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INTRODUCTIONS
THE RASPBERRY MOUNTAIN TEAM

@ RE/MAX PROPERTIES

The Raspberry Mountain Team 
serves clients from Denver to the 
Tri-Lakes to Colorado Springs and 
everywhere in between. With an 
average of 35 homes sold annually, 
the Raspberry Mountain Team has 
helped hundreds of families get 
to the next chapter of their lives. 
If you’re looking for the perks and 
world wide network of a large 
RE/MAX firm but prefer the feel of 
a small, local family business, The 
Raspberry Mountain Team is here to 
assist you with all of your real estate 
needs! 

RE/MAX Properties has four offices in the 
Tri-Lakes and Colorado Springs areas to serve 
our clients.  

A portion of each commission we earn is donated 
directly to Children’s Miracle Network.

Customer service-centered, 
detail oriented, experienced 

agents working for you! 

We are your hometown 
real estate pro’s who will get 

the job done for you! 

Our team is named after Raspberry Mountain 
which is located along the front range just outside 
the city limits of The Town of Palmer Lake, 
Colorado, in Pike National Forest. The mountain is 
nestled between Mount Herman on the south side 
and separated from Chautauqua Mountain on the 

north by a steep canyon, a mountain stream and waterfall.  The scenery changes with the seasons with blue columbines 
blooming in the spring and the golden colors of aspen trees in the fall.  The mountain has large red boulders jetting
out from the side that some might think look like raspberries. Maybe that is how the mountain got the name?  
Locals enjoy this popular hiking spot via the 5 mile Raspberry Mountain/Limbaugh Canyon trail.
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MEET OUR TEAM
KATHY ALLENKATHY ALLEN is the leader of the Raspberry Mountain Team. 
Kathy has been an area resident since 1978 and has been selling local residen-
tial real estate since 1994. She has built her business model on the principles 
of professionalism, passion, top-notch marketing and making clients feel like a 
part of her family. Kathy has experience selling luxury and custom homes, fixer 
upper properties and assisting first time buyers. Historical properties are her 
favorite. In 2009, Kathy merged her company, Raspberry Mountain Real Estate 
in Palmer Lake, Colorado with RE/MAX Properties in Monument. 

KELLY ALLEN PANTIERKELLY ALLEN PANTIER was born and raised in Palmer Lake 
and currently resides in Woodmoor with her toddler, husband, and their rescue 
pup. In 2017, Kelly decided to follow in the footsteps of her mother and 
together they formed The Raspberry Mountain Team. In her first year, Kelly 
closed 40 transactions and earned RE/MAX’s 100 Club Award. Kelly loves 
problem solving and negotiating, and isn’t afraid of a fast-moving market. She’s 
helped first time home buyers find their dream starter homes and sellers yield 
on their real estate investment. Kelly knows how important buying or selling a 
home is and feels honored to help clients from many different stages and walks 
of life reach their homeownership goals.

GAIL KOHLMEISTERGAIL KOHLMEISTER is proud to call Colorado Springs her 
home. “I’ve been fortunate to live in several states and love traveling to new 
places whenever I get the opportunity. Colorado has been my home since 2007 
and is the place I’ve dedicated more time to than any other location due to its 
beauty, abundance of nature and incredible weather. I am a tenacious optimist 
and would love to help you get into your happy place. I am dedicated to 
getting you from where you are, to where you want to be. Whether it is 
buying or selling, first timers or experienced homeowners, I’m here for you 
from start to finish. Plus, if you are like me and are always on the lookout for a 
great restaurant, brewery, or local hiking trail, I have you covered!”

TRANSACTION COORDINATOR
QT Transactions
Kelly Pecqueur
Kelly@SelectClosings.com
719-271-9283

Who helps us 
behind the 
scenes?

MARKETING

Sara Cripe
Sara@ConnectGrafiks.com
719-679-2626

2



CONVENIENT
LOCATIONS

EXPERIENCE 
COUNTS!

RE/MAX Properties
is the leading 

real estate company
in Colorado Springs.

TO SERVE YOU AND OVER

100,000 
PROPERTIES SOLD

since 1986!

RE/MAX 
PROPERTIES 

IS THE LOCAL 
REAL ESTATE 

LEADER! 4

CALL 719-540-HOME
to reach any of our 4 offices *Ranking based on total transactions. 3



TRANSACTION MANAGEMENT

WE ARE
TRANSACTION 

MANAGERS!

Manage all details of your real estate 
transaction on a consistent basis.

