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A Tradition Of Trust

 

When You Choose To Sell With The Jenkins Team You Get More: 

 

More Experience  |     More Expertise   |    More Negotiating Skills 

 

 

Expect More From Your 

Real Estate Experience



 

 
 
At The Jenkins Team, we think Sellers should expect 
more from their real estate experience. When you 
choose to sell with The Jenkins Team, you get: 
 
 

More Experience, Expertise & Negotiating Skills 
§ Top-Notch Pricing and Negotiating Skills from a team of Certified Negotiating 

Experts  
§ Full-time award-winning team with over a decade of experience 
§ We’re obsessive about flawless paperwork and we sweat the details 
§ Included extra – pre-listing home inspection  

More Staging & Home Preparation Help 
§ Included extras – professional cleaning, home prep & staging services 
§ Concierge access to our preferred contractor and supplier network of painters, 

contractors, electricians, plumbers, and more 

More Market Reach 
§ We actively market our listings by combining digital and old-school marketing that 

goes further providing both broad and focused marketing to expose your home to 
the greatest number of Buyers 

§ HDR photos, killer voice-over videography, floor plans, deluxe colour feature 
sheets including neighbourhood infographics 

§ Unparalleled market reach using social media platforms that target domestic and 
foreign buyers and agent networks 

More Guarantees 
§ We guarantee our responsiveness, availability, communication & satisfaction 

More Results 
§ In 2018 The Jenkins Team’s listings sold on average in 22 days. 

That’s 12 days faster (35% faster) than the average Durham Region home listed 
on the Toronto Real Estate Board 

§ Our listings sold for 98% of asking price, 1% more than the average Durham 
Region home. That means our Sellers pocketed on average $6,000 more than 
the average Durham Region home seller. 

 



 

    
Trusted Performance. Exceptional Results. 

 
 

Suzanne Jenkins, Team Leader, is an award-winning Broker, having received the 
prestigious Director’s Platinum & President’s Gold Awards for placing in the top 5% of 
all RLP Agents across Canada from 2014-2017, and consistently ranked in the top 25 
of agents at Royal LePage Connect in 2015 - 2017.  She is a  Gold Award Winner at 
Royal Heritage for 2018 sales. She is a Certified Negotiating Expert (CNE), an 
Accredited Staging Professional (ASP) and a Seniors Real Estate Specialist (SRES). 
Suzanne has over a decade of experience helping her clients with their real estate 
needs. 
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Lorne Jenkins, Sales Representative, has been in the real estate and financial 
industry for more than 20 years as a professional Accountant and Senior Executive. His 
industry savvy combined with his top notch negotiating skills mean that his clients get 
the results they want. Lorne gets rave reviews for his ultimate level of service and his 
commitment to getting the job done.  A real estate investor himself, Lorne is an 
experienced buyer and seller of all types of residential properties. Lorne is a CPA, 
CMA, AMP and has his Seniors Real Estate Specialist (SRES) designation 

 
 
 

 

Melody Brandon, our Customer Care Manager is the administrative backbone of our 
team.  Her attention to detail and administrative know-how ensures even the smallest 
things are looked after and she keeps everything on track managing the day-to-day 
details of the business. 

We sell homes 35% faster and for $6,000 more than 
the average TREB agent 1 

1 Based on 2018 TREB Statistics 



 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

1 Based on 2017 TREB Statistics 



 

 

The 4 Big Reasons 
To Ask The Jenkins Team To Sell Your Home 

 
 
FAST 
The Jenkins Team will get your home sold fast. That’s not an empty promise or braggadocio. It’s 
a fact. In hot or slow markets, in every part of town. 
“We moved my mom to a retirement home and wanted to get her Condo sold for the most money possible 
and we didn’t want to keep paying the maintenance fees on it.  Suzanne sold my daughter’s house and 
they were really pleased with her so I called her to look at my mom’s place. First, I can’t say enough 
about Suzanne’s empathy towards what we were all going through with my mom – she was great 
explaining everything and making sure we were all on the same page.  She determined a listing price and 
we were sold in 2 days for 9(% of our asking price.  We couldn’t be happier with her service and her 
results!   - J. Diotte- 2019 
 
TOP DOLLAR 
The Jenkins Team will get you top dollar by showing your home at its best. By using state of the 
art photography, videography and staging. 
“I interviewed another agent who recommended I list my 2500 square foot home just as it was and they 
said we’d list at $675,000 and we could probably get $650,000.  I interviewed Suzanne, and she 
suggested we stage the house so buyers would want ours over the other available listings. She did great 
aerial photography and a great video that was professionally voiced. We listed at $679,900 and sold for 
over $800,000 in two weeks! “- John & Diane A., Oshawa - 2017 
 
