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Dear Home Seller; 

 

It is a pleasure to present to you our Marketing Plan for your home. Success in 

getting your property sold depends on proper pricing for the current market in  

addition to an effective  marketing program that reaches the highest number of  

qualified buyers and presents your property in the best manner possible. 

 

The first section of  this document will outline our very effective approach to  

marketing properties. We are proud to say that our team is really òthe best in the 

businessó. 

 

When we meet I will present a customized Market Value Analysis in which we 

will compare your home to other  properties that are currently for sale, pending 

or have been sold in your area. This data will reflect the most similar properties 

to your home selected from our Realtorsõ Multiple Listing Service data base. 

I look forward to the opportunity to market and sell your home. 

Sincerely, 

 

 

Miro Fitkova 
Broker/Owner 
Fitkova Realty Group 
1309 Beacon Street - Suite 300, Brookline, MA 02446 
 
Direct: 617-921-9952 
Office: 617-274-5779 
Fax: 617-608-1632 
www.fitkova.com 
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1. To assist in getting as many qualified buyers  
as possible into your home until it is sold. 

  

2. To communicate to you weekly the results of  
our activities. 

 

3. To assist you in negotiating the highest dollar 
value, between you and the buyer. 

My Objectives: 
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1. Submit your home to our local Multiple Listing Service 

2. Price your home competitively...to open the market vs. narrowing the 
market 

3. Develop a list of  features of  your home for Brokers to use with potential 
buyers 

4. Email a features sheet to top agents in the marketplace for their potential 
buyers 

5. Suggest and advise as to any changes you may want to make to your 
property to make it more marketable 

6. Constantly update you as to any changes in the marketplace 

7. Over the next 7 days, I contact my buyer leads, center of  influence and 
past clients for their referrals and prospective buyers 

8. Add additional exposure through a professional sign  

9. Whenever possible, pre-qualify the prospective buyers 

10. Keep you aware of  the various methods of  financing that a buyer might 
want to use 

11. Follow-up on the salespeople who have shown your home for their  
feedback and response 

12. Represent you on all offer presentations to assist you in negotiating the 
best possible price and terms 

13. Handle all the follow-up upon a contract being accepted; all mortgage, 
title and other closing procedures 

14. Deliver your check at closing 

The Following are the Steps                                 
I Take to Get a Home Sold 
The òPro-Activeó Approach 
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The Top Ten Ways to Get Ready for Your 

Meeting with Fitkova Realty Group 
 

1. Google Miro Fitkova 

2. Fill out the enclosed Fitkova Realty Group Property  Information Sheet 

3. Record any improvements of  your home since you moved in. 

(Please be specific and include dates, if  possible) 

4. Fill out the Residential Property Disclosure Form 

5. Please have available current monthly utility payments and association fees, if  any 

6. Have an extra key available 

7. Read the enclosed Marketing Plan and Personalized Market Value Analysis! 

8. Visit www.fitkova.com for more helpful information 

9. Fill out òMy Favorite Thingsó sheet 

10. Start packingéit wonõt be long now! 

"Fitkova Realty Group helped us with both the purchase as well as the sale of our condominium in Brookline. We were extremely 

impressed with their work ethic. The team replied to all emails and voicemails promptly and continued to treat us as if we were 

their only clients (although, we knew this not to be the case!). We were also impressed with the teamȗs extensive contacts in the 

industry - ranging from lawyers to handymen. If you decide to choose Fitkova Realty Group to help you, with either the purchase 

or sale of property, you will not be disappointed."   

- Seema K. 

 

"We were very happy with Fitkova Realty Group and their service in finding our new home.    We hope they are still around when 

and if we decide to move out..."  

- Alejo and Stephanie P 

http://www.fitkova.com/
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Prop-

erty 
Property Address: 

 

Name: 

What are the most important issues for you when considering hiring a realtor? 

 

 

 

What do you like most about your house? Neighborhood? (This will help us find a buyer!) 

