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NICE TO
MEET YOU!

We take pride in exceeding your
expectations and strive to inform my
clients of current market
demographics, knowledge of the area,
and making sure you are comfortable in
proceeding forward with your real

estate HGCdS.

We are ready to work hard
together for you!

With our sharp knowledge of the
market, we've helped over 400 families
in the Southwest Florida area
successfully sell their properties —

and I'm confident the Knowledge Base

team can help you sell yours too.

e 239:977:5642 . | E;
M Office@Knowledgebasefl.com eV AL Z%

@ www.KnowledgeBaseFl.com
Broker/Owner
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ABOUT US

KNOWLEDGE BASE

KnowledgeBaseFL.com

The job of getting your home sold is one that should not be taken
lightly. The tools we are able to use to sell your home, we guarantee
it will get more exposure than with any other agent. Globally,
domestically and locally there will not be one potential buyer out

there that doesn't see your home.

NOTABLE ACCOLADES

e 400,000,000 Sales Volume

e 5-Star Professional Award Recipient

e Florida Top Agent Magazine

e Golden Bear Award Recipient

e 2018 Bonita Springs-Estero Rising Star

e 2021 Chairman Award Realty World International

e 2022 Diamond Award Realty World International
e Best Of Collier 2023
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WHAT MAKES ABOUT US

NOWLEDGE BASE
DIFFERENT ¢

e Our agents and support staff work together as a true team.

o Relationships with real estate agents, appraisers, home
inspectors, mortgage bankers, insurance agents, builders
and contractors.

e Direct communication with us throughout the entire
process.

e Extensive knowledge of the Southwest Florida real estate
market, which enables sellers/buyers an extremely smooth
experience.

e Philanthropy and involvement in the local communirty.

e Customer service focused, we aim for a stress free process.

e Proven track record.

e We always have someone aviable. If your agent is out with
the flu, no need to worry- we have someone to step in to

help out until they are back!

www.KnowledgeBaseFl.com



IRACK RECORD

HOMES SOLD
PER YEAR

198

average
sold
homes

per year

Knowledge average
Base Real <agent
Estate

PRICE REDUCTIONS

KﬂOWledge average
Base Real agent
Estate

OF SUCCESS

LIST PRICE/SOLD
PRICE

Knowledge average
Base Real agent
Estate

DAYS ON MARKET

28 days

Knowledge average
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Estate
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WHAT 1O EXPECT

when listing with Knowlcdgc Base Real
Estate as your firm.

Communication

I will discuss with you exactly how our team works and what you can expect.
This includes Weekly reports and updates, including feedback from showings SO
you know what's going on as soon as we do. Communication with local brokers

to gauge how the listing shows is also a vital part of the process.

Staging Ideas & Techniques

You only get to make a first impression once, we will review what needs to be
done to stage your home for photography for our marketing efforts to

showings. Unfurnished property? Virtual staging is available.

Photography

With 95% of huyers using the Internet to search for homes, great photography is
an essential part of any listing. Our photographers provide professional
photography, virtual tour and utilize a drone feature to showcase the important

parts ofyour home.

Home's Web Presence

Once we're listed the MLS listing is first up, but there are many more critical

places I place your home to increase your home's internet blueprint.

Comprehensive Marketing Plan

Marketing starts from Day 1,, from being listed on my personal website, to
direct mail postcards, to social media, we will review what will happen with

our marketing efforts.

www.KnowledgeBaseFl.com



COMMUNICA TION

They say communication is key and it's for a reason. We want

you to know what's going on with your property at all times.

Weekly Reports & Updates

Each and every week myself and my
team will check in with you to
report in on how your property is
doing. We will review how many
showings you've had, what the plan
is for your next Open House and any
questions you might have for the

week. |

Method's of Communication

We know not everyone likes a call, so
don't worry if you prefer text or email
that's an option too. Just let us know

the method you prefer, because we

work for you!

Showing Feedback

When your property is shown, we
strive to get you feedback in a
timely manner. We aim for a 24 hour
turnaround to give you a call to let
you know how it went. This let's you
know what the buyers are thinking
and if something needs to be done to

help the property show better.

