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Rate your needs and priorities. 
 

What will make your home’s sale a success?  

 

 

 

 

 

 

 

 

 

 

 

What will you need from me? 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

For a higher net profit, in less time, with less stress. 
 



 

Partner with the best in the world. 
 
Coldwell Banker Bain’s extensive network of tools and knowledgeable professionals 
allows us to provide the first class service you expect during the very personal experience 
of buying or selling a home. Through our expertise in home preparation, price setting, 
inspection guidance and contract negotiations, we deliver the results you demand. We 
bring insight, experience and in-depth understanding of markets and personalities to each 
transaction, and we put our knowledge on your side to engage you fully in the entire 
process. 
 
These high standards have given Coldwell Banker Bain a 
legacy of success in Western Washington and beyond. Out 
of more than 3,100 Coldwell Banker companies around 
the world, Coldwell Banker Bain consistently ranks as one 
of the top two, and is perennially number one in the 
West.1 In addition, both Real Trends and RIS Media’s 
Real Estate rank us in the top 20 of the nation’s most 
productive residential real estate companies. 2 
 
Our high standards and proven track record of success 
make us your best partner when it comes to buying or 
selling your home. 
 
 
1This designation is awarded each year to the Coldwell Banker residential affiliate with the highest Closed Adjusted Gross 

Commission Income. Coldwell Banker Bain combines with Coldwell Banker Seal in the Portland, OR/Vancouver, WA area as 
 a single Coldwell Banker affiliate. 2 Based on closed sales volume. 
 



Our Strengths 

Our guarantee to you. 

There aren’t too many things you can count on these days, but there’s one you can: My 
commitment to you. When you list your home with me, I’ll focus like a laser on you and 
your needs. 
 
Coldwell Banker Bain guarantees my services, which is the company’s way of saying 
they have confidence in how I do business. So when you place your trust in me, Coldwell 
Banker Bain backs up my obligations to you as no other real estate company does. With our 
Guaranteed Services agreement, you may discontinue our agency relationship if I haven’t 
marketed your home as we’ve both agreed. 

So you can relax, knowing that you’ll get exceptional commitment from me, 
guaranteed. 





 

   Why choose a Realtor
®
? 

 
 

    As a Coldwell Banker Bain broker, I am a Realtor® member. Choosing a Realtor  
   matters because . . . 

 
 All Coldwell Banker Bain sales associates are Realtor members.  

 
 Realtors are subject to a national code of conduct and strict business ethics that 

govern their relationships with clients and other Realtors. Non-Realtors do not have 
to follow these standards. 

 
 Realtors are required to complete a Code of Ethics training every four years to stay 

current with standards. Ethics training is not required for non-Realtors. 
 
 The National Association of Realtors® enforces these business rules through a 

professional standards hearing process at the local level. On the contrary, there is no 
process for the public to file a grievance against a non-Realtor. 

 
 The term Realtor has come to stand for competency, fairness, and integrity. 
 
 Working with a member of the Northwest Multiple Listing Service does not 

guarantee you are working with a Realtor. Not all members of the NWMLS are 
Realtors. 

 
 Choosing a Realtor increases your home’s chance of selling for more money and 

reduces the possibility of costly liabilities. 
 

 

 



 

Choose full service for maximum return. 
 
While choosing a real estate company that is willing to reduce its commission rate may 
appear to reduce your costs, it may well end up costing you in the end. This is because: 

 Limited Service agents have a reduced incentive to obtain the highest possible price 
for your home, and may favor a low home pricing strategy, negating any commission 
savings. 

 Limited Service agents may have poor selling or negotiation skills. 

 Limited Service agents offer few marketing resources and may fail to locate the ideal 
buyer. 

 The Limited Service agent may have limited support systems available to help 
manage transaction problems. 

 Cooperation may be reduced due to lower compensation. 

As a result, the commission savings doesn’t generate any net gain for you, while our 
premium service is certain to. Choosing our full-service will benefit you with: 

 Our Success: Our listings consistently sell for a higher average sales price those of 
our competitors. 

 Our Guarantees: Coldwell Banker Bain offers unique guarantees that cover the 
services of our real estate professionals. 

 Our Knowledge: Coldwell Banker Bain brokers have superior knowledge of 
contracts and the sales process with our ongoing, up-to-date training opportunities. 

 Our Support: All Coldwell Banker Bain Principal Managing Brokers are committed 
to being available to their brokers and clients to help on difficult transactions, even on 
nights and weekends. 

