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Seller’'s Education @ EXPERTCONTENT

Communication types: Journey (Email and SMS), Postcards, Flyers, and
Social Media

The Seller's Education marketing kit is a multi-channel campaign designed to help
marketing teams engage and nurture prospective home sellers through educational,
confidence-building content. [t combines automated and on-demand touchpoints to deliver
a consistent experience across the customer journey.

Loan officers and real estate partners build trust with education-first messaging, driving
higher-quality conversations with prospective sellers.

« Journey (email + SMS): Automated nurture delivering timely education and conversion
opportunities; supports co-branded and single-branded execution

* Print(postcards + flyers): on-demand assets for direct mail and in-person distribution

« Social Media: on-demand, ready-to-post content to drive awareness and engagement

*All communications should be reviewed prior to initiating the journey.




Seller’s Education - Journey

Change Journey Status - Started
Change the Contact's Journey Status to Seller’s
Education (SB) Journey - Started.

Interested in Selling (Single Branded)...
&8 ADMIN: create or configure an appropriate outcome ==
for users to select when adding contacts to the i
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Assign Group - Potential Seller
Change Journey Status - Started (Mo... Assign the Contact to the Potential Seller group.
Change the Contact's Journey Status to Seller's

Education (SB) Journey - Started

Interested in Selling (Co-Branded) Ou...
&8 | ADMIN: create or configure an appropriate outcome

i
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for users to select when adding contacts to the co...
Related User Value

If the Realtor Who Contact Is Shared With
Email contains nothing.

Assigned To Group - Potential Seller
When the Contact is added to the Potential Seller
group. Every time this event happens, system wide

Set Contact's Realtor as Co-Marketer
Set the realtor who contact is shared with as the co
marketer on the Journey

Change Journey Status - Started
Change the Contact's Journey Status to Seller’s
Education Journey (CB) - Started.

Timer Delay - 5min Send Email - Intro to Selling
Send the EC - Seller's Education - Intro to Selling

(CB) email to the Contact.

Assign Group - Potential Seller
Assign the Contact to the Potential Seller group.

Timer Delay - 5 days
Wait until between 8:00 AM and 5:00 PM in 5 days.

Wait until between 8:00 AM and 5:00 PM in 5

L km =

minutes,

Send SMS - Thinking of Selling?
Send the EC - Seller's Education - Thinking of
Selling SMS SMS to the Contact; send an opt-in re

Send Email - Pre-Sale Upgrades and R...
Send the EC - Seller's Education - Pre-Sale
Upgrades (CB) email to the Contact.

Timer Delay - 5 days
Wait until between 8:00 AM and 5:00 PM in 5 days.

Timer Delay - 5 days Send Email - Seller's Checklist

“« r—d Send the EC - Seller's Education - Preparing a Home
Wait until between 8:00 AM and 5:00 PM in 5 days. e e paning
: Send Email - Strategic Pricin
J Timer Delay - 5 days & g
(] .—l Send the EC - Seller's Education - Competitive
Wait until between 8:00 AM and 5:00 PM in 5 days. Home Pridine [C8) eraull ko Conta
me Pricing (CB) emai Conta
= . Remove Group - Potential Seller Change Journey Status - Ended
P Timer Delay - 30 day conversion hold P 8 4 i
« Removed the Contact from the Potential Seller Change the Contact's Journey Status to Seller's

Wait 30 days

group. Education Journey (CB) - Unsuccessful.

s
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Journey Notes:

» Thisjourney assigns the contact
to the appropriate agent they are
shared with for a co-branded
experience; if no agent is
available, the contact is routed
to a single-branded path. Loan
officers may choose to select
single or co-branded outcomes.
Keep emails that work for your
organization, edit to meet your
organization’s tone, swap with
custom, or add these emails to
your existing campaigns.

Timer Delay - 5min
Wait until between 8:00 AM and 5:00 PM in 5
minutes.

—

Remove From Journey
End the Journey.

