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I ' m  G r e g  D ' A m i c o ,  a  R e a l t o r  s e r v i n g  P h i l a d e l p h i a  a n d

S o u t h  J e r s e y .  I  c r e a t e d  t h i s  g u i d e  t o  g i v e  y o u  a  c l e a r

u n d e r s t a n d i n g  o f  w h a t  t o  e x p e c t  t h r o u g h o u t  t h e  s e l l i n g

p r o c e s s .

Nice To Meet You!

M y  g o a l  i s  s i m p l e :  t o  h e l p  y o u  s e l l  y o u r  h o m e  w i t h

c o n f i d e n c e ,  m a x i m i z e  y o u r  s a l e  p r i c e  a n d  m a k e  t h e

p r o c e s s  a s  s m o o t h  a s  p o s s i b l e .

I  b e l i e v e  i n f o r m e d  c l i e n t s

m a k e  t h e  b e s t  d e c i s i o n s .

M y  j o b  i s  t o  e d u c a t e  y o u ,

a d v o c a t e  f o r  y o u r  g o a l s

a n d  m a k e  s e l l i n g  y o u r

h o m e  f e e l  a s  s m o o t h  a n d

s t r e s s  f r e e  a s  p o s s i b l e .

L e t ' s  g e t  s t a r t e d !

✓  H o n e s t  a d v i c e

✓  S t r a t e g i c  p r i c i n g

✓  S t r o n g  n e g o t i a t i o n

✓  C o m m u n i c a t i o n

✓  L o c a l  e x p e r t i s e

✓  H a n d s  o n  s e r v i c e

T H A N K  Y O U  F O R  C O N S I D E R I N G  M E
T O  H E L P  S E L L  Y O U R  H O M E

W H A T  Y O U  C A N  E X P E C T  F R O M  M E



Meet Your Selling Team

S e l l i n g  a  h o m e  i n v o l v e s  a  l o t  o f  m o v i n g  p a r t s .  I ' l l  r e m a i n  y o u r
p r i m a r y  p o i n t  o f  c o n t a c t  t h r o u g h o u t  t h e  p r o c e s s ,  b u t  y o u
w o n ' t  b e  w o r k i n g  w i t h  m e  a l o n e .

JOELLE LAVIN
EXECUTIVE ADMINISTRATIVE ASSISTANT

JAMIE REUTZEL
REALTOR

B e t t y a n n e  S a m a r c o  
R o b e r t  S c o t t  ( P A )
A r l e n e  V o l p e  ( N J )

A  T E A M  A P P R O A C H  T O  A  S M O O T H E R  T R A N S A C T I O N

M y  b u s i n e s s  p a r t n e r  w h o  h e l p s  w i t h
c o n t r a c t s ,  i n s p e c t i o n s ,  n e g o t i a t i o n s ,
p a p e r w o r k ,  v e n d o r s  a n d  o t h e r  t r a n s a c t i o n
d e t a i l s .

O u r  t r a n s a c t i o n  c o o r d i n a t o r  w h o  m a n a g e s
d e a d l i n e s ,  p a p e r w o r k ,  r e m i n d e r s  a n d  d a y  t o
d a y  c o m m u n i c a t i o n .

O u r  c l o s i n g  t e a m  h e l p s  c o o r d i n a t e  t i t l e ,
s e t t l e m e n t ,  s c h e d u l i n g  a n d  f i n a l  c l o s i n g
d o c u m e n t s .

YOUR CLOSING TEAM



3 Ways Our
Conversation
Could Go
L E T ' S  F I N D  O U T  I F  W E ' R E
T H E  R I G H T  F I T  F O R  E A C H
O T H E R

We Decide To Move
Forward Together
I f  w e ' r e  b o t h  c o n f i d e n t  I ' m  t h e
r i g h t  a g e n t  t o  h e l p  y o u
a c h i e v e  y o u r  g o a l s ,  w e ' l l  m o v e
f o r w a r d  t o g e t h e r .

