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What upgrades/improvements do I have to make?

I’m too busy to devote any time to this process.  
Can you still work with me?

I’m a serious packrat. How do I deal with 30–40+ years 
of accumulated stuff?

How much will all this cost, and if it’s a significant sum, 
how do I pay for it?

How will I find trusted, high-quality vendors to do any 
necessary work?

I’ve got to sell fast because I’m buying another house, 
but still I need to get a really good price for my house. 
How long will this whole process take?

If we end up closing really fast, will I have to move out  
right away?

Do I need to move out temporarily while renovations 
are going on? If so, where do I go?

Are people still getting well over their asking price?

How do you figure out the best way to market and  
price my house?

How do you adapt your approach to the  
international buyer?

What does Sotheby’s International Realty bring to the 
table that other companies don’t?

Top Client Questions
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“What upgrades/improvements 
do I have to make?” 1

Understand the Sotheby’s International Realty philosophy about 
“prep” in general. It has two parts: 

1. We’ll always tell you what we’d do if it were our home. 
BUT, more importantly…

2. Every suggested improvement must pass our basic  
litmus test: a 3X ROI. Meaning…

We won’t recommend an improvement unless we’re certain that, for 
every $1 you spend, you’ll get back at least $3 when you sell (in most 
cases, it’s usually more).

As for what those improvements/upgrades 
need to be, like anything, it depends on 
your goal. If you’re trying to just get to 
your market price (though our goal will 
always be to get you the most money),  
then chances are, you’ll be able to get  
away with a baseline level of “prep” 
(though remember, ours is a “beyond- 
baseline” variety).   

Virtually any house you’ll be competing 
with will be at that baseline—doing things 
like paint, landscaping, adding flowers, 
staging, etc. So, count on that base level if 
you want your house to be competitive.

“If you’re going to sell your house, have them 
do it. Trust what they tell you; in our case, they 
were right every step of the way, and handled 
everything perfectly. I’d work with them again in 
a heartbeat.”
      — victoria c., palo alto 



And remember this: Thanks to years of 
local, “in-the-trenches” experience, our 
agents are wizards at the cost-benefit 
analysis: Figuring out where to best invest 
in improvements, in order to get the high-
est ROI when the house sells. 

You may think some things are important 
to a new buyer, when in fact, they’re not. 
We’ll know.  

Now if your goal is a bit more ambitious—
i.e., you want to get into that premium-
pricing territory, you may choose to make 
more significant investments. In our expe-
rience, the “game-changers”—improve-
ments that can seriously pump up the 
price of a house—include floors (both 
carpets and hardwoods), major paint-
ing, refacing/painting of cabinets, and 
appliance and fixture upgrades.  

But again, no matter the improvement, it must pass  
the “3X ROI” formula, or we won’t suggest it. 

“Our agent thought our house was beautiful, but 
that people couldn’t imagine themselves living 
there. So he found the right experts—people 
who really understood the style of the house—
to stage it. Two to three months later, the house 
sold. It was exactly what we needed to do. And 
nobody else had suggested doing that.”

But, not every realty company can do what Sotheby’s International Realty can. 
Sure, most companies handle the baseline prep just fine. But when it comes to 
recommending the right major upgrades, in the right style—given the house, its 
location and its potential buyer—and having that track record of 3X ROI, Sothe-
by’s moves ahead of the pack.

Sotheby’s Style



When you’re working with a company 
who knows the ideal type of buyer for 
your home, and they position the home—
through prep, improvements and staging—
to appeal to that buyer, you’ve naturally 
raised the value of that house in the eyes of 
members (and usually, multiple members) 
of that target group. 

And when any number of people want 
your home, because we understood what 
it would take to make them want it, the 
whole deal becomes easier and sweeter 
for you. When buyers are worrying about 
whether someone else will get the house 
before they do, you get more money,  
better terms, and a greater ability to call 
the shots.

“Don’t be afraid to invest in improving your prop-
erty and let your imagination go. I think it was 
really important that we moved out and turned 
it all over to our agent.”       
      — bill d., atherton

Think about everything we’ve discussed so far… 

• Serious market analysis and property “positioning” that considers the 
uniqueness of the house, the neighborhood, and the ideal buyer 

• Subsequent positioning of the property to “speak” to that kind of buyer 

• Beyond-baseline prep with a goal of getting you the most money, not 
getting the quickest sale

• Suggesting improvements, based on our positioning strategy, that will 
appeal to your target buyer (AND get you at least 3X ROI).  

