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Fact is, most people think that if a home didn’t sell, then it was because it was “overpriced.” In fact, a prominent website has an article titled, "Six Key Reasons Homes Don’t Sell." This article put down as Reason #1: “Your home is overpriced.” 
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A lower price doesn't always
cause a home to sell.

It didn't sell because it
wasn't marketed properly.   

You see, It’s not easy to sell something for full market value. Selling something for a low price is a whole lot easier way to run your business. Let me explain. 

It's much easier to drop the price than 
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it is to sell something for full price. 

Are You Going To "Give Up" And Drop Your Price? "No!" You can sell and get your price. Go to the next page to learn how to get your price... 
Is your agent a "Discount Agent" that wants to drop your price?  

Or

A "Full Price Agent"? (See Example below)
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Why Was One Agent Unsuccessful At Selling This Home, 
While The Other Agent Sold It With Ease? 

The seller of this home was a man named John Handy. He wanted to move to Sarasota to be closer to family and put his home on the market. 
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He hired one Realtor and not much happened for 11 months. The agent couldn't sell his house and told him it was overpriced. 
John had two options when his home didn't sell.
Option #1: He could drop the price. 
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All the agents he talked to told him that his home wasn't worth what he wanted. They told him that he should just "be reasonable" and drop the price by $50,000. He thought about doing that, but decided against it. He chose Option #2... 

Option #2: Hire an agent that could sell
the home for what it was actually worth.
This agent would have to market the home and get the buyer so excited about the home that they would be willing to pay full price. Here's what happened. 
Fortunately, for John, 
he picked Option #2. 
He contacted me. I looked at his house and could clearly see that it was worth the price he was asking. His home is one of the very rare homes in North Florida that is located on top of a hill and has a gorgeous view. 

None of the other homes for sale had a comparable view. But, they were also priced $50,000 to $75,000 below his home. 
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My Team And I Marketed his home and sold it 
65 days later for 98% of the asking price. 
John Pocketed $50,000 More Than What Other Homes 
Were Selling For In His Neighborhood.

The buyer was more than happy to pay extra for the view! John was pretty happy to get an extra $50,000!   
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Do You Want To Sell Your Home 

For An Extra $50,000? 

Here Is How To Do That: 

Hire Chris Curry And His Team Of Marketing Geniuses... 
And Have Them Do The Following. 

Chris Curry’s Marketing Plan Of Action:
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Take Amazing Pictures Of Your Home. 

Have you ever seen a bad photo in a BMW Ad? 
Heck No! Pretty photographs sell homes for more money and sells them faster. I'm sure you have heard the saying, "A picture is worth a thousand words." 
I’m often shocked when I see some of the pictures people use to market homes. Because of that I will take as many of the best quality pictures that demonstrate all of the features your home has to offer. 

2. Use Descriptive Copywriting That Grabs Buyers And Compels Them To Buy Your Home. 

How do you want your home to be marketed? 
[See the example on the next page.]

Average Description
(This was the description written by another 

Realtor for a home that did NOT Sell.) 
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Or 

Outstanding Description. 

(This Is Our Description For The Same Home)
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3. Market Your Home To My List Of 2,387+ Buyers. I do a TON of marketing. Why? It has enabled me to build a HUGE buyer list of 2,387 buyers that are looking to buy a home. My non-stop marketing is causing that list to grow larger every single day.  
4. Post Your Home To Over 917 Different Real Estate Websites. 

My team and I use a software to post your home to over 917 different websites. If a website has homes for sale your home will be on there. 

This exposes your home to more buyers and ensures that every single buyer knows about your home.  
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Here Are A Few Of The 917 Websites 

We Post Your Home Onto: 

Zillow.com

Homes.com

Yahoo Homes

Aol Real Estate

Hotpads.com

HomeFinder.com

Home Path

Trulia.com

RealtyTrac.com

Realtor.com

HudSeeker.com

Househunt.com

HomesAndLand.com

Jacksonville.com

FrontDoor.com

GovtHomes.com  

Home Path

Harmon Homes

New Home Source

Real Estate Book

And 100s More.
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Facebook Marketing To People In Your Zip Code. 