 Our Scope: Of the top-producing firms in our region, Coldwell Banker Bain is the 
only internationally-affiliated real estate company providing you a vast network of 
resources and buyers. 

 Our Internet Presence: Coldwell Banker Bain provides maximum exposure for your 
property on the Internet and the mobile web. 

 Our Resources: Coldwell Banker Bain has the risk management tools to resolve any 
issues that may arise between negotiating parties. 
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Strengths  
 

 Helping Buyers & Sellers: 

   Build Home Equity  
 

  In Less Time. 
 

 With Less Stress  



 

 40 years of local history. 
 

 
 

 
 
 

 
 
 
 
 
 
 Coldwell Banker Bain, founded in Seattle as William A. Bain Associates, has 
 operated in Western Washington for 40 years.  

 
 In 1993, Bain Associates purchased six Coldwell Banker-owned real estate offices in 
 King and Snohomish counties and joined the Coldwell Banker system as an 
 independently owned and operated franchise.  
 
 The worldwide prominence of Coldwell Banker, combined with William A. Bain’s local 
 reputation for excellence, helped Coldwell Banker Bain emerge as the Northwest's largest 
 nationally-affiliated real estate firm. We have 24 offices in Western Washington, 
 including Seattle, Bellevue/Eastside, Bellingham, Anacortes, Everett, Tacoma, the Kitsap 
 Peninsula, Longview, and Vancouver.  
 
 Combined with our Oregon-based sister company, 
 Coldwell Banker Seal, CB Bain is one of the largest 
 Coldwell Banker companies in the world.  

 
 

 



 

We can showcase your home around 

the world. 
 
 

 

 

 

 

 

 

 

 
 
We know in today’s world, your home’s buyer could be anywhere, on any continent. 
That’s why we’ve developed a vast relocation network. 

 
Coldwell Banker Bain is a primary provider of relocation services to many of our 
region’s largest employers. We assisted over 6,663 transferees in the past year alone.* 
 
We are also the international Cartus broker for Western Washington. Cartus is the largest 
relocation company in the world, managing relocations for more than 2,000 major 
corporations and assisting the transfer of over 140,000 employees annually in more than 
160 countries. 
 
We’re happy to report that major economic indices show there will be significant net 
migration into our area for years to come. That’s one reason we’ve positioned ourselves 
to be the relocation experts in our region. Another reason is so that we can showcase your 
home to buyers throughout the country and the world. 
 
 
 
 
 
* Transferees assisted by Coldwell Banker Bain and our Portland/Vancouver-based sister company Coldwell Banker Seal. 

 



 

3,100 offices in 50 countries on 6 continents. 
 
 
 
 
 
 
 

 

 

 

 

A global presence with a world of buyers 
 
You will benefit from the global reach and worldwide connections of Coldwell Banker Bain. 
Through our affiliation with Coldwell Banker, the world’s premier real estate company, we 
have over 3,100 sister offices throughout the world with over 82,200 sales associates. We call 
on this network daily to market our clients’ homes and to reach – literally – a world of 
buyers.  
 
No other local real estate company has our connections. When you list your property with us 
it will gain exposure to buyers and investors from Central and South America, Europe, Asia, 
Africa, and Australia. We know that in today’s world your buyer could be anywhere. Only 
Coldwell Banker is everywhere. 

 
COUNTRIES & TERRITORIES WITH A COLDWELL BANKER PRESENCE: 
ARUBA AUSTRALIA BAHAMAS BELIZE BERMUDA BOLIVIA BRAZIL 
CANADA CAYMAN ISLANDS CHINA COLOMBIA COSTA RICA CZECH 
REPUBLIC DOMINICAN REPUBLIC ECUADOR EGYPT FRANCE GREECE 
GUATEMALA HONDURAS INDIA INDONESIA IRELAND ITALY JAMAICA 
JAPAN KUWAIT LEBANON MALTA MEXICO MONACO NETHERLANDS 
NETHERLANDS ANTILLES NICARAGUA PANAMA PERU PUERTO RICO 
ROMANIA  SAUDI ARABIA SINGAPORE SPAIN ST. KITTS|NEVIS ST. LUCIA  
ST. MARTIN TURKEY TURKS & CAICOS UNITED ARAB EMIRATES UNITED 
STATES VENEZUELA VIRGIN ISLANDS (BRITISH) VIRGIN ISLANDS (US) 
 



 

The Result Matters, Exposure Counts. 
The Coldwell Banker Previews International® network spans the globe. With sales associates in 
51 countries, this elite global network stands ready to connect buyers to a portfolio of homes 
selected to meet the requirements of your lifestyle – wherever they may be located.  B e it a 
bespoke waterfront castle, a mountain top manor or equestrian estate situated among rolling hills, 
your next dream home awaits.   