Put it all together, and it adds up to giving you a truly… 

Do you see where we’re going with all this?

Unfair Bargaining Position



“I’m too busy to devote any 
time to this process. Can 
you still work with me?”

“Thank you!!! Never did I think selling Dad’s 
condo would be this quick or easy. I said I’d do 
the happy dance and I am truly dancing for joy.”

“I had complete and total trust in our agent’s ability. 
We were living in a different part of the country, but 
with her there we didn’t worry. She was responsible 
and attentive, and that’s not true of all agents. Some 
make you feel like you’re bothering them. Not her. 
She was always pleasant, professional, and sincere.”
      — c.j. and samir m., menlo park
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Here’s the thing: our proven system—maxi-
mizing your home’s selling price—actually 
works best when you’re hardly involved at all. 

Sometimes a client says, “Oh, I’ve got a 
painter I love.” But, the reality is this: If your 
painter is Tom, our painter is Tom + 8 guys. 
And while your Tom is still painting two 
weeks later (and doesn’t like taking orders 
from us), our Tom+8 will have finished last 
week, so we can list the house this week. 

It’s not just our painter, it’s our system  
that works. 

If you have a crazy-busy life, and simply 
don’t have the bandwidth to manage or “live 
around” a renovation, we’ll actually get along 
just fine. Our happiest clients move out, hand 
us the keys and don’t worry about the house 
until they review the offer.

Remember the mantra:  
We. Handle. Everything. Everything.

That said, of course, 1) we will need  
some time from you to set up things initially, 
and, 2) we may mutually agree that moving 
out temporarily makes the most sense.

Remember: We’ve done this countless times 
before. You simply can’t throw anything at us 
that we haven’t successfully handled before. 
And all with an eye towards getting you that 
premium price for your home.

The short answer? Absolutely.  
In fact, we smile a bit to ourselves when people ask this.



“I’m a serious pack-rat. How 
do I deal with 30–40+ years 
of accumulated stuff?”

“Selling your home, saying goodbye to memories, 
packing up, transferring your life, is such a diffi-
cult process. Having Sotheby’s there made us 
feel we were supported and in good hands. From 
staging to selling, the process is seamless and no 
matter what issues come up, they resolve them 
with speed and grace. They sell homes fast and at 
their maximum market value.” 
     — linda and ross j., menlo park

“Downsizing, especially in the time we needed 
to do it, seemed impossible, but our Sotheby’s 
agent made it seem easy. He lined us up with 
people who specialized in everything we needed 
to have done.” 
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We’ll set up an appointment between you two, you’ll go through the house 
together, and determine what you’re keeping and what goes. And in that latter 
category, they’ll advise you on what can be sold, what should be given away, 
and what’s to be recycled. And, make arrangements for all three.

We know we’ve said it before, but… We. Handle. Everything. Everything. 

This one’s a whole lot easier than you might imagine. In our service-
provider network are several firms that specialize in handling scenarios 
just like this. And they’re really, really good at it…



“How much will all this cost, 
and if it’s a significant sum, 
how do I pay for it?”

“I didn’t know how I would pay for everything and 
I had no idea who I could get to do all the work. I 
asked my agent how much he thought the repairs 
would cost and he told me $25,000. I told him I 
only had $10,000 in the bank, but he told me not 
to worry, that he knew an investor who does home 
equity loans for short periods of time. He also 
knew people who could do all the work quickly. He 
had completely in his head what needed to be done. 
I could tell that he had done this before.”
       — karen o., palo alto
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Major renovations/upgrades can bump those figures into $50K–60K+ range 
(again assuming it passes our 3X ROI litmus test). 

Since we’re talking about short-term scenarios here—often under a month 
from start of work to the closing—there are several options available. 

Because of all the work we steer to our longtime and deeply vetted 
network of local vendors, those folks are often willing to be paid from the 
proceeds of the closing (i.e., no money out of your pocket). Another option 
for larger investments could be home-equity lines or even short-term loans 
through our lending partners.

Zero $ Out of Pocket 

A basic level of prep (again, paint, landscaping, flowers, staging, etc.) 
can run anywhere from $5K–10K.



