
The Zimmerman Family 
Home
27126 Mariscal Ln.
Mission Viejo, Ca 92691



Coming 
Soon



WHAT IS IMPORTANT TO 
YOU?

1.  Priority is to time the sale in a way that avoids multiple moves
2.  Plan estate sale to downsize, but keep home furnished while occupying home
3.  Public listing to begin after Easter and professional photography ETA May 20th



PREPARATION TIMELINE
Mar 3-6 Organize Garage to make room for furniture

Mar 16-18 Move large Furniture and small items into garage

Mar 20 Paint Upstairs

Mar 22-Apr 2 Carpet Installation_Hardwood repair

Apr 24-25 Cleaning 

April 28-30 Staging (as required)

May 12 Professional Photography
3D Tour
Drone Photography
Schematic Floor Plan

May 24-25 Open House
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COMPS



Under Over

Lost value

Decreased 
buying 
power

Deters potential 
buyers because 
they think 
something is 
wrong

Sits on 
market 
longer

Deters 
potential 
buyers

Price drops 
can send the 
wrong 
message

Market 
Value

PRICING STRATEGY
Above Market | At Market | Slightly Below Market



MONTHS’ INVENTORY OF HOMES FOR SALE
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VIRTUAL 
TOURS



Marketing 
Strategies• Immersive 3D showcase 

Maximize Market Exposure

https://my.matterport.com/show/?m=NjBZFf8KUJ7


Schematic Floor Plan

Puts Buyers in a Higher Price point State of Mind



1. Comprehensive Market Analysis
•Perform a detailed Comparative Market Analysis (CMA) 
to determine the optimal listing price.

2. Home Preparation Consultation
•Provide tailored advice on staging, decluttering, and curb 
appeal enhancements.

•Offer a curated list of trusted vendors to address any 
pre-listing repairs or improvements.

3. Exclusive Home Improvement Discounts
•Provide buyers with access to exclusive discounts on 
home improvement services for post-sale upgrades.

21 POINT MARKETING PLAN

7. Social Media Marketing
8. Email Marketing Campaign
9. MLS Listing.
10. Syndication to Real Estate Websites
11. Open Houses 
12. Broker’s Open

4. Professional Photography + Floor 
plan
5. Videography and 3D Virtual Tours 
6. Custom Property Website

13. Targeted Online Ads.
14. Print Marketing
15. Custom Signage
16. Video Testimonials
17. Neighborhood Outreach
18. Pre-Market "Coming Soon" Campaign.
19. Enhanced Open House Experiences
20. Weekly Progress Reports
21. Negotiation and Closing Support



Compensation
• The National Association of REALTORS® has agreed to 

put in place a new rule prohibiting offers of 
compensation on the Multiple Listing Service (MLS). 
Offers of compensation could continue to be an 
option consumers can pursue off-MLS through 
negotiation and consultation with real estate 
professionals. 

• MLS participants will be required to enter into 
written agreements with their buyers. 

Changes went into effect July 2024

OPTIONS

SELLER 
PAY

BUYER 
PAY

INCORPORATE INTO LOAN




