Home Marketing
Proposal &
Seller’s Guide
Selling your home is one of the
most significant transactions
of your life. We take our
responsibility very seriously and
approach this task with
sensitivity, concern and the
highest professionalism.
Thank you for this opportunity.

www.meganandnatalie.com

Offices in Alpharetta, Buckhead & Sandy Springs
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Our Team
Focusing On YOUR Needs
Megan has been a resident of Georgia for 20 years and has lived in several
areas in and around Atlanta. Constantly visiting new places around the city
is what keeps her up-to-date with the latest information on the market.
After graduating from Georgia College & State University with a BA in
Management, Megan worked in sales for The Ritz-Carlton Hotel Company.
In an effort to further her career Megan changed companies in 2008 to do
marketing work for a boutique home-building company. It was here that
she realized her passion in life - real estate! Megan's experiences in sales,
marketing, customer service, and home-building enhance her ability to
provide her clients with the most accurate and up-to-date information,
useful resources and tools to help them along the way, as well as top-notch
customer service.
After buying and selling her home in 2016, Natalie, an Atlanta native,
realized her passion for real estate and the potential she had to help others.
As a proud graduate of UGA, Natalie holds a Bachelor of Science in
Psychology, a minor in Child and Family Development and a Masters in
Teaching. As a teacher for over nine years, Natalie is able to talk clients
through the buying and selling process, come up with clear answers to
questions, and understand what clients are looking for in a future home.
Her attention to detail also allows her to foresee potential problems and
help clients navigate any hurdles they may encounter. Her goal, is to help
make every client’s buying and selling experience, a seamless one.
When you choose to work with Megan & Natalie you will get TWO Realtors
for the price of ONE. Two Realtors means twice the ideas, twice the brain
power, twice the experience, twice the contacts, and the most availability for
their clients. Together with top notch customer service, extreme drive &
motivation, passion for all things real estate, and an overall willingness to
go above and beyond for their clients - Megan & Natalie is the most
trusted team you could have behind you when making one of the most
important decisions of your life.

Put the power of a team of
professionals behind you.
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OUR STAFF
Focusing On YOUR Needs
RE/MAX Around Atlanta Staff
Handles the many aspects of day-to-day tasks that
normally fall on the agent, allowing us to focus on
serving you.
RE/MAX Around Atlanta IT Department
Keeps us informed of cutting edge technology and
supports the tools we use every day.
RE/MAX Around Atlanta Marketing Team
Dedicated to promoting and advertising your
home in social media and our agent network.
RE/MAX Around Atlanta Experience Team
Compiled of managers, brokers, owners, real
estate closing attorneys and lenders supporting us
in providing the experience our clients expect and
deserve. There is not a situation that arises that
our team of professionals cannot navigate.
RE/MAX Around Atlanta Listings Team
Enters your listing in both multiple listing services
and assures that it is featured on many real estate
search portals, maintaining accuracy as status,
features or terms change.
RE/MAX Around Atlanta Closing Department
Key throughout the contract to close period,
offering another set of highly trained eyes to
ensure the contract is solid, enforceable and
headed to a smooth closing.
RE/MAX Around Atlanta Local Service
Providers
Including lenders, attorneys, inspectors, insurance
agents, contractors and more – all vetted by our
agents to assure professionalism and quality.

75%

Megan Wyatt & Kristen Jones
Brokers/Owners

MORE TIME

Connie Spaziano
Managing Broker

Kimberly Elliott
Marketing Team

Leigh Layton
Director of Operations

Wendy Cornett
Listings Team

Amanda Watson
Closing Department

Tanna Posey
IT Department &
Marketing Team

Cindy Jameson
Pre-closing Department
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Why RE/MAX?
RE/MAX Is An Iconic Brand
When home buyers and sellers think of real estate, they thing of RE/MAX. The RE/MAX balloon is one of
the most widely recognized logos in the world.
Coke = Soda
Kleenex = Tissues
RE/MAX = Real Estate
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Leading The Industry
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Advertising
National, Regional & Local Advertising
Homebuyer’s everywhere know RE/MAX. Advertising drives consumer traffic to remax.com where your
home will be prominently featured.
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Online Presence

