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Dear Seller,
Selling a home often marks a life transition and we take the privilege of guiding you through the process
seriously. Our objective is simple…. to get you the greatest exposure and the highest sale price for you home.
We’re honored to have the opportunity to help you achieve that goal.
What to expect: We’re a full-service agency. This means we’re equipped to prepare you and your
home every step of the way. We’ll partner with you and take the time to make sure you understand
each phase. And, we’ll be available to answer any questions you have throughout the process.
Let our expertise work for you: Our experience with buyers gives us insight into what sells. We know
how to optimize your home’s features to appeal to motivated buyers.
Getting started: We’ve put a lot of energy into assembling the attached material because it’s essential
to the process of selling your home. As we prepare to work together, we ask that you review the
following information and complete the “Meeting Preparation” and “Property Features” worksheet in
the back of this packet. This will help us determine the unique aspects of your home and discern what
terms are most important to you in the sale of your home.
Above and beyond marketing: In this tech savvy market, digital content is key to attracting listing
views and engaging potential buyers beyond the first click. We combine the most effective traditional
print marketing strategies with digital marketing. Not only are we actively engaged in the markets we
serve, we excel at crafting the type of content that targets high-value, motivated buyers. But, we don’t
just market your home, we also negotiate masterfully on your behalf. We are committed to securing
the most favorable terms for you and your family.
Thank you for trusting us with this important step.
Sincerely yours,

The David Lewis Group

Meet Our Team
When you work with one of our agents, the whole team is on your side.
Who we are: The David Lewis Real Estate Group is a micro, full-service agency associated with the Sereno Group. We’re
an expert team of top-selling agents and dynamic marketing and finance professionals, ready to assist you with every
aspect of the buying and selling process.
What we offer: Our team members were selected for their finely-honed negotiating skills, ethical standards, and
personable manner. We’re highly accredited and entirely client centered. We support each other and extend premium
marketing, research, and legal services offered by the Sereno Group to each of our clients. We also invest in continuing
education to stay abreast of new technology and legal updates that benefit you.
David Lewis: Team Leader, Seller’s Agent | “David is a consummate professional who always goes the extra mile.”
David formed The David Lewis Group and partnered with the Sereno Group in 2015. He started his
career in real estate as an agent with Coldwell Banker 15 years ago and has consistently earned top
rankings and distinguished achievement awards. Prior to real estate, David owned a small business
that catered to Fortune 500 and 100 companies throughout Silicon Valley. He’s highly regarded by
his colleagues as an expert negotiator adept at identifying high value buyers. David and his wife,
Margaret, raised three children in Santa Clara County and are invested in the community they’ve
called home for 20 years. They enjoy spending time together in this unique region and David passes
his spare time organizing community events, coaching youth sports, weightlifting, jogging, and
surfing. He is a graduate of Long Beach University.
Kitty Costello: Buyer’s Agent | “Kitty made the process as painless as it could possibly be.”
Kitty brings a unique understanding of the relocation process to The David Lewis Group. She has lived
all over the country with her husband and two daughters and knows firsthand the stressors and
logistics of a home sale, purchase, and move. Kitty has true empathy for the adjustments required to
make such an involved change and is committed to remaining a great resource for clients well past
the transaction. She also brings a background in design and art. Her clients benefit from her fresh
perspective on house verses home and how to achieve the latter. After settling in California several
years ago, Kitty transitioned from a career in home design, flowers, and event planning to real estate.
Her strong and efficient work ethic made the transition an easy one. Real estate combines her passion
for design with her gift for helping people through transitions.

Meet Our Team cont.
Shannon Wagner: Buyer’s Agent | “?”
Shannon is a life-long resident of Silicon Valley and holds a deep appreciation for the wonderful
attributes this region offers. She grew up in Cupertino, resided in Santa Cruz, and settled in Los Gatos
with her husband and children. She graduated from San Jose State University and spent 20 years in
corporate finance and investor relations. Real estate was a natural transition for Shannon. She brings
top-quality, detail-oriented attention and service to her clients. She listens intently and focuses on
gaining a clear understanding of their priorities, expectations and goals. Shannon is adept at guiding
her clients through the real estate process by tailoring representation and assuring they are confident
in the decisions they make and pleased with the results at the end of the transaction. She values the
relationships established during the process and enjoys the long-term friendships that continue
afterward.

