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With more buyers coming to market this spring, here are the top three reasons you may want 
to consider selling your house and making a move this season. 

1. First-Time Homebuyer Demand Is High

In the latest Housing Trends Report, the National Association of Home Builders (NAHB) 
measured the share of adults planning to buy a home over the next 12 months. The report 
indicates the percentage of all buyers who will be first-time buyers looking to purchase a home 
grew from 53% in Q4 2018 to 63% in Q4 2019.

The results reveal:

“Millennials are the most likely generation to be making plans to purchase a home within 
a year (19%), followed by Gen Z (13%) and Gen X (12%)…Geographically, 12% of 
respondents in the South and West are prospective home buyers, slightly ahead of the 
Northeast (10%) and Midwest (9%).”

With a high demand from first-time homebuyers and a shortage of inventory in the current 
housing market, especially at the entry level, selling your house this year might be your best 
move. Why? Because when homebuyers begin their search, they’re not all looking for new 
construction. Many are eager to find a little charm and character in a place to call home –
possibly yours.

Why This Year Is a Great Time to Sell
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In fact, according to the same study, there's a significant demand for existing homes:

“In terms of the type of home these prospective home buyers are interested in, 40% are 
looking to buy an existing home and 19% a newly-built home. The remaining 41% would 
buy either a new or existing home.”

With showing activity up among buyers and more new construction coming to market, as a 
homeowner, you can sell your house now and move up into a new one or downsize into a 
home that better fits your current and ever-changing needs.

2. Mortgage Interest Rates Are Low

The Primary Mortgage Market Survey from Freddie Mac indicates that interest rates for a 
30-year mortgage have fallen since November 2018 when they reached 4.94%. In February of 
2020, they hit the lowest level in three years (3.45%). In their latest forecast, Freddie Mac also 
notes how mortgage rates are expected to remain low, leveling out to an average of 3.8% 
this year.

If you’re worried about losing a great rate you may already have on your current mortgage, 
don’t sweat it. Locking in at today’s low rate may allow you to get more for your money on 
your next home, whether you choose to move up or downsize.

3. Inventory Is Low, Especially at the Entry-Level

Inventory is a hot topic in the market today. According to the National Association of Realtors 
(NAR), “housing inventories are at the lowest levels for January since 1999.” The good news is, 
as a homeowner, this shouldn’t scare you at all. New construction is starting to ramp up after 
years of slowing builder activity, and inventory at the upper-end is in a buyer’s market, making 
it a great time for you to move into a new home. 

A good rule of thumb is to sell something when there’s less of that item for sale and the 
greatest number of buyers are in the market. That’s exactly what’s happening today.

Bottom Line

Not all buyers are looking for a newly built home, and your house may be high on an eager 
buyer’s wish list. If you’re ready to take advantage of low mortgage rates and a high demand 
for your house, let’s get together to start the process for you and your family.
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Home prices have been increasing for 95 consecutive months, according to the National 
Association of Realtors. If you’re a homeowner, whether you’re looking to move up or 
downsize your living space, an increase in value is great news, as you’ve likely built 
significant equity in your home.

How to Use Your Home Equity

For move-up buyers, the typical pattern for building financial stability and wealth through 
homeownership works this way: you buy a house and gain equity over several years of 
mortgage payments and price appreciation. You then take that equity from the sale of your 
house to make a down payment on your next home, and then repeat the process.

For homeowners ready to downsize, home equity can work in a slightly different way. What 
you choose to do depends in part on your goals.

According to HousingWire.com, for some, the desire to downsize may be related to retirement 
plans or children aging out of the home. Others may choose to live in a smaller home to save 
money or simplify their lifestyle in a space that’s easier to clean and declutter. The reasons can 
vary greatly, and even by generation.

Those who choose to put their equity toward a new home may be able to make a substantial 
down payment or even buy their next home in cash. This is incredibly valuable if your goal is to 
have a minimal mortgage payment or none at all.

Moving? Equity and Low Mortgage Rates 
Are on Your Side This Year
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A local real estate professional can help you evaluate your equity and how to use it wisely. If 
you’re planning to move, keep in mind that the experts are forecasting home price 
appreciation in 2020, which could influence your choices.