Make sure all the terms and conditions 
of your Contract to Buy and Sell are
fully met or addressed timely and 
properly.

Stay on top of all other matters to be 
sure your real estate transaction 
closes in a timely fashion and with 
as little stress as possible.

1
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THE HOME INSPECTION

Typically, buyers have a certain number of days to inspect the 
property and object to unsatisfactory conditions that may be 
found by requesting repairs in writing, then the seller has a 
certain number of days to reply to the buyers request.

    What the seller sees…     What the buyer sees….     What the inspector sees….

We all see things differently! 

THE APPRAISAL PROCESSTHE APPRAISAL PROCESS
Once you have a Contract to Buy/Sell negotiated and fully executed the process to 
get to the closing table starts. One of the most important aspects of this 
process is the appraisal.

The mortgage lender retains the services of a licensed appraiser.  The appraiser is 
engaged by the lender, not the buyer.  The lender is looking to the appraiser to 
determine the true market value of your home. If the home does not appraise for 
contract price,  the contract may be renegotiated or terminated.  The appraiser is 
looking for homes that have sold nearby with similar characteristics to determine the 
value.  The appraiser is looking for at least 3 like properties (apples to apples) that 
have sold within your subdivision or area within the last 6 months or sooner. 
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HOME WARRANTY OPTIONS

A home warranty can provide peace of mind to both buyers and 
sellers.  It can help with repairs that might come up as a result of 
the home inspection and it gives buyers the peace of mind when 
purchasing your home.  Here are the details of the coverage of 
most home warranty plans. 

Mechanical System 
Appliances 
Electrical 
Roof 
Gas Fireplace
Pools & Spas
Septic Tank 
Well Pump       

Heating System 
Ductwork 
Plumbing System 
Water Heater
Sump Pump 
Exhaust Fans 
Garbage Disposal 
Central A/C

HOME WARRANTY 

PROTECT YOURSELF against costly repairs and breakdowns due to normal wear and tear.

PRE-INSPECTION. You will be assured of the condition of the covered systems.

PEACE OF MIND. You can relax knowing when a covered item breaks down help is just a 
phone call away.

RENEWABLE AND TRANSFERABLE. The protection plan can be renewed and it stays with 
the property.

PROTECT YOUR WALLET. You will receive 12-14 months of protection from sudden, 
unexpected failures of your mechanical systems, for a small service fee.

ACCESS. You have access to the best contractors available in Colorado, 24 hours a day, 
365 days a year.

HOMEOWNERS’ INSURANCE. You may not know it, but your homeowners’ policy does 
not cover your mechanical systems and appliances. Home warranties supplement your 
insurance in this way.
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A Title Insurance Policy is a guarantee by a title company that a thorough investigation of the 
title to the property has been conducted and that you have been notified of any outstanding 
claims to the property. The title insurance company reports any defects in the title in the form 
of a Title Commitment so that these matters can be corrected. It is important that you know of 
all claims on the property and have them resolved and declared removed prior to you taking 
title to the property. 

The Title Commitment will carefully detail what items of encumbrance are not covered by the 
policy. You can either get these items resolved or bow out of the transaction. Title insurance 
covers matters that occurred before the policy’s effective date but were discovered later. Your 
policy will detail what is covered, what is not covered, and the effective date.

Title insurance is issued by the title company when they are certain the property is free from 
all liens, encumbrances, interests, etc., and the insurance guarantees such. This is so the title 
can be legally transferred to the buyer to be used as security for the lender’s funds. This is why 
title insurance is required by the lender. Your lender has an interest in knowing that you and 
the lender are the only parties with claims to the property.

The title insurance company thoroughly searches the public records to uncover any unpaid 
taxes, mortgages, judgments against previous owners, easements, and other court actions 
or recorded documents that can affect title to the real estate. The insurance also provides 
protection against any defect in the public record such as forgery, similar names, error in the 
records, etc., and protest against any undiscovered 
or unrecorded claims that may arise in the future.

When title insurance is issued, the title-insurance company accepts the responsibility for any 
and all claims on the property prior to your purchase if they do not find the claim or call it to 
your attention prior to your purchase of the property. That responsibility includes defending 
your title in court, if necessary (at their expense), or bearing the cost of settling the claim (if it 
proves valid) in order to perfect your title and keep you 
in possession of your property.

Unlike other forms of insurance, the original premium is your only cost as long as you or your 
heirs own the property. There are no annual payments required to keep your Owner’s Title 
Policy in force.

WHAT IS TITLE INSURANCE?

