
�1

REAL ESTATE SERVICES 
PROPOSAL



�2

Thank you for considering us for the job of selling 
your home! We’re very excited to meet with you 
and hear what your specific goals are in selling 
your home. We’re also looking forward to taking a 
tour of your home and finding out what it is that 
makes it special to you. When we meet, we’ll talk in 
depth about your home and how we’re going to 
market it. We’ll also talk about what the market is 
doing in your area, and how that relates to pricing 
your home. In the meantime, please look through 
this informational packet, and if you have any 
questions, I look forward to answering them when 
we meet! 

One of the things we hear often from my clients is that 
we’re not like the “typical” real estate agent. To us, that’s a high compliment. In the real estate industry, unfortunately, there 
are too many real estate agents, and too few real estate professionals. So, what sets a professional apart from a “typical” 
real estate agent? Certainly market knowledge, experience, negotiating skills, and work ethic are great starting points, but I 
believe the real difference between “typical” and professional is extraordinary service. We maintain a client-focused 
mindset. We try to put ourselves in your shoes, identify your worries and concerns, and address those concerns before you 
ever bring them up. We hear from a lot of clients that have worked with other agents that their biggest complaint was a 
lack of communication.  And we get that. When you’re buying or selling your largest asset, you want and need to know 
what’s going on and where you’re at in the process at all times. We don’t want our clients to ever be left wondering when it 
comes to their home.  
Selling and buying homes is a process. And without competent professionals helping you navigate that process, it 
can be overwhelming. As full-time Realtors®, we’re in that process with our clients every single day. We know the ins 
and outs of marketing, pricing, contracts, negotiation, inspections, repairs, lending, title work, and all of the minutiae 
in between. But more than that, we know it’s not just a process. It’s a life change. It’s emotional. We’re not just here to 
advise, but support you. Change is never easy. But it can be good.  

We believe that life is good. Let’s make it better. 

Sincerely,  

Joseph and Dustin, REALTORS®,  

The Langston Keil Group 
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STATISTICS
L K  

G R O U P
T H E  

M A R K E T *
Median CDOM 
(Cumulative Days 
On Market)

9 39

AVG % of Sales 
Price to List Price 99.32 96.92

% of Listings Sold 
in less than 30 days 63.16 43.96

% of Listings Sold 
in over 120 days 5.26 17.86
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The strategy to sell any product, from cars, to computers, to real estate is two-fold. First, you have to price your 
product where the market dictates. Today’s buyers are educated. Thanks to the internet and modern technology, 
they have immediate access to all of the market information. There’s no fooling them. If a product is overpriced, 
they’ll know instantly, and they won’t give it the time of day.  

The other piece of the puzzle in selling a product is making sure it receives maximum exposure. You’re selling your 
home, which for most people is the most expensive product they own. You need to make sure you hire a professional 
with a proven strategy for achieving maximum market exposure. 

Our Marketing Strategy: 

• Internet 

95% of buyers begin searching for homes online before they ever contact a real estate agent. Because 

the internet is where nearly all of the buyers for your property are, we tailor the bulk of our marketing to 
the online world.  

• MLS (Multiple Listing Service) 

The very first thing we do is put your property on the MLS. Although this is something nearly 
every agent offers, believe it or not, there is a right and wrong way to do this. Good agents 
ensure all fields, even those not required, are filled out in a way that ensures searchability. We 
want to make sure that your property shows up when an agent or the public searches the MLS for 
particular features that your home has.  

• Syndication 

A s s o o n a s y o u r h o m e i s 
s u b m i t t e d o n t h e M L S , i t 
automatically syndicates to 
realtor.com, but to ensure 
MAXIMUM exposure, we then 
syndicate your listing to over 65 
different home search websites 
i n c l u d i n g , Z i l l o w , Tr u l i a , 
YahooHomes and many more! 
We want to make sure that no 
matter what website buyers are 
using, they won’t be missing out 
on your property. 

http://realtor.com
http://realtor.com
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• Betterlifespringfield.com 

Our website is a useful resource for potential buyers and sellers, and features informational 
blogs, stories of our client’s successes and, of course, our listings. We drive a ton of web traffic to 
our listing page, ensuring your home gets in front of buyers. 68% of home buyers that search 
online use their mobile devices, so we’ve ensured that our website is mobile responsive, allowing 
smartphone users to more easily see content on our website – specifically, your property! Not 
only do we showcase your home, but we also capture the information of interested buyers, and 
ensure no potential buyer slips through the cracks.  
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• Facebook 

Our marketing philosophy 
is to go where the people 
are, and like it or not, the 
people are on Facebook! 
Obviously, Facebook is a 
social media platform. But, 
did you know that Facebook 
has 1.71 BILLION users each 
month? And, did you know 
that Facebook is a publicly 
traded company that needs 
to be profitable to satisfy 
their investors and is worth 
around $500 BILLION? So, how does Facebook make money? By using the data that its users 
freely give them to allow businesses to target ads to potential customers, based on their 
interests, and demographics. A little creepy? Maybe, but what that means for you as a home 
seller, is that we can use our business page to advertise your home to people who are interested 
in buying, and whose interests, financials, and geography are a match for your home. This is 
literally one of the most powerful marketing tools the world has ever seen, and most real estate 
agents are only using it to post pictures of puppies (not that we’re opposed to puppies - actually 
we love em!). Although we feel we’re pretty well versed in Facebook marketing, because we 
know it’s very important, we actually pay a lot of money each month to a company that consults 
us on Facebook marketing - just to make sure we’re doing it right. 

