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https://www.youtube.com/watch?v=r8NxICODo2g
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The value of older homes....
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Buyer litigation has been
significantly increasing.







New Homes Can Mean
More Time For Yourself!

On average a Realtor spends with a particular
client anywhere between 40-100 hours.




Clients Get Excited About New!




There’s Security and Peace Of Mind
When Owning A New Home.
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Why Sell New Homes
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Forecast according to the NHBA Economic Committee
New Housing Starts, all data in millions

US New Housing Starts
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Energy Efficient Homes

Minimum Low-E2 Windows
Minimum SEER 14 HVAC
ENERGY STAR Appliances
HERS Rating System
Energy-Efficient Lighting
Solar Energy
Spray Foam Insulation
Weather-Sensing Irrigation
Conditioned Attics sealed with SPF
. Water-Efficient Faucets and
Shower Heads
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A virtual'tour puts your clients initheir home'before it’s built!

matterport
SERVICE PARTNER



https://matterport.com/

Walk through a home before it’s built.

Interactive Floor Plan


http://floorplans.fultonhomes.com/index.html#/floorplan/129025?onIFPSave=websf&subdiv=ic04h&splan=l3769&floorId=163571
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http://www.fultonhomes.com/kbchanger/changer

O

e,

& )

O

20000 \VV/V\\ \\v///////////V//\///////////vv/v\/\/vvv\/A/VV\ %
I

SN VV\M\V\

Top 10 Reasons
a Real Estate Agent
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Should Sell New Homes.
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6. Repeat and referral business.

a Real Estate Agent
Should Sell New Homes.
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verage Resale Home
vs. Average

Commission Comparison

.
.

Resale Home
250,000 x 3% commission =

$7,500

New Home f
S325,000 x 3% commission =

59,750

\
3 O(y Increase
Oin commission
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Items Considered Important when Researching Home
Builder Web Sites:

(Percent of buyers that considered item important) 201518
95.9% 93.3%
82.5% 81 5% .
25.1%
Photo Interactive Interactive 3D Virtual
Galleries Floorplans Feature Interactive Videos Reality
Changes Tours Tours

Fla 8: Many of the tools were considered important by buyers during the research phase of
the home buying process. New 1o the list is Virtual Reality Tours (requiring special VR gogagles),
which is gaining in use among builders and buyers, although it is not yet as widely accepted.
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Iltems that Influence Buyers to Provide Their Contact
Information to Home Builders:

(Percent of buyers that are influenced)

2015-16
100.0%
89.2% 86.9%
80.0% 74.5%
65.6%
60.0% S54%
40.0%
20.0%
0.0%
Overall Tone "We Won't Share # (uestions Link to Link to Email
of Web Site Your Info" Required to Privacy Policy Samples &
Statement Answer Frequency

Fla 8: Many of the above items are considered “best practices™ for creating forms that capture
lead information from a web site visitor, and all are worthy of inclusion to optimize conversion.



Top 10 Reasons
a Buyer Should Buy
a New Home.

1 . Home buyer gets to be involved
in the design.

2. Floor plan is designed for you and
your family and your lifestyle.

3. Everything is new and selected
buy the buyer.

4. More energy efficiency saves thousands
of dollars over time.

5_ New homes cost less to run
and maintain.




Top 10 Reasons
a Buyer Should Buy
a New Home.

6. Superior safety codes and design.

7. Advanced technology and energy
saving appliances.

8. Quicker home appreciation over the
first five years.

9. Special financing incentives.

1 0 Periodic inspection and code checks.
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