TITLE INSURANCE
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WHO PAYS FOR WHAT AT CLOSING?

CLOSING

THE SELLER OFTEN PAYS FOR THE FOLLOWING:

 The commissions to both seller’s and buyer’s agents in most transactions.

 Owner’s title insurance premiums. (Not lender’s policy)

 Half of the Real Estate Closing Fee. (except for VA loans, where the seller   
 pays 100%) This is determined in the purchase agreement.

 Recording fees to clear all documents of record against the seller.

 Property tax proration for the time of seller ownership. This is for any unpaid taxes 
 at the time of transfer of title.

 Any unpaid homeowner-association dues.

 Any assessments according to the contract.

 Home warranty.

 Any assessements or loan closing costs according to the contract.

THE BUYER PAYS FOR THE FOLLOWING:

 Lender’s title-policy premium.

 Half of the Real Estate Closing Fee
 (unless you getting a VA loan; then the seller pays 100%).

 Recording charges for all documents in buyers’ names.

 All new loan charges (except any the seller agreed to pay per the contract or 
 required by lender)

 Interest on a new loan from date of funding to 30 days prior to first    
 payment date.

 Appraisal.

 Improvement Location Certificate (if required or at buyer’s discretion).

 Hazard insurance premium for the first year.

 Reserve account for taxes and insurance.

Your Title company will provide you with a 
settlement statement that shows exactly what 
you will owe 1-2 Days prior to closing. 
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Sophistication. Elegance. Class. The RE/MAX Collection Sophistication. Elegance. Class. The RE/MAX Collection 
offers all this and much more to affluent homebuyers offers all this and much more to affluent homebuyers 
and sellers around the world. This RE/MAX luxury-home and sellers around the world. This RE/MAX luxury-home 
marketing program provides exclusive advertising incentives, marketing program provides exclusive advertising incentives, 
specialized training and distinctive marketing tools to specialized training and distinctive marketing tools to 
RE/MAX agents so they can better serve discerning clients RE/MAX agents so they can better serve discerning clients 
like you. To qualify for inclusion in The RE/MAX Collection, like you. To qualify for inclusion in The RE/MAX Collection, 
homes must be at least twice the local average listing price.homes must be at least twice the local average listing price.

Properties are uploaded daily to the Wall Street Journal!Properties are uploaded daily to the Wall Street Journal!

THE RE/MAX COLLECTION
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EXCELLENT SERVICE

Even after the closing, we will 

be there to assist you with all 

your real estate needs.

You will receive valuable 

information on a regular basis 

along with great coupons, local 

offers and real estate market 

information.

Consider us your source 

of referral for all types of 

businesses, whether related to 

real estate or not. 

DURING
BEFORE

AFTER
T H E
SALE&
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INFORMATION 
FOR OUR

BUYERS
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VALUE
WHAT WE DO FOR BUYERS

PRE-SHOWING INFORMATIONPRE-SHOWING INFORMATION
Providing an eye on the market and tracking activity in areas of your choice

Showing Homes:

 Helping you make a confident decision

 Providing the most current data on your areas of interest

 Helping you think ahead—resale projections

 Telling you negatives as well as positives about each home - researching permits, 
 history, potential issues, obtaining property disclosures completed by seller

CONTRACT EXPERTISECONTRACT EXPERTISE

Writing the most competitive contract and managing the transaction

Putting our experience to work for you! 

Negotiating the contract and giving advice on counter proposals

Tracking and meeting all deadlines from the beginning through closing

Assisting in scheduling & meeting inspectors, appraisers, contractors, etc; 

Working with your lender to fulfill contract obligations

Negotiating inspection items and resolving issues

Reviewing and explaining disclosures and addenda

Representing your best interests throughout the transaction by being proactive and protective of 
your new investment

Staying in touch with all parties including your lender during the transaction

Reviewing final figures before closing, ensuring all debits and credits are accurate

Attending final walk through to make sure the home is in the same condition or better than it was 
when the contract was written and any repair items are complete

IS MARKET INFORMATION
AND SHOWINGS

IS CONTRACT
EXPERTISE25%25% 75%75%
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Never give out your personal information or wire money 
without checking with us first!