90%

DID YOU KNOW?
90% of buyers
conduct their home
search online

43% of buyers
found their home
on the internet
90% of home buyers
who used the internet
to search for a home
used a real estate
agent to purchase the
property.
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Internet
Syndication
Pricing
Misconceptions
Proper Internet Exposure
With so many home buyers using the
internet to search for homes, it’s important
that your home is property marketed
online. There are many websites for
buyers to choose from so RE/MAX of
Around Atlanta listings are automatically
made available to dozens of the TOP
real estate websites, including, but not
limited to these...
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Why RE/MAX Around Atlanta?
The Most Productive Agents
RE/MAX Agents in Metro Atlanta out perform their closest competitors when it comes to the number
of transactions sold. That means we get results. It also means we have more industry experience,
negotiated more deals, vetted more contracts, and resolved more conflicts. No matter what may come
up in the selling of your home, chances are very likely that we have been there before.
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Taking A Different Approach
Working By Referral
Most agents spend the majority of their time and resources
prospecting for new business - things like: cold calling, door
knocking, advertising, direct mail, etc. In fact statistics show
the average agent spends 75% of their time prospecting. We
have decided to take a different approach to our business by
choosing to work by referral.
If we work by referrals, we do not have to spend 75% of our
time prospecting like typical agents. This means we have 75%
more time to dedicate to the sale of your home than the typical
real estate agent. We devote ourselves to serving the needs of
our clients before, during and after each transaction - not to
finding our next client.

All we ask is that while we are working for you, we would like
you to refer us to people of comparable quality to yourself,
who would benefit from the type of service we provide and
who would appreciate this same level of attention. Your
referrals are what allow us to dedicate our time to you!

We devote ourselves to serving the needs
of our clients, not to finding our next
client. Your referrals are what allow us
to dedicate our time to you!

75%
MORE TIME

75% more time to
dedicate to the sale of
your home than the
typical real estate
agent.
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Key Objectives
Focus On What Matters
When it comes to selling a home, most home owners are concerned about three things: Price,
Timing and Convenience. It is important that we understand your goals and, more
importantly, which are most important to you. While the negotiating process often requires
some compromise, being clear on what matters to you allows us to steer the process with those
goals in mind. Ultimately, we want to determine the correct price entry point to sell your home
within your desired time frame and at terms most favorable to you.
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Homes Sell for Two Reasons
Price and Exposure. Since exposure does us little
good if the home is incorrectly priced, we should first focus
on developing a pricing strategy that will lead us to the most

appropriate price entry point. Our 7 Step Pricing

Don’t get stuck trying
to sell your house at
the wrong price.

Strategy causes homes to sell in less time and for more
money than homes that are priced incorrectly.
While marketing should be part of an overall plan, it should
not be the only focus. The primary focus should be to find
the most appropriate price entry point for the home. That is,

Over Pricing Your Home Can
Result in the Following:
• Helping your competition sell
their homes
• Reducing advertising response

to find a price that will sell the home and net the most

• Sending interested buyers to
other properties

amount of money in the best time frame.

• Attracting the wrong prospects
• Eliminating offers
• Appraisal problems

What starts in motion stays in motion.
Pricing a home above its value with a
strategy of price reductions most often
results in a sales price below actual
market value. Ask me why...

• Extending market time
• Limiting showings
• Buyers assume there is
something wrong with it, or it
would have sold already
• Encouraging lower offers
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Pricing Your Home
Understanding Market Value
• The True Market Value of Your Home is determined by what a buyer is willing to pay and a seller is
willing to accept in today's market. Your RE/MAX Around Atlanta Agent will walk you through the
process of assessing your home’s market value and help you determine the correct price entry point to
meet your goals.
• It is very important to enter the market at the right price point determined at the time you sign the
listing agreement.
• Buyers make their pricing decision based on comparing your property to other properties SOLD in the
area and those that are currently available. Historically, your first offer is usually your best.

You Can Improve the Marketability of You Home By…
• Improving the condition of the property

• Offering favorable terms
• Improving the way the home shows
• Pricing the home to reflect current market condition & your personal timing goals
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Marketing Your Home
Incredible Marketing Tools!
Below are just a few of the incredible marketing tools that can be used to sell your home. Schedule a in
home consultation with a RE/MAX Around Atlanta Agent to talk about the best strategy for your home.

