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W H Y  
C O O K  &  A S S O C I A T E S ? 

Who are we?  Cook & Associates is a growing and expanding real estate team having a substantial 
impact in the real estate market.  However, we are NEVER too big to give you the personal touch 
every client of ours deserves, as our team is center-focused on customer satisfaction first and 
foremost.   

We do it differently!  Cook & Associates Home Selling System is designed after the simple law of 
supply-demand economics.  This simple, yet time-tested law states that the more exposure a widget 
is given, the higher the demand will be.  The higher the demand, naturally the higher the price will go.  
This being true, we model our marketing and selling systems after this truth. We will increase 
demand for your home, which will attract more buyers, possibly leading to multiple offers and 
ultimately earning you a higher sales price.   

Marketing.  There is a consistent battle every day from advertisers for product mindshare with their 
potential customers and clients.  One must stand out to be recognized.  Everything we do is 
designed to showcase your home to maximize its exposure to potential buyers.   

Cutting Edge Technology.  Real Estate Technology is always changing.  Our commitment to you is 
that we always stay on top of the latest technology and we use it to market your home. 

Local Specialized Knowledge.  In real estate, one thing technology can never replace is the local 
specialized knowledge of a professional realtor.  There are so many things a local realtor will know to 
help you make the best decisions to sell your house for top dollar.  This gives you a huge advantage 
that you just can’t find online.   

Unique Real Estate Team System.  You don’t just have one realtor working for you; rather you have 
an entire team supporting you behind the scenes.  Our entire team works diligently for every client 
we serve.  You will have your own personal listing coordinator and personal marketing support for 
your house.  We also have buyer specialists that will work to sell your home personally.  Last year, 
our team sold 13% of our own properties in-house.   

As you will see throughout this book, no one does more to sell your home. 
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COOK & ASSOCIATES IS 
DIFFERENT 

 KNOW WHO YOU�RE WORKING WITH! 

�I loved working with Kelly and his team. We had a tricky 
property to sell, and not only did they provide great insight 
at every decision we had to make, but they also counseled 
me as to the potential positives and negatives to each 
decision we made. Great job overall by Team Cook, and 
I�d hire you again in a heartbeat!� 

�Numbers Don�t Lie� 

This is an old adage that most people are familiar with.  In 
real estate, you need to know the basic numbers or 
statistics of the agent you are working with.  We would love 
to share just a few numbers with you right now: 

- List to Sale Price Ratio:  98.2%
- Average Agent in our area:  96%
- Average Days on Market to Contract: 29
- Average Agent in our area: 50

*We consistently sell over 160+ properties each year
*We consistently sell over $60+ Million dollars worth of real
estate each year

We are different. In the way we think, the way we problem-
solve, the way we negotiate, the way we market, the way 
we treat our clients.  The client�s interest is the only interest 
to consider.  Once you become a client of the Cook & 
Associates, you become a client for life.   

*Check out the Featured articles of Cook & Associates so
you know who you�re working with!!!
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THE	GAME-WINNING	PLAY	
Oct 13, 2017 

Mega agent Kelly Cook transformed $40 and a three-line classified ad into a career as one of the most 
successful real estate agents in Arizona with over $60 million in closed volume last year.  

But his real estate career didn’t really take off until 2012, when he joined Keller Williams. It was here he learned 
to apply the four models for building his business from Gary Keller’s The Millionaire Real Estate Agent with the 
support of an office of experts willing to share their knowledge to further his goals. 

Following a playbook was a natural transition for Cook: he had been a quarterback and wide receiver at the 
University of Nebraska, then coached at his alma mater and Ole Miss before transitioning to a career as an NFL 
agent. 

“Every aspect of his business is run by the MREA models,” says Tony Hughes, Cook’s team leader at Keller 
Williams Arizona Realty. “He teaches the importance of not reinventing the wheel and to stay true to the 
models that Gary Keller has given us from his 30-plus years of experience.” 

Cook’s current goal is to use his business to help at least three people become millionaires. “That’s a big 
professional goal of mine. Which means I have to become one first,” he says. “I’ve got some good people on 
my team right now, so it’s definitely a possibility. I’m right there.” 



Cook’s success as a mega agent and founder of the Kelly Cook Real Estate Group might make it difficult to 
believe that just 12 years ago he was new to the state, unemployed, and sleeping in his sister’s spare bedroom. 

A Pivotal Moment 

After a chance encounter with his sister’s landlord – where he learned that the landlord made $25,000 on a 
month’s worth of transactions – Cook decided he would train to become an NFL agent while selling real estate 
to create a steady income. 

Cook wasn’t afraid of hard work and long hours. As a graduate assistant football coach, he had averaged 95 to 
100 hours per week, 10 months out of the year, and earned $800 a month. 

A $40 Start 

Cook started his real estate career with a 20-agent boutique firm. It was 2005, he was in a state where he knew 
almost no one, competition was fierce and the internet was not yet relevant. 

So Cook came up with an idea: he’d buy the least expensive classified ad in the newspaper’s Rentals section. 
His thought process was that helping people find a rental would earn him a quick $100 to $400 for each 
transaction. Then, when their lease was up, he’d help those renters buy a house. 

