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REPRESENTATION
THE LISTING AGREEMENT

WELCOME
INTRODUCTION TO ME
Understand the listing agreement,
what you as the seller are responsible

Learn about my background,
my experience, and my

commitment to helping you for, what | as your broker will handle,

and a clear explanation of
the commission.

successfully sell your home.

PREPARATION MARKETING YOUR HOME
PREPARING YOUR HOME GETTING MAXIMUM EXPOSURE

TO SELIL The proven marketing strategies
we use to get your home in front

: /
<+ 4+ Discover the steps you can take of the most qualified buyers.
to prepare your home, attract * MLS * Social Media
more buyers, and make the * Syndication * Geo Farming

\

!

* Open Houses + Email Campaigns
= Broker Open Houses = Agent Networking
» Professional Photography - Direct Buyer Cutreach

best first impression.

WHAT MAKES A HOMI NAVIGATING THE PROCESS
SELL IS THE PRICE & POTENTIAL PITFALLS

Understand the market, compare A step-by-step look at the home selling

similar sales, and price your home SOLD process and common challenges that
; y ise al ;
strategically to sell for the highest canaiiss alongjthe way,

PRICING & STRATEGY @ FROM JUST LISTED TO SOLD

Low Appraisal Title Issues
= Buyer Financing Falls Through = Insurance Delays
= Inspection Issues/Repairs ® Closing Delays

price in the shortest amount of time.

POWERHOUSE ,_‘“5"*;-"’ P GROD, ® 770-896-1398
" //ZA(/U’ G il soldbyniesha.com

REAL ESTAT



WELCOME

< > >

[ s Gt Your Afome Sold.

Selling your home is more than putting a sign in the yard
and waiting for offers. It is one of the most important
financial decisions you will ever make, and choosing the
right professional to guide you through that process can

make all the difference.

My name is Niesha K. Veasley, Broker/Owner of Powerhouse
Real Estate Professionals LLC. | have dedicated my career
to helping Georgia homeowners successfully navigate the
home selling process with confidence, strategy, and results.

I understand that every seller has a unique story and
a unique goal.

* Some sellers are upgrading to a larger home.

* Some are downsizing.

* Some are relocating for work.

* Some are selling investment properties.

® Others are selling a family home filled with

years of memories.

No matter the reason, my commitment remains the same:
to help you maximize your home’s value while making the
process as smooth and stress-free as possible.

As your broker, | believe communication, honesty, and
preparation are the foundation of every successful
transaction. | take the time to educate my clients, explain
the process, anticipate challenges, and create a customized
strategy designed to achieve the best possible outcome.

MY APPROACH GOES BEYOND

POWERHOUSE REAL ESTATE PRO SIONALS LLC 5
e 2 SIMPLY LISTING YOUR PROPERTY.
| focus on:
* Strategic Pricing * Contract Management
iob isn’t Si:"?‘lplr}’ * Professional Marketing * Problem Solving
¥ # Skilled Negotiation * Exceptional Client Service

yaur home. * Maximum Exposure

Jjob is to position it,

\ Y y From our initial consultation through closing day, my goal
:"3‘1{1?'1!\’.6’1' it, ?"IGgOEIHR? fOf if, is to serve as your trusted advisor, advocate, and partner

th hout the t ion.
and help you achieve the Gl e

When you work with me, you can expect professionalism,
transparency, responsiveness, and a commitment to
protecting your interests every step of the way.

best possible outcome.”

AT 7 T

| am heonored to be considered as your real
estate professional and look forward to
helping you achieve a successful sale.

REAL ESTATE PRC C

21 Powertioust Bt soldbyniesha.com

www.powerhouserep.com




CHAPTER 02

&8 PREPARATION

PREPARING YOUR HOME TO SELL

The way your home shows today determines how
many buyers will see it tomorrow.
Preparation creates value, and value creates offers.

KEY AREAS TO FOCUS ON

DECI L &
DEPER AL

Remove excess items, personal
photos, and anything that
distracts buyers from seeing

themselves in the space.

Fix leaky faucets, squeaky
doors, cracked tiles, and other
minor issues that can give

buyers a reason to negotiate.

FRESH PAINT

A neutral, modem color palette
creates a clean, fresh canvas
that appeals to the widest

range of buyers.

LIGHTING MATTERS

Bright, well-lit rooms feel larger,
cleaner, and more inviting.
Replace bulbs and open blinds
and curtains to let the natural

light in.

