Thinking of selling your home? Read this letter first. 

Note: This letter only applies if you have a dog. 
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A Letter From Your Dog: 
"Last Saturday, someone called and wanted to look at our house. I got locked in my crate. I was trapped here all by myself for four hours.   

I was so scared that I cried. I whimpered and barked. After exhausting myself, I started thinking about what we could do to sell this house. Then, I had an idea. 

What if there was a way to only show the home to buyers 
that were actually interested in buying it?
We could sell our house faster. I wouldn’t have to spend so much time in this horrible crate! I have an idea that might do that. What if buyers were pre-sold on the home before they ever saw it? Would you be open to trying that? 

Here is how it would work. We would tell buyers everything about the house before they ever looked at it. It would cut back on showings. But, the people that did look at the home would be more likely to buy it. 

I know I’m being selfish, but I think you would be happier as well. You wouldn’t spend 3 hours cleaning the house only to have a tire kicker buyer decide they don’t like the house because of something ridiculous and stupid. "
Allow me to introduce myself. My name is Ben Curry. I'm a Realtor who specializes in selling homes with less showings. And...
[Continued on next page.]
I think your dog is onto something.
It must have gotten it's paws on my letter last week. The letter was about a:  
New Home Selling Strategy That Enables You To Sell Your 

Home For More Money... And Fewer Showings.
Here is how this home selling strategy works. John had his home on the market for 18 months. He hired two agents and neither could sell it.    

The home sat on the market for 18 months without selling. 

Then, he hired a new agent. The new agent tried out a new marketing strategy. They "pre-sold" potential buyers on the home before they even saw it. 

The home sold 65 days after he hired the new agent. 

The buyers saw the ad and bought the home the same day. They were ready to buy it as soon as they saw the ad for the home.   
Now, these buyers were tough negotiators. They had worked their way up from nothing and owned a thriving business with 30+ employees. Even though they were tough negotiators they really wanted John’s House. 

The home sold for a record high. The final sales price was $57,500 more than a similar home located seven doors down on the same exact street. 
Why did the buyer pay a record high price for a home 
that had been available for 18 months with no offers? 

· The reason it sold was because John's Realtor had recently implemented the "Sell It Before You Show It" Marketing Strategy. 
· It wasn't because he dropped the price. John didn't drop the price one dime! 

· It wasn’t because buyers didn’t know about it. (The home had been on the Multiple Listing Service for 18 months.)
I've got good news. 

You can use this same "Sell It Before You Show It"

Marketing Strategy To Sell Your Home. 

This strategy enables you to sell your home with less showings, and sell it for more money. Now, I can't tell you all my secrets. But, I can tell you what caused John's home to sell. But, I’ll only reveal it to you if you promise me this. 

First, you must promise that you won’t share this strategy with any of the other agents in the local area. Second, you promise to keep this information to yourself. 

After all, if everyone selling their home uses this technique, then it will become less effective. So, do me a favor. Just use this secret to sell your home for more money. Sound fair? Good. Let’s talk turkey. 

I put together a completely free report that 

explains how this strategy works. 

I'll give it to you completely free. Now, why am I doing this? Am I just a nice person who gives away everything for free? No. I am giving this to you for the following reason. 

I hope that you see the value I can provide to help sell your home. If you ever do decide to hire an agent to sell your home, then maybe you will interview me. Here is how to get the report.    
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Imagine we are at the closing table. The notary asks to see your driver’s license. He hands it back to you with the check for the sale of your home. 
Right there on the bottom you see that your check is $57,500 larger than you had expected. 

Wouldn't if feel great to make an extra 

$57,500 on the sale of your home? 

Don’t settle for less than you deserve! Request a copy of this report today. In the meantime, if you have any real estate questions, then do not hesitate to send me an email at Name@Email.com.

Well, that's it for me. Thank you for reading this letter. I wish you the best of luck with your home sale. 
Best Regards,


Your Name

Your Real Estate Company

Website: YourWebsite.com
Phone: (333) 555-1212

Email: Name@Email.com
P.S. I almost forgot one thing. If you are going to ignore this letter, then make sure you don't let your dog out until AFTER the buyer has left your home.  

Your dog is going to be so happy that they got out of their crate, that they will probably smother them with kisses. Don't put yourself thru that headache. Just request a copy of this free, no obligation report. 
To Claim A Free Copy Of The Report: 

How To Sell Your Home For More 

Money... With Fewer Showings.
Email me at xxxx or call me at xxxx.
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A letter from your dog: "Please stop locking me in the crate when buyers come to look at the house."





If Your Dog Could Talk, Then I'd Bet It Would Say This:  


"I Hate Getting 


Locked In This Crate When Buyers Look 


At Our Home!"








Free Report Reveals: 


How To Sell Your Home For More 


Money... With Fewer Showings


Here are a few of the things I reveal in this report:


The simple trick that causes “tough as nails” negotiators to forget about negotiating and gladly pay full price. (I didn’t think this could happen until I witnessed it happen myself.)  


The one picture that will make or break whether or not your house sells for top dollar. (It doesn’t matter if you only have 100 pictures in your ad, or just 1. This picture matters more than all the other pictures.) 


How to sell your home for more than it’s technically worth. (Appraisers hate this one.) 


The one thing you say in the description that will determine whether or not your house sells for top dollar. (If you miss this one thing, then you will be forced to settle for less than you deserve.)


Your kids are begging you to request this free report, titled, 


How To Sell Your Home For More 


Money... With Fewer Showings


Email me at xxxx or call me at xxxx.
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Your Name


Your Brokerage








Not intended to solicit any properties already listed for sale with another real estate agent. If your home is already for sale, then please disregard this message. 
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