The Impact of Low Mortgage Rates

Mortgage rates are also expected to remain low throughout 2020 at an average of 3.8% for a 
30-year fixed-rate loan, making moving into a new home right now very desirable. Low 
mortgage rates can offset price hikes and increasing appreciation, so locking in while rates 
are low will be key. 

When rates are low and you also have equity to put into your next home, you may be in a 
better position than you think when it comes to making a move into your dream home. The 
combination of leveraging your growing equity and capitalizing on low rates could make a big 
difference in your housing plans this year. 

Bottom Line

If you’re planning on making a move this year, the twin trends of low mortgage rates and 
rising home equity can kickstart or boost those plans in the right direction.
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For many Americans, buying a home is the first taste of achieving part of the American dream. 
There's a sense of pride that comes along with building your family’s wealth through your 
monthly mortgage payment.

It may seem hard to imagine that the first home you purchased (which made your initial dreams
come true) might not be the house that will allow you to achieve the rest of your dreams. The
good news is, it’s okay to admit your house no longer fits your needs.

According to CoreLogic, prices in the starter-home market have appreciated by 5.9% year-
over-year. At the same time, inventory in this specific category closed 2019 with a 3.4-month
supply (down from 3.9 months in December 2018, which is the most recent data available).

These two statistics are directly related to one another. As inventory has decreased and 
demand has increased, prices have been driven up.

This is great news if you own a starter home and are looking to move up to a larger home; the 
equity in your house has likely risen as prices have increased. Even better is the fact that 
there's a large pool of buyers out there searching for the American dream, and your house 
may be exactly what they’re after.

Bottom Line

If you’ve outgrown your starter home, let’s talk about market conditions in our area so we 
can make your move-up dreams come to life.
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The housing market has started off much stronger this year than it did last year. Lower 
mortgage interest rates have been a big factor in this change. The average 30-year rate in 2019 
as reported by Freddie Mac was 3.94%. We are now closer to 3.5%. 

The Census Bureau also just reported the highest homeownership rate for people under 35 
since 2014. This is evidence that owning their own home is becoming important to Millennials 
as they reach the age where marriage and children are part of their lives. 

According to the latest Realtors Confidence Index Survey from the National Association of 
Realtors (NAR), buyer demand across the country is strong. That’s not the case, however, with 
seller demand, which remains weak. Here’s a breakdown by state:

Demand for housing is high, but supply is extremely low. NAR indicates the actual number of 
homes currently for sale stands at 1.42 million, which is one of the lowest totals in almost 
three decades. Additionally, the ratio of all existing homes for sale to the number purchased is 
3.1 months of inventory. In a normal market, that number would be double that at 6 months 
of inventory.

What does this mean for potential sellers?

If you’re thinking of selling, you may not want to wait until spring to put your house on the 
market. With demand so high and supply so low, now is the perfect time to sell for the 
greatest dollar value and the least hassle. 

Bottom Line

The real estate market is entering the spring like a lion. There’s no indication it will lose 
that roar, assuming inventory continues to come to market.

Thinking of Selling? Now May Be the Time
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Selling in a COVID-19 World

My team and I wanted to let you know that your health and safety are our utmost concern as the recent “Safer 
at Home,” executive order has declared Real Estate services as “Essential Business.” Meaning Realtors, 
Lending, Inspectors, etc. can remain open for business! We are committed to supporting our clients through 
this challenging time and taking extra precautions to keep everyone as safe and healthy as we can.  

For Sellers, we are ramping up our virtual selling experience to limit face-to-face contact.  I will still need to do a 
physical walkthrough of your property before listing and will assist you with staging, as required.  We will 
communicate through phone, text, email and via virtual meetings by using Zoom or some other video 
conference application. Included in our marketing package, we will have 3D virtual touring and professional 
photos of your property and conduct a virtual open house to limit the amount of showing requests.  We will 
share as much information that we can online to buyers and will ensure that the buyers are preapproved before 
previewing your home. 

Once a pre-approved buyer interested in viewing your property, the showing line will go over the list of 
precautions that they’ll need to take to keep you and your family safe, and we will have signs hanging up on 
your behalf indicating the following.

