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ELISA BUCKLEY, REALTOR®
Elisa’s real estate knowledge and experience, as well as her
negotiating expertise and aggressive marketing strategies,
continually prove to exceed her client’s expectations. Elisa’s
main focus is working with sellers to price, list, and sell their
home in the most efficient and profitable way for the client.
Elisa offers no-obligation consultation services to help prepare
the home for sale and follows aggressive marketing strategies
to attract buyers. Once under contract, she negotiates for the
seller and focuses on obtaining the best price, in the least
amount of time for the best terms, netting the maximum
amount possible for her clients.
Elisa is a Realtor® and Licensed Broker at Meadows Group, Inc.
Realtors in Tigard

I am dedicated to providing my clients the best possible service, and I'm proud to be a 5-star
Agent! I feel that having the right real estate agent means having an agent who is committed
to you, someone who takes the time to understand the market in your specific neighborhood
and who understands your unique needs and ultimate goal. I work to make the entire process
as easy and streamlined as possible and reduce the stress and anxiety often associated with
Real Estate transactions. I promise to keep you informed every step of the way and respond to
your calls and emails quickly. I believe that working together, we can deliver!

TESTIMONIALS

It was truly a pleasure working with Elisa while
selling our house. She went out of her way to
help us more than once, and was always
available to reach by phone or email, with
prompt responses and the knowledge to answer
any questions we had. I would refer Elisa to
anyone because she showed confidence,
expertise, and the drive to ensure we received
the best outcome possible. Elisa is definitely a 5
star realtor!
- Jeremiah Houx

Elisa was well informed with the neighborhood
and professional. She went out of her way to
keep an eye on my home, as I had moved to a
retirement facility. She kept me well informed
during the process of selling. Elisa made the
sale of my home very easy, and stress free for
the most part. I would recommend Elisa Buckley
to anyone. She is an excellent Realtor.
– Helen Wilkins

Elisa was extremely helpful in the selling of my
house quickly, she was very responsive. She
walked me through the entire process and it
made it exciting & not draining. She gave me
1st class service. I highly recommend her!
–Leslie Begay

Elisa did a wonderful job with our property, and
even though I'm 2,000 miles away and have
never met her in person, she kept me in the
loop through the whole process. And the whole
process from start to finish took just over a
month. We had tried to sell the property
before, with no success, but Elisa took charge
right away and we ended up getting a cash offer
for more than our asking price! Do yourself a
favor and ask for Elisa. –John Ragni
Elisa was great to work with. She is very
responsive. She came out on the first visit and
walked us through the entire process and
offered suggestions on how to prepare our
home for the best possible outcome. Whenever
I had a question, she was quick to respond.
With her advice and help we got an offer on
the first day it was on the market for full
asking price! She kept in touch throughout the
entire selling process answering all our
questions and offering sound advice. I would
recommend Elisa to anyone looking for an agent
that will work hard for you! -Kathleen Martin

Elisa, we wanted to write a quick note, and say thank you again for all your help. We couldn't have done
it without you! We would like to thank you for the countless hours you put into selling our house for us.
Your methods of attracting buyers worked! I was blown away to have 3 offers made on the house within
two weeks. We will be referring you to all of our friends because of your excellent service. You certainly
are a very knowledgeable and thorough professional and we wouldn't hesitate for a second to
recommend you to anyone. Your expert advice and quick response to all of our questions were greatly
appreciated. You followed through for us in all the procedures involved in closing the sale, and you
turned what I had thought would be an insurmountable task for us into an easy accomplishment. And
throughout, you constantly kept us informed of all developments. It was a real pleasure to do business
with you. I wish you much success in all your future endeavors, and I feel confident that all your future
clients will also be extremely favorably impressed with the caliber of your services. Elisa, thank you so
much for ALL your hard work!!! The sale of the house feels like a miracle/surreal and your advice,
compassion and availability made the process go as smoothly for us as possible. THANK YOU!
- Mr & Mrs Fernando Heredia

WHAT YOUR FRIENDS AND NEIGHBORS ARE SAYING ABOUT MY SERVICE

IN THIS GUIDE…
REAL ESTATE TERMINOLOGY
WHAT’S HAPPENING IN THE HOUSING MARKET?
WHAT YOU NEED TO KNOW BEFORE YOU LIST YOUR HOUSE
PREPARING YOUR HOME FOR THE MARKET
WHAT YOUR AGENT WILL DO FOR YOU
MY LISTING POLICIES, FEES AND MARKETING PROPOSAL

