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A Little Bit About Us 



 

 

Dear Home Owner, 

 

Here is your complete guide to the exciting process of selling your home. 

 

We have taken great care to provide you with answers to the most asked 

questions, and explain the entire  process of selling your home, to your 

moving checklist. 

 

While we have made every attempt to make this guide as informational 

as possible, nothing compares with time spent together. During our meet-

ings together, we will have the opportunity to really get to know you and 

better understand your needs and wants. 

 

We take great pride in our ability to make the process of selling your 

home a rewarding experience. We’ll negotiate the best possible price on 

your home, guide you through the process and make sure the closing 

goes exactly as planned. 

 

Because of our commitment to exceptional service, a great deal of our business comes from past clients and      

referrals. 

 

Welcome to the experience of selling your home and thank you for choosing us as your agents! 

 

Sincerely, 

 

Barb and Dave 
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Who is Lakes Area Realty? 
Lakes Area Realty is a professional organization of experienced 

real estate brokers and owners.  Together, we’ve pooled our 

talents to create a unique company that is highly responsive to its 

clients’ every need.  

  

In an industry filled with real estate mega-mergers and large 

corporations, it’s refreshing to see the success of locally owned 

and managed company. 

 

When you first meet Lakes Area Realty you’ll notice the differ-

ence.  You’ll discover a company that believes in the individual 

spirit creating a company that has innovative marketing ideas 

tied to a strong sense of community. 

 

We’ve never been about being the biggest.  We’re about excep-

tional performance with a personal connection. 

 

At Lakes Area Realty we know real estate is about people.    

That’s why everything we do is based on how it benefits you, our 

client. 

 

Yes we’re unique. Yes we’re innovative. But in the end it always 

comes down to delivering on our commitments and satisfying the 

needs of our clients.  This is what we do. 

 

Thank you for choosing Lakes Area Realty. 

 

We’re different. 

 

We Promise. 

 
Barb and Dave Palmer 
Lakes Area Realty 

www.Barbplusdave.com 

Lakes Area Realty services all of the Twin Cities metro 
area and into greater Minnesota. 
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Your Marketing Plan 



Where Buyer’s Found Their Home 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Original source: the Minnesota Association of REALTORS 
 
 
 
x According to this Minnesota Association of Realtors survey, this is the breakdown of how buyers located the 

home that they purchased. 
 
x Our marketing plan for your home will address how to reach buyers through these specific avenues and strategi-

cally focus efforts towards the most likely ways to reach these potential buyer groups.  
 
x Our marketing plan will cover the full range of potential buyer groups but will heavily focus on the top 3 catego-

ries that account for where 84% of all buyers came from. 
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Setting the Stage 
 

Making sure that your home is presented in the best light possible is step number one to getting your home ready for 

the market.  The goal of this process is to make your home a place in which prospective buyers can see themselves 

living. 
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Professional Photography 
 

You never get a second chance to make a first impression. To create that best first impression we make sure that potential 

buyers view your home listed with numerous professional quality photographs showcasing the most desirable features of 

your home.   
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Web Marketing 
Lakes Area Realty understands the importance of a strong web presence.  More than 87% of all buyers 

begin their home search online.  Creating a strong first impression for your home online is of the utmost 

importance to bring those buyers from their computer to your doorstep.  With the abundance of homes on 

the market today, having a poor pres-

ence online leads to buyers overlooking 

your home or missing it altogether. 

While any realtor has access to tools 

that expose your home to the internet 

buyer, many realtors don’t make use of 

them.  Lakes Area Realty commits to tak-

ing that extra step to strengthen the visi-

bility and appearance of your home 

online.  