Precautions Noted:
•People exhibiting cold/flu-like symptoms will not be allowed to view the home
•Only two of the decision-makers will be allowed to preview the home
•Only one showing per time slot
•Everyone must wash their hands immediately upon entering the property
•Only the showing agent can open and close doors, cabinets, etc. and by doing so with a paper towel
•All lights shall remain on unless the property is vacant (to help touching limitation) 

We are here to help. I consider this a responsibility and a privilege to work with you and to keep you safe. 
Sharing with you this information, along with any other information related to your safety, is a top priority for us.

Our team remains committed to providing you with continuity in your needs for your current home, the new 
home your searching for, and/or to be able to refer you to one of our mortgage brokers on the team for any 
lending needs. 

To avoid any inconvenience, we encourage you to visit our website (https://teamlahti.com) to continue 
communicating with us, along with having access to your VIP Home Search.

https://teamlahti.com/
https://teamlahti.com/


COVID-19 SHOWINGS FOR OWNER OCCUPIED HOME
***PLEASE READ BEFORE ENTERING***

Due to concerns about COVID-19 and as a courtesy to all parties, please do not 
enter the home if you exhibit cold/flu-like symptoms or have been exposed to 

the virus. 

Preapproval letter must be sent to the listing agent prior to the showing.

Only 2 decision makers with their showing agent are allowed at a showing. 
Any others need to be approved by seller. 

Do not enter if another showing group is in the home. Please take a tour 
around the outside and yard or remain in your vehicle until they have 

completed their showing.

Showings are to be completed in less than 30 minutes. 

Everyone must wash hands immediately upon entering. 

Only the showing agent can open and close any doors, cabinets, etc. using a 
paper towel while wearing gloves. Buyers should not touch any surfaces. 

Do not leave business card. 

Leave all lights on. 

Thank you for your cooperation!
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In today’s fast-paced world where answers are just a Google search away, there are some who 
may question the benefits of hiring a real estate professional. The truth is that the addition of 
more information can lead to more confusion.

Shows like Property Brothers, Fixer Upper, and dozens more on HGTV have given many a false 
sense of what it’s like to buy and sell a home.

Now more than ever, you need an expert on your side who’s going to guide you toward your 
dreams and not let anything slip through the cracks. Buying or selling a home is not 
something you should DIY (Do It Yourself)!

Here are just some of the reasons you need a real estate professional in your corner:

There Are Quite a Few Steps to Navigate in the Process

There are over 230 possible steps that need to take place during every successful real estate 
transaction. Don’t you want someone who has been there before, someone who knows what 
these actions are, to ensure you have a positive buying and selling process?

You Need a Skilled Negotiator

In today’s market, hiring a talented negotiator could save you thousands, perhaps tens of 
thousands of dollars. Each step of the way – from the buyer submitting an original offer, to the 
possible renegotiation of that offer after a home inspection, to the potential cancelation of the 
deal based on a troubled appraisal – you need someone who can keep the deal together until 
it closes.

Having a Professional on Your Side Makes
All the Difference
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You Need to Know What the Home You’re Buying or Selling is Worth in Today’s Market

There’s so much information in the news and on the Internet about home sales, prices, and 
mortgage rates; how do you know what’s going on in your local area? Who do you turn to in 
order to competitively and correctly price your home at the beginning of the selling process? 
How do you know what to offer on your dream home without paying too much or offending 
the seller with a lowball offer?

Dave Ramsey, known as the financial guru, advises:

“When getting help with money, whether it’s insurance, real estate or investments, 
you should always look for someone with the heart of a teacher, not the heart of 
a salesman.”

Hiring a real estate professional who has a finger on the pulse of the market and is eager to 
help you learn along the way will make your experience an informed and educated one. You 
need someone who’s going to tell you the truth, not just what they think you want to hear.

Bottom Line

Today’s real estate market is highly competitive. Having a professional who’s been there before 
to guide you through the process is a simple step that will give you a huge advantage. Let’s 
make it happen together.
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Laura Lahti epitomizes integrity, energy, hard work and creative service in every detail 
of your real estate transaction. Laura started off working as an administrator at real 
estate brokerage in 2009 and a couple months later she became a REALTOR®. Laura 

has a decade of experience, growth, and learning that she thanks to her exceptionally 
loyal clientele, friends, personal referrals and repeat business form the foundation of 

Laura’s career. 