With no competition in that section of the classifieds, Cook received a reasonable number of calls for his $40 
investment. 

From NFL Recruiting to Full-Time Real Estate 

Cook liked real estate from the get-go. “I loved the fact that you could literally work 100 hours a week and, if 
you did that, you could do really well financially. You could reap what you sow,” he says. 

After two years at the boutique firm, he then made the switch to Prudential Arizona Properties, now Berkshire 
Hathaway HomeServices, for five years. All the while, he pursued his NFL dream. After being turned down by 
a player he’d been working with as a potential client, Cook began thinking: the maximum he could charge on a 
contract as an NFL agent was 3 percent. That was the same percentage he made showing a house. “That’s 
when I got really motivated to focus on real estate,” Cook says.  

Opportunity In a Challenging Market 

When Cook decided to pursue a full-time career in real estate in 2009, the market was heavily depressed; 
however, where others saw chaos, Cook saw opportunity. He quickly seized short sales when agents asked him 
to handle the time-intensive work for their clients. Cook had read Keller’s The Millionaire Real Estate Agent and 
it made a lot of sense to him. “The game plan was set out for you – it was there. You just had to follow it, plug 
into it,” Cook says.  

But even though he followed the principles of the book, things weren’t working for him at Prudential and he 
didn’t know why, Cook says. During his years in Arizona, many of the successful agents he met were with Keller 
Williams. The way they talked about real estate was eye-opening: there was training and team building – ideas 
that were never talked about at Prudential or the boutique firm	



Changing Teams 

When he made the move to Keller Williams in 2012, the open culture was something he noticed right away: 
most agents at KW were willing to answer questions and share their expertise. They helped each other succeed. 

Cook’s business began to change. He began learning how to build a team. “I started taking some of the tools 
that Keller Williams offers – personnel reports and things of that nature – to try to match up the right people 
for the right positions as much as possible,” Cook says. Then, he worked on building systems, so that when 
someone new joined his team he wasn’t reinventing the wheel.  

His leadership has made a significant impact on others, Hughes shares. 

“Kelly exudes passion for the craft of real estate and his passion is contagious. He is such a positive influence 
on all of our 400-plus agents. He teaches in our market center, and is a model for how to build a cohesive and 
unified team of focused professionals.” 

Cook never wants to stop expanding his business, so no one working with him ever feels like they’re bumping 
up against a ceiling, he says. “Our goal is to really keep growing. And our vision is specifically that we provide 
opportunity for growth for all of our team members and clients." 

Cook is a great example of what Keller Williams is all about, Hughes says. “He lives the values that we all hold 
close. He is focused on building a $100 million empire and is committed to succeeding through others.” 

Written by Dorothy de Souza Guedes 

Outfront Magazine, Keller Williams Realty International.  October 2017 Vol 14.2 





P R E PA R I N G  Y O U R
H O M E  F O R  S A L E

What more could you want than to get your home sold for top dollar in short order without any hassles? 
If you take a moment and read through the following suggestions before you put the property on the 
market, you�ll be on your way to a successful sale. 

Our goal is to simplify, depersonalize, and declutter the home in order for it to show larger and brighter, 
giving it a more spacious feeling to potential buyers. These steps will provide you with an advantage 
over the competition. Many items will need to be removed to storage and packed for moving. This is 
important and should be considered as merely giving you a head start on the move to your new home.. 

General 

□ Start by airing out the home. Most people
are turned off by even the smallest odor. Odors
must be eliminated, especially if you have dogs, 
cats, or young children in diapers, or if you are
a smoker.
□ If it has been over a year since the carpets
have been cleaned – or if they really need it –
now is the time to do it. Bare floors should be
waxed or polished as well. Clean and wipe
down all stained woodwork including doors and
cabinets with a wood maintenance product such 
as “Old English” or “Liquid Gold.”
□ Replace or clean A/C filters. Clean all A/C
vents and intake grids.
□ Keep A/C set no warmer than 75 degrees
and heat no cooler than 70 degrees.
□ Use an air freshener in all rooms (Glade
Plug-ins work well, but try to avoid floral scents
as they can be too strong.

Lighting Comments: 

□ Upgrade the wattage in all light fixtures to
the highest level safety will allow.
□ Dust/wash all light fixtures and fans.

Window Comments: 

□ Dust blinds, windowsills and plant ledges.
□ Remove any cobwebs inside and outside.
□ Clean interior and exterior of all windows and
glass doors.
□ Take screens off before washing and leave off
front of house.
□ Keep all blinds/shades pulled up/open and
draperies removed to allow maximum light.

Kitchen: 

□ Keep all flat surfaces (counter tops, appliance
tops and furniture) cleared off as much as
possible. Kitchen counters should have very little
on them to show there is plenty of available work
space. Keep appliances stored when not in use.
□ Go over the kitchen as if you were a health
inspector. Clean the oven, range (new drip pans)
and the seal of the dishwasher door.
□ Remove all magnets, notes, pictures, etc. from
front and sides of refrigerator.
□ Stow trashcans in the pantry.

