seller we want the property to appraise for at least the sale
armount or more. It is very difficult to successfully contest vour appraisal. An
experienced agent demonstrates certain strategies to reveal the value of
the home prior to the appraisal.

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
-Renegotiate with the buyer to cover the difference
«Cancel and re-list
LZonsider an alternative all-cash offer



CLOSING THE SALE

WHAT TO EXPECT

Closing is 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 receive payoffs that are due to you,




FINAL STEPS

FOR SELLERS




FINAL STEPS

-~ CANCEL POLICIES

! : Once title transfer has occurred contact your
8 5 e pm——r 1 1 insurance agent I:f:n cancel your policy so you can
5 receive a refund of any prepaid premiums.

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

entertainment companies,
. L E N FRER

e - CHANGE ADDRESS

Let everyone know your new address. Submit a
change-of-address form to the post office.

S TURN EVERYTHING OFF
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. Keep themin a
safe place.

- GATHER HOME PAPERWORK
Put together a packet of manuals, receipts, and
any warranties as well.

~CLEAR QUT PERSOMNALS
Move out your personal belongings completely,
Check all drawers, cabinets, and closets.

~CLEAN
Ensure that your home 1s completely clean upon
leaving the home. Clean the cabineats,
refrigerators, and other appliances inside and
out. 1 ﬁt}rnlxg'“lj clean out the garage. Schedule
trash pick up prior to the day of cl:u*'lng Leave
your home the way you would like to find it if you
were the buyer.

~INCIDENTALS
Leave all house keys, remotes, gate Keys, pool
keys, and mailbox keys in a drawer in the kitchen.

I IIWH!HIH Jllllll! v”ﬁ;—gﬁﬁjﬂ e e

LeCK UpP
- Ensure all blinds are closed, and lock the
windows and doors.

. AL
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RECOMMENDED

RESOURCES



RECOMMENDED

LOCAL SERVICE PROVIDERS

REMODELING
Living Chic homes...
Infinite Remodel & More...

HOUSE CLEANING
Sudzees Cleaning...
Tnk Cleaning Solutions...

Big Country Maids...

HOUSE INSPECTORS

Renner Inspections Services...

Legacy Inspection Group...

Morgan Inspection Services...

TERMITE INSPECTORS
Pest Control...
American Allied...
West Texas Pest Control...

ELECTRICIAN

Kingdom Electric...
Long Electric...
TD Electric...

PLUMBING

Brown Plumbing...
Midway Plumbing...

Walker Tradesman Plumbing...

DECKING & FENCING
DEM Fencing...
American Fence Staining...
Abilene Fence Company...

LANDSCAPING
Extreme Exteriors...

Masterscapes...
Boyd's Landscape Services...

525.665.3523
345.660.8906

325386.8062
325725.4386

342.660.9592

325.829.0146
325.455.8200
345.998.4663

325.673.6700
325.668.8708
3257253374

325.672.2N12
325.794.1641

325.660.1245
325.698.4393
325.668.8708

325.307.2704
3252322879
325.252.3769

325.698.2410
525.692.1838
325.660.7155




CLIENT

TESTIMONIALS



REVIEWS
1 8. 8.0 8 ¢

*Kayce made selling my house look
super easy and effortless! | know that
she put in a lot of hard work but | never
had to do anything. | am so grateful for
her and all that she has done to get my
house sold quickly and seamlessiy!"

| was dreading the whole experience of
selling our home but Kayce Chambers,
you made it almost effortless!!!
Everything went smoothly. You are
amazing at what you do!! | will highly
recommend you to anyone that is buying
or selling their home, Thank you so
much®.*

"We worked with Kayce, she was
professional and went above and
beyond to get our house sold, She had it
on the market a buyer within a day!
Great lady to work with; | highly
recommend her!”

“Kayce worked hard for us to get our
howse sold. | will recommend her to
anyone needing to sell their home,”

"It was a pleasure working with Kayce
Chambers. Highly recommend her as
your agent! Very knowledgeable and
committed to getting the job done.
Thank you Kayce for getting our house
sold, much appreciated!”

"Kavyce is 50 knowledgeable, professional
and sweet! If you want someone who
works hard for you- she's vour girl!®




WHAT TO EXPECT

HONESTY & TRANSPARENCY
INTEGRITY
RESPECT
TIMELY & REACHABLE
ACTIII*:-IG IN YOUR BEST INTEREST

f
)y




SELLER QUESTIONARIE

REASON FOR SELLING

DO YOU OWN YOUR HOME FREE AND CLEAR?

DO YOU RKNOW WHAT YOUR HOME MAYBE WORTH?

MOVING

TIMEFRAME



"Thank you for taking the time to meet with me and discuss the
possibility of selling your home. It was a pleasure getting to
know you and learning more about your unigue situation. |
would be honored to assist you on your selling journey and

provide you with the expertise and support needed to achieve
your goals. | look forward to the opportunity of working with you
and helping you navigate the process of selling your home."

O
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