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OUR COMMITMENT TO YOU
REAL ESTATE MYTHS

WHAT YOU CAN EXPECT FROM
THE PAVLIK REAL ESTATE GROUP
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TRACK RECORD AND EXPERIENCE
TRUSTED VENDORS

CONTACT US

OUR AWARD-WINNING WEBSITES




our commitment to you

Thank you for considering us to assist you in the marketing of your residence to produce a
successful sale. Since the 1990s we have helped over 1000 families accomplish their real estate goals.
In today’s challenging market, choosing the right agent is critical. By listening carefully to the needs
and wants of our past and present clients, we have put together a marketing plan that will maximize

the chances of your residence selling while at the same keeping you informed with timely and

accurate market information so that you always know what to expect in the process.

MISSION

To exceed your expectations by providing world class service, state-of-the-art technology,
professional people and reliable systems, in order to be your Realtors of choice for your lifetime in

South Florida.

VISION
To raise real estate industry standards by providing superior consulting services
in South Florida by committing to :
1) Develop a team of highly trained and specialized professionals dedicated
to providing stellar customer service
2) Utilize the latest technologies to make condo selling process faster, easier and more efficient
3) Always put the needs of our clients first by giving honest, reliable advice

with an “it’s my pleasure” attitude.
4) maximize the chances of your residence selling TO A FOREIGNER
FOR FULL PRICE CASH.

PHILOSOPHY/VALUES:

Honesty: Always tell the truth, whether good or bad, and educate our clients
to make the best decision.
Integrity: To always believe in our mission, and use our philosophies to better our relationships.
Results: We are dedicated to serving your needs by combining world class service with local market
knowledge to consistently deliver positive predictable results.

S_incerely,

Pl |1 @
ROMAN PAVLIK AND TEAM
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MYTH #1

“Discount” brokers can do an
adequate job selling real estate.

TRUTH

A complete marketing campaign is an invaluable component
in the process of getting the most for your condo. Promo-
tional costs such as photos, brochures, ads, MLS inserting
fees, printing, direct mail, directional signs, personal internet
websites, etc, are paid for by the PAVLIK REAL ESTATE
GROUP AND KELLER WILLIAMS

* Will the discount broker offer a complete marketing
campaign?

* Does he/she have the expertise to guide you through
problems that may develop during the condo sale pro-
cess and offer process?

*  Remember that you only pay a commission if, and when,
your property sells successfully; you owe nothing if the
Pavlik Real Estate Group does not get results. The supply
of buyers through your condo will be less if marketing
is limited.

MYTH #2

The PAVLIK REAL ESTATE
GROUP sells a lot of real estate.
They are probably too busy to pay
attention to my listing.

TRUTH

Aren’t superior restaurants busy at dinnertime, and don’t ex-
cellent doctors have a heavy patient load? The Pavlik Real Es-
tate Group may have a lot of clients, but they have assembled
a top-flight team of specialists to assist them with the routine
details, freeing them up to devote the time and attention
YOU require to sell your property successfully.

They have built their business one satisfied client at a
time, and word of mouth is spreading. In this slowing mar-
ket, having a lot of listings enables us to be able to better
predict what will happen on your condo when it hits the
market.

MYTH #3
You should select a REALTOR

who says they can get you the
highest price.

TRUTH

This is the oldest scam in real estate: tell the seller what they
want to hear and compliment the condo to get the listing.
Instead, you should insist on a written, well-researched, com-
puterized market analysis to determine the realistic amount
your condo will bear in today’s market and price it accord-
ingly. Select your REALTOR based on their credentials, then
decide on price.

Never select an agent based solely on the price
they recommend.
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SUPERIOR SERVICE FROM OUR
UNIQUE TEAM: Full-time office
professionals and Full-time buyer
specialists are dedicated to servicing
your needs. They help handle every

detail from listing to closing.

www.LuxuryLifeStyleMiami.Com



whnat you car
expect rom 1
—aviik
—state Group

OUR CUSTOMER SERVICE

As soon as your condo is listed our service begins:
Weekly Market Update & full update in first week of each

month:

How many inquiries, showings and feedback on your con-
do

Market Update with new listings and sales in your neigh-
borhood.

New Marketing Activities that we are working on.

Monthly Marketing Update Mailed by middle of each

month.

Copies of all our marketing pieces
Full Market Analysis of your neighborhood.
Website statistics on your condo

Market Trends and Updates

Monthly Newsletter and Podcast, Constant Blog Updates.

Discuss National Market Conditions and interest rates

www.LuxuryLifeStyleMiami.Com

—ca

Local Market Conditions and Statistics
Trends we are seeing from other listings and homeowner
concerns.

Accessibility to Handle Inquiries 24/7.

We employ a whole team of live professional operators
who are standing by Monday through Sunday from 8am
to 8pm to answer the phone and schedule the showings
when another Realtor calls.

We have a 24-hour cell phone for additional inquiries for
realtors.

We have another 24 hour cell phone just for homeowners
who have additional questions about their listing.

Full Marketing Department

We employ an entire marketing department with full time
specialist who do nothing but work on creating all the
marketing material for your condo.

This ensures consistency and predictable results.

Luxury Homes Marketing Guide | 7



IMMEDIATE MAXIMUM MARKET
EXPOSURE

MLS Entry: Placement in a state-of-art real es-

soLD! | . . .
tate listing database, making your condo avail-
able to 47,000+ REALTORS in South Florida as well as neigh-

boring cities, with a brochure box with flyers on your residence.
(within 24 hours)

Professional Photos: We will send our profes-

SOLD!

resolution world class photos of your condo to display to the

sional photographer to take wide angle high
world.

Brochures: A property profile and a professional
SOLD! property p p

plus a separate financing brochure to break down monthly

color flyer of your condo with multiple photos,

payments (within 7 days) is sent via email to everyone that
inquires.