Timer Delay - 5min
Wait until between 8:00 AM and 5:00 PMin 5

Timer Delay - 5 days

Wait until between 8:00 AM and 5:00 PM in 5 days.

Timer Delay - 5 days

—
Wait until between 8:00 AM and 5:00 PM n 5 days.

Timer Delay - 5 days
Wait until between 8:00 AM

>

and 5:00 PM in 5 days.

Timer Delay - 5 days

Wait until between 8:00 AM and 5:00 PM in 5 days.

»

> » Configure trigger and condition
components with organization
specific inline conditions,

contact groups, and Outcomes.

Send Email -
Send the EC - Sell

d Timer Delay - 30 day conversion hold
4 Wait 30 days

Home Pricing (S8) email toth

Remove Group - Potential Seller
B4 Removed the Contact from the Potential Seller
group.

Occurrence limits are set to 9999

Remove From Journey
End the Journey

'_.I

*Note: the bottom screenshot shows the single-branded path when no agent is associated with

the contact, or when the loan officer chooses the single-branded outcome.

because seller opportunities may
arise more than once.



Seller’s Education - Journey

Outcome Selected - Sold Home Succe...
When the Contacted - Interested outcome is
selected. Only for contacts already on this journey

On Loan Date
ADMIN: update inline conditions to align with
purchase loans indicating the seller intends to pu.

Loan Created
ADMIN: update inline conditions to align with
purchase loans indicating the seller intends to pu.

Email Unsubscribed

Only for contacts already on this journey

BB HHHH

Change Journey Status - Success Out...
Change the Contact’s Journey Status to Seller's
Education Journey - Successful

Change Journey Status - Loan Create...
Change the Contact’s Journey Status to Seller's
Education Journey - Successful

Change Journey Status - Loan Created
Change the Contact’s Journey Status to Seller's
Education Journey - Successful

Change Journey Status - Unsubscribed
Change the Contact's Journey Status to Seller's
Education Journey - Unsuccessful

BB

Remove Group - Potential Seller
Removed the Contact from the Potential Seller
group.

Remove Group - Potential Seller
Removed the Contact from the Potential Seller
group.

Remove Group - Potential Seller
Removed the Contact from the Potential Seller
group.

@ EXPERTCONTENT

Remove Group - Potential Seller
Removed the Contact from the Potential Seller
group.

TTTT

Assign Group - Unsubscribed
Assign the Contact to the Unsubscribed Contacts
group.

Remove From Journey
End the Journey.

Remove From Journey
End the Journey.

Remove From Journey
End the Journey

Remove From Journey
End the Journey.

Journey Notes:
» Configure offramp components with organization specific inline conditions, contact groups, and Outcomes.




Seller's Education -

Hello Linda,

If you've been thinking about selling your home but hesitating, you're not alone.
A recent survey of home sellers found that many of them share the same three
concerns:

1. Will | get the best price for my home?

2. How will I find my next home?

3. What if | find my next home before my current one
sells?

Those are the kinds of questions we help people answer every day — and we'd
like to help you, too. Let's look at these one at a time.

Your Home's Price. We can share current market data and recent sale
prices in your neighborhood, so you'll have a realistic picture of what your
home is worth right now. Having your home professionally inspected will also
help you decide on a fair price

Your Next Home. Finding your next home should be rewarding, not rushed. We
can help you begin locating potential homes as soon as your current home is
listed for sale. You'll have plenty of time to make a decision.

Your Financing Options. Wondering how you can put a down payment on your
next home before your current one sells? This may seem tricky, but it doesn't have
to be. We can recommend the best closing timeline so you can use the proceeds
from your current home's sale to close your next home purchase.

We work together to assist home sellers with selling their current home and
financing their next home. This means you can look forward to a smooth,
coordinated transition.

If you'd like to learn more about the assistance we can offer, we would love to
connect. There's no obligation — just a no-pressure chat so you can decide
what's next.