You Decide Another Agent
Is A better Fit
T h a t ' s  c o m p l e t e l y  o k a y .  I  w a n t
y o u  t o  h i r e  t h e  a g e n t  y o u  t r u s t
m o s t .

I f  I  d o n ' t  b e l i e v e  I ' m  t h e  r i g h t
f i t  f o r  y o u r  g o a l s ,  I ' l l  t e l l  y o u
h o n e s t l y  a n d  e x p l a i n  w h y .

B y  t h e  e n d  o f  o u r  m e e t i n g ,  o n e
o f  t h r e e  t h i n g s  w i l l  h a p p e n :

I May Recommend A
Different Strategy



Preparing For
The Market

Buyers begin forming opinions the
moment they walk through the door .  A
clean,  wel l  presented home helps them
focus on i ts  best  features,  not  i ts  f laws.

First Impressions

A clean,  organized home feels  larger
and better  maintained.  Removing
excess furniture & personal  i tems helps
buyers  imagine themselves l iv ing there.

Clean & Declutter

Addressing the r ight  repairs  before
l ist ing can improve your  home's
presentat ion & reduce buyer  concerns.

I  may recommend a pre- l ist ing
inspect ion to uncover  potent ial  issues
before buyers  do.  This  gives us the
opportunity  to address important  i tems
strategical ly  & reduce surpr ises during
the transact ion.

Repairs & Pre-Listing Inspection

S M A L L  I M P R O V E M E N T S  C A N
M A K E  A  B I G  D I F F E R E N C E

We'l l  ident i fy  the improvements that
matter  most  & skip the ones that
don't .



Your Selling Journey
E V E R Y  S A L E  I S  U N I Q U E ,  B U T  H E R E ' S  W H A T  A  T Y P I C A L

S E L L I N G  T I M E L I N E  C A N  L O O K  L I K E

E v e r y  s a l e  i s  u n i q u e ,  b u t  h e r e ' s  w h a t  a  t y p i c a l  s e l l i n g  t i m e l i n e
c a n  l o o k  l i k e .  T i m i n g  c a n  v a r y  b a s e d  o n  t h e  p r o p e r t y ,  m a r k e t
c o n d i t i o n s ,  b u y e r  f i n a n c i n g  a n d  c o n t r a c t  t e r m s .

0 1  P r e p a r e  Y o u r  H o m e  ( 1 – 2  w e e k s )
I ' l l  h e l p  y o u  p r i o r i t i z e  t h e  i m p r o v e m e n t s  t h a t  w i l l  m a k e  t h e
b i g g e s t  i m p a c t  b e f o r e  w e  g o  l i v e .

0 2  P r o f e s s i o n a l  P h o t o g r a p h y
I  c o o r d i n a t e  p r o f e s s i o n a l  p h o t o g r a p h y  &  m a r k e t i n g  m a t e r i a l s
t o  s h o w c a s e  y o u r  h o m e .

0 3  L a u n c h  Y o u r  L i s t i n g
Y o u r  h o m e  i s  l a u n c h e d  o n  t h e  M L S  &  a l l  m a j o r  r e a l  e s t a t e
w e b s i t e s .  

0 4  S h o w i n g s  &  O p e n  H o u s e s  ( f i r s t  1 – 2  w e e k s )
I ' l l  c o o r d i n a t e  s h o w i n g s ,  g a t h e r  b u y e r  f e e d b a c k  &  k e e p
y o u  i n f o r m e d  e v e r y  s t e p  o f  t h e  w a y .

0 5  R e v i e w  O f f e r s
W e ' l l  r e v i e w  e v e r y  o f f e r  t o g e t h e r  &  n e g o t i a t e  t h e  b e s t  p r i c e
a n d  t h e  s t r o n g e s t  o v e r a l l  t e r m s .

0 6  U n d e r  C o n t r a c t
I ' l l  g u i d e  y o u  t h r o u g h  i n s p e c t i o n s ,  a p p r a i s a l ,  f i n a n c i n g  &
e v e r y  m i l e s t o n e  u n t i l  c l o s i n g .

