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Experience Matters: Would you entrust a surgeon with 
your life who averages 6 successful surgeries per year 
and still practicing using tools and procedures from the 
1950’s?

If you were on trial for murder, would you consult a lawyer who has been to court only a few 
times and only refers to the books he used in college for examples?

Would you entrust one of your largest assets to a real estate agent who only sells a few 
homes per year or is brand new?

Most agents:

• Promise too much to too many customers and lose focus on each client
• Have little or no support staff & end up wasting your time, energy and money
• Sell few properties due to lack of efficiency and systems
• Have limited resources

It’s more then marketing, it’s more then phone calls and follow up. It’s about getting your 
home the maximum exposure, and doing so the right way to trigger buyers to pick up the 
phone and call or e-mail.

This is a proven System to home selling in this market. Proven 574 times last year. In this  
section, we’ll outline the marketing methods that get the buyers to your home, and just as 
important, have the skill to keep them there.

Our Home  
Selling System

SOLD
By The Perna Team
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Our Results How Important is how many homes your Realtor sells per year?
Success in Real Estate equals getting homes sold. Your 
Realtor’s track record is the only measure for future  
performance.

**Michael Perna ranked 69 out of 950,000 agents per The Wall Street Journal**

 

 

574

4.8
0

50
100
150
200
250
300
350
400
450
500
550
600

The Perna Team Other Realtors

Homes Sold Per Year

98.1
92.1

0

10

20

30

40

50

60

70

80

90

100

The Perna Team Avg. Board of
Realtors

List Price to 
Sales Price Ratio

96.4

58.3

0

10

20

30

40

50

60

70

80

90

100

The Perna Team Other Realtors

Success Ratio

17

98

0

20

40

60

80

100

120

The Perna Team Avg. Board of
Realtors

Average Days on 
Market

 

 

574

4.8
0

50
100
150
200
250
300
350
400
450
500
550
600

The Perna Team Other Realtors

Homes Sold Per Year

98.1
92.1

0

10

20

30

40

50

60

70

80

90

100

The Perna Team Avg. Board of
Realtors

List Price to 
Sales Price Ratio

96.4

58.3

0

10

20

30

40

50

60

70

80

90

100

The Perna Team Other Realtors

Success Ratio

17

98

0

20

40

60

80

100

120

The Perna Team Avg. Board of
Realtors

Average Days on 
Market

 

 

574

4.8
0

50
100
150
200
250
300
350
400
450
500
550
600

The Perna Team Other Realtors

Homes Sold Per Year

98.1
92.1

0

10

20

30

40

50

60

70

80

90

100

The Perna Team Avg. Board of
Realtors

List Price to 
Sales Price Ratio

96.4

58.3

0

10

20

30

40

50

60

70

80

90

100

The Perna Team Other Realtors

Success Ratio

17

98

0

20

40

60

80

100

120

The Perna Team Avg. Board of
Realtors

Average Days on 
Market

 

 

574

4.8
0

50
100
150
200
250
300
350
400
450
500
550
600

The Perna Team Other Realtors

Homes Sold Per Year

98.1
92.1

0

10

20

30

40

50

60

70

80

90

100

The Perna Team Avg. Board of
Realtors

List Price to 
Sales Price Ratio

96.4

58.3

0

10

20

30

40

50

60

70

80

90

100

The Perna Team Other Realtors

Success Ratio

17

98

0

20

40

60

80

100

120

The Perna Team Avg. Board of
Realtors

Average Days on 
Market



5

What These 
Numbers 

Mean to You

Here are some key numbers 
(based on the average home in the Metro Detroit area, 

according to the Realcomp MLS):

Average-Priced Home in Michigan ...............................................................$198,494
Average Loan With 5% Down .........................................................................$188,565
Principal Interest/Month ..................................................................................$1455.89
Principal and Interest/Day ........................................................................$48.52 / day

Metro Detroit Average Time on Market ..........................................................98 Days
Michael Perna & Consultants’ Average Time on Market ..............................17 Days 

Michael Perna & Team’s average listing sells 81 days faster than the Metro Detroit average.
At $48.52 in interest each day, that’s a savings of $3,930.12.

