A‘M artels

REAL ESTATE Inc.

Maison de Courtage

Your Home Soldfor 1036 of
YOUR PRICE Guaranteed
Or Weol | * BUY

Please, take a moment to read these helpful guideline
and pointers to help you understand the importance of
a successful marketing of your home.

We strongly believe that yotgaltor® should be fully
accountable to vyo

The Ultimate Homeselling System
MARKETI NG YOUR HOME FOR ALL |

*(For terms and conditions ofall of our guaranteedoffers, pleaseyvisito ur we®achguthe afit eed pr ogr amo
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Most people simply assume that, when they list .
their home, it will be sold. Especially in good
economic times and 'hot' markets.

Wel |l , as you c alottesye e
ticket on this page. Why? Because, actually, the HFY. i N
odds of mostealtor®s getting your home sold are |||I|I|I|||l|| RO

not very good. Not as bad as the lottery, but still a

NG 2/6 \

gamble.
According to the Ottawa Real Estate Board, over the past year only 56.6% of the
propeties listed sold within the term of thealtor@&s 6 | i sti ng contrac

time period, we sold 96% of our listings.
Obviously, this does NOT have to be a hit and miss endeavour.

You can gamble on amaltor®with a low batting averageor who won't disclose
his batting average (in writing). Or you can rely on our 96% success ratio.
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Y our Chances of zeling wour home waith MMartels Eeal Estate = 26%4%

- —eling with an average agent = 56%
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Only 56.6% of homes listed actually sell . . . even in 'hot' markets
Contrast this with the fact that 96% of OUR listings sell




AGENT What are you looking
SELECTION for in a realtor?
> GUIDE
How To Be Certain ® Honesty?
You Select And Hire o
Communication?
The Best Agent
’ To Sell Your Home . Aggressiveness?
D ‘> Get Top Dollar?
? \}' ; Always There For You?
H/// (_\‘ & Top Realtor?
@, o
® Good Negotiator?

Marketing Exposure?

Good Service?

Is the Salesperson consistently a top Producer?
Does s/he promote/advertise her/himself valuably?
Does s/he have a team? Work with repeat/referred business?
Does s/he specify in one area? Working directly with Buyers
(local or Out of Town) or only with Sellers?
Does s/he show stable negotiation skills?
Will s/he be working for your best interest?



The biggest mistake a homeowner can make
when interviewing realtor s®

There's a lot of questionable advice out there, from "personal fiexpeets” on TV or from friends and
family. They tell you: interview 3 or 4 orrealtoss®, then pick one. When somebody tells us that's what they're
going to do, we ask:

"What criteria are you going to use, to compare them, judge them, and pick one?"
Many admit: they don't know.

They are going to spend 3, 4, 5 evenings interviewing different real ® with no pre
determined way to pick the one they will ultimately trust to handle one of the biggest and most important
financial events of their fie!
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Let us give you a comparison, you may or may not know. When a company decides to hire somebody
for an important job, let's say one that costs the company $100,000.00 or $200,000.00 a year, they-have a pr
determined set of questiona set criteria they will use to judge
the people they interview. They know in advance what they are
looking for.To do otherwise is to play 'Blind Archery’, and
that's dangerous!

They NEVER interview a bunch of people and go with
the one they "like". Orrelyon"Heerhe seemed ni ce%
They use reason and logic.

Well, you are hiring somebody to do a very important jo
for you.

You should NOT play 'Blind Archery'.

You need to know in advance the kindreéltor®you
want. The things that is masaportant to youThe smart
questions to ask.

For example, is theealtors®, track record at getting
top dollar more or less important to you than the commission
s/he quotes you? Is the fact that s/he is a lone wolf and may be
constantly and immediately accessible to you nrogeortant
than his/her 'success percentage’, that is, the percentage of homes
s/he lists s/he ever sells? And on and on.

On the following pages, you will find a list @D
different "Selection Factors" to consider and weigh against each
other From this list, you can make your own "Short List" in
the space provided of the five most important things you are
looking for, from the realtor® you will hire.

You will also find our Facts and Answers to all of these
Selection Factors, in abbreviated form, of caur

You will also find a list of the Top Mistakes Mos Commonly Made, in choosingraaltor® The most
frequent results of these mistakes are: the home never sells, is tied up for months, and eventealtly@®is
fired. The home is sold for muchskethan it should have sold for, because the owner is stuck with an under
performingrealtor® is worn out, and just wants to get it over with.



?7?? 10 Questions to Ask Before You Hire a Realtor

Not all real estate Sales Representatives are the same. If you decide to seek the help of a Salesperson when selling ag buyi
your home, you need some good information before you make any moves.

Picking an realtor® is one of those critical issues that can cost or save you thousands of dollars.
There are very specific questions you should be asking to ensure that you get the best repretation for your needs. Some

t hat
dea

realtorss may prefer
you a very good i
not all things are created equal.

you
about

Hiring a realtor® is just like any hiring processi withyouo n t

donot
what

ask these
out come

guestions, bec
y 0 U in ceal astate,»apire lifat

he bossbés side of

0s critical that you

make the right deci sst on

financial investment you will ever make.

