


96%* Listing Success Rate  

& 

Listings SOLD for 100.89%  

of the Original List Price 

Results Count 
* Industry average is 68% 

 

 

State of the art technology | Old school knowledge 
 



4.5% FULL SERVICE LISTINGS 
Why pay 6%? 

 Full Service Means Full Service! 

Samson Listings Include: 

• Listings in MRIS  

• State of the art Fusion Photography 

• Showcased Listing on Realtor.com, Zillow & Trulia 

• Professional Open Houses 

• Mobile Marketing & Youtube Videos 

• Enhanced Listings on Major Websites 

• Directional & Yard Signs 

• Professional Full Color Brochures and Flyers 

• Property Unique URLS  

• Seasoned Negotiator 

• Virtual Tours & Virtual Floor Plans 

• ½ page ad in Sungazette 

• Member of TAN – Top Agent Network 

• Email local realtors with property flyers and 
updates 

• Full time assistant with focus on listing marketing 

Communication with sellers is critical! 

Sellers Receive: 

• Showing request via text 

• Confirmed showing via text 

• Instant feedback from showing Realtors 

• Weekly Showing Time reports with traffic 
updates and feedback. 

• Market updates every other week. 

• Their own webpage that helps them track     
showings, traffic and feedback. 

 



Listing Maintenance Protocol  
• Setting expectations about market conditions and pricing adjustments if necessary. 

• Set up automated MRIS emails so they are constantly getting emails form you. 

• Make sure home is featured on Zillow, Trulia and Realtor.com 

• Make sure listing is accurate (i.e. gas instead of electric) 

• Make sure price is under $50k threshold. Example: A home listed at $855 misses huge 

market of $800-$850 buyers. 

• Directional signs are up 

• Every showing reported gets personal email and follow up call. Copy seller so they know 

you are on it and see responses. 

• Communication with sellers with weekly market updates: 

• % of homes active vs UC 

• Number of competitors sold in previous week 

• Traffic at open house 

• Check brochure and flier inventory 

• Make sure directional signs are up. 

• Make sure pricing adjustment schedule is adhered to.  

• Be aggressive with incoming contracts. Sellers may be offended today but wish they had the 

contract tomorrow. 

• Seller meeting at 30, 60 and 90 days. 

• Listen to sellers concerns and react to them. 



State of the Art 
Website 

 
Seller section 

includes: 
 

5 ways to increase 
Profits 

 
How to value your 

Home 
 

How to sell for 
 

more than your 
appraisal 

 
Buyer Section 

includes: 
 

Quick Searches by 
school district 

 
How to win the 

contract in 2014 



Showcase Listings 



 

Interactive floor plans take pictures into the 

home on a room by room basis. 

Each of my listings will get a unique 

URL and have a Virtual Walk-Thru 

Video uploaded to YouTube 
Unique URL 
www.1332woodside.com 

www.413upham.com 



Sundays 

are 

“Game Days” 

 

Directional signs deliver buyers to your door 

When buyers arrive at  YOUR home they will see my 

name and my phone #, color flyers &  a QR code 

directing them to your full listing via their smart 

phone. 

 

Open Houses are the #2 Source of Buyers 
11 out of our first 14 open houses in 2014 sold at our first open house 

MOST companies have 

their office number on 

them. Buyer calls go to 

the duty agent looking 

for leads.  

MY cell phone 

number is the 

ONLY number on 

my sign.  

Signage is the #3 Source of Buyers 