Now, consider this... 
In the Metro area, the average home sells for 92% of the list price:.......... $182,614
Michael Perna & Team’s average listing sells for 98% of the list price: ...... $194,524

That’s 6% more for our sellers!

Add it all up, and... 
Our listings sell an average of 81 days faster, saving sellers: ...................... $3,930.12
Our listings sell for an average of 6% more, earning sellers: ..................... $11,910.00 

On average, our sellers net 
$15,840.12 more on the bottom line!
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28 Critical Questions 
you must ask a Realtor

It’s important to know the track record of the
Agent who is going to take care of one of your 
largest investments. Ask another Realtor these 
questions to see who will do the most for you!

1. Are you a licensed Real Estate Agent? ☑ Yes

2. Are you FULL TIME? ☑ Yes

3. Do you specialize in existing home sales? ☑ Yes

4. Do you have a targeted Relocation Program? ☑ Yes

5. Do you have a Personal Brochure and Resume? ☑ Yes

6. Do you work with a team or alone? ☑ Team

7. How many staff do you employ? 20+

8. Do you have a 30 Day Marketing Plan? ☑ Yes

9. Do you get feedback on showings? ☑ Yes

10. What percentage of listings you take sell? 96.4%

11. What is the Board of Realtors Average? 58.3%

12. What is your list to sales price ratio? 98.1%

13. What is the Board of Realtors Average? 92.1%

14. How do you rank within your firm? #1

15. How many transactions have you done in the last 12 months? 504

16. Do you do Virtual Tours? ☑ Yes

17. How many websites will my home be found on? 140

18. How many homes do you market at a time? 15-25

19. How much do you spend on Marketing each month? $31,640

20. Do you have an in-house lender? ☑ Yes

21. Is your office open 7 days a week? ☑ Yes

22. How long have you been in Real Estate? 13 Years

23. On average how long does it take your listings to sell? 17 Days

24. What is the Board of Realtors Average? 98 Days

25. How many homes have you sold in your career? 3,000 + and counting

26. Do you control your marketing or does your broker? I do

27. Can you sell my home? Absolutely!

28. How soon can you start? NOW
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The Perna Team Our admin team works countless hours to get your 
home sold & closed

Team Leader - Michael Perna .................................................................
Michael’s job is to make the buying and selling process as fun, painless and profitable for our 
clients as possible. Michael helps sellers find the best buyers.

Listing Specialists .................................................................................
Our listing specialists perform a comprehensive market analysis to determine a proper market 
value. They also support and advise the seller throughout the entire selling process.

Listing Coordinators ..............................................................................
Our listing coordinators handle your listing from the day it goes on the market until a buyer 
is found. They will also contact the seller once a week to give feedback and discuss market 
conditions. 
 

Closing Coordinator  ..............................................................................
From the day a contract is signed, the closing coordinator handles all of the processing. They 
communicate with the inspectors, attorneys, title companies, lenders and home inspectors. 
Their job is to make your transaction run smoothly. 
 

Administrative Assistants .......................................................................
Our assistants help both the closing and listing side of the business. They take care of 
occupancy and coordinate lock box pickups post closing. They also do post closing data 
entry for the buyers agent team. 
 

Marketing Manager / Graphic Designer ................................................
Matt oversees all of the Marketing and is also the main graphic designer for The Perna Team. 
He coordinates daily, weekly and monthly direct mailers, computer input, special projects 
and general office needs.  Creates, compiles and produces all in house marketing material 
including open house packs, listed home’s flyers as well as internal data processing.  
 

Photographers........................................................................................
Our professional photographers shoot all of our homes before we place them on the market.   
After the home is photographed, they spend hours in post processing to make sure your 
home is the best it can look.  They also serve as couriers to the team to make quick pick-ups 
and drop-offs, such as delivering flyers and lock boxes.   