1.What makes you different?Why should I list my home with you?
I'tds much tougher Real Estate
unique marketing plans and programs doeséhaltor® have in place t(
make sureghat your home stands out favourably versus other comp
homes?There are hundreds of other homes for sale within the same
What things are done to get you as many prospective buyers
possibl® What does tarealtor®offer you that others dént t o
sell your home in the least amount of time with the least amoul
hassle and for the most amount of monel®v long has theealtor®
been active Full time? Does thealtor® have a team? How man
license® Does s/he try to get top dollarfthe Seller? or try to sell it fag
to add another sale to her/lviack record?

2Wh at i s your companyéos
market place?

It may seem like everywhere you lodleal estate realte® boasting
about being #1 for this ohat or quoting you the number of hom
theydbve sol d. I'f you || i ke man)
immune to much of this information. After all, you aékWh y s h
care about how many homes one realtor® sold over another. The
thing | care dout is whether they can sell my home quickly for the i
amount of money. 0

Well, because you want your home sold fast and for top dollar,
should be asking the realtor® you interview how many homes they |
sol d. I 6m sur e y o inrealiedstate is aajingeheme
If one realtor® is selling a lot of homes where another is selling of
handful, ask yourself why this might be? What things are these
realtors® doing differently? Also, everywhere you loagkal estate
companies ardoasting about being #1 for this or that. But who re;
does the sales? These company?®o
volume of alltheir Realtor® but each, individuallyaverage salesewer
than 10 homes a yeals their advertisementitared o promote your
home orther own imagé®

This volume makes it difficult forany of them to do full impact
markdi ng on your home, because t
afford the advertising and special programs to give your home a
profile. Al s o, at this | ow | evel, t h
contract with the advertiser to hold premium pages, to invest in
possible tools such as internet programs, equipment, computers ¢
assistary, whi ch means t had tryihghtedo alrthkee
components of the job themselves, which means service may suffer
What are your marketing plans for your home?

How much money does thisaltor®spend in advertising the homes s/
lists versus the otherealtos® you are interviewig? In what medig
(newspaper, magazine, interridpes tte realtor®promote her/his image

track

Does theealtor®has a well developed Web SitB® they expose their
Web Site to the Public to attragéneral flow ofraffic? What does s/he
know about the effeisteness of one medium over the othBi?they test
their ad® Do they provide a well planned ad schede® the photos
appealing?

4 What haveyou soldin my area?

Realtors® should bring you a complete listing of both their own; and the
comparables saden your areaDo they sell in one area of town or
throughout the region?

5.Does your Broker control your advertising or do you?

If your realtor®is not in control of their own advertising, then your home
will be competing for advertising space not oniyhithisrealtor@ ot h
listings, but also with the listings of every othealtor®in the brokerage.
6.0n average, when your listings sell, how close is the selling price to t
asking price?

This information if available from the Real Estate Boardhisrealtas®
performance higher or lower than the board average? Their performang
this measurement will help you predict how high a price you will get for
sale of your home

7.0n average, how long does it take for your listings to sell?

This information is also available from the Real Estate Board. Does thig
realtor®tend to sell faster or slower than the board average? Their
performance on this measurement will help you predict how long your H
will be on the market before it sells.

8.How many Buyers are you currently working with?

Obviously, the more buyers yotgaltor®draw attention to your homéhe
better your chances are of selling your home quickly. It will also intpact
price because @ealtor®attractingmany buyers can set up arcaan-like
atmosphere where many buyers bid on your home at the same time. Ag
them to describe the system they have for attracting buyers. Does the
realtor®bring abackgroundf repeats/referrals antierefore potential
buyers toyour listing? Does theealtor®have experience in the field of
relocation which allows steady flow of yeers toyour listing?

9.Do you have a reference list of clients | could conta®t

Ask to see this list, and then proceed
10Whathappens i f 1 6m not
home sold? Can | cancel my listing contract?
Be wary ofrealtos® that lock you into a lengthy listing contract whereith
Broker will not allowa cancellatiorprior to expiry or where the realtor®
canget out of (by ceasing to effectiyel mar ket your ho
How confident is yourealtor®in the service s/he will provide you? Will
s/he allow you to cancel yourcoatt wi t hout penal ty
with the service provided?

h domgty getwny t

Evaluate eachealtos® responses to #se 10 questions carefully and
objectively. Who will do the best job for you? These questions will help
decide.




Top 5 Mistakes to Avoid

. Going with therealtor®who promises you the highest sale price, the most amount of mevey (
if the price seemsnrealistiq

2. Choosing theealtor®who promises to save you money by discounting the commission rate

. Choosing the "nicestealtor®

4. Choosing amealtor®who works all by themselves, because you think they'll work a lot harder and

give you more personaltahtion
.Choosing a friend, a relative in the busine

The Most Frequent Results
of These Mistakes Are . . .

. The inflated list price you were quoted(in order to get your listingresults in few buyers

coming to view your home(beause they can get a comparable, properly priced house, for less
money and you end up having to endure a series of priaeductions which result in your home
finally selling for BELOW its true market value

. A'lower commission does not guarantee you will nehore on your home sale. According to
Real Estate consultant Bernice Ross, there is a "Big Lie"
in real estate.lt's the lie that reducing the commission
always results in more money for the seller. Nothing could
be further from the truth. Virtually all Bers want to obtain
the highest price possible for their property. No matter wha

critical factor in achieving the highest price possible.
Companies who cut services in exchange for taking a lo

to three percent they save in commission. Depending on
price, the cost can be tens of thousands of dollars.