 
U.S. Offices* 
 

 
 
International Offices* 
  

 
 
Brokers Globally 

 
 

*Data based on 2012 end-of-year office and broker counts. 
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  Our Strength 

Real Trends Top 500 Report*
(in Billions)

*According to the 2012 REAL Trends Top 500 report among brokers with greater than 500 closed sales.

$119B
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$119B

$62B
$52B $49B

Coldwell Banker outsells and outperforms 
our competition. 
 

Coldwell Banker boasts the highest sales volume of any national real estate franchise.  

 

So choose Coldwell Banker Bain and me, for superior performance and outstanding results.  I will  help 
you sell your home for: a higher net profit, in less time, and with less stress. 

 

This graph compares Coldwell Banker to three other well known Real Estate Franchise companies.  The 
left side shows Sales Volume in Billions of dollars.  The bottom shows the names of the companies. 
Notice that Coldwell Banker is 92 percent higher than the next closest company (Prudential).  



 

Our brokers outsell and outperform. 
 

 

In 2012, Coldwell Banker Bain was ranked #2 nationwide throughout Coldwell Banker for 
sales units and volume, and #1 in per agent production. We take the buying and selling of 
real estate very seriously. In fact, no other real estate company offers its brokers more 
training, educational opportunities and inter-office support. The result is that CBBain 
brokers are experts at managing complex real estate transactions from start to finish. 
 
In the end, our superior performance is evident. In 2012, our Realtors® sold their clients’ 
properties for an average price that was $141,300 more than the Northwest Multiple Listing 
Service average. In fact, Coldwell Banker Bain’s brokers so outpaced the field that their 
average sales price was $71,300 greater than that of our nearest competitor’s brokers.*  

 
So choose Coldwell Banker Bain and me, for superior performance and outstanding 
results.  

 

 
 

   
*Data reflects transactions of single family residences in the combined areas that comprise the Northwest Multiple Listing Service 

  from 1/1/12-12/31/12. 

 
 
     
 



 

Professional partners, exceptional results. 
 
Coldwell Banker Bain partners with Landover Mortgage, Rainier Title, Escrow Professionals 
of Washington, and American Home Shield to bring professionalism and precision to every 
transaction and ensure your real estate success. 

 
As both a mortgage banker and mortgage broker, Landover Mortgage has maximum 
flexibility to offer you the best price, best response and best service to meet your closing 
date. And for your convenience, you’ll find a Landover Mortgage representative located in 
each CB Bain branch office. Visit Landover Mortgage at www.landovermortgage.com. 
 
Rainier Title has highly trained professionals and cutting-edge technology to ensure 
efficiency and accuracy in every part of the sales process. Visit Rainier Title at 
www.rainiertitle.com. 
 
Escrow Professionals of Washington believes the most important element in a successful real 
estate closing is trust. They also believe you deserve exceptional service tailored to meet 
your specific needs. You’ll experience an outstanding closing process every time. Visit 
Escrow Professionals of Washington at www.escrowpros.com.  
 
Our partnership with American Home Shield gives you a competitive edge in today’s real 
estate market. Their Home Warranty protects you and your buyer from the uncertainty of 
undetected problems, bringing you peace of mind during closing. 
 
To bring you the best, we partner with the best. 

 

http://www.rainiertitle.com/
http://www.escrowpros.com/


 

We speak your language. 
 

At Coldwell Banker Bain we pride ourselves on our diversity. Our agents come from a 
variety of cultural and linguistic backgrounds, speaking over 42 different languages. 
This means we can connect with buyers from many different Western Washington 
communities and from around the world to market your home. International buyers 
come to us through Coldwell Banker Bain’s relocation department, the region’s largest, 
and through Coldwell Banker’s global network.  
 
So when buyers come to us, from around the world or around the corner, we are ready 
and well-equipped to meet their needs. While many of our agents are fluent in multiple 
languages, every Coldwell Banker Bain agent speaks one language fluently – that of the 
real estate transaction. 
 
