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SIGNATURE PROPERTIES GROUP opened its doors on

March 28, 2003, and has consistently been a top selling

company in the Golden Isles real estate market. We have built

a team of dedicated full-time REALTORS® who strive to provide

our clients with exceptional service, while providing expert knowledge

and experience to smoothly guide them through the entire real estate transaction.

In the fall of 2017 Signature expanded into
the long and short-term property rental
market. Our commitment is to bring the
same professionalism and expertise to our
property management division. We strive
to provide both our property owners and
our tenants with a first class experience.




As a Circle of Excellence recipient and a Top Producer at Signhature Properties Group, Ken has proven he
has the experience and expertise to take your real estate transaction from contract to closing. More
importantly to Ken is customer service and competence. He works hard to keep the lines of
communication with his clients open. As a perpetual student of the business, Ken has added countless
hours of continuing education to his resume, as well as the following accreditations, in order to provide
the highest value of services to his clients.

GRADUATE,
k REALTOR
INSTITUTE

The GRI symbol is the mark of a real estate professional who has made the commit-
ment to provide a high level of services by securing a strong educational foundation.
As a GRI designee, Ken has enhanced his education and has developed a solid base of
knowledge and skills to navigate the current real estate climate.

The Accredited Buyer’s Representative (ABR®) designation is for real estate buyer

agents who focus on working directly with buyer-clients at every stage of the
home-buying process. With it, Ken is equipped to assist buyers with the highest
degree of competence and knowledge.

The Seller Representative Specialist (SRS) designation is the premier credential in
seller representation. It is designed to elevate professional standards and enhance
personal performance. It provides a comprehensive foundation of skill development,
training and resources to help real estate professionals represent the interests of
sellers in today’s marketplace.

"Ken was very professional, friendly and helpful”
- Stephen and Nancy P.

"He was always available even when contacted at the last minute.
He spent a lot of time with us! | would chose Ken again and again!”
- Justin and Hollie B.

"Extremely pleased with Ken and the way he handled the sale of our property.
We would highly recommend him to anyone.”
- Benny and Cynthia M.




THE SELLING STRATEGY

Your home is probably one of the most important financial investments that you will make
in your life. Selling that home can bring with it a variety of emotions and anxieties. As a
homeowner you want to know that your home will be priced properly and marketed
aggressively by a real estate agent who will keep their client in the communication loop.
As your listing agent, my strategy consists of three "C's"” that will tick all of those boxes.

OMPETITIVE PRICING

What Affects Price?

@) LOCATION @) MARKET

Homes in more desirable neighborhoods, The performance of the market has an
closer to shopping and entertainment, or impact on pricing, such as current home
homes with additional community ameni- inventory and interest rates.

ties will bring a higher price.

@) TERMS

Your terms affect how a home is priced.
How soon you can move, whether or not
you will make repairs, if you're offering

a home warranty, and other factors can
make a difference.

What Doesn’'t Affect Price?

@ cosT
What you paid for your home
makes no difference in pricing.

@ coNDITION

Homes in the best condition with the
most up-to-date amenities bring a
higher price than a dated home or those
with standard amenities.

€3 PROCEEDS &
How much you need to net from X FOR SALE
the sale makes no difference in pricing.

€9 COLLATERAL
How much you owe on the property
makes no difference in pricing.

PROPERTIES GROUP

€3 oPINION

What you or anyone else thinks your
house is worth makes no difference
in pricing,




A Comparative Market Analysis, or CMA, is an evaluation of the prices at which similar
properties in the same area recently sold, and helps determine a suitable
listing price for the property.

In determining that figure, we will look at comparable homes that have
recently sold. We will also consider properties that are presently for sale in order to

give us an idea of our "competition.” From this data we will arrive at a figure that best

reflects what your home would bring in the present market. The market value of your

home is determined by what a buyer is willing to pay in today's market comparing your
property to others that have sold in your area.

OMPETENT MARKETING

My goal is to get as many eyes on your property in the shortest
amount of time using the greatest number of resources.

| will engage in an aggressive web and social media marketing plan to showcase your
property.