NO HASSLE 
The Jenkins Team will get your home sold, every “i” dotted, every “t” crossed with the least 
inconvenience to you. 
“The Jenkins Team was recommended to me by a friend who had used Suzanne and her team to help 
sell their house.  They were professional and compassionate. I really wanted to exclude my induction 
stove as it was a gift from my husband who recently passed away.  They listened, and arranged for a new 
stove to be put in my house before I went on the market. They got me a bully offer on the first day and we 
sold for 115% of my asking price.  Everything worked out just perfectly and I’d recommend them in a 
heartbeat!” - Marilyn V., Ajax - 2017 
 
SAFE 
Over 10 year’s experience and the team approach means no detail missed, no unpleasant 
surprises. 
“We had listed with another agent and our home hadn’t sold in 5 months. I was transferring to the west 
end and we had to sell soon. When our listing expired, I called the Jenkins Team. In hindsight, we should 
have called them at the beginning. Within 2 weeks of listing with Suzanne, our home sold for 99% of the 
asking price. Suzanne always kept us updated on what was happening in the market and we were very 
happy!”  - Matthew & Krissy P, Blackstock - 2016 
 



 

 
 

 
        Our Client Call-Back Guarantee 

 
 
 
 
 
 
 
 
 
 
 
 
 
      We know that we have to perform all the time when you’ve entrusted us 

to help you with the sale of your home. 
 

           We promise to always be responsive. 

When you’re working with us, you can count on us to be reachable. You can reach us     
by phone, email, text message, website chat or Facebook. Usually, we respond right 
away. And if we don’t return your message or call within 24 hours? We’ll donate $10 to 
a charity of your choice. 
 
 

 
 
 
 
 
 

A member of our Team will respond to any client’s 
inquiry within 24 hours or we’ll donate $10 cash  

to a charity of your choice. 
 



 

 
 

            Our Communication Guarantee For Sellers 
 
 
 
 
 
 
 
 
 
 
 
 

       We promise to keep you updated. 
 

The #1 complain sellers have about their Realtor is that they don’t communicate with 
them throughout the selling process.  We know there’s nothing worse than not knowing 

what’s happening. When you’re selling your home with The Jenkins team, we’re 
committed to providing a weekly huddle call or meeting and an update on showings, 

feedback, marketing activity and competition. And if we don’t deliver? We’ll deduct $100 
from your commission (1or pay you $100 cash when you close). 

 

 

Hey-we know that we need to be good to get your listing, but we have to be 
great to keep your listing. We have to perform all the time - not just when 

we’re trying to get your business. That’s why we offer you our Home Seller 
Communication Guarantee: 

 

 
 
 
 

A member of our Team will provide you with a  
written Market Update at least once a week  
or we’ll pay you $100 cash  when you close. 

 



 

 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 

 
 
 
 

Our Availability 
Promise 

 
We get that real estate isn’t just a 
Monday through Friday, 9 to 5 kind 
of thing. 
 
Yes, life happens and 
sometimes we too have sick 
kids and sick dogs and flat tires 
and whatever else life can throw 
at us. But your schedule 
becomes our schedule, and 
your availability becomes our 
availability. Yeah - maybe not 
the greatest for that work-life 
balance thing but it’s how we’d 
want to be treated if we were a 
client - and it’s what we think 
you deserve from your real 
estate professional. 

Our Happy Client 
Promise 

 
We won’t hold you hostage to 
a piece of paper -we want 
you to be happy with us, our 
services, our 
responsiveness, the 
information we provide, the 
people we suggest to you - 
the list goes on and on. The 
end result is that we want 
you to be happy now, and 
when we reach the end of the 
journey together. 
If there’s ever a problem 
while we’re working together, 
let us know - we’ll do 
everything we can to fix it.  
And if we can’t, we’ll release 
you from your contract. It 
really is that simple. 
 So we promise we’ll be 

available to you 
when it’s most convenient 

for you 
 

We don’t think you should be 
contractually bound to someone if 

you feel they’ve not lived up to 
their promises. So if you aren’t 
happy, neither are we.  It’s that 

simple. 
 



 

 
 

Selling Your Home Can Be Complicated…. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
The Jenkins Team has created a comprehensive strategy 
that helps homeowners navigate the home sale process, 
sell in the quickest time possible and get top dollar. 
 
 
 
 
 
 
 
    

 



 

 

 

 

 

We know that to get you the most money possible for your home we have 
to put a ton of care into its preparation before we put it on the market.  

Quality preparation that will leave buyers with the best impression of your 
house involves three elements –Repairs, Cleanliness and Staging. 

