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Mark Gipple REALTOR, Keller Williams Realty 
[bookmark: _GoBack]I have lived in the Kansas City Metro area for the past 20 years my entire life and have extensive knowledge of the area. I feel very fortunate to have met and worked with so many great people over the years.  I am also proud to bring over 24 years of business experience to my clients. I feel very fortunate to be partnered with the largest and most successful real estate company in North America, being Keller Williams Realty.  From my first year in real estate being named 2007 National Real Estate Apprentice of the Year, to receiving over 100 performance related awards since then, I continue to be one of the elite Realtors serving your area.  For you this means, my business background helps negotiate the best possible deal.  Keller Williams cutting edge technologies ensures your property receives the most exposure possible to prospective buyers.


“Upon interviewing several real estate agents, we chose Mark Gipple because we felt comfortable with him; he listened to our needs and had a good understanding of the local market conditions in our area.  The marketing plan he developed for us was aggressive and represented our home well.  After a fury of showings right out of the gate, we received a very strong offer from a well-qualified buyer.  Mark’s negotiating techniques and ability to take control of the sale was what impressed us most.  It hadn’t hit me that merely just getting the home under contract was enough; we had to navigate through inspections and an appraisal which he made it look easy.  Definitely a valuable partner you want on your side to maximize your profits from the sale of your home.” 
											Tim L.
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WHAT MAKES ME DIFFERENT

· I AM NOT A TEAM OF AGENTS, A SINGLE REALTOR WHICH MEANS ONE DEDICATED PARTNER / CONTACT THROUGH THE ENTIRE SALES TRANSACTION. 
You won’t get passed around to a number of individuals throughout the sales process.  Your questions get answered by me, not a junior salesperson or administrative staff member.  Your requests are satisfied directly by me in a timely manner.  
· I FOCUS ON CREATING A PARTNERSHIP AND A QUALITY EXPERIENCE
You are not just a number (another listing) with me. I don’t take on more volume than I can handle.   I don’t worry about trying to be the highest volume agent seller.  I focus on a stellar experience, so you can confidently recommend me down the road to your friends and family.  Word-of-mouth is the best way to grow my business.  Good people lead you to good people.
· I WILL NOT OVERPRICE YOUR LISTING JUST TO GET YOUR BUSINESS
I believe in being transparent and want to earn your trust.  I want your listing to actively participate in the market, get top dollar in a short amount of time.  I don’t want to get your business simply because I was the one agent who said you can get more than your home is worth simply to get you under a long term contract and have you get frustrated because activity is slow and feedback is brutal about your home not being sellable.
· I HAVE 24 YEARS OF HIGH LEVEL SALES AND MARKETING EXPERIENCE
· I HAVE PERSONALLY OWNED TWO MARKETING COMPANIES
· I HAVE HELD HIGH LEVEL SALES AND MARKETING POSITIONS IN FORTUNE 500 COMPANIES
· I FOCUS HEAVILY ON ONLINE MARKETING
· I PERSONALLY OWN AND VERY ACTIVELY PROMOTE THE HOME SEARCH WEBSITE
HOMES FOR SALE BLUESPRINGS.COM  
· I UTILIZE LARGE REFRLECTIVE YARD SIGNS
· I UTILIZE A PROFESSIONAL PHOTOGRAGHER (DRONE CAPABILITY)
We take pride in the pictures we take of your home. We do an entire walk through of your home, taking up to 100 pictures. We then edit the photos as needed and upload the maximum amount allowed on the different websites.
· I LEVERAGE SOCIAL MEDIA TO PROMOTE YOUR HOME
· I OFFER A PEACE OF MIND NO SURPRISES TOTAL HOME CONDITION CHECK
To help remove the worry and guessing game out of your home’s overall condition, I recommend including a home warranty as a part of our marketing.  In addition, we can discuss the benefits of doing a home pre-inspection, termite check / treatment history, radon test, roof check and HVAC inspection.  This allows us to proceed with more confidence from the beginning with protecting the proceeds from your homes sale.
· I ACTIVELY USE SHOWING SOLUTIONS TO SCHEDULE SHOWINGS FROM AGENTS. 
When there is a showing on your home, we email a feedback request to the buyer’s agent. The feedback request contains eight questions regarding opinion of the home and the buyer’s interest level. Once the agent responds, the response is automatically forwarded to you and me simultaneously. You will be instantly informed of buyer feedback and showing statistics. 
· I WILL RESPOND TO YOUR CALLS IN A TIMELY MANNER, GENERALLY LESS THAN 4 HOURS.
· I AM A FULL TIME REALTOR
· I HAVE A COLLEGE DEGREE
According to the 2016 NAR member profile, only 30% of real estate agents have a college B.S. degree.  I graduated in 1993 from Iowa State University with a B.S, degree in Agricultural Sales and Marketing.
· I WORK HARD AND TREAT EVERY CLIENT WITH RESPECT. 
We work hard and sell every home like it is our own. The client’s best interest is always our top priority. I want you to refer me to your friends and family!

