
S E L L E R
M A R K E T I N G

P L A N  &
C H E C K L I S T

Are you
considering
selling your
home?

Allow me to
step you
through the
process from a
birds eye view!
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A S K A L E N A . C O M
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ALENA STOLYAR

A l e n a @ A s k A l e n a . c o m

'SCAN' and TAP
for my

Linktr .ee!



"When it comes to servicing my clients, I
have the innate ability to inquire and follow
through with every task and assignment
that I encounter. My keen ability to simplify
the process and put clients at ease insures
that everyone involved stays informed with
clear, concise communication. This is the
cornerstone of my representation."

-Alena Stolyar

A
le

n
a 

S
to

ly
ar



Meet Alena !

Produced marketing campaigns and advertisements to achieve maximum exposure in
selling. Managed active listings, buyer clients, new prospects and enabled activity
tracking for team members. Determined best financing scenarios for client based on
their specific needs. Found housing for buyers within their desired price points. 
Accumulated sales volume since 2002 - $400M

An accomplished, dynamic, and driven Realtor with 21 years of experience
representing buyers, sellers, and investors in Philadelphia and the Suburbs.
Strong skill sets in negotiation, marketing and business development. Highly
effective communicator, negotiator, and manager of strategic marketing plans.
Talent for forging strong relationships with key decision makers, partners, and
employees. Successfully generating sales through aggressive prospecting and
networking. Fluent in Russian.
________________________________________________________________________________________________________________________

Professional strengths

_

_______________________________________________________________________________________________________________________

Professional Experience

Re/Max International Philadelphia, PA July 2002 – Present
Sales Executive / Realtor

 ____________________________________________________________

Education:
BA, Marketing and MIS
Drexel University 2003 Philadelphia, PA

Client Development and Management
Client Relationships and Sales Growth
Value Added Solutions for Clients
Trusted by Industry Professionals

Target Marketing and Penetration
Sales and Revenue Increases
Promotional Events and Marketing
Selected by Court/Judge multiple times to
represent homes and clients on the market



Meet The Bograd Team!

A l e n a  S t o l y a r  
T r u s t e d  P r o f e s s i o n a l

J o s e p h  B o g r a d  
A s s o c .  B r o k e r

V l a d i m i r  B o g r a d  
A s s o c .  B r o k e r

L o r e t t a  S t a r c k  
R E A L T O R ®

A n t h o n y  D i C i c c i o  
R E A L T O R ®

M a r i e  L o n g  
A d m i n  A s s i s t a n t

A m a n d a  A q u a r o  
T h e  B e s t  A s s i s t a n t

E m i l i o  D i C i c c o
R E A L T O R ®

N i c o l e t t a  L o s
M a r k e t i n g  D i r e c t o r

A u r i  R o d r i g u e z
R E A L T O R ®

L i n d a  M o n t e b e l l o
R E A L T O R ®

L i l l y  C h a c k e r
R E A L T O R ®

A m a n d a  S p i v a c k
 R E A L T O R ®

J o e  C o r s a n i c o
R E A L T O R ®

A n a s t a s i y a  G o l o t a
R E A L T O R ®

A z i z  A k i l o v
R E A L T O R ®





Effective and Heavy Social Media Presence

Billboards present in Bucks, Montgomery, and

Philadelphia Counties

Weekly E-Mail Blasts to a Database of 5,000+

Realtors and Brokers

Weekly E-Mail Blasts to a Database of 15,000+

Past and Current Clients

SEO Internet Optimization for our website

Featured listings published

by Philadelphia Magazine

for maximum exposure from

the city to the burbs! 

Prominent accounts on

Instagram, Facebook, Twitter,

and more ensure maximum

exposure of your home. 

PhillyMag Social Media

HD Videos featuring your

home ensure a

comprehensive look at your

home for potential buyers! 