REAL ESTATE TERMINOLOGY
Appraisal- This is typically done for the benefit of the buyer to ensure the
property is worth what they are paying. It is often required of the lender and is a
full report highlighting the estimated value of the property, completed by a
qualified and neutral 3rd party.
Closing- In Oregon, “closing” refers to the notification that the Deed has been
recorded with the county. Ownership of the home has officially transferred and
all funding has occurred. This should not be confused with “Signing”.
Commission- This is a percentage of the final sales price of the home that is paid
to the Brokerage Firm. In Oregon, the commission is split between the buyer
agent’s firm and the listing agent’s firm. The agents will receive the funds from
their brokerage firm.
Comparables- Homes in the area that have recently sold that have similar
features.
CMA / Comparable Market Analysis- A report which shows the comparable
homes and utilizes the data from those sales to determine the current market
value of the property in question.
Contingencies- conditions which must be met in order to close. Contingencies
are typically tied to a date, referred to as a deadline. Some contingencies may
cause the contract to be canceled if they are not satisfied.
Counter Offer- The seller has the option to accept, decline, or counter any offer
received from a buyer. If a counter offer is presented and the buyer declines to
accept the counter offer, the original offer is dead.
Earnest Money- the deposit made from the buyer to the seller when submitting
an offer. This deposit is usually held in Escrow until closing, at which time it will
be applied towards the closing costs or down payment from the buyer.
Escrow- this term has multiple meanings; earnest money is typically held by a
third party until closing- held “in escrow”. The Title Company also acts as the
“escrow” account.
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Equity- the difference between the market value of a home versus the amount owed
on a home.
FHA Loan- This is a mortgage financed through a private lender and insured by the
Federal Housing Administration, often requiring a lower down payment and income
to qualify.
Home Inspection- a professional will inspect the seller’s home for issues that are not
openly apparent and provide a written report for the buyer to review.
Home Warranty- this is a 1-year service that covers the cost of repairs or
replacements to items covered in the plan, such as appliances and home systems. It
may be purchased by the buyer or the seller, for the benefit of the buyer. This does
become part of the purchase agreement contract.
Pre-Approval- the process in which a buyer must provide a mortgage professional
with information on income, assets, debt, and employment- used to make the initial
credit only loan decision.
Pre-Qualification- once approved for a loan, this is the process in which the
maximum sale price, loan amount and monthly payments are calculated for the
borrower. This is not a loan approval.
RMLS- the Regional Multiple Listing Service for our area, covering much of northern
and western Oregon. This is the most reliable and up-to-date source for listing
information.
Signing- This is usually done at the Escrow/Title company and typically takes place
about 1-5 days prior to closing. This is the signing of all necessary paperwork
required to complete the sale and transfer ownership.
Title- a legal document that proves the current and proper ownership of the
property. This is also referred to as the Deed and highlights the history of property
ownership and transfers.
Underwriting- this is the process in which the potential home buyer is evaluated for
their financial ability to obtain and repay the loan. This also requires an appraisal of
the home.

6

BUYER DEMAND CONTINUES TO

OUTPACE INVENTORY OF HOMES FOR SALE
The price of any item is determined by the supply of that item, as well as the market's
demand for that item. The National Association of Realtors (NAR) surveys “over 50,000 real
estate practitioners about their expectations for home sales, prices and market conditions”
for their Realtors Confidence Index.
Their latest edition sheds some light on the relationship between seller traffic (supply) and
buyer traffic (demand).

Buyer Demand
The map on the right was created
after asking the question:
”How would you rate buyer traffic
in your area?”
The darker the blue, the stronger
the demand is for homes in that
area. There were no states that
came in with weak demand levels.

Seller Supply
The index also asked:
”How would you rate seller traffic
in your area?”
As you can see from the map on
the left, while 23 states reported
“weak” seller traffic, only 7 states
reported “strong” seller traffic. This
means there are far fewer homes
available than what is needed to
satisfy the buyers who are out
looking for their dream homes.

Bottom Line
Looking at the maps above, it is not hard to see why prices are appreciating in many areas
of the country. Until the supply of homes for sale starts to meet the buyer demand, prices
will continue to increase.

HOW’S THE MARKET?
The latest Buyer Traffic Report from the National Association of Realtors (NAR) shows that buyer
demand has slowed overall across the country, but in areas with strong job growth and affordable
house prices, home buying demand remains “strong”. The combination of rising interest rates and
already high prices has caused our local housing market to slow down to a more sustainable and
steady pace.
Housing inventory is still under the 6-month supply that is needed for a normal housing market. This
means that, in the majority of the country, there are not enough homes for sale to satisfy the
number of buyers in the market. This is good news for homeowners who have gained equity as their
home values have increased.
Our local Market Action Index continues to show that we are still in a Seller’s Market and now is a
good time to take advantage of that!
Some experts are calling for a slowdown in the economy later this year and most economists
have predicted that the next recession could only be eighteen months away. The question is,
what impact will a recession have on the housing market?

Here’s what the experts are saying….

“HOUSING WILL NOT FALL VICTIM

TO THE NEXT ECONOMIC SLOWDOWN”

THE PROS AND CONS

OF SELLING IN EACH SEASON
SELLING A HOME IN THE WINTER (January, February)
If you’ve been waiting for the holiday season to pass and are looking for a quick sale at a good
price, this is a great time of year. Many buyers are in a hurry to get into a home while the
competition is low. They know it will be harder in the Spring and Summer when the frenzy
hits and they are competing with everyone else. Pricing is typically higher than where it was
at the same time last year. The biggest downfall is the yard appeal and weather- freezing
temps, snow and ice can significantly reduce the number of buyers willing to see your home in
person. Despite that, it can be a great time to sell.

SELLING A HOME IN THE SPRING (March, April, May)
The yard is starting to improve it’s appearance- especially in April. The market is getting
stronger , home prices are on the increase, and there’s increasing buyer activity. You can sell
with confidence and hope for multiple offer situations. You’ll begin collecting the
appreciation that will happen in the year. It’s a great time to sell.

SELLING A HOME IN THE SUMMER (June, July)
Yard appeal is fantastic. Weather is fantastic. Buyer activity is at it’s highest , however
inventory is also at it’s highest - the result of school being out. Multiple offers are absolutely
normal if marketed and priced properly. Prices are typically at their peak- so you will have
collected the majority of the appreciation that is going to happen for the year. It’s a great
time to sell. (Talk to me about buying at this time- not so great.)

SELLING A HOME IN THE LATE SUMMER (August, September)
Weather is still good and yard appeal can stay strong (with effort). Buyer activity decreases as
families take those final summer vacations and prepare to head back to school. Prices begin
to drop as the days on market increase. Multiple offer situations aren’t as likely. Overall, it is
an okay time to sell, but pricing is the key.

SELLING A HOME IN THE FALL (October, November)
Inventory begins to drop significantly, which sets you up nicely against any competition,
however yard appeal is typically bad, weather is rainy and windy, and the upcoming holidays
are on everyone’s mind. If you don’t sell before Thanksgiving hits, brace yourself. Homes take
longer to sell during this time of year, but it’s an okay time to sell. Prices have typically
stabilized…closer to where they were in the Spring.