THE U.S. HOUSING MARKET – Projections and Trends - Gary Keller
Home Sales
In 2016, 5.45 million homes were sold, up from 2015, making it the most homes sold in the LAST DECADE. Keller said the trend could slow if interest rates rise, but cautioned that interest rates haven’t been easy to predict and foresight may prove to be elusive.
Nonetheless, wage increases seen in 2016 are expected to continue in 2017, helping home buyers, and if inventory remains low, multiple offers may persist.
Home Prices
The median home price for 2016 was $233,900 – which was 5 percent above 2015 and in what is considered a “sustainable range.” Price growth for 2017 is forecasted to be in the 3 to 6 percent range, leaning closer to the lower end.
Looking at the trend line over the last several years, we see that we remain 16 percent below the 1989 trend line.
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While slight increases in home prices are expected for 2017, Keller noted that rising interest rates will have a dampening effect on price gains, with the most certainty we have had in recent years. However, rising global political and economic turmoil could still force rates to stay low.
Real estate agents should pay close attention to national and local market trends in 2017 so they can best serve their clients.
Inventory
Keller looked at four factors concerning the continued contraction in inventory levels:
1. Inventory is estimated to have averaged 4.4 months in 2016 compared to 4.8 months the previous year.
2. We have not seen inventory rise, corresponding with the dip in price growth due to a shortage of inventory in entry-level housing.
3. Builders now appear to be making efforts to target entry-level markets (D.R. Horton Express Homes).
4. We should see some improvement in inventory in 2017, but it will likely remain low.

DID YOU KNOW: The lowest inventory level since 1999 was 3.6 months in February of 2005, but we just tied this level again in December 2016.
Mortgage Rates
Mortgage rates averaged 3.65 percent in 2016, providing continued momentum to home sales throughout the year. What can you expect for 2017? Keeping in mind that the Federal Reserve only raised rates once in 2016, it does seem poised to make additional increases in 2017 if the current economic situation stays on track.
MARKET EXPERT TIP: Federal Reserve movements are dependent on economic conditions, and any perceived deterioration could cause rate increases to be delayed.
Affordability
In 2016, affordability was flat despite growing home prices due to persistently low mortgage rates. Last year, the average family spent 15.1 percent of their monthly income to pay their mortgage. For first-time home buyers, this number was closer to 25 percent.
Moving forward, affordability will likely worsen as interest rates and home prices continue to rise.
Since no conversation about the state of the housing market is complete without a look at the whole economic picture, Keller went into an in-depth discussion about four segments of the U.S. economy:
· Gross Domestic Product (GDP)
· Unemployment
· Income
· Inflation
9 EVENTS IMPACTING THE U.S. INDUSTRY – What You Should Know
1. Distressed Sales - Distressed sales have probably reached a bottom.
2. Underwater Homes - Homes continued to gain equity in 2016, further reducing the stock of underwater homes.
3. Federal Reserve Policy - The Federal Reserve raised interest rates in December and anticipates further increases this year.
4. New Home Construction - Single-family home construction continued to grow in 2016 but still has not fully recovered.
5. New Home Sales - The lack of construction in the entry-level price range has contributed to shortages, causing extremely low inventory levels of entry-level houses in many cities.
6. Home Ownership - The rate of home ownership has steadily declined while the share of households living in single-family homes has been relatively steady.
7. Single-Family Rentals - The percentage of single family homes that are being rented has steadily increased.
8. Student Loan Debt - Student loan debt continues to grow and is often a concern for first-time home buyers.
9. Oil Prices - Oil prices rose in 2016 but remain low compared to prices seen over the last decade. This will help cities with oil-driven economies but may raise some costs for consumers.