Lead Buyer’s Agent - Joe Conway

Buyer’s Agent Team - Over 15 buyer’s agents
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1. We don’t just list it and forget it. Communication is key to making needed 
adjustments to your personalized Marketing Plan. 

• You will be contacted by both myself and the Team’s Listing Coordinator on 
a routine basis to ensure you have no questions or concerns during your listing 
period.

• We utilize a well thought out step-by-step process on how and where to market 
your home. At the end of 21 days, we revisit that process to determine if we need 
to work with you to refine it.

• Based on the competition of other area homes, the number of showings your 
property has had, and the feedback, I may consult with you on reducing your  
price so that your house does not stagnate or suffer in comparison with what is on 
the market. 

2. Keeping you as the seller informed of the market and the interest in your  
listing is a vital part of our Marketing Plan. Our Team’s Listing Coordinator will 
send you an E-mailed Client Report every week  informing you of the statistics 
gathered on your home, including: 

• Comparables in your area that are newly on the market or have just  been 
sold within the last two weeks (including how your home measures up to the 
competition).

• The number of views your property has received in the MLS by both Agents and 
Buyers. 

• The number of views your home has received on Trulia.com, Zillow.com, Realtor.
com and other sites.

• The number of views and click-throughs your Craigslist ads have received.
• The number of phone calls your unique home has received. 

3. The showing appointments for your home will be professionally handled by 
KW showings. 

• Your specific contact information and requirements for showings will be noted 
and followed. If you need more advanced notice, if a specific date/time is not 
convenient; those and any other requests will be followed.

• Suggestions on what YOU can do to accomplish a successful showing will be 
provided.

• Every showing will be followed up with requests for feedback from the Showing 
Agent. Our Listing Coordinator will continue to contact him/her until feedback is 
received (if possible).

• Any feedback received will automatically be forwarded to you within 48 hours (if 
possible).

Communication
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Marketing Your Home How to recognize ineffective 
real estate practices

Real Estate has been practiced in the United States for 
over 150 years, and it’s the way most agents operate 
today. 

  A. Post on MLS 
  B. Put a Sign in the Yard 
  C. Create a Flyer for your Home 
  D. Try an Open House 
  E. Pray another agent brings a buyer

 Traditional methods in Real Estate have proven less and 
less effective as the times have changed.  In today’s 
market you need a Realtor with the knowledge and 
experience to get your home sold. We utilize the latest 
technology, consumer innovations, and unique team 
systems to market your home to get top dollar in the 
shortest amount of time.

Problem:

Solution:
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Preparing 
 for the Market
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Home 
Warranty

Before your home goes on the market, a home warranty 
will be placed on your property. There are several benefits 
to a home warranty including no up front cost.

While on the market, several systems in your home will be protected in the event of a break 
down. See chart below.

In selling over 350,000 homes over a 4 year period, Fannie Mae, Freddie Mac and Wells 
Fargo found that their homes with home warranties sold for 4% more and 23 days faster. The 
National Association of Realtors study on over 10,000 home sales found that private owned 
homes sold for 3% more and 26 days faster. Speaking with buyers directly, they feel home 
warranties give a sense of comfort and that the seller has nothing to hide. By placing a home 
warranty on your property, we take full advantage of these sentiments.

America’s Preferred  
Home Warranty

2727 Spring Arbor Rd. 

Jackson, MI 49203

aphwoffice@aphw.net  

www.aphw.com

1.800.648.5006

BP425
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On Market 
Marketing
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SOLD   
ABOVE 

Appraised Value
in 24 Hours!

39868 ROCKCREST • NORTHVILLE

SOLD BY THE PERNA TEAM IN SEPTEMBER 2013

18037 Stonebrook Drive

SOLD
 

By The Perna Team

The Perna Team’s marketing
efforts FOUND THE BUYER

Previously listed for

170 DAYS
by another well known 

area broker...