 
AFRIKAANS • ALBANIAN • AMERICAN SIGN LANGUAGE • AMHARIC •  
ARABIC • ARMENIAN • CAMBODIAN • CANTONESE • CHALDEAN • CHINESE • 
CZECH • DANISH • DUTCH • ESTONIAN • FARSI • FILIPINO • FINNISH • 
FRENCH • GERMAN • HINDI • INDONESIAN • ITALIAN • JAPANESE • KOREAN 
• MALAYSIAN • MANDARIN • NORWEGIAN • PERSIAN • POLISH • 
PORTUGUESE • PUNJABI • ROMANIAN • RUSSIAN • SLOVAK • SPANISH • 
SWEDISH • TAIWANESE • TELUGU • TURKISH • UKRAINIAN • URDU • 
YIDDISH 

 

  



I’ll market your home exactly where buyers 

will find it.  

 

 

Using available data, I will focus the marketing of your home on the avenues that are most 

likely to reach potential buyers. Immediately upon listing your home I will do three things 

that typically account for 86% of the ways buyers find their home (chart above): 

 

1) Get your home exposure on the top real estate websites.                                                                             

2) Market your home directly to other real estate brokers, including those within my own 

office and company.                                                                                                                                                                       

3) Use the most effective signage to capture the attention of potential buyers, including 

when I hold an open house. 
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Marketing  
 

Internet 
 

Helping Buyers & Sellers: 

.  Build Home Equity 
 

.  In Less Time. 
 

.  With Less Stress 



 

 

When you list with Coldwell Banker Your 

Home is Syndcated to over 800 sites 

around the world. 
 



Your listing reaches an extraordinarily wide group of  

qualified buyers throughout the worldwide internet  

distribution network of over 800 websites 

¹This list shows a sampling of Coldwell Banker Bain’s affiliate websites as of 9/19/13.  The web traffic reports I share with 

you when I list your home will reflect the most up-to-date list of websites to which we distribute your listing. 
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Marketing  
 

Internet 





 

 

I’ll get your home on more websites.  
 
When you list your home with me, I’ll make sure it’s featured on more websites where 
more buyers will see it. While other brokers might display your home on their brokerage 
website plus a handful of other industry sites, I’ll get it displayed on over 50 real estate 
and media websites, giving it the exposure it deserves.  
 
Through Coldwell Banker Bain’s Distributed Listings program, I’ll get your home more 
exposure on more websites targeted to home buyers. And I’ll give you regular, easy-to-
read snapshots of the buyer traffic visiting your listing on these sites and on CBBain.com. 
Since over 90% of home shoppers are looking for their next home online, you’ll have the 
assurance that your home is in front of as many of them as possible. 
 
Here’s a snapshot of some of the websites where I’ll feature your listing¹:  

 
Real Estate Websites 
 

Realtor.com Homes.com Homefinder.com 
FrontDoor.com OpenHouse.com ColdwellBanker.com 
Yahoo Real Estate AOL Real Estate CondoCompare.com 
Century21.com ERA.com BHGRealEstate.com 
CBBain.com CBSeal.com eLookyLoo.com 
Curbed.com Diggsy.com HomeTourConnect.com 
HarmonHomes.com HotPads.com MyRealty.com 
LakeHomesUSA.com LandWatch.com PropertyShark.com 
OceanHomesUSA.com PropertyPursuit.com Relocation.com 
RealEstateBook.com RealtyTrac.com Vast.com 
ResortScape.com 
Zillow.com 

RiverHomesUSA.com 
Trulia.com 

NWHomes.com 

 
Media Websites 
  

SeattleTimes.com LATimes.com IdahoStatesman.com 
King5.com MiamiHerald.com Tri-CityHerald.com 
OregonLive.com WashingtonPost.com ADN.com 
TheNewsTribune.com ChicagoTribune.com TDN.com 
TheOlympian.com BaltimoreSun.com LAWeekly.com 
BellinghamHerald.com StatesmanJournal.com TheCalifornian.com 
SpokesmanReview.com OrlandoSentinel.com Star-Telegram.com 
GoSkagit.com SFExaminer.com KGW.com 
   
 
 

¹This list shows a sampling of Coldwell Banker Bain’s affiliate websites as of 6/1/12.  The web traffic reports I share with you 
when I list your home will reflect the most up-to-date list of websites to which we distribute your listing. 

        

        



 

 

I’ll market your home with video. 
 
 
 
 
 
 
 
 
 
At Coldwell Banker Bain, we’re always pursuing innovative ways to market your home 
online. Our research shows that home buyers respond to real estate videos and want to 
see more of them. So, when you list your home with me, we feature it in a high quality 
video presentation.  
 