LOCATION, LOCATION, LOCATION…But What Else?
Some home sellers (or would-be sellers, as it were) dwell on what they cannot change -- location, layout, neighborhood, etc.  You and I will  focus on three areas that we do have control over, and make sure you are positioned well in the marketplace.
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PRICING
If your home is listed for $350K and buyers don't like the neighborhood, location, floor plan, etc., -- they very well might like those features more (or be willing to look past them) if your home were listed for $340K, $330K or $320K.  We pick our competition based on your list price -- and maybe we've entered ourselves into too high of a weight class.  If we adjust the pricing, we'll have new competitors, with whom we'll hopefully be able to better compete -- and buyers may then be willing to look past their prior objections given the new value proposition.
Price: Find Your Place In The Market.  Before listing your home for sale it is essential to understand the dynamics of the current housing market – but don't stop there.  Not only do you need to understand the general trends (sales pace, sales price, inventory, etc.) you also must dig deep to explore the specifics of the market that pertain to your particular home.  How many houses have sold in your neighborhood in the past six months, and at what prices?  What other neighborhoods will buyers be exploring?  Are there 10 other houses on the market just like your house, or just two?  For a thorough understanding of the local housing market, please refer to HarrisonburgHousingMarket.com.

RESULTS OF OVERPRICING: 
· FEWER BUYERS ARE ATTRACTED AND FEWER OFFERS ARE RECEIVED! 

If your home is overpriced, the buyers that can realistically afford your home may not even consider a showing. As you can see on the graph below, if a home is priced at even 10% above market value, only 2% of buyers will even view it. 
· MARKETING TIME IS PROLONGED AND INITIAL MARKETING MOMENTUM IS LOST 

The highest activity on a home is within the first 2-4 weeks. If your home isn’t “priced rate” from the beginning, you are missing potential sales as the highest volume of buyers are looking. 
· YOUR HOME MAY HELP COMPETING HOMES LOOK BETTER 

This is especially true if your home is competing in a price bracket above where it should. Homes in different price ranges have different expectations; if you are competing above where you should, other homes will outshine yours by comparison and will ultimately sell. 
· YOUR HOME MAY NOT APPRAISE 

If you do get an offer, your property may not appraise for the asking price. This may result in the buyer being unable to secure a loan for the asking price. In this case, you would either have to lower your selling price or let the buyer walk. 


SHOWING STATISTICS

ASKING PRICE IN RELATIONSHIP TO FAIR MARKET VALUE
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Marketing - Put The Storyline On Display For Buyers.
A well-priced home in excellent condition must be marketed well to attract potential buyers to come and view the property.  These days, real estate marketing should start with excellent photography, and with special attention to lighting – a few photos from a smartphone aren't going to cut it.  Beyond photography, it is important to focus on the storyline of the home – what are the selling points and the most attractive features?  With photos and storyline in hand, we must then focus on widely exposing your home both online and in the real world.  
To make sure we are in front of your potential buyers, I invest the time, energy and resources to track where buyers  are currently finding their homes and make sure my clients are actively participating in those marketing channels.
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PROFESSIONAL PHOTO’S - “A picture paints a thousand words.”
To make sure your home shows its best in our marketing channels, we start with utilizing our professional photographer who knows how to make something ordinary look spectacular.  We understand how the angle of the photo can make a space appear bigger than it really is. Our professionals also have all of the equipment needed to create stunning, high-definition images. Photographers also understand how to make things look better than they appear. They understand how the sizes and colors of objects impact a photograph. 