Laura enjoys spending time with her husband Jeff, daughter Keona, and Wattly their 
English Bulldog. Laura loves DIY/ home remodels, crafting, traveling, and spending 

time with those closest to her. On top of all things Laura dedicates herself to be 
available for others, Habitat for Humanity, Sun Prairie Lions Club, Sunshine Club are 

just a few organizations she volunteers her time with. 

About Team Lahti
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To ensure efficient, complete service for you, Team Lahti consists of associates have 
been carefully selected from the very finest agents, mortgage brokers, contractors and 

title companies in the business to form a close-knit “family” offering seamless 
assistance to you for every aspect of your home purchase or sale. Laura’s team is 

persistent, motivated to get the answers, they’ll fight tooth and nail, and communicate 
with those in an honest, forthright manner without sugar coating it.



WHY WORK 
WITH AN SRS?

EXPERIENCE COUNTS. CREDENTIALS MATTER.

The  SRS  designation  is  a  professional  credential  recognized  

by  the  National  Association  of  REALTORS®. 

 

An  SRS  has  completed  advanced  specialized  training  in  

seller  representation .

LEARN MORE AT WWW.REBINSTITUTE.COM



A N  S R S  I S
a trained seller client 
advocate who knows the 

importance of your specific 

needs and will guide you 

through each step of the 

selling process.

A  M E M B E R  O F  A N  
E X C E P T I O N A L  G R O U P  O F  
T R A I N E D  S E L L E R  A D V O C A T E S

you can feel confident working with an SRS
C O N F I D E N C E .  T R U S T .  E X P E R I E N C E .

what you can expect
A N  S R S  I S
uniquely qualified to exceed
your expectations and build
your trust.

A N  S R S  I S
extensively trained in a variety 

of marketing methods to 

uniquely promote your 
property to the widest range 

of prospective buyers.

A N  S R S  C O N C E N T R A T E S
their efforts on your ultimate
goals to ensure you are the
center of the transaction.

A N  S R S  K N O W S  
the importance of staging your 
property for best results. 

Staging, along with accurate 

pricing, will attain your desired 

results in a timely manner.

A N  S R S  H A S
a keen understanding on how
to collaborate with a variety
of cooperating agents of all
skill levels to ensure you get
the best buyer.

A N  S R S  U N D E R S T A N D S
that negotiation skills are 

critical to a successful 
transaction and will 
ensure you receive the best 
possible outcome during 

negotiations of sale.

A N  S R S  A D H E R E S  
to the highest level of
professional ethics and
business practices in
delivering 'client level'
services with integrity.
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Please gather the following prior to the Marketing Proposal: 

 
1. Prior Title Policy.  This will be in the folder from your previous closing.  It will be from the title 

company you closed at and say “policy” in the title i.e.: “Homeowner’s Policy.”  If you can’t locate, I can 
assist if you have your closing folder.  It will save you $100 on closing costs. 

2. Exterior Photos: Of lot, landscaping, garden, etc. 
3. Brochures/Manuals: For appliances and major systems (furnace/AC) 
4. Floor plan: If available 
5. Transferrable Warranty Info 
6. Mortgage Statement 
7. Recent Appraisal: If available 
8. Receipts for improvements: Please list out improvements & dates completed, contractor(s) used and if 

permits were pulled on “Additional Info” pdf.   
9. Things you will miss: Of things you enjoyed about the property and neighborhood/reason you 

purchased 
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________
__________________________________________________________________________________ 

10) Three things you would change about the house you are in: 
• ___________________________________________________________________ 
• ___________________________________________________________________ 
• ___________________________________________________________________ 

 
11.  What has you wanting to move now:  
_______________________________________________________________________________________ 

 
12. What are the most important qualities you are looking for in a Realtor/Marketing 
Consultant?__________________________________________________________________
__________________________________________________________________________
__________________________________________________________________________ 

Seller Intake Questionnaire 
 

 



When listing your house, your top goal will likely be to get the house sold for the best price 
possible. There are many small projects you can do to make sure your house is ready to make  
that happen.

10 Tips to Improve the 
Curb Appeal of Your House

 Give your entry a facelift. Try a fresh 
coat of paint or a new front door.