. Yourrealtor® may be nice, but t hi ) gcessa
qgualify them to do the best job ¢ selling your home.Your
realtors® personality will mean very little to you if you
ul ti mately discover that they don6ét have th
sits on the market and either doesn't sell, or sells for lower thaketwadue. Our Team members

are all great to work with AND we have a proven system to get your home sold Fast and for Top
Dollar.

. Your realtor® ends up neglecting some important stedsecause s/he is so odausy trying to do
everything all by themselvearfd you end up with an inferior result

. We certainly understandthe temptation to give business to a friend or relative, especially if that
person offers to cut their commission. But
relationshipwith her/him?



Facts and Answers to Selection Criteria

Af ter successfully selling over 3,000 homes in the area,
we can tell you with confidence what works and
what doesn't work to get your home sold for the best result:

FACT: There is no substitute br proven, aggressive and effective marketing on your home.
Effective marketing calls out to the buyers most qualified to buy your home. The right marketing on ya
home will say the right things, be in the right place at the right time, and compeleglblifyers to pick up
the phone to find out more. The process of attracting buyers to your home cannot be left to chance. T
words used to promote your home are critical. Our advertising is so effective that, at any one time, we
working with a déabase of over@ qualified buyers.

FACT: According to Real Estate consultant Bernice Ross, a lower commission does not guarantee you will net
more on your home sale. There is a "Big Lie" in real estatat's the lie that reducing the commission alwaysits in more
money for the seller. Nothing could be further from the truth. Virtually all sellers want to obtain the highest price fmsibir
property. No matter what you are selling, maximum exposure to the marketplace is the critical fatt@vingthe highest price
possible that means, reach buyers world wide by all means, convince all realtors® and all buyers that your home isehe bagt o
The bottom line is to stand out from the competit@ompanies ancealtos® who cut servicg in exchange for taking a lower
commission often cost clients much more than the extra one to three percent they save in commission. Depending aogtice, the
can be tens of thousands of dollars.

FACT: There's a big difference between just selling younome, and getting your home sold 'right' There are many
things to do to get your home sold for the best possible resuieador®who operates all by themselves really has to hustle to make
it all happen the way it should, and it's tough for a 'lood'when s/he's juggling more than one listing. Important details sometimes
fall through the cracks. We know this from experience because we used to operate on our own. But just as doctors, latkgers and
professionals hire assistants to handle thdldmaimportant details that do not require their expertisentyyears ago we pioneered
this same process in the Real Estate industry and thus have an excellent Team to ensure that you are always ouratag fhwadrity,
we are never too busy to aéds your needs.

FACT: Listing a home for an unrealistically high price almost always results in an unrealistically low selling price.
The price a home sells for is subject to the law of supply and demand. When a home is priced too high vs. comparabtedromes
area, prospective buyers won't bother to view it. Why? Because they are able to view homes with similatifieataresisted for a
lower price. As a result, the home that is listed too high sits on the market for a long time causing pedspgmtivto assume there is
something wrong with it. In order to get things moving, a price reduction is often required, and in the end, the homepcaelleryl
for much less than it would have if it had been priced correctly in the first place.



CIT YWIDE BUYERS REALTOR® S
NETWORK

Top-producing realtors®, particularly those who are predominately
buyers' realtors® and represent buyers, pay close attention to Martels
Real Estate, and like selling a home listed and represented by The
Martels, because they know every 'i' has been dotted, every 't' crossed
and that they and their buyer will have a smooth, fail-safe experience
working with The Martels. Each of The Martelséteam members
maintains a close working relationship with different Realtors. (Even
The Martelsbcompetitors welcome the opportunity of matching one of
their buyers with one of The Martelséproperties, as they can be
confident everything will be handled professionally. They'll spend less
time on the transaction, and their buyer will be satisfied.)

When The Martels "J)ull the trigger" on your listing, when everything
Is 100% "market reaay", this entire, exclusive network of realtor®s
representing, at any given moment, hundreds of buyers searching for
their next home, receives information about your property.

AOur homes sell faster
because of all our consumer programs
and also because we pagaltors® hundreds of dollars
more than any ot her Rea

'y =



Who Hires The Martels Team ?

In general, here are the people who most frequently hire The Martels and why . . .

CEOOb6s, EXECUTI VES, BUSI NESS OWNERS

Wwhy?Because they run their businesses as ﬁT
Team System. These people are accustomed to bringing people wihliffelent, specialized roles ' -
together as a team, and know that to be the most productive approach to complex s+tt&’then$han‘ 3;; =
having one person trying to juggle all the balls, wear all the hats. They know from their own experle e
that no one persocan be good at everything. N

SALES PROFESSIONALS & MARKETING-ORIENTED ENTREPRENEURS

Why? They quickly recognize the benefits of The Martels sophisticated System for selling homes as quickly as
possible, for top dollar. They have the background and expazito understand the power of the rulédia,

multi-step System that The Martels have perfected. They respect the fact that over 18,000 other very successful
real estateealtors®,from all over Canada and the U.S. use the same marketing System, prathgemg

training with over 400 top producers. They see, quite simply, that The Martels Team using these System does
more things simultaneously to get their home sold.