Ty Doughty: Buyer’s Agent | “?”
Ty is a second-generation Los Gatos native. While studying civil engineering, he discovered he had a
talent for sales and pursued his real estate license. He knows how to spot a good deal. Ty brings a
forward-thinking mindset and keen understanding of the latest technology. His motivated, energetic,
and innovative methods benefit The David Lewis Group’s agents and clients, alike. He is reliable and
identifies strongly with Sereno Group’s mission to bring back the personal and trusting side of the real
estate industry.

Julie Clothier: Escrow Officer, First American Title Company | “issues were dealt with quickly, and always
with good humor and class.”

Julie understand the complexities of real estate transactions. She began working in the escrow and
real estate field in 1984 in Chicago, Illinois. Over her three-decade career, she has gained the
experience and knowledge necessary to provide a smooth and successful escrow transaction. She
combines a strong work ethic with a service oriented philosophy and prides herself on giving excellent
service to every client. Going above and beyond has been the key to Julie’s successful career.

Meet Our Team cont.
Grant Michels: Senior Mortgage Planner, Silicon Valley Capital Funding | “?”
Grant has a proven track record of providing the highest level of service while closing loans on time
for his clients and obtaining the lowest rates in the marketplace. Born and raised in San Jose, Grant
graduated from CSU Chico with a degree in finance and spent 20 years working in high tech
corporate finance. He leveraged his years of customer service and finance experience in his
transition to mortgage planning and became a top producer with his company. Her is married with
two sons and lives in Almaden Valley.

Debbie Michels: Marketing Assistant | “?”
Debbie is the marketing pro behind the scenes. She joined The David Lewis Group in 2010 and
brings expertise and enthusiasm. She’s an alumna of U.C. Irvine and spent her early career in hightech communications with agencies and corporations. Born and raised in San Jose, Debbie currently
lives in Almaden with her husband of 20 years and their two sons. She enjoys travelling,
volunteering in the community, reading, theater, and watching her sons play sports.

Our Value Proposition – Why We’re Different
1. Referral Based Business – Our primary source of new business comes from referrals from people who
know, trust, and respect us. We don’t spend excessive time and energy prospecting for new clients and
promoting ourselves. Consequently, we can focus our time and resources on the tasks that benefit you
most. You can count on us to deliver truly exceptional service.
2. Strong and Creative Negotiating Strategies – We take the job of selling your home seriously. We know you
want to net the greatest amount of money. We treat your money as if it were our own and employ
negotiating techniques to help you get the best price and terms possible.
3. Balanced Workload – Most agents work with as many clients as they can at one time and often confuse
important transaction details between clients. We don’t. To better serve our clients, we only work with 3-5
motivated sellers at a time.
4. Teaching Style - Selling a home is a complicated process of marketing, advertising, and negotiation. It
involves many different steps and a lot of paperwork. We’re good at interpreting this process and will
make sure you’re comfortable and informed every step of the way. We encourage you to ask as many
questions as needed.
5. Communication – We call weekly to inform you of any new competing listings or sales. We also provide
feedback and regular progress updates on the sale of your home. This way, you stay up-to-date.
6. Team Approach – We serve our clients as a team. We have administrative and marketing personnel as
well as dedicated buyers’ agents in the event you will be purchasing a replacement home in the area.
Working as a team gives us more time and resources to devote to you and the sale of your home.
7. Market Knowledge – We actively study the market every day and track trends and current sales. As a
result, we can confidently advise you on how to maximize the return on your investment.

Our Proven Results
Track Record – David has been a licensed agent for 15 years and his status as a top producer has consistently
landed him in the top 5% of agents nationwide. Cumulatively, The David Lewis Group team has over 25 years
of real estate experience. We have experienced several real estate cycles and have adjusted our business
practices accordingly.
Past Performance – Results matter. Each year we sell 35-40 homes. On average, our listings sell within 13
days for 10% over asking price. In many cases, they are sold “As-Is,” without contingencies.
Below are just a few of our results
1. 16237 Roseleaf
2. 2153 Blossom Valley Drive
3. 15560 Blossom Hill Road
4. 1914 Crestmont
5. 2321 Quail Bluff
6. 2397 Hecate Court
7. 5465 Drysdale Drive
8. 5374 Southbridge Court
9. 5653 Drysdale Drive
10. 4380 Clearpark Place
11. 215 Sherry Court
12. 1667 Clovis Avenue
13. 2439 Azevedo Parkway
14. 5562 Amby Drive
15. 1266 Avalon Drive
16. 1565 Carl Avenue
17. 233 Martinvale Lane

