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Introduction 

So, you are getting ready to sell your home and you’re not quite sure where to start. Similar to the time 

you were in the process of buying your home, it is nerve racking when you are getting ready to buy or 

sell a home. There is lots to do and it is a complex process for someone who does it only a few times in 

their whole life.  

Selling a home requires three steps: 

• Preparation 

• Promotion 

• Price 

Preparation falls mostly on you, as the seller. Statistically, homes that are prepared before selling tend 

to sell faster and for more money than homes that are not prepared. 

You will have to decide whether selling your home faster and for $5,000, $10,000, or $20,000 more is 

worth the extra time and effort required to prepare your home to sell.  

Further in this book we will discuss what are some of the most effective ways to prepare your home. 

Promotion is your real estate agent’s responsibility.  Basically, promotion is what your real estate agent 

does to get the greatest number of qualified buyers through your front door.  This is where having a 

really great Realtor® with a very aggressive Marketing Plan will make all the difference in the world.  

We’ll discuss this further in the next section, How to Choose the Best Realtor® to Sell Your House.  

Price is just as important as the other two steps. If you price your home too high, it will sit on the market 

and not sell. If you price it too low, you could leave thousands of dollars on the table. Pricing a home at 

the current market value is one of the most important things you can do to get your home sold.  We’ll 

get into more detail in the section on Pricing Your Home.   

https://www.coopercityrealty.net/
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Chapter 1 

How to Choose the Best Realtor® to Sell Your House 

Like most people, you probably think that all real estate agents are the same and choosing any agent to 

sell your home will give you the same results. That couldn’t be further from the truth. Just like in other 

professions, such as mechanics, attorneys, doctors, and such you have some good, some bad, and a few 

great.  In the real estate profession, it’s no different.  

Hiring the right Realtor® is an important decision that should not be taken lightly. Don’t just hire the first 

Realtor® you meet just because they are there.   

So how can you tell the difference? Well, there are three things to look at when evaluating a Realtor®.  

• EDUCATION 

• EXPERIENCE 

• MARKETING SYSTEM 

EDUCATION  

To become a real estate agent all that is required by the state of Florida is to take a 63 hr. class, pass the 

class exam, then take and pass the state exam.  That’s it. Pretty easy, right?  That’s probably the reason 

why there are over 200,000 real estate agents in Florida.   

Finding a real estate agent with additional education above and beyond the minimal requirements of 

the state is a good place to start. Finding a person with a real estate license is easy.  Finding one with 

special credentials that require extensive training and classes in specialized areas of real estate is a bit 

harder. 

Here are some credentials you might want to look for in the real estate agent you intend to hire: 

REALTOR® - Getting a real estate license does not make you a REALTOR®.  A REALTOR® is a real estate 

agent that is a member of the National Association of REALTORS® (NAR). Every member of NAR is 

required to abide by the NAR Code of Ethics and Standards of Practice. You can find this document at 

http://www.realtor.org/about-nar/governing-documents/the-code-of-ethics. Real estate agents that are 

not REALTORS® are not required to follow this code.  

Seller Representative Specialist (SRS) – A REALTOR® with the SRS Designation has completed a 

specialized curriculum designed for REALTORS® who focus on working directly with home sellers. This 

valuable education elevates the Realtor’s skills and knowledge when working in representing a home 

seller in a transaction. 

Graduate REALTOR® Institute (GRI) – A GRI Designee has completed an extensive course of study 

requiring weeks of additional training and is the mark of a real estate professional that has made the 

commitment to provide a high level of professional services by securing a strong educational 

foundation.      

https://www.coopercityrealty.net/
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Pricing Strategy Advisor (PSA) – A PSA certified REALTOR® is one that has taken the proper training to 

determine property values with professional expertise and competence. This certification trains the 

agent in the best use of technology and how to approach the pricing of a home from various 

perspectives.  This certification is extremely important since pricing a home correctly is one of the most 

important parts to selling a home fast and for top dollar.   

EXPERIENCE  

Sometimes a seller will just ask a friend or family member if they know a Realtor® and they refer their 

neighbor’s, cousin’s, friend’s, roommate’s, brother who just got his real estate license 3 days ago.  