SOLD! 24 Hour Hotline: A recording of your condo

real estate hotline, with fax on demand feature. Anyone may

will be placed on our state of the art 24 hour

at anytime call the hotline and hear all the details of your resi-
dence without having to speak to a live person. This is like
having a 24 hour talking ad that never stops. (within 7 days).

Visual Tour: With our high tech cameras, we

SOLD!

photos of your property interior, views, and amenities. (within

72 hrs)

are able to display visual tours and panoramic

SOLD! Video Tour: We are one of the first realtors to

* use Video Tours to promote your property. This
allows out of town buyers to truly be able to buy your condo
sight unseen and increase the chances of you getting a faster

sale. (within 72 hrs)

International Marketing: Your condo

SOLD!

www.proxiopro.com for all agents around the world to see, as

gets entered into the international MLS system

well as www. WorldProperties.com.

8 | Luxury Homes Marketing Guide

Personalized Website: We will build an entire
SOLD! o i
stand-alone website just for your condo, in-
cluding pictures, visual/virtual tour, video tour, downloadable
documents, music, floor plans, and more, all with your own

domain name. (within 7 days)

Internet Strategy: The placement of details

SOLD!

internet on our personal, award-winning internet websites.
(within 72 hrs)
www.LuxuryLifestyleMiami.com

about your condo, along with photos, on the

www.SouthFloridaRealtySource.com

In addition, your condo will appear on major internet real es-
tate websites including :
www.Realtor.com www.trulia.com
www.zillow.com www.yahoo.com
www.google.com www.HarmonHomes.com
www.listingmania.com www.lycos.com
www.craigslist.com WWW.propsmart.com
www.homegain.com www.mls.com
www.homeseekers.com www.citycribs.com
WWW.remax.com www.realestate.com

www.Homes.com www.oodle.com

ADDITIONAL MARKETING
After 30-60 days of marketing and at least 5-10 showings, our

marketing continues with the following items:

Print Advertising: Even though the effective-

SOLD!

tise in local and regional print publications/newspapers from

ness of print media has decreased, we still adver-
time to time.
Direct Mail: A target-market mailing piece with

SOLD!

hood and our sphere, past clients and our current condo sellers.

a color photo of your condo to your neighbor-

Electronic Campaigns: Instantly we email a

SOLD!
and 5,000 of the top selling realtors in South Florida. These are

brochure of your property to all our past clients

blasted out every 30-60 days when it appears that the property
represents a good deal for buyers.

Existing Buyers: We enter your residence’s fea-

SOLD!

tures into our database and cross reference it

www.LuxuryLifeStyleMiami.Com



against our list of prospects and monthly against the 30-60
new buyer inquiries that our office receives. We call them and
email your brochure.

Existing Realtors with Buyers: We cross refer-

SOLD!

ly been showing our other listings in the same price range as

ence your condo against agents who have recent-
yours and call them and email them your brochure.

SOLD! Other Listing Agents: We send letters with

* your property fact sheet to other agents in the
area who have properties listed in the same general price range
so they can also show your condo if they have someone call on
the listing. In addition, we distribute information about your

condo to various other REALTORS in the area.

Open Houses: From time to time on properties

SOLD!

we will hold open houses.

that have excellent locations with a lot of traffic,

Sunday Tour of Condos: In improved market

SOLD!

dos features 6 condos open for 20 minutes each on a tour in

conditions, our renowned Sunday Tour of Con-

the same market area in one Sunday Afternoon. It allows an
“auction effect” to occur by having multiple buyers at the same
place at the same time.

INDIRECT MARKETING

Buyer Referrals: By far the majority of our own buyers come
from referrals from the following sources: 1) Past Clients 2)
Sphere of Influence 3) Remax Realtors around the country and
the world 4) www.GoStarpower.com convention networks.

Our Number of Listings: We typically have be-
SOLD! tween 40 and 60 condos listed for sale at any
given time. This benefits you because:

* We are continuously experimenting with new marketing
items and have continuous feedback and results that we
can apply to your condo.

e It allows us to be able to manage your expectations by
knowing how many showings to expect at any given time
and how it compares to similar condos we have for sale.

*  When we get calls on similar listings, we can bring the
buyer and realtor to your residence too.

www.LuxuryLifeStyleMiami.Com

*  Buyers and Realtors get used to our 24 hours service and
call us before they show any other listings from other Real-
tors because of the ease of showing our condos.

* More listings means more signs and internet websites,
which means more calls from actual buyers.

SOLD! Our Market Reach: By having a large team of

much wider geographical area. We service 1) most of Dade
County, 2) All of Broward County, and 3) South Palm Beach
County up to Downtown West Palm Beach.

full time professionals, we are able to service a

'This benefits you because are educated about more areas

* W can show buyers the benefits of your area versus others.

* W can access more market data to use to market your
property better

*  We get more referrals from other Realtors who cannot ser-
vice all of these areas.

International Exposure: South Florida is be-

SOLD!

over the world. We are able to get more international buyers by

coming a major destination for buyers from all

doing the following:

e We network with the top agents in each country via email,
newsletters, and international real estate conventions to
generate referrals.

e Direct Contact with spheres of influence in Eastern Eu-
rope, South America

* By doing all the extra marketing items via the internet, es-
pecially video tours, we are able to do more “sight unseen”
purchases.

* Exposure in an international MLS system and on www.
worldproperties.com

Professionalism:

SOLD!

ity of service, we naturally get more referrals and repeat

* By having a large team and 24 hour availabil-

business than most realtors.

e Calls on your condo never go to a duty agent from the of-
fice. All calls are handled by a member of the Pavlik Real
Estate Group.

*  We pre-qualify everyone who calls prior to showing your
condo to ensure that more showings get converted to ac-
tual sales.

* Roman is also a licensed Mortgage Broker, so he can rea-
sonably predict if a Buyer will be able to complete their
financing obligations.

