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Letter of introduction3

Dear future homeseller!

You are about to start the sale process of your property. Whether you are ready to 
move forward, or just curious about what today’s market can offer you, I under-
stand that it could be a very stressful time in your life. But good news – it doesn’t 
have to be. Selling a home could, and should be a rewarding process, and I’m 
here to help you. 

You are right if you think that it’s a complex process. However, it doesn’t have 
to be complicated. Having done it many times successfully, I have developed a 
process that guides you through the sale of your property, delivering you the best 
possible results, and keeping you informed and prepared for the next step.

In this packet you will find some helpful information that will educate you on 
the process of a sale. It is always easier to move forward in life knowing what to 
expect. And that’s exactly what the purpose of this packet is.

I will do all the heavy lifting in selling your home, and will require only one thing 
from you – cooperation. Because it’s a team effort that brings the best results 
for you. Thank you for your time, and I’ll be looking forward to working with you 
when the time is right!

Sincerely,
Oleg Korolov



4 About me

Hard work and dedication

I’m not your typical real estate agent. I learned the importance of hard work early 
in my life when I had to start earning a living at the age of seventeen. This expe-
rience in hard work makes me the kind of person who can really care about your 
success as well.

Everything that I’ve done before entering real estate adds up to a perfect picture. 
Working in journalism for many years shaped my personality in a way that allows 
me to not only listen, but actually hear what is important for you in the sale or 
purchase of your next home. Playing soccer professionally made me a team  
player, one who is not afraid to take initiative when it’s needed for the team’s 
benefit. Interests in psychology allows me to understand and predict people’s 
behavior better. Having a rich cultural background helps me to find a mutual 
language with different people. Knowing multiple languages enables communi-
cation with colleagues and clients with various cultural backgrounds on a com-
pletely different level.

Commitment would be the word that describes me as a person. Every day I get 
up before the sun to get things done, to make things happen. When fight is in 
your blood – it simply can be no other way. It becomes my mission to accomplish 
the task at hand, and I would like to have you as a partner in that adventure. I am 
one of the few realtors that you can actually trust. I’m not your typical real estate 
agent, but I am YOUR real estate agent.

Sincerely,
Oleg Korolov



5 About me

Oleg Korolov

Coldwell Banker Residential Brokerage
301 N Canon Dr Ste E, Beverly Hills, CA 90210
CalRE # 01955895
Cell 213-448-5949
Email: oleg.korolov@camoves.com
Web: olegkorolov.com

Instagram @olegkorolov

Facebook @olegkorolov.re

Facebook @korolov.oleg

Twitter @olegkorolov.re



6 How it’s done

Address: 1715 Armacost Ave #3, Los Angeles, CA 90025

Listing price: $1,099,00

Sale price: $1,180,000

In this particular example, the seller was relocating out of town for work related 
reasons, and wanted to complete the deal as soon as it was possible, while at the 
same time getting top dollar for his property. I was able to achieve both of these 
tasks, delivering my seller the check only 29 days after listing the property.

Exposing the property in the best way possible, and showcasing it in the proper 
way allowed me to generate an enormous amount of interest for this listing. As a 
result I was able to receive multiple offers in a matter of days, negotiate and clean 
those offers, and have the property in escrow with a back up offer in place, both 
well over asking price, only 8 days after property hit the market. Sticking with a 
schedule to the day and protecting my client from potential price reductions  
during inspection period, I was able to complete this transaction in record  
breaking time.



7 Testimonials

“Oleg has been one of the hardest working people I’ve ever worked with  
professionally and personally. He’d get on the phone at 10 pm for a question and  
he’d always show up… we never felt like he failed or neglected us,”  
                                                                                                  – Maria Yolanda Caird.

“This real estate agent is a rare breed – young and driven, pretty positive and 
enormously serious about what he does. I am planning to sell my house in couple 
of months, and I don’t need to look for a trusted real estate agent because I have 
already found one. Oleg, you’re my man,”  
                                                                                                  – Alex Babiuc.

“Oleg is a genuinely nice person, who’s number one focus is to provide an  
excellent service for his clients. If you need assistance in finding the perfect home 
then he is the guy you should definitely contact,”  
                                                                                                  – Adam Edwards.

