
MUTUAL 
OBJECTIVES

We will work together as a team to get your home sold. Our mutual cooperation and communication will 

help ensure that goal is successfully met.

At RE/MAX Equity Group, our policy of conducting a diligently prepared market analysis of the property 

and reviewing it in detail with the you, the owner, results in a faster sale, at a better price, with less 

inconvenience to you.

SELLING YOUR HOME. . . 

WITH THE MOST 

FAVORABLE TERMS

AT THE HIGHEST 

POSSIBLE PRICE

IN THE SHORTEST 

AMOUNT OF TIME

THANK YOU 
FOR THE 

OPPORTUNITY 
TO PRESENT 

OUR PLAN AND 
SERVICES TO YOU



WHY 
RE/MAX?

BRAND

NETWORK

RESULTS

ADVERTISING

QUALITY

RE/MAX ASSOCIATES
• average more real estate experience

• hold a higher number of professional 
designations

• raised $150M+ for the Children’s Miracle 
Network, and sponsor Susan G. Komen

That experience and education means RE/MAX 
associates like me are better qualified to help 
you with all of your needs during your real estate 
transaction, and you will also be affiliated with a 
company that chooses to consistently give back 
to our communities.



WHY RE/MAX?
BRAND.

WHAT BEGAN AS A FLEETING 

SYMBOL AT THE ALBUQUERQUE 

INTERNATIONAL BALLOON FIESTA 

HAS SINCE EMERGED AS A BEACON 

OF REAL ESTATE BRAWN. 

THE RE/MAX BALLOON IS THE MOST 

WIDELY RECOGNIZED SYMBOL IN 

REAL ESTATE, AND ONE OF THE MOST 

WIDELY RECOGNIZED TRADEMARKS 

IN NORTH AMERICAN BUSINESS.



WHY RE/MAX?
NETWORK.

Tapping the global scope and Premiere Market Presence of the RE/MAX international network is a 

unique and powerful advantage my colleagues and I have over any other real estate organization.

We have access to thousands of international referral sources, which can be advantageous in finding 

qualified buyers and sellers. Through a network of more than 113,000 associates in more than 100 

countries, we have the inside track on buyers and sellers around the globe. 

Already number one in many major markets across North America, including the Portland/Vancouver 

Metropolitan area, RE/MAX continues to gain market share around the world.

RE/MAX associates helped more than one million families with home sales and purchases in 1997, 

establishing an industry record that RE/MAX has continued to build on every single year since, prompting 

the proclamation:

“NOBODY IN THE WORLD SELLS MORE REAL ESTATE THAN RE/MAX.”



WHY RE/MAX?
RESULTS.

You have a choice in real estate. Choose the brand with outstanding agents, leading brand awareness and an 
unmatched global presence. Choose RE/MAX.

INDUSTRY RE/MAX TH
EVS

NATIONAL, FULL-SERVICE BROKERAGE BRANDS
TRANSACTION 

SIDES PER 
AGENT (LARGE 
BROKERAGES 

ONLY)1

U.S. 
TRANSACTION 

SIDES2

BRAND 
AWARENESS 
(UNAIDED)3 

COUNTRIES & 
TERRITORIES

OFFICES
WORLDWIDE

AGENTS 
WORLDWIDE

17.0 1,036,000 30.2% 100+ 7,841 119,041

11.1 Not 
Released 0.4% 11 500 8,000

9.4 Not 
Released 4.5% 1 1,400 45,000

8.8 133,225 1.3% 32 2,300 39,900

8.2 731,486 15.0% 47 3,200 94,300

7.8 417,337 21.0% 80 8,000 118,600

6.8 72,424 0.8% 3 350 11,500

6.6 122,475 2.1% 69 950 21,900

6.6 1,041,948 8.0% 30 930 177,000

5.2 10,543 0.1% 1 45 2,043

3.9 50,000 0.1% 1 127 14,500

3.8 24,655 0.1% 2 46 6,417

©2018 RE/MAX, LLC. Each office independently owned and operated. Data is full-year or as of year-end 2017, as applicable. Except as noted, 
Coldwell Banker, Century 21, ERA, Sotheby’s and Better Homes and Gardens data is as reported by Realogy Corporation on SEC 10-K, Annual 
Report for 2017; Keller Williams, Realty Executives, Berkshire Hathaway HomeServices, Compass, HomeSmart and eXp Realty data is from 
company websites and industry reports. 1 Transaction sides per agent calculated by RE/MAX based on 2018 REAL Trends 500 data, citing 
2017 transaction sides for the 1,752 largest participating U.S. brokerages for which agent counts were reported. Coldwell Banker includes NRT. 
Berkshire does not include HomeServices of America. 2 Compass and eXp Realty totals are for residential transactions only and do not include 
commercial transactions; totals for all other brands include commercial transactions. 3 MMR Strategy Group study of unaided awareness among 
buyers, sellers, and those planning to buy or sell; asked, when they think of real estate brands, which ones come to mind? 18_253733

USA2018

WHEN YOU 

PARTNER THE 

EXPERTISE 

OF YOUR 

NEIGHBORHOOD 

PROFESSIONAL, 

WITH THE POWER 

OF THE RE/MAX 

BRAND AND 

GLOBAL NETWORK, 

OUR MUTUAL 

OBJECTIVE OF 

FINDING YOUR 

HOME IS MUCH 

MORE EASILY 

ACHIEVED.