Luxury Homes Marketing Guide | 9



A team Of CXpCI'tS means you get SUpCI‘iOI‘ service!

hen you list your condo with us, you

get a whole team of experts to make

sure everything goes as planned! We are

one of the top agents in South Florida

selling approx 100 condos each year, so

you can be sure we have the experience to guide you through

the listing process. One of the chief advantages of working with

a Nationally Ranked Real Estate Team of specialists like ours is

that we have brought together a group of specialists who han-

dles each aspect of the transaction; and, like a symphony con-

ductor, they direct their efforts to meet your individual goal of

selling or buying your condo. That means someone who knows

the process intimately is there to help you every step of the way,
ensuring that every detail is handled properly.

Don’t be fooled into thinking that if you list with an agent

that works alone you'll get more attention! Most of the effort

involved in selling your condo centers around administrative

10 | Luxury Homes Marketing Guide

details—advertising, internet listings, brochures, transaction
processing, etc. The tremendous amount of details and paper-
work involved in a real estate transaction mean that an agent
selling 10-12 condos a year will have to spend the majority of
his or her time completing non-selling activities.

The team approach to real estate also means that there is al-
ways someone available to talk to you—to help you with a prob-
lem, give you the status of your transaction, or just answer a ques-
tion. We use voice mail when necessary but believe there is no
substitute for personal attention. When you do have to leave a
message, you can be sure someone will return your call promptly.

It just makes sense—your doctor doesn’t take your temper-
ature, blood pressure, and dress you in a funny looking gown .
. . the staff takes care of these details so the doctor can focus on
taking care of patients! Likewise, we have hired an excellent
staff so we will always be available to devote time to working
directly with potential buyers.

www.LuxuryLifeStyleMiami.Com



Detailed Marketing Plan

PRIOR TO LISTING PROPERTY

Initial Consultation over Phone ........ccocoiriiiiiniiiiiiciccc ettt 20 minutes
Prepare marketing packet and deliVer .........ccoviiiiiiiiiiiiiniiiiiiic e 37 minutes
Prepare comparative Market analysis .......coueoirueirieirieiriecice ettt 59 minutes
Study and analyze Market data ........coeouevieiiiriniic e 30 minutes
Drive by comparable PrOPEITies ......c.ceevuirieieiriiriirteieieertest ettt sttt ettt ettt sttt be e et ese b e 34 minutes
Prepare personalized market program ...........cccoviiiiiiiiiiiiiii s 66 minutes
Complete listing data and CONLIACES .......cveviiiiiiiiiiiiiiiiii e 32 minutes
Total minutes worked prior to listing 278 minutes

LISTING PROPERTY

Travel to appointment and back ..........ccooiiiiiiiiii s 60 minutes
APPOINTIMEIT TIINIC 1.vivviiiiiiiiitiitiiiiie bbb bbb b bbbt b s a s et b e s b s e bs bbb ens 90 minutes
Review all Material ...c.coveiiiiiiiiiiiiiccc et 30 minutes
Input and launch marketing PIan ......c...ccoieiriiiniiiniiic e 94 minutes
Input listing in multiple listing COMPULET ......coouiiiiiiiiiiiiii e 25 minutes
Introductory phone call and Letter ......cc.oviiiiriiiiiiic e 15 minutes
Order, Deliver and Install Sign, Riders, and POst .........cccccciiiiiiiiiiiiiiiiiiicccceeeeeae 75 minutes
Take photos, visual tour, video tour and measure Property.........oecerueuerieirieeniereniiieiseieeeseeseeseeseseeressenens 52 minutes
Upload pictures, and COULS .....c.eiueuirieuirieiirieiiieicietet ettt ettt ettt ettt ebe s 85 minutes
Research mortgage InfOrmation ...........ccveiriiiniiiniiciic ettt 17 minutes
Create marketing ads and residence brochure ...........ccccoooiiiiiiiii e 90 minutes
Proof and makKe COITECTIONS ......c.cuiiiiuiiiiiiiiiiiiiic e 42 minutes
Create Recorded Messages and Hotline Marketing System .........ccccccciviiiiiiiiiniiiniiiniiiccccceeciene 31 minutes
Prepare, load, design and create internet ads .......c.oueerieirieiniiiniiiiiccceee e 120 minutes
Enter Property into ShOWINg SYStEM .....c.ccueiriiiriiiiiiiiiiiiiicintctcttc sttt 15 minutes
Obtain Additional Info From Seller ...........cccoiiiiiiiiiiiiiiiiiiiiicee e 15 minutes
Prepare and set up co-op instruction and [0 ........cccceciviiiiiiiiiiiiiiiii s 18 minutes
Start 10-day program and send firSt LETter ......o.eueuiiriiiciciiriiccci s 15 minutes
Contact top agents with new listing information ............cccccoiiiiiiiiiiiiiii 90 minutes
Arrange for Residence INSPeCtion .......c.coucuiviiiiiiuiiiiiiiiiciicinicet ettt 17 minutes
Order and review preliminary title WOrk .......cccoueioiiiiiiiiiiiiiiicicc e 45 minutes
If problems - research and COITECT .....uiuiiiiiiiirieiiietiiet ettt 35 minutes
Create Website fOr PIOPEITY ...c.coviviiiiiiiitiieieieer ettt sttt ettt et seea 136 minutes
Prepare Seller’s NEt SHEET «..c.eviuiiiiiiiicice ettt 26 minutes
Total minutes worked to list property 1238 minutes

RECURRING MARKETING EVERY 30 DAYS

Prepare and log feedback FeSPOnSEs........coveuiriiuiiiiiiiiciiciricc et 37 minutes
Print IVR report and log fIndings ...........cccciveiiiiiiniiiiiiiccccee e 31 minutes
Follow up 010 IVR Calls w.uveuiiiiiiiiicicieecc ettt sttt 105 minutes
Prepare Sellers’” biweekly FePOIT .c.e.veuveuiriiriiiiiiie ettt 32 minutes
Call Sellers biweekly with UPdate .........ccooeiiiiiiiiiiiiiiii s 15 minutes
Additional consulting calls with Seller ..........ccccoiiiiiiiiiiis 30 minutes
Set up co-0ps for ShOWINg FESIAENCE .....viuviuiuiriiiiieiiiciet ettt 111 minutes

