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WE'RE HERE TO MAKE THE PROCESS OF SELLING YOUR
HOME AS STRESS FREE AS POSSIBLE!



Meet Our Team

Joel Gaisford
Team Leader &

Experienced Realtor
Joel is our team leader and

mentor. He is involved in
the Board of Realtors and
has over 13 years of real

estate experience.

Brandi Lawson
Experienced Realtor

Friendly, hardworking and
committed to putting the

needs of her clients first in
order to find their dream

home.

Ashley Gaisford
Office Manager/

Transaction Coordinator
Highly organized, personable
and efficient. She will get you

to the closing table!

Brittany Mikusch
Realtor & Marketing

Coordinator
Hardworking with a focus on

good communication. She will
make your listing look great
while keeping you updated

along the way.

Shelby Hutchinson
Experienced Realtor
With years of serving

others, she is committed
to taking the stress out of

buying and selling!

Bryan VanDyne
Experienced Realtor

 Committed to delivering
the best possible

experience to our clients!

Kim Gaisford
Broker-Salesperson

Over 20 years of
successful real estate

experience.

David Martin
Broker-Salesperson
Over 30 years of real

estate knowledge.

Tyler Swenson
Realtor & Active Real

Estate Investor
He is committed to making

the process of buying or
selling real estate as

stress-free as possible.



The selling process
Selling a home is a multifaceted process with many steps, each step requiring a great
amount of time, expertise, and diligence. As a real estate professional, my job is to
guide you through every step of the process so that you can sell your property with
confidence. 

 Meet your desired time-line.
 Maximize your sale price.
 Negotiate the best possible terms on your behalf. 
 Provide you with a great experience. 

1.
2.
3.
4.

 Prepare the Property
 Price the Property
 Market the Property
 Showings + Feedback
 Negotiate Contract
 Home Inspections
 Title Commitment 
 Home Appraisal 
 Prepare for Closing
 Closing Day

1.
2.
3.
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10.

 Advocate - I will advocate for your best interests.
 Communicate - I will regularly communicate to keep you informed.
 Integrity - I will do what I say I will do.
 Excellence - I will provide the best possible service.
 Prompt - I will be prompt in responding to your needs and concerns.

1.
2.
3.
4.
5.



prepare the property
Nothing impacts the value of your home more than the condition. Think like a buyer
and make your home awesome. You'll walk away with more money in the end. 

Punch list

 Clean - Clean carpets, floors, windows, and surfaces; good scents are a bonus!
 Declutter - Minimize personal items and thin out closets, counter tops, and rooms.
 Paint - Touch up walls, door jambs, and trim. 
 Landscaping - Freshen up the lawn and landscaping.
 Lighting - Ensure all light bulbs are working and fans are balanced.
 Plumbing - Fix or tighten leaky faucets and running toilets.
 Details - Tighten loose door knobs, sagging cabinet doors, etc. 
 Staging - Consider adding or removing furniture to make the property show   
 ready! 

1.
2.
3.
4.
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6.
7.
8.

Repairs or changes to complete prior to listing the property.

HOME PREPARATION



Pricing Strategy
Pricing your property correctly is a critical step to maximizing your return on
investment. Price the home too high and you'll sit longer, which is proven to not only
take more time, but lower your sale price. Price the home too low and... well, you
know what happens.

WHAT DOES NOT AFFECT THE VALUE OF THE PROPERTY

WHAT DOES AFFECT MARKET VALUE

 What you paid
 What you want
 What people say
 What it costs to build

1.
2.
3.
4.

Location. While you can't change your location, you can market the best
features about your property's location, which is an important part of my
marketing plan.
Condition. Knock out the punch list and you'll not only make a better first
impression on potential buyers, but you'll improve the overall value of your
property. 
The Market. Market data gives us objective information to help us determine
your property's value. We will review comparable properties (CMA), supply and
demand, and overall market trends to determine the highest possible value for
your property. 
Buyers. Ultimately, the value of your property is determined by what a buyer is
willing to pay for it. Put yourself in the buyer's shoes and ask how your property
compares with the other homes that are available. 

1.

2.

3.

4.

Comparative Market Analysis (CMA) - A report of comparable properties (location, size,
age, condition) that helps us establish the market value of your property based upon
historical and present market data. 