...then the seller hired
The Perna Team

• We raised the price $15k
• Found the buyer ourselves

• SOLD the home in... 

54 DAYS

For a FREE instant market analysis go 
to MyNorthvilleHomeValue.com 248-886-4450 

Call to sell your home for more money in less time

LISTED and SOLD By
The Perna Team

Will You 
Advertise My 

Home?

Successful marketing increases the chances of your home 
selling at top dollar in the least amount of time. Because 
we sell so many homes we are able to invest in marketing 
other Realtors simply cannot afford.
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Michael Perna • 248.886.4450

SEPTEMBER 2013 SALES

To Sell Your Home Fast & For Top Dollar 
Call Michael Perna at 248.886.4450

For a free instant market analysis go to MyNorthvilleHomeValue.com
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$324,500

$325,000

$423,000

$345,250

$423,300

$476,095

$582,375

Michael Perna • 248.886.4450 • ThePernaTeam.com • MichaelPerna@kw.com
	 *Not	intended	to	solicit	active	listings	 Office	Phone	248.380.8800

Michael Perna 248.886.4450
“Mike came to the house looked it over 
and gave me a selling price well above 
what other agents offered, and went 
through all the paper work  
explaining what each part of the 
contract was. He had our house sold in 
about five weeks GREAT JOB!”

“Mike helped me to find my dream 
home after seeing only 3 homes. He 
negotiated on my behalf and helped me 
get the price that I was very happy with. 
He was always prompt and a pleasure to 
work with. I would recommend him to 
anyone trying to buy or sell a home in 
the area!”

“Mike Perna, was a great realtor! He was 
fast and efficient and easy to work with. I 
truly believe that I got my house because 
of how fast he was getting the offer in. I 
would highly recommend him!”

SO
LD

B y  M
i k e  P e r n a
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Where do 
buyers look for 

homes?

The National Association of Realtors provides the following 
data tracked by asking 5,000 home buyers nationwide 
every year.

 1995:  2000:
 Internet: 1%  Internet: 17% 
 Real Estate Books: 31%  Real Estate Books: 22%
 Real Estate Agents: 64%  Real Estate Agents: 58%

  NOW: 
  Internet: 95.7% 
  Real Estate Books: 3%
  Real Estate Agents: 9%

The study shows that 
over 95% of buyers 
found their home or 
agent on the internet.

The average agents 
uses these sites:

MLS 
Realtor.com
MoveInMichigan.com

We use these and 
140 more!
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Where do 
buyers look for 

homes?

The number one place buyers look for homes is online! 
Most buyers will start their home search on the internet, 
whether they use it to locate a Real Estate Agent, or look at 
listings and photographs of homes.

*This is a sample of the most popular websites your 
home will be features on



16

Websites Your 
Home Will Be 

Advertised On

www.HomeGain.com www.Realtor.com

www.Zillow.com www.Homes.comwww.Immobel.com

www.HarmonHomes.com www.JustListed.comwww.Trulia.com

www.MoveInMichigan.com www.Craigslist.orgwww.Move.com
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Homes.yahoo.com www.HouseHunt.com

www.HotPads.com www.ThePernaTeam.comwww.RealEstate.com

www.HomeFinder.com www.KellerWilliams.comhomes.Trovit.com

www.Zumper.com www.LiveLovely.comwww.Oodle.com

www.Geebo.com
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Websites Your 
Home Will Be 

Advertised On

www.Twitter.com www.Facebook.com

RealEstate.aol.com www.FrontDoor.comwww.Excite.com

www.HomeSeekers.com www.Enormo.comwww.Vast.com

www.VisualTour.com www.AllNorthvilleHomes.comwww.MLS.com
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How The Top 
Real Estate 

Sites Operate

Realtor.com, Zillow, Trulia, Yahoo Real Estate & AOL Real 
Estate account for 61% of all home buyer Real Estate 
searches.