REMEMBER

‘ ATTRACT
“ MORE BUYERS

OR IMPACT

‘Jl——_lf‘ ) | Thoughtful staging highlights

your home'’s best features and
helps buyers emoticnally

connect with the space.

BOOST CURB APPEAL
First impressions are everything.
Keep your lawn manicured, add
fresh mulch, clean up
landscaping, and create an

inviting entry.

PROFESSIONAL PHOTOS
High-quality photos are your
home's first showing. They
create more interest and more

showings.

DEEP CLEAN

A spotless home signals pride of
ownership and helps buyers
focus on your home, not

the cleaning.
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RICING &
STRATEGY

What Makes A Home Sell Is The Price

ALL HOUSES WILL SELL
IF THEY’RE PRICED RIGHT.

[T’S NEVER THE HOUSE
[T NAYS THE PRIC

In today's market, buyers have more choices than ever.
The right pricing strategy creates demand,
generates action, and gets you to the closing table.

THE i B RPRICING YOU MAY NOT NEED
DETERMINES VALUE N COST YOU MORE EVERY REPAIR

* Buyers compare your Fewer showings You don't have to
home to every other . nd th nds on
i % Less buyer interest spend thousands o
available property rs or upgrades

o oetion! conddition. Longer days on market . | your home.
features, and Price reductions If improvements aren't
competition matter. Lower final sale price financially practical,

« The market—not This Ficstifaw wiseks we will adjust the
the seller—ultimately areenticall pricing strategy to
determines value. reflect the condition.

STRATEGIC PRICING CREATES COMPETITION
1 I o‘o ,J'
o afa al

More Stronger Multiple Maximize Reduce Time
Showings Interest Offers Your Profit On Market

o MY PRICING PHILOSOPHY

current competition, and buyer behavior—not emotions.

The jective is simy

N
i \ Ibelieve in pricing homes based on market data, comparable sales,

Position your home to attract the largest pool of qualified buyers
while maximizing your profit.

A S §

LONGER TIME LOWER FINAL
FEW SHOWINGS PRICE REDUCTIONS DN I e ETeE

Correc 2 - > 5 O »

PRICED
LESS TIME STRONGER FINAL
ON MARKET SALE PRICE

MORE SHOWINGS MORE OFFERS

a RE
Price creates activity,

and activity cre ® 770-896-1398 soldbyniesha.com

& www.powerhouserep.com




REPRESENTATION

EVERY SELLER HAS DIFFERENT NEEDS.

"OPTION 1
[ £
\L!:—l
MLS ENTRY ONLY

Mazximum Exposure.
Minimal Involvement.

. &% -

Perfect for experienced sellers who
simply need access to the MLS and
real estate syndication websites.

SERVICES MAY INCLUDE:

~ MLS Listing
Listing Syndication
Basic Property Information Entry
Buyer Agent Exposure

Online Visibility

This option is designed for sellers who
are comfortable managing much of
the process themselves

EVERY SELLER DESERVES OPTIONS.

At Powerhouse Real Estate Professionals LLC, we understand

that no two sellers are alike,

Some homeowners simply need their property listed in the

Multiple Listing Service (MLS) and exposed to buyers.

Others prefer full-service representation with professional

guidance, marketing support, negotiations, and
transaction management.

And some sellers want a true concierge experience, where we
help coordinate every detail from preparation to closing.

That's why we offer multiple levels of representation

designed to meet your specific goals, timeline, and budget.

TRADITIONAL LISTING
REPRESENTATION
Professional Guidance From

Listing To Closing.

This is our most popular option and
‘ provides sellers with comprehensive

representation throughout the transaction.

SERVICES MAY INCLUDE:
Professional Pricing Consultation
MLS Exposure
Real Estate Syndication

Open Houses

)
7
]
) Professicnal Photegraphy
v
v

Marketing Campaigns

Offer Negotiation

Contract Management
/' Buyer Communication

Closing Coordination

This option is ideal for sellers who want

professional support throughout the
selling process.

WEmmm  C°70"°

CONCIERGE
WHITE GLOVE SERVICE
Our Most Comprehensive
Selling Experience.

Designed for sellers who want a hands-on
partner managir‘lg every aspect Df preparl'ng
and selling the property.