DOCTORS, HOSPITAL ADMINISTRATORS & NURSES

Why? Like the executives, they are thoroligfamiliar with the benefits of a Team Approach. It is the way ,7~
they work all the time. )

EXCEPTIONALLY BUSY COUPLES

! - Why? Because The Martels System features methods of marketing and selling their home that minimizes their
involvement and inconvenience. rexample, The Martels pielection and qualifying process reduces the number
of people who troop in and out of the home with no real interest in it or ability to buy it immediately and for the

buyer, the number of homes to view that most interest therbuy

({ (W4

PEOPLE WHO ARE NOT REAL ESTATE INVESTORS OR EXPERTS =N ror
Why? Most successful people have become expert in what they do, in their occupation, profession or - ?'w’j 4
business. They have not had the time or inclination to also become expert in finance, inge stalegttate, '
and real estate | aw. They do not want a fArooki ‘korma part
financial transactions of their lives. They want someone supervising every aspect of the sale of their hom o '
is a leading autbrity and globally recognized expert with many years of successful experience. In short, th @‘y\,ﬁ

want the best person they can get.

PEOPLE WHO DO NOT HAVEOVERMEO FOR ADO

Why? The Martels tend to attract the client who wants it done right the firsttim&@ hat 6 s becau!
Martels sell 8% of the homes they listcompared to the industry average of6&bsuccess rate. If you

: hire the wrongealtor® after weeks or even months go by without your home being sold, you have to start
all over again with a e realtor® Many sellers go through this three times before getting their home finally aottthen they tend
to compromise their price severely. The homeowner who is determined to get it right the first time compares The Marnteisrttack
to othersand makes the obvious choice.

RCMP, MI LI TARY, CORPORATEEé

someone that understands the process and that can help make this expesimapoghtransition Having
moved many times during the course of their own life, the Martels have a special appreciation for the |
an effective Real Estate Representative can lagy wantsomeone thatarefully listers, quickly identifes
their needorganizedand provide quality serviceith personal attention. Thelartelshave the background
knowledge and experience to understdrat a happy customer comes back or highly recomsdraservice
to others Whether you are moving to or from the National Capital ReglanquesandLucie Martel areyour
best source of assistance and support for your real estate needs.

-
ﬁ Why? Time isof the essence. They are allowed a very short timmeltzate to their newarea They want



The Ultimate MARTELS Homeselling System
Making Your Home Selling Dreams Come True

OUR MISSION STATEMENT

To make our Customers feel like they are the most important
people in the world, because to us, they are. We accomplish this
by delivering exceptional service, going the extra mile, and
doing whatever 1t takes to go
expectations. We are committed to endow our clients with
confident, comfortable and informed Real Estate decisions. It is
our goal to ensure that our clients receive the very best
opportunities, whether they are Buying or Selling.

Lucie Martel and Jacques Martel
Sales Representative, B roker of Record

Martels Real Est ate Inc.  Maison de Courtage



Meet with homeowner to list their homeCourier a thorough prdisting kit i Courier a DVD on How to
prepare your home for sell Determine key selling features of the hofneA thorough and professiah
Comparative Marketing Analysis (full study) of the neighbarhoodi Help determine an appropriate listing
price for the home We answer all your questions and concerns with your interest in e raise the

guestions,

e v 8imple itidsto gnbamce goarrhéme amdaximize your return - Prepare all

paperwork for proper documentation of the listingcomplete multiple listing servicesincluding apowerful
written Public remark to highlight best features of the property to prospective buyenansfer all listing
details to MLS (Multiple Listing Service) Verification of your property information to obtain all the required
documents for a smooth closing ake several pictures of the propeitiffix a Lock Box or Iboxi Install a
for Salesigni Write an ad for the property Design an ad space for the ad on all of our magazikra#
exposure in most Real Estate publications, nefftient color magazines premium pagesas well as local
newspaper Full exposure in mostisited Real Estag internet web sitesPlace ad in appropriate medignsure
proper rotation of the atishow homes to prospective buy&rReturn promptly ad inquiries from prospective

buyers-Devel op a

professional

A f e a-tDelivee thefdatara ghéetsttostiie p

homeowneii Set up on our Home feedback syste®et up on ouFull exposure Martels web pageset you
up our Special Virtual Tour Tap into our persond@ B u v e r @pee-qualifiesi)t- Brospect potential buyers

via telephoe, approximately
property showings are sahe
Routinely receivall showing
information- Full access to
at all timesi

advised of any markgtlace
negotiate on your behalf
know-how - Guide you throug

-We guarantee

ANThereobs
your home

a |
S O |

you are buying or selling,
We have your interest at

heart..