1.1.
Get prequalified 
with one of our 
preferred lenders

3.3.
Choose your 
favorite house

2.2.
We will create 
a custom home 
search for you on 
the MLS

5.5.
Home
Inspection

4.4.
Write up an offer 
than go under 
contract

7.7.
The appraisal will 
be ordered and 
turned in within a 
couple weeks

6.6.
The seller will 
respond to our 
inspection requests

8.8.
Make sure the 
lender has all of 
your documents!

10.10.
The title work should 
be completed by the 
title company.

9.9.
Check your email! You will 
get emails from various 
people throughout the 
transaction 

12.12.
We will schedule your 
final walk through and 
confirm inspection 
items are completed!

11.11.
Home stretch!

13.13.
Closing day!! Don’t 
forget your photo ID, 
any down payment or 
money required 
to close.

(must be certified funds - 
no personal checks or cash)

BUYING PROCESS
This easy guide shows you the steps to buy a home.
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BUYER KNOWLEDGE

Property taxes and qualified home interest are deductible on an individual’s federal 
income tax return in most cases.

Many times, a home is the largest asset an individual has and is considered one of 
the safest investments available.

A homeowner can exclude up to $500,000 of capital gains if married filing jointly or 
up to $250,000 if single or married filing separately. The home must have been the 
taxpayer’s principal residence for two of the last five years.

A portion of each amortized mortgage payment goes toward the principal, which is 
an investment.

A home is one of the few investments you can enjoy by living in it!

The majority of the time, a REALTOR® can show you any home, whether it is listed 
with a company or a builder or is even a For Sale By Owner.

Working with a REALTOR® to purchase a For Sale By Owner property is very 
advantageous, because someone will be looking out for your best interests.

Getting pre-qualified by a mortgage company will actually approve you for a specific 
loan amount subject to the property. This will give you confidence and will help when 
negotiating with the seller.

The right to conduct a property inspection, included in your purchase agreement, 
gives you the ability to negotiate with the seller once you know all the facts about 
the property’s condition.

A Home Warranty can provide coverage for selected items, such as central heat and 
interior plumbing, built-in appliances, water heaters, etc. If the seller is not providing 
this coverage, you can purchase it yourself.

In a “seller’s market,” don’t go looking for a deal. Set your sights on the right house 
for you, and then let your REALTOR® help you negotiate the best price and terms.

WHAT EVERY BUYER
SHOULD KNOW

14



MULTIPLE OFFERS

Sometimes the  seller or listing agent will set an “offer deadline” and there will be several 
competing purchase offers on a property. The sellers have several ways to deal with multiple 
offers.  Sellers can accept the “best” offer; they can inform all potential purchasers that other 
offers are “on the table”; they can “counter” one offer while putting the other offers to the 
side awaiting a decision on the counter-offer; or they can “counter” one offer and reject 
the others.

While the listing broker can offer suggestions and advice, decisions about how offers will be 
presented – and dealt with – are made by the seller - not by the listing broker.

There are advantages and disadvantages to the various negotiating strategies you can employ 
in multiple offer negotiations. We will discuss how we can make your offer stand out from the 
rest.  We will recommend several different strategies to you as well as the pros and cons of 
these strategies. The decisions, however, are yours to make.

Purchase offers may or may not be confidential. Listing brokers are required to follow lawful, 
ethical instructions from their clients in the same way that buyer-representatives must follow 
lawful, ethical instructions from their buyer-clients. While some REALTORS® may be 
reluctant to disclose terms of offers, even at the direction of their seller-clients, the Code 
of Ethics does not prohibit such disclosure. As your agent we have a duty under Article 1 of 
the Code of Ethics to “protect and promote the best interest of our clients” and to “treat all 
parties honestly.”

Please appreciate that our advice to you as your agent is based on years of past experience 
and is no guarantee as to how any particular seller will act (or react) in a specific situation.

QUESTION...
HOW DO WE PRESENT THE 
BEST OFFER ON THE HOME 
YOU WANT TO PURCHASE?
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NEW CONSTRUCTION

WHY SHOULD I USE AN AGENT TO PURCHASE 
A HOME FROM A BUILDER?

The advantages of having us help you purchase a new home are the same as those for purchasing 
a resale home. We can provide you with valuable insight into the new construction industry, help 
you find the perfect home or home builder more quickly, negotiate the price and terms based on 
the quality and amenities of the property.

The builder has a professional real estate representative who watches out for his or her best 
interests, and you need and deserve the same expert representation watching out for yours.

Buying a new home can be a little more difficult and time-consuming than buying a resale home. 
We can guide you through this process.

It is very important that your interests be professionally represented when you are entering into 
a contract for a semi-custom or a build-to-suit home. These transactions are complex and the 
contract details must be exactly in order to protect you and to ensure that you get exactly the 
home you want!

MAKE SURE THE BUILDER KNOWS 
YOU’RE WORKING WITH A REAL ESTATE 
PROFESSIONAL.