Our proprietary marketing program, NW HomeFlix, creates a video tour that moves 
quickly and creatively through photos of your home with background music and 
descriptive text. Not only will your home’s video tour be showcased on CBBain.com, it 
will also be posted to YouTube. We then tag it with descriptive keywords that make it 
easy for buyers to find via a web search.   
 
Buyers who watch your home’s video tour are much more likely to be engaged and 
entertained. They’ll feel as if they’ve visited your home in person – before they’ve even 
stepped in the front door.   
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Helping Buyers & Sellers:  

  Build Home Equity
 

     In Less Time 
 

.  With Less Stress 



 

The Result Matters, Exposure Counts. 
The Coldwell Banker Previews International® network spans the globe. With sales associates in 
51 countries, this elite global network stands ready to connect buyers to a portfolio of homes 
selected to meet the requirements of your lifestyle – wherever they may be located.  B e it a 
bespoke waterfront castle, a mountain top manor or equestrian estate situated among rolling hills, 
your next dream home awaits.   

 
U.S. Offices* 
 

 
 
International Offices* 
  

 
 
Brokers Globally 

 
 

*Data based on 2012 end-of-year office and broker counts. 
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Your home deserves more exposure. 
 
As a Coldwell Banker Bain broker, I go beyond industry standards to find the right buyer 
for your home. My steps to excellence demonstrate CBBain’s commitment to you: 

 
 

Promotion Industry Standard CBBain Exclusive Service 

 
Advance targeting  
of prospects 

 
None 

I directly target the most likely buyers 
for your home. Those who: 
 Live within a specific radius of your 

home 
 Have lived in their home for certain 

length of time 
 Are looking to either add space or 

downsize 
 

 
Open Houses 

 
Possible print ad 
Exterior signage 

 Online and print advertising 
 Home enhancement/staging  
 Sending invitations to nearby 

neighborhoods and specific groups 
of buyers 

 Globally-recognized Coldwell 
Banker signs strategically placed 

 Crucial follow-up with open house 
visitors 

 
 
Promotion within real 
estate industry 

 
None 

 Electronic and print promotion to 
other brokerage agents 

 Special open house to introduce 
your home to all area real estate 
agents 

 Internal CBBain promotion to all 
our offices and agents 
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Open Houses & Signage 
 

Helping Buyers & Sellers:

  Build Home Equity 
 

 In Less Time 
 

 With Less Stress 



 

Opening the door to more buyers.  
 

 
 
 
 
 
 
 
 
Half of all home shoppers use open houses to fuel their search.*An open house is a very 
effective way to market your home, offering exposure to more buyers in less time. 

 
When I host your open house, I will:  
 Promote it to the widest range of buyers in the market 
 Advertise it on CBBain.com, coldwellbanker.com, openhouse.com and other partner 

websites 
 Enter it in the NWMLS open house database to increase exposure on other brokerage 

websites 
 
Not all agents or brokerages take these steps to promote an open house, but I do. If I 
host an open house at your home, I’ll make sure it gets the widest exposure to the 
most buyers across the market. 
 

* Source: National Association of Realtors® 2012 Profile of Home Buyers and Sellers 
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Showing off your home at its best. 
 
Have you ever walked into a home and instantly known you could live there? That’s 
exactly how I want potential buyers to feel about your place. Here are some tips for 
attracting the most buyers to your home: 

 

 
 
 
 
 
 
 
 

       Interior 
 De-clutter: pick up toys, shoes, clothing, 

and make beds 
 Clean bathrooms and hang nice towels 
 Dust, vacuum carpets and floors 
 Straighten rugs and throw pillows; empty 

wastebaskets 
 Clean kitchen, place dirty dishes in the 

dishwasher 
 Open shades and turn on lights for 

cheerful glow 
 Open windows slightly to freshen rooms 
 Play soft background music; turn off TVs 
 Place fresh flowers on tables  
 Set the dining table with dinnerware 
 Display coffee table books or a board 

game 
 Secure pets and make sure the house is 

free of pet odors 
 
 
 
 

       Exterior 
 Mow grass and keep shrubs trimmed 
 Pick up garden tools, toys and 

newspapers 
 Sweep front walkway, porch and any 

outdoor living spaces 
 Clean up after your pets 
 Add decorative plantings or hanging 

baskets  
 Plant blooming flowers to create a 

warm welcome 
 
 

       Home Showing Tips 
 Secure jewelry, cash, prescription medications and other valuables 
 Save business cards of visiting and/or showing agents and let your listing agent know 
 If possible, leave when your house is being shown 
 If a buyer is not accompanied by an agent, refer them to me, and I will prescreen them 

for you.  
 