0 7  C l o s i n g  ( a b o u t  3 0 – 4 5  d a y s  a f t e r  g o i n g  u n d e r  c o n t r a c t )
I ' l l  c o o r d i n a t e  w i t h  a l l  p a r t i e s  t o  h e l p  m a k e  y o u r  c l o s i n g  d a y
a s  s m o o t h  &  s t r e s s  f r e e  a s  p o s s i b l e .



A  M A R K E T I N G  S T R A T E G Y  D E S I G N E D  T O  G E T  Y O U R
H O M E  N O T I C E D

Showcasing Your Home

Professional Presentation
Y o u r  h o m e  h a s  o n e  c h a n c e  t o
m a k e  a  f i r s t  i m p r e s s i o n .
P r o f e s s i o n a l  p r e s e n t a t i o n  h e l p s  i t
s t a n d  o u t :

P r o f e s s i o n a l  p h o t o g r a p h y
F l o o r  P l a n s
V i d e o  &  V i r t u a l  T o u r s
L i s t i n g  D e s c r i p t i o n s  t h a t  t e l l
y o u r  h o m e ' s  s t o r y

Digital Exposure
T o d a y ' s  b u y e r s  s t a r t  t h e i r  s e a r c h
o n l i n e .  Y o u r  h o m e  i s  p r o m o t e d
w h e r e  t h e y ' r e  a l r e a d y  l o o k i n g .

M L S  &  m a j o r  r e a l  e s t a t e  s i t e s
S o c i a l  m e d i a  m a r k e t i n g
E m a i l  m a r k e t i n g

Relationships Matter
S o m e  o f  t h e  s t r o n g e s t  b u y e r s
c o m e  t h r o u g h  r e l a t i o n s h i p s ,  n o t
j u s t  w e b s i t e s .

B r o k e r  o p e n  h o u s e s
A g e n t  n e t w o r k i n g
B u y e r  d a t a b a s e  o u t r e a c h
P r i v a t e  s h o w i n g s  &  f e e d b a c k



Price & Buyer Exposure
H O W  P R I C I N G  A F F E C T S  T H E  N U M B E R  O F

B U Y E R S  Y O U  R E A C H

Overpriced

Slightly
Overpriced

Ideal Pricing
Range

Competitive
Pricing

High Buyer
Interest

Limited
Exposure

Reduced
Exposure

Strong
Exposure

Very Strong
Exposure

Maximum
Exposure

P r i c i n g  i s n ' t  a b o u t  b e i n g  t h e  l o w e s t  p r i c e d  h o m e .  I t ' s  a b o u t
p o s i t i o n i n g  y o u r  h o m e  w h e r e  t h e  g r e a t e s t  n u m b e r  o f
q u a l i f i e d  b u y e r s  w i l l  s e e  i t ,  c o n s i d e r  i t  a n d  c o m p e t e  f o r  i t .

T h e  g o a l  i s n ' t  t o  p r i c e  l o w ,  i t ' s  t o  p r i c e  w h e r e  y o u ' l l  a t t r a c t
t h e  g r e a t e s t  n u m b e r  o f  q u a l i f i e d  b u y e r s .

I l l u s t r a t i o n  s h o w i n g  h o w  p r i c i n g  c a n  i n f l u e n c e  b u y e r  e x p o s u r e .



H O W  I  D E T E R M I N E  T H E  R I G H T  P R I C E  F O R  Y O U R  H O M E

Let's Talk Pricing

The pr ice we choose on day one has
the biggest  impact  on your  home's
success.
A competi t ive pr ice attracts  more
buyers,  generates stronger  interest  &
creates the best  opportunity  for  strong
offers .

The most  buyer  interest  happens
during the f i rst  few weeks on the
market .
Overpr icing reduces showings and
can lead to longer  t ime on market .
Pr ice reductions often weaken
negotiat ing leverage.
Strategic pr ic ing is  about  attract ing
the r ight  buyers ,  not  s imply l ist ing
at  the highest  pr ice.