 
 
 
 
 

 
 
 
REPAIRS 
 
There are several reasons to complete repairs on your home before you 
put it on the market. Ultimately, buyers will pay more for a home to avoid 
the work of fixing it, and they will pay faster.  

Moreover, any money you invest into repairs before you list — when you 
have time to price-shop and to use a little bit of elbow grease — will be far 
less than the quote from the home inspector or the concessions for which 
buyers will ask.  

The good news is that most repairs are merely cosmetic and fairly 
inexpensive. Think of the things on your to-do list: that leaky faucet and the 
cracked bathroom tile were bothering you when you lived in the house, and 
they’re going to bother the new owners too.  

 
 



 

 
 
 
 

 
 

 

 
 

 
PROFESSIONAL CLEANING 
Buyers are easily distracted, and they will tend to focus on the negatives 
instead of the positives of each home they tour.  

A clean, neat and tidy home tells buyers that the sellers care about the 
state of their house, inside - and out.  Nothing should be broken or in need 
of repair. Think about your home like you would about your car if you were 
trading it in-you’d make sure it looks as good as possible on the inside and 
the outside – your home is the same! Buyers will be looking at many 
different homes and you don’t want yours to stand out for the wrong 
reasons! 

Each dish left in the sink or dust bunny in the corner is going to detract from 
the perceived value of your home, which means a lower offer amount and 
more time on the market for you.   

BONUS:  

A professional home cleaning is included in our commission!  

Some conditions apply, see Suzanne or Lorne for details. 

 



 

 
 

 

 
TOP NOTCH STAGING & HOME PREP 
Ever visited a builder’s model home?  How was it furnished? What was 
your first impression? Staging can make it easier for home buyers to 
visualize your property as their future home.  

In a recent NAR study, 52% of buyer clients were willing to offer more 
on a staged home than a similar home that was not staged — as much as 
20% more than the asking price!  

At The Jenkins Team, staging is just one of the things we do to help get 
your home ready for the market. Whether it’s a staging uplift or a full out 
redesign, our goal is to show your home at its absolute best. 

 

Which home 
gives you a 
better first 
impression?  

 
 
 

 
BONUS:  

A professional staging consultation and home prep is included in our 
commission!  We also offer complementary 30-day staging. 

Some conditions apply, see Suzanne or Lorne for details. 

 



 

 
MAKE A GREAT FIRST IMPRESSION – HOUSE PREP TIPS 

 
 
Will Rogers once said “You never get a second chance to make a first impression”. 
 
Buyers view several properties at a time - they are comparison shoppers!   That means 
that your home MUST COMPARE FAVOURABLY with the competition! 
 
Buyers need to see value & feel good as soon as they walk UP TO & IN the front door! 
 
We’ll let you know what you may need to do (or not do) to ensure the right features are 
highlighted for prospective buyers.  We may recommend you stage the property, have 
carpets cleaned, have some minor improvements done.  Go through your house with 
‘buyer’s eyes’!  Put your best foot forward! 
 
Here are some easy tips to help your home show its best: 
 
• Clear all your countertops.   
• Shine all your fixtures (kitchen, bathroom, anything chrome and shiny) 
• Put fresh cut flowers on the table in a nice vase; or lemons and oranges in a bowl. 
• Put soft background music on (use satellite tv music channels etc.) 
• Clean, clean and clean more.  Buyers want tidy and clean.  It shows pride of 

ownership. 
• Got a smell?  Get rid of it.  There’s a saying in real estate - you can’t sell what you 

can smell! 
• Replace anything that’s broken and can’t be fixed.   Fix things that are broken. 
• Weed your yard, gardens and walkways. Add planters, colourful flowers. 
• Use the checklist on the following pages for even more tips! 
 

Visit our website at www.TheJenkinsTeam.ca for more tips 
on how to prepare your home for the market including: 

 
 
 
 
 
 
 
 
 

 



 

 

Use this handy checklist to ensure you’ve covered all the bases! 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

 

General Maintenance 
 
[  ] Oil Squeaky Doors 
[  ] Tighten Loose Doorknobs 
[  ] Replace Burnt Out Lightbulbs 
[  ] Repair drywall 
[  ] Repair Leaky Faucets 
[  ] Repair Running Toilets 
[  ] Touch up paint on walls, 
      trim and baseboards 
[  ] Replace broken windows 
[  ] Clean windows 
[  ] Replace Furnace Filter 
[  ] Touch up exterior paint 
[  ] Touch up exterior caulking 
[  ] Remove fridge magnets 
[  ] Repair anything that’s broken 
[  ] Organize your linen closet 
[  ] Tidy closets so they are no 
      more than 2/3 full 
[  ] De-clutter, store furniture 
[  ] Polish fixtures, doorknobs 
[  ] Clean bathroom/kitchen 
      fixtures 
[  ] Clean kitchen fixtures 
[  ] Clean inside your oven 
[  ] Remove shower/tub mould 
[  ] Have a working doorbell 
 