Prepare comparative market analysis for 30-day research .........cccoeverieiniininenncncce e 124 minutes
If needed, re-appraise property CONAItION .....co.eoueieiriiriiriiieiee ettt ettt sr e ese e saens 47 minutes
Prepare and mail monthly marketing update package ..........ccoociiiiiiiiiniiii 35 minutes

www.LuxuryLifeStyleMiami.Com Luxury Homes Marketing Guide | 11



Seller Calls and INQUILIES .e.veuveueruirtirtiieieert ettt ettt a ettt be et sbe b e ene 60 minutes

Buyer Calls and INQUILIES .....cc.euiiiiiiiiiiiiic s 120 minutes
Agent Calls and INGUITIES ...c.oeveuiiiiiiiiiiiieiie ettt 180 minutes
Update Blog ENLIIES ....cueveuiiiiiiiiiieicinicicte ettt ettt ettt ettt eneee 67 minutes
Create, update and send NEWSIETIET ... ..c.ciruiuiriiiiriiiiieiiiitcte ettt ettt 50 minutes
Create, 10ad POACAST ....uveuiriiriiieieieir ettt ettt 52 minutes
If needed, re-appraise property CONAItion .........ccccucuiviiiiiiiiiiiiiiiicici e 47 minutes
Review and present Offers .........ociviiiiiiiiiiiiic e 80 minutes
INEGOTIATE COMEIACT uvvviiviiiiiiiiiiiiiitinic ettt e b e bbb s a e a b b e b bbb s bbb e s b s enaes 90 minutes
Review and create Negotiation STIATEZY......c.coveverreveirueuirreuirteiirteitntettrt ettt ebe sttt sae e s s st be e be st b e s e enene 33 minutes
FINalize Ofer ......ooviviiiiiiiiiie e 63 minutes
Complete contract review and SIGN COMEIACE ....viuiiuiuiiiiiiiiiiiiiiiiiiice e 60 minutes
Remake and reissue fIYErs ......eouiieiiiiinicicie ettt 83 minutes
Price redUuctions 0N WEDSITES, DLAST OULE .ueevvveeieeieeeeeeee ettt e e e e e et eeeeeeeeeeaateeeesseesaaeeresesesaneeeeeeas 21 minutes
Promote Property via word of mouth at functions ............cccccevviiiiiiiiiiiiie 150 minutes
Total minutes worked for additional marketing 1723 minutes

Additional Marketing (after 30-60 days and 5-10 showings)

Design and prepare “Just Listed” POSTCAIAS ......c.cueiviiuiuiiiiiiiiiiiiiiieciire e 22 minutes
Prepare mailing labels and process “Just Listed” postcards ...........ccccoeiviiiniiiniiiniiiiiiciicccccce 85 minutes
Place and proof NEWSPAPEr ad .........cccuvuiiiiiiiiiiiiiiiii e 135 minutes
Proof ad and Process COITECTIONS ......c..cuiriiuiririeiiieiiiteiirie ettt 20 minutes
Reprint and restock flyers ..o 44 minutes
Check signs and property Weekly ........coiiiiiiniiniiiiccc e 80 minutes
Electronic Campaign to SPRere ........c.ccoiviiiiiiiiiiiiiiiiecceee e 25 minutes
Electronic Campaign to Buyer AGENTS ........cciviiuiiiiiiiiiiiiiiiiiciieee s 25 minutes
Electronic Campaign to Listing AGENTs .......ccccviiiiiiiiiiiiiiiiiiiiiiccicc e 80 minutes
Cross Reference Property vs existing BUYETS .....cc.c.eviiuiiiiiiiiiiiiiiiieicceeeeseee e 31 minutes
Launch marketing plan for tour of residences .........coeeirieinieinieiniiiicciicec et 32 minutes
Sunday Tour Of Residences Preparation .......c..oceeueirieuirieinieinieieieieineetstetetesesteiesseses et eseeesesesaenens 180 minutes
Hold Sunday Tour of RESIAENCES .....evrueirueuirieiirieiiiciirieer ettt ettt 300 minutes
Follow up with tour of residences guests (prepare and mail cards) .........ccoeviiiiiiiiiiiiniie 75 minutes
Launch marketing plan for an open house ...........ccocoiiiiiiiiiiiiiii e 32 minutes
Hold 0pen Bouse ......c.ooviiiiiiiiiiiiii s 180 minutes

Follow up with open house guests (prepare and mail cards) ........cceceeueuerinciinieinieiniiniccccecceees 75 minutes
Set up Realtors’ TUNCREon ....c..c.iiiiiiiiiiiiicc ettt 34 minutes
Design Realtors” [uncheon fIyer ..o e 52 minutes
HoSt TUNCheon ... 180 minutes
Get bids for repair work as needed .........coooiiiiiiiiiiiiii e 182 minutes
Review bids, Present to Seller ..o 60 minutes
Meet workers as NEEded .........coiiiiiiiiiiiiiiiiiiiii s 180 minutes
Total minutes worked for additional marketing 2109 minutes

Total minutes worked after 60 days 6793 minutes (113 hrs & 13 mins)

Total minutes worked after 120 days & to get under contract 10239 minutes (170 hrs & 39mins)

