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What’s My Home Worth?

CODE OF ETHICS

Standard of Practice 1-3:
“REALTORS®, in attempting to secure a listing, shall not
deliberately mislead the owner as to market value.”

Many agents ignore this. | live by it!







To My Clients...

There is nothing more important than selling your home. Besides being one of your most
important financial investments, a home represents family, love, cherished memories and
the personalities of those who live there. By putting your property on the market, you are
embarking on a monumental event in your life journey.

The average American homeowner will sell their home only three times during their
lifetime. Is it any wonder that every move is filled with some level of uncertainty, anxiety
and emotion?

As someone who has moved eleven times (five of those as a homeowner), | know how
important it is to have the right support at the right time. My personal experience causes
me to approach my work with passion, sensitivity, concern and professional competence.
It would be my honor to represent your home and provide that support.

My policy of conducting a diligent market analysis of your home and reviewing it with you
saves us time and headaches. It also leads to a faster sales and a better price.
Now is the time and our partnership will help you realize your home sale goals.

Take a breath. Relax. Place your trust in me. Unlike other real estate
professionals, | know it is mission critical to be more than just your Realtor®.
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Hal’s Promise and Mission

Mission Statement
| promise you, my clients, to know the market, apply my experience, and utilize state-of-the-art
technology to give you professional, intelligent service that exceeds your expectations.

Vision Statement
| don’t just sell homes. | help people transition into the next phase of their lives. Sure, the sale is

paramount; but providing support in all facets of their move is also an important part of my service.

My personal pledge to you is to provide you my best efforts and real estate knowledge.

| will never cloud the truth. Real estate transactions can be difficult and complicated; you don’t need a
‘yes man’ in the mix. My responsibility is to provide you with honest reality.

| will respect your time. | will be there when you need me. From the moment we meet through the
successful completion of business, I’ll do my homework before we get together and be ready for action.

| am dedicated to our successful relationship. You can rely on me to do what is right for you. Together
we will make smart moves.

| am your expert and specialist. Working with me, you get a specialist, not a jack-of-all-trades. | am
constantly attending seminars, classes and conferences to ensure you get the best knowledge available.
If I don't have an answer, | maintain strong relationships with top professionals with whom | will
immediately engage. | also head a team of top agents at RE/MAX called Miami 5-Star Homes.




Why Hal?

With over 200 transactions in the last three years, | have a reputation with
my customers, peers and other agents/brokers that allow me to cut to the
chase and get business done. F
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Besides constant real estate research, | write a regular column.for'N(i'ami ’S
Community Newspapers, post blogs about South Florida approximately twice

a week, involve myself with local governments, schools and organizations so |
always know what is important to the real estate market. ; ‘
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My 30 years of online skills puts me (and you) miles ahead in all facets of
real estate marketing and research.

Strategy matters and knowing how and when to strike with action are key to
my ongoing track record of success.




Why RE/MAX

e /1 residential Real Estate company in the WORLD
v' We are 114,000+ agents in 103 countries (April 2017) K y
v First and ONLY GLOBAL MLS system and website! (62 languages/37 currencies)

RE/MAX agents OUTSELL THE COMPETITION by an amazing 3 to 1 margin!
Local RE/MAX Advance is always in the Top 3 in sales for all Miami areas
Knowledgeable, educated and dedicated team (all full-time agents)

Ethics and hard work. Your home demands full-time, anytime attention.
RE/MAX Advance and Hal hold themselves to high standards and dedication.

Technology-driven world demands technology-driven people and
organizations

v' RE/MAX is #1 realty website in the world. Lots of continuous R&D and
advances.



http://global.remax.com

Hal’s Staff Is Your Staf

assistants
v Primary office in South Miami and a secondary office in Kendall

v Answers inbound calls and inquiries regarding YOUR property and routes
them to ME immediately.
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o P
H OME S

v Full services in marketing, contracts, concierge, etc.