(led

cl osi nAccksst @ 0o ur

10 hours/weekspent- All
in timely fashion -
feedback wh accurate
Jacquesand Lucie Martel
Meeting regularly, @ be
changes To represent and
using all our skills and
the home inspectiophase
| ar with a desired

per s o e Up ob auyaatonsatic adtive distings and sold listings

system- To assist you in interim financing if necessaryfo assist you withecond opinion on result of an
inspection if necessarWe guarantee that all your legal and final documents are in your possessiefVe

wi | | assist

y ou

with any

A-d fntsera | 4 alt @ one raFolloneigeo My

with realtors® whom have shownnterests on your properiyA personalized advertisement schedul® keep
you abreast Keep you abreaston Receive offers for the purchase of the buyepresent offers to the
homeowners Negotiatethe highest possibleprice for your home beteenyou and the buyerbased on our
experience and specialized knowledg®repare all sales documentation for the lawiydfrepare all sales
documentation for the bankPrepare all sales documentation for the officecord salé enter dlnotes in the
data basé We offer Innovative Consumer Programs and Exclusive Advertising SystenisWe Guarantee

the sale of

t he
Guaranteethe sale of your homarwe 6 | |

buyer os

p,rwhigheallotv you to rheéakotheissirige d Wet o
b u wnd if your bame $ells for a price that is higher than the

guaranteed price, you get the higher amount, not us (Refer to martedsicia)allow you to get your new home

i We offer a Unique Buy Back Program to remove pressure and irese confidence on the prospective
buyer- Act asliaison between the inspector, banker, lawyer, (if applicable), the other Salesperson and our clie
i We stress the importance kdeping you informedat all timesi We ensure that you understand the afle
eachSalespersoit We ensure to provide you with variougormation brochuré We ensure that our Buyers
and our Out of town Buyers have an accurate handle on their n&éd®nsure that price ranges, home styles,

property taxes, fees are understtod i per sonal i zed

etc...And Much, Much, Mo r

e é

imcluding maps/duides/advide/tips, :



The ABCOs of Real
(WhatAll The OtherRealtor® Do)

Advertisethemselves

Bang afor salesign into your lawn

Create an ad for the papand maybe run it)
Download your listing to the MLS
Encourage their office to show it

Figure they might try an open house

Get on Their Knees and Praywill Sell

This i s the way real estate has beer
still the wayrealtorseoper at e today, buté
€ Thesetraditional methods have proven to be less and less efftive
That s why we use the | atest techno
which go far beyond this antiquated ABC approach.
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Marketing S

Service

How Most Realtors®
Operate

Undertake to juggle all these tasks
by himself or herself

e Eventually run up against the limits
of time, energy and money

e Few homes sold means limited cash
flow to invest back into advertising
your home

e Limited time means less time to
spend with you

Service Jales

Marketmg Admmlstratlon TeIeMarketmg Computers

AN

The Martels No Pressure
No Hassle Guaranteed
Home Selling System

¢ You get a whole team of professionals
working for you
(versus a single realtor®)

e \We neve run out of time for you
because each of us is separately
responsible for a specific process
in the selling of your home

e Together, our experience, knowledge
and combined efforts (Over 38 hrs)
add up to Superior marketing and
customer service resuling in your
home sold fast and for top dollar

Average Realtors 2,600 in Ottawa, sell

6.27 homeslyear.




WARNING
& SHOCKING FACT:

69% Of Homeowners Do NOT Go Back
To The Same Real Estate Realtor®,
To Do Another Transaction!

Reasons people may not go back to their
realtor s®

Poor communication

Over -promised, under -delivered

Promised a selling price far from reality to get the listing. Find wrong comparables.
Promised speed of sale far from reality

Were less experienced than they presented thems  elves to be
Wasted a lot of time showing the home to unqualified possible buyers
Left out a critical detail

Lack of professionalism

. Hard to get a hold of

10. Didn't market my home properly

11. Di dndt take time to prepare well written ads and remarKk
12. Di d n 6t saidivneost efiicient magazines or web

13. Photos did not give justice to my home

14. Never showed my home

15. Too pushy

16. Didn't help stage my home for sale

17. Didn't keep in touch/No feedbacks

18. Lack of representation

19. Poor negotiating skills

20. Sold my home for a low price

21. Too busy

22. My home didn't sell

23. Didn't do anything | couldn't have done myself

CNoTARWNE

Well, our most recent Client Survey
shows that 97% of our clients say they
WOULDcome back to The Martels!

7% of Sales Representatives in Ottawa do 93% of the SALES




One franticrealtor® trying to do
everythingby hims e | f é

The Martels Real Estate Team ApproachThe Manpower, team of 10 and growing
resources to aggressively market your home and see your transaction through every step to
suce ssf ul compl et i one v ewiyt hit tedov ecrryo sfisi edod .d oR et aecde,

] - D

{ AMarlels

‘ www. martels.ca
a3 742-5057




When You Hire the Martels, You Get the MartelsPLUS Their Team of Specialists

Meet The Martels Homeselling Team
We operate in a completely different way than asther SalesRepresentatives i@ttawa

Lucie Martel
Sales Representative

JacquedMartel
Broker of Record

Service

Marketing Administration

Each Team
Member has ¢
specific role
to play in the

oy apl selling of your
T T home

TEAMWORK

Sales

TeleMarketing Computers

l't6s our unigue Team Technology, together wi
that outsells entire Real Estate firms with hundreds ofealtor®s.