Sold for $1,675,000
Sold for $1,210,000
Sold for $1,225,000
Sold for $1,215,000
Sold for $1,488,000
Sold For $1,050,000
Sold For $1,115,000
Listed for $749,000
Listed for $749,000
Listed for $579,000
Listed for $599,000
Listed for $749,000
Listed for $649,000
Listed for $849,000
Listed for $949,000
Listed for $649,000
Listed for $625,000

Sold For $835,000 in 12 days
Sold For $871,000 in 12 days
Sold For $620,000 in 12 days
Sold For $625,000 in 35 days
Sold for $875,000 in 11 days
Sold for $711,000 in 11 days
Sold for $970,000 in 11 days
Sold for $959,000 in 9 days
Sold for $730,000 in 12 days
Sold for $640,000 in 11 days

Multi-Point Marketing Plan
The key focus of our marketing plan is to obtain maximum exposure for your property in the marketplace.
While most agents rely solely on the Multiple Listing Service (MLS) and open houses, we implement a variety
of strategies to market your home.

We will:
1. Price your home competitively and expertly.
2. Submit your home to Multiple Listing Service (MLS) and email you a copy for your approval.
3. Submit copies of your listing to Sereno Group’s sales personnel, which includes over 65 agents with
buyers waiting for listings.
4. Promote your property through the larger Sereno Group Bay Area network of over 260 agents.
5. Promote your home to the top agents in the area outside of Sereno Group.
6. Develop a comprehensive list of your home’s features and benefits for cooperating agents to use with
their potential buyers.
7. Suggest changes necessary to make your property more saleable and advise on which changes will
ultimately net you more money.
8. Use our database to contact over 350 prospective leads.
9. Network with centers of influence and past clients to secure referrals to prospective buyers.
10. Market your property 24 hours a day on multiple websites. A prospective buyer can learn about your
property anywhere, any time. Sites will include realtor.com; trulia.com; and zillow.com, to name a few.
11. Invite buyer agents on the team to preview property within the first week.
12. Ensure all prospective buyers are pre-qualified with a lender.
13. Promote your home to showing agents and point out all the features and benefits.
14. Promote your property to agents nationwide through a national network of over 6,000 agents.
15. Contact 200+ potential buyers in your surrounding area by mail, notifying them of your property.
16. Hire a professional photographer to take color photos of your property. We will use these to market
your property through our website, our color brochure, and in a customized virtual tour/website.
17. Source buyer leads from the multiple referral companies The David Lewis Group subscribes to.
18. Provide exposure through a professionally installed sign and lock box.
19. Coordinate with the cooperating buyer’s agent, mortgage company, and title company once your
property is in contract. We will also arrange inspections, and coordinate the appraisals.

Our Marketing Plan in Action
During the Listing Period

During the Offer Process

•
•

•
•
•

•
•
•
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•
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•
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•
•
•
•
•
•
•
•

Research legal description of property
Research all comparable currently listed properties, pending,
and previous sales activity
Order property profile
Open escrow and review title report
Review current appraisal if available
Review property profile
Check financing alternatives
Design marketing plan
Plan goals of marketing campaign and create a plan of action
Review current loan information verified by Title Company
Verify local schools
Obtain copy of required by-laws (if condo)
Determine Homeowners’ Association services offered (if condo)
Order and install ‘For Sale’ sign
Install brochure box
Note property inclusions and amenities
Order and create virtual tour
Schedule professional photos
Prepare marketing brochures
Put marketing brochures in brochure box
Mail out “Coming Soon” cards
Mail out “Just Listed” cards
Place Open House ad in newspaper
Set up feedback program
Deliver new brochures to property as needed

After an Offer Is Made
•
•
•
•
•
•
•

Contact selling agents to discuss buyer’s qualifications
Review offer with all parties
Review all responses
Present all forms required to complete the sale
Accept, amend, or counter offer
Deliver signed offer to selling agent
Change status on MLS to sale pending
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•
•
•
•
•
•
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•
•
•
•
•
•
•
•
•
•
•
•

Get copies of contract to selling agent
File copies of contract
File original documents with agent
obtaining offer
Deposit earnest money in escrow
account
Email copies of contract, addendum,
and counters to lender
Follow loan processing through to
underwriter
Contact lender weekly to track
processing
Deliver copies of contract to the title
company
Provided home warranty for closing (if
applicable)
Coordinate home inspection
Review the home inspection results
Negotiate payment and completion of
required repairs
Confirm closing date
Schedule closing time with the title
company
Schedule closing time with lender and
buyer
Schedule final walk thru for buyer
Request closing figures from the title
company
Receive and review closing figures
Forward closing figures to buyer/seller
Request closing documents
Review closing documents
Forward closing documents to seller as
requested
Oversee the entire closing process
Coordinate the closing with your next
purchase