“He is exceptional at finding the right home for you and makes it a great  
experience. I would highly recommend him,”  
                                                                                                  – William Scaglione.
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What you need to know before selling your home

I believe the best seller is an educated seller. I have prepared this guide to help 
you understand the major steps of the home selling process. Knowing what is 
involved will help you make the right decisions when selling your largest invest-
ment. There are eight major steps in the home selling process.

The home selling process
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1) Understanding the market

The first step is to be sure you understand how local market conditions affect the 
price you choose. Markets change from city to city and from neighborhood to 
neighborhood. The value of your home is determined by supply and demand. If 
there are a lot of sellers and few buyers, prices tend to go down and homes take 
longer to sell. This is referred to as a “buyer’s market”. But when the opposite 
is true, and there are many buyers but few homes for sale, prices will rise and 
homes will sell very quickly. This is known as a “seller’s market”. So how do you 
know which market you are currently in? That’s where I come in. I am a local 
expert and I will prepare a local market analysis for you. I will not only determine 
what type of market you are in, but I will study your neighborhood and compare 
your home to others based on style, size, number of bedrooms, baths, garage, 
view, lot size, etc. I will cover all of this with you when we meet in person.

Understanding the market
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2) Establishing a price

The next step is to arm yourself with the facts. By not establishing a realistic price 
from the beginning, many home sellers end up costing themselves thousands 
of dollars. If you price your home too HIGH, it will sit unsold and become “stig-
matized” or “shop-warn”. If you price it too LOW, you may give away thousands 
in profit to a total stranger. Either way you lose. Choosing the right price sets the 
stage for the entire selling process. Be objective and remember that selling your 
home is a business transaction and you need to keep your personal feelings and 
attachments to your home completely out of the picture. This is critical.

No matter how attractive and polished your house may be, buyers will be com-
paring its price with everything else on the market. I will do a Highest Price 
Analysis and research all recent sales of similar properties in your area, so you can 
determine what the true market value of your house is. My analysis differs from a 
formal appraisal. The biggest difference is that an appraisal is only based on past 
sales, whereas I take currently available properties and those pending a sale into 
consideration. Another major difference is that while an appraisal can cost you 
several hundred dollars, I will be happy to do a Highest Price Analysis for you free 
of charge.

The ultimate decision regarding how much to ask is yours, but I will help you 
make a good decision. I strongly encourage you to not fall into the temptation 
of overpricing your property, as this will cost you thousands of dollars in the long 
run. Real estate agents don’t establish house prices, the market does. I mention 
this because many agents may try to “buy” your listing by saying they can get 
you more for your home. These attempts are done in hopes of signing the  
listing and coming back at a later date asking you to reduce the price. Remem-
ber, agents don’t establish price, the market does. You can count on me to be 
honest with you about the price of your home and what it will take to get it sold.

Establishing a price
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3) Calculating your bottom line

Once you have established market value, you can calculate your bottom line. This 
is the amount you will walk away with after all the expenses related to selling 
your home are paid. Closing costs vary depending on how the contract is struc-
tured. Common closing costs include real estate commissions, legal fees, mort-
gage discharge fees, condominium transfer fees, property taxes owing, home 
warranty fees, required repairs, etc. It may sound complicated, but that’s where 
my expertise comes in. I will show you how much money you can expect to net 
from the sale of your home.

Calculating your bottom line



12

4) Choosing the right agent

There are so many real estate agents in the market, how can you be sure you are 
making the right choice? It comes down to honesty, integrity, experience and a 
proven track record. I believe in an honest and upfront approach to selling your 
home. I will not tell you what you want to hear only to let you down later when 
your property doesn’t sell. I’m not interested in taking your listing so I can put a 
“for sale” sign on your front lawn. I’m only interested in taking your listing if I can 
put up a sold sign.