Natasha
“The Team”




Honored Office & Brokers

Most established S. Florida RE/MAX office (32 years)
2012 #1 RE/MAX Brokerage in North America

2016 #2 RE/MAX Brokerage in North America

2016 & 2017 Over S550 Million in Real Estate Sales
#1 Florida Children’s Miracle Network office

Anthony Askowitz

v" Broker/Owner of the Year 2008 & 2012
20+ years Miami experience
Interviewed regularly by national media
Averages 3 sales per week

Top %2* of all Realtors® nationwide 1999-2015

v
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Brenda Bly
v/ 20+ years Miami experience
v" Member of Miami-Dade Board of Realtors Ethics Committee

v' 10+ years direct representation for TIAA-CREF




Honored Office & Brokers

Top 500 Sponsored By

The RIS Media POWER STEBROKER [l move it i i |
BROKER REPORT 2013
shows our two offices
with only 123 agents is
ranked
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Thinking Different:
Why Homes Sell

CORRECT PRICING

CORRECT MARKETING

STRONG, SMART SHOWINGS




Pricing To Sell:
Determining Home Value

Zillow (and others) are Automated Valuation Models

Data Coverage and
Zestimate Accuracy Table
Choose a location type below to change data

Top Metro Areas ’
States/Counties* f° E L
National ‘ @

Detroit, M| % % 18M  1.6M 50.9% 71.9% 85.6%
Houston, TX ¢ 22M 19M --

Kansas City, MO < 7771K 677.7K --

Miami-Fort Lauderdale, FL 38 | 25M 2IM 521% 72.9% 874% 4.7%
Minneapolis-St Paul, MN 2 & & 1.2M 1M 60.9% 82.5% 921% 3.7%
New York, NY 53M 46M 491% 70.5% 84.8% 51%
Orlando, FL Jr ey 899.9K 791.5K 60.3% 79.8% 901% 3.7%
Philadelphia, PA 2IM  20M 48.1% 65.7% 77.7% 5.4%
Phoenix, AZ r ¥y dr ¢ 1.7M  1.5M 67.0% 84.8% 93.7% 31%

Pittsburgh, PA 1.0M 867.7K 421% 61.9% 75.9% 6.5%
Last updated: February 13, 2018

http://www.zillow.com/zestimate/#acc



http://www.zillow.com/zestimate/

Pricing To Sell:
Determining Home Value

Which of these determines your home’s value?

Real Estate Website
Real Estate Agent
Emotion
Marketing
Lender Appraisal

Neighborhood Comparison

Improvements You Made To Home



Pricing To Sell:
Determining My Home Value

What do you think your home will sell for?

Why do agents ask for your opinion of your home’s value?

Emotion, empathy... leverage!




Pricing To Sell:
Determining My Home \

If I was selling this crisp $20 bill for $25 would you buy it?
If | were selling it for $20, would you buy it?

If it was priced at $19, would you buy it?

- AN Y

If 1 was selling this bill for $30 and your name was John Davis and your birthday was July 31,
1963, would you buy it?




Pricing To Sell:
Determining My Home

Your home doesn’t have an exact price tag, but with
professional analysis it does have a tight range of
value.

A home’s value is what the average person will pay for the home at that specific time.
Remember, there is no such thing as an average person.




Pricing To Sell:
Do It Right The First Time

o Don’t price too high (Buyer brackets)

o Market dictates price, period.
 Don’t have your listing bought!
» Agents don’t create pricing, nor do you.

o | can sleep at night, so should you.

o Avoid going stale (...the 30 day rule)




“Let’s see if there are any
suckers...” or just an
ill-informed seller

List Price

Market Value




“Let’s see if anyone bites?”

List Price

Market Value




Pricing to Sell:
Priced Right!

“It’s time to sell at a fair
price...”

List Price

Market Value



Pricing To Sell:
Days On Market Count!

Agents and buyers discount properties that linger on market...
REGARDLESS OF PRICE!
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Pricing To Sell:
Marketing Magic By Numbers...