 

 

 

What price range do you feel your home should sell for? 

 

Average Water Bill $__________ /month Average Electric Bill  $__________ /month 

Average Gas Bill   $__________ /month Any Association Fee? $__________ /annually 

How old are the following? 

  

Roof  _____  Hot water tank  _____  Windows  _____  Furnace  _____  Air conditioning  _____ 

 

Any schools near your home?: 

 Elementary: 

 Jr. High: 

 High School:   

Mortgage information: 

 1st Mortgage ð  Mortgage Holder: 

   Loan Number: 

   Phone Number: 

 2nd Mortgage/Home Equity/Line of Credit ð (Even if there is a ð Zero ð balance!) 

   Mortgage Holder: 

   Loan Number: 

   Phone Number: 

Additional home improvements since occupying your home? 

(Please be specific, include dates and continue on back if necessary) 

Property Information Sheet 
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SELLER'S INFORMATION 
 

The Seller is   is not occupying the Property. 
 
The Property is: Single Family    Condominium Unit        Multi-Family Other   
 
The Property is currently rented: No  
 
 

A. The following is a list of items included in the sale, if checked, and whether any of the checked items are not working. 

  Included Not Working 

Range     
Oven     
Microwave Oven     
Dishwasher     
Garbage Disposal     
Trash Compactor     
Refrigerator     
Washer     
Dryer     
Built in Air Conditioner     
Window Air Conditioner     
Intercom     
Burglar Alarms     
Audio/Visual Equipment     
TV Antenna     
Satellite Dish     
Window Treatments     
Fireplace Stove     
Gas Log     
Fireplace Apparatus     
Generator     

  Included Not Working 

Sump Pump     
Water Heater     
Whirlpool / Hot Tub     
Window Screens     
Storm Windows     
Built-In Barbecue     
Propane Tank     
Gazebo     
Above Ground Pool     
Pool Heater     
Pool Equipment     
Yard Shed     
Garden Statues     
Yard Fountains     
Play Equipment / Swings     
Basketball Hoop     
Underground L awn Sprinkler     
Firewood     
Automatic Garage Door Opener (s)     
Number of Remotes            

      

 

    B. The Seller is aware of possible defects of items checked below: 

 

Interior Walls          Ceilings         Floors          Exterior Walls         Insulation         Roof (s)         Windows          Doors          Foundation         Slab(s)         Driveways        Walkways 

Walls/Fences         Exhaust  Fan(s)        Electrical Systems         Plumbing/Sewers/Septic Systems         Chimney /Fireplace         Central Heat/Central Air         Other 

 

 

 

If any of the above are checked, additional details are as follows and on any attached additional sheets: 

  Yes No Don't Know 

1. Underground Storage Tanks       

2. Features of the Property shared in common such as walls, fences, and driveways       

3. Additional or structural modifications or alterations during the period of the Seller's ownership       

4.  Fire or other casualty damage during the period of the Seller's ownership       

5. Water penetration in basement during the period of the Seller's ownership       

6. Homeowner's Association which may have any authority over the Property       

7. Notice of any Special Assessments from any Homeowner's or Condominium Associations       

8. "Common Areas"  (Facilities such as pools, tennis courts, walkways, or other areas co-owned in undivided interest with others)       

9.  Notice of violation or citations against the Property       

10. Pending lawsuits by or against the Seller threatening or affecting the Property, including any lawsuits alleging a defect or                                          
deficiency in the Property or "Common Areas" 

      

11. Roof warranty in effect (approximate age of roof if known:      years)       



 
F

itko
va

 R
e

a
lty

 G
ro

u
p

 | w
w

w
.F

itk
o
va

.c
o

m
 | O

ffic
e
@

fF
tko

va
.c

o
m

 
 
 
 