 

 
High Quality Photos 
You never get a second chance to make a first impres-

sion.  That first impression is now, more likely than ever, 

to be a picture of your home online.  To create that best 

first impression we make sure that potential buyers view 

your home listed with numerous professional quality pho-

tographs showcasing the most desirable features of your 

home.  These photos will also be used in your color bro-

chures and in your print advertising. 
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  87% 
OF ALL BUYERS START THEIR HOME 

SEARCH ONLINE 



Web Marketing 
On the Inside: Maximizing MLS 

Maximizing your MLS entry is the exception, not the 

rule.  Not all MLS entries are created equal. Making 

sure that your home is listed with all of your home’s 

features and amenities (not just the minimum infor-

mation requirements) is a promise we make to you.  

 

But that is just the beginning.  

 

There are many tools on MLS that can help market 

your home that aren’t required and are often times 

underutilized or not used by agents altogether.  We 

will use those extra tools to make sure that home 

gains maximum exposure.  Most serious buyers will 

already be working with a real estate agent and most 

buyers working with an agent will be set up with an 

automatic search for them, direct from MLS, with in-

formation on active listings. 

 

Additional MLS Possibilities: 

x Virtual Tour Link 

x Photography Slide Show Link 

x Property Supplement 

x Feature List Supplement 

x Home Disclosures 

x City Inspection Report 
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Top Real Estate Websites 
Google 

Yahoo Real Estate 

Aol Real Estate 

MSN Real Estate 

Realtor.com 

Startribune.com 

Trulia.com 

Zillow.com 

Realestate.com 

Homescape.com 

Craigslist 

Cyberhomes.com 

Vast.com 

Frontdoor.com 

Hotpads.com 

Oodle.com 

Realestateopens.com 

Backpage.com 

ByOwnerMLS.com 

DotHomes.com 

Local.com 

Lycos.com 

Properazzi 

Clrsearch.com 

Justlisted.com 
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Lakes Area Realty Websites 
Lakesarearealty.com 

 
Other Broker Websites 
Edinarealty.com 

Cbburnet.com 

Counselorrealty.com 

Remax.com 

C21uptown.com 

C21luger.com 

skysothebys.com 

TheMLSOnline.com 

ZipRealty.com 

And all other reciprocity Broker/Agent sites. 

 
Additional Web Marketing Possibili-
ties 
Myspace 

Facebook 

Youtube 

Ebay 
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Web Marketing 
Your home will be visible on dozens of the top visited and searched websites on the internet for Real Estate.  

While 87% of all buyers start their home search online, local MLS sites are the most popular, with 60% of buyers 

starting their search there followed by Realtor.com with 48%, Broker websites with 46%, real estate agent web-

sites with 43%, for-sale-by-owner sites with 19%, and local newspaper sites with 11%. 
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Color Brochure 
These professionally designed full color brochures featuring your complete property details and multiple color photographs will 

be placed in your home for potential buyers to take with them during showings and will also be on put on display in our Lakes 
Area Realty Offices.  

 



Broker Reciprocity 
Not only does Lakes Area Realty promote your home on its own website, we also provide exposure through other 

major real estate websites.  When you list with us, your home is shown on Realtor.com, Coldwell Banker Burnet, Edi-

na Realty, RE/MAX, the Multiple Listing Service and other agencies participating in a program called broker reciproci-

ty. 
 

Lakes Area Realty participates in Broker Reciprocity by showing other agency listings through its own website.  In re-

turn, these national real estate agencies share your home with prospective buyers in their search results. 
 

When you list with Lakes Area Realty, you get the exposure offered by large real estate agencies but the personal 

attention that is unique to an agency that knows your neighborhood values and your business. 
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Marketing Plan - For Your Home 

Pre-Market 

We will promote the sale of your home with our extensive sphere of friendly competitors at Coldwell Banker Burnet, 

Edina Realty, Re Max and other agencies. Our outreach will make your home familiar to the area’s leading sellers of 

similar properties before it goes on to the MLS. Sometimes buyers of exquisite properties are enticed by the oppor-

tunity to see a property that has not yet “gone on the market”.  