ListPrice  ADOM  Commission Foreclosure Short Sale
799,900 23 30% N N
795,000 161 30% N
799,000 82 0% N
799,000 13 3.0% N
799,000 17 30% N
779,000 144 30% N
779,000 167 I0% N
775,000 152 30% N
779,000 72 30% N
778,922 5 30% N
775,000 25% N
770,000 58 30% N
769,000 g 30% N
750,000 15% N
750,000 a3 10% N
750,000 5 30N N
749,900 30% N
745,000 26 30% N
745,000 K 30% N
745,000 28 30% N
749,000 a1 30% N

With just a smart price,
| can help you stand out
from the crowd!
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BETTER MARKETING
Outstanding Photograp

Broadcast TV veteran cameraman
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His photos were brilliant... - Rosi Viana




BETTER MARKETI




BETTER MARKETING:
You Need To Think Different

Most Agents Pitch:
Look at (how much SS | made)
will sell your home (really, by yourself?)
can get you this price (you make the market?)
We can and come down later (so can everyone!)

Hal’s Different Approach:
This is about = (as a team) selling your home
Using a network of agents/brokers, will sell your home
The has already priced your home
By the 15t time, we’ll draw lots of buyers
and get the top end of the market price.
Home . It is not
just price.




BETTER MARKET]
Thinking Different

Actually, it’s quite simple...

...| market this fact because it is the most likely the same reason YOUR
buyer will buy this home




BETTER MARKETING:
NextGen Listings

1.
2.
3.
4.
5.
6.
7.
8.

Miami 5-Star Homes team

Market Sensitive “922” Pricing

Professionally written brochure language

Maximized, flattering-perspective photos for all listings shot in HDR!
Paid placement listings on top RE websites

Virtual tours

Professional video tours and marketing (where appropriate)
Custom reports of activity to Seller

Ongoing market analysis of influencing activity

Tweets, Facebook, Blogs

Brokers/Agents Mailings

Brokers Opens / Open Houses done right

Internet enabled yard signs

Activity and showings tracked electronically

Intelligent monitoring

Agent REPUTATION on negotiations!

...too many more to type on this slide




BETTER MARKETING:
Knowing Internet Impact

e 96% of home buyers under age 44 are using the
Internet to find their next home'

e Over 2 in 5 find the home they eventually purchased

exclusive via online search

(1) National Association of REALTORS® Profile of Home Buyers and Sellers 2017

e 61% of home buyers are using real-time, location-
based searching to find a home? =

(2) Zillow website, 11/2/2016




BETTER MARKETING: \
Hal’s Additional Web Exposure '

Enhanced listings on ﬁj”‘”"

Listing sent (tweeted) daily on

Expanded listing on ST

Marketing across /15[l network

Luxury listings to high-profile THE WALL STREETJOURNAL. REAL ESTATE
360° Virtual Tours & YouTube video w/lead capture |

global.REMAX.com for international exposure

MiamiHal.com for local exposure and knowledge-base




BETTER MARKETING:
Hal and RE/MAX On The Web

MiamiHal.com Website

v" Active blog attracts large audience to site

v Keeps me in touch with local news and
community leaders

v Unique advertising outlet that makes your
home stand out!

LOCAL

RE/MAX Advance Realty Website |

NEGHEORMOODS |

- ,:’

COMMERGIAL . e
REAL ESTATE =

1y prnscaest
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v" Strong SEO brand means high site traffic

v Allows visitors to make smart decisions
about South Florida and purchasing

v Unique advertising outlet that makes your
home stand out!

NATIONAL & INTERNATIONAL




& working for you




You Want Hal To Sell Your Home

TRUTH WINS

HARD WORK WINS
RESPECT WINS
PERSONAL SERVICE WINS
COMMUNICATION WINS

FAMILY VALUES WINS




Thinking Different:

Actually, it’s quite simple...

How do you prefer to communicate?