How will YOU Benefit with our TEAM: (380 hours together, our
combined effort to sell your home ) To Sell Your Home Fast

Quick Results

Advertise your home within 24 houost MLS
Advertiseyour home orefficienttop premium pages
Full exposure on all internet Web sites and our Site
Preparaletailed olor feature sheets

Notify all our buyersand all Realtrs®

And much moe é

Availability

Better communication

Direct access to our office for all your questions and needs
Weeklyfeedhack on all showingé&mail and phone call)
Monthly updates on the market activities

Auto notification and direct access of feedbacks of your home
Auto notification of all listing sold and actives of your area
And much moreé

Return quick phonequiries and email inquirielsom prospect buyers for your home

Flexible schedule to show your home

Direct accesto Jacquesr Lucie Martelfor any concerns and monthly market activity upda®es d much mor e é

Family owned business with personalized servicdlost importantly, we treat you, the way we would like to be treated.



Martels Real Estate Team Approach

What Happens From
Listing to Sale

1. A customized advertising and marketing
plan is prepared for your home.

2. That plan is fine-tuned by our marketing
experts.

3. We personally write or supervise all the
ads, sales sheets, web site postings and
other information about your home.

4. Aggressive marketing begins through
mul tiple media chann




The Martels Team Approach

When Martels Real Estate pulls the trigger on your listing, there are 21 key systems that
activate to get your home sold FAST and for TOP DOLLAR

Customized
Marketing
Plan Prepared on
Your Home

Service. Powerful written Items

Public Remark to attract
the right Buyers
Fully Bilingual

‘ Team

75 Different Websites
Including www.Martels.ca ‘ Free Down
With Virtual Tour Program

Platinum Reverse

Ads in: PREMIUM page of
ey oy Offer System

Homes & Land mag & website.
Local newspapers, Classified

ads, RCMP magazin

Ads & Sales
Sheets Written For
Your Home

‘ Instant feedback

Point2homes.com, System

Aggressive
Marketing Begins
Through Multiple
Media Channels

And Much

Mor e é

’ OttawaLiVing.Ca, I Postcards_Flyers
OttawaKi os k. ¢
e i Internal Platinum
—— Facebook.com, Referral Network
Twitter.com, LindedIn.com,
VeuTugs eeline 100% Satisfaction
Guaranteed -
For Sale sign & Lock box Buy Back Program
installation & professional
photos taken
I Virtual Tour I
Direct Contact with our large
list of "Buyers in Waiting"
1  who have registered their SMS Signs offers
preferences for the home Instant Property
they want to buy Details
p| Internal Marketing: the 10 Relocation Ads
Members of the Martels Team In Top Brochure for
meet weekly Military, RCMP,
to fully brief each other C t
on all new listings orporate..
Guaranteed Sales Exclusive Elite
| PrOgram//Trade Up Group meetings of

Top Producers in
North America



http://www.martels.ca/

Mar keting Your Home Effectively with
Leading Edge Technology

i\/lartels.ca B Homes & Land magazine

"We Are Fully Bilingual Team. .. The premium interior page of thetemational
Hel ping RCMP, Mil it magazine and their websites.

Relocate Across Canada Since 1986. Over 35,000 copies distributed.

OR WE WILL BUY IT*
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Other Websites Adsé
2020,
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CITIZEN
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It's Where Your Search Ends

Ottawa's Real Estate Portal

Social Medias

JOIN US ON FOLLOW Us ON CONKECT ON
h FACEBOOK h TWITTER \, LINKEDIN

! | WATCHUSON
YOUTUBE




VWho Will Write The Ad That
Sells Your
House?

Words Matter.

The Martels have written thousands of real estate ads. Writing the perfect ad, we must attract as many
buyers as possible for your home, we must present the properties in its best light possible. We have only

a few charact er s dmpregsiandoehese buyersmkespen rind that the first goal of a

buyer is to eliminate the properties as fast as they can to get closer to their target. Our goal is to make

them stop searching as soon as they come in your property. If we over advertizeyouh ome , t he |
expectations will be soon banish as soon as they walk through the home. Every home has their qualities

and benefits and our job is to attract the right buyer to your home. The Martels personally write or

approves every ad, every flyerand every web site for every property including yours!

Different descriptive words attract different types of buyers, prepared to pay different prices. There is a
SCIENCE to this, perfected by The Martelssince 1986with over 3,000transactions andover 400-million
dollars in total homes sold.

SOME EXAMPLES OF SOMEOFOURML S LI STI NGS6 REMAR

For most SELECTIVE & DISCRIMINATING BUYERS.Quality custom blt w/TOP QUALITY materials & superiority upgrades:crown
moulding,wide trims,lots of pot lights,palléam window,HARDWOOD & TILES thru main Ivl,UPG'berber to ups',UPG'laminate on 2nd
IVl & lwr vl PROF fin'd on SUB flr,bar,Irg windows,PORCELAIN gas stove..PROF'decor.. ABSOLUTELY STUNNING!Modified model
to ENLARGED to a gourmet kitchen.Gorgeous landscape. MEULOUSLY KEPT.A BEAUTY!

GREAT LIVE-IN/INVESTMENT PROPERTY !w/extra income&IDEAL as teenagers' quarter..QUALITY CUSTOM BLT w/top superior
materials.EXQUISITE 2 bed home w/hwd flrs & ceramic on main Ivl,cozy gas fplace in GREAT open concept rm w/DR & FABBLO
GOURMET KIT w/2 counters "PERFECT for big gatherings"..1bed bachelor apt in lwr Ivl(can be easily conv' back as a recrm w/bar
area)& a SELF CONTAINED 1 bed apt.Luxurious ensuite.Triple Driveway.Screen porch.