 

Internet 

Your internet exposure begins with the local MLS, but it doesn’t end there. Through Broker Reciprocity, your home 

will appear to buyers who search any major real estate website in the Twin Cities. Regardless of whether a buyer 

starts their search on the MLSOnline, Realtor.com, Coldwell Banker Burnet, Edina Realty, Re Max, Trulia, Zillow, or 

any other brokers, your home will appear in their search results. This powerful marketing tool reaches across the 

country by including your home in the search results of Realtor.com, the nationally recognized website for finding 

properties. In addition to this broad internet exposure, your home will be featured on the Lakes Area Realty website 

and MplsEdinaHomes.com.   

 

Broadcast E-mail 

We will design an e-mail piece to go out to over 570 top agents and clients in the metro area.   

 

Print Advertising 

Development of Brochure 

 

Event Marketing 

Realtor Open House 

Neighborhood Open House 
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Marketing Plan Timeline 
x Truth in Housing Inspection 

x Staging Consultation/Evaluation 

x Property Information Collection 

x Previous listing data 

x Tax Records 

x Home Measurements 

x Disclosures 

x Home feature bio/Ad copy 

x Professional photography 

x Virtual tour 

x Home Book 

x Color Brochures 

x MLS Listing 

x Realtor.com listing on Enhanced Web Page 

x Text message information on Sign in front of home 
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Market Statistics 



Time/Activity Ratio 
 

Pricing your property competitively from the start will generate the most activity among brokers and buyers. 

www.Barbplusdave.com 

x A property generates the most interest 
among brokers and buyers when it first 
goes on the market. 

 
x The number of showings is greatest during 

this time - if it is priced at a realistic market 
value. 

x Starting too high and dropping the price 
later misses the excitement and fails to gen-
erate as much activity 

 
x It may even become necessary to drop the 

price below market value to compete with 
new, well-priced listings. 



The Effect of Over-Pricing 
 

The buying market has a short attention span.  This graph illustrates the difference between the asking and selling 

prices as time increases.  Pricing your home correctly the first time attracts enough interested buyers to get an offer 

before the market moves on to newer listings. 
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Dividing up Commission 

www.Barbplusdave.com 

After a successful sale of your property, the real estate commission is shared among all who 

assisted in this important transaction.  Generally, the commission is divided four ways: to the 

listing broker, the listing agent, the selling broker and the selling agent. In recognition of the 

important roles each played in the sale of your property, each is compensated by a percentage 

of the commission. 

3.3 % 

2.7 % 



Closing Cost Example  
 

1. Selling Price ………………………………………………………………………………………………….$300,000.00 

2. Present Mortgage …………………………………………………………………………………………...$150,000.00 

3. Interest Adjustment (8%) …………………………………………………………………………………….…$1,000.00 

4. Mortgage Payoff Courier Fee ……….…………………………………………………………………………….$35.00 

5. Special Assessment Search………………………………………………………………………………………...$30.00 

6. Brokerage Fee (6%) ………………………………………………………………………………………….....$18,0000 

7. Closing Service Fee (approx. $325 -$395)…………………………………………………………………....$395.00 

8. Broker Administrative Fee ………………………………………………………………………………………..$295.00 

9. State Deed Tax ($3.30 per $1000)(Henn. Co. $3.40 per $1000)………………………………………....$990.00 

10. Abstract ($175-$350); RPA fees ($125-$150)………………………………………………………………...$250.00 

11. Recording Fee (approx. $85-$100)………………………………………………………………………….....$100.00 

12. Home Warranty (optional) ………………………………………………………………………………….…...$395.00 

13. Conservation Fee ($5-$10)………………………………………………………………………………………….$5.00 

 

 Total Estimated Closing Fee Costs (on a $300,000 selling Price)……………………………………………..$21,165.00 

 

We will develop a confidential Net Sheet for the sale of your home using infor-

mation specific to your home and your situation. 
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Additional Information 
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Home Inspectors: 

PRO HOME INSPECTIONS 
MARK FELION 
651-690-5463 
 
URBAN BUILDING INSPECTORS 
MIKE MIRANDA 
952-212-6266 
MIKE@URBANBUILDINGINSPECTORS.COM 

 
  
