Seller's Information Package
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:> You introduce your home to a friend/relative or

acquaintance and they buy — 3.5% commission.

This does not apply to a buyer exposed to the property by my team/office
or another licensee. (Realtor is responsible for all advertising requirements)

i> Cancel the Listing at anytime.

Either party can cancel listing at any time. Cause of cancellation to be based
only on no-performance or non-compatibility or agreed upon by both parties.

:> No advance fees of any kind.

You only pay a “Marketing Fee” if and when we produce an offer that meets your
listing price and terms or otherwise acceptable to you.

Z> “No Pressure” presentation.

We will never allow you to be “pressured” by the buyer’'s agent. All offers will be
faxed or delivered to our office for our review and then brought to you for
your viewing and consideration.



# %! &'

$ > o <
(% $: % $ '
$ & %_)
: < & "1% ?) 9
@
A4.B % ( &
‘g < ( = )
AC)C.B ' ( % ($ ) #
& &) 0 o < C)C.)
AS)CB @  ( "D &
+ ( % $
& &() $ ($
$' )0 9 < b5,
(¢ ) 7
# +
(¢
&
144 (

8§ % * 2



>3

9 (0( <% $ (
#( 4C.'9 / 0
$ )
# 9% )
& ( & ) |
$$$)> 5ES5E) $
$ $% (& )
& ' > G
($ 1% F;1
# % $ %
% ) (
$ (%

@

$

<( 8 &
& FC
((

(

)
1

%

%

$




" & +
1 ,. -
23%43 +
5 6#+
73 I+
+
# +

Place property on 5 personal Web sites.
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The first 30 days on the market are extremely important days.
That's why we will pay close attention to making sure the above
items are addressed and preformed.



20 Point Marketing Plan

Our goals are:

1. To help you get your property sold

2. To help you get where you want to_go on time
3. To proteciour interest and money.

4. To reduce the stres§selling your property.

5. To get you top dollar

Our Marketing Plan:

1. Pre-Inspection We will possibly suggest that you have the major systems in your home

inspected by a home inspector to reduce the risk of any surprises when nepaithtia
buyer.

2. Staging. We will assist you with preparing your home for sale by possibly suggesbtat
a stager/merchandiseome in and survey your home to make sure it has 100% buyer
appeal.

3. Home Warranty._We will present you home to the market with all the major systems in
your home to include all appliances, to be covered with a “Home Warranty” program

This is extremely attractive to buyers and it also covers you as theisa@le listing
period!

Special Note: | will reduce our commission by said costs to cover the three above
items as part of our service to you. It is highly probable that if you take us up on this
offer you will greatly enhance the salability of your home!

4. Pricing. We will assist you with pricing your home based on a competitive market

analysis. This will help you to set the best price for your home so that ieWijusckly
and help you obtain top dollar.

5. Sign. We will place one of our distinctive, professional looking signs on your property
within 24 hours to include a brochure box.

6. Color Brochure. We will create a property flyer and place a flyer box on your home.

7. Property Pictures. After staging is complete, we will take extensive digital pictures of
your home.

8. Lock Box. We will place a lock box on your property to increase showings and provide
you with the security of knowing who has shown your home.

9. Multiple Listing Service (MLS). We will enter your homes information into the MLS,
giving your home exposure to over 1,200 Anchorage Realtors.




10.Internet. We will enter your home’s information into 5 personal web sites and over 15
additional web sites to include Google.com, Yahoo, MSN, HomeSeekers.com,
LendingTree, RealtyTimes and Realtor.com.

12. Fax/Email to Top Realtors. We will communicate with the top 3% Realtors in our
market.

13.Mail/Email to Neighbors. We will communicate with 40 neighbors closest to your
home.

14.Personal Contact. | will personally contact the 20 neighbors closest to your home to get
their ideas on prospects for your home.

15.Home Book — Buyer Information Package.We will prepare an informational package
containing most things a buyer will want to know- survey, school information, maps,
utilities, zoning/association by-laws, property inspection report and etc.

16.0pen House. (With Your Permissionl will hold an open house at least one weekend of
each month. Three days before the open house, | will place a sign in front of your home
promoting the open house.

17.Listing Management. We will manage the property showings to best fit your family’s
needs and desires. Our goal will be to make this a hassle free process, to bendecure a
safe at all times and provide the greatest amount of exposure possible.

18.Transaction Management. We will manage the details of your transaction to ensure
that your contract closed on time — so that you can move on time. Over 90% of our
contracts close on or before the closing date as compared to an industry at/&rsge
than 50%.

19. Communications. Our client communication system is unequaled in the business. We
offer not only weekly updates but constant awareness of what is going on.

20.Transaction (Personal) Web Page.We will create for you your own web page file
where all documentation, calendar events, follow-up activities and communications w
be based and achieved. You will control this resource by your personal access code

Note:
This marketing plan shall become a partfdghe listing agreement.
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RealtorProfile:

Alaska Real Estate License # (4556)
Professional Designation:

1 GRI (Graduate Realtors Institute)
2 e-Pro(E-mail/Internet Institute)

3 CRS(Certified Residential Specialist)

Experience:
Rod Stone has been licensed in the state of Alaslkan Associate Broker since 1978.