“How will I find trusted, 
high-quality vendors to do 
any necessary work?” 

“From the start, our agent brought expert knowl-
edge and energy to the project. We needed a 
gardener and she had one out within a few days. 
We wanted to do the staging ourselves, and she 
brought in a stager to give us advice. She made it 
happen. Our house sold in a week for the price 
we’d hoped for. Her efforts made this much less 
stressful than it might have been.”
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Again, this is where our long-time network of home-service specialists 
comes in. We’ve used these people on countless jobs before, and if they 
hadn’t come through with flying colors every time, they wouldn’t still be 
on our list.

They won’t be the cheapest or the most expensive, but they deliver the 
goods, on time, and for a reasonable price. And, as mentioned, because 
of the volume of business we send their way, many are happy to be paid 
after you close, from the proceeds of the closing.

A Serious Rolodex…

Here’s yet another way we set up our business and systems 
to get you that premium price for your home.  



Most importantly, here’s the bargain we’ve made with them: “We’ll send 
you steady work. In return, you give us superior results within our extremely 
tight time frames.” 

“I couldn’t even get an electrician to return my 
calls, and in two days, our agent had a crew of 
guys in the house, plastering, painting and laying 
carpet. They were totally professional, showed 
up on time and would stay and work as late as I 
would let them. I’m amazed at how quickly and 
easily it went.”
       — karen o., palo alto

“We got a lot done—quickly and at a great price. 
Our agent estimated it would cost $25,000 and 
it came in at about $22,000. He hired profession-
als who did a great job, on time, at a great price 
because he has relationships with them. They 
know they’re going to get paid on time and that 
they’ll get more work from him in the future.”



A recent Sotheby’s International Realty client was buying another house, had to 
move fast—and get a premium price on their own house. It all seemed over-
whelming, but here’s how it turned out:

In 21 days we prepped, staged, marketed and closed 
on the house – and for $250,000 over the market 
value (incidentally, over 10 times ROI on the 
$23,000 invested in improvements).

“We needed the house to sell quickly but didn’t 
want to leave money on the table. The team our 
agent assembled was able to make our house 
look brand new for the buyers, so that we could 
get top dollar for it.”
       — karen o., palo alto

“I’ve got to sell fast because I’m 
buying another house, but still I 
need to get a really good price 
for my house. How long will 
this whole process take?” 
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These “we’re-buying-another-house-and-it-all-has-to-happen-ridiculously-fast” 
scenarios are our bread and butter.

Again, wherever you are, Sotheby’s International Realty has been there. 

For simpler cases—i.e., baseline prep—painting and landscaping each take about 
a week and can happen simultaneously. Add a day or two for staging, and in a 
little over a week, the house can be ready for photos.

See “extremely tight time frames” above… :-)



“I didn’t have a clue how we’d get done everything 
that needed to be done in the available time. My 
agent exceeded my expectations, and it all came 
together for less than we budgeted.”

“If there were surprises, our agent kept them 
from us, and resolved them before they became 
a concern for us. He really organized and orches-
trated the process so we were able to go through 
it without a lot of handwringing, headaches and 
worrying. I felt taken care of. I couldn’t have 
asked for anything else.”
       —michael and donna l.

Remember: At the risk of overstating the obvious, if you’re selling your house, the 
decisions about what improvements to make are no longer questions of emotion or 
personal preference. Since, very soon, it’ll no longer be your home, those deci-
sions are now simply steps to that “highest price” outcome. Period. As such, you 
don’t have to worry about the “wish list,” which vendors to choose, or what needs 
to be done. 

As one Sotheby’s International Realty agent puts it, “Most of my clients that don’t 
stay in the house just hand me the keys, and the next time they even think about 
the house is when they’re signing the closing docs.”



1. “I don’t know where I’m moving to!” In this case, you want time 
to think about “where?” and find that new place (and we’ve helped a 
lot of people with that), after you know how much money you have to 
work with.  
 
Or, perhaps you’re moving up to a bigger house, and given how lean 
inventory is, you need time to find perfect house. In either scenario, 
you can take your time—minus the stress and chaos.  

2. “Too much stuff!” One Sotheby’s International Realty agent tells the 
story of the older woman who, preparing to move into assisted living, 
told her, “I’ve got 50 years of accumulated stuff. I simply can’t move 
out in 21 days.” Rent-back was a godsend in this case.  