12 | Luxury Homes Marketing Guide www.LuxuryLifeStyleMiami.Com



From Contract to Closing Services

Prepare closing INSTIUCTIONS ....c.iiiiiiiiiiiiiiiiiiiiccc s 66 minutes
Review contract, review legal ISSUES .......c.ccuiuiiriiiiiiiiiiiiccce e 58 minutes
Input pending data in MLS ..o 17 minutes
Process earnest deposit Check ........oouiiiiiiiiiiiiiii e 30 minutes
Makes copies of contract for all Parties .........ccoeivieiniiiiiiiniiiicc e 38 minutes
Launch and customize closing plan ... 62 minutes
Process and deliver complete file to lender ..........ccoouiuiiiiiiiiiiiiniiiiiii e 45 minutes
Process and deliver complete file to title company ..........ccocciiiiniiiiniiiniii e 19 minutes
Phone calls (15 calls each day @10 min each for 30 days) ......c.ooceveviiiiiiinininiic e 4500 minutes
Set up whole residence INSPECLIONS .......oveuivieuiriiiiriiiiiicie e 61 minutes
Meet inspectors and buyers for whole residence inspection...........cccccccvviiiiiiiniiiiiie, 180 minutes
TEAVEL TINIE. c.ve ettt ettt e e e et e eeteeeeteeeeaeeeeaeeeeaaeeeaeeeaaeeeteeenteeeeaeeeateeeenteeereeereeen 30 minutes
Me€t PrOPErty APPIAISELS ...oveivieiirieuietiisiiteteti ettt ettt e b et ae b b reea e b ea e aeere e 88 minutes
TEAVEL TIINIE. .ottt ettt e et e et e et e eete e eeteeeeaeeeeaeeeeaaeeeraeeeae e e teeenteeenaeeeateseenreeereeereeen 30 minutes
Prepare and review market comparables for appraisers ...........coecevireriiecineiinieincieee e 97 minutes
Prepare and mail closing instruction letters ... 23 minutes
Review INSPECtiON TEPOIT ....cviiiiiiiiitiitiicieticte e 65 minutes
Prepare iNSPECtiON MOTICES ..ovviiiiuiiiiiiiiiiiiiiit ittt sb s b e bbb s 29 minutes
Renegotiate contract due to iNSPECION FEPOLT c.evueeveuiveuirieiirieiiteitrteiest ettt sttt ee 120 minutes
Get three repair bids per repair FEQUESE .....eveiiuiiiiiirieirieiceee e 90 minutes
Meet contractors to receive repair DIds ......coeveiriiiiiiiiiiiiiiiiiicic s 75 minutes
Review repair bids with Seller .......coo.iiiiiiiiiiii s 60 minutes
Meet repairmen to COMPIELe FEPAILS ......cviviiiiiiiiiiiiiiiicici s 180 minutes
Take new address photo for “Just Moved” cards .........ccoueueiiieinieiniiiniiiiceicce e 57 minutes
Prepare “Just Moved” cards fOr PIINTEr ....c.coucuivieiriiuiiiiiiiieiccreee ettt 48 minutes
Review title documents fOr title defects .....uiiiiiuiiiiiiiiiiiiiie ettt e et e e e st e e e s eaae e s e saaeessnes 31 minutes
Weekly follow-up with lenders to track buyer’s loan ..........cccccveiniiiiiiiniiiiiiccccee 60 minutes
Prepare closing ITISTIULCTIONIS tvuuneerruuneerruneeesesueeesesuneeesssaneeesssanaeesssnnsessssnnneessssnsesssssnneesssnneessssnneeesssnnnessssnneeesess 63 minutes
Weekly follow-up with co-op agent to track file ........cccoviiiiiiiiiiiiiiiiicc e, 60 minutes
Set up time for closing and notify all PArties .........cceceeeeciriciiniiiiniiie s 69 minutes
Negotiate contractual issues and problems ...........ccoeueuiviiiniiiniiiiiii s 120 minutes
Order closing StatemMENt fOr TEVIEW .......civueuiriiiiriiiiiiieicicirtec ettt 25 minutes
Review closing statement for COITECt fIGUIES .....c.evveuiiiiiiiieirieiirieiieeeic ettt 58 minutes
Prepare COMMISSION STATEIMEIIES ..ouviiuiiiiiiiiiiiiiiti ittt sb e bbb bbb e sbssas e b e b 15 minutes
Compile all bills and FECEIPLS ...vvuiiiuiiiiiiiiiiitei ettt 62 minutes
Renegotiate any closing walk-thru SSUES ......c.cceiriiiniiiniiiiiiiiccc e 65 minutes
INSEAll SOIA SIZN ...ttt 30 minutes
Notify parties of cloSINg fIGULES ....c.ccviuiiiiiiiiiiiciie ettt 30 minutes
COITECt ClOSING fIGUIES...c..viieuiieiiiiteietetet ettt ettt ettt 28 minutes
Prepare closing packet fOr BUYEr .....c.cueviiiiiiiiiiiiiiiiciceccte ettt 33 minutes
Deliver Key t0 ClOSING ....couiuiiiiiiiiiiiiiiiciiece ettt 30 minutes
Pick up sold signs, lock box and Keys........coeivieiriiiiiiiiiniiiiiiicccee e 27 minutes
GO 10 ClOSIIE 1.t 90 minutes
Time and mileage t0 ClOSING .....c.coviuiiiiiiiiiiiicii et 30 minutes
FOlLow Up Calls ..o 35 minutes
Thank yOU LETELS ...coveuiiiiiiiiiiiciiice ettt 33 minutes
SOIA NOTICES T0 IMILLS ...ttt ettt ettt ettt e et e et e eeaee e aeeeeaeeeeaseeensessnteeenaesenseseeseeeenseesnneean 15 minutes
Mail SUIVEY LELETS ..ttt ettt b et 12 minutes
Referral letters to past CENTS ........cciiiiiiiiiiiiiiiiii e 36 minutes
Donation to Children’s Miracle NetWork .....c.cooouiiiiiiiiiiiiicececeeee ettt eeteeeeeeeeaeeenneas 30 minutes
ClOSE QUL FI1E . ettt eete et e ettt e et e eae s e aeeeeaeeeeteseeaeeeentesentesenseeenteeeteseeneeeenreeanees 60 minutes
Prepare HUD 1, tax etter ...c.cooiiiiiiiiiiiiiiiicciic e 33 minutes
Total minutes worked in 30 day period 7,248 minutes (60 hrs & 48 mins)
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Over many successful years selling residences, we have frequently heard

comments from sellers, such as:

“Another agent said it was worth more.”
“People offer less than asking price.”
“The buyers can always make an offer.”
“My neighbor was able to get his price.”