A RARE FIND!LOCATED in one of the BEST quietow traffic streets of Bilberry Creek surrounded by RAVINES w/nature
trails.PREMIUM OVER' LOT w/inground pool(03)& gazebo OVERLOOKING the beautiful trees.NO BACK
NEIGHBOURS!METICULOUSLY KEPT 4 bd home w/many UPD'& UPG'.FEATURES:Entertainment size layddRDWOOD &
TILES on main IV.NEW KIT & BATHS(02),furnace(01),c/air(05),all PVC windows((02)patio drs & over'd in lwr Ivl).A PLEASURE TO
VIEW.

A GEM!Largest & RARELY available Executive BRIGHT & SUNNY END UNIT 4 bd home.A"FREEHOLD Itd condo" virtually
CAREFREE w/deck05 on LRG lot. METICULOUSLY KEPT,all prof'painted thru in NEUTRAL color.$$$ spent in UPDATES &
UPGRADES:NEW FLRS in entry/kitchen & baths.Lights,hardware,white decora switches,colonial drs/trims.Roof 06,All PVC
windows,Hieff'furnace & c/air(06).New ins'gar dr & opener & refer to RealtorRemarks..JUST MOVE RIGHT IN!

Lovely 3 bedrm UPGRADED Coscan home on a beautiful quiet street of Sunridge w/short walking distance to St Joseph strigiwéchu
shopping.. Steps to buses, parks & schools.FEATURERVC windows 03(xcept 2),patio drs & front dr,roof (97),kitchen w/solid oak
cabinets,dinette w/bay window & hardwood 03 flr as well as DR,vaulted ceiling in living rm w/cozy wood burning fplace. Miididely
room w/lge windows.Private treed yd w/deck.

Exclusive COMMUNITY w/VARIOUS activities to entertain the whole FAMILY yr around. ABSOLUTELY STUNNING & thousands of
$$ in UPGRADES.Curb appeal galore:Stone,brick & stucco exterior. HWD & ceramic,textured walls..OPEN CONCEPT layout to take
your breath awg!Soaring ceilings(10 & 12 feet),wall of windows & 12'window in SPLENDID great rm overlooking the TREED
yd.SUNNY gourmet kitchen w/patio dr to deck.Formal DR & AMAZING prof' fin' walkout.



Our Volume iIs Your Benefit

NnBecause we sell s eomanydhmgs wa camu® foyou thah e r

otherrealtors®s i mply canot : o

® \Weoutspend all localrealtors® to advertise your home

® We have pioneerednigue & Exclusive consumer programsnixed with our integrity not offered
by any otherrealtor® (e.g.guaranteke s al es program, buy back pr oc¢
successful that other area reggntativeshave been forced to take note and have started to follow our
lead.The difference is we have been mastering it for so long.

® Buyers for your homecomefrom across North America World wide, attracted from our
advertising, directly or indirectly or have beernreferred to us or come back to us tae-purchase
because Martels Real Estate waking for the best interest of their clients
We have been helping RCR, Military, Corporate. Relocate Across Canada Since 1986.
(Over 500 happy transferred familjesost with an average of 3 transactjomo wonder, why the
Martels are one of thtop Real Estateealtor®in Ottawa

® Your home will be advertised to buyes in a much larger market area.Unlike mostrealtors®who
work a small local area, we operate all the way from Rockiafburget in the eadio
Metcalfe/Manotick in the Southo StittsvilleKanata in the west.

® \Wegive you the right to cancel your liing agreement with usi f we donot del i ver
promise

The Bottom Line

e Last year we sold 147 homes
(The average Realto(&,600 in Ottawa sell 6.27 homes per year)
Our Homes Sold for 1.01% More than the average Sales
Even though we sell a lbof homes, we sell them one at a time
We will sell your home fast and for top dollar
Wedbre able to get these superior
- Our Unigue Team System
- Our Exclusive and Innovative Consumer Programs
- Our Leading Edge Technologies
- Our Spealized Knowledge
- Our Personalized Service



Our Innovative Consumer
Programs and Exclusive

Advertising Systems

How We Create More Demand
For Your Home




GUARANTEED SALES PROGRAM

il found a home | | ove, buti mmnef iemd6tl &loll d

The Problem

The highest problem for anyone who is looking to buy a home is that you already owiigne. T
can be a problem, becausgatu buy before selling, you end up owning two homes, and if you
sell before buying, you engwvith none at all. This is what you call the Real Estate Catch 22.

The Solution

U We ensure that yooeverget stuck in the real estate catcha2®wning 2 homes or none
at all. If your present home is not sold by the time you buy your newoee) | | buy

current home ourselves for the upfront guaranteed prig@s & conditions of this offer described in
our Web siteMartels.ca.

Benefit to Homesellers

U Eliminates the dilemma of whether to sell first or buy first by removing the poteingiss of owning
two homes or none at all.

U You are much more likely to get a firm offer from buyers. (versus a conditional one)

U This is better thn risk free offer because if your home sells for a price that is higher than the
guaranteed price, you géte higher amount, not us

i 80% of home buyers own a home. Our market is 100% of buyers vs. 20% like all tiss.dibeause
we are willing to buy the buyers home.