I will market your home to all of the people in your zip code. I do this because a lot of people know someone else that is interested in buying a home in their area. 

6. Google Marketing To Local Keywords. I target buyers on Pay-Per-Click that are searching for a home like yours.  
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Market Your Home With A Custom Video And Post It To Over 107 Video Websites Online. 
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Market Your Home On Social Media Platforms, Such As Instagram And Pinterest. 

9. Use An Automated System That Gives Drive By Buyers All Of The Information They Want On Your Home. 
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Here is what happens when they call the number. They'll hear  an automated message that I’ve pre-recorded about your home. The message will include the price and all the details.   

10. Use Re-targeting To Market To People That Have Viewed Your Home Online. 

We use a software that tracks when someone has viewed your home online. Our software reminds them about your home.  
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Direct Mail Campaigns To Other Top Realtors In Your Area. 

I will mail info on your home to all of the other active realtors that sell homes in your area. 

I do this because I want them to think of your home first when they talk to a buyer that is looking for a home like yours. 

12. In Addition To Everything I Mentioned Above, I Also Use All Of The Other Marketing Strategies That Most Realtors Do, Including But Not Limited To The MLS..

I Do Everything Other Realtors Do,

And A Whole Lot More!
I know a buyer that just bought a $180,000 property for $130,000. It was being sold by an out of town owner. The agent wasn't familiar with the area and suggested the low price. 

The agent didn't bother to put a sign on the property and hardly anyone knew it was for sale. The buyer really wanted that property because it was next to his house. 

As soon as he knew it was for sale he made an offer and the seller accepted it. The buyer was willing to pay full price, but didn't have to do so. The seller never realized the mistake.   

People don't sell $180,000 properties for $130,000 every day. But, it happens more often than you think. It's a risk you take when you hire an agent who doesn't have a proven marketing plan. 

I'm sure if a sign had been on the property, then it would have gotten more interest and probably started a bidding war. 

13. Use My Negotiating Skills, Gained From The Sale Of Over 3,200 Homes, To Negotiate The Highest And Best Price For Your Home. 

I've been negotiating for as long as most "Navy Seals" have been in training. All this negotiating experience makes me the "Navy Seal" of negotiations. 

If your agent doesn't know how to negotiate, then your home will sell for less money. 

My "Navy Seal" Negotiating Recently Put An 
Extra $20,000 In A Seller's Pocket 
I recently sold a home for $20,000 more because I pushed a little harder. The seller was willing to accept the first offer from the buyer for their home. 

The buyer was offering $240,000. But, I knew the buyer really wanted the house. I negotiated with the buyer's agent and the buyer agreed to pay $260,000 for the home.  

14. Call You Every Week To Let You Know What All Is Being Done To Sell Your Home. 

15. Use My Professional Expertise To Do Other Things That Are Needed To Sell Your Home. 

Sometimes marketing isn't the only thing holding up the sale of your home. (Look at Case Study #10 on the attached Case Studies Sheet for an example of that.) 

Do You Want To Sell Your 

Home For $50,000 More?

If you said, "Yes", then please give my team and I a call at (904) 555-1212. Or, send me an email at Chris@Email.com. 

As you can see from the attached case studies sheet, I have a solid track record of getting homes sold. Now, I don’t want to bore you with fancy statistics or flip charts. 

I’m not going to talk about how I’m the best, #1 listing agent this month, or give you some memorable jingle about myself. Bottom line, my specialty is in selling homes that other agents were not able to sell. 

My marketing plan will get your home in front of more buyers than anyone else. I have a track record of selling homes that other agents weren’t able to sell. That is what’s most important to you, isn’t it? 

You deserve some advice on what to do to get your home sold. Here are a few guarantees I have for sellers in your position.

I'll Put My Money Where My Mouth Is!


[image: image6]
In fact, I know you won't be able to find another agent in Jacksonville that will do all of the following: 

· Take the absolute best possible pictures of your home. 

· Use professional copywriting to sell your home.

· Market your home on 900 different real estate websites.

· Market your home on Facebook.