Property Website

Just Listed Postcards

Online Slideshow

Property Flyer
E-mail Postcard
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Ideas to Make Your Home Shine
De-Personalize: Pack up those personal photographs
and family heirlooms. Packing these items only
jumpstarts your move anyway.
De-Clutter: Almost every home shows better with less
furniture! Pack up those cute knickknacks. Clean off
everything on kitchen counters. Remove personal items
from bathroom counters
Rearrange Closets and Cabinets: Organize pantry and
cabinet contents. Reduce closet contents to half-full and
organized. Neatly arrange clothing, shoes and shelf items.
Lock up medicines and valuables

Create Great Curb Appeal: Buyers won’t get out of
the car if they don’t like the exterior. Keep the
sidewalks clear. Mow the lawn and trim the bushes.
Paint faded window trim & front door. Plant or pot
colorful seasonal flowers.

Make the House Shine: Wash windows inside and
out. Re-caulk tubs, showers and sinks. Wipe down
baseboards. Vacuum regularly. Dust furniture, ceiling
fan blades and light fixtures. Clean dingy grout.
Replace worn rugs. Hang up fresh towels

Make Minor Repairs: Replace burned-out light
bulbs. Replace cracked floor or counter tiles. Patch
holes in the walls. Fix leaky faucets and doors that
don’t close properly. Consider painting the walls
neutral colors
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Showing Your Home
Ready. Set. GO!
Buyer’s Agents will typically give you a date and time window for a showing appointment. It is best if you
are not home during showings, but you do not necessarily need to leave for the entire window. Just
prepare your home for the showing and be ready to leave when the buyers arrive. Turn on lights, make
the beds, pick up messes, clear counter tops and sinks, do a quick vacuum if time allows and turn on
some music to set the mood for a great showing.
Fair warning: sometimes schedules change, buyers get delayed or simply change their mind during a
day of looking at homes. That means sometimes they do not keep their appointment. Hopefully the
buyer’s agent will give you courtesy call to let you know, but try not to be offended. It happens.
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Deciphering Showing Feedback

What the agent
SAYS

What the agent
MEANS

“The buyer thought the house was too small.”

The buyer found larger homes for the same
price.

“They liked the house but bought another.”

The buyer found another house at a better
value.

“They liked the house but bought a new
home.”

Buyers will generally pay 10-15% more for a
new house, making it difficult to compete.

“They didn’t like the carpet.”

The seller should consider replacing the carpet
due to age.

“They thought the yard was too small. The
street was too busy…”

They found other homes with larger yards,
quieter streets for the
same price.

“The home needs some work.”

The seller may need to make minor repairs,
neutralize paint, or reduce the price
accordingly.

“They didn’t like the floor plan.”

They didn’t like the floor plan. We cannot
overcome this objection.
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You Received an Offer
What Are Your Options?
After all the hard work of prepping your house for sale, staging the house, fitting showings into your
schedule and more, you finally have an offer from a potential buyer. What to do now?
There are three options you have when an offer is made:
1

Accept the Offer: When you accept the offer, you are agreeing to proceed with the sale at the
terms offered by they buyer. This includes any contingencies that the buyer has written into the
offer such as an acceptable inspection and appraisal of the house, their ability to procure an
acceptable loan and homeowner's insurance, among others.

2

Make a Counter Offer: If you choose to make a counter offer, you are agreeing to certain terms
of the offered contract, but wish to alter or change some part of the agreement. This could
include a change in the price, any date or deadline, or any of the other many terms and conditions
written into the offer.
Reject the Offer: You last option is to reject the offer. Rejecting the offer terminates all
proposed terms of the contract. The buyers will move on to look at other properties, and your
house will remain on the market until another offer is submitted. No matter how unreasonable an
initial offer is, this is rarely the best option. We always recommend countering any written offer
as some buyers are just testing the water with a low or unfavorable offer. Remember, they are
not emotionally attached to the home and it is not personal.

3

There are a LOT of negotiations, terms and possibilities involved when you receive an offer on your
house. That is why it's so important to make sure you hire a professional RE/MAX Around Atlanta Agent
to help you navigate through all of the various contingencies and options available to you to make sure
that you sell your home with terms and conditions that meet your home selling goals.

The First Offer
Generally speaking, the first offers are typically the best offers. While this isn't always 100% true, studies
have shown that the longer a house sits on the market, the less likely it is to get a full asking price offer.
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Multiple Offers
What Does This Mean?
In certain markets, like those with a low inventory of homes
for sale, we often see multiple buyers interested in the same
listing. Sometimes, more than one buyer makes an offer on a
property at the same time. This creates a multiple offer
situation.