In addition to having professional photos taken, your listing will be uploaded to the Golden
Isles MLS, activated on the Signature Properties Group website, and be syndicated with
hundreds of online websites. Your home will also be featured in monthly print ads in local
publications. If a buyer is shopping online and your home matches their criteria, it would
almost be impossible for them not to find your home.

And finally, | will showcase your home in an Open House for local realtors, as well as for the
general public.

ONSTRUCTIVE COMMUNICATION

Communication is a vital part of any relationship, and | will do my best to

make sure that | keep that a priority. Please let me know your preferred method of
communication, whether it is via text, email, or phone call. | will contact you with regular
updates and will notify you of any upcoming showings, and will provide feedback to you
within 48 hours or less. Feel free to contact me with any questions or concerns about the
listing and selling process.



THE %@MI/ SELLING PROCESS

Our goal is to make your home selling experience as easy as possible, with the least
amount of stress and the most money in your pocket.

1 THE DECISION

You have made the huge decision to
sell your home. You start checking out
market conditions and estimating the
associated profits and costs.

3 THE PRICE

Your agent can help you evaluate
the real estate market and all
relative factors about the property so
you can be sure not to over or
underprice your home.

2 THE HIRE

You hire a Realtor to consult you on
the many important factors involved
in selling a home, as well as negotiate
on your behalf and deal with any
issues that may arise along the way.

5 THE MARKETING

We will market your home on many
platforms to ensure it is seen by as
many potential buyers as possible.

4 THE PREPARATION

Ensure your home remains clean,
staged and landscaped throughout the
process. You want your home to look its
absolute best from the professional
photo shoot through the day of closing.

7 THE CLOSE

The buyers will perform a final inspection
to verify property condition. Once the
closing documents are signed and the
buyer's final funds are received, the deed
is recorded with the County Recorder's
Office and you are officially closed.

© THE NEGOTIATION

| will help you negotiate buyer offers
to purchase as well as any requests
for repairs and/or credits during the
inspection period.

0000000

8 THE MOVE

Time to celebrate the sale of your
home!




-

SHOWCASING
OUR

With the majority of buyers beginning their home search online, you
have one chance to make a good first impression. The quality of the
photographs people see online may be the most important factor in
how well you promote your home. To reach the 98% of buyers who
search online, we want to ensure your online exposure is polished and
professional.

Your listing agreement with me will include professional quality photos
that will present your home in the best possible light, while at the same
time, presenting your home's unique story.

An Open House is a great
way to show off your
home, not only to a wide
pool of potential buyers,
but to other real estate
agents, as well. While a
picture is worth a thousand
words, nothing beats
seeing a home in person.
Open houses give you the
opportunity to show your
home at its best.




PREPARING YOUR
FOR SHOWING

First impressions are lasting and you only get one chance to make a good one. Take
some extra time before putting your home on the market to make sure it makes a good
impression to your buyers. The key to selling is to prepare your home to make it as
appealing, clean, and uncluttered as possible.

CLEAN, FIX, AND DECLUTTER
I will help you take a ruthless look at your home and use the same critical eye that buyers will use

when looking at a new home. Remember that cleanliness and roominess are crucial. Crowded
conditions will suggest to the buyer that rooms are too small and storage is inadequate. Clean out
and organize closets. Take the time to fix the little things that may not bother you but will catch the
eye of a potential buyer. Make sure you clean appliances and countertops. Trim the lawn and shrubs,
and place a pot of flowers on either side of the front door, as this is where buyers will form their first
impressions.

KEEP YOUR HOME LIGHT AND AIRY

Use 100 watt bulbs in all the light fixtures and lamps, and add lamps in dark areas of the house.
Consider covering darkly painted rooms with a lighter, neutral color. Clean all light fixtures and ceiling
fans. When your property is being shown, make sure all blinds and drapes are open to promote views
and allow more sunlight in all rooms. Clear away all magazines, books, and unnecessary objects

from furniture throughout the house. Store away collectibles and family photos, as we works to
depersonalize the home so that the new buyer can imagine themselves living there.

