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The Relaunch P

Step by step, what my team and I do with a luxury home that
didn't sell the first time, what it costs you up front (nothing),

and exactly what you'll hear from me every weck.

CINDY LITZINGER
REALTOR® - EXP LUXURY - PLACER, SACRAMENTO, AND EL DORADO COUNTIES

Cindy Litzinger - 805-478-1412 - cindy@luxandland.com - luxandland.com - DRE 02055885 - eXp Realty of Northern California, Inc., DRE 02188495 | Equal Housing Opportunity
This is not intended as a solicitation if your property is currently listed with another broker or if you are currently working with a licensed real estate professional.



Th€ relaunch plan

| don't relist a home that didn't sell. Relisting means the same photos, the same reach, and a
lower price. | relaunch it, which means we start over on purpose. Here is the plan in writing,
so you can hold me to it and so you can compare it line by line with anyone else who calls.

. The walk-through

Forty-five minutes at your home, with you. I'm looking at what a buyer will see in the first ninety
seconds: the approach, the entry, the light, the kitchen, the outdoor living. You'll leave with a short
list of what to stage, what to update, and what to leave exactly as it is. Most sellers spend money
on the wrong list. I'd rather you didn't spend it at all.

> The number

My team and | build your valuation from closed luxury sales in the last 90 days, adjusted for your
lot, your view, your finishes, and your acreage if you have it. We don't let a website or an Al tool
price your home. You get the three closest comparable sales and where your home wins or loses
against each one. We price to bring the strongest buyer in the first two weeks, not to leave room
to come down.

5 The reset
o Twilight and daytime photography, drone, and a cinematic video walk-through
e Floor plans and virtual staging for any empty room
e Staging and the short list of updates from the walk-through
e A pre-inspection, so we fix the small things now and nothing blows up in escrow

e For acreage: well, septic, and defensible-space paperwork gathered before launch, because
buyers here will ask

4 The launch

Your home doesn't just reappear on the MLS one Tuesday. It launches. We pick the date around
the market and your move-out plans. Two weeks before, my buyer list and the top luxury and
relocation agents in the region see it privately. Week one is a broker preview and private
showings, not a public open house. Ads run where our buyers come from: the Bay Area, Los
Angeles, San Diego, Phoenix, and Reno, and the eXp Luxury network puts it in front of agents
nationwide.



5 The Friday call

Every Friday you hear fromm me: showings, what buyers said, online traffic, and the next move.
Decision points are set before launch so a price change is a decision we make together, never the
default.

WHEN  WHAT WE LOOK AT WHAT CAN CHANGE
Week 2 Views, saves, showing requests, broker Photo order, copy, ad targeting
feedback
Week 4 Showings vs. offers, feedback themes Presentation fixes, price position
Week 8 Isthe buyer pool exhausted or not Price move, incentive, or relaunch timing
Week 12 Full reset review New photography, new number, or pause until
spring

The calendar

TIMING WHAT HAPPENS WHO
Week -4 Walk-through, valuation, plan agreed in writing Cindy + you
Weeks -3 to -2 Updates, staging, pre-inspection, acreage paperwork My team

schedules it

Week -1 Photography, video, drone, floor plans; private preview to buyers My team
and agents
Launch Live on MLS and luxury portals; ads on; broker preview Cindy
Every Friday Your update call Cindy, personally
What I won't do

Relist with the same photos and a lower price and call it a strategy.

Go quiet. If you haven't heard from me by Friday afternoon, call me and ask why.

Let a website guess price your home.

Put a sign in the yard and wait.

The plan is only worth something if it's written down before you sign. Ask every
agent for theirs. Here's mine.
— CINDY




A listing puts your home in front of whoever happens to be looking. A relaunch puts it in front of
the people who should be.

A little about me: | grew up in Montana, ran businesses before real estate, and | still answer my
own phone. My team and | work Placer, Sacramento, and El Dorado Counties, from Granite
Bay and El Dorado Hills to Loomis, Auburn, Folsom, and East Sacramento, and homes that
didn't sell the first time are a big part of what we do. You will get a straight answer from me, in
writing, before you sign anything.

NEXT STEP
Want this plan built for your home?

Start with a real number from closed sales.
Then I'll walk your home with you and put the
full plan in writing before you sign anything.
No pressure, no pitch.

Call or text 805-478-1412
Email cindy@luxandland.com -

SCAN FOR YOUR
HOME VALUE FROM

CLOSED SALES Book a time calendly.com/realcindylitz
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