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THANK YOU! 
 
 

 
Thank you for the opportunity to introduce myself and present my 
qualifications and the marketing strategy I will use to successfully 
sell your home. This packet is organized into the following sections: 
 

• Why hire Lara  
 

• Leveraging Gibson Sotheby’s resources 
 

• The power of the Sotheby’s brand   
 

• Listing strategy 
 

• FAQs 
 

• Client testimonials 
 
I look forward to sitting down together in person to discuss these 
points further. In the meantime, if you have any questions or 
concerns, feel free to reach out at any time!  
  



	

WHY HIRE LARA? 
 

 

QUALIFICATIONS  

After early careers in marketing and education, Lara came to real estate in 2009 and has risen 

to become a leading agent in the Cambridge and Somerville markets. During her tenure at 

Coldwell Banker, she achieved the brokerage’s International President’s Elite status, placing 

her within the top 3% of all agents worldwide. In 2016, Lara was thrilled to be invited to join 

Gibson Sotheby’s, and in 2017, she hired a team member, Holden Lewis, to assist her in 

providing exceptional service to her buyer and seller clients. 

 

Lara is a magna cum laude graduate of Bentley College, a Realtor® and a Certified Negotiation 

Specialist. She works with both buyers and sellers, and also writes a popular local real estate 

blog offering analysis, insight and advice on our unique and ever-changing market.  

 

MARKET SPECIALIZATION 

Lara’s business is concentrated in Cambridge and Somerville, with overflow into the adjacent 

communities of Arlington and Medford. This focus allows her to provide clients with in-depth 

knowledge of the local housing inventory, property values and market trends. It has also 

allowed her to build strong relationships with the agent community, which she leverages to 

promote her listings and facilitate the transaction process. 

 

 



	

PROVEN RESULTS 

 

 
 

80 WEBSTER AVE, U4D 

SOMERVILLE 

LIST PRICE: $735,000 

SALE PRICE: $750,000 

 

 

 
 

32 SECOND STREET, U2 

CAMBRIDGE 

LIST PRICE: $895,000 

SALE PRICE: $935,000 

 

 

 
 

112 HIGHLAND AVE, UB 

SOMERVILLE 

LIST PRICE: $599,000 

SALE PRICE: $600,000 

 

   

 
 

10 MURDOCK STREET, UA 

SOMERVILLE 

LIST PRICE: $549,000 

SALE PRICE: $555,000 

 

 

 
 

137 CHARLES STREET 

CAMBRIDGE 

LIST PRICE: $749,000 

SALE PRICE: $850,000 

 

 

 
 

101 HAMPSHIRE ST, U4 

CAMBRIDGE 

LIST PRICE: $475,000 

SALE PRICE: $502,000 

 

 
 

145 FIFTH STREET 

CAMBRIDGE 

LIST PRICE: $739,000 

SALE PRICE: $862,500 

 

 
 

92 BAY STATE AVENUE, U2 

SOMERVILLE 

LIST PRICE: $699,000 

SALE PRICE: $775,000 

 

 
 

20 FOSKETT STREET, U3 

SOMERVILLE 

LIST PRICE: $649,000 

SALE PRICE:  $740,000 

 



	

 

 
 

6 HANCOCK PLACE, U2 

CAMBRIDGE 

LIST PRICE: $389,000 

SALE PRICE: $471,000 

 
 

15 ASHLAND STREET, U2 

SOMERVILLE 

LIST PRICE: $559,000 

SALE PRICE: $600,000 

 

 
 

8 BAY STATE AVENUE, U3 

SOMERVILLE 

LIST PRICE: $499,000 

SALE PRICE: $565,000 

 
 

 
 

11 CHURCH STREET, U1 

SOMERVILLE 

LIST PRICE: $599,000 

SALE PRICE: $595,500 

 

 
 

56 – 58 MELROSE STREET 

ARLINGTON 

LIST PRICE: $859,900 

SALE PRICE:  $920,000 

 
 

253 WASHINGTON STREET 

CAMBRIDGE 

LIST PRICE: $659,000 

SALE PRICE: $660,000 

 

 

 
 

253 NORFOLK STREET, U1-6 

CAMBRIDGE 

LIST PRICE: $495,000 

SALE PRICE: $600,000 

 

 
 

150 HAMPSHIRE STREET, U4 

CAMBRIDGE 

LIST PRICE: $675,000 

SALE PRICE: $778,000 

 
 

271 WASHINGTON STREET 

CAMBRIDGE 

LIST PRICE: $975,000 

SALE PRICE: $1,103,142 

 
  



	

RECOGNIZED EXPERTISE 

Lara is frequently called upon by a variety of local media outlets to share her market 

knowledge and expertise. Some examples: 
 

 
 
 
 
 
 
 
 

Realtors Say: Warm Winter To Usher In Hot Spring Real Estate Market 
By Rich Vetstein  |  March 10, 2016 

 
 
 
 

 
 

Consumers shouldn’t be affected by interest rate hike 
By Deirdre Fernandes, Globe Staff  |  December 14, 2015 

 
 

 
 

 
 

Mass. Housing Market Springs out of Hibernation 
By Curt Nickisch  |  March 19, 2015 

 
 
 
 

 

 

PHILOSOPHY  

Lara approaches her business the same way she approaches life – with an open mind, 

integrity, diligence and always optimism. Clients credit her market knowledge, communication 

skills and organization with helping them achieve their goals, and her attentiveness and good 

humor with helping them enjoy the process.  