&
É
Ô
Ë
Ï
Ö
Á
 
2
Å
Á
Ì
Ô
Ù
 
'
Ò
Ï
Õ
Ð
 

ȿ
 ×
×
×
Ȣ
&
É
Ô
Ë
Ï
Ö
Á
Ȣ
Ã
Ï
Í
 

ȿ
 -
É
Ò
Ï
ͽ
&
É
Ô
Ë
Ï
Ö
Á
Ȣ
Ã
Ï
Í

 

The procedureé 

Agents & Brokers will call first to set a time to show your home. We will verify 

their information and make sure they are registered with the Greater Boston Real 

Estate Board.  We will call and confirm the time with you.  If  at all possible, it is 

best that you be out of  the house when it is being shown. Please let us know if  e-

mail or text message is a more efficient way to contact youñwe want to get the 

most qualified buyers in to see your home! 

Showing Disclaimer 

Agents & Brokers will set an appointment to show your home and thenénot 

show up. 

Please remember that sometimes buyers may decide to purchase a home that they 

see before they reach your home. Most Agents & Brokers will call and cancel 

however there may be times when they forget. 

Agents & Brokers may call from their cars and want to show the home with little 

or no notice. 

It is up to you whether or not you allow them in just remember that the Agents & 

Brokers you are turning away may have your buyer. 

Agents & Brokers may arrive without any appointment at all. 

Sometimes when making appointments a home is overlooked. It is your decision to 

let them in. Again, you may be turning away your buyer. 

 

Hello Fitkova Realty Group - I thought you were very professional and patient with us as weeks of looking for 

apartments turned to months. Once we found the right place, you were very helpful with the closing details and 

you have stayed in touch for two years, just to be sure we are happy. We appreciate your hard work very much.   

- Mike Ganzak and Brittany W 

Show Time! 



 
F

it
k
o
va

 R
e

a
lt
y
 G

ro
u

p
 | 
w

w
w

.F
it
k
o
va

.c
o

m
 | 

O
ff

ic
e
@

fF
tk

o
va

.c
o
m

 
&
É
Ô
Ë
Ï
Ö
Á
 
2
Å
Á
Ì
Ô
Ù
 
'
Ò
Ï
Õ
Ð
 

ȿ
 ×
×
×
Ȣ
&
É
Ô
Ë
Ï
Ö
Á
Ȣ
Ã
Ï
Í
 

ȿ
 -
É
Ò
Ï
ͽ
&
É
Ô
Ë
Ï
Ö
Á
Ȣ
Ã
Ï
Í

 

Showing & Feedback Service 
Traditionally, a Buyerès Agent will contact the listing agent to set up a showing of your 

property. As your listing agent, Miro will reach out to you to discuss if the day/time is 

acceptable. If the requested day/time works, Miro will connect with the Buyerès Agent to 

confirm the showing. Generally, a showing will take approximately 20-30 minutes. 

Fitkova Realty Groupès available service hours to show your home are as below: 

8:30 AM ã 7 PM Monday through Sunday 

You can choose to opt-out of these times and set the hours during which your home 

will be viewed, however, just remember that you want the most exposure.   

After each showing, Miro will reach out to the Buyerès Agent to request feedback.  Any 

available feedback and comments, on all showings, will be emailed to you as they are 

received. 

Dear Fitkova Realty Group, Bob said you called and spoke with him. We have been very happy with 

the condo you sold us. It has been perfect for the girls and next  year the boys will be there. We visit 

frequently and it has been nice to have a place in the city. You were so helpful and always took great 

care and answered all of our calls where we were from a distance away. Please keep in touch.  

-Cheryl and Bob M 

 

Fitkova Realty Group, I'm a consultant to various brokers and MLS boards around the country, and so 

like an addict, I sample the promotional efforts of any innovative agents, brokers and franchisors I see. 

I noticed your operation, and have found that you are doing everything right! The content and timing 

of your email response, the speed of your phone follow up, and your use of the Web are among the 

best in the country. My compliments! 

- SK  
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Home Selling Process 
This flow chart should help you understand the home-selling process.             