ON THE DAYS OF SHOWING

Clean every room. Make beds, clean off counters and check floors, closets, halls, and stairs. Turn on
all the lights, even when the showing is during the day. Clear the dishes from the dishwasher, run the
disposal and take out the trash. In the bathroom, replace used towels with fresh, attractive ones, if
possible.

Buyers are often uncomfortable speaking in front of owners. Try to give them as much privacy as
possible and remember to take your pets with you. Hide or secure fine jewelry, valuables, prescription
medicines, and other important items from the home before showings.



_ " 3 OFFERs,

CONTRACTS,

NEGOTIATIONS

Entertaining offers for your home can be an overwhelming process, which is why having an
experienced REALTOR® to guide you is an invalueable asset. It's quite possible that you will
receive an offer that is under your asking price. You don't need to panic or be insulted - this
is quite common in a normal market. Your agent will help you analyze the offer and will
advise you as to how to respond in a counteroffer in an effort to get to an agreeable contract

Once the terms are agreed upon, both parties
sign the offer and the property is officially
"Under Contract.” If there is a period of Due
Diligence, the buyer will most likely request a
home inspection and possibly other inspections = &
be completed. If the buyer discovers any issues |
with the property, they may submit a request
for the seller to make repairs, or offer another
financial remedy. When the parties are satisfied
with the negotiations, then amendments are
made to the contract and the process moves
forward.

If the buyer is obtaining a mortgage, the
lender may require that an appraisal be
done. Once that is completed, financial
arrangements are finalized and the lender
will issue a "clear to close.” The attorney,
which the buyer has chosen to close the
transaction, will make sure all paperwork is
ready and will notify both parties as to the
details of the closing.




AT TH E CLOSI NG TABLE
Closing costs are various fees charged by the lender, the title company, real estate agents, and other

service providers in order to complete a real estate transaction and are paid thorugh escrow. Which
party pays for specific closing costs can be negotaited between the buyer and the seller.

THE BUYER CUSTOMARILY
PAYS FOR:

¢ Title Insurance Premiums
e Home Inspection costs

e Document preparation and recording
charges

e Appraisal Fee

* Property Insurance Premium for the
first year

e Escrow fee

* Interest on a new loan from date
of finding to 30 days prior to first
payment date

e Attorney fees
e HOA dues proration (if applicable)

e Property Tax proration

THE SELLER CUSTOMARILY
PAYS FOR:

Real Estate Commission

Payoff of any loans against property,
as well as any interest accrued.(if
applicable)

Property Tax proration

HOA dues proration (if applicable)
Delinquent taxes

Negotiated repairs, if any

Negotiated credits to buyer, if any

E?TIES GRDUP



THE VALUE OF YOUR REAL ESTATE AGENT

Who you hire to represent and market your home is one of the most important
financial decisions that you will make. The experience of your listing agent will
directly affect the sale of your home. The more experienced the listing agent, the
better the chance you have of selling your home for more. It may seem like taking
the real estate agent out of the equation may cut your costs and save you money,
but the real estate agent is vital to the process of facilitating the negotiations,
handling the paperwork, and maximizing the sale of the home through staging,
professional photography, and other marketing activities.

LISTING SELLING
AGENT AGENT

LISTING SELLING
COM PANY COM PANY

The listing agent works to ensure the seller's best interests are met and that top dollar is
received for the home. As your listing agent, | personally pay for all of your advertising and
marketing expenses, and represent you in the process of listing and selling your home. The
commission that you pay is split with the agency who brings and represents the buyer. The
listing agent and buyer's agent then pays a portion of their received commission to their
respective real estate companies to pay for company brokerage expenses.



% /? SW ;0/ ?ﬁ Y
Your home is one of the most significant investments you can
make, and when it comes to selling it, you want to make sure
it is done with competency and efficiency. | am honored that
you have considered me to help accomplish this for you. As

your real estate professional, | will strive to serve you with the
highest degree of character and integrity.
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