Probably not the best idea.  You’ll want to hire a Realtor® that has had their license for at least 5 years 

and has actually listed and sold homes.  

You can easily check how long an agent has been licensed by clicking on “Verify a License” and searching 

their name at the following link. (http://www.myfloridalicense.com/ ) 

You’ll want to hire a Realtor® that is well experienced in listing and selling homes in your general area. 

You’ll also want them to have a good track record for selling their listings quickly and at or close to 

asking price.  

One thing you can ask a Realtor® when you are interviewing them is, “What’s the average Days on 

Market for your listings”?  If they don’t know that number off the top of their heads it probably means 

they don’t track it or it’s a high number.  Either way, it’s not a very good sign.  

The term Days on Market refers to the number of days a home sits on the market before entering into a 

contract with a buyer. Basically, it shows how fast they get homes sold.  

An experienced Realtor® should also have at least some reviews online. A good place to check is to look 

them up on Google and Facebook and see if they have good reviews.  

MARKETING SYSTEM  

Now we come to what is in our opinion the most important part of listing a home for sale, the Marketing 

System.  

Marketing and Advertising are actually two different things even though most of the time they are used 

interchangeably. Where advertising refers to the placement of a particular ad in a magazine or online, 

marketing, on the other hand, refers to a series of actions that when put together creates a promotion 

of a home to a targeted audience. 

Unfortunately, the idea of a marketing plan to most agents is taking a few pictures with their phone, 

listing the property on the MLS, sticking a sign in the yard, and praying that the home sells. I think you’ll 

agree that is not much of a marketing plan. It is, however, what most agents do to sell a home.  

A listing agent’s primary job should be to get as many qualified buyers as possible to walk through the 

front door of your home. The Realtor® you hire must be able to show you what sets them apart from all 

other agents. Ask them to show you how they intend to sell your home fast and for the most amount of 

https://www.coopercityrealty.net/
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money possible. Make sure their marketing plan includes more than just taking some pictures and listing 

your home on the MLS.  

If you would like to know what a great aggressive marketing plan with an awesome track record looks 

like, read Chapter 9, An Aggressive Marketing Plan That Works. This marketing plan has consistently sold 

homes in under 20 days.  

Keep this in mind, just because you see an agent’s personal advertising all over the place does not mean 

they are a great or even a good agent. It just means they spend a lot of money on advertising 

themselves. They still need to show you what sets them apart from all other agents as well as their 

marketing plan. But, like I said before, most agents’ marketing plan consists of placing a sign in the yard, 

listing the home on the MLS, and praying that it sells.  

One last piece of advice on this subject, you should interview at least three Realtors® before you make a 

decision. That way you can compare the different marketing strategies and choose the agent you are 

most confident will get your home sold fast and for the most amount of money.  

  

 

 

 

 

  

https://www.coopercityrealty.net/
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Chapter 2 

Pricing Your Home 

The Danger of Pricing Your Home Too High 

It’s imperative that you get your home priced right the first time right out of the gate. Homes that sit on 

the market unsold tend to get lower and lower offers as time passes. If your home doesn’t sell within 

the first 30 days, the chances of it selling below market value drastically increase.   

Ask yourself this simple question;  

Are you going to pay over market value for your next home? 

Well, guess what, no one is going to pay over market value for your home either! Unless we are in a 

super seller’s market. Think back to 2006-2007 and most recently, 2020-2022.  

Let me share some statistical information with you that will show you the reality of pricing a home too 

high. This information is based on MLS data of single-family homes sold in Broward County over a six 

months period as of August of 2020.  

Homes Priced at Market Value Homes Priced Over Market Value 

65% of sellers 35% of sellers 

Sold in 43 days (Average) Sold in 90 days (Average) 

Sold for $198 per SqFt (Average) Sold for $185 per SqFt (Average) 

 

This statistical information shows that 65% of sellers priced their home at market value, while 35% of 

sellers priced their home over market value. Those that priced at market value averaged selling their 

home in 43 days. Those that over-priced their homes took on average 90 days to sell their home. More 

importantly, those that priced their homes correctly at market value averaged selling their homes for 

$198 per square foot. Those that over-priced their homes sold their homes for an average of $185 per 

square foot.  