SELLING A HOME IN DECEMBER
Everyone is heading full force into the Holidays, but that doesn’t seem to slow down the most
serious buyers! With minimal inventory as competition, it can still be a good time to sell,
especially if you can get your home on the market early in the month.

WHY HIRE AN AGENT TO SELL YOUR HOME
When a homeowner decides to sell their house, they obviously want the best possible price with
the least amount of hassles. For the vast majority of sellers, the most important result is to
actually get the home SOLD.
The Listing agent’s chief tasks are to help set the right price and get buyers in the door. “The
market is shifting every day. It’s the agent’s job to keep abreast of those changes,” says Ryan
Fitzpatrick, director of sales for New York real estate agency CORE.
A good agent also will market your home aggressively. That means recommending staging
techniques to make the place look great, maximizing the listing with professional-quality
photographs, and showing the house to prospective buyers. Once your home has found a buyer,
the agent will negotiate the offers on your behalf, handle all the paperwork and legal forms, and
provide personal support through the most nerve-racking part of the process. A great agent will
make the process feel stress-free and keep you informed throughout the entire process. Top
notch service and peace of mind are priceless, and can often net more money in your pocket.
Before skipping a full-service agent, think hard about the time and effort you want to spend,
particularly if the process drags on. Selling a home takes time. You’ll need to have knowledge of
your local neighborhood trends and you’ll need negotiating skills, the chance is great that your
buyer will be represented by a licensed agent!
Technology has changed the buyer’s behavior during the home buying process. According to
the National Association of Realtors’ latest Profile of Home Buyers & Sellers:
•

95% of buyers use the internet in their home search.

•

95% of the buyers who used the internet for their home search also purchased their
home through a real estate agent/broker, or from a builder or builder’s agent.

•

2% of buyers purchased their home from a seller they didn’t know, without an agent
involved.

If costs are a concern, you should feel comfortable having a frank up front conversation about
how and how much the agent expects to be paid.

BEFORE YOU PUT YOUR

HOME ON THE MARKET
Here are a few items to take care of before listing your home. This can make the sale process quicker and
easier in the long run.
Consider a pre-sale home inspection. An inspector will be able to give you a good indication of the
trouble areas that will stand out to potential buyers, and you'll be able to make repairs before open
houses begin.
Organize and clean. Pare down clutter and pack up your least-used items, such as large blenders and
other kitchen tools, out-of season clothes, toys, and seasonal items. Store items off-site or in boxes neatly
arranged in the garage or basement. Clean the windows, carpets, walls, lighting fixtures, and baseboards
to make the house shine. Review the ‘How to Deep Clean’ article on the next page.
Get replacement estimates. Do you have big-ticket items that will need to be replaced soon? Find out
how much it will cost to repair an older roof or replace worn carpeting, even if you don't plan to do so.
The figures will help buyers determine if they can afford the home, and they'll be handy when
negotiations begin.
Locate warranties. Gather up the warranties, guarantees, and user manuals for the furnace,
washer/dryer, dishwasher, and any other items that will remain with the house. It may seem like this task
can be left until closing, but you don't want lost paperwork or last-minute scrambling to cause the deal to
fall through.
Spruce up the curb appeal. Walk out to the front of your home, close your eyes, and pretend you're a
prospective buyer seeing the property for the first time. As you approach the front door, what is your
impression of the property? Do the lawn and bushes look neatly manicured? Is the address clearly visible?
What do you see framing the entrance, if anything? Is the walkway free of cracks and impediments?

11

DO IT YOURSELF HOME STAGING
When a home is staged properly, potential buyers can’t tell who lives in the home…and might
even wonder if anyone actually DOES live in the home- even when there is clothing in the
closet and dishes in the cupboards (yes, buyers do look in kitchen cabinets and drawers).
While staging the home yourself might seem like an overwhelming task, it’s actually relatively
easy when you break it into several different focus points.

Contact me if you would like a copy of my “How to Stage Your
Home” guide. I’m more than happy to send it to you.
It also includes:
-How to Add Curb Appeal
-How to Deep Clean your Home
-Extra Steps for a Sparkling Kitchen
-How to Prepare for the Photo Shoot

before

after

YOU SHOULD KNOW WHAT A BUYER IS THINKING

AS THEY ENTER YOUR HOME…
If you’re thinking of selling your home you may be wondering how to best show your home so
it sells quickly and for the price you want. Let’s look at your home from a buyer’s
perspective and tackle these objectives head on, before the buyer even enters your home.
A home that looks it’s best will make a buyer believe that it has been well maintained.
This in itself, allows a buyer to feel more comfortable in making their best offer on the
house.
What if the home doesn’t look its best? In a buyer’s mind, they will calculate the cost of
improvements 3 to 5 times of what the actual cost will be. For example, if the carpet is
stained and outdated, a homeowner can probably replace it for $1000 but if it’s not done, a
buyer will look at that carpet and in their minds think “this will cost $5000 to replace the
carpet in this room” and they’ll move on.
Buyers are willing to pay more for a house that is move in ready. Families today are too
busy and overwhelmed with everyday life to take on these projects for the most part. Major
renovations or updates a buyer may be forced to think about can deter them from buying
that house and it will be easier for them to just move forward and look at the next house.
When items need to be updated or replaced, it’s in the homeowners’ best interest to do that
themselves.

SIMPLE UPDATES TO

INCREASE THE MARKET VALUE OF YOUR HOME…
PAINTING:
The easiest and least expensive home improvement project that will provide the biggest
impact is repainting the interior with fresh and relevant paint colors. If the walls need to
be repainted, the buyer will see that as an objection, in their minds that’s an additional
expense and inconvenience of buying that house. Neutral colors are always recommended
because everyone can live with neutrals. Go for a light gray or beige color as those
appeal to the broadest audience, they feel warm and inviting, and photograph really well.