=

-RVICES MAY INCLUDE
Strategic Pre-Listing Consultation
Vendor Coordination

Handyman Referrals
Staging Assistance

Property Preparation Guidance
Enhanced Marketing

Open House Coordination
Ongoing Project Oversight
Contract Management
Closing Coordination

QLA ATORATATARAN AR

Concierge-Level Communication

From preparing the home for market to
coordinating services and helping maximize
presentation, this option is designed to
create a seamless experience for
busy homeowners.

(%)

A BOUTIQUE APPROACH

Unlike large corporate brokerages, we intentionally gﬁ’/é’g&" / (7?

“The right representation isn't about
choosing the most expensive option.
It's about choosing the level of service
that best supports your goals.”

i
o I I maintain a boutique approach to real estate
This allows us to provide personalized service,
direct communication, and customized strategies
tailored to each client’s needs.
Niesha K. Veasley
Broker/Owner

Powerhouse Real Estate Professionals LLC

You are never treated like a transaction.
You are treated like a valued client.
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MARKETING
YOUR HOME

S —
MAXIMUM EXPOSURE.
MAXIMUM RESULTS.

Selling a home requires more than placing a sign in the yard
and hoping the right buyer drives by.

Our objective is simple: Place your property in front of the
largest possible audience of qualified buyers.

The more exposure your property receives, the greater the

opportunity to generate interest, showings, competitive
offers, and stronger negatiating power.

OUR COMPREHENSIVE MARKETING STRATEGY

ISRIGOCIRE |

L]

REAL ESTATE
SYNDICATION

PROFESSIONALI
PHOTOGRAPHY

SOCIAL MEDIA
MARKETING

MLS EXPOSURE
Your property is listed in

OPEN HOUSES

the Multiple Listing Service,

exposing it to thousands of

local real estate professionals
and active buyers.

090
N |

BROKER
OPENS
We market your property
directly to other agents
through broker events
and networking
opportunities,

THE POWER OF EXPOSURE

The goal is not simply finding one buyer.
The goal is creating enough visibility

Your listing is distributed

across major real estate

websites where buyers
search every day.

<]

EMAIL
CAMPAIGNS
Targeted email marketing
promotes your home to
agents, buyers, past
clients, and referral
partners.

High-quality photography
showcases your home's
best features and creates
a powerful first impression
online.

GEOGRAPHIC
FARMING
We target buyers who
are already interested
in your area through
neighborhood-specific
marketing.

Strategic campaigns place
your home in front of
thousands of potential

buyers and their networks.

G»

AGENT
NETWORKING
Relationships matter.

We actively communicate
with agents to create
opportunities and
increase exposure,

Open houses create
opportunities for buyers to
experience your home
firsthand and generate
additional interest.

DIRECT BUYER
OUTREACH
We proactively reach out
to potential buyers who
may be the perfect fit
for your property.

to attract multiple qualified buyers.

S S
\*@Jﬂ*ﬁl}*}@

AGENT
NETWORKING

BUYER
EXPOSURE

EMAIL

MLS
YNDICATION JAL MEDIA
3 i s CAMPAIGNS

More Showings EXPOSURE

Greater Interest
More Offers
Stronger Negotiations
Better Terms
Maximum Value

L

66 SELLER TIP

“The right buyer isn’t usually found by luck.
They're found through strategic marketing,
maximum exposure, and consistent execution.”

— Niesha K. Veasley

REAL ESTATE PROFESSIONALS LLC

Pt-/l\ POWERHOUSE

@ 770-896-1398 (& www.powerhouserep.com




POWERHOUS
REAL ESTATI

FESSIONALS

MARKET
ANALYSIS

We evaluate current
market conditions,
recent comparable
sales, and buyer
activity in your area
to determine the
most competitive
and attractive price

range for your home.

o®»
ol

MORE SHOWINGS

— E@HABTER 062

PRICING

)

AND STRATEGY

— SEO ——

THE FOUNDATION FOR MAXIMUM RESULTS.

Pricing your home correctly is one of the most
important decisions you will make.

The right price attracts the right buyers.
It creates demand, generates showings,
and increases the likelihood of competitive offers.

Our goal is to position your property in the market
strategically—not too high, not too low,
but right where it will perform.

OUR PRICING STRATEGY INCLUDES:

@ | i

BUYER MAXIMIZ}
PSYCHOLOGY YOUR RETURN

STRATEGI(
POSITIONING

Strategic pricing
creates interest
and drives more
buyers to your
property. More
interest often leads
to more showings
and stronger offers.