That’s a 6.5% difference!  

On a $400,000 home that’s…  

$26,000 

https://www.coopercityrealty.net/
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Would you be ok if you sold your home for $26,000 less than it should sell for? Probably not. The lesson 

learned here is pricing your home at market value when you first list it is the best chance you have to 

sell it at the maximum price. 

Comps of Sold Homes in Your Community 

So how do you know what price is the right price? Well, your Realtor® will help with that but, we’ll 

explain how to go about finding the right price.  

First you start by looking at what other homes in your neighborhood, that look like yours, have recently 

sold for. When you compare homes to yours, they should be similar in size, condition, amenities, up-

grades, number of bedrooms and bathrooms, etc.  

Looking at comparable homes and finding the right listing price is more of an art than a straightforward 

science. Subtle differences with things like roof age, hurricane windows, A/C age, tile floors vs carpet, 

landscaping, etc. can make a home worth a little more or a little less. This is where the skills of a 

professional experienced Realtor® come in handy.  

You also want to look at the similar homes that are currently for sale. These homes are going to be your 

competition.         

Pricing your home correctly is tricky and requires skill and experience. If you price it too high, it will sit 

on the market unsold. Price it too low and you will leave thousands of dollars on the table. The Realtor® 

you hire should be able to walk you through the process of pricing your home in a way that is 

understandable to you.  

Do not allow an agent to just bully you into a listing price with no explanation. If you’re not completely 

satisfied with the list price the Realtor® suggests and the way it is presented to you, then that is not the 

right Realtor® to sell your home.  

https://www.coopercityrealty.net/
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Chapter 3 

How to Get Your Home Ready to Sell 

Homes that are prepared before selling, statistically sell faster and for more money than homes that are 

not prepared. So, what does it mean to prepare your home? When you are getting ready to sell your 

home the best way to assure that buyers will be attracted to your house and want to buy it is to make it 

appealing to them.  

Let me walk you through a little example… 

Let’s pretend you are a buyer, and you walk into this house pictured below. 

 

Now, you walk down the street to a similar house, and it looks like this… 

 

Which house will give you the best first impression?   

Without a doubt it would be the second house, unless you’re insane!  

Most buyers can’t see through the clutter or simple fixes needed to a home. So, it’s important to 

prepare the house in order to show a buyer the very best version so they can see themselves living 

there.  

Preparing a home before selling is not all that difficult. A few simple ideas can make a huge difference.  

Ideas for preparing a house for sale: 

• Declutter and Depersonalize 

• Spring Cleaning 

• Touch-up Paint 
 

• Steam Clean Carpets 

• Fix Leaky Faucets 

• Change Burned Out Lightbulbs 
 

• Add Fresh Mulch 

• Fix-up Landscaping 

• Pressure Wash Exterior 
 

 

https://www.coopercityrealty.net/
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Will a New Kitchen and Updated Bathrooms Help 

We often get asked by sellers if updating the kitchen and bathrooms will help sell the house faster. The 

short answer is, yes. However, the question you should be asking is… “Is it worth it?” And the answer to 

that is a resounding NO! Do not ever redo your kitchen and/or bathrooms in order to sell your house.  

Major updates to a house are too expensive and the cost will not be recuperated when you sell the 

house. For example, let’s say you have two identical homes in a neighborhood. They are identical in 

every way including size, number of bedrooms and baths, amenities, etc. The only difference is that one 

house has an updated kitchen and the other has the original formica kitchen. If the house with the 

original kitchen sells for $600,000, the house with the updated kitchen will sell for, at most, $610,000. 

Even though the kitchen redo cost about $20,000, the amount the seller will get back when they sell is 

about half that much or less.  

Home updates like kitchens, baths, floors, pools, outdoor kitchens, and major landscaping are all great 

updates to do to a home for you, the owner, to enjoy. These updates are not done in order to sell a 

home because you will never recover the cost of these major updates when you sell.     

It’s Time for Spring Cleaning Even if It’s Not Spring 

Remember, you want to make your home look like the jewel of the housing market. One simple way to 

do this is to give your home a major spring cleaning. You can either hire a service for a few hundred 

dollars or you can do it yourself.  

