
S E L L I N G  Y O U R  H O M E :  T H E  P L AT I N U M  D I F F E R E N C E  

  A Step-By-Step Guide To Listing Your Home & 

What Sets Us Apart From Other Brokers 



O U R  C O M M I T M E N T  TO  Y O U

• We work for YOU! 
• We will represent your best interests at all times. 
• We will use our experience, contacts and resources to ensure all the tasks 

involved in selling your home are met in a timely manner.  
• We will keep you informed and empowered throughout the process with timely 

updates and consistent communication. 
• Every transaction and every client is different, which is why we customize our 

services. 
• We will develop a comprehensive strategy for aggressively marketing your 

home. 
• We will personally manage and coordinate all the activities involved in selling 

your home. 
• We will advise, navigate and guide you throughout the entire process. 
• We will skillfully negotiate to get you the optimal price for your home. 
• We will be your real estate consultants even after closing.  



I n t r o d u c t i o n  

A Little Bit About Who We Are 

P r o f e s s i o n a l .  
I n f o r m a t i v e .  
P o w e r f u l .

Each year, The Platinum Group dominates the local real 
estate market in both per-agent sales and sales volume. 
So far this year, Platinum REALTORs have sold an average 
of $3.3M in real estate. What does this mean for you? 
Platinum agents are neighborhood and area experts with 
extensive networking in the community to get your home 
SOLD more quickly and for more money. 
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I n t r o d u c t i o n  

A Little About Who We Are 

A B O U T  U S
Carmen is a full-time Realtor who understands the ins and 
outs of the fast-moving market here in the Pikes Peak 
region. She has received her company’s highest honor for 
the past 4 years in real estate. Prior to being a Realtor, she 
was the editor of the Colorado Springs Gazette newspaper 
and its digital/social footprint. She and her husband have 
raised two children here in Colorado Springs. 

• Leader’s Circle 2019, 2020, 2021, 2022 - highest national honor 

• Top 50 agents in PPAR (more than 5,000 Realtors) 

• Military, Negotiation, and Senior Real Estate Specialist Designations 

Along with being a Broker Associate, Ethan Stall is 
currently on Active Duty. He joined the Army as an 
Explosive Ordnance Disposal Technician in 2007. He 
is an expert in military relocation via his own personal 
moves:  Since joining, he has lived in  Alabama, 
Florida, Washington, Germany, Oklahoma, and 
Colorado and understands every aspect of a PCS. He 
has also deployed multiple times to Afghanistan and 
Syria and understands what families need during that 
time of hardship. 



S e l l i n g  Yo u r  H o m e  i n  5  S t e p s

S t e p  1  –  S e l l i n g  C o n s u l t a t i o n  

S t e p  2  –  D e v e l o p  P r i c i n g  S t r a t e g y  

S t e p  3  –  D e v e l o p  C u s t o m i z e d  M a r k e t i n g  S t r a t e g y  

S t e p  4  –  S t a g i n g  a n d  P r e s e n t a t i o n  

S t e p  5  –  M a n a g i n g  t h e  T r a n s a c t i o n  T h r o u g h  C l o s i n g



S e l l i n g  Yo u r  H o m e  
i n  5  S t e p s  

Step 1 
Selling Consultation 

D e t e r m i n e  Yo u r  N e e d s  

Motivation – Why have you decided to sell your home? 

Timing – Are you flexible in timing or are we working toward closing on a certain date? 

Pricing – Are there circumstances I need to know about such as liens on the home or 
second mortgages? This will help me formulate your net profit sheet. 

Decision Making – Will anyone else be involved in key decisions? 

Communication – How do you prefer to be contacted (email, calls or text?) 

Selling Experience – How many properties have you sold? What went well – and what 
didn’t? 

Personal Property – Are you planning to include any personal property in the sale? 

Condition of Home – Are there problems with the property that need to be disclosed, or 
for which I can recommend a service provider? 