Pricing Your Home for Success

Why Pricing Matters

Pricing recommendations are based on
recent  comparable sales,  current
competi t ion & today's  market
condit ions.  

My Approach

Our goal  isn ' t  to  chase the market .
I t 's  to  posit ion your  home correct ly
from day one.



A  S T R A T E G Y  D E S I G N E D  T O  A T T R A C T  M O R E  Q U A L I F I E D
B U Y E R S  A N D  S T R O N G E R  O F F E R S

Reaching More Qualified Buyers

O f f e r i n g  a  B u y e r  B r o k e r
C o n c e s s i o n  u p f r o n t  h e l p s  y o u r
h o m e  a p p e a l  t o  m o r e  q u a l i f i e d
b u y e r s  &  g i v e s  u s  a n  a d v a n t a g e
w h e n  m a r k e t i n g  y o u r  p r o p e r t y .

O u r  t y p i c a l  l i s t i n g  s t r a t e g y
i n c l u d e s  a  2 . 5 %  l i s t i n g  f e e  a n d
a  2 . 5 %  B u y e r  B r o k e r
C o n c e s s i o n  d e s i g n e d  t o
m a x i m i z e  e x p o s u r e  a n d  a t t r a c t
m o r e  q u a l i f i e d  b u y e r s .

E x p a n d s  y o u r  b u y e r  p o o l
G i v e s  b u y e r s  g r e a t e r
f l e x i b i l i t y
E n c o u r a g e s  s t r o n g e r  o f f e r s
C r e a t e s  a n o t h e r  m a r k e t i n g
a d v a n t a g e

A n y  B u y e r  B r o k e r  C o n c e s s i o n
i s  n e g o t i a b l e  &  w i l l  b e
d i s c u s s e d  w i t h  y o u  a s  p a r t  o f
y o u r  o v e r a l l  s a l e  s t r a t e g y .

Why This Strategy Works

Recommended Listing Strategy



Understanding Your Net Proceeds
U N D E R S T A N D I N G  Y O U R  S E L L E R  C L O S I N G  C O S T S

Example Sale Price

Listing Fee (2.5%)

Suggested Buyer Broker Concession (2.5%)

Philadelphia Transfer Tax (Seller Portion 2.289%)

Example Mortgage Payoff

Estimated Cash to Seller

$550,000.00

$13,750.00

$13,750.00

$12,590.00

$350,000.00

$159,910.00

I l l u s t r a t i o n  o n l y .  A c t u a l  p r o c e e d s  v a r y  b a s e d  o n  s a l e  p r i c e ,  m o r t g a g e
p a y o f f ,  n e g o t i a t e d  t e r m s ,  t a x e s  a n d  c l o s i n g  c o s t s .

E v e r y  s a l e  i s  d i f f e r e n t ,  b u t  t h i s  e x a m p l e  s h o w s  h o w  s e l l e r
p r o c e e d s  a r e  t y p i c a l l y  c a l c u l a t e d  a n d  t h e  c o m m o n  e x p e n s e s
d e d u c t e d  a t  c l o s i n g .

S o u t h  J e r s e y  S e l l e r s :  N e w  J e r s e y  t r a n s f e r  t a x e s  a r e
c a l c u l a t e d  d i f f e r e n t l y  t h a n  P e n n s y l v a n i a ' s  a n d  v a r y  b a s e d  o n
t h e  s a l e  p r i c e  a n d  o t h e r  f a c t o r s .

P h i l a d e l p h i a  S e l l e r s :  P h i l a d e l p h i a ' s  T r a n s f e r  T a x  i s  4 . 5 7 8 %
a n d  i s  s p l i t  e v e n l y  b e t w e e n  t h e  b u y e r  a n d  s e l l e r .  I n  m o s t
t r a n s a c t i o n s ,  t h e  s e l l e r  p a y s  2 . 2 8 9 %  o f  t h e  p u r c h a s e  p r i c e .