3. “My kid graduates in 3 months!” Waiting till after your child gradu-
ates to sell might mean missing a good market “selling window.” In 
this case, rent-back lets you have your cake and eat it, too. Sell when it 
makes sense to sell, and keep your kid where he belongs. 

In many cases, surprisingly, no—thanks to a wonderful and increasingly 
common practice known as “rent back.” It’s a provision on the contract 
allowing the seller to remain in the home after closing (typically, up to 
60 days — and often longer, in our seller’s market).

“If we end up closing really 
fast, will I have to move out 
right away?” 7

Rent-back can be a wonderful solution for several scenarios: 



In one recent scenario, a Sotheby’s International Realty agent began working 
in late winter with a family moving to Washington, D.C. The client wanted 
to list the house in May, beyond the ideal selling window in March. Discov-
ering they’d be out of town for two weeks in March, the agent made a bold 
proposal: Move their personal things into storage, stage the house, and have it 
ready to show by their first weekend away. 

Given the agent’s understanding of the market and demand for the neighbor-
hood, he suggested listing the house for $200,000 above their desired asking 
price. The result:  

“There wasn’t a need to negotiate. We got more 
than everything we asked for. The agent did a 
great job of communicating to buyers what our 
needs were, so it was all pre-negotiated and 
built into the offer. The timing was just incred-
ible. Our house sold and we made an offer on 
a house in D.C. that was accepted—all within a 
span of 12 hours.”
      — stephen t. and anne p.

The first day they accepted bids, they got an offer for 
$125,000 over the new asking price, with no contin-
gencies, and a free rent-back until the end of June. 



“It made a tremendous difference that she made 
our house show so well. She moved us out and 
staged the house so quickly, but it didn’t look or 
feel rushed.”
     — michelle and ed y., los altos

If time is not a huge issue (i.e., you’re not 
“fast-tracking” the closing of the second 
house, for instance), you may very well not 
have to move out.

If, however, time is tight, or you just want 
things to happen faster, or the renovations 
are major (as mutually agreed on, because 
they will deliver a predictable 3X ROI), it 
might make sense to move out for a short 
while. And it likely will be short…

Remember: the renovation crews we use 
are accustomed to performing miracles 
within time frames that could be called…
well, insane. Think of it as your own 
extreme home makeover – with, of course, 
that 3X ROI payoff.

And, of course, managed by Sotheby’s 
International Realty. 

Bottom line, you have to balance hassle 
factor with desire for higher price. If the 
potential hassle is a big deal, maybe you 
stay, and if higher price is important, then 
maybe you move out for a while.

“Do I need to move out  
temporarily while renovations 
are going on? If so, where  
do I go?”   
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No one—ourselves most certainly included—likes upheaval in their life. 



“Our Sotheby’s agent came over Friday night with 
a stager and move manager. We were moved out 
by Monday, which with three kids, was something 
I didn’t think we’d be able to do. We moved our 
things out within a day or two, and our house was 
on the market within two weeks looking better 
than new. It kind of felt like magic.”
      — michael and donna l.

If you decide that it indeed makes sense to move out for two or three weeks, you might 
consider staying with friends or family, taking a vacation—if life permits—or, if it 
doesn’t, moving into an extended-stay-type hotel for a while. Past Sotheby’s 
International Realty clients have successfully explored all the above avenues. 

 

One client, to whom we’d suggested that she and her 
family move out temporarily, asked, “Where do you stay 
temporarily, if you have 3 kids and a dog?” In this case, 
the Sotheby’s agent offered to take her dog so the family 
could expand their options beyond only pet-friendly 
places. Said the agent, “I’ve got a dog, too, and I think the 
two would probably enjoy playing together.” At Sotheby’s 
International Realty, we do what we need to do.   



“Are people still getting well 
over their asking price?”

“If you’re buying or selling a house in Palo Alto, I 
know of no better realty company than Sotheby’s. 
Their team approach makes it easy for anybody 
to work with them. You’d be lucky to get them.” 
Sotheby’s International Realty client whose house sold 
for $365K over their asking price, and $1 million over 
initial valuation.”