Relocating – Can I assist you in purchasing a new home here or finding a Realtor in 
your new area? 

Concerns – Are there general concerns you would like to discuss?



Thank you in advance for the opportunity to assist you with your 
upcoming move. You have hired us to do an exceptional job to sell 
your home, and we promise to bring our “A” game every day to 
provide the best service to you and your family. In order for this to be 
a smooth and seamless process, we have addressed some of the 
most common questions and concerns below. 

PRICING 
Pricing your home is part science and part experience. We utilize several 
resources to determine the most accurate selling price. The majority of the time 
we are spot-on with pricing; however, there are many factors that determine the 
final outcome. Days on market, the sales prices of similar properties, new 
inventory, and the ever-changing economy, are just some of the factors that 
influence final sales price. Our goal is to price your home to sell for the highest 
obtainable price in the least amount of time.  

PRICE IMPROVEMENTS 
We will provide you an updated Comparable Market Analysis (CMA) on a 
weekly basis. It is very important to stay in line with the current market 
conditions. For instance, if two similar homes in your neighborhood go on the 
market for 20K less than your home, we are going to need to discuss the impact 
that will have on your home. We also will need to weigh the time you have to 
wait out an offer with your motivation and/or need to relocate. All these factors 
will weigh in to your decisions on price. We will supply data and 
recommendations, but ultimately it will be your decision.
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Step 1 
Seller Consultation 

S e l l e r  E x p e c t a t i o n s



STAGING 
There is absolutely no doubt that a staged home is going to be the popular 
choice with buyers when given that option.  Making sure your home is in top 
condition is imperative to getting it sold.  We will assist you with getting it just 
right on the front end of the process.  In most cases we may use all of your own 
belongings to set the perfect stage. It really does make a significant difference 
in selling time and final price to take the extra time to make it sparkle.   

  
SHOWINGS 
The most common question we receive is “When is my first showing going to 
be?”  There is no standard answer to this question, but it does take time to 
create marketing traction. It may be 3 hours once active in the MLS, but it could 
also be 2 weeks.  The price range, weather, time of year and holidays all 
influence this process.  We empathize with you in that having your home show 
ready is a huge hassle.  You will need to be prepared to show on a daily basis 
and at any time.  Unfortunately, there are many agents who do not plan 
accordingly, and wait until the 11th hour to set a showing.  It is standard that 
most sellers have a one-hour notice at minimum.  We will discuss your personal 
needs and will do our best to make this as smooth as possible.  There are times 
when appointments are set up and the agent shows up early, late, or not at all. 
Buyers change their minds, kids get ill, agents forget to leave business cards 
and the weather can impact plans.  We do our best to keep you informed, but 
things can and do happen that are outside our control.  
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Step 2 
Develop Pricing Strategy 

W o r k i n g  To w a r d s  a n  A c c u r a t e  P r i c e

If your home is priced too low, we will leave money on the table. Our goal is to get 
you as much money as we can!  

If your home is priced too high, we will get far fewer showings and typically those 
showings we do get will not generate offers. 

A home that is accurately priced is the best way to ensure we will get you where you 
want to go on time, and also achieve the highest price possible. 

An asking price that is beyond market range can adversely affect 
the marketing of a property. Your home will eventually sell below 

market value due to these costly delays. 
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Step 2 
Develop Pricing Strategy 

The Real Estate Market is like a 
pond. No one wants to get 
stuck down in the muck!  
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Step 2 
Develop Pricing Strategy 

E s t i m a t i n g  y o u r  P r o c e e d s
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Step 3 
Develop Customized 
Marketing Strategy 

W h e r e  B u y e r s  F i n d  t h e  H o m e  T h e y  P u r c h a s e

The pie chart above illustrates where buyers are finding the home they purchase. 84% of 
homes sales are generated by the marketing efforts of a real estate professional. 

