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ESTATE



EXPERTISE

Being	active	professionally	and	in	the	local	community	I	have	

been	honored	twice,	most	recently	in	2016,	as	the	Lamoille	Area	

Realtor	of	the	Year.	I	have	served	as	President	of	the	Stowe	Area	

Board	of	Realtors	and	as	a	school	board	chair.	My	commitment	to	

the	local	youth	has	included	volunteering	as	a	ski	instructor	for	

the	After	School	Ski	Program	for	over	20	years,	coaching	on	my	

kids'	youth	sports	teams	and	being	a	founding	member	of	the	

Lamoille	Union	High	School	Boosters	Club.	Having	received	the	

2012	Good	Neighbor	of	the	Year	award	for	my	work	in	the	Hyde	

Park	Elementary	School	as	the	Mentoring	Program’s	coordinator	

is	among	my	most	cherished	recognitions.

EXPERTISE &
QUALIFICATIONS



Residential and Resort Real Estate Sales

Large Land Tract Sales

Land Development Consultation

Spec Building Consultation

Specialties:

I am good at what I do and I think it shows. I enjoy the challenge of facilitating real estate transactions, helping buyers 

and sellers find common ground so that everyone comes out a winner. 

I am a proud supporter of the Stowe Land Trust, the Vermont Nature Conservancy, the Green Mountain Club, Vermont 

Natural Resources Council, Spruce Peak Performing Arts Center, Flynn Center for the Performing Arts. 

Practical Approach:

Coldwell Banker International President’s Circle designation: 2015, 2016, 2017. Awarded to the top 5% of Coldwell 

Banker sales associates worldwide.

Twice Awarded Lamoille Area Realtor of the Year

Past President and currently Executive Board Member for the Lamoille Area Board of Realtors

Awards and Certifications:

Over 30 Years of Experience

EXPERTISE



"I	have	worked	with	Jeff	for	over	20	years.	He	has	the	highest	levels	of	integrity	and	honesty.	His	diligence	and	attention	to	

details	save	clients	significant	time	and	trouble.	It	is	always	a	great	benefit	to	have	Jeff	involved	in	transactions."

Alan	Thorndike,	Esq.,	Darby	Stearns	Thorndike	Kolter &	Ware	

“We	are	happy	to	provide	a	recommendation	to	anyone	who	may	wish	to	use	Jeff	Beattie's	considerable	expertise	in	the	

purchase	or	sale	of	a	property.	We	probably	have	more	experience	with	Jeff	than	most	buyers	or	sellers	because	he	handled	

the	purchase	of	two	properties	and	the	sale	of	another	property	for	us	during	a	sixteen	month	period.	Jeff	was	very	

attentive	and	there	was	never	an	occasion	when	we	didn't	either	reach	him	immediately	or	receive	a	return	communication	

from	him	within	a	very	short	period	of	time.	Regardless	of	our	question	or	concern,	Jeff	invariably	had	a	ready	answer.	We	

always	found	Jeff	to	be	knowledgeable,	hard	working	and	most	importantly	forthright.	The	best	indication	of	our	

satisfaction	is	that,	in	the	event	we	decide	to	move	again,	Jeff	will	be	hearing	from	us.”

Peter	and	Donna,	Stowe,	VT

What people are saying about me…

TESTIMONIALS

"Working	with	Jeff	to	conserve	Cady	Hill	Forest	was	truly	an	enjoyable	experience.	Jeff’s	easy-going	attitude	is	

complimented	by	his	thoroughness	and	creativity	in	getting	the	job	done.	I	worked	with	Jeff	for	over	a	year	to	complete	one	

of	the most	complex	conservation	projects	Stowe	Land	Trust	has	ever	done	and	Jeff	was	helpful,	insightful	and	pro-active	at	

every	step!"

Heather	Furman,	Executive	Director,	Stowe	Land	Trust

“Jeff	Beattie	was	a	pleasure	to	work	with	and	made	the	purchase	of	our	new	home	stress-free.	His	reputation	in	the	greater	

Stowe	area	is	note	worthy	and	it	is	with	confidence	I	recommend	him	to	anyone	looking	to	purchase	a	new	home,	a	

vacation	home,	land	or	a	business.”

Bob	and	Sally,	Stowe,	VT



Selling your home is a big deal. The company that helps you 
should be too. The Coldwell Banker® brand is one of the 
world’s best known and trusted names in real estate, giving 
you advantages most other brokerages can’t. 

• Proven Success

• Innovative Culture 

• Online Impact

• Strategic Marketing

• Full Service

• Market Know-How

• Local Market Knowledge

As your Coldwell Banker independent agent, I will guide you  
every step of the way—making sure you know what to 
expect, answering your questions and helping you determine 
the right price to attract buyers to sell your home quickly.

PROVEN. POWERFUL.

PERSONAL.