If you do a good thorough cleaning of your house and all the other homes on the market did not, then 

your home will stand out and give a better impression to the buyers, giving you an advantage.  

Get Rid of Things You Are Not Taking with You 

One thing we always ask sellers is… You’re moving out anyway, right?” So that makes now the perfect 

time to get rid of all the extra stuff that you won’t be taking with you to the next house.  

Why wait until your home is under contract and you have a limited amount of time to get everything 

packed to move. You might as well start now getting rid of anything you will not be taking with you. That 

includes clothing, extra furniture, things you’ve been storing in the attic and garage for the last 15 years 

that you’re never going to use, etc.  

By getting rid of all the extras in your home it will not only make your move much easier, it will make 

preparing your home to sell much easier too.  

Why Wait, Declutter Now – Include Depersonalizing 

As you read in a previous section and saw in the before and after pictures, decluttering and 

depersonalization of your home are at the top of the list. This is probably the most important thing you 

https://www.coopercityrealty.net/
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can do to prepare your home before listing it for sale. The only difference in the before and after 

pictures you previously saw was that all the clutter had been cleared.  

This one thing alone, can mean an extra $10,000 or more in the sale price of your home.   

Have you ever been in a builder’s model home? Have you noticed how clear the counters are? 

Unusually, there’s only a coffee maker and a toaster on the counter. There is a minimal amount of 

furniture. The bathrooms are set up with just a soap dish on the counter. Builders do this on purpose. By 

giving the home a very minimalistic view, it makes the space look bigger and inviting.  

You’ll want to replicate this with your home by removing most of the things you normally keep on the 

kitchen and bathroom counters. Also remove half of the clothes in your closets and box them up ready 

for the move.  

You will also want to depersonalize your home. The term depersonalize refers to removing most or all 

family pictures that you might have on the walls and tables. The family pictures personalize the home to 

you and makes it hard for buyers to see themselves living in someone else’s home.  

Like we said before, you’re moving out anyway, so why not start packing now and make the house more 

appealing to buyers. You’re going to have to do it eventually, so why not get it out of the way now and 

improve the impression buyers get when they walk into your home at the same time.  

  

https://www.coopercityrealty.net/
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Chapter 4 

Do You Need an Inspection Before Selling Your Home 

Getting a home inspection done before listing your home can save you thousands of dollars. We highly 

recommend getting a home inspection prior to listing it for sale.  

Why is this so important? Let me explain.  

When your home goes under contract with a buyer the very first thing the buyer will do is have your 

home inspected. It doesn’t matter if your home is brand new or 30 years old, you can rest assured that 

the inspector is going to find issues with your house. Once the buyer gets the inspection report, they will 

ask for a credit for some or most of the issues found by the inspector. This could end up being a few 

thousand dollars or more.  

You’ll have three possible solutions to this issue. 

1. Give the buyer the full amount of the credit they are asking for. 

2. Negotiate an amount less than they are asking for. 

3. Refuse to give any credit and risk the buyer walking away from the deal. 

Inspections are the number one reason deals die. Negotiating issues on an inspection report is very 

tricky because emotions usually end up controlling the buyer’s and seller’s decisions. Here is where 

having a great experienced Realtor® on your side will pay off.  

In order to eliminate this whole issue of having the buyer come back with a request for a credit is the 

reason we highly recommend you have your home inspected prior to listing it for sale.  

Here is how we use the pre-listing inspection at Cooper City Realty. We provide the pre-listing inspection 

report to all potential buyers before they make an offer on your home. This way they know up front 

what the issues are with the house. The funny thing is that providing this information up front does not 

affect the price the buyer will offer. The buyer is not going to risk losing the house to another buyer over 

a few thousand dollars due to some minor issues. We even ask the buyer to sign a form that states that 

they have reviewed the pre-listing inspection prior to placing an offer on your home. That way there is 

no mistake that they actually reviewed the report.  

Now when the buyer does the inspection on your home, unless their inspection report shows something 

different than your report, they can’t request a credit because they already knew the condition of the 

house upfront.   