Ethical Considerations

• A seller or listing agent is not ethically bound to disclose to
selling agents the existence of any offers.
• It is the seller’s decision how to handle negotiations or
within the bounds of the law and our ethical duties; so an
have the seller’s permission to disclose multiple offers to
buyer’s agent.
• If you disclose multiple offers or the current highest offer
you should disclose to all parties and allow them a chance
out of fairness.

buyers and
disclosure
agent must
the buyer or
to one party,
to respond

Options for Handling Multiple Offers
• Accept one offer in writing and either reject all others in
writing or not respond to other offers. If you are happy

with one of the offers you are not obligated to counter it
and ask for highest and best. You may not want to risk
having the potential buyer not make another offer or
withdraw their offer if they are notified there are multiple offers.
• Reject all offers in writing and encourage higher offers. If none of the offers are acceptable you can reject all
the offers and request higher offers.
• Counter one offer and either reject other offers in writing or not respond to other offers. If you are happy
with one offer and there are only minor terms work out, you may wish to counter one and reject the others or
not respond to the others. Keep in mind that when rejecting the other offers the buyers may move on to
other properties. It may be best to simply counter one and not respond at all to the other offers.
• Delay the decision waiting for another offer and informing all parties. If you are expecting other offers, it
may be in your best interest to not respond to offers and allow time for the other offers to be submitted.
• Alert all buyers that they are in a competing offer situation and request they submit highest and best offers.

We use a “multiple offers notification and acknowledgement” to solicit the highest and best offers by a certain
date.
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Net Sheets
What is a Net Sheet?
For most sellers, their main concern is the amount of money they take away at the end of a real estate
transaction. This often is a deciding factor on whether the Seller wants to or is able to sell the home. A
net sheet is a simple tool that allows a seller to better understand the costs required to sell the property
and shows approximately what the proceeds will be after all costs have been considered.
Required costs include paying any existing mortgages/loans secured by the property, real estate
commissions, real estate taxes, HOA(s) fees, closing costs, utilities and other miscellaneous fees. Fees
not required to sell the home except as indicated by an accepted contract include buyer closing costs paid
by seller, home warranty, and repairs, to name a few.
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Contract to Closing Timeline
Typically, closing happens four to six weeks after the sales and purchase contract is signed, although it
could be sooner or later. Normally, as the seller you are anxious to receive your money and move on. And
unless there is a special circumstance surrounding the buyer’s loan, there is no reason to delay. Your
purchase agreement will define your anticipated closing date.

Additional Dates and Days to Avoid
When negotiating a closing date, try to avoid the end of the month which tends to be a very popular time
for closings. If the beginning or middle of the month works for your timing, the critical players (lenders,
attorneys, inspectors & appraisers) may have more time to devote to your transaction. We also
recommend avoiding the end of the year, especially the last day of the year. You may want to take
advantage of deductions on this year’s tax return, but you are likely to run into the disadvantages of offices
closing early, being short-staffed, and holiday parties. If you must close during one of these hectic periods,
plan as far ahead as you can.
ACCEPTED
OFFER

INSPECTION

REPAIRS
IF APPLICABLE

APPRAISAL

CLOSING
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The Inspections

What the seller sees…

Inspections and potential repairs are the number one
reason sales don’t close.
Typically, buyers have a 10-14 days in which to
inspect the property and accept, re-negotiate or
terminate the contract based upon these mechanical
and structural inspections.
To save yourself time, money & disappointment, do
deferred maintenance now and consider a pre-list
inspection so you minimize surprised later.

What the buyer sees…

What the inspector sees…
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Home Inspections

Buyers will be inspecting the following parts of your home:
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•

Foundations, basements and structures.
Basement floor and walls, proper drainage and ventilation, evidence of water seepage.
Exterior siding, windows, and doors.
Porches, patios, decks and balconies.
Roof type, material and condition, including gutters and downspouts.
Interior plumbing system.
Hot-and-cold water system, the waste system and sewage disposal, water pressure and flow,
and hot-water equipment.
Electrical system including type of service, number of circuits, type of protection, outlet
grounding and the load balance.
Central heating system - energy source, type of cooling equipment, capacity, and distribution.
Interior walls, ceilings, floors, windows, and doors.
Stairways, cabinets, and countertops.
Attic, including structure, insulation, and ventilation.
Fireplace - chimney, damper, and masonry, and all functionality and components of a gas insert.
Garage - doors, walls, floor, opener.
Built-in appliances; dishwasher, range, microwave, refrigerator
and washer and dryer, if included.
Ground slope away from foundation, condition of walks, steps, and driveway.
Other inspections may include: Radon levels, termites and/or defective building materials
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The Appraisal
What is a Home Appraisal?
A home appraisal is an expert's opinion of how
much your home is worth. Most lenders will
require an objective, third-party, certified
appraiser to determine the fair market value
of a property before closing. This protects
you from spending more on a home than it's
actually worth. It also protects your lender
from loaning out too much money.