· Market your home with a custom video on over 100 video websites. 
· Market your home on other social media platforms, such as Instagram and Pinterest. 

· Market to people that have viewed your home online once and remind them to setup a showing. 

· Use an Info Line so that info on your home is available 24 hours a day.  

· Mail flyers to other top agents so they think of your home first when they have a potential buyer.  
· Use my negotiating skills to get you the highest price. I have honed my negotiating skills by negotiating the sale of more than 1,000 homes.   
· And make sure that all of your other marketing is done using solid marketing principles that actually work. 

· Call you every week and update you on what is happening.
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My marketing plan gets you the best buyers. My track record proves it. However, I’m not going to promise you a completely unrealistic price just to get your listing, and then go out and tell buyers that you’ll accept a lower price. Unbelievably, some agents still do this.
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I will contact you every single week while your home is for sale and give you an update on what is happening. If I miss one week, then I will write you a check for $200.

How many times did you hear from your last agent when you were trying to sell your home? Would you have preferred to be updated on a regular basis? I think so.
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I have a marketing plan that I implement for each home I sell. You'll hear from me each week telling you what’s going on and more importantly what I am doing to sell your home. I’ll tell you up front how long I expect to take to sell your home. Oftentimes, it will be sold before then.
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I’m not going to tell you how I’m the greatest thing since sliced bread, just to get your listing. I’ll tell you what I can do, when it will get done, and what type of advertising will be done for your home. 

Then, I’ll go to work to do it and get your home sold. You’ll know up front exactly what is going to happen; and because I’m calling you every week with updates you’ll know it is getting done.
I'm applying for a job. Give me a call. At least give yourself the opportunity to check me out and see the difference that will get your home sold. 

Don’t you deserve a second chance? Find out what I can do to help you. Call me today at (904) 555-1212. Or, you can send me an email at Chris@Email.com. 
You Know What Drives Me Nuts?

Only A Small Percentage Of The People Receiving This Letter Will Respond. 

They are the ones who "Get It" and believe that my team and I can sell their home for more money. The rest are going to leave money on the table and sell their home for less than they should. 

Although that’s okay with me from a business standpoint, it still bothers me personally. You see, I know how much sellers suffer when lousy marketing is done for their home. 

Because of that I just hate the thought of someone not getting the help they really need. 

That’s why I held a special brainstorming session with my team just to try and figure out why you might say “No” to my offer. After several hours my group could only think of three possible reasons. 

Reason #1 For Not Responding: You Already Have A Good Agent.  
If that is the case, then I'll leave it up to your discretion. There are a lot of Great Agents here in the Jacksonville Area.   If you are working with one of the good ones, then I sincerely wish you the best. 
If you don’t mind, just send me a little email and let me know. But, for your sake, please make sure this agent truly is one of the good ones. Unfortunately, not every agent does a good job. 
[Continued on next page.]
Reason #2 For Not Responding: You Think 

That What I Do Is No Different From What 

Every Other Agent Does To Sell A Home.

Tell That To The Seller Who Made 

An Extra $50,000 On His Sale!
That's Enough To Buy A Brand 

New BMW 5 Series Cash! 

He will tell you that what I do is 100% different and better than what everyone else does. In fact, he'll probably tell you, 

"Comparing chris curry and his team of marketing geniuses to other agents is like...
Comparing a steak dinner at a fancy steakhouse to an un-cooked steak you buy at wal-mart!"
Sure, they are both steaks. But, the similarities end there. 

The extra things that my team and I do, our marketing skills, my negotiating skills, and our extensive real estate experience help you sell your home for more money. 

If you still think what I do won’t work, then check out my references below. These are home sellers whose first agent was not able to sell their home. They hired me and I sold their home. 

Below Are A Few Of My References.  

These Are All REAL PEOPLE. 