Utility Room: 

□ Organize shelves and put away non-cleanser
items. Keep area clear of clothes.
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P R E PA R I N G  Y O U R
H O M E  F O R  S A L E

Bathrooms: 

□ Clean all tubs, toilets and sinks. Then polish
the sinks with lemon or vegetable oil. Polish all
hardware to a shine.
□ Stow unused shampoos, soaps, scrubbing
implements, razors, etc. under the sink.
□ Stow laundry hamper in the closet.
□ Stow wastebasket under the sink.
□ Rugs/commode lid covers should be
removed.
□ Store cleansers under the sink.
□ Streamline the counter – 1 or 2 decorative
items only.
□ Linen cabinets should be organized and
items reduced.
□ Use baskets to hold make-up and toiletries
so that after use, they can be stored under the
counter.
□ Bathtubs, showers and sinks should be
freshly caulked. The grout and tile should be
clean and in good condition. There should be no 
leaks in the faucets or traps.

Bedrooms and Living Areas: 

□ Make sure that there is not too much
furniture in a room. Select pieces that look best
and put others in the garage or storage.
□ Depersonalize your home by storing
personal photos so that potential buyers may
visualize their personal items in the home. This
is probably one of the most important things to
a potential buyer!

Carpet: 

□ Steam clean if not replacing. If replacing, we
can help you make choices that will be most
appealing to buyers.

Pantry/Closet: 

□ Thin all closets dramatically and organize
remaining items neatly on shelves and be sure
to allow space between hanging items. At one
very visible spot, leave space, so that the rear
wall of the pantry/closet will show when the
door is opened. Leave a small, empty space on
each shelf to show potential storage space.
□ Remove any cobwebs inside and outside.
□ Clean interior and exterior of all windows
and glass doors.
□ Take screens off before washing and leave
off front of house.
□ Keep all blinds/shades pulled up/open and
draperies removed to allow maximum light.

Exterior: 

□ Thoroughly sweep down all exterior sides of
the house and eaves to clear cobwebs and
wasps nests.
□ Keep lawn mowed, weed free and well -
edged.
□ Trim trees and shrubs.
□ Clean out flowerbeds and invest in a few
flats of colorful flowers.
□ Be sure front door is clean and free of dirt,
dust and cobwebs. Repaint door and trim if not
pristine.
□ Add new, thick “Welcome” mat and keep it
clean.
□ Make sure doorbell is working properly.

Garage: 

□ Drastically clean and re-organize.
□ Sweep and clean – remove all cobwebs and
remove any oil or grease from the floor.
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T H E  E S S E N T I A L  
I N G R E D I E N T S  O F  

S E L L I N G  Y O U R  H O M E

Remove any excess clutter. 

Paint your walls a neutral color. 

Keep the home well-lit and bright – leave on a few lights in key areas throughout the home and pull 
the curtains open. 

Leave your home every day with it ready to show. 

Your goal should be to make a positive first impression. That impression starts from the second the 
buyer pulls up to your home. 

Keep your yard clean. It should be cut and watered regularly. 

Trim your hedges and pull any excess weeds. If you have a flowerbed, make sure it looks well 
maintained. 

Make any necessary repairs up front. If you make the kind of repairs up front that you have to make 
anyway, your house will look more attractive to prospective buyers. 

Repair loose or damaged shingles, walkway tiles, siding and caulking. Repair any cracks, leaks, or 
water damage. 

Replace worn carpet with a good medium quality neutral carpet. 

Repair dripping faucets and showerheads. 

Inspect, and if necessary, repair the heating, cooling and electrical system. 

MAKE SURE THAT YOU DO … 
Most buyers have a hard time imagining how a home would look with their belongings in it. Your goal is 
to give them a blank canvas. To that end, you should: 

It’s best not to be present during showings. We recommend that, if you happen to see the potential 
buyers on your way out of the house, simply tell them to use the lockbox. This will help us track 
showings and provide you with extra security. 

For your own security, don’t leave valuables in sight. 

The showing feedback is our way of finding out what the market has to say about your home. Don’t 
ignore this feedback. Our Listing Manager will discuss all feedback with you and make suggestions. 
Please be prepared to listen to this informed advice. 

MAKE SURE THAT YOU DO NOT… 
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Our VIP Seller Satisfaction Guarantees 

Honest Promises Guarantee.  What we say we will do, we will do.  There is a huge trust factor that 
is needed between client and agent.  As your agent, our fiduciary is to look out for your best interests 
in all that we do.  A majority of the work that we will do on your behalf is conducted behind the 
scenes so you need to be able to trust that your agent is always working hard to market, research, 
negotiate, and advise you so that your house will sell as fast as possible and for the highest amount 
of money.   

Communication Guarantee.  The main reason we hear of people having bad experiences with their 
real estate agents in the past is almost unanimous, lack of communication.  With Cook & Associates, 
we will over-communicate with you.  Our guarantee to you is that at the very minimum, we will 
communicate with you on a weekly basis.  But the reality is that we typically will communicate with 
you several times throughout the week and in some cases several times in a day.  The bottom line is 
that you will always know where you stand with the market activity surrounding your house.   