Curb Appeal 
 
[  ] Weed walkways, lawns,  
      gardens 
[  ] Weed interlock areas 
[  ] Fix brown spots on lawns 
[  ] Rake leaves 
[  ] Mow the lawn 
[  ] Keep walkways clear of snow 
[  ] Repair gutters, eaves 
[  ] Clear gutters  
[  ] Put out planters with flowers 
[  ] Trim shrubs, weed gardens 
 
Spic & Span Cleaning 
 
[  ] Tidy entranceway 
[  ] Shampoo carpets 
[  ] Clean appliance exteriors 
[  ] Store pet supplies, beds 
[  ] Store dish/tea towels 
[  ] Store toiletries 
[  ] Empty garbage containers 
[  ] Wipe down baseboards 
[  ] Wipe down blinds, shutters 
[  ] Dust lights, fans, air returns 
[  ] Clean litter boxes 
[  ] Tighten loose toilets 
 



 

 

Use this handy checklist to ensure you’ve covered all the bases! 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 

Safekeeping Tips 
 
[  ] Remove all valuables & store 
[  ] Turn off computers  
[  ] Remove any breakables 
      or family heirlooms 
[  ] Store mobile electronic  
      devices 
[  ] Put away your listing 
      agreement! 
[  ] Put away mail, bills, personal 
      papers 
[  ] Put away extra keys 
 
 
Create An Inviting Atmosphere 
 
[  ] Keep toilets seats DOWN 
[  ] Be absent during showings 
[  ] Put your gas fireplace on 
[  ] Play quiet background music 
[  ] Put out fresh flowers 
[  ] Tidy or store children’s toys 
[  ] Put out a bowl of lemons 
      and limes 
[  ] Install plug-in air fresheners 
 

Create A Spacious Look 
 
[  ] Clear foyer, hallway 
[  ] Turn on your lights 
[  ] Open drapes, blinds 
[  ] Move furniture away 
      from windows 
 
 
 



 

 
Repairs To Make Before Putting Your Home On The Market 
 
Don’t over-renovate your home! Pay attention to those things that will make buyers walk 
away from your home to go somewhere else!  Even though that laminate countertop 
has always bugged you, replacing it won’t help sell your home if any of the big stuff is 
out of whack.  Here are some repairs to consider making before putting your home on 
the market: 
 
 
Focus On The Big Stuff: 
 

§ Focus on those things that will cause buyers to have the biggest objections, like 
buried oil tanks, water penetration in the basement, mold in the walls, asbestos, 
poor or exposed wiring, Kitec plumbing, vermin infestation 

 
Make Sure All The Big Stuff Works: 
 

§ Buyers don’t want to spend all that money to buy your home only to find out they 
have to spend a lot more on the big stuff.  Make sure the furnace and air 
conditioning work, the appliances all work, the shingles and roofing are in good 
shape, windows are not broken or in bad shape, the lighting and electrical are in 
working order, and the plumbing is good. 

 
Do The Easy Fixes: 
 

§ Clean or replace bathroom and kitchen grout 
§ Make sure you have curb appeal, inside and out 
§ Tidy up the backyard 
§ Put a coat of fresh paint on trim or areas that are worn or marked 
§ Paint funky coloured rooms in a more neutral palette 
§ Update key lighting fixtures 
§ Shine up the floors 
§ Replace really worn-out carpet  
§ Get your carpets PROFESSIONALLY cleaned 

 
 
 
 



 

 
 
Preparing Your Home For Buyer Visits 
 
Develop a routine that allows you to pick up and be prepared to show your home in a 
reasonable period without stressing you out! 
 
PICK UP EVERY ROOM 
Check counters, halls and stairs. Straighten up or remove newspapers, magazines, mail, toys, 
clothing, recreation gear, snack glasses and dishes. 
 
LET THERE BE LIGHT 
Lights have an amazing capability for creating an illusion of lightness, airness and space. Open 
drapes, shades, blinds to create a bright and light ambience. 
 
THE KITCHEN IS THE HEART 
The kitchen is the heart of the home. Be sure all countertops are clear and squeaky clean. Be 
sure all dishes are either put away or in the dishwasher (and clean). The sink should be clean 
and clear. 
 
BEDROOM RETREATS 
Have all beds made and laundry out of sight. Have closets neat and organized. Keep all 
valuables (money, jewelry etc.) put away in a safe place. 
 