Warm regards,

Media Team Admin @
NMLS#: 12345

) : EXPERT
Office: (123) 456-7890 | Cell: (888) 838-8888 CONTENT

ExpertContent@TotalExpert.com

Expert Content
1234 Lake View Ave. Suite 600
Minneapolis, MN 55432

Email @ EXPERTCONTENT

Email Subject Line: Inside: solutions to the biggest home selling concerns

Hello {{recipient.f_name}},

If you've been thinking about selling your home but hesitating, you're not alone. A recent survey of home sellers found that many of
them share the same three concerns:

1. Willl get the best price for my home?
2. How will | find my next home?
3. Whatif | find my next home before my current one sells?

Those are the kinds of questions we help people answer every day —and we'd like to help you, too. Let's look at these one at a time.

Your Home's Price. We can share current market data and recent sale prices in your neighborhood, so you'll have a realistic picture of
what your home is worth right now. Having your home professionally inspected will also help you decide on a fair price.

Your Next Home. Finding your next home should be rewarding, not rushed. We can help you begin locating potential homes as soon as
your current home is listed for sale. You'll have plenty of time to make a decision.

Your Financing Options. Wondering how you can put a down payment on your next home before your current one sells? This may seem
tricky, but it doesn't have to be. We can recommend the best closing timeline so you can use the proceeds from your current home's
sale to close your next home purchase.

We work together to assist home sellers with selling their current home and financing their next home. This means you can look
forward to a smooth, coordinated transition.

If you'd like to learn more about the assistance we can offer, we would love to connect. There's no obligation — just a no-pressure chat
so you can decide what's next.

Warm regards,



Seller's Education -

Hello Linda,

Whether you're still considering a home sale or ready to proceed, it's a big
financial decision. Ve can help you during every stage of the process by
making it as easy and rewarding as possible.

One of the first questions many sellers ask is about home improvements, and if
they'll be necessary before they put their home on the market.

The honest answer is: it depends. Here's why.

Some upgrades are always worth it. For example, repainting your home's interiors
will most certainly deliver a positive Return On Investment, or ROI. Whatever you
spend on paint and supplies (or hiring a painter) will be recouped by a buyer who
appreciates the effort.

Improving your home's curb appeal is another upgrade to consider. First
impressions are important, and improvements to lawns and landscaping won't
break the bank.

Replacing a battered garage door is actually one of the best seller upgrades
— industry research has found that it delivers the highest ROI percentage.

Fast, inexpensive kitchen updates, such as replacing hardware and
cabinet pulls, or refinishing the cabinets, can also pay for themselves.

If you're thinking that bigger, pricier upgrades will pay off...be sure to
evaluate them thoroughly. These may turn into a loss for the seller. Some may
even reduce the number of potential buyers. Here's why.

Financing major renovations may seem like a reliable way to impress buyers.
However, these upgrades don't always recoup their costs. In addition to a low or
negative ROI, some may drive away potential buyers. For example, a kitchen with
chef's grade appliances may not interest a buyer who hates cooking and depends
on Doordash. A swimming pool may frighten buyers with children.

However, there's no need to fret. Every day, we help people with these and other
decisions. This gives us the opportunity to learn what today's buyers want in a
home...intel we'll share with you every step of the way.

Before you spend a dollar on repairs or renovations, let's talk. We'll help you
choose upgrades that pay you back with a smooth sale at a better price.

Media Team Admin @

NMLS#: 12345
EXPERT

Office: (123) 456-7890 | Cell: (888) 888-8888 CONTENT

ExpertContent@TotalExpert.com

Expert Content
1234 Lake View Ave. Suite 600
Minneapolis, MN 55432

Email @ EXPERTCONTENT

Email Subject Line: Why some homes sell faster without major upgrades

Hello {{recipient.f_name}},

Whether you're still considering a home sale or ready to proceed, it's a big financial decision. We can help you during every stage of the
process by making it as easy and rewarding as possible.

One of the first questions many sellers ask is about home improvements, and if they'll be necessary before they put their home on the
market.

