When life calls you to sell your home,
we’ll make sure you get to your
destination with success

When it’s time to move, we believe everyone deserves
the opportunity to maximize the sale of their home.
For most of us our home is our largest asset. We may not know what
the next chapter holds, however; don’t let anyone with the lack of
proper tools, experience, or integrity cause you to lose money, waste
time, or add unnecessary stress. We’ll provide you with proven
strategies, smart advice, professional marketing and maximum
exposure so you can earn every dollar you deserve.
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The difference is in the details
John and Michelle were amazing to work with. They made
us feel so comfortable from the moment we met them.
They are professional and truly are experts at what they
do, ensuring every detail is addressed. They are patient,
understanding and provide a level of service that went way
beyond our expectations. Moving with children is one of
the most difficult things to do, but they helped to make
the entire experience manageable and efficient. They
provided us with communication almost daily to ensure
everyone was on the same page, always taking the time to
answer our questions thoroughly. Everyone they
recommended from photographer, to stager helped to
enhance the marketing of our home. They love what they
do, and truly care about their customers’ experience and it
shows.

- Melissa R.

Proven strategies
Our systems and strategies have been developed with years of
experience and are backed by statistics and best practices. Our
strategies for one home may require a different approach to
that of another; however, the process remains the same.
Through the years we have learned there is no “magic bullet”
that ensures our clients’ success. Instead, we found success in
the details. By itself, one minor detail may have an insignificant
effect on the final outcome; however, we know when
completed together with other steps, the cumulative effect
ensures our clients have a major advantage of achieving their
goals. We are proud to say our success rate is among one of
the highest in our market!

Professional marketing
For most of us, our home is the largest investment we will ever make, and when it comes time to sell, your home deserves
professional marketing. So many times we see homes for sale with little or no marketing budget. Other times, we see agents
picking and choosing which homes are “worthy” of professional pictures. All of our homes receive professional marketing
regardless of price point. Our award-winning professional photographer continues to photograph and produce video for
many of New England’s premier and exclusive estates. The Ternullo Team is
proud to offer our clients the same quality photographs and video as the
multimillion dollar residences. Our professional marketing starts with a prestaging consultation for the sellers to learn how to best prepare their home
for sale. Next, most of our listings benefit from some form of staging. This
service from our in-house stager can vary from bringing in a few decorative
accessories to furnishing an entire home. Once complete, the home is ready
for pictures, and when appropriate, this does include drone photography at
no additional cost to the seller. Lastly, we produce a video walk-through of
the home. For many home shoppers, video is the preferred medium to view
homes and creates additional exposure for the seller. YouTube is the second
most visited website in the world; Facebook is third (and Facebook loves
video). The majority of agents underutilize video. Many agents that promise
video actually utilize visual tours instead. Visual tours aren’t video at all but
simply pictures that have been zoomed and stitched together. Our video
walk-throughs are true videos that offer the best consumer experience
while showcasing your home’s best attributes.

I had no idea of what was involved in selling a
home and so I wanted an agent that I could be
confident was looking out for my best interest
and would essentially be our advocate. I got
that and way more. I can't believe how effortless
this process was for us. John was very
professional and gave advice that was spot on
His team took care of every issue imaginable,
from staging to inspections, with incredible
attention to details. He was of immense value
during negotiations and his extensive experience
was obvious when setting the listing price, which
helped us sell for over the asking price. I would
definitely recommend the Ternullo Team. I wish I
could give them 10 stars!

- Carol T.

Maximum exposure

Selling a home can be a very stressful experience. It can

The more people that see your home, the better chance you have
of receiving the highest price possible. Some agents may

also be a frustrating experience if you do not understand
how to sell in the complex and quick-paced northeastern
Massachusetts market.

promote the ease and convenience of limiting exposure and
selling off-market. Unfortunately, some agents are self-serving
and limit exposure in hopes of earning a higher commission by
bringing their own buyer and bypassing a buyer’s agent.

Many

We found that the service and expertise offered by John
and Michelle to be instrumental in selling our home
quickly and at the best price. They did their homework,
listed the home in an appropriate price range, built

other agents solely utilize MLS to advertise a home. Any one of

excitement around the property, and garnered multiple

these examples could literally cost a seller thousands or tens of

offers by the end of the first weekend.

thousands of dollars! Professional marketing and video,
integrated with digital, print and networking, ensure our clients
receive maximum market exposure and sell for top dollar.

I would most certainly recommend this team if you are
looking to sell your house. We are very happy with our
decision to go with Team Ternullo!

- Matt Z.

Smart advice
We love technology and belong in the minority of agents that use it consistently. We know technology helps us and our clients
become more efficient; however, by itself, technology is only a tool. As a smart phone may be invaluable for a business owner,
having a smart phone alone does not predict or guarantee success. We have devoted ourselves to mastering the “art” of selling
real estate, which technology cannot replace. Often times our advice at first may seem counterintuitive; however, we use
research, statistics and experience to formulate our strategies. Our advice comes backed from examining market statistics,
practicing the nuances of negotiations, and studying homebuyer behavior and psychology.
We pride ourselves in giving our clients our best advice, even if it’s not what
I had THE best experience selling my home
with John and Michelle.
We were moving to California and my
husband had left early to set up our new life
there. As such, I was on my own to sell our
house in Massachusetts. With John and
Michelle, I never felt alone. Throughout the
entire process, they were always beside me;
guiding me every step of the way. I received
multiple offers from the first open house
weekend. I could not had a better outcome! I
have since recommend them to family and
friends.