Handling Those Hard
Conversations

When you get an offer, and
it's not what you wanted that's
where we step in. Negotiating
is what we do, we will work
hard to get you full price each

and every time.



STAGING
SUGGES TIONS

Did you know that a 63% of buyers
would pay more for a house that is
move-in ready? That's according to a

statistic from Realtor.com.

1. Fix small defects
Taking the time to fix small cosmetic issues can go a
long way. According to an AOL Money & Finance Poll

87% Of buyers responded that home presentation makes

Key Takeaways

the difference in most sales. Need a vendor to help? Ask

us fOI' our preferred Vel’ldOI’ 1i5t.

e Make Necessary |
2. Clean & Paint

R .
cpatrs Organize and clean everything, this includes the garage
e Clean and 1aundry areas.. Touch up any walls and remember to
Everything remove fami]y photos. This helps buyers envision

e Remove Family themselves in the home.

Photos

3. Furniture
e Focus on Curb

Make sure the furniture looks nice, tidy, and inviting.

Appeal You can use throw pillows to add contrast and a pop of
P pop

color. Remove bulky furniture to increase space and

make rooms appecar larger.

4. Exterior

We know it's hot out there but curb appeal goes a long
way. All you need to do is add a couple extra flowers,
have the lawn mowed, fix any blown out screens and
makes sure to clean any of the pesky cobwebs off the

front door.

www.KnowledgeBaseFl.com



PHO T OGRAPHY

"Buyer's perceive homes with professional photography to be worth, on

average, 12 percent more than the asking price." - The Wall Street Journal

Professional Photography

Our photographer will come in and
photograph your home with the

correct angles, lighting, time of the
day and focus on the elements that

matters to buyers.

Aerial Photos

According to the multiple listing service
(MLS), homes and properties with drone
images are up to 68% more likely to sell
than those without them. Aerial photos
allow buyers to get a better
understanding of what the property looks
like, its dimensions, and the surrounding

area. We do this with a drone.

Virtual Tours

Virtual tours are a key component to
promoting your home. The tour
provides an abundance of visual
information all with one click for a
potential buyer. It let's buyers
visualize themselves in the space,
providing them with a sense of

security, knowing exactly what they

NFE getting into.




GETTING A HOUSE READY TO SELL CHECKLIST

To sell your home as quickly and for full price, let's invest some time and effort up front to prepare

your house for showings.

Kitchen

O Every surface clean

0 Countertops organized

O Refrigerator spotless inside and out,
organized, spoiled food discarded

0 Light bulbs working

0 Oven/stovetop clean, burner trays cleaned
O Sinks clean, faucets working properly and
leak-free

0 Garbage disposal in good working condition
0 Cupboards/pantry spotless, organized

0O Dishwasher clean and stain-free

Bathrooms

O Every surface sparkling clean

0 Countertops organized, free of clutter

O Fresh soap and towels

O Sinks spotlessly clean, faucets working
O Tub and shower surfaces clean

0 Shower curtain clean and in good repair
O Toilet extra-clean and working properly
O Closets organized and clutter-free

0 Cabinets clean, personal items removed
Entryways and hallways

O Clean and free of clutter or obstructions
0 Welcome mat(s) clean and inviting

Living room, dining room, bedrooms

O Everything thoroughly vacuumed/dusted

O Excess furniture removed for roomier
atmosphere

O Remaining furniture clean and in good repair
0 Wood and other surfaces clean and polished
O Bookshelves organized and clutter-free

O Children’s games/toys stored

0 Small valuables removed/locked away

0 Window coverings open for sunlight

O Mirrors clean and in good repair

O Ashtrays cleaned and kept out of sight

O Fireplace clean, logs/kindling stacked neatly

ClOSCtS and storage areas

O Clean and well organized

O Clutter and excess junk removed

0 Clothes hung neatly and not jammed
together

O Shoes and boots neatly stored/stacked

Walls and ceilings

O Dirt, fingerprints or other stains removed
0 Nail or thumb-crack holes treated

0 Cracks, chips, water damage repaired

O Repainting to neutral, light colours for
roomy environment

www.KnowledgeBaseFl.com



https://www.houseloanblog.net/getting-a-house-ready-to-sell/

Floors

O Dirt or stains removed
O Excessive wear or damage fixed
O Area rugs clean and stain-free