Quality Guarantee.  We will ensure that the processes and material that market with are quality 
products.  We are an extension of you thus everything from those quality products, to photography, 
to how we represent you, will be quality through and through.   

Qualified Buyers.  We will get your house shown by qualified buyers.  We always qualify every 
single buyer either through us or through the buyer’s realtor.  We do not want to waste your time 
having unqualified buyers come through your home.  We will separate the serious lookers from the 
“looky-loos.”   

Reality-Based Timeline.  We guarantee that we will never over-sell you.  We will do what we say, 
and we will never inflate the value of your house purposely just to get your business like many 
agents do.  We also will give you a realistic timeframe for selling given the market data we have and 
research we do.   

*You know what you can expect when you hire the team of professionals at Cook & Associates!

O U R  V I P  S E L L E R
S AT I S FA C T I O N  
G U A R A N T E E S
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11 4  S t e p  A c t i o n /
M a r k e t i n g  P l a n  

Our Detailed 114 Step Action/Marketing Plan That Will Get Your Home Sold 
FAST and for TOP DOLLAR! 

1. Research tax records to verify full and complete legal information is available to prospects and to
ensure accuracy of property information on MLS. [8 minutes]
2. Research property’s ownership and deed type [10 minutes]
3. Research property’s public record information for lot size & dimensions [8 minutes]
4. Research and verify legal description [5 minutes]
5. Research property’s deed restrictions [5 minutes]
6. Research property’s current use and zoning [5 minutes]
7. Research property’s easements, if any [20 minutes]
8. Verify legal owner(s) in county’s public property records [5 minutes]
9. Research overall sales activity for past 6-18 months from MLS and tax records [45 minutes]
10. Research comparable properties that are currently on the market [30 minutes]
11. Research comparable properties that have been withdrawn [30 minutes]
12. Research comparable properties that are currently under contract [15 minutes]
13. Research comparable properties that have sold 3-6 months [45 minutes]
14. Research expired properties (properties that didn’t sell while on the market) [20 minutes]
15. Provide a list of Interview Questions for prospective seller to use when interviewing agents [5
minutes]
16. Provide seller with a Showing Checklist which offers home showing guidelines to help have the
home prepared for appointments [5 minutes]
17. Offer pricing strategy based on our professional interpretation of current market data [15 min]
18. Prepare an Appraisal-Style Property Valuation to pinpoint current market value [90 minutes]
19. Research the previous sales activity on your home (if any) [15 minutes]
20. Obtain and verify accurate methods of contracting you for showings of qualified buyers [5 min]
21. Confirm copy of a certified survey, if available [5 minutes]
22. Obtain copies of your floor plan and any pool plans you may have [15 minutes]
23. Review current or recent appraisal [20 minutes]
24. Give you an overall market update of current market conditions and economic future forecast  [5
minutes]
25. Prepare showing instructions for buyers and their agents [10 minutes]
26. Compile a list of repairs and upgrades that you have done while owning the house [15 minutes]
27. Discuss ideas of how you can most effectively set up your house for every showing [10 minutes]
28. Explain and go over all clauses in the listing agreement [10 minutes]
29. Obtain contact information for your Homeowners Association (if applicable) [5 minutes]
30. Contact your Homeowners Association to verify dues, transfer fees, disclosure fees, capital
improvement/reserve fees, etc. [10 minutes]
31. Obtain the Lead-Based Paint Disclosure form and disclosure (if applicable) [10 minutes]
32. Obtain sellers contact information for follow up and showing requests [5 minutes]
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11 4  S t e p  A c t i o n /
M a r k e t i n g  P l a n  

33. Prepare a Seller’s Net Proceeds Sheet to show seller expenses, closing costs & net proceeds [25 
min]
34. Conduct a home audit walkthrough of your home [20 minutes]
35. Discuss Staging Options [10 minutes]
36. Coordinate our Staging company to come by your house and set up their services [30 minutes]
37. Order and provide professional photography [75 minutes]
38. Electronically submit the listing information to the Multiple Listing Service for exposure to all active 
real estate agents in the Multiple Listing Service area. [60 minutes]
39. Price the property right the 1st time to open the market vs. narrowing the market [5 minutes]
40. Upload professional photography onto the Multiple Listing Service [30 minutes]
41. Design the Just Listed e-card for your property [30 minutes]
42. Send “Just Listed” e-cards to over 2,300 partners and affiliates in our database [15 minutes]
43. Publish ad of your property on Youtube [25 minutes]
44. Publish ad on our Google+ Page [15 minutes]
45. Publish ad on Facebook [15 minutes]
46. Publish ad on our Linked In Page [15 minutes]
47. Broadcast on all of our social media outlets i.e. Facebook, Twitter, YouTube, Linked In, Active 
Rain, and Google+ pages [25 minutes]
48. Get your property ranked on 25+ search engines [60 minutes]
49. Blog about your property listing [120 minutes]
50. Input property onto REAL Broker proprietary Multiple Listing Service system [45 minutes] 
51. Upload and organize photos onto REAL Broker proprietary Multiple Listing Service system [45 
minutes]
52. Order yard sign to be professionally installed [5 minutes]
53. Order property flyers through our printer [10 minutes]
54. Set up and link lockbox onto the Supra e-key system [10 minutes]
55. Set up and link property to our Zillow account, online analytics [15 minutes]
56. Set up and link property to our Trulia account, online analytics [15 minutes]
57. Set up and link property to our Realtor.com account, online analytics [15 minutes]
58. Set up and link property to our Homes.com account, online analytics [15 minutes]
59. Set up and link property to our Multiple Listing Account for online analytics [10 minutes]
60. Order complimentary Home Warranty for listing agreement time period [25 minutes]
61. Insert property on my website, www.kellycookhomes.com, which will have property pictures and 
main information about your property made available to anyone who visits my website [25 minutes]
62. Submit professional photos available to millions of people via our website at www.kw.com which is 
linked to several other sites [25 minutes]
63. Submit property to top internet sites: Realtor.com, Zillow.com, Trulia.com, Homes.com, 
Redfin.com Homes & Land.com, Yahoo Real Estate, Frontdoor.com, MSN Real Estate, and more than 
200 others [70 minutes]
64. Design your personal property website for online SEO marketing [75 minutes]
65. Place advertising in REAL Broker Intranet.  Located in a highly desirable area of the country, we 
get a lot of mileage out of this aspect from other REAL Broker agents around North America [20 
minutes]
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11 4  S t e p  A c t i o n /
M a r k e t i n g  P l a n  