 Landscape your yard. A well-groomed 
lawn shows buyers the house was 
cared for.

 Make sure all exterior lights are 
working. Replace outdoor light bulbs.

 Wash all windows (inside and out). 
Don’t let dirty windows take away 
from a great view! 

 Clean out your garage. Consider 
getting a storage unit to remove any 
non-essential items you want to keep.

 Plant flowers. Depending on the 
climate in your area, you may want to 
add a pop of color around your yard.

 Remove any lawn ornaments you are 
planning to bring with you to your 
new home. 

 Replace a worn-out welcome mat. 
Welcome buyers with a fresh step into 
your house.

 Paint or replace the street numbers 
on your house. Make them more 
visible to potential buyers.

 Power wash outdoor surfaces. Give 
them a ‘like new’ feeling (ex: siding, 
sidewalks, driveway). 

Whether you need a list of great local contractors or recommendations on what to fix 
and replace, let’s get together to make sure your house is ready for a top-dollar sale. 

10 Tips to Make Your House 
Feel Like Home to Buyers

 Clean everything. A clean house will 
allow buyers to picture themselves in 
the space and not be distracted.

 Give every room a purpose. Even if 
you used it as a bonus room, clear 
room identity helps buyers visualize.

 Let the light in. Bright rooms feel 
warm and inviting; dark rooms can 
feel small and gloomy.

 Fix anything that’s broken. Buyers 
will notice and may offer less for your 
house if repairs are required.

 Declutter your house. Thinning out 
your closets and pantry will show how 
much room is available.

 Update paint and carpet. These are 
the top things you can update to sell 
your house faster and for more.

 Organize the kitchen. Pack away any 
non-essentials or small appliances 
and clean all the surfaces.

 Clean up for each showing. Empty all 
trash bins and hide any dirty laundry.

 Fix the doors. Fix any squeaks or 
creaks on interior and exterior doors. 

 Replace light bulbs with new ones. 
Make sure all the switches work 
properly in your house.

How to Prepare Your House for a Winning Sale
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By now, you’re aware of the benefits of working with a real estate professional. However, rising 
home prices coupled with the current inventory in today's market may cause some homeowners 
to consider selling their home on their own (known in the industry as a For Sale By Owner). 
Believe it or not, a FSBO, as it’s candidly called, might not actually be a good idea for 
most sellers.

Here are the top five reasons not to FSBO:

1. Online Strategy for Prospective Purchasers

Studies have shown that 93% of buyers search online for a home. That’s a pretty staggering 
number! Most real estate agents have an Internet strategy to promote the sale of your home. 
Do you?

2. Results Come from the Internet

Where did buyers find the homes they actually purchased?

• 52% on the Internet
• 29% from a Real Estate Agent
• 10% Other
• 6% from a Yard Sign
• 3% from Newspapers

The days of selling your house by putting up a sign in your yard or placing an ad in the paper 
are long gone. Having a strong Internet strategy is crucial.

3. There Are too Many People to Negotiate With

Here’s a list of some of the people with whom you must be prepared to negotiate if you FSBO:

• The buyer, who wants the best deal possible
• The buyer’s agent, who solely represents the best interest of the buyer
• The buyer’s attorney (in some parts of the country)
• The home inspection companies, which work for the buyer and will almost always find 

some problems with the house
• The appraiser, if there is a question of value

Why You Shouldn’t “For Sale By Owner”
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4. It Has Become Increasingly Difficult to FSBO

The paperwork involved in buying or selling a home has increased dramatically as more 
industry disclosures and regulations have become mandatory. This is one of the reasons the 
percentage of people FSBOing has dropped from 19% to 8% over the last 20+ years.

5. You Net More Money When Using an Agent

Many homeowners believe they’ll save the real estate commission by selling on their own, 
but the seller and buyer can’t both save the commission.

A report by Zillow revealed that FSBOs are inclined to do so because they believe it will save 
money (46% cite this among their top three reasons), but they don’t actually save anything, 
and eventually end up listing with an agent.

The same report revealed that:

“While 36% of sellers that (at first) attempted to sell their homes on their own, only 11 
percent of sellers—in other words, less than a third…actually sold without an agent.”