HARDWARE & FIXTURES:
Updating light fixtures, fans and hardware make a huge impact as well. Not only will it
look more aesthetically pleasing, a buyer won’t focus on the “dated” look of the house
which then in turns allows them to start thinking about all the other “dated” items such
as roofing, mechanical systems, plumbing, etc. These are all big ticket items that will be
a huge expense to a buyer if they start thinking that they’re older. By updating the
aesthetics, a buyer doesn’t go down that thought pattern. They instead are focused on
the things that appeal to them rather than all the things that would be problems. In
addition to that, any money spent on kitchens and baths always warrant a return on
investment. Kitchens still sell homes. Decisions to buy a home are still made on the look,
function and feel of the kitchen. With that said, baths that are clean, updated, functional
and modern will appeal to all buyers.

WHAT IS YOUR HOME’S MARKET VALUE?
The Market Value of your home is NOT:
1.
2.
3.
4.
5.
6.

What you have into it.
What you need out of it.
What it has appraised for in the past.
What your neighbor’s home sold for.
What the Tax Assessor says it’s worth.
Based on memories and emotions

The Market Value of your home IS:
What a buyer is willing to pay for the property- TODAY.
Based on today’s market.
Based on today’s competition.
Based on today’s financing / rates.
Based on the buyer’s perception of the property condition.
Based on location.

As a seller you can control:

•
•
•
•

Choosing the agent you hire.
The condition of your property.
The access to the property.
How you price the home.

As a seller you do NOT control:
• The Market Conditions.
• Your competition.
• The Buyer’s perception.

If your home is being shown, but no offers are
being made, this is an indication that your home
is slightly overpriced. Buyers are interested in
your home, but after seeing it they are finding
better properties in the same price range and
they are making offers on those homes instead.
Your home IS getting interest, which is great, but
it’s overpriced for it’s condition and you’ll need to
act fast if you want to recapture those buyers.
If your home is not being shown at all, this is
usually an indicator that it is significantly
overpriced. Buyers don’t want to “waste their
time” with an unreasonably priced home. Agents
have their buyers’ best interests in mind and they
won’t have their buyers consider a significantly
overpriced home.

HOW TO

IMPROVE THE ODDS OF AN OFFER
#1. PRICE IT RIGHT!
Price is the number one factor that most homebuyers use to determine which homes they
want to view. Buyers shop in a range that they've either been given by their lenders or one
where they feel comfortable. They set up searches based on price and if your home is
overpriced at the start, it won’t pop up in their search. Buyers who CAN afford your
overpriced home will compare it to other homes in the same price range. They will quickly find
out that other homes have better locations, more square footage and snazzier finishes than
yours, and for the same price. It's far better to make a good first impression on the market -that your home is offered at a fair price because you're a reasonable seller who understands
your home's value and current market conditions.

Set a price at the lower end of your property's realistic price range. Consider:
•

Comparable properties: A “comp” is what real estate professionals call home sales that
can be reasonably used to help determine the price of your home. But just because you're
in the same neighborhood doesn't mean that the houses will sell for the same amount. Your
real estate professional will help you determine how to compare your home in terms of
size, upkeep, and amenities.

•

Competition: How many other houses are for sale in your area right now? Are you
competing against new homes or condos for sale in the area?

•

Contingencies: Do you have special needs that might turn away buyers? A common one is
refusing to be flexible about a moving date.

Overpricing Pitfalls:
The right buyer, who has been waiting, may fail to see your home if it is priced too high. An
overpriced property will be on the market longer. Buyers and their agents are very aware of
the length of time on the market. Often buyers are reluctant to make an offer on a home
that has been on the market for “a while” thinking that there is something wrong with the
home. Sometimes, a price reduction may be too late, as interest by both buyers and Realtors,
may have waned.

Don’t Refuse to Drop the Price. If your home has been on the market for a longer than
average period of time without an offer, be prepared to at least consider lowering your asking
price or offering some sort of concession that will attract buyers to your home (rate buy-downs,
covering closing costs, etc.)
REMEMBER: Price Overcomes All Objections

#2. BE FLEXIBLE ABOUT SHOWINGS
Spur of the moment showings are certainly disruptive, and making sure your home is constantly
ready to show can be exhausting. But the more amenable you can be, the sooner you'll find a
buyer. In a competitive marketplace, access can make or break your ability to get the price you
are looking for, or even sell your house at all. It’s better to open your home as much as possible
that first week or two and just ‘deal with it’ to get your home sold, rather than dragging out the
showing process.

THE ROLE ACCESS PLAYS IN GETTING YOUR HOUSE SOLD – THE 3 OPTIONS:
•

Show anytime with Agent– This allows for the greatest flexibility and will maximize the
number of people who can see your home. A lockbox is placed on your door (only RMLS
agents will have access to the code) and the buyer can see it at anytime with their agent.

•

By Appointment Only or With Notice– Depending on the amount of notice needed,
this can cause buyers to pass on viewing your property. A 24-hour notice may be too
complicated when coordinating other showings. Sometimes even a 1 or 2-hour notice can
feel like a hassle to a buyer. I find that a 10-15 minute notice allows for the greatest number
of showings.

•

Limited Access (example: the home is only available on Mondays and Tuesdays from 24pm, or not available on weekends or weeknights). This is the most difficult way to show
your house to potential buyers. Homes with these restrictions take much longer to sell.