    — scott and martha s., palo alto
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It’s no newsflash that Silicon Valley is 
home to one of the hottest and most desir-
able real estate markets in the country. 
Here, it’s never a question of if your home 
will sell, and in most cases it’s not even a 
matter of whether you’ll get your asking 
price. Barring unusual circumstances, both 
are a given.

Of course, anyone reading this has heard 
the stories of people selling their home 
above their asking price. Sometimes, it’s 
just a matter of the perfect house—with 
broad appeal—in the perfect neighbor-
hood, adding up to that picture-perfect, 
“most-money” outcome.

But, typical “most-money” scenarios have 
a lot of analysis, planning and prepara-
tion behind them. And that’s good news 
for you. Why? Because the lion’s share of 
homes we come across (including, most 
likely, yours) have that potential for seri-
ous, competitive activity. 

By the same token, not all realty compa-
nies can do what Sotheby’s International 
Realty can—and as well as we do. 

Sure, everyone’s doing basic “prep” on any 

listed house. It’s the baseline expectation. 
But are they really looking at a house and 
its potential, and its possible buyers, and 
making informed recommendations based 
on deep experience of the market?  
Maybe. Maybe not. If we’re potentially 
talking about an extra chunk of money in 
your pocket come closing, don’t you want 
to be sure?

Yes, many are… And again, that’s not our goal. 



“How do you figure out  
the best way to market  
and price my house?” 

“In the weeks leading up to our sale, our Sotheby’s  
International Realty agent watched the market 
extremely carefully, tracking not only sales, but who 
was making offers and the number of offers. Concluding 
we could set a higher price than we’d originally thought, 
we set the asking price at just under $2.5 million, 
instead of $2.4 million. I was pleased by the detailed 
knowledge that he brought to bear in setting that price.”
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Sometimes, it’s a matter of knowing exactly what you have (and when not to do anything 
to it), and exactly who would appreciate such a house… 
As this story illustrates…

Recently, one of our agents listed an Eichler home – one 
of an unusual collection of modernist-style homes built 
largely in the 50s and 60s, and mostly in the Bay Area.  What 
made the home different was that no one had ever done any 
upgrades or improvements to it, preserving its unique signa-
ture look and feel. These homes enjoy a cult status locally, 
and there are buyers willing to pay extra for a well main-
tained, but otherwise unaltered home that would be like a 
blank canvas for their period renovations.
In a case like this, we knew better than to do anything other 
than very limited cleanup and touchup. Moreover, we knew 
that this house – as is – would absolutely appeal to a certain 
class of buyer who’d be willing to pay handsomely for it. 

As noted, our goal isn’t bidding wars (though that happens naturally 
in some cases), but rather, to get the most money for your house. We’re 
always shooting to get the highest price in a neighborhood—a record 
price perhaps. That premium price. 



“With Sotheby’s, you get someone who markets 
your property with the best practices available in 
the market.”
      — abtin a., palo alto

“Our Sotheby’s International Realty agent was 
a very good guide to the different loans and 
financing options buyers have. He was also very 
knowledgeable about the market, pricing and 
marketing our house so we really got the highest 
price possible for it.”
      — geoff and theresa r.

In other cases, our “strategic positioning” to land that premium price centers more on a 
particular home’s place within a neighborhood. 

Recently, a Sotheby’s International Realty agent listed a 
home, which, though in a hot market, was on a busy street. 
Any other house listed for sale in a quieter part of that 
neighborhood would get 10+ offers. 
The agent decided to ignore the busy street, and price the 
house at a premium level (and above what the seller hoped 
to get). Why? Because he knew that for every house that 
gets 10 offers, 9 buyers will still be looking, and, so eventu-
ally their desire to be in that neighborhood will override the 
objection to the busy street, and that house will sell. Which 
it did, for just below asking price, but right where the 
seller—naturally ecstatic at the outcome—hoped to be, and 
10% more than comparable sales would have suggested.



“How do you adapt  
your approach to the 
international buyer?”

“Compared to the other agents we had, our 
Sotheby’s agent seemed to understand the mind-
set of buyers, what that buyer was looking for, 
and how to put together that package.”
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Many wealthy Chinese are leaving China 
for cleaner air, better schools and more 
opportunity.  With the money to pay for 
what they want, they’ve found it on the 
Peninsula -- and have helped push our 
prices to record highs. China is our fastest-
growing market segment. 