Coldwell Banker® Worldwide
Agents 88,000
Offices 3,000
Sales Volume $229.4 Billion
Closed Units 727,415

STRENGTH IN NUMBERS



Coldwell Banker Real Estate practically invented modern-day real estate. Founded in 1906 on the principles of honesty, 
integrity and always putting the customer first, we changed the industry then and continue to do so today. 

Through nonstop innovation and forward thinking, the Coldwell Banker® brand has grown to become one of the most 
well-known and trusted names in real estate around the globe. Today, there are more than 88,000 agents working out of 3,000 
Coldwell Banker offices in 49 countries and territories. 

Wherever your home’s buyer might be, we’re there, too..

LEADING THE WAY



Coldwell Banker Real Estate agents produced more 
sales volume in 2017 than agents affiliated with any 
other brand*. We know how to get homes sold.

Coldwell Banker Carlson Real Estate has been 
designated a Coldwell Banker Premier Office 

Gold the last 6 years in a row. Achieved by less 
than 15% of all Coldwell Banker offices worldwide.

Coldwell Banker Carlson Real Estate commands a 
29% market share in the Stowe area, the largest 
single office market share in Lamoille County.

Coldwell Banker Carlson Real Estate has been a 
leader in the local real estate market and 

community since 1969.

#1 IN SALES VOLUME

*Real Trends 500, 2017.





While buyers use a variety of resources to research properties 
for sale in their area, the vast majority find their new home 
online and with the help of a real estate professional.* 

How Buyers Search for Homes

Online 95%

Real Estate Agent 92%

Mobile Sites and Apps 72%

Open House 50%

Yard Sign 49%

Online Video 36%

Print Newspaper Ad 16%

WHERE THE BUYERS ARE

*2016 National Association of Realtors Profile of Home Buyers and Sellers



Home buyers are online—and one real estate brand 
gets more of their attention than any other.

The Coldwell Banker® brand is the #1 most-visited 
residential real estate brand online.*

#1 BRAND ONLINE

*comScore, Jan. 1–Dec. 31, 2016



facebook.com

twitter.com

YouTube.com

Instagram.com

Pinterest.com

coldwellbanker.com

The Coldwell Banker® brand is the most influential 
residential real estate brand on social media*, with 
an impressive presence designed to engage, inform 
and connect with today’s home buyers and sellers. 

#1 ON SOCIAL MEDIA

*Klout, December 31, 2016.



Properties listed at

$1,000,000 or higher will also be 
featured on these luxury websites

Your home will be shown on multiple websites, including the most-visited real estate websites in the world, putting it in front of potential 
buyers everywhere. Our comprehensive internet marketing strategy includes displaying your home with a detailed description and 
multiple photos on the most-visited real estate websites.

INTERNET MARKETING ADVANTAGE



STRATEGIC	MARKETING



We offer one of the most powerful and comprehensive 
marketing programs for attracting buyers and getting 
homes sold. In addition to our industry-leading online 
strategy, we use a proven combination of traditional 
and cutting-edge methods to showcase your home.

• National brand advertising

• Online advertising

• Social media

• Direct print and email marketing

• Media relations/public relations

• Coldwell Banker Global LuxurySM program

• Yard signs

• MLS (multiple listing service)

• Professional photography

• Broker Open House

POWERFUL PLAN





Selling a home is a complex process, but your Coldwell Banker® affiliated agent will guide you 
through it every step of the way.

STEP BY STEP

Step 1 – Pricing 

• Your agent prepares a comparative market    

analysis (CMA)

• Review market conditions

• Review other homes on the market

• Discuss your home-sale goals

• Determine the optimal listing price

Step 2 – Preparing 

• Remove clutter and organize

• Clean and make repairs

• Stage your home for sale

• Consider a home protection plan

• Complete listing documents and disclosures

Step 3 – Marketing 

• Install distinctive Coldwell Banker® yard sign

• Promote your home on the MLS

• Present your home’s listing online

• Respond promptly to buyer inquiries

• Arrange showings

• Hold open house

• Communicate feedback

• Market your property via email, direct mail and social media

• Provide market updates

Step 4 – Closing

• Evaluate offers and negotiate best price and terms

• Facilitate inspections

• Coordinate closing date, time, location and contacts

• Monitor buyer financing and home appraisal 

• Follow up on details

• Review closing statement

• Close the sale

• Provide copies of all closing documents 



MARKETING	EXPERTISE



Outside

Repaint or touch up trim
Make needed repairs
Wash windows and screens
Trim trees, hedges and shrubs
Weed and feed lawn and maintain mowing

Entrance

Check doorbell and replace light bulbs
Put out new welcome mat
Clean/repair/repaint front door
Sweep walkway

General

Replace burned-out light bulbs
Clear out closets
Eliminate clutter
Neutralize and depersonalize 

A home that looks its best is more likely to sell 
faster and for a better price. Here are a few tips 
from the experts for preparing your home for 
market and staging it for showings. 