O Carpeting replaced, if needed
Doors

O Dirt, fingerprints or other stains removed
O New paint if needed
O Doors open/close easily without squeaks

O Latches/handles secure and working

properly
Windows

0 Glass sparkling clean/chip- and crack-free
0 Windows open/close easily

O Latches/handles/locks secure, working
properly

O Dirt and fingerprints on frames or sills
removed

O Screens clean and without holes

O Storm windows in good condition
Window coverings (curtains, drapes, blinds)

O Clean and free of dirt and stains
O No excessive wear or sun damage

O Open/close easily, hardware works good
Lighting

0 All bulbs are working properly

0 No broken switches, exposed wiring

0 Table and floor lamps working properly
O New lighting to make a room feel more
inviting, if needed

Pet areas

0 Clean & organized pet bowls

O Pet toys stored out of the way

O Pet stains and odors removed

O Pet bedding and blankets washed and look
nice

0 Food stored away

Yard and Pool

O Driveways, sidewalks clear of rust and weeds
O Lawns mowed/edged regularly

O Large bare spots repaired

O Leaves removed from lawns and flower beds
O Trees pruned, hedges trimmed

O Flower beds weeded and tidy

0 Dead plants replaced

O Lawn furniture clean, organized, good repair
O Bicycles, children’s toys stored out of the way
O Pool serviced with clear water.

Structures

O Exterior surfaces clean, in good condition

O Front-door exterior clean and inviting

O Gutters and downspouts clean and in good
condition

O Gates open/close properly, hardware working
O Fences/decks in good repair and in good
condition

0 No junk

0 Sidewalks and walkways in good repair

O Driveway clean, in good repair

www.KnowledgeBaseFl.com



https://www.humanesociety.org/resources/how-remove-pet-stains-and-odors
https://www.humanesociety.org/resources/how-remove-pet-stains-and-odors
https://www.humanesociety.org/resources/how-remove-pet-stains-and-odors

#) YOUR HOME'S U.S A,

-

WEB PRESENCE

With 95% of buyers using the Internet to search for homes, having
your property out on the correct sites gets you more eyes on your
property than actually walking in the front door. You home will be
prominently featured and placed on the top real estate web sites in

the nation.

Here are just a few of the sites where your home will be found in the
United States, including our own website

WWW.KnowledgeBaseFl.com.
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YOUR HOME'S
INTERNATIONAL WEB
PRESENCE

When it comes to the web, we just don't place your home on United
States placed platforms, we take it international. Why? Because
international buyers matter. According to the National Association of
Realtors, $59 billion was spent on real estate from out of country

buyers 1ast ycear.

Here are a few of the places we'll place your home internationally:

The
International MLS

[IMLs:l . "' HlISEII

KAUFEN

D ES

Juwai.com

www.KnowledgeBaseFl.com



COMPRENSIVE
MARKE TING PLAN

Print Adversiting

Print advertising with your
feature sheets and direct mail
using postcards are a feature
we use to add exposure to your

listing.
Social Media

Facebook and Instagram are
two of our targeted social
media platforms. Paid ads
bring targeted buyers your way
with the intent to purchase a

home in Southwest Florida.

Designed Floor Plan

A professionally designed floor
plan is a must for every listing,
this gives buyers the opportunity
to have the square footage laid
out Visually for them the minute

they walk in for a showing.

Open House

Open house are a tremendous
opportunity to bring in buyers
that are looking for homes like
yours, we'll talk about home
many open houses we'll do to
generate more interested and
get you top offers on your

home.

Email Marketing

From our cultivated email lists
featuring market reports to
target buyers for your 1istings
to being featured in our
newsletters. You'll reach new
buyers each week with our

email marketing.



PRINT ADVERTISING

The listing brochure provides potential buyers a quick snapshot of
what your property has to offer.