66. Design the mobile version of your personal property website for smart phones [30 minutes]
67. Email your property out to over 1,000 of our registered buyers on our sister websites/property 
portal sites [25 minutes]
68. Set up a 24 hour text-rider system for the property to allow buyers to access information at their 
convenience 24 hours a day via your mobile property website [18 minutes]
69. Distribute color flyer to other agents in my office, who are some of the highest producing agents 
in the state [20 minutes]
70. Weekly meeting with the team to mastermind on what steps have been completed and executed 
in the marketing of the home [15 minutes per property]
71. Advertise the property on other co-op listing flyers [15 minutes]
72. Set up the electronic lockbox for access and to obtain feedback from other agents [7 minutes]
73. Create the formal file for your property in our office [10 minutes]
74. Create the formal paperless E-file in our cloud-based system and upload and organize all 
documents [20 minutes]
75. Set property up on our featured link for seasonal geographical target marketing to northern cities 
[65 minutes]
76. Prepare a full color photo flyer with a list of features of the property to leave at the home for 
visitors to take with them after the showing [40 minutes]
77. Submit the property to web-based buyer classifieds (Kijiji, Craigslist, etc.) [50 minutes]
78. Promote the property at all MLS association marketing sessions [60 minutes]
79. Order a professional sign company to install the yard sign [5 minutes]
80. Maximize showing potential through professional signage. [15 minutes]
81. Enter the sellers name and address in office computer system to keep seller informed of market 
changes, mortgage rate fluctuations, sales trends or anything that may affect the value and 
marketability of their property [25 minutes]
82. Provide Open Houses with a licensed Realtor at the sellers request [Time Varies]
83. Explain the use of the Seller’s Property Disclosure Statement the seller will complete, and that 
will be presented to the buyer of their home [20 minutes]
84. Promote the property at the weekly company sales meeting [60 minutes]
85. Advertise the property electronically to all the Realtors with full color flyers e-mailed directly to 
their inbox [20 minutes]
86. Review on a weekly basis the target demographic ads we are continuously running for 
effectiveness and revise as needed. [60 minutes]
87. Suggest or advise changes to make the seller more saleable and attractive to buyers [Time 
Varies]
88. Monitor buyer and agent feedback to make any necessary changes to price, condition, etc., 
based on the average number of showings per home before contract [300 minutes]
89. Prospect one hour and contact ten people per business day looking for potential buyers for your 
house [22 hours]
90. Contact our non-internet buyer clients, centers of influence, and past clients for potential interest 
[35 minutes]
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11 4  S t e p  A c t i o n /
M a r k e t i n g  P l a n  