Example Sale (Philadelphia)

B e f o r e  w e  l i s t  y o u r  h o m e ,  I ' l l  p r e p a r e  a  p e r s o n a l i z e d  n e t
p r o c e e d s  e s t i m a t e  b a s e d  o n  y o u r  h o m e ' s  v a l u e ,  y o u r
m o r t g a g e  p a y o f f  a n d  y o u r  e x p e c t e d  c l o s i n g  c o s t s .



Local Home Professionals

G r o o v y  H u e s
F r e s h  p a i n t  t o  b r i g h t e n  y o u r
h o m e  a n d  c r e a t e  a  c l e a n  f i r s t
i m p r e s s i o n .

Painter

T R U S T E D  L O C A L  P R O F E S S I O N A L S  T O  H E L P  Y O U
P R E P A R E  F O R  T H E  M A R K E T

S t e p h e n ' s  J u n k  R e m o v a l
D e c l u t t e r i n g  a n d  h a u l i n g  t o
m a x i m i z e  s p a c e  a n d  p r e p a r e
f o r  p h o t o g r a p h y .

Junk Removal

M a g g i e ’ s  M a g i c  T o u c h
D e e p  c l e a n i n g  b e f o r e
p h o t o g r a p h y ,  s h o w i n g s  a n d
o p e n  h o u s e s .

Cleaning Services

M r  H a n d y m a n
S m a l l  r e p a i r s ,  t o u c h  u p s  a n d
d e f e r r e d  m a i n t e n a n c e  b e f o r e
l i s t i n g .

Handyman

P r e p a r i n g  y o u r  h o m e  d o e s n ' t  h a v e  t o  b e  o v e r w h e l m i n g .  I  w o r k
w i t h  t r u s t e d  l o c a l  p r o f e s s i o n a l s  a n d  a m  h a p p y  t o  c o n n e c t  y o u
w i t h  t h e  r i g h t  p e o p l e  t o  h e l p  g e t  y o u r  h o m e  m a r k e t  r e a d y .

  E X P LO R E  M Y  F U L L  V E N D O R  D I R E CTO R Y  →   

https://docs.google.com/spreadsheets/d/1DMpvguAeWOTzdOkuNmOYh0VhXLBjowIfy30darIN024/edit?usp=sharing
https://docs.google.com/spreadsheets/d/1DMpvguAeWOTzdOkuNmOYh0VhXLBjowIfy30darIN024/edit?usp=sharing
https://docs.google.com/spreadsheets/d/1DMpvguAeWOTzdOkuNmOYh0VhXLBjowIfy30darIN024/edit?usp=sharing


Understanding Today's Buyers
T O D A Y ' S  B U Y E R S  A R E N ' T  I M P O S S I B L E

T H E Y ' R E  J U S T  M O R E  I N T E N T I O N A L

M o n t h l y  p a y m e n t s  m a t t e r .  B u y e r s  a r e  p a y i n g  c l o s e  a t t e n t i o n
t o  a f f o r d a b i l i t y  a n d  t h e  o v e r a l l  c o s t  o f  o w n e r s h i p  a n d  h o m e s
t h a t  f e e l  m o v e  i n  r e a d y  c a n  s t a n d  o u t .

T h e y ' r e  c o m p a r i n g  h o m e s  o n l i n e  b e f o r e  s c h e d u l i n g  a
s h o w i n g .  S t r o n g  p r e s e n t a t i o n ,  t h o u g h t f u l  i m p r o v e m e n t s  a n d
p r o p e r  p r i c i n g  c a n  m a k e  a  m e a n i n g f u l  d i f f e r e n c e .

M a n y  b u y e r s  c o n t i n u e  t o  u s e  i n s p e c t i o n  c o n t i n g e n c i e s ,
m a k i n g  i t  v a l u a b l e  t o  u n d e r s t a n d  y o u r  h o m e ' s  c o n d i t i o n
b e f o r e  y o u  g o  t o  m a r k e t .

