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Definition of Insani

Accelerated Reel Estate Servicee

“The definition of insanity is doing the same thing over and over
and expecting different results.”
Benjamin Franklin

* In a nontraditional market, why would anyone consider
using traditional solutions to achieve their goals?

* A traditional sales approach is one of Discount

» Put your property on the market at what you believe the
market to be

» Then over several months continue to discount your
property until you can achieve a sale
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« Are we in a nontraditional market? Trust the Data.......... :>
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Market Health Indic

Average Days On Market
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Still Sliding

1) Significant rise in Days on Market to
over 120 days from Dec 07 to Jan 08

2) Properties began to come off market in
2007, but market pressures are forcing
people to use traditional means as a
solution

3) Price changes increased, but SOLDs
still on DECLINE
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Monthly Report for Pinellas County
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2003 - 2008 Residential Unit Listings
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1 1) Inventory Still At Historic Levels
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3) Median Sales Price Down over 25%
0, |
Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec -
m2003 6434 6541 6633 6488 6266 6066 5877 5802 5800 6038 5916 5732 fronl 2006 SOId Pr'ces Even beIOW
02004 5804 5457 4027 4578 4307 4281 4220 4284 4380 4808 4658 4,500 .
m2005 4,983 4,733 4633 4204 4,180 3795 4,038 4,645 5605 6,679 7,726 8,199 O O 3
02006 10457 11,399 12,503 13,546 14,368 15134 15743 15888 16202 16482 16,750 16,320 2 Prlces
m2007 17664 18,242 18504 18455 18168 18065 17,812 17,605 17760 17498 17,506 16,717
2008 16993 0 0 0 0 0 0 0 0 0 0 0
2003 - 2008 Residential Unit Sales : : : ; . ;
Pinellas 2003 - 2008 Single Family Sales Median Price Comparison
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0 Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec $ Jan Feb Mar Apr May Jun Jul Aug Sep Qct Nov Dec
E2003 899 1,219 1,556 1,695 1,686 1,742 1,721 1,776 1,620 1,684 1,289 1,925 ——2003 $184 $168 $173 $184 $178 $181 $184 $183 $187 $189 $177 $183
D2004 1140 1485 2120 2,027 1904 2,428 1,850 1,747 1446 1454 1509 1,754 —8-2004 9186  $190 $191 $207 $208 %214 $202  $211  $207 $219 %218  $218
m2005 1271 1627 2005 2215 2,187 2172 1962 2020 1803 1,737 1435 1,55 —k—2005 $217  $226  $229  $242  $244  $252  §257  $263  $256  $276  $250  $288
D2006 1,208 1228 1647 1470 1552 1331 1124 1245 1028 1034 849 936 —8-2006 5220 $230 $220 $220 5220 206 9200 §20 9247 5200 8215 203
m2007 644 88 o9 970 080 1038 860 851 700 757 57 714 —=2007 5210  $198  $200 $213  $206  $220 $225 $220 $199 5212 $185  $185
m2008 570 0 0 0 0 0 0 0 0 0 0 0 ——2008 177
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Why An Accelerated M NCS

Accelerated Real Estate Services

ACCELERATED REAL ESTATE BENEFITS TO THE SELLERS:

«Competitive open bidding assures you and Buyers they are getting fair market
value

sIncreases interest and visibility through an aggressive marketing program
*Buyers come prepared to buy, eliminating lookers

*Reduces long-term carrying costs, including taxes, insurance, & maintenance
*The seller knows exactly when the property will sell as closing will be set at time of
auction

«Sets a deadline forcing Buyer to act

*Property Sold “As IS Where I1S”

*You compress six months of traditional marketing to bring 20-40 Buyers to the
property at one time to initiate a negotiations

ACCELERATED REAL ESTATE BENEFITS TO THE BUYER:

*Buyers come face to face with other Buyers who confirm that there is value in a
property

*The buyer knows the seller is committed to sell

sAuctions eliminate long negotiation periods

sAuctions reduce long due diligence periods

*Purchasing and closing dates are known

*Buyers know they are competing fairly and on the same terms as all other buyers
*Buyers receive comprehensive information on property via due diligence packet
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How Does the Accelerated

Property Marketing
Evaluation # Strategy Development

Step 1 - Property Evaluation: We will meet with you
personally at the property to discuss the real estate
options as well as provide a free evaluation of the
property and your needs to see if an Accelerated
Service is right for your property.

Step 2 - Marketing Strategy: Our Marketing Team
will evaluate all potential forms of media and develop
a strategy for reaching your target audience in the
most effective and cost-efficient manner possible. The
goal is to create a unique market and demand just for
your property.

Step 3 - Development: Our Marketing Team then
develops professional brochures and ads. Client
Relations will also develop a specifically targeted
mailing list from our extensive databases for direct
mail. Our databases have been carefully culled to the
pre-qualifying criteria established by the Marketing
Team.
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Accelerated Real Estate Services

Advertising # Preview # ACCE\I/eerr?tted
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Step 4 - Advertising: Next, the public relations,
telemarketing, and advertising campaign begins.
Usually 4 weeks. The Sales Team receives calls and
follows up on each and every qualified inquiry
several times, enticing the prospect to attend the
preview and auction. In addition, an extensive
outgoing telemarketing campaign is conducted.

Step 5 - Preview: At preview, the Bid Assistants will
meet with your prospective bidders, providing the
answers to all questions and pointing out the fine
and unique features of your luxury property.

Step 6 — Accelerated Event: The Accelerated
Event begins and bids are taken. Soon the gavel
goes down and the winning bidder is announced
and your property is SOLD!
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Your Decislio
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Accelerated Real Estate Services

In a NonTraditional Market, Are you
Going to Stick With Traditional
Solutions?

Call For Your Consultation Today

Accelerated Real Estate Consulting
Karl Moeller — Robert Barber
727-544-1403
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