I have a personal story where I took some buyers out to look at a home out of the area, we drove past another
home for sale and I could see that the sellers were home, so I called to see if we could see it. They didn’t answer
the phone so I contacted their agent, who told me to knock on the door. So I did. Told him I was an agent and I
had buyers waiting in my car and this home looks like exactly what they are looking for. He told me they were
busy gardening in the backyard and didn’t want to be disturbed and could we come back tomorrow perhaps?
Nope. We were looking at homes an hour away from home and would not be back in that area the next day.
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#3. PREPARE FOR BUYERS
A home that looks it’s best will make a buyer believe that it has been well maintained. Get
your house market-ready at least two weeks before you begin showing it. Make all your repairs
and then do a deep clean (or hire a cleaning service to help).
I’ll provide more tips and ideas a little later in this booklet.

#4. ANTICIPATE THE OFFERS
Decide in advance the price range and terms that are acceptable. Be clear with yourself and your
agent about what you are comfortable with. It's critical to know what price you'll accept before
entering negotiations with a potential buyer.
It's possible you may be faced with multiple competing offers to purchase your property. Your
listing broker can explain various negotiating strategies for you. For example, will disclosing
information about one buyer's offer make a second buyer more likely to make a higher price
offer? Or will that second buyer pursue a different property?
Will telling several buyers that each is being given a chance to make their “best offer” result in
spirited competition for the seller's property? Or will it result in the buyers looking elsewhere?
What's fair? What's honest? Knowledgeable buyers and sellers realize there are rarely simple
answers to complex situations. But some fundamental principles can make negotiating multiple
offers a little simpler.
Buyers and sellers need to appreciate that in multiple offer situations, only one offer will result
in a sale, and the other buyers will often be disappointed that their offers were not accepted.
While little can be done to assuage that disappointment, fair and honest treatment throughout
the offer and negotiation process, coupled with prompt, ongoing and open communication, can
enhance the chances that all buyers - successful or not - will feel they were treated fairly and
honestly.
Appreciate that your listing broker's advice is based on past experience and is no guarantee
about how any particular buyer will act (or react) in a specific situation.

CONSIDERING FOR SALE BY OWNER?
In today’s market, with home prices rising and a lack of inventory, some homeowners may
consider trying to sell their home on their own, known in the industry as a For Sale By Owner
(FSBO). The primary reason many homeowners choose to sell their home FSBO is because they
believe that they will save the 6% real estate commission by selling on their own. But choosing
to do FSBO doesn’t eliminate paying commissions completely. At least not if you want to sell your
home. Nearly 95% of buyers purchase their home through a real estate agent. Buyers depend on
an agent to help them find the actual home they will buy, negotiate the price and terms of the
sale, and have the agent to help them understand the process . -National Association of Realtors’
latest Profile of Home Buyers & Sellers.
If you are determined to go it alone, just keep in mind that 95% of buyers search online for their
home. It is so important to have an internet strategy to promote your home.

Here are Six Things to Think About…
1. FSBOs aren’t permitted to put their home in our Regional Multiple Listing Service (RMLS)
because this membership organizations is only open to licensed real estate brokers. FSBOs
are also locked out of many home search engines and web sites. Since FSBO homes don’t
appear in our local RMLS, most agents aren’t aware that your FSBO even exists, and many
buyers who are working with an agent won’t even think to look at FSBO homes. That means
the pool of potential buyers for FSBO homes is limited primarily to unrepresented and
probably unqualified prospects. FSBO homes don’t receive nearly as much internet exposure
as it would utilizing a full service real estate agent.

2. Availability for showings. A Realtor can show your home when you aren’t available, can
respond to inquiries from potential buyers and their agents, and can get valuable feedback
from visitors – all things that save you time. Because FSBOs don’t have lock boxes, that means
the home owner will need to be present for every showing. There are numerous challenges
with this situation, the most important of which is safety. Is the person who wants to see your
house legitimate or not? Also, buyers typically prefer to look at a home without the seller
present .
3. Most agents won’t show your home. Most agents won’t look at FSBO listings to share with
their clients, as neither the client nor the agent are comfortable working with an
unrepresented seller. If an agent does run across your home as a possible fit for their client,
expect the buyer’s agent to submit a fee agreement with a higher pricing structure than if
they were dealing with an agent-represented seller. Not paying that fee? You probably won’t
get that sale, either.
4. FSBOs usually overprice their home. A Realtor has access to market data about recent
sales and other homes on the market that can be used to price your home appropriately.
Studies show that homes priced right when they’re first listed sell more quickly and for a
higher price than those that linger on the market. Like most homeowners, most FSBOs believe
their own home is worth more than comparable homes in the same neighborhood. Usually,
they are mistaken. NAR statistics show that selling your home with the assistance of a
professional real estate agent will garner you a higher profit, enough to cover the commission
as well as put more money in your pocket.

5. FSBOs are likely to stumble into legal trouble. Real estate transactions are fraught with
potential liability for unwary sellers, as most sellers are not aware of the state’s disclosure
requirements or other legal requirements. A FSBO who overlooks even one required form or
legally mandated disclosure could face a protracted and expensive buyer lawsuit after the
transaction closes. Many times the buyer’s agent ends up hand-holding the seller by providing
all the legal documents, therefore asking the seller to pay a higher buyers commission than
they would have paid otherwise.
6. Buyers want the savings. Buyers who look at FSBO homes are often investors, cash
buyers, or buyers looking for a bargain. They believe they can get a better price since the
seller is saving on commission. They will often try to purchase the home for significantly less
than the seller wanted. After all, there will be minimal competition since the home isn’t
mass marketed to every buyer. The result is that many FSBO’s end up selling for 6%-12% less
than comparable homes listed by an agent.
BOTTOM LINE…. Consider the scale of your transaction. Selling your home is one of the
biggest financial decisions you’ll make. If you had a $100,000 income tax problem, would you
attempt to solve it without the help of a CPA? If you had a $100,000 legal question, would you
deal with it without the help of an attorney? Considering the relatively small cost of hiring a
Realtor and the large potential risk of not hiring one, it’s smart to find a professional to sell
your home.