 
 
 



 

 

Staging your home to impress buyers. 
 
Home staging is an important first step in preparing your home for sale. Properly done, it 
can have a dramatic impact on the demand for – and final price of – your home. 
 
Before staging, your home is likely to have a strong imprint of your unique taste, 
furnishings, colors, and decorating style, which can distract the focus of the buyer. After 
staging, the best features of your home are brought to the foreground, allowing buyers to 
imagine your home as their own.  
 
As your broker I will assist you with the staging process to increase the value of your 
home. If you wish to stage your home yourself, I’ll get you started with a needs 
assessment. If you want additional resources, I’ll assist you by recommending one of the 
region’s top professional staging services. 
 
Rely on my expertise to help your home stand above all others when it hits the 
market.   
 
 
 
 
 
 

 
 
 



 
 
 

Rely on my expertise during your 
transaction. 

 
Analyzing an offer is a crucial point during the home selling process. I know the ins and 
outs of real estate contracts and will use that knowledge to your advantage. Through 
Coldwell Banker Bain’s extensive training opportunities, I stay up-to-date with issues and 
trends in contract management, so I can help you obtain the maximum price for your 
home. 

 
 I take pride in being a skilled negotiator after an offer is made. One of the greatest 

opportunities to preserve the equity in your home will come during the negotiation of the 
structural inspection. With my in-depth knowledge of the inspection process I will 
negotiate intelligently on your behalf, limiting obstacles while preserving the sale of your 
home. 

  
 Finally, I won’t take your home off the market until I am confident the buyer of your 

home is financially qualified. I will assist you in obtaining the best possible evidence of 
the buyer’s ability to get a home loan. In some cases we may even be able to insist on the 
buyer being pre-approved with our partner, Landover Mortgage, to ensure a smooth 
transaction for you. 

  
 You can rely on my skills to make these steps as smooth and straightforward as 

possible.  
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The Importance of Intelligent Pricing 
Sell your home faster at the highest possible price 

One of the most important factors to consider when 
selling your home is the price. Your broker should 
obtain the information you need to ensure the best 
opportunity to sell faster at the highest possible 
price. 

Take advantage of timing 
Timing can mean everything when it comes to 
selling your home. Statistics show that properties 
attract the most attention, excitement and interest 
from the real estate community and potential 
buyers when first listed on the market (figure 1). 
Pricing your home correctly when it first goes on 
the market can prevent it from languishing on the 
market, selling below market value, or not selling 
at all (figure 2). 

Attract more buyers 
The more buyers that are interested in your home, 
the better your chance of achieving a successful 
sale. Statistics show that pricing your home at 
market value attracts a much greater percentage of 
potential buyers than the alternatives (figure 3). 
Pricing your home poorly can result in loss of 
prime buying candidates and a sale price far below 
optimal value. 

Put our knowledge on your side 
Coldwell Banker Bain provides you with up-to-date 
information about what is happening in the 
marketplace. Through your broker you get access 
to key factors of competing properties to help you 
price intelligently, such as pricing, financing, terms 
and conditions. 

Talk with your local broker about pricing today, 
or visit us at www.cbbain.com. 

 

 

Number of Weeks on the Market 
Figure 1 – Activity versus Timing 

 

 

 

Figure 2 – The Effect of Overpricing 

 

 

 

 
 

                   

 

 

    

 

 

 

Figure 3 – Percentage of Buyers by Asking Price 

 

 

    

 



 

Determining your home’s value. 
 
Assessing the correct value of a home requires knowledge and experience. There are 
numerous variables that impact how much a home is worth; my role as your Coldwell 
Banker Bain broker is to assess which factors are most relevant, and analyze their impact.  
 
What affects value: 
 

 
 

 

 

 

 

 

What doesn’t affect value: 
 

  

 

 

 

 
 
 
 

 The original price you paid 
 Cash proceeds you want/need from the sale 
 Tax-assessed value of the home 
 Amount of money invested 
 Past appraised value 
 Automated online property valuations 

 
 

Physical Qualities 
 Size of home and lot 
 Number of rooms 
 Floor plan 
 Location 
 Age of home 
 Physical condition 
 

Market Conditions 
 Economic conditions 
 Mortgage rates 
 Buyer demand 
 Seasonal demand 
 Price of recently sold 

properties 
 

The Competition 
 Number of similar 

properties for sale 
 Prices of competing 

properties 
 Location 
 Physical condition 
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I’ll manage the details of your home sale. 
 