I'HE RESULT OF THE RIGH']

e

MORE INTEREST

B

MORE OFFERS

Our objective is to
help you achieve
the highest possible
price in the shortest
amount of time
with the least
amount of stress.

PRICING STRATEGY:
I@\
""..

STRONGER

We position your
home to stand out
from the competition
and appeal to the
widest pool of
qualified buyers.

MAXIMUM
VALUE

NEGOTIATIONS

SELLER TIP I ' ~q
6 W “The right price isn't about what | ﬁi I

you want. It’s about what the

POWERHOUSE
REAL ESTATE PROFESSIONALS LLC
market will support.”

Niesha K. Veasley

Broker/Owner
Powerhouse Real Estate Professionals LLC

EXPERIENCE. STRATEGY. RESULTS.




CHAPTER 06

FROM JUST
LISTED TO SOLD

bl f ‘/f i ﬂ //Z')
argaling [he Selling ‘L rocess
avigiling ‘[he Selling
Selling a home is a journey. While evec;y transaction begins with excitement and
anticipation, it's important to understand that real estate transactions often

encounter unexpected challenges along the way.

The good news? Challenges do not automatically mean the transaction is falling apart.
In many cases, obstacles simply require communication, strategy, problem-solving,
and experienced guidance.

The goal is not simply getting your property under contract.
T'he goal is getting you to the closing table.

COMMON CHALLENGES WE MAY ENCOUNTER

INSPECTION SURPRISES
Even well-maintained homes can
reveal unexpected issues during a
home inspection, Repairs may be
requested. Credits may be
regotiated. Additional evaluations
may be recommended. These
situations are commeon and

often manageable

LOW APPRAISALS
Sometimes a buyer is willing

to pay more than the appraised
value. When this occurs, we
evaluate available options,
negotiate solutions, and work
toward preserving the
transaction whenever possible,

LIST PROPERTY

MARKETHERORERTIS BUYER FINANCING

FALLING THROUGH
One of the most frustrating
situations for any seller occurs
when a buyer's financing is
denied or delayed. While no
listing agent can control a
lender’s decision, we can work
quickly to evaluate alternatives
and return the property to

the market if necessary. ‘

TITLE ISSUES

Occasionally ewnership, lien,
probate, or title concerns are
discovered during the transaction.
Most title issues can be resolved
through proper coordination

and communication.

SHOWINGS
OFFERS
NEGOTIATIONS

UNDER CONTRACT

A
A

LOAN APPROVAL

CLOSING DELAYS

Closing dates occasionally change.
Additional documentation may be |
required. Repairs may take longer
than expected. Lender conditions
may require additional review,
Patience and communication are
often the key to successfully
navigating these situations.

)

+ | will communicate honestly.

INSURANC
CHALLENGES

Certain properties may present
insurance concerns that require
additional attention before
closing, These issues often
have solutions when addressed
early.

INSPECTION
PERIOD

APPRAISAL

DON'T PANIC
One of the most important
things | tell my sellers is this:

WHEN THINGS DON'T
SRR GO AS PLANNED

MY COMMITMENT
TO YOU

CLEAR TO CLOSE

v

If a contract falls apart,
we regroup.

CLOSING DAY hall . 153
Every challenge is not a crisis. | will advocate for your interests

FINAL SELLER TIP

Real estate transactions are
moving pieces invalving buyers,
sellers, lenders, attorneys,

inspectors, appraisers, contractors,

insurance companies, and title
professionals. Unexpected
issues happen. The key is having
an experienced professional
helping you navigate the process.

v If an appraisal comes in low,

we evaluate solutions.
v |f repairs become an issue,
we negotiate
v If financing falls through,

we go back to work
The objective remains the same:
Get your property sold.
Get you to the closing tabl

v lwill provide solutions
whenever possible,

v And | will remain focused on
achieving the best outcome for
you and your family.

Because successful real estate
transactions aren’t measured by
how smoothly they begin. They're
measured by whether we make it
to the closing table

e

( { “Real estate is not about
avoiding challenges. It's about
navigating them successfully.”

Niesha K. Veasley

- POWERHOUSE

REAL ESTATE PROFESSIONALS LLC

770-896-1398 QEEF www.powerhouserep.com

Broker/Owner

Powerhouse Real Estate Professionals LLC

SOLD-N-CLOSED. WHO’S NEXT? <=