YouTube

O U R  N E T W O R K  A N D  P R E S E N C E

SPECIAL  

FEATURE IN



M L S  a n d  d e t a i l e d  D e s c r i p t i o n

P r o f e s s i o n a l  H D R  L i s t i n g  P h o t o s

F a c e b o o k  

I n s t a g r a m

T i k t o k
N e w s p a p e r  / M a g a z i n e  A d s

    -  O n g o i n g
    -  S h a r e  t o  G r o u p s  a n d
      m o r e  e x p o s u r e
    -  R e a c h  A d

    -  O n g o i n g
    -  R e a c h  A d
    -  H a s h t a g  E x p e r t

Marketing Checklist

E m a i l  B l a s t

V l o g  &  B l o g  P o s t  

O p e n  H o u s e  E v e n t

K n o c k  D o o r s  &  B r i n g  F l y e r s

P r o f e s s i o n a l  V i d e o

Y o u T u b e
G o o g l e  P P C

S y n d i c a t e d  S i t e s

E v e r y  D o o r  D i r e c t  M a i l
T e l e v i s i o n  /  P u b l i c  R e l a t i o n s  A d s

    

    -  Z i l l o w
    -  R e a l t o r . c o m
    -  M a n y  o t h e r s

'SCAN' and TAP
for my social

media
accounts!

https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#1-mls-description
https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#2-professional-hdr-listing-photos
https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#2-professional-hdr-listing-photos
https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#3-facebook-business-page-photos-post
https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#3-facebook-business-page-photos-post
https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#4-share-to-groups-and-personal-page
https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#4-share-to-groups-and-personal-page
https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#4-share-to-groups-and-personal-page
https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#5-reach-ad
https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#5-reach-ad
https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#7-send-to-email-list
https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#8-blog-post-photos
https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#9-open-house-event
https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#9-open-house-event
https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#10-knock-doors-bring-flyers
https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#11-professional-video
https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#12-youtube
https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#17-google-ppc
https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#20-every-door-direct-mail-eddm
https://www.kylehandy.com/blog/learn/real-estate-listing-marketing-plan/#19-realtor-com
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*2022 ONLINE HOME BUYER AND SELLER GENERATIONAL TRENDS

find their home?
WHERE DO BUYERS

Magazine
>1%Newspaper

>1%
Yard Sign

4%

Home Builder
5.9%

Friend or Relative
5.9%

Real Estate Agent
27.7%%

Internet
50.5%



Listing Strategy
Pricing Strategy
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Professional Staging
To make sure your home is shown in the best light to buyers, Joseph Bograd

will provide a professional staging consultation to ensure your home is

ready to go on the market.
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WHEN MOST
OFFERS ARE

RECEIVED

WEEKS ON MARKET
12111098641

Using a scientific market analysis in your area, we will price your home correctly the
first time so that it will sell quickly.

If your home is priced at fair market value, it will attract the largest number of
potential buyers in the first few weeks.

If a home is overpriced it will attract the fewest number of buyers looking to purchase
a home. The majority of home buyers look at a lot of homes, and they quickly get a
feel for the price range that
homes sell for in a given condition and location.



The Art of Staging
S t a g i n g  a  h o m e  i s  d e f i n i t e l y  d i f f e r e n t  t h e

d e s i g n i n g  a  h o m e .  T h e  g o a l  o f  h i r i n g  a
s t a g e r  i s  h a v i n g  a  t r a i n e d  e y e  c o m e  i n t o

y o u r  h o m e  a n d  l o o k  a t  i t  a s  a  b u y e r  w o u l d .
T h i s  s e r v i c e  i s  p r o v i d e d  t o  c r e a t e  a  c l e a n ,
d e c l u t t e r e d  l o o k  s o  t h a t  p o t e n t i a l  b u y e r s

c a n  l o o k  a t  y o u r  h o m e  l i k e  a  b l a n k  c a n v a s  t o
e n v i s i o n  a l l  t h e i r  l o v e d  o n e s  a n d  b e l o n g i n g s

i n  t h e  s p a c e  f o r  y e a r s  t o  c o m e .

5%
STAGED HOMES
INCREASED 
SALE PRICE UP TO

90%
STAGED HOMES SPENT

LESS TIME ON THE MARKET

•LESS TIME ON THE MARKET

•INCREASED SALE PRICE

•HIGHLIGHTS THE BEST FEATURES OF THE HOME

•DISGUISES FLAWS OF THE HOME

•DEFINES SPACES AND REVEAL THE PURPOSE OF EACH SPACE

•DEMONSTRATES THE HOMES FULL POTENTIAL

•CREATES THE WOW FACTOR YOU WILL NEED IN PHOTOS TO MAKE YOUR HOME STAND OUT

 

BENEFITS OF STAGING



Real Estate Photography

A PICTURE SAYS A THOUSAND WORDS.