“My house is better than other homes.”
“We paid more than that for our home.”
“We just painted and added new carpet...”
“I need this much money for the next house.”

Although some of these comments may be true, they are not necessarily valid

when it comes to deciding on the right price.

hen selling your residence, one of the
hardest things can be deciding on the
price. You've called me in as an expert
to sell your place and price it so it will
sell. We're truly dedicated to gaining

you the most money you can receive from that sale. In addi-

tion, we recognize there are many reasons why you already have

a certain price in mind. You may be considering . . .

Your Original Purchase Price: Chances are you paid
market value. But markets change, and today we have to
deal with the current market conditions which may have
changed significantly.

Improvements: Improvements should be made for enjoy-
ment, not resale. You cannot add an item to a residence,
select it to your style, use it, then expect a buyer to pay the
original cost. Likewise, maintenance preserves the value,
but does not create value. If you needed a new roof; it
was needed as a maintenance requirement and cannot be
added to the market price of your residence.

Your Need For Money: Your need for money or the fact
that you are moving to a more expensive area where you
will have to pay more for a residence has nothing to do
with the residence’s current market value.

The Cost to Rebuild it Today

Your Personal Attachment to the Property: These fac-
tors above may influence the price in your mind; but as
you can see, they really have nothing to do with what your
residence is actually worth on today’s market.

DANGERS OF OVERPRICING

You will lose the excitement that a new listing generates.
REALTORS are working with buyers who have seen what
is currently on the market and are waiting for something
new to be listed. Therefore, the most activity will take place

www.LuxuryLifeStyleMiami.Com

in the first thirty days of a listing. Your residence will prob-
ably receive its highest and best offers during this time.
After that initial period, the only people who come to look
at your residence will be new buyers in the marketplace.
You will lose the most qualified prospects! Buyers will not
just “make an offer” because they probably will never see
your property. They will view the properties that are priced
within their purchase power range, knowing that they can-
not afford anything above their price range.

Overpricing helps sell other, more competitively priced
residences first. Your residence may be used to demonstrate
the good value of other properties. Your objective should
be to enter the market in a position that will attract pros-
pects, not drive them away.

Your residence may become stale on the market. Prospects
may wonder why it has been on the market so long or if
something is wrong with the property, even after you lower
the price. You may even have to settle for less than market
value. A residence takes on a reputation surprisingly fast,
so don’t wear out your welcome on the market.

You lose a strong negotiating position when your residence
is on the market a long time, both financially and mentally.
Prospects will not “rush” to make an offer on an overpriced
property, and you may feel compelled to accept less when
they finally do.

If you do get an offer, the contract may fall through be-
cause of appraisal problems. The lender must justify the
price to the market. As you can see, pricing your residence
correctly will make a tremendous difference in how fast it
sells and for how much. We make it our business to know
the market and price our client’s residences to sell for the
most money in the least amount of time—and were good
at it. Just ask our past clients. If we need to talk about
price, we'll call you—or don't hesitate to call us first.

Luxury Homes Marketing Guide | 15



THE DILEMMA

The dilemmas you face as a homeowner right now are the fol-

lowing:

*  Prices are still declining so you will need to price your resi-
dence at a future price which is below today’s market value.

*  On average there are between 10 and 11 comparable resi-
dences competing with yours for the next 1 buyer who will
buy. If you are not one of the best deals, you will not sell.

*  60% of all active listings have had a price reduction. If you
are not priced ahead of the decline, then there is a high
chance that someone else will undercut your price in the
next 30 days.

FREQUENTLY ASKED QUESTIONS
AND COMMENTS BY HOMEOWNERS:
I want to sell, but I am not desperate
and do not want to “give it away”.
A. Unfortunately, right now, there are too many Sellers who are
willing to “give it away”. If you are not motivated to sell your
residence for less than the recent sale, then we recommend that
you do not put it on the market. It is estimated that 65% of all
new pending sales are either Bank Owned residences or Short
Sales.

I need to sell, but I need to clear at least

a certain amount of money.
A. Unfortunately, the buyers coming to look at your residence
will not make their offer based on how much money a hom-
eowner needs to clear. They will make their offer based on what
they feel the property is worth. If the price of your residence is
not one of the best deals in the area, then buyers will reject it.

I want to price it higher. The buyers can
always make me an offer.
A. By pricing it higher, you will be competing with residences
that are bigger or in better locations. Buyers will not bother to
make you an offer because your residence will not meet their
criteria. Typical feedback will be “the residence is too small”, or
“the buyer found a residence in a better neighborhood.

I want to test the market for 30 to 60
days.
A. Right now we are in a declining market. If the values are
going down by $3000 in your neighborhood, then by “testing
the market” for 60 days, will be a $6000 mistake because your

16 | Luxury Homes Marketing Guide

We make it our business to
know the market and price
our client’s residences to
sell for the most money in
the least amount of time—
and we're good at it.

residence will be worth $6000 less. By pricing it correctly, you
will get the maximum in the first 30 days.

I will wait until next year when the

market gets better.
A. Nobody has a crystal ball, but there are currently no signs
that the market will turn around in the next 12 months. His-
torically, after a few years of decline, values tend to be flat. By
waiting another year, there is high probability that your resi-
dence will be worth even less, and remain flat for at least an-
other 12 months.

If I don’t get the price I want, I will rent

1t.