We understand the many questions and concerns of home sellers and how this 

information will be helpful throughout the transaction. Our goal is to provide 

you with the most professional and informative service available.                     

Fitkova Realty Group is always just a call away if you have any questions. 

Consultation to Analyze Needs  

Prepare Your Home For Sale 

Proactive Fitkova Realty Group Full Service Marketing Plan 

 Show Property to Buyers 

Offer Presentation 

Acceptance of Contract  

Mortgage Application 

Assemble Documents 

Closing 

Earnest Money 

Inspections Remove Contingencies 

Credit Report, Appraisal, Verification Loan Approval 

Title Exam, Insurance, Etc. Sign Paperwork 

Moving Day! 
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 Write Your Own Ad  
If you were going to write your own ad for your home, what would it be? 

(What were some of the features that caused you to buy this home?) 

(What are some of the best features you have enjoyed while living here?) 

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

              

Fitkova Realty Group, I was very pleased that you were working for me. 

Your team is detail oriented, very available, hard working, good communica-

tors, creative and forthright, in short, very professional. Above all, you got  

results. You sold it!   Thank you so much.  

-Michael. 
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Fitkova Realty Group Marketing Plan 

 

Choose Fitkova Realty Group to Sell Your Home Fast! And For the Most Money! 

It doesnõt matter whether itõs a òBuyerõs Marketó or a òSellerõs MarketóéThere is always a 

fierce competition among the houses on the market for those ever-so-few òQualified Buy-

ersó who are out looking. Our pro-active Marketing Program and proven Team Effort will 

get your home SOLD! 

 

Massive Network of  Pre-Approved Buyers. 

We are working with thousands of  buyers and may have one for your home before it even 

hits the market 

 

Comprehensive Internet Strategy. 

Since most home buyers today start their searches by logging on to the internet, weõve  

developed an effective family of  websites designed to get your home found. Your home 

will be    presented on our sites in a manner designed to create the highest buyer traffic 

and appeal! A more comprehensive description of  these sites can be found in one of  the 

following pages. 

 

Comprehensive Color Brochures.  

These provide answers to buyers questions while they are excited about your home. 

 

Direct Phone Line into Fitkova Realty Group Office. 

Interested buyers can actually talk to a òrealó person who knows your home! 

 

Virtual tour of  your home. 

We will have a professional photographer take professional pictures of  your home! 

 

Total Team Effort!  

Our team of  Marketing Specialists, Buyer Specialists and Administrative Managers work 

together to Get Results and ensure that you get the Very Best in Real Estate Service! 
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Internet Marketing Strategy 

The internet has become one of  the most effective 

marketing tools in the real estate business. Through 

the Internet, buyers are able to search for properties 

that meet their desires and interestséAny time and 

all the time! 

 

The recent survey by the National Association of  
Realtor® shows that 77% of  home buyers start 

their search for homes by logging on to the Inter-
net. Just putting your home listing in the Multiple 

Listing Service and running an occasional ad    
misses most of  the very best buyers. Fitkova Realty 
Group is committed to doing much more. To max-
imize marketing exposure for your home. Fitkova 
Realty Group initiated a Comprehensive Internet 
Marketing Program for your home.  Information 
about your home will be enriched with special ad 

copy, additional  pictures, priority placement, etc. to 
stimulate the most buyer interest and will appear on 

the following sites: 
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Boston.com 
 

Boston.com is automatically downloaded by MLS within 2-3 days from entry - including   
remarks paragraph from MLS. Price changes are automatically updated.                          

Fitkova Realty Group is a òPower Agentó on this site giving even more exposure! 
 

 

 

 

 

 

 

 

 

BostonrealestateMA.com 

This is our main site which ranks page one on Google for Boston Real Estate and 

Brookline Real Estate.  You can find a lot of  useful information here.  This site  

generates hundreds of  hits a day. 

 

 

 

 

 

 

 

 

 

 