(Internet and Real Estate Professional leads are directly driven by having your home listed 
in the MLS.) 
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Step 3 
Develop Customized 
Marketing Strategy 

O u r  M a r k e t i n g  P l a n

As part of our marketing plan, we provide these services to you as our commitment to get 
your home sold and get you where you want to go on time; to help put you in the strongest 
negotiating position possible, and to make the process easier for you and reduce surprises. 

1. Pre-title commitment. We will order, at our cost, a pre-title commitment to reduce 
your risk of any title problems at closing. 

2. Pre-showing cleaning. Services are provided to you at no cost by our professional 
cleaning team before going on market. 

3. High-resolution professional photography, interior video and drone footage.  
Quality photography is proven to enhance the time-on-site for viewers of your listing 
and is helpful for out-of-town buyers to envision living there. 
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Step 3 
Develop Customized 
Marketing Strategy 

O u r  M a r k e t i n g  P l a n ,  c o n t i n u e d

4. Digital ads. Ads featured on espn.com, cnn.com and more for the first week the 
listing is live, displayed to likely buyers within 30 miles of your listing who are 
browsing homes, looking at mortgage calculators and/or exhibiting other online 
buying behavior. 

5. Enhanced Internet Placement. Featured listing on Realtor.com on 4th and 13th 
tile of every page in your ZIP code. Realtor.com is the nation’s largest real estate 
web site. 

6. Networking.  Distribution of your listing to other “Peak Producers”. 

7. Signage/Brochures/Lockbox. High quality signage and color, glossy brochures 
unless prohibited by HOA. Electronic lockbox restricts entry to registered agents 
and allows for secure access. 

8. Neighborhood distribution. Color postcard to your 50 closest neighbors.  

9. Buyer/Realtor feedback. After every showing, the buyer’s agent will be asked 
for feedback on the property. This can allow us to pivot quickly if a problem is 
consistently being recorded, or adjust price based on market reaction. 
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www.militarymovesco.com
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Step 4 
Staging and Presentation 



• Curb appeal is a buyer’s first impression. Cut & trim the lawn. Get your 
landscaping in top condition.  

• Repair screens & windows so they show and work properly. 
• Paint any part of the house that may need it. 
• Clean carpets and repair or replace if necessary. 
• Fix the plumbing (Leaky faucets!) 
• Make rooms appear larger by storing or removing excess furniture. 
• Organize closets to show off storage space. 
• Garage & storage areas should be clean and neat. 
• Show off every room to the best advantage, including attic and all storage 

space. 
• Keep stairways clear of all objects. 
• Remove excess from kitchen cabinets to show spaciousness. 
• Please the cook with a spotless, uncluttered kitchen. 
• Appliances should be clean & in good working condition.  
• Turn off the radio and TV when your home is being shown. 
• Keep all pets and children out of the way during showings. 
• Remove and replace any items that have personal attachment. 
• Do not discuss price, terms, possession or other factors with people viewing 

your home or with their showing REALTOR®. 
• Please do not tag along with the prospect and the REALTOR®. If possible 

leave the house during showings. Buyers must feel free to discuss your home 
with the showing REALTOR®. 
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Step 4 
Staging and Presentation 

S t a g i n g  a n d  P r e s e n t a t i o n  T i p s
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Step 5 
Managing the Transaction 

Through Closing 



L e t ’s  G e t  S t a r t e d !

T h e r e  i s  s o  m u c h  t h o u g h t ,  k n o w l e d g e  a n d  

p r e p a r a t i o n  t h a t  g o e s  i n t o  a  s u c c e s s f u l  h o m e - s e l l i n g  

c a m p a i g n .  W e  w i l l  b e  y o u r  r e s o u r c e f u l  g u i d e s  

t h r o u g h  e v e r y  s t e p .  W e  w o u l d  l o v e  g e t  s t a r t e d  o n  

f o r m u l a t i n g  a  s t r a t e g i c  p l a n  t o  g e t  y o u r  h o m e  s o l d !