WHY RE/MAX?
ADVERTISING.

STRATEGIC MIX OF MEDIA

As competitors eliminated TV advertising altogether, our brand has remained front and center 

with adults 25-54, who are in their prime home buying and selling years. 

• With 865 million impressions, RE/MAX advertising on local Portland-area TV stations 

in 2018 is reaching 70% of its target audience (adults 25-54) an average of 9 times. 

RE/MAX will run 538 spots on KATU, KGW, KOIN, and Fox primarily during early 

morning, early news, late news, and late night.

• RE/MAX is also running more than 4,000 radio spots on Sirius XM in 2018 for 190+ 

million impressions.

Local sponsorships provide visibility to the people in our communities. In 2017, RE/MAX will 

sponsor the following:

• Portland Timbers 2018 season

• Tigard Festival of Balloons

Local advertising and Social Media Marketing that builds on the recognition of our national 

campaigns extends our reach into all communication media.



WHY RE/MAX?
QUALITY.

YOU CAN EXPECT ME, YOUR RE/MAX EQUITY GROUP REALTOR® 

TO GO THE EXTRA MILE TO DELIVER YOU EXTRAORDINARY 

SERVICE IN HELPING YOU SELL YOUR HOME.

At RE/MAX Equity Group, we work with integrity, in a spirit of cooperation, and always with the clear 

vision of providing you with a rewarding and satisfying real estate experience that is convenient, 

comfortable and exceeds your expectations.

What you can expect when you work with me, your RE/MAX Equity Group REALTOR®:

• Dependable, continual, timely communication

• Active listening to your needs and concerns

• Clear, understandable explanations of each step of the process

• Personal attention, making you and your goals my priority

• Confidence that you are being fully informed and advised with integrity

• Superior problem-resolving skills based on proven experience and knowledge

• A real estate professional you can trust for all your real estate needs throughout your life



WHY RE/MAX 
EQUITY GROUP?

SATISFIED CLIENTS...

• In 1995, we were the first residential real estate 

firm in Oregon to reach $1 billion in sales in a 

single year.

• In 2005, the record was broken again when  

RE/MAX Equity Group closed more than $5 

billion in sales in a single year.

• In 2018, RE/MAX Equity Group ranked 77th out 

of 500 agencies in RisMedia’s Power Broker 

Report for closed sales volume in 2017.

• RE/MAX Equity Group has been the #1 

company in Oregon/SW Washington every 

year since 1995.

• All those numbers represent satisfied clients. 

Referrals and repeat customers are more than 

80% of our business because our agents have 

earned a place in the lives of our clients. 

• Now with 12 locations and more than 500 

experienced professionals serving the greater 

Portland (OR)/Vancouver (WA) Metropolitan 

area.



2017 MARKET SHARE COMPARISON
PORTLAND METRO AREA

7.6%

6.2%5.9%4.4%3.8%3.7%3.5%3.2%2.5%2.5%

PREMIERE PROPERTY GROUP

W
INDERMERE STELLAR

KW
 REALTY PROF.

HASSON COMPANY

JOHN L. SCOTT

KW
 - PDX CENTRAL

KW
 REALTY PDX PREMIERE

BERKSHIRE HATHAW
AY

KW
 SUNSET CORRIDOR

Residential Listings Sold and Sales Made, ranked by Units (RMLS Areas 141-152)

ABOVE 
THE REST

SINCE 1995, RE/MAX EQUITY GROUP HAS BOUGHT AND 
SOLD MORE HOMES THAN ANY OTHER REAL ESTATE 
BROKER IN OREGON AND SW WASHINGTON



GIVING
BACK

Agents and staff contribute time and resources to 

The RE/MAX Equity Group Foundation to help local 

organizations dedicated to meeting the needs of 

our neighbors.

Local charities are a priority to The RE/MAX Equity 

Group Foundation, especially those that are smaller, 

“grass roots” type organizations without national 

or federal funding. The RE/MAX Equity Group 

Foundation also prefers to donate to a specific, 

tangible purpose as opposed to contributing to the 

general fund of an organization.

THROUGH 2017, WE HAVE GIVEN MORE THAN 

$1,400,000 BACK INTO OUR COMMUNITIES.

Since RE/MAX became the organization’s exclusive 

real estate sponsor in 1992, RE/MAX agents have 

donated more than $147 million to Children’s Miracle 

Network Hospitals® – mostly by making donations 

in their clients’ names after each closed transaction. 

And every dollar stays local.

Children’s Miracle Network Hospitals (CMN Hospitals) 

raise funds and awareness for 170 member hospitals 

that provide 32 million treatments each year to kids 

across the U.S. and Canada. Donations stay local 

to fund critical treatments andhealthcare services, 

pediatric medical equipment and charitable care.

In our area, funds raised go to Doernbecher 

Children’s Hospital.