This practice of providing inspection reports upfront has saved our sellers thousands of dollars which is 

why we highly recommend it so much.  
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Chapter 5 

Can I Sell My House “As-Is” Without Having to do Anything 

You can absolutely list your home for sale in the AS-IS condition and state it is in right now without 

having to lift a finger.  As long as you are ok with selling your home for less than market value and 

having it sit on the market longer. Like I stated before, a home that is prepared will statistically sell 

faster and for more money than one that is not prepared.  

If you want your home to be the next one that sells in your community, we highly recommend that you 

prepare your home before listing it. Most buyers can’t see past clutter and minor issues like paint and 

cleaning. They are looking for a home they can move right into. A prepared home also gives the 

impression of a well-maintained home which is also a big plus to most buyers. 

Don’t think that just because your home has not been updated in 20 or 30 years that preparing it is a 

waste of time. It is not! We have sold many dated homes fast and for top dollar because they were well 

prepared and looked amazing to buyers even though they were dated.  

Again, if you’re ok selling your home for 10, 20, or 30 thousand dollars less than you could sell it for, 

then yes, you could list it for sale in its AS-IS condition without having to do a thing to it. 

  

https://www.coopercityrealty.net/
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Chapter 6 

How Fast Can I Expect My Home to Sell 

Well, as we stated in the Pricing Your Home chapter, if your home does not sell within 30 days, the 

chances of it selling below market value drastically increase. The amount of time your home takes to sell 

will depend on a few things like, the current market conditions, your listing price, and mostly, your 

Realtor’s® marketing plan.  

Homes that are prepared, priced right, and well marketed, should sell well within 30 days. In fact, most 

of the homes we at Cooper City Realty list, sell in less than 20 days. That’s due to our incredibly effective 

marketing system. You can read more about it at the end of this guide in Chapter 9.  

If you have your home on the market and it’s been more than 30 days, you might want to reconsider the 

agent you are using. The longer your home sits on the market, the less it will sell for.  

Please note: the information above is specific for homes priced below $1,000,000. The market for 

homes priced over $1,000,000 is much different. The number of buyers available that can afford a home 

in the million plus range is much smaller and therefore take a bit longer to sell. However, this does not 

change the fact that these homes need to be prepared, priced right, and marketed correctly as well.  

https://www.coopercityrealty.net/
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Chapter 7 

I’m Selling But, I Also Need to Buy - How Does That Work 

Many sellers are in the situation where they are selling their home and using the funds from the sale to 

buy their next home. In many cases, they have nowhere to go temporarily and need to sell and buy at 

the same time. This is called a simultaneous closing. Where the seller will close on the sale of their home 

and then immediately close on the purchase of their new home. That way, they can have the movers 

take their contents out of the home being sold and delivered the very next day, or in some cases the 

same day, to the new home.  

If you’re in this situation, make sure the Realtor® you hire is well experienced in simultaneous 

transactions because they can be very tricky. There are many moving parts to a simultaneous 

transaction because you have to deal with the buyer of your home and their loan approval process, and 

the purchase of your new home and your loan approval process.  

Here are some key points to be aware of when in a simultaneous transaction situation: 

➢ When you list your home, make sure your Realtor® lets the buyers know that you will need 60 

days to close. This will give you time to find a home for yourself once your house is under 

contract.  

➢ When you find a home to buy make sure your Realtor® adds the “Sale of Buyer’s Property” rider 

to the contract. This is very important because it allows you to cancel your purchase and get 

your deposit back if the sale of your house does not close for any reason.   

➢ Most likely it will be difficult to convince a seller to accept your offer while your home is on the 

market. Once your home is under contract and the inspection has been done, sellers will be 

more receptive to accepting your offer. That’s why you’ll need 60 days to close on the sale of 

your home.  

➢ From experience, the closing will run much smoother if you use the same closing agent for all 

parties involved. That means your Realtor® will have to make the correct selection on both of 

your sale and purchase contracts that states you, the seller, will choose the closing agent.   

➢ If you’re staying local, don’t wait until your home is under contract to begin looking at houses. It 

will be a lot easier for you to choose a home to buy, if you start your search immediately once 

you place your home for sale. That way you’ll have a chance to get to know the market and not 

feel rushed when you’re ready to submit an offer.  
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Chapter 8 

Free Home Review 

If you want an expert opinion on what you need to do before listing your home, if you want to sell it for 

the most amount of money possible in the shortest amount of time, we do offer a free full review of 

your home. This is a completely free service we provide with absolutely no obligation. We’ll walk 

through your home and give you suggestions on what you can do to make your home look more 

appealing to buyers.  