 

  



	

LEVERAGING GIBSON SOTHEBY’S RESOURCES 
 

 

Founded by Betty Gibson in 1962, Gibson Sotheby’s International Realty now 

has seven offices in Boston, Cambridge and Westwood, with over 185 

dedicated sales associates.  

 

Our Cambridge office was launched in May of 2015 with a team of hand-

selected veteran agents with some of the highest productivity rates in the 

industry. Within a year, we had already surpassed many of the long-

established Cambridge brokerages for market share, while always providing 

the exemplary service our clients expect from a boutique company. 
 
 
 

 

 

Gibson Sotheby’s agents are backed by an in-house marketing team, a 

relocation department, a rental department, and a global network of more than 

20,000 dedicated professionals.  
 

 
Gibson Sotheby’s International Realty Statewide: 

 
$1.7  bi ll ion+ annual sales volume 

1,700+ sales transactions 

1,000+ rental transactions 

185+ agents 

7 sales offices 

$988,545 average sale price 
 

Our agents have the highest average sales volume  

of the top five real estate firms in Massachusetts 



	

THE POWER OF THE SOTHEBY’S BRAND 
 

 

 
 

Founded in 1744 in the heart of London, the Sotheby’s Auction House has a 

revered tradition of marketing the world’s most cherished possessions. Today, 

it is the oldest company listed on the New York Stock Exchange, and has a 

global network of 90 offices in 40 countries.  

 

In 1976, an exceptional real estate company was launched and created from 

the same passion that guides the Auction House. Today, we are a commanding 

presence in the representation of the world’s most unique properties, and we 

strive to deliver the same white glove service to our property listings at all price 

points. 

 

When buyers see a Sotheby’s International Realty sign on your home, they 

know there is something special inside. 

 
  



	

 

 
  

 
Sotheby’s International Realty Worldwide: 

 

$108 bi ll ion annual sales volume 

127,000+ transactions 

27M+ website visits  

22,000+ agents 

950 off ices 

69 countries & territories 
 
 



	

LISTING STRATEGY 
 
 

 
POSITIONING 

In order to sell your home for the highest price and at the best terms, our goal is to maximize 

your buyer traffic in the critical first weeks. This starts with determining the current market 

value of your home and agreeing on a price that will create a perception of value and a sense of 

urgency to act. We want buyers to be thinking, “What will it take to get this property?” 

 

 

MARKETING 

Every home is unique and part of effectively marketing and selling your property is to first 

establish what makes it special and then make sure we tell the story in a way that will bring in 

the buyers. From professional photography and floor plans, to a carefully crafted description 

for MLS, our goal is to showcase your property’s best features.  

 

In order to expose your home to the widest possible audience and ultimately uncover the right 

buyer, my team will utilize all of the tools at our disposal, including agent outreach, direct mail, 

e-mail marketing, Internet distribution, social media, open houses and accompanied private 

showings. 

 

 

MANAGEMENT 

Throughout the marketing and selling of your property, we will be in regular communication 

with you about the activities we’re undertaking and the feedback we’re receiving from buyers 

and agents, as well as keeping you apprised of key milestones through the process. We pay 

close attention to detail, and utilize a variety of technologies to facilitate the entire transaction 

through to closing. 

 

 
  



	

FAQS 
 

 
When I hire you, who will I be working with? 
Unlike some agents who take a hands-off approach with their listings, when you hire me, you 

will be working with me directly, along with my team member, Holden Lewis, throughout the 

process. My team member or I will be present at all showings and open houses, so that you 

know your home is being presented in its best possible light. 

 

How much work do I have to do to get ready to sell my home? 
This is largely up to you. When we tour your property, we will be asking you questions and 

taking notes, and then will make suggestions about what you might want to do to increase your 

property’s appeal and generate the highest price. We will prioritize our suggestions and work 

with you to determine the best approach for your particular situation.  