If you want to talk to any of them,

then I can put you in touch.
I can put you in touch with: 

· John Handy

· Neil Rosin

· Shirley Ellis

· Christian Jorn

· John & Cindy Zentmeyer

· Charles & Angela Parrish (Angela referred her sister to me and I sold her home)

· Mike & Melinda Monaghan

· Werner and Valerie Collante

· Chris & Barbara Sample (who used us to sell two of their homes)

· Linda King

· Juliana Beville

· Jennifer Hoover

· Sameer Keole

· Jessie Pugh

· Eric Pugh

· Richard & Susan Groom

· And many more. Between myself, and the agents I work with (or have worked with in the past), my team and I have sold over 2,000 homes. I have a LOT of references you can talk to.  
If you want to talk to any of these people, then send me an email at Chris@Email.com and I'll put you in touch with them. 

Do You Want To Sell Your 

Home For $50,000 More?

If you said, "Yes", then please give my team and I a call at (904) 555-1212. Or, send me an email at Chris@Email.com. Thank you for reading this. I wish you the best with your home sale whether you work with me or someone else.  

Best regards, 
Chris Curry

You First Real Estate

3020 Hartley Road, Suite 200

Jacksonville, FL 32257

Website: YourWebsite.com
Phone: (904) 555-1212 
Email: Chris@Email.com
I worked at RE/MAX for 5 years and then at Keller Williams for a few years. 

In 2010 I decided to start up my own company with a few other agents. 

The fact that I don't have a huge, well known firm means that I can't rest on my laurels. I live in Jacksonville Beach and my office is in Mandarin. 

It is right off of San Jose Boulevard, just North of the I-295 Beltway. That makes it convenient to Jacksonville, Orange Park, and St Johns County. 

If you are ever in the area and you want to talk about Real Estate, then feel free to stop by. Just come in the front door and take the elevator to the second floor. 

I am usually here by 8AM every morning, Monday thru Friday and usually stay until 5PM. I am available after hours during the week and on the weekends by appointment. 

P.S. I Am Sure You Are Wondering, "What Does Chris Do To Sell Homes That Other Agents Can't Sell?"

Here is a Case Study that gives you a good example of how I do it.  Charles and Angela were trying to sell their home. 

Their Home Sat On The Market For 12 Months With Two Other Realtors.

They hired me and I sold it in 8 days for 98.3% of the Asking Price. 

The Home Was Absolutely Worth 

What They Were Asking For It. 

But, There Was A Problem.

The neighborhood where the home was located was doing some major upgrades. They were considering assessing everyone in the neighborhood $7,000 to $8,000 to pay for these upgrades. 
Buyers would look at the house and get cold feet because of the pending assessment. They would say something like, "I'll buy your house, but I want an $8,000 discount because of the special assessment. 

The sellers would reply, "We are not going to discount $8,000 because we don't think the special assessment will go thru." 

The Sellers Told Me About The Problem 

And I Proposed A Solution. 

Here is what I told them: 
"Let's sell the house and agree to hold $8,000 in escrow. If the special assessment goes thru within a year, then the buyers get that $8,000. If it does not go thru within a year, then the $8,000 goes to you." 

We all agreed that that sounded like a good idea.

My Proposal Solved The Problem, And 

The Home Sold 8 Days Later For 

98.3% Of The Asking Price. 

$8,000 was put into escrow. It turned out that the sellers were correct. The opposition in the neighborhood was strong and the special assessment never went thru. 

A year later the sellers received the $8,000 that had been put into escrow. 
My Little Idea Sold Their Home... 

And Saved Them $8,000! 

Think about it... What could you do with $8,000? That would buy one heck of a vacation! 

This story gives you an example of how I sell homes other agents can't sell. It's something I do every day. If you would like to have a "High Octane" agent working for you, then give me a call right away at (904) 555-1212.  
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. 
Photo Credit. Photo, “Frustrated” is copyright (c) 2007 Kevin Lawyer and made available under an Attribution Share Alike 2.0 Generic license. 
Photo Credit. Photo, “Cheap Sign” is copyright (c) 2007 Eric E Castro and made available under an Attribution 2.0 Generic license. 
Photo Credit. Photo, “Roll of Cash” is copyright (c) 401kcalculator.com and made available under an Attribution Share Alike 2.0 Generic license.
"Are You Tired Of Being Told That 


The Reason Your 


Home Didn’t Sell 


Was Because It 


Was "Overpriced?"