Listing Brochure Example

VINEYARDS
COUNTRY CLUB

9 5773 Hammock Isles Drive
Q) Naples, FL 34119

4 BEDROOMS 5 {4 FULL, 1 3015 LIVING
+ DEN HALF} BATHS L AREA

Step into your own slice of pafadise with this stunning pool

home in the Vineyards Country Club. Boasting over 3000 sqg.
ft this stunning Seville model is located in the heart of Maples,
the Vineyards offers many amenities including an optional
membership to its private non-equity club with 36 holes of
championship golf.

www.KnowledgeBaseFl.com



PRINT ADVERTISING

Once listed, your home will be featured on a mass postcard sent out

the the neighborhood and a Comprehensive list of potential buyers

through the Luxury PortfolioTM & Leading Real Estate Companies
of the WorldTM Database.

Postcard Examples
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SOCIAL MEDIA

“Social platforms have become another form of marketing, we'll stay engaged
and relevant with active posts of your listing to target potential buyers and

to increase your engagement metrics into tangible results.

Social Media Example

'.'r- Kewin Bartlett
Published by Kevin Bartlert @ - 34- @

& NEW LISTING & | 3499900

Come enjoy your 3-bedroom pool home with a South Fort Myers location! Featuring a new roof, a
new ASC unit, new electrical panel, this owner spared no expense when it came to upgrades
including an electric and solar panel pocl heater, an A/C in the garage with epoxy floors with
cabinets, and additional insulation in the attic to keep you cool in the Summer months!
Additionally, this home features a covered lanai and a man cave in the back with a brick paver
patio!

% Fort Myers, Florida
& $499900
& 3 Beds » 2 Baths » 1640 Living Area » 11,326 sqgft lot

Interested, let's chat §J www.calendly.com/kevinbartlett or _# 239.977.5642

www.KnowledgeBaseFl.com



PROFESSIONALLY DESIGNED
FLOOR PLAN

Floor plans add to your marketing portfolio, this creates a complete listing

presentation to engage more buyers, and ultimately lead to a sale.

Eloor Plan Examples

Y,

www.KnowledgeBaseFl.com



OPEN HOUSE

When hosting your open house, the goal is to not only find out what buyers
are saying but who is walking in the door. We'll call you with the Open
House feedback within 24-48 hours so you can know what the potential

buyers are saying. Your open house will always be on the top of every

realtors mind with a customized email Campaign before the day of the event.

Open House Email Campaign
Example

www.KnowledgeBaseFl.com



EMAIL MARKE TING

Our newsletter goes out each month to our client book, that features over
30,000 clients who are in the market for Southwest Florida real estate. We
also have a Market Report that specifically targets your neighborhood and

showecases your property to potential 1istings.

Newslecter Example

Monthly Newsletter 4.1. 2023

Fivie Tips On What To Do When Your Insurance Company Doesn™t
Want To Pay Your Claim

Five Tips On What To Do When Your Insurance Company Doesn't
Want To Pay Your Claim

Al Hgrricand Lan hi Soulrweit Fiorda, 4 Io NE——

‘Goodbye Hurricana lan, Name Officially Retired

15 DN NOUNDed 1898 Mere wOnT o anciner HumTane lan

v

N

-y
L

v
| —

www.KnowledgeBaseFl.com



FAQS

Selling your home is a big decision It’s likely the most significant investment you've ever made.

You've probably been living in your home for years, creating many memories in the process -

making this both a logical and emotional decision. We'll be able to help you navigate all of the
obstacles and issues with your decision as you go through the process of listing your home.

Here are some commonly asked questions to help you with selecting your agent.

Q1. Will you be present at all showings?

Yes! At open houses, we will be there unless I let you know in advance if someone on my team will be hosting
it instead. For showings, potential buyers will bring their own agents to see your home. Most buyers prefer

only tl’lCiV own agents bC presenl: when evaluating a prospective new home.

Qz. Can you help me sell and buy at the same time?

Absolutely! I have solid track records representing both sellers and buyers.

Q3. What happens once we get an offer?
I will help you consider each offer and negotiate the best deal for you. Once youve accepted an offer,

I will guide you through the entire closing process and ensure everything proceeds smoothly.

Q4. What does your sales history look like?
We've helped over 400 families buy and sell their homes in the Southwest Florida area. Our sales

volume has reached $400,000,000 and climbing this year.