If you’d like to take advantage of this offer, then just give us a call or fill out the from at 

https://www.coopercityrealty.net/free-home-review/ and we’ll schedule a time that’s convenient for 

you.   

Also, if you have any questions about what you learned here or any question about real estate in 

general, please don’t hesitate to contact us.  You can call or text us anytime at 954-818-3602 or you can 

email monico@coopercityrealty.net.   
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Chapter 9 

An Aggressive Marketing Plan That Works 

Our aggressive marketing approach is very unique compared to what most other agents do.  Over the 

years we have studied which marketing techniques work and which ones don’t, and we have been able 

to develop a marketing approach that has been so successful that our listings consistently beat the 

market in Average Days to Sell. 

The following steps, when put together, make up our Unique Marketing Approach. 

Step 1 – Professional Photography 

In the old days before the internet, a buyer’s first chance to see your house was when they actually set 

foot inside. Nowadays buyer’s start their search online. If the pictures they see are not pleasing they will 

skip your listing and go on to the next. 

It’s amazing the number of listings we come across on a daily basis that have bad pictures. The reality is 

only about 1/3 of listings use professional photography. There is absolutely no excuse as to why every 

listing cannot have professional photographs taken. 

By having professional photographs, the house is displayed in the very best way and draws potential 

buyers to it right away.  This is the first time a buyer will see your home and if it does not give them a 

great first impression you’ve lost that buyer forever. 

As good as mobile phone cameras are today, they still can’t beat a professional camera and lenses. 

Taking pictures with a simple point-and-shoot camera or smart phones will not provide the top-quality 

high definition pictures that will attract the top buyers. 

The photographers we use produce excellent photos of homes drawing in potential buyers that want to 

find out more about your home. 

Step 2 – Interactive 3D Virtual Tours 

In addition to Professional Photography, we also produce Interactive 3D Virtual Tours. 

58% of buyers say they want to see virtual tours. But unfortunately, only 6% of listings include an 

interactive 3D tour.  

With today’s technology, we have the opportunity to place the buyers inside your home and allow them 

to walk around and see your home as if they were actually standing there. 

Similar to Google’s Street View, our interactive 3D tours allow potential buyers to virtually walk through 

your home and preview your entire house, including all rooms from all angles, as if they were physically 

there. 

https://www.coopercityrealty.net/
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This is the next step in the evolution of home selling. Buyers will be captivated as they use this new 

technology to preview homes.  Buyers that physically visit your home after viewing the virtual tour will 

more likely be ready to place an offer.  The interactive 3D tours also provide the possibility to increase 

the number of potential buyers by capturing out-of-town buyers as well! 

See a sample of our 3D tour at http://www.3DVirtualHomeTours.net.  

Step 3 – Video Walkthrough  

Property videos are one of the most important parts of our marketing strategies. 

Let’s face it, video has become one of the most popular ways of communicating online with millions of 

hours viewed on a daily basis. A home for sale that does not use a video walkthrough is missing out on 

attracting buyers.  

In fact, real estate listings that include at least one video get 400% more inquiries. However, only 9% of 

agents include a video walkthrough for their listings.   

Done correctly, the video walkthrough will provide the viewer a good understanding of the layout of the 

home. Focusing on some of the best-selling points of the house via video will attract more buyers. 

Step 4 – Mobile Ready Property Website 

The next step in our marketing approach is to produce a mobile ready webpage specifically for your 

listing. The term “mobile ready” refers to the webpage looking just as good on a mobile device as it does 

on a desktop computer.  Today, most of the internet surfing is done from mobile phones.  If the website 

does not look good on a mobile device the surfer will move on to something else. 

The property webpage includes the professional photos, the interactive 3D tour, video walkthrough, all 

the property information, and a way for the buyer to schedule a private showing. Visit our featured 

listings to see examples of our property websites at https://www.coopercityrealty.net/property/. 