He has served as manager/broker of Century 21KRealtors and as owner/broker of
his own company, ERA Goldpanner Realty. Over @&y he has successfully trained
hundreds of real estate sales agents and assisieshhds of buyers and sellers with thef
real estate needs. This unique background andsxésknowledge of our Anchorage
real estate market, along with some just plane Warit has allowed Rod to be counted
in the top three percent of our local real estaddggsionals.

Benefits:
28 years of experience
Extensive market knowledge
Skilled Negotiator
FHA, VA, Conventional loan expert
Team of Professionals
Unmatched web site
Online Buyer’'s Seminar
Personal client Web page
Unparalleled communication system
Hundreds of satisfied buying clients!

Give us a call or email today. We would be hondeedssist you.
Rod@RodStone.com

Our pledge to you is to offer you:
Service that is unmatched;
Communication system that is unparalleled;
Results which are unsurpassed!

GRI, e-Pro, CRS
Dynamic Properties

Team Mr Real Estate
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Steps in the Buyer/Seller Process

BUYERS

Start Home Inspector selected-
review home inspection report
— Negotiate requested repairs

Prospect considers the
purchase of a home. l
l Lender reviews and appioves
buyers loan

Buyer selects Lender and
pre-qualifies l

.Title company receives lpan
l package from lender — draws
up closing documents

Realtor explores financial
aspects and buyer’s l
needs.

Final walk through of propejrty.

Realtor selects homes tha
meet the buyer’s l
requirements.

Day set for closing

|

Buyer selects home. l
l Signing of papers
Realtor writes & presen
offer l

Next business day title
recorded and transferred to
l new owners

Closed

Counters Negotiated

Offer;ﬁxccepted /

SELLERS

@
o
=

Homeowner decides to sell.

Seller selects Realtor and
establishes price & terms.

'

Seller prepares the home for
marketing.

'

Realtor markets the home.

v

A showing results in an offer
through Realtor.

'

Counters Negotiated

\ Offe}Accepted.
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Some believe that by cutting the Realtor marketing fee one saves a bunch of money.

In fact — they are losing money and taking on unnecessary added risk that could cost dearly.
As your real estate professional | will in fact save you money, time and represent/protect
your interests.

Cost will always be a part of the selling process. Here’s a short list of your cost:

Taxes — any special considerations to note, or advantage to explore?
Financing — how will my bottom line be affected?

Home Inspection — what repairs are necessary, can seller choose?
Appraisal — how much, when, and who will defend my price?

Title Insurance — who pays, when and why?

Real Estate marketing fees — what'’s best and who pays?

Security — what's at risk?

Convenience — do | really have the time, knowledge and patience?

For Sale by Owner (FSBO) hidden costs are not free. Consider the following:
- Ad programs — who pays the bill?
Buyers — who'’s screening and qualifying these strangers?
Process — who's protecting my interests?
Sale — who'’s in charge, & who is drawing up the paper work?
Law suits — who’s on my side?

What's the value of my professional Realtor services?
3% to 5% increase in sales price.
29% shorter marketing time.
86% of all FSBO'’s list.
93% of all buyers use a realtor.
100% peace of mind!

Again, the trick is not eliminating costs - that simply is not possible. Managing and
understanding the cost is the secret. Why do you think my lawyer, doctor, professional
clients call on my team when it comes time to upgrade, sell or find a home for one of the
kids? They know that too much is at stake. Over the years | have asked some of these
individuals why, with their background and experience, do they use my services as a
professional Realtor? In order of importance they have said my service save them money
and time, protects their interests and gave their spouse peace of mind. We would be
delighted to work with you and produce these same results for you!



ALASKA REAL ESTATE COMMISSION
CONSUMER PAMPHLET

About This Pamphlet:

In Alaska, a Real Estate Licensee is required by law to provide this pamphlet outlining the duties of a
real estate licensee. After you have read the information contained in this pamphlet, please
acknowledge receipt by signing page 2 and return it to the real estate licensee who provided it to you.
Your cooperation is appreciated.

There are four different types of relationships est  ablished by Alaska Real Estate Law:
Specific Assistance — Licensee owes “Duties owe by a Licensee in all Relationships” as
described in this Pamphlet.

Representation — Licensee owes “Duties Owed by a Licensee when Representing a Party”
as described in this Pamphlet.

Designated Licensee — This occurs when a Licensee represents or provides specific
assistance to a party to a transaction and another Licensee within the same company
represents or provides specific assistance to the other party in the same transaction.

Neutral Licensee — This occurs when a Licensee does not represent either party but provides
specific assistance to both parties in the same transaction. The parties must authorize the
Neutral Licensee relationship by signing the “Waiver of Right to be Represented” form.

Duties owed by a Licensee in all Relationships:
- Exercise reasonable skill and care;
Deal honestly and fairly;
Present all written communications in a timely manner;
Disclose all material information regarding the physical condition of a property;
Account for all money and property received.