CLEAN AIR & MUSIC 
Keep air fresheners in closets, bathrooms, kitchen. Keep kitchen odors fresh. If it’s warm, put 
the A/C on.  Soft, pleasant background music can be very inviting and effective. 
 
THE BATHROOMS 
Keep a fresh set of towels in each bathroom.  White rolled towels create a spa-like atmosphere. 
Keep faucets and fixtures shining. 
 
ANIMALS – NO SEE, NO HEAR, NO SMELL! 
Keep pets away if possible, consider boarding your dogs, clean litter boxes frequently (put them 
away for showings), put away pet beds, bowls and food. 
 
THE ENTRYWAY – INSIDE AND OUT! 
This is the first -and last - impression buyers have of your home. Make it a good one!  
 
LEAVE THE HOUSE 
If at all possible, always leave the house for the Buyers to tour at their leisure.  Let them feel like 
it should be their house – let them visualize and talk about where they’ll put their couch and their 
favourite chair. Give them space and time to feel what it could be like to live here. 
 



 

  
Pricing Your House For Sale 
 
Okay here’s where the rubber meets the road!  
  
At The Jenkins Team, pricing your house is the anchor to all our marketing, and 
that’s why we spend A LOT of time coming up with a list price in which we have 
FULL CONFIDENCE. 
 
What’s the first thing you think when you see a listing that’s been on the market a 
long time? If you said “What’s wrong with it?”, you’d be in good company.  
That’s the ONLY question that buyers ask when they see an overpriced property 
languishing on the market. Your home will get the most attention in the first week, 
and you have the best chance to sell your home for the highest price in the first 
30 days.  
 
We know it’s the Buyers who determine home values by deciding what they want to 
pay. Buyers look at several factors when considering value.  These include how much 
homes have sold for on your street, in your neighbourhood, and in the general area.  
 
They look at your home’s size, condition, finishes. They look at your home’s location, 
what’s happening in your neighbourhood, quality of local schools, how much renovation 
work needs to be done, and special amenities like a ravine or greenspace lot, pool sized 
lot, parking, garage, finished basement, walkout, and so on.   
 
They compare your house to all the others they’ve seen in the same price range and 
then they rank your home.  
 
So it’s not surprising that it doesn’t take long for a homebuyer to determine if a home is 
a great value or if it’s overpriced. 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

 

How We Differ From Other Agents When 
Pricing Your Home For Sale 

 
 
First, we are really well trained.   
 

We are Pricing Strategy Advisors (PSA’s) (a designation 
from the National Association of Realtors). Determining 
property values depends more than ever on 
professional expertise and competence, the best use of  
technology, and approaching the pricing assignment from  
various perspectives. The PSA Certification enhances our skills 
in pricing properties, creating comparable market analyses and 
guiding our clients through the complexities of home valuation. 

 
 
We don’t just pull a number out of thin air or play pin-the-tail-on-the-donkey pricing. 
We do the work. 
 

1. We look at Historical Sales – recent sales of comparable homes, on your street, 
in your neighbourhood, in your area. 

2. We pick the Best Comparable – a home similar to yours that has sold recently. 
3. We Make Adjustments. No two homes are alike. Finished basements, 

renovations, lot size, corner vs pie lot, what the home backs on to.  As 
experienced Realtors, we know which features buyers value and we know what 
value buyers will put on features so we can make appropriate adjustments. 

4. The Market Reality-we look at sales trends in your local market, what’s trending 
in the economy that can impact values, and we extrapolate to determine where 
the market’s heading in the short term and where you need to be positioned to 
get the best price in the shortest possible time. 

5. We identify the Demographic Element – who’s likely to buy your home, and we 
look at how many of these buyers we think are out in the market ready to buy 
right now. 

6. We look Deep at your Neighbourhood, its reputation, its appeal to buyers, its 
schools and their rankings, local amenities that attract (or repel) buyers. 

7. We Check Out The Competition – while we need to look at what homes have 
sold for recently, we also need to look at what’s out there right now similar to 
yours that buyers can choose from - today. We don’t just look at pictures either, 
we’ll go see the competition in person to get a feel for the property up close. 

8. We summarize everything in a confidential, comprehensive Comparative Market 
Assessment in which we give you a price in which we have full confidence. 

 
 



 

 
More Ways We Differ From Other Agents 

When Pricing Your Home For Sale 
 
 
There are many myths about how to price a property.  Here are some pricing 
strategies that have a lot of downside and very little upside: 
 

1. Price high so there’s room to negotiate. 
Some Sellers think they should price high to give them room to negotiate 
downwards. In reality this doesn’t work – Canadians in particular are very 
hesitate about submitting lowball offers because they don’t want to insult the 
seller. Risks of overpricing your home include buyer’s passing on your property, 
you help sell other people’s homes, your home takes longer to sell and your sale 
price will deteriorate the longer your house sits, you’ll miss the peak and 
excitement of your property’s launch, and a buyer could have financing 
problems if the appraised value is a lot lower than the purchase price. 