These are for profit marketing companies, not Real Estate 
companies.

Many owners who hire us after another agent was unable 
to sell their home remark their agent never showed it.

89% of agents have budgeted $0 toward these sites. When a buyer 
requests information or a showing on their homes, that contact is resold 
to a completely different agent. 
 
We spend $3,600 per month to ensure we receive every buyer inquiry on 
your home.

Problem:

 
Solution:
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Going Deeper

Beyond just your home, we purchase the buyer inquiries on other 
agent’s homes on the market in your area and price range.

Our goal is to take these buyers for other agents homes and turn them 
toward YOUR home.

•  We show our own properties 9 times more than the national 
average.

• We sell 27% of our own listings versus the national average 3.7%.
•  By selling our own homes we’re able to net our sellers more money 

and have more control over the process creating a smoother sale 
for our clients.

Circle 
Marketing:

 

Solution:

Selling Our Own Listings

 

3.7%

27%

Selling Our Own Listings

The National Average The Perna Team
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25 is the maximum number of photos allowed by the majority of websites. Buyers want 
to see every aspect of a home before making an appointment, in fact homes that 
have 25 photos are clicked on 3 Times the amount as homes with 9 photos. Further, 

buyers are 2.5 times more likely to inquire on a home with 25 photos vs. 9! 
The Perna Team’s homes are viewed 3 times more than the average home on the 

market. 

If a picture is worth 1000 words, how much are 25 worth?

With gas prices and the average work week 
increasing buyers are using photos and the internet 
to weed through homes before going to see them. 
Yet the average agent only posts 9 photos of a  
home! Studies have shown in this market with many 
distressed properties, many buyers assume homes 
with less photos are damaged or need work. 
 
9 Photo Average; No Virtual Tour; No Reporting

25+ Photos • Virtual Tour • Statistical Reporting

Problem:

 

Other Realtors:

The Perna Team:

Photo 
Count

 

1.3
2.4 2.6 2.7 3.07

4.1

6.3

9.6

14.2

0

2

4

6

8

10

12

14

16

1 2 3 4 5 6 thru 10 11 thru 15 16 thru 20 21+

Ca
lls

 o
n 

Yo
ur

 H
om

e

# of Photos

Average Inquiries Generated vs # Photos

4
9 13

18
27

39
48

67

91

0

10

20

30

40

50

60

70

80

90

100

1 2 3 4 5 6 thru 10 11 thru 15 16 thru 20 21+

Da
ily

 V
ie

w
s

# of Photos

Daily Page Views vs. # of Photos



22

 UPDATE: A National Association of Realtors study of 25,000 home
sales, conclusively shows that homes with professional photography

sells for 2.1% more than one with agent taken photos.

 

 Other Realtors: The Perna Team: 

Agents take their own photos with no background 
in photography. Many agents are using their phones 
to take photos of their homes!! 
 
We use a professional photographer with studio 
grade equipment to ensure your home looks the 
best.

Since switching to a professional a few years ago, our inquiries and 
number of showings on our homes have gone up 70%!

Problem:

 

Solution:

Photo 
Quality
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Realtor.com & 
Zillow.com

At over 53,500,000 hits per month on Realtor.com and 
Zillow.com, they continue to be the number one real 
estate sites searched by consumers.

In addition, they have the top downloaded real estate applications for smart phones at over 
60 million downloads (iPhone and Android).

Realtors are only able to put up 5 photos maximum for free. Only 7% of Realtors 
pay for the account upgrade to be able to post the full photo spread. Of the 7% 
that pay for the upgrade, the average photo count is only 11.

Part of our marketing budget is to upgrade every listing we have to be able 
to upload 25 photos and a virtual tour. We upgrade every home we have on 
Realtor. com and Zillow.com to showcase listings. This allows to:
  •  Put 25 photos on every home
  • Move our homes to the top of the search
  • First access to inquiries through site

Problem:

 

Solution:
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Posts on Craigslist that are over 4 days old receive 
very few clicks.