• YouTube 

Right after Google, can you guess what the next most popular search engine is? You might be 
surprised to learn, it’s YouTube! The content on the internet that gets the most engagement is far 
and away videos. People LOVE videos. So we post a LOT of videos to Youtube. We post virtual 
tours of our listings, which is a great way to expand the buyer pool for your home. We’ve seen 
out of state buyers purchase homes from seeing the virtual tour, without ever having been to the 
actual house! 
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Obviously, the internet is a gigantic piece of the marketing puzzle, but we certainly don’t abandon 
the tried-and-true marketing outside of the internet. Here are a few more ways we get your home in 
front of the most people possible: 

• Open houses 

Open houses are a wonderful way to showcase your home to the public, meet with prospective buyers 
and have your curious neighbors come through! The curious neighbors are actually a great group of 
people to have come through your house. The sale of your home directly impacts their home values, and 
they’re definitely concerned with who their new neighbors will be. Often times, they know someone 
looking to move that they’d like to have as a neighbor, so they can be a great resource for selling your 
home as well!

OPEN 
HOUSE



�9

• Collaboration with Agents 

20-25% of the time, we’ll have the buyer for our own listings, which is great because it makes for a much 
smoother transaction! However, 75-80% of the time, the buyer will be represented by another real estate 
agent. Therefore, we market just as hard to other agents as we do to the general public. We are 
constantly striving to keep your house top-of-mind for these agents, so that when they have a potential 
buyer, yours is the first house that they think of!  

• Agent Tours 

Every Tuesday and Wednesday, local agents will tour available homes, to preview for their 
buyers, and to keep apprised of what’s available in the market. In return, we receive valuable 
feedback about your property from these other experienced agents. 

• Email Blasts to the Entire Board 

Any time something happens with your home, whether it’s new to the market, or if there is a price 
reduction, or if you’ve just remodeled, we will let EVERY active agent know about it by sending an 
email blast to the entire Greater Springfield Board of Realtors.  

• Marketing Meetings 

Murney has a weekly sales meeting where our agents can get together and present our listings to 
each other. This is a great opportunity for us to share about your property, and really highlight the 
great selling points in front of an audience of the best and most active agents in the area. 
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• Media 

First impressions in real estate shape the way a buyer feels about a house, which in turn determines what 
they decide to do about that house. It is absolutely imperative that when your home hits the market, it 
makes an impression! There are so many homes that a buyer scrolls through online that your home needs 
to not just look good, but look better than the rest in order to catch their eye.  

• Professional Quality Photography 

The first thing buyers and 
agents look at, before anything 
else when they’re searching for 
homes, are the pictures. If a 
house looks amazing in the 
photographs, it will generate 
excitement with buyers, and 
they’ll beg their realtor to go 
see it ASAP before they miss 
out on that amazing home! We 
have seen our listings sell faster 
and for more money simply 
b e c a u s e t h e p i c t u r e s 
generated excitement among 
buyers, and excitement creates a wave of demand that drives prices up! 

• Virtual Tours 

Many agents like to put their listing’s photographs in a slideshow, put some music behind it, and 
call that a “Virtual Tour”. That’s not much of a “Tour”. Our Virtual Tours are an actual video where 
we talk about the features, amenities, and experience of a house, as we give a guided tour of the 
home. This allows buyers to get a feel for the house before having even stepped through the 
threshold. If a buyer is excited by the professional pictures of a home, they’re going to be hungry 
for more content about the house, and our Virtual Tours give them even more to get excited 
about! Posting these Virtual Tours on YouTube also exposes your property to buyers outside of 
our immediate area, thus expanding the buyer pool! 

We hope that this conveys to you that we take marketing our listings very seriously, and our marketing strategy isn’t a 
hopeful attempt to advertise our listings, but a well thought-out, proven plan of action that achieves maximum 
market exposure for your home.  
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PRICING 
STRATEGY
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Marketing is certainly an important element in getting a product sold, but just as important, if not more 
important, is Pricing. Our goal in pricing is to get the most money for your home, but not over-price your 
home to the point where we discourage offers.  

• Determine Market Value 

Your home has a value that is dictated by the market as a whole. Every home is unique, but there are still 
always homes that are considered “comparable”. As Real Estate Professionals, we research and apply our 
market knowledge to price homes correctly. Much like an appraiser, we look at the sales history for 
comparable homes, other homes that are actively competing with yours, the current market 
conditions, and amenities that may be unique to your home to arrive at the market value for your home.  