The honest answer is: it depends. Here's why.

Some upgrades are always worth it. For example, repainting your home's interiors will most certainly deliver a positive Return On
Investment, or ROl. Whatever you spend on paint and supplies (or hiring a painter) will be recouped by a buyer who appreciates the
effort.

Improving your home's curb appeal is another upgrade to consider. First impressions are important, and improvements to lawns and
landscaping won't break the bank.

Replacing a battered garage door is actually one of the best seller upgrades — industry research has found that it delivers the highest
ROl percentage.

Fast, inexpensive kitchen updates, such as replacing hardware and cabinet pulls, or refinishing the cabinets, can also pay for
themselves.

If you're thinking that bigger, pricier upgrades will pay off...be sure to evaluate them thoroughly. These may turn into a loss for the
seller. Some may even reduce the number of potential buyers. Here's why.

Financing major renovations may seem like a reliable way to impress buyers. However, these upgrades don't always recoup their costs.
In addition to alow or negative ROI, some may drive away potential buyers. For example, a kitchen with chef's grade appliances may
not interest a buyer who hates cooking and depends on Doordash. A swimming pool may frighten buyers with children.

However, there's no need to fret. Every day, we help people with these and other decisions. This gives us the opportunity to learn what
today's buyers want in a home...intel we'll share with you every step of the way.

Before you spend a dollar on repairs or renovations, let's talk. We'll help you choose upgrades that pay you back with a smooth sale at a
better price.



Seller's Education -

Hello Linda,

We're back with tips to help you sell your home quickly, at the right price.

Preparing your home for Open Houses and viewings may seem overwhelming, but
it doesn't have to be. Instead, here's a checklist to help ensure you don't forget
anything. Just print it out when you're ready to begin. We've arranged the "to do”
items in the same order as a potential buyer may encounter them

O Mow the lawn, weed flower beds and trim any shrubs and trees.
O Power wash any siding, clean windows, and clear out the gutters.

O Repaint the front door, paint or replace the mailbox, and add a new
doormat

O Visitors shouldn't encounter pet smells or cverpowering air fresheners when
they enter. A subtle familiar smell, such as coffee or cookies baking, can be
aplus.

O Decluttering is one of the most important steps. It shows off every room's
potential and often makes them appear bigger.

O Some buyers will check out closets to see if they're the right size, so de-
clutter these as well

O Every room should be thoroughly cleaned, including walls and windows. If
you have carpets, you may want to hire a professional cleaning service.

O Turn on the lights and open the blinds or curtains. Sun-filled, bright rooms
appear bigger while highlighting the room's best features.

O Put away kitchen appliances that you don't use every day. For example,
coffee makers can stay out, but you may want to put blenders and air fryers
away.

O Store personal items such as framed family photos and eccentric decor.
Otherwise, buyers may subconsciously feel as if they're intruding

O Instead of putting boxes of stored items to the garage or basement, keep
these areas clear by renting a small storage unit.

O Remove pet beds, dishes and cat litter boxes. Ideally, pets will enjoy a day
off at a friend's house or day care.

When you're finished, it's a good idea to invite a friend or neighbor for a walk-
through. They may spot one or more areas that still need attention.
Remember, we're both ready to share our knowledge of your neighborhood real

estate market with you. Call us with questions, or to discuss your home sale in
more detail. (Agent can add offer of the Open House checklist flyer here)

Media Team Admin @
NMLS#: 12345
Office: (123) 456-7890 | Cell: (888) 888-8888 E?\(NPTEERN:IF

ExpertContent@TotalExpert.com

Expert Content
1234 Lake View Ave. Suite 600
Minneapolis, MN 55432

f X in @

Email @ EXPERTCONTENT

Email Subject Line: Greet Potential Buyers with an Irresistible Home

Hello {{recipient.f_name}},
We're back with tips to help you sell your home quickly, at the right price.