A  h o m e  t h a t  f e e l s  c l e a n ,  c a r e d  f o r  a n d  a p p r o p r i a t e l y  p r i c e d
g i v e s  b u y e r s  m o r e  c o n f i d e n c e  w h e n  i t ' s  t i m e  t o  m a k e  a n  o f f e r .

Buyers are Payment Conscious

Buyers Expect Value

Inspections Matter

Confidence Wins



T H E  F I R S T  T W O  W E E K S  M A T T E R  M O S T

Creating Early Momentum

What Creates Buyer Interest
✓  A  n e w  l i s t i n g
 ✓  S t r o n g  p h o t o g r a p h y
 ✓  S t r a t e g i c  p r i c i n g
 ✓  A  s e n s e  o f  c o m p e t i t i o n

Prepare It
W e  w a n t  b u y e r s  w a l k i n g
t h r o u g h  t h e  d o o r  e x c i t e d ,  n o t
m a k i n g  a  m e n t a l  l i s t  o f  p r o j e c t s .

Price It
T h e  r i g h t  p r i c e  c r e a t e s  a c t i v i t y ,
a t t r a c t s  s e r i o u s  b u y e r s  a n d
g i v e s  u s  l e v e r a g e  w h e n  o f f e r s
b e g i n  t o  c o m e  i n .

Launch It
P r o f e s s i o n a l  p h o t o g r a p h y ,
s t r a t e g i c  m a r k e t i n g ,  a g e n t
o u t r e a c h  a n d  s o c i a l  m e d i a  a l l
w o r k  t o g e t h e r  t o  m a x i m i z e
e x p o s u r e  f r o m  d a y  o n e .

W e  c a n ' t  a l w a y s  c o n t r o l
w h e n  a n  o f f e r  c o m e s  i n ,  b u t
w e  c a n  c o n t r o l  h o w  y o u r
h o m e  e n t e r s  t h e  m a r k e t .



S M A L L  D E T A I L S  T H A T  C A N  M A K E  A  B I G  D I F F E R E N C E

Preparing for Showings

✓  R e m o v e  p e t s  f r o m  t h e  h o m e  
   ( w h e n  p o s s i b l e )
✓  L e a v e  h o m e  d u r i n g  s h o w i n g s  
   ( w h e n  p o s s i b l e )
✓  S e t  a  c o m f o r t a b l e  t e m p e r a t u r e

✓  M a k e  t h e  b e d s
✓  E m p t y  t r a s h
✓  F r e s h  t o w e l s
✓  O p e n  b l i n d s
✓  T u r n  o n  l i g h t s

✓  S e c u r e  v a l u a b l e s
✓  P u t  a w a y  m e d i c a t i o n s
✓  S e c u r e  s e n s i t i v e  d o c u m e n t s

B u y e r s  a r e n ' t  j u s t  v i e w i n g
y o u r  h o m e ,  t h e y ' r e
i m a g i n i n g  t h e i r  f u t u r e  i n
i t .  A  c l e a n ,  c o m f o r t a b l e
e n v i r o n m e n t  m a k e s  i t
e a s i e r  f o r  t h e m  t o  p i c t u r e
t h e m s e l v e s  l i v i n g  t h e r e .

Protect Your Home

While Buyers Are Touring

Before You Leave



150+ Homes Sold  |  $50M+ Closed  |                          Reviews

" G r e g  t r u l y  w e n t  a b o v e  a n d  b e y o n d ,
l i s t e n i n g  t o  o u r  n e e d s  a n d  g u i d i n g  u s
t h r o u g h  e v e r y  s t e p  o f  t h e  p r o c e s s . "

—  J o e
C h e r r y  H i l l ,  N J

" W h a t  c o u l d  h a v e  b e e n  a  s t r e s s f u l
e x p e r i e n c e  t u r n e d  i n t o  a  s m o o t h  a n d
p o s i t i v e  o n e  b e c a u s e  o f  G r e g . "

— B r o u
S o u t h  P h i l a d e l p h i a

H E A R  F R O M  C L I E N T S  W H O  H A V E  B E E N  I N  Y O U R  S H O E S

What Clients Are Saying...