According to a study done by the Michigan 
Association of Realtors the average Realtor posts a 
home to Craigslist 2 times in a 6 month listing - our 
average is 46 individual postings per home over 6 
months.

We Re-Post our homes to the top of the search every 
96 hours - as fast as Craigslist allows!*

Problem:

 

Solution:

Craigslist
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52% of buyers drive past a home once they view 
it online. 31% of buyers drive through an area they 
would like to live in when they are considering  
buying a home. Less then 10% of Realtors are 
currently creating and using Property Flyers. When 
a buyer leaves an area whose home will they 
remember?

Every Home receives a flyer box and 70 flyers. 

The ad copy is carefully written to hit a buyers “hot 
buttons” and generate the highest number of calls 
on your home.

Problem:

 

Solution:

Property 
Flyers

“Interested buyers that drive by the 
property often stop and take a flyer, 

reinforcing awareness of the property.”

7462 MILLWOOD
West Bloomfield Township

3,331 Building SQFT. • 16,500 Lot SQFT.
4 BEDROOMS • 2 FULL/1 HALF BATH(S)

3 CAR ATTACHED GARAGE • COLONIAL • BUILT 1997
248.221.1224

9676 LENORE
Redford Township

Steve Ruby
steveruby1956@yahoo.com
www.thepernateam.com

248-221-1224

ROOM DIMENSIONS
• LIVING - 19x15
• DINING - 10x10
• KITCHEN - 12x9
• MASTER BEDROOM - 26x12
• BEDROOM 2 - 14x9
• BEDROOM 3 - 10x10
• FLORIDA ROOM - 11x12

 

GENERAL INFORMATION
• SOUTH REDFORD SCHOOL DISTRICT
• FINISHED BASEMENT
• MLS #215018555

ABOUT THE HOME
Charming 3 bed 1 bath bungalow w/ South Redford schools. Open living/dining area offers beautiful 
hardwood floors, large window provides lots of natural light and neutral colors. Updated eat in kitchen 
features tile flooring, recessed lighting, plenty of cabinets and counter prep space. There are 2 bedrooms, 
full bath, and excellent Florida room w/ area currently being used for office space located on entry level. 
Upper master retreat boasts lots of character w/ wood paneling, sloped ceilings, and great built ins! 
Finished lower level has perfect family rec area, and additional storage and laundry rooms. Exterior features 
large fenced in yard and 2 car detached garage.

2014 TOP 

REALTORS

        
    www.fctitle.com

ABOUT THE HOME

Exquisite
 4 bed & 4 bath, home located w/in walking distance to downtown Northville! Entry level: 10’ ceilings, high-

end European style lighting, espresso oak wide planked floors, re
cessed lighting, surround sound,& every room has trim

 

& crown molding! Kitchen: solid oak Schrock cabinetry w/slow close doors/d
rawers, q

uartz c
ounter tops, la

rge island, 

Carrara marble backsplash, sta
inless st

eel appliances by Jennair, w
alk-in pantry w/ customer built in

 shelves, butler pantry 

w/ built in
 wine frid

ge, & high-end faucets/h
ardware! Living area features custom entertnment center, gas fireplace& wall 

covered in ledgstone. Keep the family organized with the mudroom featuring custom lockers! U
pper level:3 baths & 4 

bedrooms including master en-suite, w/ fireplace w/ polished travertine, lim
e stone & quartz c

ounters, c
abinetry is Schrock 

solid oak, rain shower, jacuzzi tu
b, walk-in closet & sanctuary room w/4 skylights! E

xterior:Prof landscape/brick pavers, 

patio has surround sound,& 3 car garage!