 
2. Price low to get a bidding war going. 

Some Sellers think they should price low or below market to get a bidding war going. 
This is risky because in a balanced or buyer’s market where buyer’s have lots of choice, 
they’ll see this strategy for what it is and may opt to go elsewhere rather than get 
involved in a multiple offer situation. And if you really think about it, the house, when it 
does sell, is going to sell for market anyway so why not just price it right the first time 
out and get a solid, strong offer.  We recently saw a house priced at $699,000 when it 
should have been around $799,000. As a Realtor representing buyers in this price rnage, 
I knew the Seller was hoping for way more money and that negotiations would be 
strained because they didn’t getthe bidding war they hoped for and they likely felt they 
left money on the table (when it never was there in the first place).  After a week, the 
seller re-listed the property for $799,000 and it sat on the market for a month before 
selling for $775,000.   
 

3. Price it right the first time. 
The market dictates the appropriate pricing strategy, and we know the market. Think 
about pricing your home like throwing a dart at a dartboard – at The Jenkins Team, we 
aim for the bullseye, we don’t just blindly throw the dart and hope to hit somewhere 
close like most other agents.  Buyers are most excited about your listing in the first week 
or two, after that you’re old news. If we have to re-price a home it’s because the market 
has changed – and we will need to change with it.  And because we’re always looking at 
market stats and trends, we’ll know every week if we need to tweak anything and you’ll 
know when we do. 
 



 

 
Do You Want To Be IN The Market 

Or ON The Market 
 
 
Properly priced properties generate immediate interest among potential buyers, 
which translates into more showings, higher priced offers and a quicker sale. 
 

 
 
 

 

 

The intersection of the two axes—price and condition (preparation) represents homes 
“in the market.” These are properties that are priced competitively and prepared nicely, 
and these are the homes that will net the most money for their sellers.  

As you move farther away from the intersection, the homes become too pricey and in 
too much disrepair. These homes show poorly and are basically guaranteed not to 
sell.  The curve in the middle of this graph contains homes in what we at The Jenkins 
Team call “No-Man’s Land.” Homes in No Man’s Land are priced just over their market 
worth, or they are not adequately prepared to show. These properties are the ones that 
will stay on the market for months and ultimately sell for way under asking price. 
 
 
 

In The Market 

Out Of The Market 



 

 

Here’s an idea of how this all comes 
together to get you sold: 

 



 

 
 

     From Listing To SOLD: 
What Our Clients Have To Say 

 
 
 
“The Jenkins Team brought us a buyer who first saw our house in a Facebook ad 
 they wrote - he saw the ad, loved the description of the house and called to ask for a  
showing. They brought us an offer from him the very next day!”   (Darren, Ajax - 2017) 
 
 
After my husband passed away suddenly, I knew I wanted to sell the house and move to a 
condo.  I needed to find an agent who would hold my hand and help me because I hadn’t done 
this for a long time.  I was worried because the market was so hot I’d have trouble finding a 
condo. Suzanne explained her system for winning bidding wars and I was relieved I was in good 
hands. I won a bidding war for my new condo and sold my house the week later for over list. I 
am happy to refer her to friends and family so they can be well looked after when they are 
selling.  (Marilyn, Ajax 2017) 
 
 
We interviewed The Jenkins Team and another local agent in 2018 about selling our Port Perry 
century home.  One agent told us we should list for $699,900 and The Jenkins Team said we 
should list for $679,900. We were really impressed by how much The Jenkins Team understood 
the market and what went into their pricing.  The other agent didn’t have anything other than a 
few similar sales and we felt she just wanted the listing even if it was too high priced. We listed 
with The Jenkins Team at $679,900 and within 3 weeks we sold for $668,500.  We know if we’d 
listed with the other agent at the higher price we’d have had to reduce our price and we wouldn’t 
have got as much as we did.  We couldn’t be happier with The Jenkins Team!  (Diane, 2018) 
 
 
I met Suzanne at an open houses and she kept in touch with my husband and I until we were 
ready to sell.  She gave us great advice on how to get our house ready and when would be the 
best time to go on the market.  We had lots of showings and got an offer in the second week.  
Suzanne worked hard to get a second offer and we wound up selling for over list!  I’ve referred 
The Jenkins Team to my mom, my father-in-law and my best friend.  And he Jenkins Team 
listed and sold my grandmother’s condo the first day it was on the market!  (Natalie 2019) 
 
 
We called Suzanne about a house she had listed on Realtor.ca and met Suzanne when she 
agreed to show us the property.  We thought she was great and we’ve used The Jenkins Team 
to buy 3 investment properties and they’ve helped us sell another 2.  We can’t say enough 
about their professionalism, competency and responsiveness. (Corrine, 2018) 
  
 
 



 

 
 
 
 
 
 
 
 
 
 

 
 
 
We Inspect Every Property We 
List.               