Q5. What methods do you use to determine property listing prices?
[ want to make sure that you are offered the highest price for your home a buyer is willing to pay. I'll
walk you through a CMA (Comparative Market Analysis) to break down the valuation of your
property in detail for you. Pricing your home too high, will mean fewer (or no) offers which is a
waste of everyone's time. On the other side of things, pricing too low will mean you're leaving
thoughts of dollars on the table and no one wants that. We'll find the right balance to get the price

right, without sacrificing the bottom line.

FAQS



FAQS

Q6. Should I buy another house before selling my current home?
There's no “correct” answer to this question. There are pro’s and con’s to buying a home before selling

your current one and the same can be said about selling your current home before buying another.

Q7. How do you earn income?
You may feel this is a lictle too direct and upfront, but that's my style and commission is how I earn

income from you selling and then buying your next home with me.

Q8. What is your commission rate?
Ensuring that my clients net the most out of any transaction, I provide the best service at a rate that

will ensure a home sale. Once we meet and tour your home, we will review the commission rate.

Q9. Do you take every listing?
The simple answer-no. I work to collaborate with clients who understand what we do and how we can

best work together to reach our target goal.

Qro. What is the best way to keep in touch, do you have office hours?
I do not have office hours, when I take you on as a client I'm available to you 24/7. That's another
reason we don't take every listing. Ask me for my cell phone number—
that's the golden ticket to you reaching me outside typical business hours. If you can't reach me on

my cell you can always call my office to speak to our support staff during the week at 239.977.5642.

Q11. How quickly do the properties in your portfolio move off the market?
This isn't an exact number because it all depends on your location. I'll sometimes have a property go
in 3 days, and in our areas 9o-120 is typically. It's a case by case basis and when we review your

CMA, we'll talk through how quickly a sale will happen.

FAQS


http://www.maxrealestateexposure.com/buying-home-selling-existing-property/
http://www.maxrealestateexposure.com/buying-home-selling-existing-property/

WHAT CLIENTS ARE
SAYING ON GOOGLE
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https://www.google.com/maps/contrib/108692638348345375188?hl=en-US&sa=X&ved=2ahUKEwjnyIy5-Jr-AhXmSTABHS5HALYQvvQBegUIARCbAQ
https://www.google.com/maps/contrib/107288427771319207632?hl=en-US&sa=X&ved=2ahUKEwj88sz-95r-AhWqfDABHUkUD8EQvvQBegQIARBi

WHAT CLIENTS ARE
SAYING ON REDFIN

www.KnowledgeBaseFl.com


https://www.redfin.com/FL/Fort-Myers/8281-Arborfield-Ct-33912/home/61974051

WHAT CLIENTS ARE
SAYING ON ZILLOW
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Ore]me about yourself:

Name:
Address:
Phone:
Email:

Do you 1’1€€d to blly another property?

ments Needed:

Listing Agreement CDD
HOA/Condo Disclosure Survey
Property Disclosures Sign Needed

Additional Info:

0—1030 you want to communicate:

Phone Calls Messenger
Text Messages Email

ave you enjoyed living in this property?

www.KnowledgeBaseFl.com
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Photos:

Photos/Video:
Matterport:
Aerials:

Floor Plan Purchase:

06

Staging help
Virtual Staging
Additional Info:

O/

Owner Open Copies Y/N
Supra Office Accompany
Keybox: /Code: Garage Code:

Ohgg Instructions

Owner Occupied:

Vacant:

24 Hour Notice Required: Y/N
Pet On Site:

www.KnowledgeBaseFl.com
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Open House

Quantity:
Preferred Date:
Preference Of Agent:

Additional Information:

g€ ting
Brochures Feature Sheet
Window Review MLS Description
Community Sheet Newsletter Placement

Additional Info:

Tl

Additional Information

www.KnowledgeBaseFl.com
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WHAT'S NEXT?¢

We are committed to providing exceptional service
throughout all of Southwest Florida and offer extensive

market knowledge of the area.

Fill out the Questionnaire pages, if you need my help
or any advice, please do not hesitate to contact me

any time!

Send over your Questionnaire pages

We are ready to start preparing your home for the

=

Broker/Owner

market!

e 239.977.5642
™ Office@Knowledgebasefl.com

www.KnowledgeBaseFl.com
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