Benefit to Homebuyer
U Eliminates the dilemma of whether to sell first or buy first by remgahe potential stress of owning
two homes or none at all.
U Allows you to beat other buyers and get a lower price by enabling you to make a firm offer when you s
a home you like.
U Allowsyou to beat other sellers and sell much faster and for way maneyno




BUY BACK PROGRAM

fil am new in the area. This is the first time | am buyinga hbmef ound a home | | ove,
somethingelse will pop up in the springy.

The Problem

There is such a wide variety of homes available in thavitimarket. Most sellers hope for the
best and wait for a buyer to find there home.
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Maidon de Courtoge

The Solution

We ensure that younome is the first home that buyers want to see. When a homebuyer comes
through your door, he will have our personal guarartaette will love your home when he
buys i1t, or weo6ll actually b uyyourtcompetitiorkas f r |
we addan 18 month warranty on your home.

Benefit to Homesellers
U Eliminatesall the other lomes for sale as we will acah 18 month warranty on your home.
U Your home will sell much faster and for way more money
U You can be guaranteed you will not have any problems after closing as we will assume them all

Benefit to Homebuyer
U No salegressure from our team as we willnotlsely ou a home that you don
U Move in without any worries of not knowing how yonaighbairs are.
U Obtain a satisfaction garantee on the largest investment of your life.




24 HOUR TALKING AD

AGetting information on homes is a lot of hassle. Either
6 m c hasi nregaltodRomtirerealtbrs® houndi ng meo

The Problem

Often when buyers phone for information on homes, they either get the run around or an
unwanted sales pitch. Mamngaltors®seem to operate a Sales Prevention Program.

The Solution

Many of our home ads have precorded information which provides buyers with immediate
information by simply calling our 24 hour hotline.

Be_.nefit to Homesellers

u
i

i

Detailed information about your home is available to intexdsiuyers 24 hours a day, 7 days a week.
We generate 3 times more calls for informatio
realtor®.

The prospectie buyers who view your home are better qualified because they have already requested
informaion on your home (including an optional email feature)

Be_.nefit to Homebuyels

u

N
i

You have immediate 24 hour a day, 7 days a week phone access to information on properties that
interest you.

You never have to speak directly withraaltor® unless of coursgou want to.

If you have access to a fax machine or email address, you can receive a complete feature sheet on ar
property we have listed for sale.



BUYER PROFILE SYSTEM

fThe worst part about shopping for a home is all the time wasted lookingathomast dondét i nt

The Problem

Us u
y ou

y orealtor®whRo picks aut the dn@mesaybuewill view but, unfortunately,

it
not i nterested i n &awasteoffe viehg omemess
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The Solution

When you call us about purchasing a home, we offeggsteryou on our profile system. You
receive immediately homes for sale including the ones submitted by readtes®n as it is
listed This way, it allows you to beat other buyers. It alsovadlgou topick out homeas well,
the onegouwant to view.

Benefit to Homesellers

r C

Your home is exposed to a group of higil-qualified and interested buyers.
U The mailings to our Buyer Profile group are yeelect and represent a powerful way aégenting
your home to this attractive group.

U This service builds buyer loyalty, giving us a strong number of serious prospects to bring through your
home.

Benefit to Homebuyels

U You receivenstant autenotificationon all newly listed homes which matakuy criteria
U After previewing the information, you can select which homes you are interested in viewing
U This service is absolutely free and obligates you to nothing.



PLATINUM REVERSE OFFER SYSTEM

The Problem

Due to the wide selection of homes for s8leyers have many options. Sellers are left merely
HOPING a Buyer will make an offer on their home.
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The Solution

When a Buyer Prospect Previews Your Home and Does Not Make an Offer to Purchase,
We Will Make Them an Offer

Be__nefit to Homesellers

U Negotiate offers on your home where offers would of never had happened in the first place.
U Aggressive and Proactive System to generate Top of Mind Awareness of your home.

U Communicates to the Buyer how serious you are about selling anddregpen discussion
about a win win sale



: We sell more homes thAn
0% of Real Estate Sales
Representativegan Ottawa

: NO other realtor® advertises
to the level we do

» No otherrealtor® service
you to the level we do

» No otherrealtor® offers you
our exdusive consumer
programs

Whichrealtor® do you think
attractsmore buyers?




HOW EXPERIENCE AND SPECIALIZED
KNOWLEDGE COME INTO PLAY

We Sell:
1 More Homesln Lesstime
1 We negotiate the highest
possible price for your home
1 For 1% More money
What is1% of the value of your home?
U We protect you with safe
and secure clauses on all offers
1 We put you in a comfortable and relaxed
position
Our listings SELL on average for

1.94% MORE Money

Martels Average Sales Price to List Price Ratio- 99.31%

Average Area Realtor® Sales i 97.37%

Martels R.E. will get your home solHAST!

That 6s not an empty promi se
In hot markets or slow markets, in every part of town,
Mart el s Ré&a bellirf speed is evéll &nown.

Our listings SELL on average 21days Faster

Martels R.E Average Days on the Market i 16 days

Average Area Realtor® Days on the Market T 37 days

Sourcei IMS incorporatednc. and Ottawa Real Estate Board