...| will ensure | communicate the way that you prefer! You are my
boss, so why should it be any other way?!




THE BIG PICTURE...

It’s all in the marketing!




Market Different

Traditional Brokers:

Newspapers (look at )
Local mailings (more look at )
MLS and a few other unenhanced websites (weak!)

Insular Open Houses

Hal Feldman Marketing:
is KING! The MLS is just the beginning...
Do Broker Open Houses that
Traditional print and mailings in moderation
to ANY and ALL inquiries

Apply 20+ years of broadcast
Utilize RE/MAX’s to get your REACH




Market Different:
It’s All About The BUY

T

The MORE PEOPLE that know your home is for sale,

the faster it will sell ...and for the HIGHEST PRICE!




Market Different:
Hal’s If...Then Statements

IF most buyers are not local to the market

marketing needs to be globally focused

T
¥
e | eweEEENEE
IF most buyers are researching & searching for real estate
online

marketing needs to be Internet-focused




Why RE/MAX In S. Florida?

Name 3 Real Estate Companies...

Local: EWM, Avatar, 77?7
National: Keller Williams, Coldwell Banker, ???

2015 NAR Study says...

Of all foreign buyers in the USA, 28% buy in Florida

More than a 1/3 of those buy in Dade/Broward




Factors To Selling Your Home

Marketing (already discussed)
Condition & Location
Presentation

Price

Realtor® Effort, Attention and Skill




Selling Your Home
Intrinsic Market Value

What HOME FACTORS determine market value?

Don’t focus here!
Your customers won’t...

AMENITIES

O Square footage

O Confi ti

Q Feng Shui (feel SIZE &
LAYOUT

O School district
O Near shops, roads
U Community resources

O Quality of life LO C ATI O N




The Realtor Factor:
Forget The Lies Inaccuracies

Ads In Newspapers
Strong Local Presence
Realtor has list of potential buyers

’

“Your home will be easy for me to sell because...’




Hal’s 2017 Results

Miam’iHal 2 “7 Year In Review
/r

» Average list time is only 22
days (excl. short sales)

searect 100% scoreon » Sales price within 3% of
Awarded RE/MAX :
P, ’ e quoted market value

T s - 100% satisfaction rating on
4 overprice the markefl 7 post-transaction survey

pric
MiamiHal quoted within A

g f o Marlzet &
)7 Values ﬁd?

cre in flux, Mote than qvol
accuracy to ag:gf price o '.'ﬂ,,,o,:*f,:,‘,,
Vef whar nﬂQO
_f:'zmo:r sco‘{ed only 687

Here's {0.an even better 2018 together &

| Real Estate

MASTER

5
M ks
\ ) -
| e
. W,
D -




Hal’s Achievements

B Selected to appear in

@he FiamiHevald &

“How Does Your Home
Compare?” feature on
2010

.. and in 2011
.. and once more
.. and so on!

.. and so on!

e Welsh. : :
and Laurenc m For Sale

\lone :
Filippo 2“‘ e "W REMX

Real Estate

maVerde Excellent House.




What Oth

ers Are Saying
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MK For Sale
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Hal’s Community Involvement &~

et
thetribune Net

- e
I l“ PR 1421 Regular columnist in

oD OF MAANES (OmPeLINITY NIWPATTR

/ >
. suggestions to curb erime ! :
Citizens Crime Watch °‘f,°," s Pinecrest Tribune and

\2 \ﬁmam'lllﬂ\ ® oa Palmetto Bay News
. B\ Attend many local events

and government meetings

Sundays at Wagons West

REMi For Sale

| Real Estate




Video Reviews for Hal

Feedback from my seller, Kristi

Bonnie bought from me in Pinecrest

http://www.miamihal.com/reviews/



http://www.miamihal.com/reviews/

Giving Back

A portion of every commission | earn goes to support the
Children’s Miracle Network (Nicklaus Children’s Hospital)

RE/MAX has recently surpassed $250 Million in support!