Many builders will require that you give up your right to representation if you visit 
their model homes without an agent on the first visit. Therefore, please call us if you 
would like to look at some model homes, so you are given the representation you 
deserve! The builder will pay the buyer’s agent’s fee just like the seller pays in other 
real estate transactions.

If you happen to be out driving and see a model home that you want to check out, 
give them a copy of our business card and fill out their “registration” form with your 
name and ours. 

Call right away and tell us if their homes interest you so we can discuss the benefits 
of that particular builder and community.

16



FOR SALE BY OWNER

QUESTION...
CAN YOU REPRESENT ME 
IN A FOR SALE BY OWNER 
SITUATION?

Yes!Yes!Yes!
A homeowner trying to sell his home himself is usually doing so in 
hopes of saving some money by not paying the listing commission.

Like any other transaction I can help you negotiate the terms of 
an offer, order a title commitment, and make arrangements for the 
inspection, appraisal, and closing.

Many times a homeowner will work with an agent, even though his 
home is not listed, if that agent brings him a buyer.

If you should see a home “For Sale By Owner” and want the 
advantages of my services, please allow me to contact the 
homeowner and set the showing appointment.

17



COMMUNICATION

OUR
PROMISE 
TO YOU

We will carefully write and present 
offers for the seller’s consideration 

& explain the details of each 
document you sign 

We will conduct a Comparative Market 
Analysis for each listing you wish to 

write an offer on so you are confident 
that the purchase price is fair 

We will do the negotiating for you and 
work with the listing agent to form 
a contract that works within your 

timeframe and needs 
We are on your side from contract to 

close, keeping your best interests at the 
forefront of all that we do

You’ll receive a custom search of the 
local MLS with the most accurate & up 
to date listing information

You can be notified immediately when 
a new listing hits the market, sooner 
than other home shopping websites 
receive new listings

We’ll talk periodically to review your 
search results and adjust our criteria in 
the MLS as needed to find your dream 
home

We have access to every property 
listed in the MLS and can often set an 
appointment to see the home with just 
a few hours notice

We are available to you by telephone, 
text and email, between 8:00 am and 
6:00 pm daily.

719-234-1181
Team@RaspberryMtn.com

“Just tell us what you want... it’s as good as done!” 18



INFORMATION 
FOR OUR

SELLERS
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KEY OBJECTIVES

PRICING

Your home priced at
fair market value.

TIMING

Selling your home in the
desired time period.

CONVENIENCE

We will handle all the details and
look out for your best interest.
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“MAKE
YOUR

MOVE”program

In today’s HOT real estate market 
home prices are historically high and you may 
have more equity now than ever before. You may 
have considered selling your home but are 
hesitant due to the pace of this fast-moving 
market and concerns that you may not find a 
replacement property before needing to move. 

Finding yourself in this situation could mean 
needing temporary housing, storage for your 
possessions, and having to move your family and 
things more than once. You’re not alone in these 
concerns, but luckily we have a solution...

Our “Make Your Move” program takes the stress out of 
the home selling/buying process and allows you to make 
one move into your new home. You won’t have to wait to 

submit a competitive offer on your dream home!  We have 
many options and will help you find the best one to “Make 

Your Move” into a home that better suits your needs. 

Here’s how we do it:

Buy a new home before moving 
out of your current one

With a pre-approved new mortgage from 
our preferred lenders, you don’t have 

to wait to make a winning offer on your 
dream home.

Move into your new home
Our program allows for you to get 
settled into your new home before 

listing or moving out of your old house. 
You may be able to only pay one 

mortgage while owning both properties.

Sell your old house for the best price
You’ll get top dollar for your current house when we use our 

professional marketing package to list it for sale. You may even 
be able to sell your current house without dealing with showings!

1 2

3
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“MAKE
YOUR

MOVE”programWRITE A NON-CONTINGENT OFFER ON YOUR NEW HOME 
BEFORE LISTING YOUR CURRENT HOUSE FOR SALE
With a pre-approved mortgage from one of our preferred lenders, you don’t have to wait 
to submit a competitive offer on your dream home.  You’ll use assets to qualify for the 
purchase and you can replenish the source of funding after you sell your house.

 Benefits: Take your time finding your next home and have flexibility in closing and  
 possession. After you move into your new home you can start getting your old  
 house ready for the market. We can list your previous house as soon as it is ready  
 and sell it for top dollar.

