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13600 Marina Pointe DR #515, Marina Del Rey
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Number of Agents hired before 360 Realty:

Number of Days on the market with those Agents:
Listed and Sold by 360 Realty:
Sold Price:

12407 Moorpark St #305, Studio City

.

Number of Agents hired before 360 Realty:
Number of Days on the market with those Agents:
Listed and Sold by 360 Realty:

Sold Price:



Number of Agents hired before 360 Realty:

Number of Days on the market e - Puasa
with those Agents: ; - *
Listed and Sold by 360 Realty: : T
Sold Price:

Gail and I want to compliment you and the - :
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First Steps Taken by Buyers in Home Buying Process

@ Looked online for properties

@ Contacted an agent

@ Looked online for info about the buying process
@ Drove by homes/ neighborhoods

@ Talked to friend/ relative about the process

@ Contacted bank/ lender

® Went to open houses

& Everything Else
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Methods Used By Agents To Market Homes by %, As Reported By Sellers
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@ Help price home competitively
@ Help sell the home within the specific timeframe
@ Help find a buyer for home
@ Help saller market home to potential buyers
@ Help seller find ways to fix up home to sell it for more
@ Help with negotiation
: Help with paperwork/ inspections/ settlement
Other
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360

Current Market
Analysis
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Factors that affect the value of your property in today's market:

Location is the single most important factor in determining the value of your home.

Prospective Buyers compare your property with competing properties.

Buyers will perceive value based upon properties that have sold or are available in the area.

Property values are affected by the current real estate market. As the real estate market cannot be manipulated,
a flexible marketing plan should be developed which analyzes the current marketing conditions and individual
features of the property.

The condition of the property affects the price and the length of time to sell your home.

As prospective Buyers often make purchases based on emotion, first impressions are important. Optimizing the
physical appearance of your home will maximize the Buyer’s perception of value.

Pricing your home properly from the beginning is an important factor in determining the length of time it will
take to sell your home.
Reviewing this marketing plan will assist you in determining the best possible asking price.
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