Through the Home for the Cure program, RE/MAX 

Associates have contributed more than $7 million 

to the fight against breast cancer.

Susan G. Komen’s promise is to save lives and 

end breast cancer forever by empowering people, 

ensuring quality care for all and energizing science 

to find the cures. 

For more information, please contact Susan G. 

Komen® at 1-877– GO KOMEN or www.komen.org.

RE/MAX Co-Founders Dave and Gail Liniger also 

give back to the community, most notably by 

making their nationally acclaimed private golf 

course, Sanctuary, available to charities. Nonprofit 

groups raise more than $7 million every year 

through charity tournaments at Sanctuary.



MAXIMUM
EXPOSURE

MAXIMUM EXPOSURE IS KEY TO GETTING YOUR HOME SOLD IN THE 

QUICKEST AMOUNT OF TIME. WE WILL AUTOMATICALLY POST YOUR 

LISTING TO SEVERAL KEY WEB SITES SEEN BY POTENTIAL BUYERS 

LOCALLY, NATIONALLY, AND AROUND THE WORLD

RE/MAX PROPERTIES ALSO APPEAR ON . . .



MY HOME 
WARRANTY TEAM

Contact us for more information!

Look for American Home Shield® to assist in your success. 
As the home warranty industry leader, we can give your 
clients the confidence and security they need to focus on 
what’s important during the buying and selling process. 

Every home needs a HERO.
Let us help YOU be that hero.

©2018 American Home Shield Corporation. All rights reserved. 

SERVICE

Why settle for less than the best? AHS founded the home warranty industry in 1971 and has since brought 

responsive, high-quality protection to more than 6 million customers nationwide. On every key measure of 

service, from total dollars paid for repairs and replacements to the number of service calls, we continue to set 

the standard. AHS handles more than 3 million service calls per year, an average of more than 6,000 per day. 

You have the assurance of knowing you can call 24 hours a day, 365 days a year for service requests and get 

reliable service from the nation’s largest network of pre-screened, licensed contractors.



HOME SELLING
PROCESS

DECISION TO MOVE

CONTRACT with your 

REALTOR to represent you

SET a PRICE and 

TIME FRAME

REVIEW CLOSING 

DOCUMENTS

LOAN is ACCEPTED

DEVELOP and EXECUTE a 

MARKETING STRATEGY

DISCUSS your housing 

NEEDS and WANTS

An OFFER is PRESENTED

NEGOTIATIONS BEGIN

OFFER is ACCEPTED

Buyer SUBMITS a 

LOAN APPLICATION

A HOME INSPECTION 

is scheduled

Closing activities are 

COORDINATED

Transaction is FINALIZED 

and CLOSED
MAKE YOUR MOVE

Even if you have bought or sold a home in the past, the process can be 

confusing. This chart will help you better understand the steps involved 

in your transaction.

My job is to tie them together as smoothly as possible for you and to 

keep you informed every step of the way.



MAXIMIZING
VALUE

LOCATION SIZE AMENITIES

PROPERTY 
CONDITION

CURRENT 
MARKET

BUYERS IN TODAY’S MARKET ARE SEEKING MAXIMUM VALUE 

IN A PROPERTY. THEIR DECISIONS ARE BASED ON:

WE FOCUS OUR TIME ON FACTORS WE 

CAN CONTROL TO GET MAXIUM VALUE

CONDITION MARKETING PRICE



STAGING
YOUR HOME

3 C’S OF STAGING

CLEAN - spotless kitchens, baths, patios, and deck

CLUTTER-FREE - no personal items, model-home look

COLOR - warm rooms with color accents from flowers, pillows, etc.



MARKETING
YOUR HOME

Flyers

Virtual Tours

Open House

Postcards

E-Cards

Broker Tour

Newspaper Ads

Video

Single Property Website

In addition to marketing your home on the internet through our multiple web site channels, 

we will create a marketing plan that is tailored to showcase the benefits of your specific 

property to the most appropriate buyers through a variety of media, which may include:



PRICING
YOUR HOME

Value is NOT determined by what you need or have invested in your property, but by what a buyer is willing 

to pay.

THE LIST PRICE OF YOUR HOME HAS BEEN DETERMINED BY:

• Recently sold homes in your area

• Other homes currently for sale in your area

• Exclusive features of your property

ALL OF THESE WILL HELP TELL US HOW BUYERS 

IN THE CURRENT MARKET VALUE YOUR PROPERTY.

Appropriate pricing is important in selling your house because buyers tend to look at similar homes. If yours 

is priced higher than comparable homes on the market, they may forgo looking at it, thinking it’s out of their 

price range.

Overpricing also tends to lengthen the amount of time the property is on the market. When properties are 

on the market too long, buyers may believe something is wrong and make lower price offers. As a result, an 

overpriced house may eventually sell for less than could have been obtained with an original, fair market list 

price.

ORIGINAL MARKET PRICE

REDUCED 
PRICE

REDUCED 
PRICE

PRICE REDUCED 
TO MARKET

SOLD

1 2 3 4 5 6 7 MONTHS

MARKET VALUE