Different agents charge different commission rates. But don’t be fooled. What 
may seem like a good deal in the beginning could end up costing you thousands. 
When considering what is a fair commission rate to pay, take into consideration 
the marketing strategies your agent will be using. Marketing costs money, and 
without the right marketing you won’t attract the right buyers. The longer your 
house sits on the market, the lower the offers you will attract. All buyers ask the 
same three questions: 1) How long has it been on the market? 2) What’s wrong 
with it? 3) Do you think they are getting desperate? Let’s try a low-ball offer. So 
when it comes to paying commissions, don’t focus on how much you are paying, 
focus on what you are getting. A strong negotiator can easily earn you thousands 
more on the sale price of your home, making them worth every penny. Be smart 
and ask the right questions, but be willing to give your agent the resources they 
need to get the job done. If you think hiring a professional is expensive, wait to 
see how much an amateur will cost you!

Choosing the right agent
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Top 10 questions to ask your agent

1. What market share does your company have in my neighborhood?
2. What is the average days on market in my area?
3. How choosing your company brand help to sell my house?
4. Does your company have affiliations with other service providers?
5. What marketing strategies will you use to sell my house?
6. What strategies do you use to attract international buyers?
7. What strategies do you use to attract local buyers?
8. What is your internet marketing strategy?
9. What skills do you have that make you a great negotiator?
10. What makes you the best fit for us?

Choosing the right agent



14 Preparing your home for sale

5) Preparing your home for sale

There are really two phases when it comes to preparing your home. The first 
phase is getting ready for the market and the second phase is getting ready for 
showing. Let’s start with the first phase, getting ready for the market. The best 
way to do this is to walk around your entire home with a notepad, paying careful 
attention to everything. Check the walls for chips, holes and uneven paint. Fix all 
leaky faucets and make sure they shine (consider replacing them if they don’t). 
Does your home require minor repairs? Consider curb appeal. It is always a 
great idea to put a fresh coat of paint on the front door and garage doors. Stain 
the deck and fence. Trim the gardens. First impressions are everything when it 
comes to attracting buyers.

Once your home is officially for sale you need to make your home sparkle. This 
is an area where you can’t overdo it. Be sure to concentrate on the kitchen and 
bathrooms. Your buyer will be expecting a used home, but the brighter your 
home shines, the easier your buyer can see themselves moving into the house 
and making it their own.

It is time to unclutter. It’s a good idea to box up any items you haven’t used in 
a while. It will add visual square footage to your home, thus increasing it’s per-
ceived value. After years of living in your home, clutter collects without you even 
realizing it. But unfortunately the buyer does notice it and is affected drastically 
by it. Clutter collects on shelves, counter tops, drawers, closets, garages, attics 
and basements. Pretend you are walking into your home for the very first time. 
Or better yet, get an outsider’s opinion. Ask a friend to point out clutter. Box it 
all up and store it until you move. Now might be a good time for a garage sale. If 
you were going to get rid of things before you move anyway, do it now before the 
house is even shown.
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6) Offering incentives

When placing your home for sale, you want to make it very appealing to buyers. 
There are several things you can do to help your home stand out from the com-
petition. Perhaps you want to include the appliances or window coverings. If your 
home is a little older, you can offer a home warranty, so the buyers have peace of 
mind that the house is in good repair. Consider offering a redecorating allowance 
to the buyers, so they can paint or complete needed repairs after moving in. 

A little known tactic to sell your home quicker and for a higher price is to offer 
a higher commission to the agent who brings you the buyer. You may be ask-
ing yourself how paying more can actually net you more, but it’s really a rather 
simple concept. By raising the commission to the buyer’s agent, you could 
consider it a 1% loss to you, but that same 1% is a 14% gain to the agent who sells 
your home. Let’s pretend you are a real estate agent. If you had three houses to 
show your buyers, one offered an average commission, one offered a reduced 
commission and the third offered a bonus ... which would you be most excited to 
sell? Well an ethical agent would show all three, but they would be most excited 
about showing the third property. The more showings you get, the more offers 
you will receive. The more offers you receive, the higher price you will get for your 
home, and the quicker it will sell.

Offering incentives



16

7) Marketing your home

It is now time to bring on the buyers. I have a stellar marketing plan including  
professional photography and videography to showcase your home in the man-
ner it deserves. My online marketing is second to none and will help attract the  
majority of buyers who start their home search online.