91. Have cooperating brokers in the area tour your home when available [45 minutes]
92. Set up property on a Luxury Home Tour (if applicable) [45 minutes]
93. Provide seller with a list of preferred vendors [5 minutes]
94. Prepare property to be marketed at Barrett Jackson Auto Auction *(January listings only)  [180 
min]
95. Set up our Showing Suite for our automated showing feedback for our sellers from potential 
buyers [20 minutes]
96. Call the seller on Fridays for a customer service call to get feedback from our seller on the job we 
are doing [5 minutes]
97. Determine if the property qualifies for the property to be toured by agents from my office property 
tour following our monthly sales meetings [150 minutes]
98. Track all numbers to determine where the buyers are seeing the property [45 minutes]
99. Email the seller on Tuesdays with feedback & reports on the property [20 minutes]
100. E-mail the seller copies of any advertising regarding the property [15 minutes]
101. Call agents of these properties, if necessary, to discuss activity on their properties and to 
clarify any questions about information [30 minutes]
102. Prequalify all prospective buyers to avoid wasting Seller’s time with “shoppers” [Time Varies]
103. Represent the seller on offer presentations, and negotiating the best price and terms [90 
minutes]
104. Speak with our transaction coordinator throughout the week for status updates on the closing 
process [5 minutes]
105. Require all offers include buyers preapproval and proof of funds for down payment [5 
minutes]
106. Handle the entire escrow process for the seller [360 minutes]
107. Monitor the Buyers loan to assure timely loan commitment [60 minutes]
108. Arrange all inspections, including utility and municipal if needed [20 minutes]
109. With the sellers permission provide & arrange for contractors to perform any agreed upon 
repairs [30 minutes]
110. Make arrangements with the Title Company [10 minutes]
111. Assist seller with interim financing if necessary; set up with lender [5 minutes]
112. Promote the property to all top Realtors in the property’s local area [120 minutes]
113. Perform a Reverse Prospecting Search to attract prospective buyers within the MLS [60 
minutes]
114. Help seller relocate locally.  If the move is out of the area, we will help coordinate with a highly 
experienced REAL Broker agent for the area you’re moving to – so you are sure to have the highest 
quality agent to help you on both sides of your move to make it worry and stress free [30 minutes]
*Total Time Invested: [84 Hours, 7 minutes]

- This is our commitment to you when you hire Cook & Associates!
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P R I C I N G :  T H E  P O W E R
O F  P R I C I N G  

C O M P E T I T I V E LY  

• Pricing your property
competitively will generate
the most activity from
agents and buyers.

• Pricing your property too
high may make it
necessary to drop the
price below market value
to compete with new, well-
priced listings.

The Power of Pricing 

The Right Price is Important 

• A property generates the most
interest when it first hits the
market.

• The number of showings is
greatest during this time if it is
priced at a realistic market
value.

• Starting too high and dropping
the price later misses the
excitement and fails to generate
strong activity.

• Many home that start high end
up selling below market value
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P R I C I N G :  H O W  T O
D E T E R M I N E  T H E  

P R I C E  

The price of your home is determined in several ways: 
The market value of your home is not: 

1. What you have in the home
2. What you need out of it
3. What you want
4. What it appraised for
5. What you heard your neighbor�s home sold for
6. What the tax office says it�s worth
7. How much it�s insured for
8. Based on prices of homes where you are moving

The true market value of your home is … what a buyer is willing to pay 
for the property: 

1. Based on today�s market
2. Based on today�s competition
3. Based on today�s financing
4. Based on today�s economic conditions
5. Based on the buyer�s perception of the condition of the property
6. Based on the location
7. Based on normal marketing time

Properties that sell in today�s market: On a scale of 1-10 
(�10� are the ones that are selling.)  How can your 
property be a �10�? 

1. By improving the condition dramatically
2. By offering good terms
3. By improving the way the home shows
4. By adjusting the price

Cook & Associates | 480-442-9868  
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D E M O G R A P H I C  
TA R G E T  M A R K E T I N G

The newest and most effective form of marketing real estate is 
Online Demographic Target Marketing.  What exactly is that?   

Targeting in online advertising is when advertisers use a 
series of methods in order to showcase a particular 
advertisement to a specific group of people.  Cook & 
Associates uses these techniques in order to find distinct 
individuals that would be most interested in your house.  
Targeting specific audiences allows for us to constantly 
change the content of the advertisement to fit the needs and 
interests of the individual viewer that we have identified with 
the highest probability of purchasing your home. The content 
of different ads we pay for and run, are presented to each 
consumer to fit their individual and specific buying needs. 

Is the next buyer of your house someone who more than likely 
has three or more children?  Maybe they are snowbirds and 
want low maintenance?  Maybe it’s an out of state executive?  
Is it a first time home buyer?  These questions matter because 
if you can identify who that buyer demographic may be, you 
can target those people to specifically market to.  This 
significantly increases your chances of selling your property 
faster and for a higher amount of money. 

RESPONSE MARKETING AND 24-HOUR 
MARKETING 

Cook & Associates has marketing working at all times, 24 
hours a day for your property.  We also have several 
mechanisms where consumers can get immediate responses 
to their questions and inquiries about your house.  We have a 
mobile website designed and in use that can be texted 
immediately to any consumers who drive by your house and 
inquire based off of our yard sign in your yard.  We also have 
several websites that consumers can log into to get direct 
responses regarding the information of your property they are 
looking for.   

Cook & Associates | 480-442-9868  
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P R O F E S S I O N A L  
P H O T O G R A P H Y  &

V I D E O  
What is the single most important aspect to do well when 
marketing a home?  I am often asked this question and 
while there are literally hundreds of marketing/action steps 
we can do to promote and expose your property, 
photography is the most important.   

“A picture is worth a thousand words.” I think newspaper 
editor Arthur Brisbane back in 1911 was far ahead of his 
time in how he described just how deep of an impact a 
picture has in conveying a message.  Fast forward to the 
21st century in the technological age where time is at a 
premium and people process information quickly then move 
on to the next shiny object.  What better way to give a 
consumer what they want then to provide them with a 
compelling, stunning picture to intrigue their interest to 
possibly see more.  At Cook & Associates, that is our 
intentional focus with the photography and video that we 
provide when marketing your house.   