R e a d  M o r e  G o o g l e  R e v i e w s  →

" G r e g ' s  m a r k e t i n g  g e n e r a t e d  1 0 +
s h o w i n g s  i n  t h e  f i r s t  4 8  h o u r s  a n d  m a d e
t h e  e n t i r e  p r o c e s s  f e e l  s e a m l e s s . "

—  A J
H a d d o n f i e l d ,  N J

R e a d  M o r e  Z i l l o w  R e v i e w s  →

https://share.google/dpoLt1ZUnfa3ktc5C
https://www.zillow.com/profile/gregorydamico#reviews


S T E P  2

Professional Photography

W e ' l l  s c h e d u l e  p r o f e s s i o n a l
p h o t o g r a p h y  t o  s h o w c a s e  y o u r  h o m e .

S T E P  3

I ' l l  p r o v i d e  a  c h e c k l i s t  t o  h e l p  y o u r
h o m e  l o o k  i t s  b e s t  f o r  p h o t o s .

Prepare for Photos

W e ' l l  r e v i e w  &  s i g n  p a p e r w o r k  t o
g e t  y o u r  h o m e  r e a d y  f o r  m a r k e t .

S T E P  1

Sign the Listing Agreement

F R O M  P A P E R W O R K  T O  L A U N C H  D A Y

What Happens Next

I ' l l  i n s t a l l  p r o f e s s i o n a l  s i g n a g e
b e f o r e  y o u r  h o m e  g o e s  l i v e .

S T E P  4

Install "For Sale" Sign

S T E P  5

Launch Your Listing

W e ' l l  c h o o s e  t h e  b e s t  d a y  t o
i n t r o d u c e  y o u r  h o m e  t o  t h e  m a r k e t .

S T E P  6

W e ' l l  r e v i e w  e v e r y t h i n g  o n e  l a s t
t i m e  b e f o r e  y o u r  l i s t i n g  g o e s  l i v e .

Final Review



T h a n k  y o u  f o r  t a k i n g  t h e  t i m e
t o  l e a r n  m o r e  a b o u t  s e l l i n g
y o u r  h o m e .  S e l l i n g  a  h o m e  i s
m o r e  t h a n  j u s t  a n o t h e r
t r a n s a c t i o n .  I t ' s  o f t e n  t h e
b e g i n n i n g  o f  a  n e w  c h a p t e r .
M y  g o a l  i s  t o  m a k e  t h e  p r o c e s s
a s  s m o o t h ,  i n f o r m e d  a n d
s u c c e s s f u l  a s  p o s s i b l e .

F r o m  o u r  f i r s t  c o n v e r s a t i o n
t h r o u g h  c l o s i n g  d a y ,  I ' l l  b e
t h e r e  t o  a n s w e r  q u e s t i o n s ,
s o l v e  p r o b l e m s ,  n e g o t i a t e  o n
y o u r  b e h a l f  a n d  p r o t e c t  y o u r
b e s t  i n t e r e s t s .

W h e n  y o u ' r e  r e a d y ,  I ' d  l o v e
t h e  o p p o r t u n i t y  t o  h e l p  y o u
t a k e  t h e  n e x t  s t e p .

L E T ' S  G E T  Y O U R  H O M E  S O L D

Thank You!

6 0 9 . 4 7 2 . 1 6 2 9

g r e g o r y . d a m i c o @ f o x r o a c h . c o m

Greg D’Amico

L e t ’ s  T a l k  A b o u t  Y o u r  H o m e
S c h e d u l e  a  n o  p r e s s u r e
c o n s u l t a t i o n  t o  d i s c u s s  y o u r
g o a l s  a n d  c r e a t e  a
p e r s o n a l i z e d  s e l l i n g  s t r a t e g y .

G e t  M y  B u y e r  G u i d e  →

T h i n k i n g  A b o u t  B u y i n g ?

https://gregdamicorealtor.com/guides/buyer-guide.pdf
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