STILL CONSIDERING FOR SALE BY OWNER?
HERE ARE MY BEST TIPS TO HELP YOU SELL YOUR HOME.
Shopping for a home online is kind of like speed dating. When a buyer sees your listing, they
will make a decision within 16 seconds on whether or not they want to see your home in
person. Your online presence is everything. Wanting someone to see your home in person
should be your biggest focus.
Stage your home so the focus is on the room, not your furniture or belongings. You are
selling, right? Box it all up! I’m more than happy to give you a copy of my FREE Guide to
Staging Your Home
Professional photography can make all the difference. It truly matters.
You want several key photographs (not too few, not too many): front exterior with
landscaping visible, kitchen, living room, dining room, family room, each bedroom, backyard
spaces. We don’t normally photograph garages, storage rooms, laundry rooms or closets as
those can make the listing look cluttered and messy. Bathrooms are also not necessary
unless they are amazing bathrooms and in that case, be sure to photograph with the toilet
seat down. One or two images per room tops. Anything more than that, and they’ll feel like
they’ve seen enough of your home and don’t need to see it in person.
Compile as much detail as possible for your listing. Write up a summary and include any
improvements or special features.
 Are appliances included? How old are they?
 Are the systems gas or electric? How old are they?
 Room measurements are also good to provide.
 How old is the roof?
 Do you have the Seller’s Property Disclosure Packet filled out and available to provide?
 Who will your Escrow company be?
 Are you willing to accept FHA or VA financing?
 Are you willing to pay the buyer’s agent?
The list goes on and on. The more prepared you are with this information available BEFORE
someone calls, the better chance you have of successfully selling your home. Have as much
of this information as possible in your internet listing.

5 DEMANDS
TO MAKE ON YOUR REAL ESTATE AGENT
A great agent is always worth more than the fee they charge, just like a great doctor or a great
accountant. You want to deal with one of the best agents in your marketplace. To do this, you
must be able to distinguish an average agent from a great one. Here are the top 5 demands to
make of your real estate agent when selling your house:

1. Tell The Truth About The Price
Too many agents will tell you what they think you want to hear, just to get the listing and then
they will ‘work the seller’ for a price correction later. Demand that the agent prove to you that
they have a belief in the price they are suggesting. Overpricing can result in lost time on the
market, and lost value. Or if an overpriced offer does come in, it may not meet the appraisal
amount. The residential appraisal process has gotten tougher. Have the agent show you the
homes they chose as comparable properties. A red flag should be raised if your agent is not
discussing this with you.

2. Negotiate Each Challenges
It is imperative that your agent knows how to handle the challenges that will arise. An agent’s
ability to negotiate is critical in this market. Challenges can arise at several points throughout
the selling process- whether it’s countering the original offer, countering repair requests as the
result of a home inspection, an appraisal conflict, lender demands on the health and safety of
the home, changes to timelines and terms, buyer demands, and more. It’s not over until it’s
over.
Remember: If you have an agent who was weak negotiating with you on their own income (an
agent quick to reduce their commission or give up income for their family), don’t expect them
to turn into a superhero when they are negotiating for you and your pocketbook.

3. Market Your Home Properly
You should know what your agent is doing to market your home. A good agent will know when,
where, and how to advertise in order to maximize the exposure of your home to ALL qualified
buyers. You want an agent who is thorough and checks all the boxes on the listing form- many times
a buyer has a search requirement for a 2-car garage, or a master on the main, or granite in the
kitchen… if your agent is leaving those boxes unchecked, your home will not appear in the search
requests. Full service marketing is first class.

4. Don’t end up Homeless!
If you haven’t yet picked your new home, make sure that the agent is capable and willing to help
you. The coordination of the move is crucial. You don’t want to be without a roof over your head
the night of the closing. Likewise, you don’t want to end up paying two housing expenses (whether
it is rent or mortgage). You should, in most cases, be able to close on your current home and
immediately move into your new residence.

5. Get The House SOLD!
There is a reason you are putting yourself and your family through the process of moving. You are
moving on with your life in some way. The reason is important or you wouldn’t be dealing with the
headaches and challenges that come along with selling. Do not allow your agent to forget these
motivations. Constantly remind them that selling the house is why you hired them. Make sure that
they don’t worry about your feelings more than they worry about your family. If they discover
something that needs to be done to attain your goal (e.g. price correction, repair, removing
clutter), insist that they have the courage to inform you.

Good agents know how to deliver good news.
Great agents know how to deliver tough news.
In any market, YOU NEED A GREAT AGENT!

I’M A FULL SERVICE REALTOR®
MY SERVICE PROMISES TO YOU:
1.

I will always be available via text, phone or email for any questions or concerns you
may have.

2.

I will help you determine the target market for your home and I will suggest ways to
prepare your home to its best advantage. I am happy to do as many consultations as
necessary!

3.

We will discuss the role access plays and determine the availability for showings in
order to maximizing exposure to the greatest audience.

4.

I will compile complete listing information for your home- including schools, zoning,
utilities, taxes, measurements, lot size, HOA information, etc. I also pull copies of
permits, taxmaps and deeds.

5.

I will prepare a complete and thorough MLS listing- no shortcuts!

6.

I use a professional photographer who shoots HD photography. Depending on the
listing package you select, we may also do video walkthroughs, dollhouse/3D tours,
virtual staging, professional staging. You will see these photographs before they go
live on the listing. You will also review and approve the listing flyer before it’s
printed.

7.

We will discuss pricing strategies using current local market data and I will continue
to evaluate the market as we determine the opening price.