Duties owed by a Licensee when Representing a Party
Duties owed by Licensee in all relationships listed above;
Not knowingly do anything that is adverse or detrimental to your interest;
Disclose all conflicts of interests to you in a timely manner;
If a matter is outside their area of expertise, advise you to seek expert advice;
Not disclose confidential information, even after the relationship ends, from or about you
without written permission, except under a subpoena or court order;
Make a good faith and continuous effort to accomplish your real estate goals. However,
once you have entered into a specific real estate transaction agreement, their efforts
refocus on its successful completion.

Your Real Estate Licensee may also work with a variety of other clients (they represent) and
customers (they provide specific assistance to) in different working relationships. In those situations,
representing or providing specific assistance to other sellers, buyers, lessors, and lessees does not
create a conflict of interest while working with you, or within the duties mentioned above.

Occasionally, as a Seller of Lessor, a situation may arise that your Real Estate Licensee also is
representing another client (Buyer or Lessee) who then becomes interested in your property — or vise
versa.

Prior to showing the property, the Real Estate Licensee must obtain a written approval to be a Neutral
Licensee for both parties. A Licensee may not show property as a neutral licensee without obtaining
your written consent entitled “Waiver of Right to Be Represented” and it will restate the duties outlined
above and additional ones owed by your Real Estate Licensee.



Alaska real estate law allows, but does not require, you to Preauthorize a Licensee to be a “Neutral
Licensee”. Having a different designated Licensee working for a seller or lessor and for the buyer or lessee
in the same real estate transaction does not create dual agency or conflict of interest for the real estate
broker of for a Licensee employed by the same real estate broker.

Duties NOT owed by a Real Estate Licensee:

Unless agreed in writing otherwise, the following are the duties your Real Estate Licensee does not
owe to you:

To conduct an independent investigation of a property;
To conduct an independent investigation of anyone’s finances;

To independently verify the reliability of the accuracy or completeness made by a party to a
real estate transaction;

To show or search for properties without compensation.
<THIS DISCLOSURE PAMPHLET IS NOT A CONTRACT>

The Licensee anticipates compensation to be paid by buyer/lessee, seller/lessor, or both
to the real estate brokers in the real estate trans  action.

I understand and acknowledge receiving and reading this pamphlet on the type of relationships | may
have with the real estate Licensee (including the broker).

Understand and acknowledge that Rod Stone (Licensee ) of Dynamic Properties
(Company) will be working with me under the followi ng relationship:

Specific Assistance without Representation
Representing the Seller/Lessor only (may assist Buyer/Lessee)
Representing the Buyer/Lessee only (may assist Seller/Lessor)

Under preauthorized Neutral Licensee (Attached “Waiver of Right to Be
Represented”)

Date: Time:
Date: Time:
Date: Time:
Real Estate Licensee
Date: Time:

Real Estate Company



ALASKA REAL ESTATE COMMISSION
WAIVER OF RIGHT TO BE REPRESENTED

About This Pamphle t:

In Alaska, Real Estate Licensees are required by law to provide this document, in conjunction with the
“Consumer Pamphlet,” outlining the duties of a real estate licensee when acting in a neutral capacity.

After you have read the information please indicate your approval by signing below and returning it to

the licensee you are working with. Your cooperation is appreciated.

Duties of a Neutral Licensee:

Occasionally, a Licensee is “Representing” a client (Buyer or Lessee) that has interest in
acquiring a property where the Seller or Lessor is also “Represented” by the same Licensee.
Prior to showing the property, the Licensee must ob tain written approval from both parties to
change their working relationship from representati on to providing specific assistance in a
neutral capacity.

A Licensee in a “Neutral” capacity owes both parties the following duties:
Exercise reasonable skill and care;
Deal honestly and fairly;
Present all written communications in a timely manner;
Disclose all material information regarding physical condition of a property;
Account for all money and property received,;
Not knowingly do anything that is adverse or detrimental to your interests;
Disclose all conflicts of interest to you in a timely manner;
If a matter is outside their area f expertise, advise you to seek expert advice;

Not disclose confidential information, even after the relationship ends, from or about you
without written permission, except under a subpoena or court order to include:
1. What you are willing to pay or accept for the property.
2. What terms you are will to accept, if different than what you have offered.

In the event of the situation described above, | he  rby acknowledge that | am waiving my
right to be “Represented” and authorized the undersign ed Licensee t act in a “Neutral”

capacity.
Buyer/Seller/Lessee/Lessor Date Buyer/Seller/Lessee/Lessor Date
Real Estate Licensee Date Real Estate Company Date

Additional Authorization:

| hereby authorize the “Neutral” Licensee to engage in the following conduct in a good faith effort to assist
in reaching final agreement in a real estate transaction:

Analyzing, providing information on, or Reporting on the merits of the transaction to each party;
Discussing the price, terms, or conditions that each party would or should offer or accept; or Suggesting
compromises in the parties’ respective bargaining positions.

Buyer/Seller/Lessee/Lessor Date Buyer/Seller/Lessee/Lessor Date



