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Meet Brenda
I began my real estate career in 1995 in Detroit, MI with my husband, where we
were both born and raised. We were very successful and closed a lot of deals...
We did everything wrong that you could possibly imagine. Just ask me, I'll
explain. Through luck, faith, God and dead relatives; we saw the economic
crash of 2007/2008 coming before it hit and decided to move our entire lives
"anywhere but here". After a ton of research, we settled on Wichita, Kansas. I
know what you're thinking... "You could go anywhere in the nation and you
chose Wichita?!" There were a lot of solid reasons (call me and I'll explain) and
it was a wonderful decision. We didn't know anyone in Wichita, save a few
people (like the Broker we chose) who were already in the business of selling
real estate. On the 19+ hour drive from Michigan to Kansas, we rewrote our
entire business plan. Within 5 years, my husband was part owner of a local
brokerage and I was in the top 2% of agents in the region for both volume and
customer satisfaction all while selling used residential homes. Now, my
husband runs our team; we both mentor new and experienced agents; we
teach and write classes at the Realtor® Association and I am able to help
hundreds of clients achieve their real estate goals every year.

Fun Facts:
I cannot tell a joke to save my life. If it's funny to
me, I crack up trying to tell it so when I finally
get to the punch line, it's not really funny to
anyone else.
I owned a Florist shop and did all the floral
designing (which I loved). I had to sell it after 7
years when I found out I was allergic to flowers
(which I hated).
I married my best friend the day after my 20th
birthday. In October, we celebrate our 30th
anniversary and he is STILL my very best friend.
We were told by several doctors that we would
not have chidren. We have a 13 year old daughter.
She is our miracle.





Why My Clients Choose to Work with Me
Clients want clear answers, a straightforward approach to business, and to
understand the process.
I offer a no nonsense approach, maintain clear channels of communication, and
provide high levels of customer service. I believe that the real estate industry is all
about building relationships. My goal is to always have my clients' back in any situation
and be their resource for all things real estate long after the transactions have closed.
My team is detail oriented.
Little things don't slip by us, whether it is touching up a marketing photograph,
making sure you have the best advice for what to do before you list your home, or
catching something on the paperwork that might create a hiccup on the way to the
closing table. Many years working in this industry have developed these skills in a
practical day to day way.
I'm a tough negotiator.
You want an advocate that will be creative enough to see all possibilities and work
hard to achieve them on your behalf. 
I live here. I work here. I LOVE HERE!
We have owned our home in Derby since relocating here. I am very familiar with the
many cities in Sedgwick and surrounding counties. This means I have a broad, yet
detailed view of the markets that make up the south central area of Kansas. This allows
me to utilize my overall experience to your full advantage with marketing and
negotiations.
I am a full time agent. This isn't a hobby.
I answer my phone, texts and email timely. I am a long standing memeber of the
National Association of REALTORS®, the Kansas Association of REALTORS®, and the
REALTORS® of South Central Kansas. I am always advancing my credentials and
skillset to facilitate smoother transactions for my clients.
Full service difference.
I am often asked if I will reduce my commission or why we should pick you if we can
save money with XYZ Brokerage. Commissions are negotiable. My fee for service is 3%
and we can discuss how much you are willing to pay a buyer's agent and I can give you
feedback on best practices to make sure your home is receiving the attention it
deserves. If, after reviewing the comprehensive list of services you find items you want
to eliminate, we can discuss a discounted fee.

Thank you for your consideration.
When choosing an agent there are many factors to consider, the most important being
who you want to work with and see the most success with over the course of the next
several weeks.