We don’t want any surprises at offer time and we don’t want a buyer’s agent sitting across 
from us at the negotiating table knowing more about your property than we do. A pre-listing 
home inspection by a qualified, registered home inspector can also  tell us about things you 
really need to get fixed before you go on the market.   
 
 
We Provide A Complimentary Staging Consultation.                                  
We use professional stagers to itemize things we might want to do,  
need to do  or could possibly do to give your home that ‘model home’ look and feel.   
 
 
We Preview Your Competitors.               
We personally visit comparable available homes that your buyers will be  seeing - buyers 
are comparative shoppers so we need to know how your  home stacks up against the 
competition.   
 
 
We Drive Buyer Traffic To Your Listing.              
We’ve invested in leading edge technologies to drive buyer traffic to your  listing and we         
know how to target and reach the buyers who will want to  see your property. We hold 
professional, secure open houses that are extensively advertised. 
 
 
We Do Killer Photography & Videography.   
We use professional photographers for all our listings and we have a videographer 
who does aerial (drone) and on-land true videos (not those silly slide-shows other 
Realtors try to pass off as videos).  Our videos come with a professional voice-over 
detailing features of your home.  All our videos are  featured on our YouTube channel as 
well as many other high traffic sites. 
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All The Usuals - Lawn Sign, Lock Box, Riders & More          
We arrange for an attractive lawn side with appropriate riders identifying  features of 
your home. We use custom QR codes, text-signs and other call-to  action riders to make 
it easy for drive-by traffic to get information about your listing.  
  
 
Deluxe Colour Feature Sheets & Community Infographics 
We produce professional, full colour deluxe features sheets and neighbourhood 
infographics (schools, shopping, transit, amenities, etc.)  that buyers can take away with 
them to remember your home. 
 
 
Digital Promotion To Mobile Devices             
We strategically push your listing out to targeted mobile devices (Phones,  Tablets) 
through Metroland Media’s Digital ‘Geofence’ system. 

 
 
Customized Digital Profiling of Your Listing             
We push your listing out across multiple digital & social media channels through   
customized advertisements on Kijiji, Facebook, LinkedIn, Twitter, homefinder.ca, our own 
branded and unbranded websites, realtor.ca, and more than 100 additional online sites.  
Your listing will have a dedicated URL and QR code. 
    
 
Local Promotion Of Your Listing             
We promote you listing locally in Durham Region through private Facebook  groups, 
through local Bank Branches, through print  advertisements in local community papers, 
and in the exclusive Homes and Lands East magazine.  We promote your listing to 
neighbours through our “Just  Listed” postcard campaigns and we also do niche print  
advertisements as  needed. 
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We’ll Work To Get You A 2nd Offer              
Whether we’re in a seller’s market, a buyer’s market or a 
balanced market - we  work to get a second offer to the 
table so you can sell for the most money possible. 
 
 

 
 
 
 
 
 

 
Promotion To Other Real Estate Boards & Networks              
We have access to the  Kawartha, Peterborough and Northumberland Real Estate 
Boards.  We advertise your listing on ALL appropriate real estate boards.   
 

 
Promotion of Your Listing To Our Buyers-In-Waiting            
We send your listing to our Buyers-In-Waiting, over 1000 prospects  who will see  
your property in digital form.  
 
 
Promotion To Our Digital Networks             
As award-winning Realtors we have access to private ‘top tier’ networks to  exchange 
and share listing and buyer information.  We also ‘blast’ your listing to over  145,000 
Realtors through Facebook, LinkedIn and Twitter portals. We create custom digital  
landing pages for your listing and buyers will see your home on both branded and  
unbranded websites, and through both google ads and Facebook ads. 
 
 
Access To Our Preferred Service Partners             
You get  access to our Preferred Partners - a group of lenders, lawyers, renovators,  
contractors, movers, flooring specialists, painters, masons, and much, more -  all of 
whom come recommended by past clients and members of our Team  and Brokerage. 
 
 
Secure Digital Signature Systems            
We take the worry out of getting paperwork done on time.  We use the latest, most 
secure digital technologies that allow you to fill out  important paperwork, offers, 
amendments, waivers, and so on, from anywhere  in the world where you can get in 
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front of a computer.   
 