ROOM DIMENTIONS

• GREAT ROOM - 19X17 

• DINING - 15X12

• KITCHEN - 15X16

• MSTR BEDROOM - 18X18

• BEDROOM 2 - 13X12

• BEDROOM 3 - 15X13

• BEDROOM 4 - 13X12

• STUDY - 12X11 

GENERAL INFORMATION

• SCHOOL DISTRICT - N
orthville

• Finished Basement

• MLS #214063706

470 ORCHARD DRIVE

Northville
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Virtual Tours Video has become a mainstay in American Culture. 
YouTube reported in May 2011 an average of 48 hours of 
video is being uploaded every minute, and an average of 
100,000,000 minutes of video is being watched every day!

Many buyers are moving in from remote locations and 
want to see more of a home then just photos.

Virtual Tours are a fantastic vehicle for a potential 
buyer to do a “walkthrough” of a home remotely. 
Video allows us to showcase your property and 
distribute it virally through YouTube, Facebook, Twitter, 
blogs and more!

Problem:

Solution:
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Call & Text 
Capture

Buyers do not want to talk to agents. They want information on a home 
without directly contacting an agent. As agents we need to talk to buyers 
and close them into an appointment on your home.

Our 24 hour information hot line gives buyers a 90 second recording on 
your home while it texts their phone number to us within 15 seconds. We 
follow up with 5 minutes on every call between 8 AM and 9 PM.* We post 
our 800 number and your home extension on all our advertisements.

Problem:

Solution:

VoicePad.com
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The Perna Team Average Agent

Calls Per Month
800 numbers helps to drop a buyers 
guard enough for them to pick up 
the phone call, letting us do the job 
of selling your home.

Example:
800-815-0589

Ext. 3105

Give it a try!

*The Board of Realtors average callback time is 16 hours. The Perna Team is 5 minutes.
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Open Houses Taking open houses beyond the basics:

Holding an open house is serious business. Below is a chart 
that shows you exactly how we can maximize open houses 
to sell your property.

Sign 
in yard

Sign 
in yard

Sign 
in yard

Sign 
in yard

Sign 
in yard

Sign 
in yard

Sign 
in yard

LEVEL 1 

Sign in 
yard with 
balloons 

and riders

Sign in 
yard with 
balloons 

and riders

Directional 
Signs at all 
key corners 

with balloons 
and riders

Sign in 
yard with 
balloons 

and riders

Directional 
Signs at all 
key corners 

with balloons 
and riders

Sign in 
yard with 
balloons 

and riders

Directional 
Signs at all 
key corners 

with balloons 
and riders

Sign in 
yard with 
balloons 

and riders

Directional 
Signs at all 
key corners 

with balloons 
and riders

Sign in 
yard with 
balloons 

and riders

Directional 
Signs at all 
key corners 

with balloons 
and riders

Go invite 
neighbors 

(100 
minimum)

Get on the 
phone that 

morning 
and remind 
everyone

Hold four 
other open 
houses in 

the area in 
various prices 

ranges

Go invite 
neighbors 

(100 
minimum)

Get on the 
phone that 

morning 
and remind 
everyone

Go invite 
neighbors 

(100 
minimum)

Fliers the 
week before, 
e-mail invites 
and posted 
on websites

LEVEL 2

LEVEL 3

LEVEL 4

LEVEL 5

LEVEL 6

LEVEL 7

+

+ +

+ + +

+ + + +

+ + + + +

+ + + + + +

Fliers the 
week before, 
e-mail invites 
and posted 
on websites

Fliers the 
week before, 
e-mail invites 
and posted 
on websites

Fliers the 
week before, 
e-mail invites 
and posted 
on websites
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Virtual Tours Most agents rely on a company provided website that 
is not advertised. Buyers don’t know the agent exists, 
and it’s gets lost in the shuffle in the millions of others.

Through aggressive Search Engine Optimization and 
Pay Per Click Campaign we’re able to get a high 
traffic of buyers to our site and your home. We’re 
averaging 26,861 hits per month over our 11 websites. 
6700+ are UNIQUE visitors and we have over 20,000 
repeat visitors per month.