Preparing your home for Open Houses and viewings may seem overwhelming, but it doesn't have to be. Instead, here's a checklist to
help ensure you don't forget anything. Just print it out when you're ready to begin. We've arranged the "to do" items in the same order
as a potential buyer may encounter them.

Mow the lawn, weed flower beds and trim any shrubs and trees.

Power wash any siding, clean windows, and clear out the gutters.

Repaint the front door, paint or replace the mailbox, and add a new doormat.

Visitors shouldn't encounter pet smells or overpowering air fresheners when they enter. A subtle familiar smell, such as coffee or
cookies baking, can be a plus.

Decluttering is one of the most important steps. It shows off every room's potential and often makes them appear bigger.

Some buyers will check out closets to see if they're the right size, so de-clutter these as well.

Every room should be thoroughly cleaned, including walls and windows. If you have carpets, you may want to hire a professional
cleaning service.

Turn on the lights and open the blinds or curtains. Sun-filled, bright rooms appear bigger while highlighting the room's best
features.

Put away kitchen appliances that you don't use every day. For example, coffee makers can stay out, but you may want to put
blenders and air fryers away.

Store personal items such as framed family photos and eccentric decor. Otherwise, buyers may subconsciously feel as if they're
intruding.

Instead of putting boxes of stored items to the garage or basement, keep these areas clear by renting a small storage unit.
Remove pet beds, dishes and cat litter boxes. Ideally, pets will enjoy a day off at a friend's house or day care.

o0 0 0O 0 OO0 pOoO0o

When you're finished, it's a good idea to invite a friend or neighbor for a walk-through. They may spot one or more areas that still need
attention.

Remember, we're both ready to share our knowledge of your neighborhood real estate market with you. Call us with questions, or to
discuss your home sale in more detail. (Agent can add offer of the Open House checklist flyer here)



Seller's Education -

Hello Linda,

Even before you decided to sell your home, you probably wondered how much it
was worth in today's market. Pricing a home can be a tricky decision — you'll want
to get the best price, but don't want to wait months for your home to sell.

Here's what goes into that number.
Understanding Fair Market Value

You've probably already heard the phrase fair market value before but may not
know how it's determined. It's based on several factors, including:

« Recent sales of homes similar to yours in your
« neighborhood; Your home's condition and features; and
« How many other homes similar to yours are for sale
now.
Fair market value isn't based on what you paid for your home, any renovations
you've carried out, or what your cousin got when he sold his place in 2021.

Why Overpricing Can Be Expensive

If you're tempted to push the price higher, hoping the right buyer will pay above
market value, it can actually backfire.

« Buyer interest peaks during the first weeks it's available, and most will choose
to view the most affordable ones first.

- Overpriced homes tend to stagnate, causing buyers to assume that there may
be major problems that previous viewers have spotted.

« Even if you decide to lower the price after a month or so, the time it's already
spent on the market tends to deter buyers.

Needless to say, the longer you wait for a buyer, the more stressed you'll become.
Let's Talk Pricing...and More

As areal estate agent and mortgage loan officer working together, we can guide
you through pricing, preparing your home for viewing, and making sure every
buyer who walks through your door is already pre-qualified.

We'd love to chat - just call us and we'll set up an informal meeting. Please don't
hesitate to reach out with any questions.

Media Team Admin
NMLS#: 12345
EXPERT

Office: (123) 456-7890 | Cell: (888) 888-8888 CONTENT

ExpertContent@TotalExpert.com

Expert Content
1234 Lake View Ave. Suite 600
Minneapolis, MN 55432

X in @

Email @ EXPERTCONTENT

Email Subject Line: Thinking About Selling? Here's How Pricing Works.

Hello {{recipient.f_name}},

Even before you decided to sell your home, you probably wondered how much it was worth in today's market. Pricing a home can be a
tricky decision — you'll want to get the best price, but don't want to wait months for your home to sell.

