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 Home Sellers 
Guide for Listing Your Home  

Prepared Exclusively By: 

Aldridge & Southerland Realtors 
Our Family Serving Yours for Over 30 Years! 

 

No One in Pitt County  
Has Sold More Homes! 

Office: 252-756-3500 
Toll Free: 1-800-541-5182 

Fax: 252-756-4159 
Email: aldridge@greenvillenc.com 

Visit Us at: www.aldridgeandsoutherland.com 
 

226 Commerce St. Greenville, NC 27858 
                                                                                         11/11 

 

No One in Pitt County  
Has Sold More Homes! 
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Aldridge & Southerland 

Marketing Plan 
 

1.    Pre ðInspection ð We will ask you to have a home structural inspection to reduce your risk of 
any surprises when negotiations with a buyer and to make your transaction smoother.  We 

will refund to you the cost of the home structural inspection at closing as part of our service to 
you. 

 

2.   Staging ð We will pay for a consultation for you with an accredited Home Stager. Staged 
homes sell faster and  for more money than non-staged properties.  A neutral and updated 
look appears to a larger buyer pool.  Photos of staged homes look better in Print and Internet 

advertising. 
 

3.   Pricing ð We will assist you with pricing your home based on a competitive market analysis.  
This will help you to set the best price on your home so that it will sell within your time frame. 

 

4. Relocation Program ð Information will be put in Aldridge & Southerland Relocation pack-
ages that go to major employers.  This will increase your exposure to relocating buyers. 

 

5.   Full Page Ad in Daily ReflectorñYour home will be featured as a òFresh on the Marketó. 
 

6.   Aldridge & Southerland Sign ð We will place the recognizable sign (35 years) in your front 

yard. 
 

        7.    Mobile App Sign RiderñThis sign rider will give mobile phone users a direct access to our    
 website and your home while they are in front of your property.  They will be able to access 
 all  information including interior pictures. 

 
8.    Color Flyer ð We will have your home photographed and a full color flyer prepared. 
 

9. Flyer Box ð We will place a flyer box with the Aldridge & Southerland sign.  We will  
        provide you with extra flyers to refill the box. 
 

10.    Lock Box ð 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. 

 
11.  Multiple Listing Service (MLS) ð We will enter your homes information into the MLS, giving     
        your home exposure to 220 Realtors in Pitt County. 
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Aldridge & Southerland 

Marketing Plan..Continued 

 
12.   Internet ð Our website,  www.aldridgeandsoutherland.com, averages 90,000 views a 

month.  We have all of our homes in an enhanced Company Showcase with Realtor.com.  

We are averaging 148,500 a month.  All of our homes are features on the following web-
sites.  Google Maps, Zillow.com, homefinder.com, homes.com, realtytrac, freedomsoft, Ho-

meOnTheTube, , Vast, LakeHomesUSA, PropBot, DataSphere, and  eRealInvestor! 
                      HomeWinks, Property Shark, USHUD.com, Oodle, CLRSearch, MyRealty.com, Enormo,                 
                Overstock, Yahoo Real Estate, Trulia, FrontDoor, hotpads.com, AOL Real Estate,   

                 HomeAwayRealEstate, HomeTourConnect, Property Pursuit, RealtyStore, TweetLister,  
                Cyberhomes 

  

13.   Mail Postcards to Neighbors ð We will send a color postcard of your house to neighbors 
closest to your home. 

 

14.  Counter Display ð We will prepare an informational notebook containing most things a 
buyer will want to know ð survey, school information, utilities, homeownerõs association, 
pre-inspection information, contract, etc.  This information will give buyers the confi-

dence to write a contract. 

 

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

 

16.  Monthly report ð We will give you the monthly number of views on your property from 
Realtor.com and aldridgeandsoutherland.com. 

 

17.  Aldridge & Southerland Office Tour ð Our sales staff will preview all single family 
homes in Pitt County.  For multi-family properties, we will have a slide presentation for 
the office in an office sales meeting. 

 

18.  Aldridge & Southerland Grab Bag ð We will provide you a large duffle bag, yours to 
keep, to pick up toys, clothes etc in the event of a showing without much notice. 