Problem:

Solution:

This gives us access to many buyers before they’ve contacted another agent and the ability 
to take your home directly to buyers that use our site to shop for homes.
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Stickiness Many agents websites are hard to navigate, have 
broken links are “agent centric.” Buyers do not care 
about an agents family, pets, or personality - they want 
homes.

Our websites are property centric, giving Buyers what 
they want, with several layouts appealing to the 
search habits of the widest range of buyers. When 
buyers find sites they like (with its homes, boats, cars, 
or the news) they come back. Sometimes hundreds 
of times. Our sites are designed and prior to being 
“sticky,” keeps people coming back time and time 
again.

Problem:

Solution:

Every time a buyer returns to other sites and logs in it gives us data:

• Data on what they looked at
• What they saved as favorites and what they didn’t

• How often they returned

Most importantly it gives us the data on what set of features are most important 
to them in a home, and how to sell them yours.



31

Problem: Even if an agent markets your home their lead 
response process is just as critical to getting buyers 
to ultimately view their listings and is typically 
lacking.

The National Association of Realtors reports the average response time of an agent to 
a question about a home or a request to show is 16 hours with 32% of all inquiries never 
responded to at all!! Is this how you would want to be treated when inquiring about a home?

During the hours of 8 am to 9 PM our response is under 5 minutes.

Our website and #800 captures potential buyers information at a rate that is 28 times 
the average website. We generate 600-650 internet leads per month and receive an 
average of 12 buyer calls per day. We employ expert lead managers who focus on getting 
appointments set with those leads to view our Sellers homes. This is the reason we’re able to 
sell so many of our own listings.

We have expert coordinators who are in an office with all the data in front of them to very 
quickly answer any buyer inquires. 

Our lead managers are trained by 2 of the best coaches in the nation with focus on closing 
the potential buyer into appointments on our homes. In addition our lead managers are 
making 150-200 outbound calls per day to find buyers for your home.

“Even if an agent is marketing your home, 
it’s critical that the Realtor understands lead 

capture & conversation to turn the lead into a 
qualified buyer.”

Skilled Lead 
Conversion

Solution:
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Social Media We’ve built a database of several thousand past clients, Twitter 
followers, blog readers, and more through our 11 years of full 
time sales. Every home we post is presented to our database 
over the following mediums: 

Also this includes links to video and full 
description of your home in a format easily 
shareable with their friends and family. Our 

homes “go viral” to reach thousands of buyers.
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Pricing Your 
Home

The consequences of making wrong decisions are painful. If you 
price your home too low, you will literally give away thousands 
of dollars that could have been in your pocket. Price it too 
high, and your home will sit unsold for months, developing a  
reputation of a “problem property” as house-hunters start to 
wonder what is wrong with it that is keeping it from selling.

Failure to understand market conditions and properly price your home can cost you 
thousands of dollars and cause your home not to sell, which is, of course, the opposite of the 
desired outcome.

How We Determine Market Value
Setting the proper asking price for your home is the single biggest factor that will determine 
the success or failure of your home sale. Utilizing the latest computer technology and our 
in-depth knowledge of the market, we will analyze current market conditions in combination 
with your personal time requirements to identify the correct price range for your home.

Important Points to Remember
We understand that selling your home is emotional. This may be where your children took 
their first steps or learned to ride a bike. Where you made thousands of memories over the 
years or hoped to. However, the process of selling a home-any home-is successful only when 
emotions can be put aside.

Remember:
• What you paid for your property does not effect it’s value
• The amount of money you need to get out of the sale does not effect it’s value.
• What you think it should be worth has no effect on it’s value
• What another real estate agent says your property is worth does not effect it’s value
• An appraisal does not always indicate what your property is worth on the open market.



Thank 
you for 

considering 
The Perna 
Team as 
your Real 

Estate 
partner! 
We look 

forward to 
making 

your 
dreams a 

reality.