Having worked intensively with this 
market segment, we’ve developed ways 
of reaching these buyers. We maintain 
an in-house list of Chinese agents. Our 
marketing reaches them in their native 
language.  Our website displays listings in 
Chinese, on Chinese web portals and in 
Chinese media.  We are part of a powerful 

global network, with offices in Beijing and 
Hong Kong.

But whether or not that buyer is interna-
tional, we’re in tune with what they want. 
We know what experiences they expect, 
including their home. That breed of buyer 
who won’t be satisfied with a typical 
home -- who wants something more. We 
know when it makes sense to go beyond 
the baseline. We can look at a house, and 
quickly determine what improvements we 
might make* to give it that extra measure 
of... je ne sais quoi, to catch the fancy of 
this breed of buyer. And...

…Inspire them to pay a premium price…
* Again, always with an eye towards getting that 3X return 
on any investment…

One of our clients called it “Sotheby’s stylistic sensibility”: The ability to turn a good 
home into a hip, cutting-edge, unique and extraordinary sanctuary. For instance, one 
of our agents recently transformed a home that was in good condition, but its finishes 
needed updating. The owners didn’t know where to start. She brought in a colorist, 
contractors and staging designer. In just a few weeks, they accentuated and moderated 
the home’s unique architectural features, making it current and stylish. The owners 
realized a 5x return on investment, and were thrilled that the whole thing was handled 
for them.



Will you get that depth of thinking and positioning with our rivals? 

Let’s talk philosophy. Simply put, at Sotheby’s International Realty, 
ours is this: 

“What does Sotheby’s 
International Realty bring  
to the table that other  
companies don’t?” 
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Recently, a Sotheby’s International Realty 
agent listed a house that had a few chal-
lenges: it didn’t have the typical open floor 
and modern finishes most buyers want, and 
the front of the house was dominated by 
the garage The agent knew the curb appeal 
and floorplan were challenges when the 
house was last sold in 2006, and it sold at a 
discount relative to similar properties.

Given the home’s location on a cul-de-sac 
and its next-door proximity to a park—
features appealing to families with chil-
dren—the agent chose to paint the house in 
a gray color currently popular with upscale 
young buyers (our rivals would have stuck 
with white). Also, they painted the shutters 
and front door black, which made the brass 
door hardware stand out; our rivals would 
have stuck with white.

(Note: Think paint choice is trivial? As 
one Sotheby’s International Realty agent 
observed, “I’ve seen the right paint color get 
$40K more for a house.”)

In addition, he staged a rooftop deck above 
the garage to create an additional living 
space overlooking the cul-de-sac and park. 
Then, when showing the house to young 
families, he painted a warm, inviting image: 
parents sitting on the deck with friends with 
a glass of wine, watching over their children 
playing in the cul-de-sac or at the park play-
ground—crafting a story that had the buyers 
imagine themselves in the house. 

Given the target buyer, we certainly 
wouldn’t have added, say, a bar. In fact, had 
there been one, we’d likely have taken it out. 

The house sold in a week, for $125,000 
over a premium asking price that was 
$200,000 over comparable properties. 
The buyers have three young children and 
seized on the benefits of the location. Then 
they paid a premium price with great terms 
to ensure they got THAT house.

We’re going to take the time and effort to identify the 
“opportunity” your home represents, as well as the ideal 
target buyer for that home – the buyer who will value 
it the most and therefore pay the most. Then position 
and present the home to appeal to that particular buyer 
profile or profiles.



The True Highest Price
Another difference between Sotheby’s 
International Realty and our competi-
tion? We operate by a “premium pricing” 
strategy, as opposed to what’s known as 
“auction pricing”—the approach taken by 
many of our competitors. 

If an agent says to you, “I’ll get you 7 
offers over asking price” or, say, “400K 
over list price,” he’s operating an auction 
pricing system. They just want to sell 
quickly and be done. 

What that means is that they’re pricing  
it below market and hoping people bid it 
up. When you do that, you run the risk of 
not getting the highest possible price for 
your home.

By contrast, again, our philosophy is to get 
you the most money—not the most offers, 
or the most “above list price,” both of 
which imply an artificial price floor—but 
the most money. Period. And getting to 
that “premium price” often means suggest-
ing more extensive upgrades. 