Along with our photography, our property video will look just 
as good as we incorporate some of the stills into the video 
we produce that is formatted into YouTube and Vimeo 
coding for as much SEO juice as possible.  Having the video 
is extremely important as Google owns YouTube and they 
love to see dynamic (video) marketing.  We then upload the 
photography and video of your house onto our Google+ 
page as well.  Google loves to see the triangle of static 
marketing, dynamic marketing, and social media marketing.  
This provides the optimal level of “Google juice” which in the 
urban dictionary refers to the amount of relevant value a 
website has determined by Google.   

The point of discussing the exposure online, is that while we 
have the ability to reach over 100+ Million people with the 
marketing of your house, it means very little without 
stunning photography that will engage consumers to spend 
time looking at all of the details of your house.  We will be 
happy to provide you with past examples of our 
photography, video, and drone/aerial photography.   
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W H AT  O T H E R S  A R E
S AY I N G  

JUST SOME OF OUR CLIENT REVIEWS… 

“5 stars. I can not speak highly enough about Kelly and each member of his team. We live in NYC and 
had our house on the market for about seven months with another agent. We found Kelly and within 
the first week of our home being listed with him we had an offer. Our house had a unique layout, 
making it difficult to sell, but they persisted. It wasn't until the fourth offer that the buyer proceeded and 
due to them having a loan issue the deal fell through a week before closing. Kelly rallied his entire 
staff and spent the better part of a week working with all of the parties involved to save the deal, which 
he did! They went above and beyond in ways I have never experienced. You couldn't find a better 
agent and team to help you. 

-Brian P.   Scottsdale, AZ (Yelp.com)

“Hannah Costa was a fantastic agent to work with. She is professional, prompt and thorough. We will 
work Hannah again if the need arises. We highly recommend Hannah Costa. But really, what we liked 
most about Kelly Cook Real Estate Group was the fact that they are a team. They all work together as 
a  team to get the job done. We had some difficult HOA issues and they took charge and got the 
problems resolved with very little effort or stress on our part.” 

-Michael C.  Mesa, AZ   (Yelp.com)

“The team of Kelly Cook sold our house in one day!! After meeting with both Kelly and our direct 
agent, Hannah, we followed the advice they gave us and it sure did pay off. The entire team works so 
well together, so we really had around 8 team members working for us, including their concierge  
service, which was invaluable. As Kelly said to us in our first meeting, "we do what's best for each of 
our clients". Thank you, Kelly, and your people for assisting us in this endeavor.” 

-Barb D.  Scottsdale, AZ  (Zillow.com)

"Selling our home in 30 days and getting the best price in the neighborhood......what else can one ask 
for when selling a home. We believe it happened because we followed Kelly's advice and opinions. 
Kelly worked with us the entire way including buying a new home. His team helped take the anxiety 
out of the selling process and looking back to what at times felt like an overwhelming task we really 
had an easy time as Kelly Cook Really was there with us at every turn. Thanks guys." 

-Jeff C.  Scottsdale, AZ (website)

See more reviews:
https://www.yelp.com/biz/kelly-cook-real-estate-group-scottsdale 
https://www.zillow.com/profile/KCRealEstateGroup/#reviews 
http://azhomesbykellycook.com/home/about-us/client-testimonials/ 
https://www.facebook.com/pg/KellyCookRealEstateGroup/reviews/?ref=page_internal 
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Q U E S T I O N S  Y O U  
S H O U L D  A S K  E V E R Y  

A G E N T  Y O U  I N T E R V I E W

1. Do you work as a full-time Realtor®?

2. Does your agent have a dedicated buyers team whose only

job is to be available to show your property?

3. How many buyers are you currently working with?  Do you get

over 300 buyer inquiries a month?

4. Do you prospect for buyers on a daily basis, and how do you

do it?

5. What can you tell me about the real estate market in this area?  

6. How many homes have you sold in the past year?

7. What are your average days on market?

8. What is your list to sales price ratio?

9. Do you have a full-time staff working to get your home under

contract and closed?

10. Do you have a system to follow-up with other agents and

brokers so that we get valuable feedback after every showing?

11. Communication… How often and in what way will I be kept

informed?

12. Are you associated with a national referral network that refers 

their buyers to you and gives you the opportunity to refer me to

the top agent in the town or state I may be moving to?

13. Do you have a Step by Step Marketing Plan designed to sell

my property quickly and for top dollar?

14. Do you have references that I may call?

15. What happens if I am not happy with your service? Do you

have a 100% satisfaction guarantee policy?
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W H AT  T O  E X P E C T
W H E N  W E  M E E T  

Listing Presentation 
We will cover our listing presentation that will explain in 
great detail all of the steps we go through to sell your 
home. We will explain our processes and marketing in 
great detail and how we attract buyers to your home as well 
as what techniques we employ to screen and qualify 
buyers.  

Current Market Valuation 
We have taken the time to educate ourselves in depth of 
the formal appraisal process and how licensed appraisers 
quantify market information in order to conclude property 
value. We use that information to benefit our clients so that 
we may accomplish two main goals. First, to scientifically 
price your property appropriately to maximize market value 
while minimizing days on market. Second, to avoid 
whenever possible, appraisal issues if the buyer we find to 
purchase your house is obtaining financing.  