GET AN EQUITY ADVANCE WITH KNOCK HOME SWAP™
Depending on the amount of equity you have in your current house, you may be able to 
use the equity in your current house to purchase your new home without selling it first. 
After closing on your dream home, you will have up to 6 months to get your previous house 
on the market and sold. 

 Benefits: You will only have to pay for one mortgage while still owning both houses.  
 You could also receive up to $25,000 to be used to get your previous house ready  
 to sell, allowing you to get top dollar and sell quickly.

SELL YOUR CURRENT HOUSE FIRST & 
STAY IN IT UNTIL YOU FIND YOUR NEW HOME
We’ll list your current house for sale at a competitive price.  In the current Seller’s Market 
your home should garner multiple offers and some buyer concessions.  Most buyers will be 
able to allow you to stay in your house up to 60 days after closing as you search for your 
replacement home.

 Benefits: You’ll be able to use the proceeds from the sale of your house to 
 purchase your new home.  You’ll live in the house after closing as a short-term  
 tenant and move into your new home after you’ve purchased it.

We will discuss the pro’s and con’s of 
each option to find which will fit your family’s 

needs best. We work with experienced, trusted 
lenders who will also provide insight as to which 
mortgage solution will be best for your finances.

As your agents, we work on your behalf to 
represent your best interests throughout both 
the purchase and listing of your homes. We will 
keep track of all the details of the transactions 
and you can count on us to guide you through 

each step towards smooth closings! 

What are my options?
The goal of “Make Your Move” is to ensure you only have to make 
one move into your new home.  There are a few ways we can do this:

719-234-1181
Team@RaspberryMtn.com

Visit our website at:
www.RaspberryMtnRealEstate.com

“Just tell us what you want... it’s as good as done!”

Kathy Allen Kelly Allen PantierGail Kohlmeister

FOLLOW US FOR LOCAL
REAL ESTATE INFO! @raspberrymtnteam 22



Pricing! - Don’t leave money on the table

Open communication between agent and seller

Estimate proceeds/explain closing costs

Market to agents in both Pikes Peak and Denver MLS systems

Reverse prospecting to other agents who have buyer prospects in the MLS system

Enhance marketing with special programs, such as, “Make Your Move” etc

Staging/preparation of home to show at its best

Ensure the HOA is CCIOA compliant to fulfill contract requirements ahead of going under contract

Professional photography packages

Oversee showings and provide feedback and listing activity reports; follow up

Communicate valuable information with showing agents- highlight features of property

Review offers and give advice; provide an easy to use comparison in the case of multiple offers

Recommend local title services and place the order for the title commitment

Communicate with buyers lender.  We know what questions to ask to ensure a buyer can close!

Represent you through the inspection process—provide valuable resources if needed to complete 
any repair items in a timely manner

Provide comparables & meet appraiser on site with appraisal package

Represent your best interests throughout the transaction

Keep track of the contract dates and deadlines

Ensure status letters from the HOA are ordered at least 14 days before closing

Represent you through the walk through and prepare for a smooth closing

Provide closing numbers prior to closing. Explain final closing figures in detail and assist with wiring 
proceeds to your bank

Availability - Our team is always available to the seller, appraiser, buyers agent, inspector, lender, 
contractors, etc., to help expedite the process

VALUE
WHAT WE DO FOR SELLERS

IS MARKETING / EXPOSURE 
INCLUDING MLS IS...25%25% 75%75%
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MULTIPLE OFFERS

*In any multiple-offer situation, it’s the seller, not the listing agent, who calls the shots. The listing agent’s 
duty under Article 1 of the Code is to “protect and promote the interests of their client” and to “treat all 
parties honestly.”

*At times we may recommend that an “offer deadline” be set for your home. We like to give potential 
buyers time to view your home in person. In a busy market with low inventory, buyers have their eyes on 
homes that meet their needs as soon as they hit the market. With a brand new listing we may recommend 
allowing showings for the weekend with offers due by Monday in the hopes that you would receive 
multiple offers quickly.

SELLER CALLS THE SHOTS
ON MULTIPLE OFFERS

• When faced with multiple competing offers, we will explain 
various negotiating strategies for you to consider. For 
example, you can accept the “best” offer; you can inform all 
potential purchasers that other offers are “on the table” and 
invite them to make their “best & final” offer; you can 
“counter” one offer while putting the other offers to the side 
awaiting a decision on your counter-offer; or you can 
“counter” one offer and reject the others. We will explain 
your options and alternatives.