Here's what goes into that number.
Understanding Fair Market Value

You've probably already heard the phrase fair market value before but may not know how it's determined. It's based on several factors,
including:

Recent sales of homes similar to yours in your neighborhood;

Your home's condition and features; and

How many other homes similar to yours are for sale now.

Fair market value isn't based on what you paid for your home, any renovations you've carried out, or what your cousin got when he sold
his place in 2021.

Why Overpricing Can Be Expensive

If you're tempted to push the price higher, hoping the right buyer will pay above market value, it can actually backfire.

Buyer interest peaks during the first weeks it's available, and most will choose to view the most affordable ones first.

Overpriced homes tend to stagnate, causing buyers to assume that there may be major problems that previous viewers have spotted.
Even if you decide to lower the price after a month or so, the time it's already spent on the market tends to deter buyers.

Needless to say, the longer you wait for a buyer, the more stressed you'll become.

Let's Talk Pricing...and More

As areal estate agent and mortgage loan officer working together, we can guide you through pricing, preparing your home for viewing,
and making sure every buyer who walks through your door is already pre-qualified.

We'd love to chat - just call us and we'll set up an informal meeting. Please don't hesitate to reach out with any questions.



Seller's Education -

Hello {{recipient.f_name}},

If you're planning to buy a new home after you sell your current one, you may be
wondering what to do if you spot your next home...that place you've been dreaming
about...with a FOR SALE sign in the yard.

Instead of wishing you'd already sold your home, a bridge loan could help you
make that dream home yours before you sell your current one.

What's a bridge loan?

It's a short-term financing solution that enables you to buy your next home before
your current one sells.

It also helps you avoid moving from your current home to a temporary home, and
then to your new home. Who wants to move twice if they don't have to?

A bridge loan might involve cashing out some of your current home's equity and
using it for a down payment on your next home. Or you may qualify for taking out a
bigger mortgage for the new home.

Bridge loans usually have shorter terms of up to 12 months.

Repayment schedules vary. For example, you could make interest-only payments
until your home sells and settle the balance afterwards.

Want to learn more?

Invest just a few minutes in a no-obligation talk. We'll answer all your questions and
help you decide if a bridge loan is right for you.

Media Team Admin @
NMLS # 12345
Office: (123) 456-7890 | Cell: (888) 835-8588 fEV)‘(J\IPTEFRNTT

ExpertContent@TotalExpert.com

Expert Content
1234 Lake View Ave. Suite 600
Minneapolis, MN 55432
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Email (Optional)  @EXPERTCONTENT

Email Subject Line: All About Bridge Loans

Hello {{recipient.f_name}},

If you're planning to buy a new home after you sell your current one, you may be wondering what to do if you spot your next home...that
place you've been dreaming about...with a FOR SALE sign in the yard.

Instead of wishing you'd already sold your home, a bridge loan could help you make that dream home yours before you sell your current

one.
What's a bridge loan?
It's a short-term financing solution that enables you to buy your next home before your current one sells.

It also helps you avoid moving from your current home to a temporary home, and then to your new home. Who wants to move twice if
they don't have to?

A bridge loan might involve cashing out some of your current home's equity and using it for a down payment on your next home. Or you
may qualify for taking out a bigger mortgage for the new home.

Bridge loans usually have shorter terms of up to 12 months.

Repayment schedules vary. For example, you could make interest-only payments until your home sells and settle the balance
afterwards.

Want to learn more?

Invest just a few minutes in a no-obligation talk. We'll answer all your questions and help you decide if a bridge loan is right for you.

*Note: This email is published to the Expert Content email gallery and titled “EC - Seller's Education - Bridge Loan FAQ Email”. It can be added to the

journey or used as a direct send.



Seller’'s Education - SMS @ EXPERTCONTENT

i SMS: Thinking of Selling?
i Hey {{recipient.f_name}} - it's {{sender.f_name}} with {{sender.company}}. If you're thinking of selling your
I home this year, it doesn't have to be stressful. Call me to learn how a little advance preparation can make a

10



Seller's Education - Flyers
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Two simple steps for an easier home sale.
Let us help you make this a stress-free process.