• Comparable properties (“comps”) are those that have similar characteristics, such as finished 
area, number of bedrooms and bathrooms, lot size, age, location, school districts, quality of 
construction, garage stalls, etc. If possible, we like to look at what has sold in the immediate 
neighborhood, but sometimes we have to look outside to find acceptable comps. One of the 
questions we ask when researching comps is, “If I were a potential buyer for this property, what 
other properties would I be looking at?”  

• Market Conditions play an important role in pricing. If we are looking at sold comps, we have to 
consider whether the market has changed since those homes sold - has it appreciated, 
depreciated, or is it much the same? Factors such as weather, holidays, the economy, or even 
impending elections can affect the size of the buyer pool and the amount of competing inventory 
on the market, which in turn affects the pricing of your home. 
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• Amenities such as granite or marble countertops, hardwood floors, fireplaces, custom cabinetry, 
privacy fences, etc. may add value and must be taken into consideration when looking at the 
comps. Something to keep in mind with amenities, is that although they may add some value, 
don’t expect to recoup the cost of what you paid to install some of these upgrades. Many 
upgrades may make the home more “salable”, but may not add much, if any, value to the home.  

• Dangers of Over-Pricing 

Your house is your home. It’s where 
you’ve raised your family. It’s where 
your memories are made. You’ve 
cared for it, put your own personal 
touch on it, and are proud of it. It’s 
worth more to you than the sticks 
and stones that it’s built with. 
However, if you’re serious about 
selling your home, you can’t expect 
buyers to see the value that you see 
in the more intangible aspects of 
your home. We have to rely on what 
the market determines your home is 
worth.  

Often times, Sellers will ask if we can “try out” a price above Market Value for their home. When you do 
this, you lose momentum. Home buyers are better educated now than ever before. 95% of buyers 
research homes on the internet. They know what they are looking for, and they are aware of what the 
comps are selling for. If your home is priced correctly, and if we’ve done our job of marketing the home 
well, there is a great deal of excitement when a property initially hits the market. If you “try out” a high-
price for a week or two, by the time you reduce the price to where it should be, you’ve lost all 
momentum, and you’ll likely have to underprice your home to get buyers interested again. This is a poor 
strategy for getting the best price.
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• Price vs. Time 

Many home sellers mistakenly believe that price and time have an inverse correlation. For example, we 
often hear over-priced sellers say, “I don’t care how long it takes, I want $XXX,XXX for my home.” The 
reality is, price and time have a direct correlation, meaning, the faster the home sells, the more money 
you can expect to get for the home! We ran the numbers for the Greater Springfield area to determine 
how the number of cumulative days on market (CDOM) affected the sales price, and here’s what we 
found: 

*Jan 1, 2015 - Jan 1, 2016 GSBOR MLS Data 

Those homes that sold within the first 30 days sold for 97.4% of their original list price. Those that took 
more than 120 days to sell only sold for 88.83% of the original list price. When a property has been on 
the market for a long time, buyers think that either there’s something wrong with the house, or that the 
seller is getting desperate, so if they do submit an offer, it will be significantly lower than asking price. The 
key to avoiding this? Price it correctly at Market Value from the beginning.  

• The Price Bridge 

As we’ve already mentioned, with 95% of buyers using the internet to search for real estate, we have to 
adapt our marketing AND our pricing to tailor to the internet. The old gimmick of pricing just under a 
certain price point ($99,900 rather than $100,000) to make the price seem more attractive can actually 
cost you showings. Pricing at a “Price Bridge”, according to the National Association of Realtors results in, 
on average, 28% more showings! 
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When buyers (and Realtors) are searching online, they tend to search in certain brackets. If they’re 
searching for homes under $100,000, they’ll usually search in $10,000 increments. So, if a home is priced 
at $99,900, it will show up in searches from $90,000-$100,000, but it will not be found in a search from 
$100,000-$110,000. By pricing right on the “Price Bridge” of $100,000, the property will be found in 
more searches. As the price of the home being sought increases, so does the price range being 
searched. Above $200,000, people tend to search in $25,000 increments. So, when pricing, if we’re close 
to a “Price Bridge”, it’s best to adjust our price so that we’re right on the “Price Bridge”.  

Pricing is not arbitrary, and incorrect pricing can cost you time and money. We are market experts 
with a proven strategy for pricing your home that gets you top dollar with the least amount of 
hassle!

Murney App Zillow App
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We commit to be honest with you - open and transparent. 

We commit to maintaining integrity in all our dealings. 

We commit to treat you with the utmost respect. 

We commit to act in your best interests. 

We commit to communicate all information to you in a timely manner. 

OUR COMMITMENT TO YOU
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JOSEPH KEIL, REALTOR® 
417.827.1167 

jkeil@murney.com 
Murney Associates, REALTORS® 

1625 E. Primrose, Springfield, MO 65804

DUSTIN LANGSTON, REALTOR® 
417.280.6661 

dlangston@murney.com 
Murney Associates, REALTORS® 

1625 E. Primrose, Springfield, MO 65804

Life is good. Let’s make it better.

www.betterlifespringfield.com

http://betterlifespringfield.com
mailto:jkeil@murney.com
http://betterlifespringfield.com
mailto:jkeil@murney.com