 

What is the typical timeframe for selling homes in this area? 
The “preparation” phase of listing your home, which includes preparing the property, taking 

photos and floor plans and writing and designing marketing materials, generally takes at least 

a week. We typically “go live” on MLS the following Wednesday, and begin showings with a 

broker open house on Thursday. In our current market, homes that are priced and marketed 

well typically receive offers within a week, or sometimes two. The timing from the accepted 

offer to closing can be as short as two - three weeks for a cash deal. Financed closings are 

generally 30 – 60 days out. 

 

What is your fee to sell my home? 
Our fee is 5% of the sale price, half of which is offered to the broker who brings the buyer.  

 

What does your fee include? 
Our 5% fee covers all time and all expenses incurred to market and sell your home. The only 

exception being professional staging, which is an optional seller expense. 

 

What other expenses should I anticipate in selling my home? 
Your main two additional expenses will be your attorney fees and Massachusetts tax stamps, 

both of which are deducted from the proceeds of the sale at closing. Other than that, there are 

nominal fees from your City for the required smoke/CO-detector inspection and final water 

and/or oil readings (if necessary), and sometimes fees from your condo’s management 

company to prepare and provide certain documents, 

 

 

 



	

CLIENT TESTIMONIALS 
 

 
By far the best realtor we have ever worked with – Bill & Beth Anne Darnall 

 

Over the past 30 years, we have worked with a lot of realtors while buying and selling about a 

dozen homes. In reflecting on this experience, Lara is by far the best realtor that we have ever 

worked with. We would recommend her to others without hesitation. 

 

 

Lara made it  a worry-free experience  – Debbie Wan 

 

It really was a pleasure working with Lara.  Not only did she do a great job with marketing the 

house, but she took care of so many other details as well to make sure the property really 

showed at its best.  During a record cold spell, she even checked on the house multiple times to 

make sure everything was ok!  She really went above and beyond my expectations.  In 

particular, I appreciated the regular communication throughout the process.  Lara made it a 

worry-free experience, especially important since we were remote!  We knew we were in good 

hands the whole time. 

 

 

Intimate/accurate knowledge of the market – Barbie & Rob McGarrah 

 

After interviewing four realtors with whom to list our condo, we went with Lara because she 

demonstrated the best understanding of our property, including appropriate pricing, and 

intimate/accurate knowledge of the current real estate market in our area. 

 

Lara made us feel as though we were her only clients. She was responsive to all of our 

inquiries, maintained excellent communication via phone/email/text during each step of the 

sales process, and anticipated potential issues. Lara took the time to learn about our property 

and neighborhood, and she was present for every showing, well equipped to answer questions 

and promote interest in several prospective buyers. 

 

Within one week we had several offers, in large part due to her extensive online and word-of-

mouth marketing and well-timed open houses, and Lara skillfully helped to negotiate to get our 

asking price. She guided us through the closing process calmly resolving the inevitable last-

minute obstacles with professionalism, humor and poise. We would recommend Lara very 

highly to anyone listing their home for sale. We can’t imagine our sale going any better. 
  



	

Everything about Lara was above and beyond – Mimi Wong & Diana Ong 

 

It was an absolute breeze working with Lara. We were impressed with how much research and 

preparation she did for every meeting she conducted with us. Her in-depth knowledge of our 

local market gave us the confidence to price our property higher than we originally planned, 

while still being competitive. We are certain that she maximized the foot-traffic into our open 

house by cross-posting our listing in her fantastic blog and on social media. Everything about 

our transaction with her was above and beyond, not to mention that she is lovely to work with. I 

would highly recommend her to anyone looking to buy or sell in the Cambridge/Somerville 

area! 

 

 

A pleasure to work with – Simon Axten 

 

Could not have asked for a better experience than the one I had with Lara, who helped me sell a 

condo in Somerville while I was living thousands of miles away in Seattle. Her communication 

was timely and efficient, and she took care of a number of details (phone calls, scheduling and 

following up  on some minor work to the bathrooms, etc.) that would have been a pain for me 

to do from here. Her intuitions about timing and trends in the market were spot-on. Most 

importantly, she's a great person and was a pleasure to work with. Would use her for every 

future real estate transaction if I could! 

.  

 

I  commend Lara on her dil igence & negotiation skil ls  – Karen Hebb 

 

Having to deal with nine family members and one non-family member scattered throughout 

the U.S. was no easy feat. Lara remained calm, cool and collected the entire time. Something 

I’m not sure I could have done myself. Lawyers, faxes, signatures a maze of paperwork with 

three separate estates involving ten people for the sale of one home. A challenge indeed. 

 

I commend Lara on her diligence & negotiation skills. She treated our family with honesty, 

respect & dignity. Right down to negotiating the plants that were removed from the yard. I 

cried when my grandmother’s roses bloomed last year. 

 

Our family has high expectations, Lara met & exceeded all of them. 

 
 
 

 
 



	

 
 

 
 
 
 
 
 

I look forward to working with you! 
 

 
 
 
 

 
 
 
 
 
 

	