With this in mind, you can simply see how imperative it is to have the best possible pictures available for the world to see. Potential buyers are not going to continue looking at any home that has less than stellar pictures. They simply will not spend time looking at your listing if you without high-quality pictures to catch their eye. 
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ONLINE MARKETING 
· Websites – max search results with pictures
· Social Media – targeted marketing, word of mouth, etc.
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According to the National Association of Realtors, over 80% of the population uses the internet to buy or sell homes. And this number isn’t expected to decline. Online marketing is necessary to compete in today’s marketplace, so we focus heavily on marketing online vs. print. Your home is put on hundreds of websites, which are maintained and updated to reflect the additional photos taken, price changes, open houses, etc. 
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	· Mark Gipple.com
· WelcomeToKC.com
· Homes For Sale Raymore.com
· Homes For Sale Lees Summit.com
· Homes For Sale Blue Springs.com
· Homes For Sale Liberty .com
· Homes For Sale Harrisonville.com
· Homes For Sale Belton.com
· Homes For Sale Gladstone.com
· Homes For Sale Overland Park.com
· Homes For Sale Olathe.com
· Homes For Sale Lenexa.com
· Homes For Sale Leawood.com
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AGENT MARKETING:
· Announce at team meetings
· Agent luncheon (if needed)
· Flyers
· E-mail Announcements


PROPERTY MARKETING:
· Yard Sign
· In home marketing – sellers disclosure, property flyer


SHOWING FEEDBACK:
· It's critical to collect solid feedback from showings.
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Condition
There's Old, Then There's Dilapidated.  Even if your house is priced well compared to recently sold properties and currently available properties, we still need to position it to sell by optimizing its condition.  Sometimes this is de-cluttering or simplifying.  Sometimes a staging consultation will be helpful.  Quite frequently, some minor repairs or cosmetic updates will help your property to sell.  As we work to prepare your house to go on the market we will be focusing on improving the overall impression that buyers have of your house (old and dilapidated versus old but meticulously maintained) as well as eliminating potential objections that buyers might have that can easily be remedied before listing your home.
Prepare Your House To Get Top Dollar
Getting top dollar for your house begins with understanding how to see your house through the eyes of a buyer.  To be a successful seller you must have your house looking its best!
PRE-SALE PREPARATION
The moment you decide to sell your property the “home” you love so dearly turns into a “house”.  This shift in vocabulary is the process of “letting go”.  It is the emotional detachment all sellers eventually experience.  Home is where the heart is.  Houses, on the other hand are commodities sold on the open market.  Keep in mind…….You are getting ready to sell a HOUSE.
If you make the right improvements when preparing your house to sell you increase the odds of selling it quickly for top dollar.  If, conversely, you do nothing or make the wrong changes to your property you prolong the sale and reduce the ultimate sales price.
CREATING CURB APPEAL
Most buyers make snap decisions about your house.  Their first impression, good or bad, is usually lasting.  Buyers generally decide if they want to see the inside of a house within 20 seconds of viewing the external attractiveness (curb appeal) of your property.  No matter how magnificent your house is on the inside many buyers will drive by without even stopping if the curb appeal isn’t inviting.
· Keep the lawn cut & edged.  Trim the bushes. Weed the gardens. Freshen pine straw. Plant fresh annuals.  Keep the porch swept.
· Pressure wash the driveway, sidewalk & deck.
· Paint the exterior siding and trim.
· Keep children’s toys out of the front yard, sidewalks and front porch.
· If you have pets, clean up their debris daily.
· The front door greets the buyer.  Make sure it is fresh, clean and paint the trim.