 

19.  Brand  Strength of the largest real estate advertiser for the past 30 years! 

http://www.aldridgeandsoutherland.com
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        Announcing!  é  
 

 

Aldridge & Southerland Realtors   

 

Unconditional Guarantee! 
 

If for any reason we at Aldridge & Southerland do not provide 

100% satisfactory service, please just let us know, and we will take 

care of the situation immediately.  After that, if you still are not 

100% satisfied, we will release you from the listing agreement 

with an òUnconditional Releaseó with no cost or obligation to 

you whatsoever. 

 

We are absolutely positive that you will be 100% satisfied with 

us, and thatõs our òAldridge & Southerland Guarantee!ó 

 

Thank you for trusting in us! 

 

 

 

Aldridge & Southerland   Home Sellers 

 

____________________  ___________________ 

 

       ___________________ 
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Aldridge & Southerland Results 

November 1, 2010ðNovember 1, 2011 
                                          

                                                     Total Volume 
 

            Aldridge & Southerland Volume     $83,331,000     

 Prudential       $66,098,000 

     Remax        $53,522,000 

     Century 21 The Realty Group     $35,898,000     

 Keller Williams      $23,725,000 

 

 

      

Listings Sold In-House 

 
  Aldridge & Southerland     $20,725,000 
  Prudential       $12,586,000 

  Remax        $10,399,000 

  Century 21 The Realty Group     $  5,857,000 

  Keller Williams      $  3,823,000 

 

 

 

  

Total Buyers Closed 
 

 Aldridge & Southerland     $38,320,000 
    Remax        $31,673,000 

 Prudential       $26,771,000 

     Century 21 The Realty Group     $19,565,000 

 Keller Williams      $14,342,000 
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 Residential  

Odds of Selling  

NOVEMBER 1, 2010ðNOVEMBER 1, 2011 

PRICE RANGE 
TOTAL PAST 12 MONTHS    

RESIDENTIAL LISTINGS  

TOTAL PAST 12 MONTHS 

CLOSED 
ODDS OF SELLING 

0-100 1103 586 53% 

100-120 260 131 50% 

120-140 378 217 57% 

140-160 289 141 49% 

160-180 217 121 56% 

180-200 212 98 46% 

200-220 81 46 57% 

220-240 128 54 42% 

240-260 97 41 42% 

260-280 66 34 52% 

280-300 55 23 42% 

300-320 23 12 52% 

320-340 37 15 41% 

340-360 42 16 38% 

360-380 23 5 22% 

380-400 36 16 44% 

400-420 5 3 60% 

420-440 17 8 47% 

440-460 8 2 25% 

460-480 6 2 33% 

480-500 17 10 59% 

500-550 21 9 43% 

550-600 11 0 0% 

600 & UP 33 6 18% 
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Absorption Rates 

All MLS Residential Sales 

November  1, 2010 ð November 1, 2011 

Price Range Active 
Closed Past 12 

Months 
Numbers  Sold Per 

Month 
Supply By Month 

0-100 564 586 48.83 12 

100-120 148 131 10.92 14 

120-140 153 217 18.08 8 

140-160 160 141 11.75 14 

160-180 122 121 10.08 12 

180-200 100 98 8.17 12 

200-220 43 46 3.83 11 

220-240 60 54 4.50 13 

240-260 51 41 3.42 15 

260-280 32 34 2.83 11 

280-300 31 23 1.92 16 

300-320 13 12 1.00 13 

320-340 17 15 1.25 14 

340-360 22 16 1.33 17 

360-380 11 5 0.42 26 

380-400 16 16 1.33 12 

400-420 4 3 0.25 16 

420-440 9 8 0.67 14 

440-460 8 2 0.17 48 

460-480 7 2 0.17 42 

480-500 11 10 0.83 13 

500-550 14 9 0.75 19 

550-600 11 0 0.00 0 

600 & UP 29 6 0.50 58 
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Weekly tracking report shows how 

many buyers are looking at your 

home 

Enable your home to rise to the top of 

the search above all other homes by  

adding more photos 