Important Dates: 

Mutual Acceptance 

Neighborhood Review  

Form 17  

POS/Resale Certificate  

Financing Application  

Financing Contingency  

Inspection Notice  

Title Policy Review  

Contingent Sale of Home  

Closing Date 

My responsibilities to you: 

          Copies of completed Purchase and Sale Agreement to office, lender, seller, escrow 
          Change of status in NWMLS and update office listing status sheet  
         Form 17 to selling broker 
         Call escrow officer; confirm file set-up: File #          Closer: 
         If using American Home Shield, send application to escrow 
         Call lender and confirm buyer’s application and pre-approval 
         Confirm deposit of earnest money 
         Order Resale Certificate, Public Offering Statement of HOA records if required 
         Resale Certificate or Public Offering Statement to selling broker 
         Review Preliminary Title commitment with seller 
         Respond to inspection notice and coordinate with any required contractors 
         Check on status of appraisal and loan approval with lender 
         Check on appraisal, status of work orders and confirm septic inspection if required 
         Call escrow: confirm receipt of loan documents and fax any post-contract dend/receipts 
         Schedule escrow appointment for seller 
         Confirm buyer/seller signing; remove marketing materials and keybox from home 
         Arrange for seller’s proceeds delivery 
         Confirm closing, call seller and arrange key exchange 
         Post-closing follow up 

  



 

I’ll be your guide through the process. 
 
Selling a home is a complex process, with multiple variables affecting the outcome. I’ll 
share my knowledge with you throughout the many stages of the sale. Here’s a snapshot 
of those stages: 

 

 

 
 

 

 

 

 
 
 
 
 



 
 
 

Let me do the heavy lifting.  
 
 
 
 
 
 
 
 
 
 
 
 
 

 
You’re busy. You have a thousand things on your plate, and the last thing you need to do 
when it comes to selling your home is to worry about the details.  
 
That’s where I come in. 
 
As your Realtor, I’ll bring a wealth of experience and expertise to your real estate 
transaction so you have more time to do the things you need and want to do.  
 
You can rely on me to: 

 Listen carefully to what’s important to you 
 Take care of all the details 
 Handle any sticky issues 
 Keep you informed throughout the entire process 

 
Rely on me to handle the details of your home sale so you can focus on your next 
move. 
 
 

 
 

 



 

Testimonial 

 
Selling a home from 3,000 miles away seemed a daunting task until we talked to David Pitney.     
 
In the last 16 years we’ve worked with several REALTORS

® and this was far and away the best 
working relationship and the best outcome we have experienced.  The entire process, from de-
ciding to sell to closing was completely seamless.  
  
As we were not present for any of the process, we had to trust that David was on top of every-

thing and in fact he was.  He was always available by email or phone, and kept us up to date, 
literally, sometimes hour-by-hour.  After he sent us photos of the unit, we utilized his recom-
mendations for demolition of a wall, painters, carpeting, and cleaning services to get our home 
sale-ready and each vendor recommended was efficient and professional.  Throughout this 
process, David sent pictures of the progress.  David staged our home and it looked lovely – he 
has an incredible eye for detail, and even took note of small things such as finding a replace-

ment tray for the microwave when he noted it was broken.  When we received the photo tour 
of the property he put together after the work was done, we were so pleased, all the work that 

was done was top notch and the place looked beautiful. 
  
David helped us to decide on a sale price, which was right in line with the current market.  It 
was clear that he knows the market well, and is quite familiar with trends and assets in various 
neighborhoods.  He was patient and kind in answering our many questions and was through in 

finding comps in our neighborhood.   He also took care of all the Internet advertising, produc-
tion of flyers, and hosting of the open houses.  The price was right, and we were able to sell the 
house in only a few days to an eager buyer.  In fact, we had multiple parties interested in buying 
our place after just the first open house! 
  
Finally, from the home inspection to escrow, to settlement, David took the responsibly for all 
the details so we didn’t have to.  We were able to close from our home almost 3,000 miles 

away without a hitch.  We were 100% pleased with our experience and it couldn’t have been 
easier.  We stand ready to recommend David Pitney in the highest possible terms to fulfill a 
home buyer or seller’s needs. 
 