Local Market Report - A report of local market conditions that includes inventory levels,
average sale price, average days on market, and the latest interest rates. 



Signage - A yard sign and text rider for quick information.
Photos - High quality photographs from a professional.
Virtual Tour - A 3D Interactive Tour linked to the listing.
Websites - Your listing will appear on the MLS, Murney.com,
and Team24-7Realtors.com.
Syndication - Your property will be syndicated to 60+ home
search websites such as Zillow, Trulia, and Realtor.com.
Social Media - Sharing your property to Facebook and
Instagram to increase exposure.
Marketing to Agents

Email Blasts
Virtual Agent Tours
Agent Tours

Open Houses & Flyers - Host open houses to generate traffic.

Your Marketing Includes:



Advertising Examples:

FlyersWebsite FeatureInstagram

Facebook

3D Virtual Tour



Showings + Feedback
HOW TO SHOW THE PROPERTY

Appointments - Agents will contact me to set up showings.
Access - Agents will use a lockbox to access the property. I will be notified
anytime the lockbox is opened. 
Etiquette - Agents should give us at least an hour notice. Leave your home
before the scheduled time and plan to be gone for about an hour. 

HOW TO PREPARE FOR SHOWINGS

 Clean the property.
 Turn the lights on and open the blinds.
 Take pets with you. 
 Put away valuables. 

1.
2.
3.
4.

FEEDBACK

After each showing, either our team transaction coordinator or myself, will
contact the agent to get feedback. We are looking for honest feedback about
price, condition, how it compares to other properties, and level of buyer interest.

While were not always able to get feedback because it's based upon the other
agent's willingness to respond, anytime we do, we will share it with you. We
typically reach out to the other agent the following day unless they contact us
first. 

Previewing is when an agent wants to see the property without bringing a client.
This may be for their own market knowledge, or to look at the property on
behalf of an out of town client. Whatever their reason, it's good to have as many
agents as possible see your home. 



Internet Traffic reportsInternet Traffic reports  

MLS Listing Activity Virtual Tour Clicks

Facebook Ad Summarywebsite traffic

While your property is on the market you will stay updated with showing feedback
and online activity. Our team's transaction coordinator will share internet traffic
reports with you. This can include MLS activity, such as the number of views and
shares, the number of virtual tour clicks, website traffic, and Facebook advertising
performance. 



Contract Negotiation

KEY CONTRACT TERMS TO BE NEGOTIATED

 Price
 Earnest Money
 Seller Paid Concessions (a.k.a Closing Costs)
 Closing Date
 Property Contingency
 Financing Contingency 
 Appraisal Contingency
 Inclustions / Exclusions

1.
2.
3.
4.
5.
6.
7.
8.

Selling a home requires negotiation. The first negotiation occurs when an offer is
submitted by a buyer. Once an offer is agreed upon by all parties, the second point
of the potential negotiations are repairs from the buyer's inspection notice. Our
goal in all negotiations is to help you achieve the possible results acceptable to the
buyer in order to proceed to closing. 

Earnest Money is an amount of money pledged by the buyer to the seller,
usually held by a title company, that shows the buyer's good faith in the
transaction. 

Concessions are closing costs and lender fees that you pay on behalf of the
buyer. When the buyer is asking you to pay their closing costs, it's essentially
asking you to reduce your net proceeds by that amount. It's a way for them
to finance their closing costs. 

Contingencies are terms that have to be met in order for the purchase to
proceed or be finalized. The most common contingencies are for loans,
inspections, and appraisals. 

CONTRACT TERMS:



home inspections

General Home Inspection
Termite Inspection
Well / Water
Septic / Sewer
Radon
Mold
Other Specialists

Depending upon the terms of the contract, the buyer has the right to inspect the
property, within the contract defined time frames, to look for problems and
defects. Inspections are paid for by the buyer and may include:

STEPS TO RESOLVE THE INSPECTION CONTINGENCY

 Agree Upon Repairs In Writing
 Complete Agreed Upon Repairs
 Use Agreed Upon Vendors
 Provide Receipts / Photos
 Anticipate Reinspection

1.
2.
3.
4.
5.



Home Appraisal
Depending upon the terms of the contract, the purchase may be contingent upon
an appraisal. An appraisal is an unbiased professional opinion of the value of the
home, typically by the lender, to determine the market value of the property. 