• Realize that each of these approaches has advantages and disadvantages. 
Patience may result in an even better offer being received; inviting buyers 
to make their “best” offers may produce an offer (or offers) better than 
those “on the table”.  Either of these approaches may discourage buyers 
who feel they’ve already made a fair offer resulting in them breaking off 
negotiations so they can pursue other properties. We will explain the pros 
and cons of these negotiating strategies and discuss with you. The 
decisions, however, are always yours to make.

• Please appreciate that our advice as your listing broker is based on many 
years of experience and is no guarantee about how any particular buyer or 
buyer’s agent will act (or react) in a specific situation.
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Don’t leave your $ on the table!
Compare the cost of using a Realtor vs selling to an iBuyer
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ONLINE PRESENCE

THE MOST
EXPOSURE FOR 

YOUR HOME

95% OF 
HOME 

BUYERS 
USE THE 

INTERNET*

HOMESCOLORADO.COM
 RE/MAX Properties, Inc.’s own website

 REMAX.com
 The most visited real estate franchise website
 theremaxcollection.com
 global.remax.com
 Mobile app with Home Finder, Home Values,
 Open Houses, Saved Searches and Mapping

RASPBERRY MOUNTAIN TEAM WEBSITE
 Your home will be prominently displayed.
 RaspberryMtnRealEstate.com
* According to the National Association of REALTORS

Real estate listing syndication is where your property 
appears in many places at the same time, primarily 
world-wide websites that are dedicated to the real 
estate home buying market. 

Our listings are automatically syndicated to over 200 
of the TOP real estate websites. No matter where 
prospective buyers are looking, no matter which site 
they prefer, your listing is there. The idea is to increase 
exposure and compress or shorten the time to a sale.

FOLLOW US FOR LOCAL
REAL ESTATE INFO!

@raspberrymtnteam
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ELEVATED MARKETING PLAN

PROFESSIONAL PHOTOGRAPHY

PROFESSIONAL PHOTOGRAPHY

INTERACTIVE FLOORPLANS

VIRTUAL TOURS

VIDEOS

DRONE PHOTOGRAPHY

OUR MULTI-MEDIA APPROACH 
BRINGS MORE BUYERS

SOCIAL MEDIA SITES

PROMINENT YARD SIGNS

MOBILE WEBSITES

INSTANT INFO/VOICE PAD

UNIQUE URL FOR YOUR HOME

COMPETITIVELY PRICE YOUR HOME
Homes that are appropriately priced sell more quickly!  
We will recommend a range of value and a suggested list 
price for your property.

We will prepare & submit listing information to both 
Denver & Pikes Peak area Multiple Listing Services (MLS).

PROPERTY WEBSITE
Your home will have its very own website 
with your address as the custom URL.  
It includes links to tours, maps, photos, 
floorplans, mortgage calculators and more.

All listings include a professional visual 
package with dozens of stunning photos 
plus an interactive floorplan and/or video.
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INTERACTIVE FLOOR PLANS

Interactive floor plans

Information icons 
placed on IFP show a 
photo of each room

HDR & twilight 
photography

Drone video & 
photography

Tru View photography 
to maximize the views 
outside the home.

Custom address URL 
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PRE-SHOOT CHECKLIST

REMOVE YOUR CAR FROM THE DRIVEWAY. 
Make sure your driveway and the area in front of your home is 
clear so your photographer can get the best angles of the house.

FRONT AND BACK OF THE HOME. 
Cut the front and back lawn and freshen up any landscaping as 
needed.  Remove hoses, equipment, toys and make sure that the 
garbage bins are not visible.

DE-CLUTTER YOUR HOME. 
Remove your personal items i.e. family photos, laundry bins, pet 
beds, moving boxes, etc. and eliminate unnecessary clutter

MAKE YOUR HOUSE SHINE. 
Clean your home thoroughly the day before your scheduled 
shoot. That includes cleaning the carpets and polishing the floors.

LET THERE BE LIGHT! 
Turn on all the interior and exterior lights to include any lamps, 
ceiling fans, etc. Replace any burnt out lights or mismatched 
bulbs. Raise your blinds.

REMOVE YOUR PERSONAL BELONGINGS. 
Remove any personal items like family photos and souvenirs, and 
eliminate unnecessary clutter.

CLEAN YOUR WINDOWS. 
Clean windows equal crisp views. Make sure to wipe down your 
windows and glass doors.

CEILING FANS 
For the best results please turn all ceiling fans off but keep the 
lights on if possible.

We’ve photographed thousands of 
homes and with that experience, 
we’ve learned what it takes to 
create the best first impression.