8.

Once the listing is active, I will provide frequent reports of my marketing results and
visitor feedback.

9.

I will deal honestly and in good faith and be loyal to you, the seller, and negotiate
each step in your best interest.

10. Once an offer has been accepted, I will handle the opening of Escrow and ensure that
all the appropriate contracts are completed and signed.
11. I will provide an outline of the dates and tasks and help you through the process all
the way to closing.
12. I will provide an Appraiser’s packet to give to the appraiser to show him/her the
value of your home.
13. I will be with you at the closing table.
14. I will also send you a copy of the closing statement (tax doc) the following January in
case you misplaced yours during the move!

MY PREMIUM MARKETING SERVICES:
The following services are available for ALL of my listings, regardless of which
package you choose:
 Professional HD Photography
 Professional Floorplan drawn up and included with listing photos
 Property Book- this is a home guide that will be left on the counter in the home
for prospective buyers to look through. It provides information specific to your
home- tax records, plat map, printed floorplan, room dimensions, home features,
neighborhood CC&R’s, local school information, community information, local
restaurants and entertainment.

 Yard Signs and Flyer Box. If you choose a traditional white sign post, I will hire a
company to mark utilities and then install a fresh and clean post sign on your
property. An alternative is the metal post sign which does not require any utility
markings. I will also place and maintain directional signs leading to your home from
connecting streets. I will ensure there are flyers on the property until we have a
sale.

 Unlimited Full Color Flyers printed on 28lb 100 brightness satin paper.
 Pre-marketing Advertising new RMLS rules prevent us from doing any online
advertising to the public that your listing is “coming soon”. However, I am still able
to send an in-office company wide announcement that your listing is coming (110
agents).

 Open House I will schedule an Open House the first weekend your home is on the
market and provide feedback after each Open House. Side note- I do require that
guests sign in. I will follow up with each guest to see if they are considering making
an offer.

 Print Advertising I send out postcards and flyers to the target market and
surrounding neighborhoods

 Online Advertising I will create a virtual tour and a personal single-page website
JUST for your home. This will be published on Social Media sites and across other
media channels. I do Facebook and Instagram advertising to capture tech savvy
buyers. Of course there’s the internet advertising- Meadows Group syndicates to the
national sites like RMLS.com, Zillow.com, Trulia.com, Redfin.com, Realtor.com,
Homes.com, and many more.

 Email Advertising Not only do I email all of my active buyers, but I also pull a
reverse prospect profile and contact all MLS agents that have a client profile
meeting your home’s criteria.

 Showing Feedback I will contact each agent after they’ve shown the home to find
out if their buyer is considering making an offer.

WHAT MAKES ELISA BUCKLEY, REALTOR®
DIFFERENT FROM OTHER LOCAL AGENTS?
1) I want everyone who sees your listing to see a complete listing with every
box filled in and every detail laid out.
The RMLS limits the space we have to describe the home. That description is what is
transferred to the popular home search sites like Zillow, Trulia and Realtor.com. Many agents
use that same abbreviated description in their fliers as well. I take the time to expand the
description so it's interesting to read and drives more interest to your home.
Beyond the description, there are many boxes on the listing form that should be filled out.
Some of this data transfers over to the consumer websites, so the more complete it is, the
better. Some of the information is specific to writing the offer and only visible to other
Realtors.
When I'm representing a buyer, I often see missing and incomplete information- bad enough that
I can't effectively write an offer without waiting to hear back from the listing agent to get the
missing names, numbers, etc. When I list a home for sale, I leave no questions unanswered.

2) I want your home to shine online. Sources show that 95% of buyers found the home
online or through their Realtor (who previewed it online first). A buyer will make an instant
decision on whether or not they want to see your home simply based on the pictures they see
online.
I want everyone who sees the pictures to say "Wow! I want to see that home!". I always use a
professional photographer and ask them to shoot with HD photography. It does make a
difference. The focus should be on each room and space, not on your furniture or decor. We
will want to do some staging (using what you already have), or put a few key decorative items
in place if the home is vacant.
Virtual staging is also an option if your home is vacant and can make all the difference in the
online presentation of your home. I include this, as needed, at no extra charge.

3) I want your home to shine in person.
When a buyer walks into a freshly painted, completely clean and finished looking home, the
impression is that the seller took great care of the home, kept it well maintained, and the value
in their mind remains high. Yes, this means you will need to do some prep work up front, but it is
so worth it in the end. Not only will your home sell faster, but you can often list it for higher, or
at least be positioned better against your competition. I will provide you with a complete list
of the steps needed to ensure your home will shine!

4) Exposure is what sells your home and I work to continually keep your home
in front of potential buyers.
It's not about putting a sign in your yard and posting your home in the RMLS. It's surprising how
many agents stop there. My job is to broadcast your listing every way possible and get maximum
exposure. I force the listing through to all the major search engines and supplement those
listings with an expanded description and additional details. I also create a property website
JUST for your home. I do Facebook Ads that you can share with your friends and family and
neighbors. I send out postcard mailers to surrounding neighborhoods in case they know of
someone thinking of moving to your neighborhood. I will host an open house the first weekend
you are on the market (typically Saturday AND Sunday from 1-3). We can then decide if future
open houses are desired. I take the time to advertise everywhere that I can and I spare no
expense in the marketing of your home. I do not "set it and forget it".

5) You will know how your home is performing: how many views by agents, how many
agents have emailed the listing to their clients through the RMLS, how many public views online.
I monitor it daily. After every showing, I contact the showing agent to get feedback. And I pass
that feedback on to you. At Open Houses I track the number of guests touring your home, and
ask them to fill out a Property Survey to get their opinion of your home- it's features, positives,
negatives, price. I will provide feedback. I monitor the market daily for any new listings that
might be competition. I also monitor other nearby listings and the trends in pricing and time on
market.