“I tell friends who want to sell their house, 
“Sotheby’s International Realty is going to ‘get’ 
your family. They understand what it means to 
sell your home, with all its history. And while 
they’ll use the most modern technology to 
market it, they’ll present it as home—not just 
facts about roads and schools, but what it would 
really be like to live there.” 
      — judy s., palo alto

But, remember our mantra: We. Handle. Everything. Everything. We’ll set up, 
execute, and oversee any improvements we do suggest, with minimal involvement on 
your part.



Sure, in the above “home-by-the-park” 
example, we employed what might be 
called “baseline prep”—paint, landscaping, 
and staging—and in some cases that might 
be all your home needs to sell it. But, even 
then, as you just saw, it was a deeper, more 
nuanced level of “baseline prep” than our 
competitors will deliver. The key to creat-
ing value for the buyer was the story that 
went along with the pretty house.

For most homes represented by our 
competition, that’s often as far as they 
go—a basic baseline “prep” (i.e., white 
paint, flowers, some staging)—whether or 
not some of those homes’ selling prices 
could get a healthy bump from more 
substantial upgrades. Again, their goal is 
to get out fast and move along to the next 
house. Which is really all about them,  
not you…

Going the extra mile with our customers 
by recommending and executing more 
substantial upgrades (when it makes sense 
to do so, and when we can get that 3X 
ROI) doesn’t really put much more money 
in our pockets when it’s all said and done. 

And, we understand the path many  
of our competitors have taken. By only 
doing baseline prep, and “auctioning” 
houses, their houses sell quickly, and still 
at high prices. 

But, what if our clients can make a 
modest—and often, much more than 
modest—additional windfall by investing 
a fraction of that eventual amount (some-
thing that happens fairly routinely)? In 
addition to benefitting from our expertise 
in properly positioning the property, and 
barely having to lift a finger during the 
entire process, they’ll walk away under-
standing why it was worth working  
with us... 

“Our Sotheby’s agent was great about taking the 
time to understand the different features of the 
house, and because she did, she was able to sell 
the house in a way other people, who just walk in 
and say, ‘Oh, this looks nice’ couldn’t have.”
        — wendy z.

We’re In This for You First, Then Us…

We Understand Our Competitors…



Recently, one of our agents sold a house on Stanford campus, and in his reflections 
on the pricing process in that case (with, of course, the goal of getting the highest 
price), underscores the critical importance of having not only a deep understanding 
of the local market, but “below-the-radar” knowledge as well. He observes: 

“I couldn’t just run the numbers against some abstract 
population. I had to think about individuals. Who was 
being hired by the medical school, who was being hired 
by the law school, or joining the computer science 
department? Without those specifics, I couldn’t really 
advise on the price.”

What makes this noteworthy? He was the third agent to list 
this particular property, which had been on the market for 
over two years. And, he sold it in 44 days for the highest 
price ever for a Stanford home.

“To sell your house to a Stanford buyer, you really 
need to have your act together, have a lot of 
patience and a lot of answers. That’s what sepa-
rates the men from the boys. Because our agent 
knew who was eligible to buy on Stanford, he 
could reach out to people who could pay what the 
house was worth. Because he understood what 
other homes were on the market, he knew how 
to properly price the house. Because he went the 
extra mile, forging trusted relationships with seller 
and buyer, he was able to arrange a deal that 
worked to everyone’s advantage.”
      — geoff and theresa r.



…For taking the time to learn exactly what we meant by… 

We. Handle. Everything. Everything. 

If you’ve been overwhelmed by the thought of preparing your home for 
sale, don’t be. We can handle it. If you’re going to be selling your house 
in the next 6–12 months, our free “Room-by-Room Review” will show 
you the most important things you can be doing now to prepare for 
your move.

It’s very helpful if you’re wondering what fix-ups or improvements are 
really worth doing… and which ones would be a waste of money.

Just give me a call or email me and we can arrange a convenient time 
to get together.

Talk to you soon…

Our Sincere Thanks…

Reach out to Sotheby’s International Realty today, and get 
your “low-impact, high-yield” home-selling process in motion! 

Dawn Thomas
Broker Associate 

650-701-7822 Silicon Valley
831-205-3222 Beach Communities

Dawn@SiliconValleyandBeyond.com