The Sale Process
Meet with Realtors® to learn market value for home
Establish list price & determine MLS timeframe
Complete listing agreement & complete disclosure documents
Prepare the home: update, repair and/or stage
Implement marketing strategy (photography, 3D tour, online posts, etc)
Schedule Open House/Broker Tour
Review offers & negotiate sale price/concessions
Accept best offer
Buyers proceed with loan approval, inspections & appraisal scheduling
Negotiate repairs based on inspection findings
Loan is approved & buyer is clear to close
Coordinate final closing activities
Review & sign closing documents at the title company
Finalize and close the transaction
CELEBRATE THE BIG MOVE!
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Consultation
Identify goals, priorities & time frames

Walk through to determine "to-do" list

Discuss market value

Discuss favorite features of the property & favorite things about
neighborhood

Provide reputable contractors & other resources



Preparation
Review disclosures (Property Condition Report)

Schedule appointments with vendors, such as: Handyman, Stager, Cleaning
Service, Photographer

Declutter & de-personalize the property

Create calendar of work and tentative timeline

Complete work in agreed upon time frame

You only have one opportunity to make a 1st impression.
Being prepared is the 1st step!

The goal is for buyers to picture your house as their future home.



Strategic Pricing

Reduce marketing time
Strengthen momentum
Generate interest and higher offers

The most important factor in selling your home is the "Listing Price". Choosing
the right price will generate excitement and in turn will facilitate buyers
writing offers.
Any price that exceeds market range may negatively affect the marketing plan
we set forth, ultimately resulting in less visibility, showings and the sale.
Overpriced properties generate less interest and sit on the market much
longer.
A lower price drives the interest, resulting in more buyers and more
competitive offers. Keeping an aggressive pricing strategy attracts more
interest with buyers looking for homes online.

IF THE PRICE IS RIGHT, IT WILL:

Remember that the market value is determined by what a buyer is ready,
willing and able to pay for a house.



Key Factors to Consider for Pricing
Comparable properties: Active, Pending & Sold

Market timing

Your motivation

Current market trends: Sellers Market, Balanced Market, Buyers Market

Interest rates

Renovation/Repair budget

Challenges

Realtor® opinion



Conventional Marketing
Take professional, high definition photographs & create 3D tour

Write creative ad copy for MLS

Design print media for property

Install For Sale sign

Hold Open House/Broker Tour*

Post property on MLS 

Email listing to sphere of influence (2500+ people) & extensive agent
network



Digital Marketing

Zillow.com

Trulia.com

Realtor.com

Redfin.com

Homes.com

Google

TheNoffertGroup.com

Syndicate your home on 100+ websites, including:

I will place your listing on social media sites. This may include creating Open
House events, live videos, boosted ads, slide shows, etc.



Monitor / Analyze / Communicate

Monitor showing requests

Follow up with interested buyers

Respond quickly to inquiries made by other agents

Continually market the property

Analyze showings, inquiries & feedback received

Assess buyer activity & interest

Communicate on a regular basis all activity on the property and results of
marketing

I will:



Negotiate & Close Escrow
Upon receipt of offers, I will create a detailed spreadsheet for comparison

I will verify buyer ability to meet contingencies

We will meet to review offers & buyer cover letters

I will negotiate best possible price & most favorable terms

You will be provided a timeline of due dates once the contract has been
negotiated & signed by all parties

I will read through buyer's inspection reports & discuss with you repair
options & negotiate most favorable terms on repair request

My team will stay on top of paperwork

I will keep in close contact with you so that you are always in the loop on
what is happening with your transaction

COGRATULATIONS! YOU HAVE SOLD YOUR HOUSE!





Behind the Scenes: DISCLOSURE

All inspection reports you have obtained during ownership
All repair invoices
Permits, if any, including stating if no permits were pulled but may have
been required
Any disclosures received from previous seller, if recently purchased

Full disclosure is one of the important parts of the real estate transaction.
A lack of full disclosure places you at risk after escrow closes. If you ask,
"Should I disclose this?" my answer will always be yes. You will be instructed to
disclose anything that could be a question or a concern.

Disclose everything you have repaired, updated or changed while you have
owned the home. Disclose anything you know or believe may not be operating
properly. This will help protect you and it's not uncommon for a buyer to
accept a property "as-is" or in need or repairs when they understand from the
beginning what they are getting.

What to include:



Behind the Scenes: OPEN HOUSE CHECKLIST
Our team will research schools, dining, shopping, recreation and
transportation around your local neighborhood - Tell us YOUR favorites so
we can share those with potential buyers!