 
Powerhouse Negotiators        
We are committed to your success, and we keep our 
negotiating skills well honed.    All of our  
Team are or are in the process of becoming Certified Negotiation Experts ensuring we have a 
bag full of negotiating strategies and tactics. 
 
 
 
 
 
 
 
 
 
Guaranteed Weekly Updates  
We guarantee weekly updates for you - you’ll know who sold, who’s new on the  market and 
where you now stand against all available listings.  You’ll know how many  people viewed your 
property, what they said about it and how your property has been  performing on social media 
and internet portals.   
 
 
VIP After-Close Care              
We’ll introduce you to your new neighbours!  We provide you with a complimentary 
house warming gift! Dinner’s on us on move-in day - just our way to help with a hectic 
day!  We provide complimentary annual market reviews so you can see how your home 
has appreciated in value since you purchased it!         
We are always happy to let you know what homes on your street are selling for - just 
drop us a line!       
 
 
Your Referrals Help The Kids!                     
We love getting referrals from our clients! Last year we donated $10,000 to the 
Hospital For Sick  Children - HELP US ACHIEVE THIS GOAL AGAIN THIS YEAR!                
Refer someone to us - and they buy or sell a home with us we will donate a  portion of 
our income to support The Sick Kids Foundation! 
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GIVING BACK 
 
We know how important it is to 
give back to our community 
and The Jenkins Team has 
chosen to support The 
Hospital For Sick Children.  
We are proud to say that we 
have donated in excess of 
$10,000 from our earnings 

over the past few years and we ask that you help us help Sick Kids 
Hospital by referring anyone you know who is thinking of buying or selling. 
 
Suzanne and Lorne have had the opportunity to see the fantastic work 
done by SickKids first hand - both of their daughters have been patients of 
SickKids.  
 
 “Our eldest daughter developed trigeminal neuralgia - an excruciatingly painful condition. 
SickKids treated her in their Pain Clinic regularly for over 2 years. They felt she was so 
inspirational to others on how she managed her pain so they asked her to beta-test a new Pain 
App. Sarah’s involvement and information about the pain app was featured in PULSE, the 
Nurse’s Association magazine.  Our youngest had emergency surgery at Sick Kids for a serious 
foot injury. We are fortunate to have such a wonderful facility so close to home. 

 
That’s why we support The Hospital For Sick Children 

 
 

Who do you know that may be considering making a move that you can refer to me and 
my team?  

 



 

It’s easy to refer someone! 
 

  Visit us at  https://www.thejenkinsteam.ca/Help-The-Kids 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Royal Heritage Realty is the largest real estate Brokerage in Pickering and 
the fastest growing Brokerage in Durham Region.  Royal Heritage 
outperformed the largest Pickering Royal LePage office for the past 3 years 
in terms of units sold and bought (as per TREB statistics).  With over 230 agents and 
offices in Pickering, Whitby, Oshawa and Bowmanville, Royal Heritage has 
a strong presence in Durham Region. 
 
One of Royal Heritage’s Broker Owner Paul is a past President of the 
Toronto Real Estate Board, and the Broker Co-Owner Michelle has been 
active in TREB as well in various capacities.  Both Paul and Michelle have 
extensive experience managing large brokerage offices and are well 
connected within the Toronto real estate community. 
 
We are a fast growing, robust, responsive Realty Brokerage ready to serve 
our clients.   
 
 
 



 

At Royal Heritage, we strive to be the agents our clients deserve, 
and we believe our clients deserve the very best. 

 
 
 
 

 
The Best Testimonial Comes Direct 

 
At The Jenkins Team, we know how important your trust is when you 
hire us to help you sell or buy your most important asset - your home.  
And while yes, we sell a lot of homes and have great stats, what’s it 
really like to buy or sell with The Jenkins Team? 
 
You can watch video testimonials on our website, read our client 
reviews on our Facebook Page, or you can talk with some of our 
clients.  Here are some of the people who we’ve had the pleasure of 
helping with their real estate needs.  Feel free to call or email them. 
 
 
 
 
Darryl D’Souza - Ajax/Pickering    Elaine Gabura - Pickering/Port Hope 
darryl_dsouza@rogers.com     gabuelai@hotmail.com 
c: 416-676-7121      c: 289-200-8230 
     
 
Allie Schultz - Oshawa/Port Perry     Jennifer Diotte 
chris.allie.schultz@gmail.com    Jennifer.diotte@icloud.com 
c: 905-244-3462      c: 416-919-3631 
 
 
Natalie Diotte – Whitby/Oshawa     Diane Atkins – Port Perry 
ndiotte@live.ca      diane.atkins@gmail.com   
c: 647-227-0819      c: 289-404-4920   
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