A. Thiswill work if you purchased your property over 4-5 years

ago since your monthly payments will be covered by your rent-

al income. However, if you didn’t, here are some extra costs to
consider:

*  You will lose your homestead exemption and next year
your property value will be reassessed to full market value
and your taxes will increase sharply.

*  The difference between the rent and your monthly expenses?

*  Property repairs due to tenant negligence

*  Vacancy after Tenant moves out.

*  Property Management Expenses vs you managing property

* Additional Decline in Property Values for the next 12
months.

*  Moving Expenses and/or Furniture Storage.

www.LuxuryLifeStyleMiami.Com



. SHOWINGS OVER TIME 3RICE IT RIGHT

. FROM THE START TO
: GET THE HIGHEST

. BOTTOM LINE!

o Since your best activity occurs during the first few weeks, setting

o the right price early insures favorable comparison with the

5 competition. Once a buyer has seen the residence and ruled it out

o they don’t check back in three or four weeks to see if you have

weekr week2 weeks3 weekq weeks week6 |wered the price. By then, they have probably made an offer on
Source: David Knox Seminars, © Copyright another residence!

WEEKS ON MARKET

SET THE RIGHT PRICE 2w
FOR A FASTER SALE . ..

Setting the price “a little higher” because you're not in a

13-24 weeks

hurry may sound like a realistic strategy, but as you can see
from the NAR chart, the longer a residence sits unsold, the
bigger the discount from the asking price the seller usually

4 to 12 weeks

receives. less than 4 weeks

20.00% -15.00% -10.00% -5.00% 0%
DISCOUNT FROM LIST PRICE

WHO IS THE AVERAGE HOME BUYER

'The average homebuyer moves 10 miles from their old home to get:
more SPACE, a bewrer financial advantage,
the opportunity to qUit paylng rent.

70 O/ O are married couples,

5 8 (yO are repeat buyers, and a typical repeat buyer is 41 years of age.

75 / O of buyers choose an existing home. The typical buyer looks at 1 8 homes over a span of
15 weeks, but a relocating buyer looks at 22 homes and makes a purchase decision in 12 weeks.
Source: National Association of REALTORs
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Read what others are saying
about Real Estate Agent
Roman Pavlik’s Team.

We called Roman to help us rent and manage our Brickell
Condo. We knew that his experience in the Downtown Mar-
ket would help find a tenant fast and for top dollar. He priced
the condo perfectly and within a few weeks he was able to rent
it, handle the repairs, and the move in. Now I get a statement
every month from his property management company and his
team always responds right away and handles all the issues that
come up professionally. I would recommend him to any owner
who needs rental and property management services.
- Miles James,
Brickell Condo Owner

We were looking for the perfect luxury waterfront residence in
South Florida for several years. It was difficult to search since
we lived in Canada, but Roman’s connections with the banks
allowed us to catch a bank owned waterfront residence with
ocean access before the rest of the buyers. Roman posted a
video tour online and we could immediately see how the resi-
dence looked as he was walking through it. We made the offer
immediately and got it accepted for over 50% less than what
some other residents in the community paid for the same size
unit. We flew down to finalize the transaction and Roman
found a tenant within 3 weeks and handled all the details for
the move in and management of the property.

- Lora and Dick Cai

Toronto, Canada

www.LuxuryLifeStyleMiami.Com

I loved working with Roman and his team to sell my Brickell
Condo. In an uncertain market full of foreclosures, I would
get continuous updates on how many showings there were,
what the feedback was, and up-to-date market activity so that
I would always know if my condo had a chance of selling. I
had as many as 18 showings in some weeks and that was while
my unit was rented. Roman found a cash buyer, negotiated
a good price, and there was always someone in touch with me
the whole time through the closing process. 1 have worked
with many realtors in the past, but Roman and his team are the
most professional so far.
- Kristen Manning,
Brickell Condo owner

I had my condo listed for sale with the in-house broker for 1
year with no activity. When I switched to Roman, I couldn’t
believe the difference. I always knew what was going on with
his weekly market update, I could see where my condo was
advertised, and when Roman recommended owner financing,
I got a contract and was able to be the first unit of my kind to
be sold in almost 2 years.

- Chris Geymayr

I live in Eastern Europe and Roman helped us with the pur-
chase of our Luxury Condo at Icon Brickell. After closing, he
set up all our bank accounts, found a good tenant, and handles
our expenses and rent collection. I can view everything online
quickly and easily anytime. I will have him handle our next
purchase again.

- High Profile Eatern European Buyer
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tr aCk We recognize that past performance is not nec-
essarily a guarantee of future success, but what
e 85%-90% of agents never make it through
an their first year.

* Your residence is probably your single larg-

° est asset. In fact, if you are like most Ameri-
e x P erl en Ce cans your residence makes up the lion’s

share of your net worth. So presumably,

else can you go by? An agent’s track record is
important because:

you want the most qualified person you can

ertain types of professionals are required by law find to advise yed about the market and the

to provide new clients with information rel- sale process.

evant to their qualifications and track record e 'There are over 47,000 agents in the DIt
&) 2)

as an indication of competence in their field. ;
REALTORS are not required to provide this Broward and Palm Beach counties, and only

information but...here’s mine anyway. 5% of them could be considered successful
by accepted industry standards based on
2010 138 Closed Transactions $17M Sales Volume
2009 126 Closed Transactions $19M Sales Volume
2008 104 Closed Transactions $25M Sales Volume
2007 64 Closed Transactions $22M Sales Volume
2006 82 Closed Transactions $35M Sales Volume

sales volume.