P h o t o s  c a n  m a k e  o r  b r e a k  t h e  p o t e n t i a l  s a l e  o f  a
l i s t i n g .  M o s t  b u y e r s  a r e  f i n d i n g  t h e i r  h o m e s  o n l i n e ,

a n d  i f  y o u r  p h o t o s  d o n ' t  s h o w  y o u r  h o u s e  i n  t o p
c o n d i t i o n ,  y o u  m a y  l o s e  p o t e n t i a l  b u y e r s  b e f o r e

t h e y  e v e r  e v e n  g e t  t o  s e e  i t .  M a n y  t i m e s ,  a  b u y e r
h a s  m a d e  u p  t h e i r  m i n d  a b o u t  y o u r  h o m e  w i t h o u t
e v e r  s t e p p i n g  i n s i d e .  P h o t o s  a r e  t h e  f i r s t  s t e p  i n

c o n v i n c i n g  a  p o t e n t i a l  h o m e b u y e r ,  s o  t a k i n g  g r e a t
c a r e  o f  t h e m  i s  e s s e n t i a l .

118%
quality photos enjoy

more online views 19K MORE

professionally shot listings

can sell for up to
10 TIMES

potential buyers look at
professionally shot photos

longer than non professional photos



Provides views of the entire property & land

The condition of the roof and other
property features

The neighborhood and surrounding area,
including the home’s proximity to schools
& amenities

Developments or local districts that are
supported by the buyer’s property taxes

Benefits
OF HAVING AERIAL PHOTOS:

Photographed: 1265 Grenoble, Ivyland, PA 18974



Real Estate Videography

VIDEO IS THE NUMBER ONE FORM OF
MEDIA FOR ENGAGEMENT.

Real estate
listings with
video receive

 
 

more inquiries

Videos attract 
 
 

more traffic for
nurturing

leads.

of homebuyers
watch video
house tours

403%
300% 70%

Video gives a prospective buyer a true feeling of moving through a home, and is far
more descriptive of a space than still images can ever hope to be.



Virtual Touring
A virtual tour is a sequence of panoramic
images that are 'stitched' together to
create a simulated experience of a place.
Once created, the viewer can experience
what it would be like to be somewhere
they're not actually located. A virtual tour
can be used to give people an idea of
what a place looks like before actually
visiting it.

Utilizing cutting-edge technological solutions,

we can narrow in on the most serious buyers. By

using virtual tours we can give buyers a good

look at your home without disturbing you.

Leaving only the more serious buyers to schedule

a showing. 

They are interactive by design, which means users

spend more time exploring than they would look at

photos. The more invested in the interaction

potential buyers feel, the more likely to take the

next step in their purchase journey.

Potential homebuyers don't like to wait and they

want all the information now.  Never missing

another opportunity. A virtual tour allows your

home to be on display around the clock.

Exposes your home to a wider audience. Your

home can be toured from clear across the country

at any time. 

T H E  B E N E F I T S



Printed Marketing

Property brochures are a memorable marketing piece for buyers to bring home with
them after a showing. These brochure outline every detail of your home seen and
unseen. We love using these to show all the unique details, photos, neighborhood

specs, schools, upgrades and features your home has to offer.



Safety First

Stow away valuables
Before showings make sure that all valuables are put away and
out of sight. This includes even mail left out (which may contain
personal information and bank statements).  Items of value such
as jewelry, artwork, cellphones, and gaming systems should also
be out of site. It's a good idea to walk through your house
before showings and make sure everything of value is out of
sight.

A secure lockbox will be used
This allows real estate agents access to show buyers your home
securely. The lockbox holds the keys to the home and is typically
found at the front guarded by a security lock that only licensed
agents have access to.

Don't allow anyone in without an appointment
Now that your home is online many know that it is for sale. For
your safety, NEVER let a stranger into your home. While it is likely
that it is just someone that saw the sign in your yard and is
interested in getting a quick look, you just never know. Ask them
politely to call your agent who handles all showings. 

Remove Prescription Drugs & Medication
Clean out your medicine cabinets and any other place you may
store medications and hide them away. There have been more and
more stories of people intentionally going to home showings to
take medications freely. 

Put Away Bills & Other Mail Pieces
With identity theft on the rise it is important to put away all mail
pieces with your information on them. If this information ends up in
the wrong persons hands, it can easily lead to identity theft.

Be extra vigilant on keeping doors locked 
Often times a home for sale means home owners are not at home.
So be sure to always keep your doors and windows locked.

Keeping your home safe
Once your listing goes live, we provide all the necessary shoe
covers, hand sanitizer, protective gear, and friendly reminder signs
for all of your showings. 