Step 5 – Yard Sign with Info Rider 

Where permitted, we place a For Sale Sign with an information rider attached. The information rider 

includes a QR Code that will point to the property webpage. This will allow potential buyers that drive by 

to get more information about your house and see the photos, video, and the interactive 3D tour. 

By allowing a way for buyers driving by to see the property webpage it will provide an opportunity to 

show your house to the buyer while they are in the area. 

Step 6 – Social Media and YouTube Advertising 

Prior to the internet, homes for sale were advertised in newspapers and magazines. However, those 

media avenues are no longer effective in reaching a large audience. 

https://www.coopercityrealty.net/
http://www.3dvirtualhometours.net/
https://www.coopercityrealty.net/property/
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Social Media, on the other hand, is the perfect advertising source to target today’s buyers looking for a 

home just like yours.   

We advertise our listings on Social Media prior to our Strategic Open House in order to get the 

maximum amount of exposure and increase the number of potential buyers that show up during the 

open house. 

YouTube, though not technically considered social media, is however an incredibly effective way at 

targeting potential buyers. Our walkthrough videos are viewed by thousands of targeted buyers looking 

for homes to buy in the area the homes are located. 

Since Google owns YouTube they make it really easy to target buyers that are looking for a home like 

yours in your city, your neighborhood, and in your zip code. 

Step 7 – Online Retargeting 

Online retargeting is a way to advertise to buyers that have already seen your home listing and remind 

them about the upcoming open house. 

How it Works: Have you ever been shopping online, and you look at a particular product, for example; a 

pair of shoes?  You decide not to buy them and continue surfing the internet.  Over the next few days as 

you surf the internet you constantly see advertising for the same pair of shoes. You are being retargeted 

to remind you about the shoes you were looking at. 

We do the same online retargeting with your home.  As potential buyers visit your home’s webpage, 

they begin to see advertising as they surf the internet reminding them of the upcoming open house.  

This part of our marketing keeps your home fresh in the buyer’s mind, so they don’t forget to attend the 

open house. 

Step 8 – Strategic Open House 

This is by far our favorite strategy in our marketing arsenal. It is so effective that many of our listings 

receive multiple offers due to the Strategic Open House.   

How it works: While normal open houses are not very effective at getting a home sold, our Strategic 

Open House is specifically designed to not only get your home sold but to obtain multiple offers as well.  

When we first list a house on the MLS we also deploy our marketing strategies that we listed above. 

The strategy here is that we do not allow anyone to see your home until the day of the open house. Our 

Strategic Open House is held open for only one hour.   

By not allowing the buyers access to see your home until the day of the open house it creates a buzz and 

a sense of urgency. The day of the open house all the buyers that wanted to see your home will show up  

 

https://www.coopercityrealty.net/
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during that one-hour time period.  When buyers that are interested in your home see other buyers that 

might also be interested, they will feel the need to submit an offer right away or risk losing your house 

to someone else.     

Like I said before, this strategy works so well it has become our favorite part of our Marketing System. 

Step 9 – We Show-up For All Showings 

Most people won’t see this step as a marketing strategy, but we do.  We do our very best and try to 

show up every time there is a potential buyer that wants to see your home.   

Why this is important:  As the listing agent, we will do the very best job possible to try and “sell” your 

house to the buyer.  The agent the buyer shows up with does not know the house and does not care if 

their client buys your house or another house.  We however, do care, and will point out every positive 

aspect of your home to the buyer.  Convincing a potential buyer that your home is the right house for 

them is our top priority every time we show your home. 

  

https://www.coopercityrealty.net/
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Chapter 10 

Final Thoughts 

The process of selling a home, whether it is your first home sale or your tenth, is always stressful and 

can be overwhelming. Your Realtor® should relieve some of the stress and make the whole process 

easier to handle. Having the right professional on your side looking out for your best interest and 

helping you every step of the way assures you will have a much better experience when selling a home.  

Cooper City Realty would like to wish you the very best of luck in the sale of your home and may the 

process be a wonderful experience for you and your family.    

If you would like to discuss the sale of your home with us, please contact us at 954-818-3602. 

  

https://www.coopercityrealty.net/
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Testimonials 
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