 Heartland Inspections 
 vicki@heartlandinspections.com 
 



Don’t Forget To: 
 

x Cancel or Transfer deliveries, newspaper, garbage collection, etc. Coordinate the transfer of electric, phone & 

cable (when not handled by the title company) with the next occupant . 

x Check on personal items that might be at the photo shop, bank, safe deposit box, a neighbor’s house, on lay -

away or in the repair shop (i.e., shoe repair, jewelry store, small appliance repair or a dressmaker/tailor). 

x Save the association directory for tying up loose ends or future correspondence. 

x Transfer Insurance policies or arrange for new policies. 

x Gather all valuables, jewelry, important papers (birth certificates, deeds, documents) to take with you personal-

ly. 

x Get refunds from your present utility and phone companies  

x Appraise valuable items such as antiques, art pieces, etc.  

x Change these addresses: 

 - Post Office 

 - Charge Accounts 

 - Subscriptions (at least 4 weeks in advance) 

 - National and Alumni organizations 

 - Past employer in order to receive your W-2 

 - Mail order clubs (books, tapes, catalogues) 

x Save old address labels to speed up your change of address forms. 
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Move Related Numbers:  

Anoka County   763-422-7350 
Anoka Electric   763-323-2630 
Carver County   952-361-1500 

Chisago County   651-257-1300 
Comcast   800-266-2278 
Dakota Electric   952-463-7134 

Direct TV   888-795-9489 
Dish Network   888-825-2557 
Drivers License Info  612-348-8240 

Dakota County   651-437-3191 
Frontier Electric   952-953-3100 
GTE Telephone   800-483-4400 

Hennepin County   612-348-3000 
Mpls City Hall   612-673-3000 
Mpls Water Dept   612-673-1114 

Qwest Telephone   800-244-1111 
Ramsey County   651-266-8500 
Centerpoint Energy  612-372-4664 

Scott/Rice Telephone  952-447-2172 
Scott County   952-496-8100 
Sprint Telephone   800-788-3500 
St Paul City Hall   651-266-8500 

Voter Registration   612-348-5151 
Washington County  651-439-3220 
Wright County   763-682-3900 

Xcel Energy   800-895-4999 
 
Sporting Events 

St. Paul Saints Baseball  651-644-6659 

Timberwolves Basketball  612-673-1300 
Twins Baseball   612-375-1366 
Vikings Football   612-333-8828 

Wild Hockey   651-222-9453 
U of M athletics   612-824-8080 
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Cultural Attractions:  

MN Children's Museum  651-225-6000 
Guthrie Theater   612-377-2224 
Mpls Institute of Arts  612-870-3131 

MN Chamber Orchestra  651-291-1144 
MN History Center  651-296-6126 
MN Orchestra   612-371-5656 

Ordway Music Theater  651-224-4222 
Science Museum of MN  651-224-9444 
Walker Art Center  612-375-7622 

Weisman Art Museum  612-625-9494 
 
Outdoor Recreation:  

Como Zoo   651-487-8200 
Fishing & Hunting  651-296-5029 

Minneapolis Parks  651-266-6400 
MN Dept. of Tourism  651-296-5029 
Minnesota Zoo   952-432-9000 

Valley Fair   952-445-7600 
 
Other Numbers:  

Better business Bureau  651-699-1111 
Day Care Association  612-341-1177 

Dental Society   612-332-0443 
Emergency   911 
Hennepin County Library  952-897-8500 

Information   411 
Mpls Chamber of Com.  612-370-9010 
Mpls Public Library  612-630-6000 

MTC Bus Info   612-373-3333 
Road Conditions   800-542-0220 
Mpls Star Tribune   612-673-4343 

St. Paul Pioneer Press  651-222-5011 
St. Paul Public Library  651-266-7000 
St Paul Chamber of Com.  651-223-5000 

Important Contact Information 