The appraiser has been hired by the bank to protect their investment. Because of
this, an appraiser may require that certain conditions be met or repairs be
completed. 

Title Commitment
Sellers are required to provide proof of a clear and marketable title to the
property. A clear and marketable means that there are no outstanding liens,
claims or interests on the property claimed by someone other than the seller. The
title company performs a title search to ensure the title is clear, and then provides
the buyer a Title Commitment to insure the property after closing. 

As your agent, I will review the Title Commitment and check for liens, requirements
that need to be handled prior to closing, and any recorded documents that might
show up for the property, such as an easement or right of way. 



Prepare for closing
We're almost there! There's a lot that goes on when you're getting ready to move.
Here are a few things to remember:

Prior to closing, you will be sent a copy of your settlement statement to review. The
settlement statement provides a breakdown of the net proceeds that you will receive at
closing. 

Call utility companies to schedule to have the utilities cut off or transferred on the day
after closing. While you're at it, remember to cancel or change your TV, internet, trash,
and lawn care professionals. 

Go to www.usps.com/manage/forward.htm and schedule to have your mail forwarded.
Although mail forwarding may begin within 3 business days of your submitted request,
it's best to allow up to 2 weeks. 

Put all of the keys, remotes, and any codes in an envelope or bag to give to the buyer at
closing. If you have them, leave all warranties, owner manuals, etc. on the kitchen counter
or in a drawer. 

Please ensure that the home is left in a good condition and that all agreed upon repairs
are complete. Remove all debris and personal items. The home doesn't have to be
spotless, but just as nice and tidy as you can leave it. Just before closing a final "walk-
through" will take place to ensure the condition of the home is the same as it was at
contract date and repairs are done.

https://www.usps.com/manage/forward.htm


closing Day!
Closing day is the predetermined date, written in your contract, when all closing
documents are signed by both parties and all fund exchange hands to transfer
ownership of the property. After all documents are signed by the buyer(s) and
seller(s), and all funds have been submitted to the closing company by the buyer
and lender, you'll be given a check for the net proceeds of your sale. Your net
proceeds should match the amount on the settlement statement. 

WHAT TO BRING

All persons listed on the contract should be present
A valid, non-expired photo identification, such as a driver's license
Keys, remotes, and codes



Team 24/7 Realtors is ranked in the top 5 in sales volume
with the Greater Board of Springfield Realtors.

Top 2 among Murney Associates Realtors - a Top 50
Independent Brokerage in the country. 

Awarded Lifetime Platinum Medal of Excellence for sales
volume by the Greater Board of Springfield Realtors. 

Expect the best!

“Joel and the team are full-service pros, and helped us sell our house when we moved out
of state. They hooked us up with great-priced contractors for repairs, organized them all for
us, and took great photos, plus a 3D walkthrough of the house. If you need a realty team
who will dedicate themselves to giving you the best experience, I recommend Team 24/7.” -
Michelle M.

“If you are looking for a realtor that always answers your calls, is an expert in the local real
estate market, will guide you through every step of the home-buying process, and treats
you with dignity and respect, then Team 24/7 is for you! I highly recommend them! They are
THE BEST!” -Terence Y.

"I cannot possibly put into words how amazing Team 24-7 is. The personal touch and
expertise they bring to the table is simply incomparable. The advice they gave us regarding
preparing and listing our home was spot on. They were cutting edge in so many ways. The
technology they used in photographing the house and displaying it was incredible. They did
a great job of getting people off of their computers and into our house." -Sam G.

TESTIMONIALS



Tips for Showing Your Home
THE 5 SENSES:

 Sight - Curb Appeal and First Impression1.

2. Sound - Play Soft Music

3. Feel - Clean House & Comfortable Temp

TIP: Tidy Up, Open Blinds and Turn On Lights

TIP: Find a playlist such as Calming Music, Coffee Shop, or Stress Relief

TIP: Set your thermostat to 70 degrees and remove family photos so that buyers
feel at home. 

4. Smell - Air Fresheners (don't overwhelm)
TIP: Place two caps of vanilla extract in coffee mug and heat in the at oven at 300
degrees for an hour to give off a warm welcoming smell. 

5. Taste - A Little Treat Never Hurts!
TIP: Leave out individually wrapped snacks with a note to take one. 

Doing these small things will make your home memorable to buyers!