6) I can't sell your home if I'm not willing to answer the phone or respond to
questions from you, clients or other agents.
I will always answer the phone when you call me, unless I’m in a class or meeting, in which case
I’ll call you right back. I answer the phone for ANY call I receive. You are always welcome to
text or email me any time with any questions or concerns.

7) I work to make the entire process as easy and streamlined as possible.
My goal is to reduce the stress and anxiety often associated with Real Estate transactions. I
believe in personally serving my clients, not handing them off to a transaction coordinator.
There is a lot of paperwork for the listing process, and there's a lot of paperwork involved
with each offer we receive, and once we accept an offer- there's even more paperwork.
I will make sure you fully understand every form you are signing and I will keep you informed
of the process every step of the way. I also coordinate the timeline and processes between
the other agent, the title company, the buyer's lender and I make sure everyone is staying on
task. You will always know where we are in the process. I provide shoe covers that will
remain at your home and also put a "miracle mat" in your entry (and back door if needed) to
keep your floors clean. If your house is vacant, I will check on it every couple days and do
any sweeping, mopping or vacuuming needed to keep your house looking fresh and clean.

8) I don't leave your money on the table.
Many sellers pre-calculate the net they expect to receive based on the commission fee they
desire to pay. Keep in mind that the Commission you pay the Brokerage is based off the sales
price and not the list price.
We don't know what the final sales price will be, it is dependent upon many variablesmarketing and advertising, how many people see your home, how long is it on the market, do
you have one offer or multiple offers, is it priced too low or too high, etc. My goal is to get
you the highest price in the shortest amount of time. My high level of marketing results in
bringing more buyers to the table. I will counsel you on each offer we receive so you can
make an educated decision on which offer might better suit your needs. It isn't always price.

What is your biggest fear when listing your home?
For many, it’s the thought of being locked into a lengthy listing contract
with a less than competent real estate agent, costing your home valuable
time and exposure. Worry no more!
MY ‘EASY EXIT’ LISTING POLICY
When you list with me, if you are not 100% satisfied with my services, you
can cancel your contract and owe me nothing.
Ask me for details.

My goal is to get you the highest price…
…in the shortest amount of time
…with the least amount of inconvenience and stress.
I achieve this by being a full-service Realtor and taking the extra steps that
many other agents skimp on.

Every seller's number one question...
WHAT IS YOUR LISTING FEE?
In the state of Oregon, the Seller pays a TOTAL COMMISSION percentage based on the final
sales price of the home- that total commission is split between the Listing Brokerage and the
Buyer’s Brokerage.

PLATINUM LEVEL – 3.0 %
- Professional HD photography
- Premium Marketing Services
- Unlimited Home Consultations
-Traditional White Post Sign
- Utility Marking for sign post
- Professional Walk-through Tour Video
- Virtual Staging if needed (vacant home)
Total Fee = 5.5 %
2.5 % paid to Selling (Buyer) Brokerage
3.0 % paid to Listing Brokerage
ADD-ONS AVAILABLE FOR AN EXTRA FEE:
3D Matterport (virtual dollhouse tour)
Professional Staging of your home with new furniture from Judson Roy Homes!

PREMIUM LEVEL – 2.8 %
- Professional HD photography
- Premium Marketing Services
- Metal Frame Sign with Flyer Box
- Photo Slideshow Video
Total Fee = 5.3 %
2.5 % paid to Selling (Buyer) Brokerage
2.8 % paid to Listing Brokerage

Social Media Marketing

I use targeted paid-advertising
campaigns that target users
who show online characteristics
of being a possible home buyer.
A typical ad will reach 2,600
people with a Recall Lift of 10%.

Sample Printed Flyer

Sample Printed Flyer

Professional Photography & Staging

Agent Photo

Professional HD Photography after Staging
This home had a unique floor plan that made it hard to visualize furniture
placement and room sizing. The sellers chose to have their home
professionally staged which added on-line and in-person appeal. As a result,
we received immediate offers!
Staging Co. - JUDSON ROY

Agent Photo

Professional HD Photography after Staging

Sometimes a home looks spacious
and clean in-person, but the
home’s online presence feels a
little ‘blah’. In this case, we can
utilize Virtual Staging to show how
the rooms could be furnished and
provide better visualization of
room dimensions.

Virtual Staging

HOW DO YOU CHOOSE THE RIGHT REALTOR®?
Not all agents perform the same or provide the same level of service....even if you are paying
the same percentage. Be sure to gain a full understanding of the services and value the agent
will provide.
I also recommend doing a little research: every Realtor® has a profile on Realtor.com so
check it out! You can also Google their name, check out their personal website, read their
client testimonials, call their office and speak with their Managing Broker. You can even look
them up on Facebook!
After all of this- the best advice is to go with your gut. Go with the agent that makes you
feel the most comfortable, the agent that you feel like you can talk to. This will often
result in a win-win working relationship and a smooth transaction.

ELISA BUCKLEY, REALTOR®

VS

THE AVERAGE LOCAL AGENT

101%

101%

Sales Price vs. List Price

Sales Price vs. List Price

5 Average Days on Market

19 Average Days on Market

Statistics for 2017-2018 for the zipcodes and price points I served

Dedication. Drive. Delivery.
Doing MORE from For Sale to SOLD!

I’m sure you have questions and concerns. I would love to talk with you and help you on the
path to selling your home. My contact information is below and I look forward to hearing from
you…

Elisa Buckley- Realtor® at Meadows Group, Inc. Realtors
Licensed Broker in Oregon #201214760
12655 SW North Dakota St Tigard OR 97223
homes@elisabuckley.com | www.ElisaBuckley.com | (503) 705-1405 text/direct