This will tell you all about your home's condition,
including items that need repairs. This makes it
easier for you to budget for making these repairs
before a sale and to negotiate a fair price.

If you decide to sell "as is", you'll have a good idea
of the potential pre-sale costs, as repairs will be
described in the inspection report.

This will uncover forgotten liens, ownership
disputes, boundary issues, and outstanding taxes
that could delay a sale.

After these two steps, you'll be ready to take the
next one. We'll help you make the sale go smoothly
by guiding you on the best price for your home and
preparing to meet prospective buyers.

Media Team Admin
Marketing | NMLS#: 12345

/  Office: (123) 456-7890 | Cell: (888) 888-8888
ExpertContent@TotalExpert.com
‘W expertcontent.com

1234 Lake View Ave,, Suite 600 Minneapolis, MN 55432

EXPERT

Jenna Agent
Real Estate Agent | License#: 867530901

Office: (987) 654-3210 | Cell: (123) 456-7890
testagent@generalfirmrealestate.com
www.samplotestweb.com

4567 Mechanicsville Road, Suite 100 Mechanicsville, CT 66154
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EC - Tips for a Successful
Home Sale Flyer - CB - 1313
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Your Open House Checklist ¥t
CONTENT

Simple steps to help your home shine for buyers.

Entire Home
O Deep clean every room, including carpets, walls and windows.

O Remove all clutter by putting non-essential items in separate boxes for each room.

O Store personal photographs. These can make visitors feel as if they're intruders.

O Remove valuables such as laptops, jewelry and firearms before viewings begin.

O Remove pet beds, toys, cat litter boxes and similar items.

Entry Areas

O Sweep the porch and add a new, attractive welcome mat

O Seasonal decor, such as a door wreath, adds a friendly, welcoming touch

Kitchen

O Clean all cabinet and pantry interiors. Remove dishes from the dishwasher and drying rack.
0 Remove non-essential appliances. A coffee maker can stay, stored everything else.

0O Displaying color-coordinated, high-end cookware creates an atmosphere of quality and Luxury.
Bedrooms

O De-clutter the closets. Buyers will want to determine if their own wardrobes will fit.

0 Use baskets or bins to store toys, books and games in children's bedrooms.

Bathrooms

O Remove all personal products and make sure shower curtains are clean.

Finishing Touches

O Display one or two floral arrangements around the home.

O Offer fresh baked cookies or coffee to visitors.

O If you have a dining room, set the table with your best china and silverware.

O An air purifier can help remove cooking smells and pet odors from the home.

0 Open all blinds and curtains.

Media Team Admin
Marketing | NMLS#: 12345

Office: (123) 456-7890 | Cell: (888) 888-8888
ExpertContent@TotalExpert.com testagent@generalfimrealestate.com
www.expertcontent.com wow sampletestweb.com

1234 Lake View Ave, Suite 600 Minneapolis, MN 55432 4567 Mechanicsville Road, Suite 100 Mechanicsville, CT 66154

Jenna Agent
Real Estate Agent | License#: 867530901
Office: (987) 654-3210 | Cell: (123) 456-7890

Generalfim

EXPERT Real Estate

prine pert Content prin pieces. This i your dfault pint isclaimer. Navigate o Manage arketing > Disclaimers,

EC - Open House Checklist
Flyer-CB - 1314
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Seller’'s Education - Postcards @ EXPERT CONTENT
Direct mail and non-direct mail options

EXPERT
NTENT

Are you hesitating to sell your
home because of one of these

top seller concerns?

1. Competitive pricing
2. House hunting
3. Ideal timing

These are the questions we help people answer every day.
1. Your Home's Price: We'll share market data and details of
recent, local sales, so you know your home's current value.

2. Your Next Home: We'll help you start viewing potential
homes as soon as your current home is listed for sale. You'll
have plenty of time find the ideal property.

