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PROFESS IONAL PROF ILE

Mike Nichols 
Exp Realty 

Born and raised in the Sacramento area, Mike 
has a deep knowledge of our unique areas and 
the best neighborhoods, ensuring him as your 
trusted resource for home selling, buying, and 
investing needs. In his market center, Mike has 
been in the top 5 realtors with properties sold 
and overall sales volume. He has received the 
prestigious 2015 and 2016 Masters Club Award 
and is a leader in our area with marketing and 
technology. Mike Nichols utilizes innovative 
marketing strategies no one else in our area is 
using. By staying ahead of the game with 
unique systems and technologies, combined 
with his determined work ethic, he will ensure a 
quality experience that delivers results for each 
client. 
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Direct: 916.804.9075 |EFax: 916.241.8986 
Email: mike@nichols-realty.com  | Website: www.nichols-realty.com 

Bre No. 01951587



MARKETING STRATEGY:I N T E R N E T  M A R K E T I N G



Active Buyers: 
I have a personal database of over 10,000 buyers who are 
actively looking for homes, each listing I have gets sent out 

to these potential buyers that may be an immediate 
match for us. I also reverse prospect our MLS system for 

other buyer’s and agents who are actively looking for your 
type of home. 

Mailers: 
I send out “just listed” mailers to homeowners in the area 
that may have family, co workers or friends that want to 

move to the area.  

Open houses: 
I have open houses at your home to ensure that buyers 
who are unable to view your home (due to schedule or 

otherwise) are able to view it and submit offers if they are 
interested 

Social Media Marketing: 
I pay for advertisements specifically for your home on 

social media, on apps and other unique systems to bring 
buyers to your home and generate interest

M a r k e t i n g



P r o f e s s i o n a l  P h o t o g r a p h y  B y :  
K M 3  M e d i a



S O C I A L  M E D I A



S TA G I N G

We want your home to be 
shown in the best possible light 
to prospective buyers to get 
you top dollar in the shortest 
amount of time. 

We will create a warm and 
inviting environment focusing 
on the best architectural 
features and selling points of 
your home.



M A R K E T  S TAT I S T I C S  &  T H E  
H O M E  S E L L I N G  P R O C E S S



VA L U E  O F  W E B S I T E S

What are buyers looking at 
online?



Reviewing Offers: Financing through big banks 

Most of the largest banks in the country have strict lending 
guidelines making the qualification process more challenging. 
Also, with these additional guidelines, we often see delays that 

slow down the escrow. We want to take precautions when 
reviewing these as time maybe a concern. 

Attachments: What stays, what goes? 

If an item is connected to the wall in a way that will damage 
when removed, this is considered attached and not an item 
we can remove unless clarified with the buyer and properly 
removed. The best way to avoid all confusion is to remove 

these items before we go on the market. This way the buyer’s 
will see whats included and not in the first showing. 

Showings: 
I always want the showings scheduled with yourself. At times I 

may not be accessible in a timely manner and we do not want 
to lose any opportunities to show your house. Your information 
is not displayed publicly and we can arrange that the buyers 

agent call or text you directly in advance.  

G e n e r a l  S e l l i n g  
I n f o r m a t i o n



Prepare For Inspections & Appraisal: 
- Make sure that all areas are accessible, 

including crawl spaces and attic accesses 

Request For Repairs: 
- Buyer will request that we repair, fix or credit for 

any concerns or issues discovered during 
inspections 

- Negotiate the best scenario for you as the 
seller 

Removal Of Contingencies: 
- Buyer removes inspection and appraisal 

contingency 

Loan Contingency: 
- Loan is approved & underwriting is completed 

Sign Documents: 
- Sign loan documents and final closing 

statements 

Loan Funding: 
- Lender sends funds to escrow company 

Record/Transfer Title & Closure Of Escrow: 
- Deed is recorded by county recorder’s office 

- Buyer receives keys 

Initial Consultation: 
- Define agency relationship 

- Determine needs and wants 
sign listing agreement 

Home Preparation: 
- Clean and organize home for pictures and any 

additional staging 
- Pre market your home with other agents 

-Review and prepare disclosures 
-Make list of all upgrades and improvements 

Go Live On The Market: 
-Review final listing 

-Send out marketing 
- Prepare for showings/open house 

Receive & Negotiate offers: 
- Let me negotiate & get the best offer for your house 

Pre-Opened Escrow: 
- Escrow officer will order Preliminary Title Report and send 

copies to both agents and buyer’s lender 
- Buyer to deposit earnest money into escrow account 

within 3 business days 

T h e  H o m e  S e l l i n g  
P r o c e s s



Inspection Contingency: 

If the buyers have an inspection report come back 
with issues that they are not willing to proceed with 

they can cancel the contract. They do have an 
opportunity to ask us as the seller to make repairs. 

Appraisal Contingency: 
If the appraisal comes in over value, the buyer will not 

pay an additional amount, we will remain at our 
original offer price. If the appraisal comes in below 

our offer price then the buyers can negotiate with us 
to decrease the offer price. Sometimes we can 

negotiate and have them come in with the 
difference out of pocket. 

Loan Contingency: 
If the buyers run into an issue with financing before 
we close and are not able to obtain the loan they 

originally planned to, then they will cancel out 
contract.

C o n t i n g e n c y  



P R I C I N G



P R I C E  R I G H T  –  AT T R A C T  B U Y E R S

• Pricing your property 
competitively will generate 
the most activity from 
agents and buyers. 

• Pricing your property too 
high may make it necessary 
to drop the price below 
market value to compete 
with new, well priced 
listings.



P R I C E D  A H E A D  O F  T H E  M A R K E T



P R I C E D  A H E A D  O F  T H E  M A R K E T



P R I C E  R I G H T  –  T I M E  O N  T H E  M A R K E T  W O R K S  A G A I N S T  Y O U  



W H AT  S E L L S  –  R I G H T  P R I C E

• To get your home sold for 
the most money in the least 
amount of time, we have to 
price it  “in the market”. 



P R I C E  C O M P E T I T I V E L Y  –  T H E  F I R S T  3 0  D A Y S  A R E  C R I T I C A L  



Agent Fees: 
The fee is paid to both the listing agent and the 

buyers agent at the close of escrow. If we do not 
close escrow, nether agent is paid. 

Costs of buying a home that we may encounter 
when selling 

Closing Costs: 

These are typically paid or split with a buyer but can 
be requested in an offer that the seller pay all items. 
These include lender fees, transfer fees, escrow fees, 
title insurance, homeowners insurance, and prorated 

taxes that are needed to close. These range from 
2.5-3% of the purchase price of the home. If a buyer 
requests we pay these items I will negotiate to have 
either the overall offer price increased or having the 

buyer pay these items. 

C o s t s  O f  S e l l i n g  A  H o m e



Agent Fees: 
The fee is paid to both the listing agent and the 

buyers agent at the close of escrow. If we do not 
close escrow, nether agent is paid. 

Te s t i m o n i a l s

Please also see my other views 
on Zillow.com and Truila.com  