Pricing Strategy 
This goes hand in hand with our Market Valuation of your 
property. Using the most up-to-date information of recently 
sold, pending, and active comparables we advise you on 
the best price for your property that will meet your goals. 
We also will continually do extensive follow-up on all 
market activity and showings while your property is 
marketed ensuring that your property will always be priced 
effectively.  Price is simply a snapshot in time and the 
market is dynamic; therefore, your pricing strategy must be 
as well.
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WE WILL SELL YOUR HOME

Percentage of listed homes SOLD vs. Expired off the Market

Cook & Associates Average Agent

96% SOLD

35%
EXPIRED

65%
SOLD

Cook & Associates is successful in selling their Listings
31% more than the Average Agent.



WE WILL SELL YOUR HOME MUCH FASTER

Average Days on Market to Contact

Cook & Associates SELLS their homes 24 days faster
than the Average Agent.

Average Agent
53 Days

Cook & Associates
29 Days



When you become a member of Cook & Associates Buyer Benefit Program, there are a 
number of very important benefits that we will provide you. 

1. We will assist you in securing the best financing program for your specific situation with the lowest
interest rate and least expensive closing costs and have a pre-qualification/approval certificate
generated.

2. We’ll set up direct access to MLS to alert you when any homes come onto the market that matches
your home buying criteria.  This will allow you to drive by and determine which properties you want to
see.  If the home looks interesting, we should see it as soon as your schedule allows.

3. We’ll arrange a private showing of any property you want to see including new construction, bank
owned and For Sale By Owner property.

4. We will use our Specialized Knowledge and proven strategies to ensure you get the best home for
the best possible price.  We’ll discuss the best strategy with you regarding offer price, financing terms,
interest rate, cost to close, possession date, inspection details, termite, pest and other environmental
reports, exhibits and amendments weighted in YOUR best interest.

5. We’ll present the offer on your behalf and negotiate in YOUR favor to help you secure the property
at the best possible price and terms.

6. As a member of Cook & Associates Buyer Benefit Program, you’ll have direct, priority access to our
select team of outstanding professionals.  Working with this group of leaders in their respective fields,
you will receive only the best service in title & escrow expertise, home inspection, appraisal, home
warranty companies, lenders, and contractors for any repairs or remodeling.

7. We will represent you exclusively with YOUR best interest in the absolute forefront of everything we
do.  Our Fiduciary responsibility to you is unwavering even during the most precarious situations.

BONUS #1:  FREE APPRAISAL!  If you choose to use our lender partner, we will cover the cost of the 
appraisal to where it is absolutely free to you.  (Approx. $500 value) 

BONUS #2:  FREE CREDIT REPORT!  If you choose to use our lender partner, your credit report will 
be free of charge.  (Approx. $25 value) 

BONUS #3:  BUYER SATISFACTION GUARANTEE!  If you are not satisfied with your new home within 
a 12 month period after purchasing, we will sell your home for FREE* so that you can move on to 
another house. 

E X C L U S I V E  B U Y E R  
B E N E F I T  P R O G R A M

F E AT U R E S  

Cook & Associates | 480-442-9868  
CookandAssociatesAZ.com  

Real Broker
14201 N Hayden Rd. Ste  C-4, Scottsdale, AZ 85260 



BONUS #4:  COMMUNICATION GUARANTEE!   You will be kept informed on the progress of your 
home purchase process each step of the way.  Our “Client-First Communication” commitment means 
that your agent is always on-call to help and will return phone calls promptly the same business day. 

In return for these services, you will agree: 

1. To make your house hunting process easy by obtaining written pre-approval.  (If required)

2. To allow us to represent you whenever you see a home (new or resale) that you want to view.  This
means that you will let us know when you’re going to view any home, and advise all other agents,
builders and For Sale By Owners that we are your Agent.  If you want to make an offer, it will be made
through us.

3. Give us six months from the commencement of this process, to represent you as your Agent.
Because the seller or builder pays our fee, you pay nothing for all the services we have outlined above 
and you’re under no obligation to buy a home.  Furthermore, if we do not perform and follow through
on every aspect mentioned on the previous page, this document is cancellable at any time effective
immediately at that moment upon written (email) notice.

4. Upon Mutual agreement, Buyer agrees to allow a “SOLD” sign to be erected in the front yard for a
period of up to 2 weeks after COE.

This agreement automatically expires six months from today's date unless extended or terminated, 
in writing, by either party. When Cook & Associates acts as your agent, we will receive a buyer-
broker fee of at least 3% of the purchase price paid from the Seller's proceeds upon the closing of 
your transaction. 

 ______________________________________ _____________________________________
Cook & Associates Representative        Buyers Endorsement 

______________________________________         _______________________________________ 
Date        Buyers Endorsement 

*Conditions apply.  We are extremely grateful for your patronage.  Happy Home Buying.

B U Y E R  B E N E F I T  
P R O G R A M  

F E AT U R E S  C O N T.
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