It appears working with a real estate professional is the best answer.

Bottom Line

Before you decide to take on the challenges of selling your house on your own, let’s get 
together to discuss your needs.
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In today’s real estate market, setting the right price for your house is one of the most 
important things you can do.

According to CoreLogic’s latest Home Price Index, home prices nationwide increased year-
over-year by 4%. By this time next year, CoreLogic predicts home prices will increase by 5.2% 
on a year-over-year basis.

It’s important to realize that pricing your house a little over market value to leave room for 
negotiation will dramatically decrease the number of buyers who see your listing (see below):

Instead of trying to ‘win’ the negotiation with one buyer, you should price your house so 
demand for it is maximized. By doing so, you won’t be negotiating with one buyer over the 
price. Instead, you’ll have multiple buyers competing for the property.

The secret is making sure your house is Priced To Sell Immediately (PTSI). That way, your house
will be seen by the most potential buyers. It will be more likely to sell at a great price before 
more competition comes to the market.

Bottom Line

If you're thinking about listing your house, let’s discuss how to price it appropriately to 
maximize your exposure and return.

Impact of Price on Visibility

Market Value

10%

30%
60%
75%
90%

+15%

+10%

-10%

-15%

The percentage of        
potential buyers who 
will look for a property

Is Your House Priced to Sell Immediately?
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Team Lahti Marketing Plan
Our Goals Are:

1) To help you get your propertysold.

2) To  help put you in the strongest negotiating position possible.

3) Tohelp you get where you want to go on time.

4) To  make it easier for you and reduce surprises.

5) To  do our best in creating a clean & safe environment for everyone in the process.  

Marketing Package:

1) Appropriate COVID-19 showing supplies. We will have gloves, paper towels, and hand sanitizer along with 
the appropriate “Precaution” signage to let buyers/agents know that you’re taking all precautions.   

2) Pre-TitleCommitment. We will order (at our cost) a pre-title commitment to reduce your risk of any title 
problems at closing.

3) Staging. We will assist you with preparing your home for sale.

4) Pricing. We will assist you with pricingyour home based ona competitive market analysis. This will help you 
to set the best price on your home so that it will sell within your time frame.

5) FOR SALE Sign. We will place one FOR SALE sign on your property.

6) 3D Virtual Tour, Professional Photography, and Drone Photo/Video. We will pay for a 3D virtual tour, 
professional photography, and drone video/photos of your property. Drone video/photos pending FAA 
requirements and do not apply for condos. 

7) Virtual Open House. We will conduct a Virtual Open House by advertising a unique URL on Facebook (and 
on teamlahti.com),  on a specific day & time for consumers to click on to see on Facebook Live, showcasing 
your home off and answering questions. 

8) Lock Box. We will place a lock box on your property to increase showings and provide you with the security of 
knowing who has shown your home.

9) MultipleListing Serv ice (M LS). We will enter your home's information into the MLS, giving your home
exposure to over 900 licensed Realtors in Dane County.

10) Internet. We will showcase your home's information on REALTOR.com, Zillow, Redfin and all the other third-
party real estate websites online. 

11) Additional Info. We will prepare an informational booklet containing most things a buyer will want to know 
about your property that will include utility info, updates, homeowner's association, pre-inspection
information, contract, etc. This information will give buyer's the confidence to write a contract.

12) Buyer/ Realtor Survey. A survey is sent to Realtors that show the home to their buyers. Feedback will be 
submitted once Buyer’s Agent completes.

13) Transaction Management. Our full-time transaction managers will manage the details of your transaction to 
ensure that your contract closes on time - and you can move on time. 

14) DocuSign. For electronic signatures

15) Weekly Contact. I will contact you weekly to give you an update on the marketing of your home and answer 
any questions you may have.

16) Enclosed Trailer. You will have access to use our 12’ foot enclosed  trailer, if needed. 

This marketing plan shall become a part of the listing agreement.
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Sellers love ShowingTime because it’s simple to stay informed and easy to confirm appointments. 
Not only will you be able to receive notifications about showings automatically, but you will be able to 

see feedback from potential buyers and view all activity on your home during the sales process! 
 