                                                                                   Helena 

David S. Pitney 

www.DavidPitney.com 

206-643-8310 

 

David S Pitney            

 

  This is what my clients are saying about me... 



RESUME
David S. Pitney    Realtor®

Experience:
8yrs Real Estate Broker
7yrs Mortgage Loan Officer
20yrs High End Residential Construction - Retired
 

Affiliations:
Rainier Title
EPOW- Escrow Professionals of Washington
American Shield Home Waranty
 

Education:
BA - Public Speaking/Historical Studies
50% of MBA
 
 

Community:
Eagles Club 1722 - Current President
18yrs Mini Mountain Ski school - Supervisor
5yrs Center for Wooden Boats - Sailing Instructor
 

Personal:
Golfing, Skiing, Sailing, Flying,
Traveling / Domestic & Internation,  Good Food
 
 



 

 

 David S. Pitney    Realtor®  
  

 

Professional History and Education 
I have been in the real estate industry for nearly 30 years; as a construction company owner (1988 
to 2008), a lending expert (2004 to 2012), and as a real estate broker (beginning in 2006).  As the 
owner of Custom Remodels Inc., I worked in all phases of home construction and was also 
involved in numerous commercial office tenant improvement projects.  As the company grew 
under my leadership, Custom Remodels Inc. moved into the government sector, taking on tenant 
improvement projects with the Army, Navy, Marines, and Air Force recruiting offices 
throughout Washington, Idaho, Montana, and Oregon.  I began working in the mortgage industry 
in 2004, working in both the Primary and Investment property sectors where I worked with title 
companies, appraisers, and escrow companies throughout the entire loan process.  In 2012 I  
transitioned from the mortgages industry to my true passion, and began to focus exclusively on 
Real Estate transactions. 
    
 I have been a licensed real estate broker since 2006, and I have been with Coldwell Banker Bain 
since 2012.  CBB has a worldwide presence in over 50 countries, and in October 2013, my office 
earned the honor of highest grossing Real Estate office in the nation for its size.  
I hold an Associate of Arts degree in Business with a focus on I nternational Business and a 
double-major Bachelor of Arts degree in Biblical Studies and Preaching.  I am currently pursuing 
an MBA and am about halfway finished with my course work. 
 

Community Involvement 
I love the Northwest and am involved in a variety of activities.  I currently serve as the 
President of Eagles Club #1722; I have offered almost 400 hours of my time as a sailing 
instructor with the nonprofit Center for Wooden Boats; and I have worked at the Mini Mountain 
Ski School for 18 years where I currently teach snow skiing and indoor rock climbing. I also 
enjoy golfing, hiking, and other sports.  

About Me 
I am a “Foodie” who appreciates all types of cuisine.  I enjoy traveling to both domestic and 
international destinations, and I have been to most of the American states and more than eight 
countries. I have been involved in about 150 construction projects around the world thus far. 
 

How I Help My Clients 
I help Buyers & Sellers attain their real estate goals; to build their Home Equity in the shortest a-
mount of time and to have the least amount of stress during the process.  With my 35+ years of 
combined Real Estate, Mortgage and Construction Experience; Coupled with 23+ years of Teach-
ing Experience and the team of highly skilled affiliations at CBBain I have developed the Art of 
Problem Solving in the Real Estate Industry. I have the tools to help you get what you are want-
ing in the transaction of your home: Build Home Equity, in Less Time, with Less Stress. With my 
knowledge and expertise in all areas of real estate, I know that I can help you reach your goal! 
 

DavidSPitney
Cross-Out



 

Your trust matters. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Your trust in us is our highest goal and most important asset. 
 
Coldwell Banker Bain and I are committed to your success in selling your home. You can 
count on me and CB Bain to: 
 
 Advocate for you, every step of the way 

 Be 100% accountable to “get it done” 

 Resolve issues quickly and fairly 

 Never compromise our principle of being accountable and doing the right thing  

 
You can count on us because your trust matters most. 

  

 



David S. Pitney  Realtor® 

Coldwell Banker Bain  -  Seattle 
 

 

206.643.8310 cell/text 
206-216-5200 office 

www.DavidPitney.com 

 

DavidSPitney@CBBain.com 
 

 

 

THANK YOU FOR THE 
OPPORTUNITY 

1200 WESTLAKE AVE N. SUITE 406    SEATTLE WA 98109 

mailto:DavidSPitney@CBBain.com
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