�


"Don't tell me that my 


home is overpriced!"





Saks Fifth Ave "Quality"


Sell most of their clothes at full retail price. 


Full retail price. 


$108 skirt is $108. 


Great selection. You can find exactly what you want. 


Clerks help you find the perfect outfit and try it on. 


Cutting Edge Style.  





TJ Maxx "Cheap"


Lower prices than other retailers. 


40-70% off full retail price. 


Buy a $108 skirt for $27.


Not much of a selection. You can't find what you want.  


No one to help you find what you want.  


Not cutting edge. 





Same Exact House.








Same Exact Asking Price





"Agent A" markets the 


home for 11 months 


and can't sell it. 


He told the seller that the only way to sell the home is to DISCOUNT the price. 


Does that sound like a discounter to you? 








"Agent B" markets the home. It sells 65 days later for 98% of the asking price. 


(The final sales price was about $50,000 more than similar home prices in the neighborhood.)








"3 Bedroom 3 bath home in desirable Neighborhood, there is too much to say about this Beauty Go see it you won't be disappointed. Just reduced from $429,999 to $419,900. Sellers are motivated!!!"


* Misspellings and bad grammar were left in intentionally. 





"Ideal If You Crave A Newer, Luxury Home Close To Downtown.


What a difference it makes to have an oversized kitchen. All counters are covered in heavy slab granite. There is an island work station where you can chop ingredients...roll out pizza dough...or cut fresh flowers from the garden. 


Appliances are unified by their stainless finish, and there is storage galore—enough cabinets and drawers to swallow oversized stockpots and every cooking gadget you own. 


Finally, each of the kids can have their own room... AND you can have your office. This home has 4 bedrooms, 4 full bathrooms, a home office/study. The oversized hot water heater allows 4 people to shower, all at the same time. 


The master suite has a glamour master bath complete with a Jacuzzi tub and his and hers vanities. 


On the opposite side of the house the three children's bedrooms are built around a children’s game room. In this section of the house, your “angels” can roughhouse with their friends and play video games and leave you completely undisturbed. 


Are you sick and tired of being cramped up in a two car garage? This oversized 3 Car Garage has room to park 3 cars, store everything you need to store, and have room to spare. 


All total, the current owners have added over $60k in extras: Oak hardwood floors flow throughout the entire living area. Custom Arched Doorways, Crown Molding. The list goes on and on. Schedule a time to look at this home and see all the upgrades for yourself."








Yes! 917 Websites!





Try it out! 





Here Is How The Automated System Works


�


Test this system out by texting code 1234 to (904) 337-5870.





Yes,   I am that confident in my abilities!





Guarantee #1: My Marketing Guarantee:


I Promise To Market Your Home More Effectively Than Any Other Agent 


In The Jacksonville Area,


Or I’ll Pay You $1,000.








Guarantee #2: I Will Deduct $200 From My


Commission For Every $10,000 I Sell Your


Home Less Than The Agreed Upon Range!











Guarantee #3: Weekly Contact Guarantee.











Guarantee #4: If I Don’t Bring You An Offer 


Acceptable To You Within 90 Days After Listing, 


Then I Will Deduct $200 From My Commission �For Each Month After That!











Guarantee #5: Straight Promises Guarantee








I talked to a seller the other day whose agent’s incompetence cost her $25,000. 


Her agent completely


 flubbed a “Perfect Offer” for 


$245,000 that came in about 


15 months ago. 


The agent dropped the ball and let a little problem (that was easy to resolve) kill a perfectly good sale. 


The home sat on the market for another year and ended up selling for $235,000.


Even worse, she ended up having to make another 15 house payments while the home sat on the market. 








�


John & Cindy Zentmeyer





Do you want to talk to them?





�


Christian & Linsey Jorn





These are real human beings, just like you and me! 





�


My wife Heather, my two girls, Isabel and Jules, and myself.








�This is Charles and Angela's Home That I Sold





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. Photo Credit. Photo, “Talking heads” is copyright (c) 2014 Sascha Müsse and made available under an Attribution No Derivative 2.0 Generic license.