STAGING TO SELL



Rooms

Touch up or repaint walls, trim and ceilings
Clean or replace carpeting
Clean curtains, shutters and blinds
Clean fireplace, mantle and surrounding areas
Update décor: throw pillows, bedspreads, towels

Kitchen and Bath

Clean appliances inside and out
Clear out and clean cabinets, drawers and pantry
Clean, repair or replace faucets and fixtures
Declutter counters
Regrout sinks, tubs and showers

Before Each Showing

Pick up toys and clutter
Clear off counters and tabletops
Turn on lights
Make beds
Make sure home smells inviting
Set thermostat to comfortable temperature



PHOTOGRAPHY
Virtually all properties on the market today are viewed online before an appointment is ever made to visit the 
property. This means that the photography and videography that your broker utilizes is critical to a buyer’s 
willingness to see your property. In some cases, a poor online presence can actually lead to buyers’ 
eliminating a property entirely.

While having the right equipment is important, 
knowing how to use it is of equal importance. Shooting 
the proper angles, using the correct exposures and 
knowing which shots are helpful and which ones are 
not, are all essential elements required to showcase 
your property above the rest. Because of the changing 
light throughout the day and our ever changing 
seasons, it is usually necessary to photograph a 
property on at least several occasions in an effort to 
build the best photo portfolio possible. Lastly, taking 
the time to enhance each photo through the use of 
Photoshop completes the process of creating the best 
visual presence possible.

I use a Nikon D5100 DSLR camera with a 10-20 mm 
wide angle lens and a dedicated flash. Most of the 
interior photographs I take are with natural light 
whenever possible which creates a richer, truer 
picture. The wide angle lens is critical for professional 
looking photos as it allows for a “wider angle’ which 
shows substantially more of the room in the 
photograph as opposed to the narrower angle pictures 
taken with a “point and shoot” or iPhone camera. The 
DSLR camera also allows me to create a substantially 
larger photo file than the point and shoot and iPhone 
cameras, which means a much higher 
resolution/sharper image.

We are in a very competitive market and you deserve to have your property marketed in the best light possible!





In real estate, knowledge is power, and your Coldwell Banker®

agent I am your local-market expert. I will help you by sharing 
current market data, trends and a comparative market analysis 
(CMA) to help you make an informed decision about your home’s 
market value and ideal asking price. 

Factors That Impact Your Home’s Value:

• Market Conditions: the current supply (or inventory) 
of homes for sale, buyer demand, interest rates and                 
availability of financing, prices of recently sold properties,                         
economic factors and seasonal demand  

• Your Home’s Condition: location, age, size of the home
and lot, floor plan and architectural style

• The Competition: the number of similar properties for sale and 
their prices, condition, location and financing terms

Factors That Do Not Impact Your Home’s Value:

• Original Price: what you paid for your house

• Needed Proceeds: the net cash proceeds you want or need

• Opinions: what friends and neighbors say your home is worth

POSITIONING YOUR HOME 

TO SELL



While you and your agent will set your home’s asking
price, the buyer will set the sales price. If you price your 
home too high, you’ll miss out on potential buyers. 
Pricing your property at fair market value from the start 
will generate the most activity from real estate agents 
and home buyers. The price must attract enough 
attention to result in showings and offers.

PRICING RIGHT



The largest number of potential buyers will view a 
newly listed home within the first 14 days on the 
market, and the number will decrease as the days on 
the market increases. This pool of buyers includes 
home buyers just entering the market and, more 
importantly, buyers working with Realtors® who have 
already seen the existing inventory and have not found 
a home, making them eager to make an offer.

To take advantage of this increased level of traffic 
and buyer interest, your property should be priced 
to sell at fair market value from the very start.

FIRST IMPRESSIONS



A comparative market analysis, or CMA, is an analysis that 
pulls data from the multiple listing service (MLS) based on 
buyer and seller activity in your area. Information included in 
your CMA includes:

• Comparable properties in your area that recently sold

• Comparable properties in your area that failed to sell

• Pending sales in your area

• Comparable active listings in your area

Your agent will use this information to develop a pricing 
and positioning strategy that creates a perception of value, 
makes your property competitive and generates excitement 
among buyers. 

CMA



Your home and your home sale needs are one-of-a-kind. 
Using the unmatched resources of the Coldwell Banker®

network, I will develop a custom plan to:

• Provide you with proven, powerful and personal service

• Enable you to obtain the best possible sales price and 
terms for your home

• Close the sale in a smooth, timely manner

We are committed to your complete satisfaction and will 
represent your interests with the utmost care, honesty, 
integrity and discretion. Let’s get started!

GETTING STARTED

JEFF BEATTIE
BROKER

Coldwell Banker Carlson Real Estate
80-371-7491

jeff@jeffbeattie.com
91 Main Street, Stowe, Vermont

802-253-7358
JeffBeattie.com