I n  F e b r u a r y  o f  2 0 1 9 ,  t h e  J o s e p h

B o g r a d  T e a m  r a i s e d  o v e r  $ 1 4 0 , 0 0 0

f o r  t h e  A m e r i c a n  C a n c e r  S o c i e t y

a n d  R e l a y  f o r  L i f e  a t  o u r  A n n u a l

B l a c k  T i e  E v e n t .

P a r t i c i p a n t  i n  t h e  A n n u a l  C H O P

H o l i d a y  T o y  D r i v e ,  c o l l e c t i n g

h u n d r e d s  o f  t o y s  i n  s u p p o r t  o f

p e d i a t r i c  p a t i e n t s .  

THE COMMUNITY
A  f e w  w a y s  w e  g i v e  b a c k .  

C o n s i s t e n t  t e a m  v o l u n t e e r i n g

e f f o r t s  f o r  P h i l a d o p t a b l e s  a n d

F a m i l y  S e r v i c e s  F o o d  a n d  S h e l t e r  

Volunteering

Children's Hospital of Philadelphia

Gala4ACure

W e  l o v e  t o  h e l p  a n d  g i v e ,  
i f  y o u  k n o w  o f  a n  o r g a n i z a t i o n  o r  p e r s o n  w e  c a n  h e l p ,  p l e a s e  l e t  m e  k n o w !

 



A l e n a  i s  v e r y  k n o w l e d g e a b l e  a n d  p r o f e s s i o n a l .

S h e  k n o w s  t h e  a r e a s  t h a t  s h e  s e l l s  w e l l  a n d  i s

p r o a c t i v e  i n  h e r  s u g g e s t i o n s  a n d  m a n a g i n g  t h e

c l o s i n g .  I  w o u l d  r e c o m m e n d  A l e n a  t o  a n y o n e

e s p e c i a l l y  f i r s t - t i m e  h o m e  b u y e r s  w h o  w o u l d

l i k e  a  p r o f e s s i o n a l  a n d  k n o w l e d g e a b l e  p e r s o n  t o

g u i d e  t h e m  t h r o u g h  t h e  f i r s t  h o m e  p u r c h a s e .  

-Richard  M.

A l e n a  i s  o n e  o f  t h e  f e w  a g e n t s  w h o  i s

e x t r e m e l y  p r o f e s s i o n a l ,  s m a r t ,  a n d

l o y a l  t o  h e r  c l i e n t s .  I t  h a s  b e e n  a n

a w e s o m e  e x p e r i e n c e  f r o m  t h e  f i r s t

d a y .  W i l l  d e f i n i t e l y  r e c o m m e n d  a n d

u s e  h e r  s e r v i c e s  i n  t h e  f u t u r e .  S h e

w a s  h e l p i n g  u s  t o  s e l l  a  p r o p e r t y  a n d

h e r  n e g o t i a t i o n  s k i l l s  r e a l l y  w o r k e d

i n  o u r  f a v o r .  N o t  o n l y  s h e  l i s t e d  t h e

p r o p e r t y  a n d  f i n a l i z e d  t h e  d e a l ,  b u t

a l s o  h e l p e d  u s  w i t h  t h e  m a i n t e n a n c e

o f  s a m e  u n t i l  i t  w a s  s o l d .

-  Tat iana  I .

The Feedback
A  S T A R !  H I G H L Y  R E C O M M E N D E D !  F r o m  o u r

f i r s t  p h o n e  c a l l  t o  c l o s i n g ,  m y  w i f e  a n d  I

c o u n t  o u r s e l v e s  l u c k y  t h a t  w e  w o r k e d  w i t h

A l e n a .  A l e n a  i s  s m a r t ,  k n o w l e d g a b l e ,

a t t e n t i v e ,  e n e r g e t i c ,  a  g r e a t  l i s t e n e r ,  a  g r e a t

n e g o t i a t o r ,  a n d  t r u s t w o r t h y .  S h e  s h o w e d  u s  a

l o t  o f  h o u s e s ,  a n d  g a v e  u s  m a n y  g o o d  c h o i c e s ,

u n t i l  w e  f o u n d  t h e  o n e  w e  l o v e d .  S h e  s t a y e d

c l o s e  a l l  t h e  w a y  t h r o u g h  c l o s i n g ,  e n s u r i n g

t h e  p u r c h a s e  w e n t  s m o o t h l y .  A l e n a ' s  a  s t r o n g

a d v o c a t e  t o  h a v e  o n  y o u r  s i d e ,  a n d  a  p l e a s u r e

t o  w o r k  w i t h !