2005 110 Closed Transactions $50M Sales Volume
2004 72 Closed Transactions $39M Sales Volume

2003 61 Closed Transactions $14.62M Sales Volume AS you can SCC, When

EDUCATION AND AWARDS Selectlng an agent
Top 4 Agents in South Florida Keller Williams Region
Ranked Top 40 Remax Agents in Florida tor Cp resent YO u,
#1 Sales Agent RE/MAX Beach Properties o Ty
Top 1% of all Realtors in Greater Dade and Broward 1tS lmpOI‘ tant to kIlOW

Counties

Website (www.RomanPavlik.com) VOTED TOP 5 Whom you are hirin g 4
AGENT WEBSITES by Florida Realtor Magazine 2002.

Our Real Estate System was featured as Cover Story on Ask to see Writte n €Vid€ nce
Real Estate Executive Magazine November 2002 for Dade

and Broward Counties Of a proven traCk record.

Manages 6-8 Team Members at any given time

Licensed Mortgage Broker, Certified Loan Processor
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Lenders

Premium Trust Mtg
Wells Fargo

Chase

Attorneys
Daniel W. Humbert, PA.
Jay Parker

Home Inspection Companies

Phillips Home Inspection
Diversified Home Inspection
Amerispec

Appraisers
James O’Neill

Ira Messinger

Title Companies
Humbert Law

Guaranty Trust and Title
Clear Title

Trident Title

Home Warranty
Home Warranty of America
American Home Shield

Moving Companies
Lima Moving

Termite
Cobra Termite
Terminix

www.LuxuryLifeStyleMiami.Com

PHONE

305-861-4722
305-527-4741
786-312-9550

954-926-5430
305-695-2699

954-478-2500
954-252-9980
954-630-9593

954-610-0228
305-935-3727

954-533-8565
954-920-0766
305-695-2699
305-351-0744

800-735-4663
888-492-7359

305-261-3030

954-792-6655
561-722-1114

CONTACT
Barbara Smith

Todd Lapenta

Jorge Corrales

Daniel Humbert
Jay Parker

Bernie Phillips

Charles Lyday

Daniel Humbert
Michael Stiber
Jay Parker

Elena Dominguez

Rachel McCuen

George Lima

| ..I‘!!'... Jl'i '.H i *‘ruSted

=

WEBSITE/EMAIL

barbara@premiumtrust.com
Todd.Lapenta@wellsfargo.com

Jorge.corrales@chase.com

dhumbert@bellsouth.net
jparker@cleartitlegroup.com

sniffout@aol.com
www.diversifiedhomeinspections.com
www.amerispec.net/lyko

james@acappraisalinc.com

IMMAppraiser@aol.com

dwh@humberlaw.com
www.guarantytrust.net
info@cleartitlegroup.com
www.tridenttitlellc.com

www.HWAHomeWarranty.com

www.ahswarranty.com
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CONTACT US

24/7 Direct Live Person 305-989-4091
Client Care 305-694-3819
Roman’s Cell Phone 305-343-3910
Fax 305-675-3809

Email: luxury@pavlikgroup.com

Website: www.LuxuryLifeStyleMiami.Com

BROWARD COUNTY LOCATIONS

Ft. Lauderdale Northeast

3696 North Federal Highway, Suite 101

Fort Lauderdale, FL 33308

PH 954-630-7020

On Sunrise, east of US-1, in the Galleria Shopping Mall.

Ft. Lauderdale Southeast

1437 SE 17th Street

Fort Lauderdale, FL 33316

PH 954-828-1000

On SE 17th St Causeway, east of US — 1, second floor of
Publix Shopping center.

Plantation

1801 N. Pine Island Road Suite 210

Plantation, FL 33322

PH 954-343-4444

On Pine Island, just south of Sunrise Blvd, in the Bank
Atlantic Building.

Weston

1625 N. Commerce Parkway, Suite #105

Weston, FL. 33326

PH 954-358-6000

Just west of 1-75, Exit Royal Palm Blvd, north on Weston
Road, on Commerce Parkway

Pembroke Pines / MIramar

2000 NW 150th Ave Suite 2000

Pembroke Pines, FL 33028

PH 954-237-4400

Just east of I-75, on South Side of Sheridan St. (take N'W
146th  Ave south, right to NW 20th st, directly across from
Miami Herald Building.)

22 | Luxury Homes Marketing Guide

DADE COUNTY LOCATIONS
Miami NE

700 NE 90th Street, Suite A

Miami, FL 33138

PH 305-757-1700

1 store east of Biscayne, on 90th st.

Miami Kendall

11420 N. Kendall Dr. STE 207

Miami, FL 33176

PH 305-595-2844

On Kendall Dr (sw 88th st, east of the Turnpike (rte 821),
west of Don Shula Expwy (rte 874).

Miami Beach

1680 Meridian Ave, Suite 101

Miami Beach, FL 33139

PH 305-695-1112

On Meridian Ave, 1 block north of Lincoln Road

Aventura

20801 Biscayne Blvd, Suite 101

Aventura, FL 33180

PH 305-931-2224

On the east side of Biscayne, on ground floor of the office
Tower across from The Party Supplies store.

Coral Gables-Coconut Grove

4649 Ponce de Leon Blvd, Suite 400

Coral Gables, FL 33146

PH 305-662-7325

Just west of Le Jeune, on the north side of the railroad tracks
north of US-1

www.LuxuryLifeStyleMiami.Com



our award-winning
WepsIies

VIEW HOMES ONLINE AT:
www.LuxuryLifeStyleMiami.Com

www.SouthFloridaRealtySource.com
www.DowntownLivingMiami.Com
www.AventuraCondoLlIving.Com

FEATURING:
e all listings
e useful tips and advice for both buyers and sellers
e financial resource links
e helpful community information
* receive over 3000 hits per listing and 30,000 visitors monthly
* generates an average of one buyer lead EVERY day!
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PRESENTED BY
ROMAN PAVLIK
& PAVLIK REAL ESTATE GROUP
KELLER WILLIAMS REALTY
LUXURY HOTLINE: 305-989-4091
ROMAN'S CELL: 305-343-3910
LUXURY@PAVLIKGROUP.COM