3. Your Financing Options: We'll arrange a closing timeline that
enables you to use the proceeds from your current home's sale
for your next home purchase.

We work together to assist homeowners with selling their
current home and financing their next one...smoothly and
with less stress.

If you'd like to learn more about the
assistance we can offer, let's connect.

Media Team Admin

Marketing | NMLS #12345

0(123) 456-7890

S EXPERT
ExpertContent@TotalExpert.com .
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Do you know which home upgrades bring you the most value when selling?

To Remodel
or Not to
Remodel?

Some upgrades are always worth it For
example, repainting your home's interiors
will most certainly deliver a positive
Return On Investment, or ROI. Whatever
you spend on paint and supplies (or hiring
a painter) will be recouped by a buyer
who appreciates the effort.

One question many sellers ask is about home Expert Content

. . ” 1234 Lake View Ave.
improvements, and if they'll be necessary before they put  suite 600

their home on the market. The honest answer: it Mimneaplis N 55152
depends. Contact us and we'll help you make smart

decisions through each stage of the home sale process.
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Seller’s Education - Postcards
Direct mail and non-direct mail options

IF THE PRICE IS
RIGHT, BUYERS
WILL COME.

As a real estate agent and mortgage loan officer working
together, we can guide you through pricing, preparing
your home for viewing, and making sure every buyer who
walks through your door is already pre-qualified.

Expert Content

1234 Lake View Ave

Suite 600

Minneapolis, MN 55432
We'd love to chat - just call us and we'll set up an informal

meeting. Please don't hesitate to reach out with any questions.

Media Team Admin
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Tips for a successful, stress-free home sale.

Two simple
steps for an
easier home sale.

1. Arrange a pre-sale home inspection.
This will tell you all about your home's
condition, including necessary repairs.

2. Order a title search. This will uncover
forgotten liens, ownership disputes,
boundary issues, and outstanding taxes.

EC - PricingaHome for Sale - DMPC
9x6 - CB-1311

EC - Pricinga Home for Sale - NDM 9x6

-CB-13M

EX‘PERT

After these two steps, you'll be ready to take the next fxxgilcz-:;?;ﬁwA"
one. We'll help you make the sale go smoothly by guiding  suite s00

you on the best price for your home and preparing to Winnegpolis;MN 55452
meet prospective buyers. If you'd like more information,

such as preparing your home for sale, contact us today.
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Seller’'s Education - Social Media @ EXPERTCONTENT

EC - Seller's Education - Concerned About Selling Social - 1315
Planning to sell your home this year? You may need help with:

& Getting the best price while selling quickly

1 Locating your next home at the right time

# Strategies for financing your next home

Instead of worrying about these, contact me to learn how you can start planning ahead. |
can also share contact details of local real estate professionals.

EC - Seller's Education - Pre-Sale Upgrades Social - 1316

Decluttering will help sell your home, but major upgrades and renovations may not appeal

to all buyers. For example:

% Renovating your kitchen won't impress buyers who rely on Doordash.
i Addinga pool may cause concerns for families with small children.
# A garage conversion will disappoint buyers who want a home for their vehicles.

Want to find out what buyers in your neighborhood are looking for? Contact me and I'll
connect you with a local real estate professional.
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Seller's Education - Social Media
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@ EXPERTCONTENT

EC - Seller's Education - Open House Checklist Social - 1317

Planning to put your home on the market? Preparing for your first Open House will be
easier when you have an Open House Prep Checklist. Contact me for your free Checklist
and contact details of local real estate professionals.

EC - Seller's Education - Pricing a Home for Sale Social - 1318

Sellingahome isabigdeal, especially when it comes to pricing. But do you know what fair
market prices are for homes in your neighborhood? What about strategies that balance
healthy profits and fast sales? (Hint: | have the answers.)

**Consider adding this CTA if excluding X from social network settings:
Contact me to learn more. | can also connect you to a local real estate agent who's familiar

with your neighborhood.
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