-  Ia in  and  Adr ianna  M.  

W o r k i n g  w i t h  A l e n a  w a s  s o  e a s y  a n d

s e a m l e s s .  S h e  m a d e  e v e r y t h i n g  s i m p l e

a n d  e a s y  t o  u n d e r s t a n d .  S h e  w a s  a l w a y s

f r i e n d l y  a n d  v e r y  p r o m p t ,  a l s o  f i r m  w i t h

n e g o t i a t i o n s .  T h e r e  w a s  n e v e r  a  t i m e

w h e n  I  h a d  t o  c a l l  h e r ,  b e c a u s e  s h e  w a s

a l w a y s  o n  t o p  o f  e v e r y t h i n g .  I  t h o u g h t

t h a t  f i n d i n g  m y  h o m e  w o u l d  t a k e  f o r e v e r

b u t  s h e  r e a l l y  h o n e d  i n  q u i c k l y  t o  o u r

p e r s o n a l  n e e d s  a n d  f o u n d  t h e  p e r f e c t

h o u s e .  S h e  h e l p e d  u s  b u y  o u r  f i r s t  h o m e

a n d  w e  w o u l d  d e f i n i t e l y  r e c o m m e n d  a n d

u s e  h e r  a g a i n !
-  Lara  F .

A l e n a  a n d  t h e  e n t i r e  B o g r a d  t e a m  w e r e  s o

p a t i e n t  w i t h  u s  d u r i n g  o u r  l o n g  h o u s e  s e a r c h  i n

a  v e r y  d i f f i c u l t  h o u s i n g  m a r k e t .  W e  f e e l

s t r o n g l y  t h a t  w e  h a d  a  h u g e  a d v a n t a g e  w o r k i n g

w i t h  A l e n a  a s  s h e  b r o u g h t  u s  d e a l s  t h a t  w e r e  o f f

m a r k e t ,  g i v i n g  u s  t h e  o p p o r t u n i t y  t o  s e e

i n v e n t o r y  f i r s t  a n d  u l t i m a t e l y  t h a t  i s  w h a t  w e

p u r c h a s e d !  S h e  a l s o  s o l d  o u r  h o m e  b e f o r e  i t

w e n t  o n  t h e  m a r k e t ,  f u l l  p r i c e  c a s h  o f f e r !  S h e  i s

t h e  i d e a l  c h o i c e ;  p a t i e n t  r e s o u r c e f u l  a n d

p e r s i s t e n t  t o  g e t  e x a c t l y  w h a t  y o u  s e e k !  S o

g r a t e f u l  t o  h a v e  w o r k e d  w i t h  h e r  a n d  w o u l d

h i g h l y  h i g h l y  r e c o m m e n d  h e r !
-Mi lana  B .



THE FAQS
A  f e w  o f  y o u r  q u e s t i o n s  a n s w e r e d !

A  s e l l e r ' s  m a r k e t  h a p p e n s  w h e n
t h e r e ' s  a  s h o r t a g e  i n  h o u s i n g .  A

b u y e r ' s  m a r k e t  o c c u r s  w h e n  t h e r e
a r e  m o r e  h o m e s  f o r  s a l e  t h a n

b u y e r s .

T h e r e  a r e  m a n y  f a c t o r s  w h i c h
a f f e c t  h o m e  s a l e s ,  b u t  o u r  h o m e s

g e n e r a l l y  a r e  u n d e r  c o n t r a c t  i n
l e s s  t h a n  3  w e e k s  o n  a v e r a g e .  

How long does the
process usually take?  

What is a buyer vs
seller market?

What can I expect with
open houses? 

 W e  h a v e  s t r i c t  s y s t e m s  i n  p l a c e
w h e r e  a n  a g e n t  i s  a l w a y s   i n  y o u r

h o m e  a t  a n y  g i v e n  t i m e .  U s u a l l y
i t ' s  b e s t  i f  t h e  s e l l e r ' s  a r e n ' t

p r e s e n t  d u r i n g  a n  o p e n  h o u s e  s o
b u y e r s  c a n  f e e l  m o r e

c o m f o r t a b l e  l o o k i n g  a r o u n d .  

2 1 5 - 6 6 9 - 7 6 5 8   
O f f i c e :  2 1 5 - 3 2 8 - 4 8 0 0  
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