Place open house signs at strategic locations

Advertise upcoming Open House through door knocking, social media
posts, & multiple websites

Turn on lights, open doors and curtains/shades, & adjust temperature

Provide a guest registry/sign in sheet

Draw attention to hidden or unique features of the house to potential
buyers

Keep you updated on the Open House response & attendance

Follow up with serious prospects in a timely manner



Behind the Scenes: TRANSACTION COORDINATION
Each file will have a transaction coordinator

The coordinator will communicate updates to all parties to the transaction,
including you, the lender, the buyer's agent, and the title company

The coordinator will monitor the contingency removals, the appraisal and
the loan

The coordinator will coordinate the closing process with the title company

The coordinator will act as auditor throughout theh transaction to keep all
paperwork compliant

You will receive an introductory email from the coordinator that includes
the transaction timeline when the house goes under contract



Behind the Scenes: THE ART OF NEGOTIATION
Clear, thoughtful & comprehensive communication is the foundation for
powerful negotiation. I prefer to think of this as an art rather than a science, as
there are no situations that will be identical. Through my experience I have
learned to approach negotiations from an analytical point of view, helping keep
the emotion off the bargaining table. This is my most valuable asset as your
agent.

When offers come in, I will assess them individually but thoroughly. In my
assessment, I will investigate the buyer's ability to close, the agent
representing them, the lender & the loan product they have chosen, cash they
need to close/proof of funds, time frames proposed as it relates to your needs
and the practicality of the calendar. After key factors have been established, we
can discuss the offer in it's entirety to determine if acceptance is appropriate.

Keep in mind, negotiation is a process. It will be happening throughout the
transaction until compromises have been made to achieve the timely sale of
your property. We will be working closely during this time.



What Do My Past Clients Have to Say?

What will you have to say about
me?!



Homework: In the Seller's Words
Before we can put your listing into MLS, we need to know a little bit more
about your house.
Age of Roof: __________ Age of A/C: __________ Original Windows? Y / N

Flood Insurance Required? Y / N 

HOA Contact: _________________________________________________

Fence owned? Y / N

Security System? Y / N Monitored by: _______________________________

Who knows your house better than you? No one! Please answer the following
questions with detail to assist with the marketing of your house.

What makes your house a special place to live? What would you tell a potential
buyer?
____________________________________________________________
____________________________________________________________
____________________________________________________________

Why did you decide to buy this house yourself?
Schools/Amenities/Views/Convenience?
____________________________________________________________
____________________________________________________________
____________________________________________________________

Why do you love living here? What are the things your family has enjoyed the
most? What could you tell a potential buyer about the neighborhood?
____________________________________________________________
____________________________________________________________
____________________________________________________________

Which feature of your house would excite buyers? What "hidden feature" of
your house might a buyer overlook if they saw it quickly? How did it make your
life better/easier?
____________________________________________________________
____________________________________________________________
____________________________________________________________



Homework: Communication
We want more than anything for this to be a smooth transaction for you.

Primary Contact: ______________________________________________

Best Phone Number: ____________________________________________

Email Address: ________________________________________________

Secondary Contact: _____________________________________________

Best Phone Number: ____________________________________________

Email Address: ________________________________________________

Do you both wish to be copied on all email communication? Y / N

How does someone with with you?
____________________________________________________________

____________________________________________________________

____________________________________________________________

How does someone lose with you?
____________________________________________________________

____________________________________________________________

____________________________________________________________

Visualize your "For Sale" sign in the yard. Where do you think it would best be
located?
____________________________________________________________

I sincerely appreciate the time that you took out of your busy schedule to meet with me
to discuss your house and look forward to working with you to make your plans a

reality.
I've got your back!



Presented by Brenda Noffert
Realtor® KS BR00225375

316 - 871 - 4586
6617 W Central Ave | Wichita KS 67212

Brenda.Noffert@BetterKS.com
www.TheNoffertGroup.com

Special thanks to the many owners who allowed us to share their beautiful homes in this presentation. 