How Market Value is Determined
The market value of your home is determined in several ways.
The market value of your home is not:
1. What you have invested in the home
2. What you need out of it
3. What you want
4. What it appraised for
5. What you heard your neighbor’s home sold for
6. What the tax assessor says it’s worth
7. How much it’s insured for
8. Based on prices of homes where you are moving
The true market value of your home is…what a buyer is willing to pay for the property:
1. Based on today’s market
2. Based on today’s competition
3. Based on today’s financing
4. Based on today’s economic conditions
5. Based on the buyer’s perception of the condition of the property
6. Based on the location
7. Based on normal marketing time
Property’s that sell in today’s market:
On a scale of 1-10, “10”s are the ones selling. How can your property be a “10?”
1. By improving the condition dramatically
2. By offering good terms
3. By improving the way the home shows
4. By adjusting the price
As you advance through your marketing period, you may observe some warnings:
Realtor elimination – if the realtors are not previewing it and do not show it, they are eliminating it.
Buyer’s elimination – if it is being shown with no results, the buyers are finding better properties to buy and
they are eliminating the property.

Preparing Your Home for Sale
As top producing agents, we preview and tour homes on a daily basis. While touring these homes, we see
what other sellers have done to prepare their homes for sell. We also observe what properties are selling and
which ones are not. We combine that with current housing trends to help you maximize the value of your
home by recommending minor repairs and improvements. Our goal is to help sell your property for the
highest price possible.
We will provide you access to a list of the most reliable and dependable home improvement workers in the
marketplace should you need assistance with any repairs

Client Testimonials
He was there from the very beginning to help us put our list together of things that had to be done to be ready
for the open house. David Lewis was so helpful when we had to sell our mother’s house. He conducted the
open house, helped us review all the offers and even attended the sign off to answer any questions. We are
very happy with all that David helped us with to get through this process. We would most definitely use David
again for the sale or purchase of a home in the future. Victor & Sherice Saldivar 408-313-4008
He answered my phone calls and treated me like I was his only client. I found David to be very down to earth
and to take the time to answer any questions I had. To him no question was silly. This was my first time selling
a house and David led me through the process extremely well. He told me what I should fix or change to help
it sell fast. He kept me updated on things, like how many people came to the open house or how many had gone
through the house with their realtor. I would not hesitate to recommend him. He knows what he is doing and
takes great pride in his work. Linda Gima 408-655-8464
He always returns calls, is always professional, personable and patient. David has helped me buy and sell two
homes. He is very knowledgeable and responsive. He keeps contact with his prior clients and always goes out
of his way to help with any needs. I bought my last home 6 years ago and David still checks up with me to see
how I am doing and if I need anything. He is an excellent real estate agent and I highly recommend him. Erika
Smith 813-336-9912
From our first conversation, you demonstrated why you're one of the best. I made a great decision in calling
you to sell my mother’s home. You took over right away with a plan to get my mother’s home sold and executed
it flawlessly. I comfortably sat back and watched you work. I couldn't be happier with the experience. Thanks!
Eric & Cheryl Ersepke 408-644-0142
He was there every step of the way! David helped us prepare and sell our father’s home after he passed away.
He walked through the home with us and advised us where the best use of our money would be. He
recommended great workers for all the many jobs we needed done. He opened up the home for repairmen,
cleaning ladies and PG&E when needed. He met with us several times along the way to get everything ready to
sell. When the home was ready, he met with us again to help us set the price using his knowledge of the area
and market. We placed the home on the market and with his careful advertising we had over 100 groups of
people go through it in a 10-day period. We were offered more than we asked and the home was sold 12 days
after he put it on the market. Craig & Becky Parker 408-807-7552

Meeting Preparation
In preparation for our meeting, we ask that you complete the questions below to help us better serve you:
Tell us what is important to you
Your Home and Neighborhood
1.
Which features of your home and/or neighborhood do you feel should be included in advertising your
home?

2.

Any features you would rather not see advertised?

Your Real Estate Agent
1.
What qualities are you looking for in a Realtor?

2.

What does excellent customer service look like?

Your Home’s Value
1.
What do you think your home is worth in today’s market?

2.

How much were you hoping to net after all expenses?

Property Feature Sheet
If I were the buyer of your property, what are the features that would excite me the most?
Property Owner:
Property Address:

1.
2.
3.
4.
5.
6.
7.
8.
9.
10.