Follow the checklist to help make 
sure that your home has the best 
chance at standing out.

GET YOUR HOME NOTICED ONLINE

Over 90% of home searches begin online. When first 
impressions matter, trust us to get it right. We’re committed to 
excellence in our craft, to listening to our clients and to delivering 
the best results.
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PRE-SHOOT CHECKLIST

WE WILL HELP YOU SELL 
YOUR HOME!

IMPORTANT NOTE: 
Please make sure to move or 
clean any items prior to the 
photographers arrival. 

We expect our photographers 
to use the entire appointment 
time to get the best photos and 
angles of your home. It’s our 
policy to shoot the home as-is 
upon photographers arrival.

KITCHEN 
Remove magnets, papers, artwork from the refrigerator. 
Any non-decorative items should be cleaned off the counters.

BATHROOMS 
Clear counter-tops of anything except for decorations. Lower all 
toilet seats and remove toiletries from the bath and shower. 
Wipe the mirrors and glass.

PETS! 
We Love Pets! But please have them out of the way for your 
photo shoot.  We’ll be happy to give them pets after!

STAGING YOUR HOME 
Make it cute! Place some fresh fruit in a bowl on the counter. 
Candles in the bathroom, and fresh flowers on the dining table. 
This is an important step and if within the budget we recommend 
hiring a professional.

BEDROOMS 
Remove jewelry boxes and any other personal items that you 
don’t want in the photos. Make the beds and remove laundry bins 
as well.

SANTA STILL IN THE YARD? 
Let’s get those Christmas decorations down and the wreath on 
the door should probably go as well. We want the buyer to have 
an idea of what your home looks like most of the year.

FOR SALE SIGNS 
A lot of MLS’s don’t allow photos with agent signs in the yard. 
Please remove them prior to appointment or the photo may not 
be allowed on the local MLS.

TAKE A BREATHER! WHEW! 
So the photographer is here! What should I do? Take a breather. 
Go for a walk. Take the kids to lunch. The hard part is over and 
we’ll take care of the shoot from here. When you come back, we’ll 
be just about finished and your photos will be ready the next day.

PIXVID CONTACT
833-715-7150 
orders@pixvid.net
www.pixvid.net 
facebook.com/thepixvid 30



PROPERTY ENHANCEMENT

A written Home Enhancement Checklist

Recommendations for minor repairs, 
replacements and improvements to help 
sell your property for the highest price 
possible. 

Referrals to reliable and dependable 
home improvement vendors in the 
marketplace.

Point out potential inspection items 
to avoid delays or cancellations, while 
allowing you to control costs.

Included with each listing is a 
complimentary 2 hour consultation with a 
Home Staging Professional to help create 
an environment that will heighten interest, 
show off your home in photos and garner 
better offers more quickly.

LET’S MAXIMIZE THE VALUE 
OF YOUR HOME WITH…
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SHOWING TO-DOS

We will handle showing requests and notify you by phone, 
text or email.  You will receive advance notice of all 
showings.  It is best if you are ready at all times to show 
your home once it hits the market.

Showings are scheduled during the week AND on the 
weekends.

It is ideal that you are not at the house before the buyer 
arrives whenever a showing is scheduled.

If you have pets, please crate them or take them with you 
as not everyone is comfortable with pets.

Put away any personal items you had out including 
laundry, dishes and even your toothbrush. 

Do everything you can to make the buyer who is visiting 
your home feel comfortable.  It’s a good sign when they 
take their time and stay awhile

If you are available to turn on all the lights before a 
showing, please do. It adds to the nice atmosphere.

If you have any special considerations, let us know. We 
will inform our staff of the special instructions for showing 
your home. If they change, please tell us and we will 
update our staff.
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COMMUNICATION

OUR
PROMISE 
TO YOU
We will carefully review and 

present all offers for your 
consideration & make sure 

you understand the strengths/
weaknesses of each offer. 

We will verify the qualifications of 
prospective buyers and speak to 
their mortgage lender to increase 

the likelihood that they can 
secure financing.

We will negotiate the strongest 
contract to create a solid 

transaction that works within 
your timeframe and needs. 

You’ll receive a copy of the MLS listing 
to review for accuracy. 

You will receive feedback from 
showings via email or phone.

We’ll talk periodically to review market 
conditions and adjust our marketing 
strategy as needed to get your house 
sold.

We are available to you by telephone, 
text and email, between 8:00 am and 
6:00 pm daily. 

719-234-1181
Team@RaspberryMtn.com

“Just tell us what you want... it’s as good as done!”