- Ouk

they want to hear. Too many times in our industry, agents over promise and
under deliver on value, preparations and expectations. This may work in the
short-term in order to get a listing agreement; however, in the long run can
cost the seller time, money and additional stress. From day one our business
has been built on referrals from happy clients, not false promises.

Recently had the pleasure of working with The Ternullo Team to sell a
family property. We were impressed with the effort and attention to detail
during the process. Their diligence translated to several competing offers
for the property. John's guidance helped us select the best offer leading
to a relatively short and simple closing. We would recommend them as a
result of their professionalism and dedication to getting the job done.

- Paige B.

Count on us to protect you like no
other real estate company
Consumer protection plan

I worked with a few other realtors before getting referred to John and Michelle. I have to say they are the best realtors I have met! Both
John, Michelle, and their team were able to sell my house within days of being on the market for well above asking price. They know the
real estate market very well and know all the ins and out to sell a house. They were able to help stage my house and made the process so
easy. If I ever had a question John was always available to answer or provide feedback. I am definitely very happy with how everything
turned out and looking forward to having them help me buy another house. A+ for the Ternullo team!

- Kevin T.

We are the #1 locally owned
independent real estate company
in Massachusetts

Couldn't have been more satisfied with our experience with the Ternullo Group. Helped us sell our house, sell a condo, and buy a new home
in one very short period. They are extremely professional, highly responsive, and overall just easy to work with. Michelle does an amazing job
getting your house ready to sell, and John guided our strategy perfectly. They're a GREAT team!

- Todd R.

Staging professionals
before

After

Why Call an Accredited Staging Professional Before Selling?
• Staged homes sell for more money.
• Staged homes sell faster.
• Buyers view Staged Homes as well cared for properties.
• Building Inspectors view Staged homes as cared for properties.
• Appraisers are more likely to appraise Staged homes at full value.

Michelle Ternullo, ACP

Great Experience!
It was a bittersweet decision to put our house on the market. After interviewing several realtors, it was a clear choice to put our trust
in Michelle and John and we never regretted it. They were professional but also understood the emotional ties we had to our home.
They were with us throughout the entire process and were always quick to respond to questions. They have a marketing process that
works - we sold our house almost immediate after it was listed! I highly recommend the Ternullo Real Estate Team. Thank you Michelle
and John!

- Karen and Bob

QUESTIONS TO ASK WHEN HIRING AN AGENT
TO SELL YOUR HOME

1.

Are you full-time or part-time?

2.

Are you a realtor ?

3.

How much experience do you have?

4.

How many homes did you sell last year?

Another way to ask this would be, “What else do you do besides real
estate?” Our industry is filled with inexperienced agents looking to make a
little extra money. Most of these agents don’t have the incentive, dedication,
time, resources, experience, or up-to-date market knowledge to produce
favorable results.

®

Not all agents are REALTORS. A REALTOR® is a licensed real estate
salesperson who belongs to the National Association of REALTORS®, the
largest trade group in the country. REALTORS® are held to a higher ethical
standard than licensed agents and must adhere to a Code of Ethics.

This question is not as straightforward as it sounds. Ultimately, the answer
depends on how one defines being an agent. Many people hold a real estate
license and don’t actively practice. Someone may have been licensed for 30
years, but if they’ve only represented a handful of clients, their tenure as an
agent doesn’t necessarily speak to their experience. Delving deeper into
how many clients they’ve represented over their career will give you a better
idea of their experience level.

How many listings have you had vs. how many sold? This gives another idea
on how productive an agent is. An agent selling less than 20 homes a year
may well be part-time or unproductive. Also, most agents may boast how
many homes they have sold but many don’t talk about how many clients
they have failed.

5.

6.

Do you work as a solo agent or on a team?
There could be pros and cons to both of these options. Real estate has so
many facets and it is virtually impossible to excel in all aspects. While there
are great solo agents, a team approach with specialized tasks generally
produces better results and a better experience for clients. In addition, a
busy solo agent may not have the time and bandwidth to always be there
for their client. When interviewing a team, ask how the team operates.
Some teams share the same name in order to gain market share, however
operate as single agents. Other teams may be over compartmentalized and
act as an assembly line. With multiple points of contact, details and nuances
can be lost due to a breakdown in communication.

Outside of MLS, how will you market my
home?
There is a lot more to marketing a house than putting a for-sale sign on the
lawn. In addition to MLS, how and where will they market your home?
Where will he or she look for buyers? A good marketing plan can be what
makes the difference between maximizing value with speedy sale vs. a
home that languishes and eventually fails the market.

Marketing collateral

617.275.3379

Marketing collateral

Our story

In the Suburbs North of Boston, the residential real estate market hit a peak in the summer of 2005. The market took a shift,
and in the summer of 2007, home prices were softening. I had 10 years experience in the mortgage industry and John had
10 years of sales and marketing experience. In 2008 we launched the Ternullo Real Estate Team. We knew that if we wanted
to succeed, we couldn't dabble part-time and needed to take it on full-time. By 2009, the market had completely plunged.
With the economy screeching to a halt, corporations folding, and unemployment on the rise, selling homes was no easy
task. This wasn’t the time in real estate to make a quick buck, but we were committed to long-term success. For us, the
unforgiving market was a blessing in disguise. We were forced to learn the subtleties of our craft. Those details many times
were the difference between success and failure. From the very beginning, we were always committed to doing the right
thing for our clients and building a strong reputation to lay the foundation for future success. Today, we are proud to say we
have one of the best track records around, and have helped hundreds of families move. We love what we do, and are still
driven by the same passion we had when we first started. We look forward to the opportunity of helping you move.

-John and Michelle

