
1.  How’s your local real estate 
market? We know that market 
conditions vary from state 
to state, from community to 
community, and sometimes even 
from street to street within an 
area. Let’s see how your location 
measures up by reviewing recent 
property listings and sales, and get 
an idea if, and by how much, your 
home has appreciated since you 
bought it. 

2.  Is your area experiencing 
conditions closer to a “buyer’s 
market” or a “seller’s market”? 
Let’s look at the average number 
of days it takes to sell properties 
in your area, to help determine 
which market, and therefore 
establish the most effective sales 
approach for your property.  

3.  Is your area experiencing 
economic growth, or a
slowdown? Fewer jobs mean 
fewer buyers on the market, and 
a heightened need for a focused 
marketing approach.  

4.  Has your area suffered many 
foreclosures? If so, you’ll need 
the experienced assistance 
of a local real estate sales 
representative now more than 
ever, for guidance and insight into 
how to make your home stand out 
to potential buyers.

5.  What’s the most effective 
marketing approach for your 
area? Again, a local real estate 
sales representative will have the 
answer. In fact, a REALTOR® could 
even be the answer, as studies 
by the National Association of 
Realtors® show that 82 percent of 
real estate sales are the result of 
agent contacts through previous 
clients, referrals, friends, family 
and personal contacts.

It’s so important to get local 
insight from a real estate sales 
representative who can provide
up-to-the-minute information
on today’s market. Please call to
set up your no-obligation real
estate consultation.

Important Questions for Your REALTOR®

Thinking of putting your home on the market?

Let’s discuss these important neighborhood issues fi rst:
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Greetings! You’re receiving this 

newsletter with hopes that you

find it informative and entertaining.

If you’re thinking of making a move,

or are just curious as to real estate 

trends in your area, please feel free

to call at any time.  It’s always good

to hear from you!

Oh, by the way... I'm never too busy

for your referrals.

Best wishes,

 Nic Dominelli
The Dominelli Group is a proud

sponsor of the JDRF and 

donates 1% of all net sales.
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