To better maximize your potential for success, it’s important to market to three 
groups - brokers, neighbors and buyers. To effectively target all thee groups  
aggressively, I utilize open houses, feature sheets, just listed postcards, print me-
dia, internet strategies, telemarketing campaigns and more. I leave no stone un-
turned when it comes to marketing your home to ensure you sell for top dollar. 

Here’s only a fraction of what I will do for you:

Marketing your home
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Advertising your property online

Knowing that more than 95% of buyers start their home search online nowadays, 
it is crucial to properly expose your property for potential takers.

Being affiliated with one of the biggest real estate companies in the world, 
Coldwell Banker, I will be able to leverage some of the possibilities we have and 
showcase your home on more than 800 real estate related websites all over the 
globe, giving you a maximum exposure possible.

Marketing your home
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Social Networks

I will be using my connections on social media to help you.

I have an extensive network on social media. I will elegantly promote your listing 
to my network, as they may know the perfect buyer for your house.

LinkedIn connections – 11,000;
Facebook friends – 4,750;
Instagram followers – 1,750.

Marketing your home
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Professional photography

Nothing but the best for you!

In real estate, a picture is worth a thousand … dollars! You only get one chance to 
make a lasting impression.

I work with a professional photographer who will take several high-resolution 
photos of the interior and exterior of your house.

Marketing your home
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Professional videography

Your best selling tool!

73% of sellers today say they want to work with an agent who offers video…  
I’m that agent!

My professional videographer will make a stunning video walkthrough to  
showcase your house, attracting more buyers.

Marketing your home
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Install a yard sign

It’s like having me on your front lawn 24/7!

Buyers often drive through neighborhoods before they decide where to buy.
Anyone responding to your yard sign is a hot lead because they’ve seen your 
house with their own eyes.

Marketing your home
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Open House

Attracting everyone to your listing!

REALTOR OPEN HOUSE: If your house is perfect for one of their buyers, they will 
rush out to let them know.

PUBLIC OPEN HOUSE: It will attract several buyers who are interested in living in 
the neighborhood.

VIP SHOWING: Exclusive invitation for the neighbors. They can bring their friends 
and family.

Marketing your home
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E-mail Campaign

Leaving no stone unturned.

I will email all of my massive e-mail list (currently just over 60,000 contacts) to see 
if your listing is a good fit for them.

I will email my network of buyer representatives who collectively are working 
with hundreds of potential buyers.

Marketing your home
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Just Listed Postcards

Customized for a personal touch.

Your neighbors may have family or friends who would like to move to the area.  
I will send Just Listed cards to everyone in the area letting them know about our 
new listing.

Marketing your home



25

8) Negotiating the offer

The key to remember here is not to get caught up in games. If you keep your 
goals in focus you will be better able to respond to offers. You will have three 
choices when an offer comes in. You can accept the offer, 
reject the offer or make a counter offer. You should know however, that a counter 
offer is a rejected offer. The buyer has no legal tie or obligation to the contract 
once any minor changes are made to it. Although the price will be the main 
focus of the offer, you need to review every detail closely. These details include 
down payment, deposit, possession date, personal property items included such 
as appliances or furniture, and conditions such as financing, home inspection, 
home warranty, etc. Remember, any little change of the original contract is tech-
nically a rejection, so only make changes if you are positive you cannot live with 
what is offered.

It is important to put yourself in your buyer’s shoes and not see them as a rival 
or enemy, but rather as someone who wants to buy your home. Once an offer 
is accepted, I will be there every step of the way until closing to make sure that 
everything goes smoothly until the moving vans arrive.

Negotiating the offer
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How I will help you

As you can see, selling your home involves much more than placing a “for sale” 
sign in your yard, posting an ad in the newspaper and waiting for buyers to  
appear. This is why sellers have hired professional real estate agents for the last 
200 years. When we meet, I will help you determine the best price for your house, 
I will point out things you can do to your home that won’t cost a lot but will make 
it more appealing to buyers, and I will show you how my marketing strategies will 
get you maximum exposure for your home, ultimately selling it for the highest 
price possible. I’m excited to help you with your move.

My approach



My appreciation to you

Move out cleaning 
is on me