Who Pays for the Appraisal?
While the bank will typically arrange for an
appraisal, the buyer is ultimately responsible
for paying for it. It is considered a closing cost and
may be covered by any seller paid closing costs that
are negotiated in the contract.
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Preparing to Move
One Month Before Your Move:
• Arrange for moving your furniture and personal belongings either
by hiring a moving company or renting a truck. Get estimates from
several moving companies or truck-rental companies and be sure
to obtain a hand truck (appliance dolly) if you’re moving yourself.
• Gather moving supplies: boxes, tape, rope, and anything else you
might need.
• Plan your travel itinerary and make transportation and lodging reservations in advance if you are
driving to your new home. Leave a copy with a friend or relative.
• Some moving expenses maybe tax deductible (check with your tax professional), so you will want to
save your moving-expense receipts for tax deductions, including meals, lodging and gasoline or
mileage. Record expenses incurred during your house-hunting trips.
• Develop a plan for packing, such as packing the things you use the most on the last day. Mark boxes
that contain items you will need immediately and consider putting those in your car and not on the
moving truck.
• Notify others of your new address:
post office, credit card accounts, subscriptions,
relatives and friends, national and alumni
organizations, church, mail order clubs
(books, videos, catalogues) and your
past employer to make sure that you receive
W-2 forms and retirement-account information.
Save your old address labels to speed up filling
out change-of-address forms for your
new address.
• Notify federal and state taxing authorities
or any governmental agency necessary.
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Preparing to Move
Two Weeks Before Your Move:
• Notify and get refunds from your present utilities: gas, electric, water, cable, and phone. Arrange for
services at your new address. Notify the phone company and arrange for service at your new address.
• Have your car serviced if you are driving a long distance to your new home.
• Recruit people to help you on moving day.
• Arrange for someone to take care of your children and pets during the move.
• Confirm moving company or rental-truck arrangements.

One Day Before Your Move:
•

Keep moving materials separate so they don’t get packed until you are finished.

•

Pick up rental truck if you are moving yourself.

•

Fill up your car with gas and check oil and tires.
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Closing Process
The Paper Trail
What if paperwork isn’t finished by closing day? Regardless of when the closing is scheduled, it can’t
happen until the closing agent notifies the parties that all necessary paperwork is in order.
There are all sorts of things that can delay closing, ranging from clerical errors to loan documents lost in
the mail room.
Money can also trip up the process. If the buyer is told to bring a certified check for $10,000 to closing
and shows up with a certified check for $9,000 and a personal check for $1,000, the closing will be
delayed.
If in reviewing documents either the seller or buyer find a name misspelled or an incorrect address, or
figures that don’t add up, the errors must be fixed before closing proceeds.
This is why both seller and buyer need to stay in touch with their real estate agent and do everything
they can do personally to facilitate closing on the scheduled day. Your RE/MAX Around Atlanta agent will
be on top of all of the parties to get updates and, push progress and alert you of any anticipated issues
or delays.

The Parties
Depending on the circumstances, either all parties involved in the settlement will gather around one table
or sellers and buyers will have separate signing meetings with the closing agent.
At the end of the signing by both parties and after the buyer’s lender has wired the funds to the closing
attorney, you will receive a check for the proceeds of the sale. The buyer will receive all keys to the house
and outbuildings plus the garage door opener and security system codes on the date of possession
agreed upon in the purchase agreement.
Remember that the new ownership is official the minute the signed and notarized closing documents are
recorded at the county courthouse, which usually happens at the end of the day or first thing in the
morning. When the deed is recorded, the title of ownership transfers from seller to buyer.
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Seller’s Closing Documents
There are variables depending on where you live and the specifics of your transaction. But here are a few of the
documents you’re likely to sign at closing:

The Settlement Statement
The closing agent prepares this accounting of all the money involved in the transaction. This statement is required by
federal law. There is a buyer’s column and a seller’s column on this form. (You should have received a copy for review
prior to the closing meeting.)
Double-check all figures and look for clerical errors before signing the Settlement Statement form. Check everything from
the sales price to the payoff balances on your loan and the prorations for tax and utility bills.
HOA Closing Letter
A letter from your Homeowner’s Association showing any outstanding balance, initiation fees and/or special assessments.
HOA fees will be prorated as of the time of closing.
Certificate of Title
A statement swearing you have the right to sell the property.
The Deed
The deed is the instrument for transferring title. The type of deed used varies by state — grant deed, warranty deed, etc.
— but the purpose is the same. Ownership transfers to the buyer when the signed deed, which includes the legal
description of the property, is recorded at the county courthouse.
Loan Payoff
This document shows your loan payoff amounts to be paid at closing.
Mechanic’s Liens
You may be asked to sign a document swearing there is no possibility of a lien being placed against the property by a
subcontractor or other laborer for money due them.
Bill of Sale
This paperwork itemizes any personal property — the backyard barbecue and coffee table — you agreed to sell your
buyer and transfers ownership to them. Verify that everything you agreed to sell is listed and correctly priced.
Statement of Closing Costs
Your signature on this document says you were informed about the various fees and closing costs ahead of time.
Statement of Information
The title company requires that you swear you are who you say you are. Take a driver’s license or valid passport to the
closing for ID.
Read everything, redo all math. Speak up before signing a document if you find an error or if you question that you really
promised to give your buyer credit for something, or credit for the amount listed.
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A Successful Closing
For a Successful Closing:
• Review the Closing Disclosure with your agent prior to closing.
• Bring current driver’s license or government issued ID.
• Bring any receipts for repairs performed per the terms of the contract.
• Bring extra keys and garage remotes.
• Your agent or another representative of the brokerage may attend the closing with you.
• If you are required to bring any funds to closing, they should be wired to the closing attorney prior to
closing*.
• Once the loan package is prepared, loan funds are wired to the closing attorney and all loan & title
documents are executed by both parties your funds will be issued via cashier’s check or wire transfer.

IMPORTANT WARNING ABOUT WIRE FRAUD:
Prior to wiring any funds, you MUST call the published main office number of the recipient to verify the
wiring instructions. Do NOT depend on any emailed instructions. RE/MAX Around Atlanta will never
email wiring instructions.
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Things That Can Go Wrong
It is the wise client that prepares for problems before they happen! We also believe in this concept for our
business! For this reason, we’d like you to have our problem checklist that keeps us busy every day. Since no
transaction is closed until it is closed, the following items are our potential roadblocks.
Years of experience and many successful closings have equipped us with the tools to overcome each and
every problem encountered here. However, it would be unfair for us to say that every problem can be solved.
We have placed a delay of closing estimate next to each problem and the ones with asterisks (*) are potential
deal-killers. Here we go. . .

Lender…

Approx. Delay

1. Lender does not properly pre-qualify borrower

2 weeks to*

2. Lender decides last minute they don’t like borrower

2 weeks to*

3. Lender decides they don’t like the property (appraisal or condition)

2 weeks to*

4. Lender wants property repaired or cleaned prior to closing

1 - 3 weeks

5. Lender raises rates, points or costs

2 weeks to*

6. Borrower does not qualify because of a late addition of info

2 weeks to*

7. Lender requires, last minute, a reappraisal

2 weeks

8. The borrower does not like the fine print in the loan
documents they receive 3 days before closing

3 days to*

9. Lender loses file

1 - 3 weeks

10. Lender does not simultaneously ask for info from buyer,
they ask for info in bits and pieces

1 - 4 weeks

Cooperating Agent…
1. Won’t return phone calls

1 - 3 weeks

2. Transfers to another office

1 week

3. Did not pre-qualify the client for motivation

2 weeks to*

4. Goes on vacation, leaves no one to handle file

1 - 4 weeks

5. Does not understand or lacks experience in real estate

1 week to*

6. Poor people skills with buyer

1 - 3 weeks

7. Gets client upset over minor points

1 - 3 weeks

8. Does not communicate with their clients

1 - 4 weeks

RE/MAX Around Atlanta

Things That Can Go Wrong
Closing Attorney . . .