Electronic Notifications 
Don’t have time to make or take a call? Communicate 
through text, email, or our mobile app instead! 
Our electronic notifications allow you to easily confirm, 
decline, or reschedule showings based on preferences 
that work best for you. 

 
Mobile App (push notifications) - Download the App and 
view the status of each appointment with the color-coded 
guide. 

 

Red = Declined or Canceled 
Yellow = Needs Review 

Green = Confirmed 
 

Text - Instant information that allows you to confirm with 
a “Y” or decline with an “N”. 

 
Email - See the appointment details and a personalized 
link to view your listing activity report. 

 
 
 
 
 
 
 
 
 
 

 
Listing Activity Report 

Keep track of all the showings occuring on your 
listing! 

 
Every email notification includes a ‘Quick Link’ 

button that will take you directly to your 
personalized Listing Activity Report. Here you 

can see all activity for your home including a list 
of all the showings completed or scheduled. 

Your feedback is listed with the showings, and 
can be broken down to show trends to help you 

identify those items to address to sell your 
home faster. 

 
 
 
 
 
 
 
 
 
 
 
 

 
800-379-0057 | showingtime.com 1 

Apple and the Apple logo are trademarks of Apple Inc., registered in the U.S. and other countries. App Store is a service mark of Apple Inc. Google Play and the Google Play logo are trademarks of Google Inc. 

S E L L E R ’ S G U  I D E T O S H O W I NG T I M E 
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Showing Feedback Updates 

When your agent receives new feedback remarks from a 
recent showing, that feedback can also be shared with you. 
This helps give you an up-to-date overview on what buyers and 
showings agents think about your home! 

Simply click on the “Click for Listing Activity Report” Button in 
any email you receive from ShowingTime to access your 
website. Here, you can compare feedback from agents and 
buyers to understand the way others view your home. 

In the ShowingTime Mobile app, the feedback responses can 
be accessed from the Notification center or by looking at the 
Listing Activity Report. 

 
 
 
 
 

 
Who is ShowingTime? 

FAQs & Tips 
Check your messages. 

ShowingTime is the leading showing management & 
feedback service provider in the real estate industry. 
With 24/7 availability, agents, and sellers can receive 
optimal service any time of the year. 

As a seller, what do I need to do? 
Your agent and our staff will take care of bringing 
buyers to your home. All you need to do is prepare 
your home for showings! 

Will I be notified when a showing is scheduled? 
Yes, you can receive emails, phone calls, and/or text 
messages depending on your 
appointment preferences. 

What happens if I am running late or need to 
cancel? 
You can call the ShowingTime Appointment Center 
(800-746-9464) to let them know. You can also let 
your agent know if there are alternate plans. 

What do the appointment types mean? 

Appointment Required - a confirmation must be obtained before 
the showing may occur. 

 
Courtesy Call - an appointment is automatically approved, but a 
call is placed to notify the 
owner/occupant. 

 
Go & Show - no approval is required and the request can be 
immediately confirmed. 

Be sure to continually check your phone or email 
for any notifications and respond as soon as 
possible. Delayed or missed responses could mean 
missed showings. 

Have your home ready to show at any time. 
It’s tough to keep your home tidy every moment, 
but the practice of preparing for showings will 
result in a higher likelihood of an offer. 

Provide one or two primary phone numbers 
where you can be reached. 
While you may use your cell phone as your primary 
means of contact, provide an alternate phone 
number such as a home or work number as backup 
to ensure confirmation of showings. 

Stay updated on your home. 
You will have access to your listing information at 
anytime from anywhere, letting you know the date 
& time of future & past appointments as well as 
valuable feedback from agents who have recently 
shown your home. 

Install the Mobile App. 
You can set your contact preferences, keep track of 
upcoming showings, and access your feedback 
when you need. You can also reach out to your 
agent with any particular questions. 

 



Understanding of Current Market Conditions
We simply and effectively explain today’s real estate

headlines and decipher what they mean to you.

Contracts
We help with all disclosures and 

contracts necessary in today’s 
heavily regulated environment.

Experience
We are well-educated in real 
estate and experienced with 

the entire sales process.

Negotiations
We act as a buffer in negotiations 

with all parties throughout 
the entire transaction.