EXTERIORS ATTRACT – INTERIORS SELL:  Curb appeal draws buyers into your house.  Appealing, well cared for interiors make the sale.
You don’t usually have to spend thousands of dollars on your house prior to putting up the For Sale sign.  Little things you do generally give the biggest increase in value.  Concentrate on the three C’s:  Clean, Clutter and Cosmetic.
CLEAN:  Scrub your house from top to bottom. Buyers will notice strong smells as soon as they walk through your front door – eliminate odors. 
· Clean all appliances inside and out.  Stains and dirt make them appear old.
· Scour walls, floors, bathtubs, showers and sinks until they sparkle.
· Check grout in bathtubs, showers and on the floors.
· Clean your carpets to reduce stains and eliminate odors.
· Dust off ceiling fans and return register vents
· Change the furnace filter
· Wash all the windows in your house – inside and out.
· Use a dehumidifier to help moist basements.
· If you smoke clean ashtrays daily and smoke outside!
· Strategically place air fresheners throughout your home.
CLUTTER:  Clear out the clutter – it can reduce the value of your house. 
· Keep kitchens counters clear – put unnecessary items away.
· Keep dirty dishes out of the sink.
· Recycle stacks of old magazines and newspapers.
· Clean out the closets.  They should look like they have enough room to hold additional items.  Get everything off the floor and don’t have the shelves piled to the ceiling.
· Make sure rooms are not overcrowded with furniture. It makes them appear smaller

COSMETIC:  Making minor cosmetic improvements could increase your sales price.  
Pay attention to everything anywhere in your house that could cause the buyer to “reduce your price”.  Find it and repair it before you put it on the market.  
· Repair sheetrock cracks over doors or windows.  Repair nail pops.
· Locate ceiling stains and the cause of leak.
· Touch up walls and trim where needed.
· Repaint bold color, non-neutral walls and rooms.
· Check that windows are working properly and look for cracked panes.
· Put bright light bulbs in every socket.  Buyers like bright & cheery surroundings.
· Repair loose knobs and doors that stick or don’t close properly.
· Observe bathrooms for signs of mildew, stains in sinks & toilets, missing tiles or grout and inadequate caulking.
· Check for drippy faucets, slow draining sinks and tubs.
Remember buyers consider any of the above problems a sign of poor maintenance.  More often than not they are correct.  Their solutions – either don’t buy or reduce the price by thousands!
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MAKING AN IMPRESSION - SELLER STAGING IS A MUST

Every home seller wants to make a positive first impression. In order to do this, you need to repair, clean, and stage your home for showings. Staging allows potential buyers to get excited about the life they could have in your home. Here are some tips to get you started: 
· De-clutter. Less is more. Objectively go through your belongings, removing any unnecessary decorations or fixtures. Depersonalize your home by removing family pictures and creating a neutral place. By doing this, you allow a buyer to picture their personal belongings in the space. In addition, your home will appear cleaner and may even look larger. 
· Define the space. Each room’s function should be easily identifiable. Avoid combining spaces, such as a craft/living room. The buyer may perceive there is not enough room in the home for each space individually. 
· Avoid themed rooms. Your favorite sports team is more than likely not every-one else’s. A themed room may not allow a buyer’s imagination to envision their own take on a space. Just as you removed family pictures, you need to neutralize any décor that may not appeal to the masses. 
· Keep it neutral. Bright colors, bold patterns, or other creative paint ideas need to be toned down and replaced with neutral colors. Use artwork, throw pillows, or flowers to bring in color and personality. 
· Clean. Deep cleaning is an essential part of staging. If you have animals in your house, you may have become acclimated to the odors, but prospective buyers have not. Consider having your carpets cleaned, hang new shower curtains and clean linens, and cover couches with new, inexpensive slipcovers. 
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Here are some ways your participation can contribute to a successful sale: 
· Maintain the property in ready-to-show condition. 
· Ensure that the house is easily accessible to real estate professionals with a lock box and key. 
· Try to be flexible in the scheduling of showings. 
· When you are not at home, let me know how you can be reached in case an offer is received. 
· If approached directly by a buyer who is not represented by a real estate professional, please contact me. Do not allow them into the property unescorted. 
· Remove or lock up valuables, jewelry, cash, and prescription medications. 
· If possible, do not be present when the property is being shown. 
· Securely pen pets or take them with you. 
· Be cautious about saying anything to buyers or their sales professionals that could weaken your negotiating position- especially regarding price or your urgency to sell. 
· Collect the business cards of real estate professionals who preview and show your home and pass them on to me so that I may follow up with them. 
· Let me know of any change in the property’s condition that would need to be disclosed to potential buyers. 
· Be available to review the list price and condition of your property if it has not sold in a reasonable period of time. 
· Contact me at any time with questions or concerns. 
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