Approx. Delay

1. Fails to notify agents of unsigned or unreturned documents
so the agents can cure the problems relating to same

1 week to*

2. Fails to obtain information from beneficiaries, lien holders, title
companies, insurance companies, or lenders in a timely manner

1 week to*

3. Lets principles leave town without getting all necessary
signatures

1-2 weeks

4. Incorrect at interpreting or assuming aspects of the transaction and
then passing these items on to related parties such as lenders,
attorneys, buyers and sellers

1 week to*

5. Too busy

1-3 weeks

6. Loses paperwork

1-3 weeks

7. Incorrectly prepares paperwork

1-3 weeks

8. Does not pass on valuable information

1-4 weeks

9. Does not coordinate well so that many items can be done simultaneously

1-4 weeks

10. Unknown special assessments show up at last minute

1-3 weeks

11. Does not find liens or problems until last minute

1 week to*

Appraisal . . .
1. The appraiser is not local and misunderstands the market

1-3 weeks

1. No comparable sales available

1 week to*

2. Appraiser delays (too busy, etc.)

1-3 weeks

3. Incorrect appraisal

1-3 weeks

4. Appraisal too low

1 week to*

Acts of God . . .
1. Tornado, fire, flood, etc.

1 week to*
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Things That Can Go Wrong
Inspection Company . . .
1.
2.
3.
4.
5.

Approx. Delay

Too picky of a report

1 day to 8

Scares buyer

1 week to*

Infuriates seller

1 week to*

Makes mistakes

1-3 weeks

Delays report

1 week to*

We appreciate the time you have spent to understand
the challenging time between contract acceptance
and close. We wanted you to understand these
potential problems for the following reasons. . .

1.

Because a transaction cannot close until any and all of the previously mentioned problems are
resolved.

2.

To let you know that we have great experience in heading off these potential pitfalls and thus
can hopefully make you feel more secure that you have chosen the correct agent.

3.

To make these pitfalls clear to all the parities we are working with so that problems can be
discovered early.

4.

To make you aware of these pitfalls so that you can warn me of any potential problems.

Our Promise To You
We will work to proactively defer potential delays and work aggressively to resolve issues. Our job is
to create a rewarding experience for you by helping you avoid these frustrating delays through top
notch communication during the process of selling your home.

We appreciate to opportunity to help you!

RE/MAX Around Atlanta

Testimonials
“Great agent to work with...she
knew exactly what we wanted and
helped us land our dream house. We
would definitely work with Megan
in the future!” -M. Perala

“Megan was a great agent for
us! She was patient showing
us different homes until we
found EXACTLY what we
wanted! She was extremely
responsive - always available
to answer questions quickly.
Her knowledge allowed her to
lead us through the home
buying process with no
problems. We will recommend
her to all our friends and
family!.” –L. Middle

“If anyone is looking for a realtor in
the ATL area, Megan is the one for
you! She kept me sane throughout
my entire short sale process that
lasted almost a year. She kept
constant communication with me as
well as the sellers realtor. She is by
far the best realtor in the area and
I am so lucky to have been able to
work with her. If you want someone
that get results, Megan is the best
choice!” -Burtch A.

“Megan was great! She worked
with us to find the house we
wanted. She was always
available and willing to meet
with us to discuss our options.
MORE
TIME with
We had a great
experience
her!!” Natalie G.

75%

“Megan is an absolute pleasure
to work with. I was a first time
buyer, and she made the process
extremely simple and smooth.
Megan is punctual, efficient,
reliable and an extremely hard
worker. Thanks to Megan, I
found exactly what I was looking
for. She is passionate and
knowledgeable about her job
which makes her such an
incredible realtor! I highly
recommend Megan for all of
your real estate needs.”
-Anna H.
“My husband and I used Megan to
rent our first apartment in
Suwanee (after a move from Los
Angeles) and to buy our first house.
Needless to say, Megan went above
and beyond for us both times and
we will be lifelong clients of hers for
as long as she is in the real estate
business. -Lauren

DOING MORE FROM

FOR SALE
TO

SOLD

THAT’S THE SIGN OF A
RE/MAX AROUND ATLANTA AGENT

Megan 404.610.5142 | Natalie 678.234.7655
Main Office 404.252.7500
www.meganandnatalie.com
Offices in Alpharetta, Buckhead & Sandy Springs