Pricing
We help you understand today’s real 

estate values when setting the price of a 
listing or making an offer to purchase.
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5 Reasons to Hire a Real Estate Professional



A D D I T I O N A L  I N F O :  

 
 

 

UTILITIES COMPANY INFO 

Gas   

Water   

Electric   

Internet   

MECHANICALS BRAND AGE 

Furnace   

Water Heater   

A/C   

Washer/Dryer   

Water Softener  2007 

APPLIANCES BRAND AGE 

Refrigerator   

Range/Oven   

Dishwasher   

Microwave   

EXTERIOR TYPE AGE 

Roof   

TRASH DAY  Recycling every other 

week 



UTILITY CHECKLIST FOR:  

 

 
 

 

 

Items Included 
 

o Refrigerator 

o Range/Oven 

o Microwave 

o Dishwasher 

o Garbage Disposal 

o Garage Door Remote 

o Washer/Dryer 

o Water Softener 

 

 

Features and Updates  
 

 



I’m sure you have questions and concerns about the real estate process.

I’d love to talk with you about what you read here and help you on the path to selling your house. 
My contact information is below, and I look forward to working with you.

Equal Housing Opportunity

CONTACT ME TO TALK MORE

LAURA LAHTI
REALTOR®, GRI, ABR, SRS

Email: Laura@teamlahti.com
Mobile/Text: (608) 239-3469

Website: Teamlahti.com





Badger Realty Team

Refrigerator, range/oven, microwave, disposal, dishwasher, all window
coverings/rods, water softener, washer/dryer, all garage door remotes 

Personal items of the Seller

Laura Lahti's marketing plan

6.00%

3.00%

Badger Realty Team - Corporate, 585 N Main St. Cottage Grove, WI 53527
6082393469 Laura Lahti SFH Listing Docs -



SFH Listing Docs -



finances, urgency

Facts material
to the transaction

n/a

n/a

SFH Listing Docs -



SFH Listing Docs -



SFH Listing Docs -



Laura Lahti, Badger Realty Team

X

1200 John Q Hammons Drive, Suite 501, Madison, WI 53571
X

laura@teamlahti.com
1) Listing agent shall refund Seller(s) $ at closing for appraisal

conducted home on (date)at the time of closing in form of a check.  The appraisal is apart
of the listing agent marketing package.

Laura Lahti Badger Realty Team

SFH Listing Docs -



Badger Realty Team

Badger Realty Team - Corporate, 585 N Main St. Cottage Grove, WI 53527
6082393469 SFH Listing Docs -Laura Lahti



Badger Realty Team

Laura Lahti, Badger Realty Team

1200 John Q. Hammons Drive, Suite 501, Madison WI 53717

laura@teamlahti.com

SFH Listing Docs -



Badger Realty Team

Badger Realty Team - Corporate, 585 N Main St. Cottage Grove, WI 53527 6082393469 SFH Listing Docs -
Laura Lahti
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SFH Listing Docs -



SFH Listing Docs -



SFH Listing Docs -



SFH Listing Docs -



Badger Realty Team - Corporate, 585 N Main St. Cottage Grove, WI 53527 6082393469 SFH Listing Docs -
Laura Lahti



Badger Realty Team
X

Laura Lahti
Badger Realty Team

Badger Realty Team - Corporate, 585 N Main St. Cottage Grove, WI 53527 6082393469 SFH Listing Docs -
Laura Lahti



Badger Realty Team - Corporate, 585 N Main St. Cottage Grove, WI 53527
6082393469 Laura Lahti SFH Listing Docs -

Badger Realty Team



SFH Listing Docs -



Laura Lahti, Badger Realty Team

SFH Listing Docs -



Badger Realty Team

Badger Realty Team

Laura Lahti

Badger Realty Team - Corporate, 585 N Main St. Cottage Grove, WI 53527
6082393469 Laura Lahti SFH Listing Docs -
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Laura Lahti, Badger Realty Team

Badger Realty Team - Corporate, 585 N Main St. Cottage Grove, WI 53527 6082393469 SFH Listing Docs -
Laura Lahti



Badger Realty Team

Badger Realty Team - Corporate, 585 N Main St. Cottage Grove, WI 53527 6082393469 SFH Listing Docs -
Laura Lahti
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