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Are you considering
selling your home?

Allow me to step you
through the process from
a birds eye view!

C :  2 1 5 - 6 6 9 - 7 6 5 8   
O :  2 1 5 - 3 2 8 - 4 8 0 0  
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ALENA STOLYAR
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P L A N
&
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'SCAN' and TAP
for my

Linktr .ee!



"When it comes to servicing my clients, I
have the innate ability to inquire and follow
through on your most important needs. 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
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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



Why Choose Alena?

Experience and Expertise
With my proven track record of successfully selling homes in your area for over 20 years, I have in-
depth knowledge of the local market, pricing trends, and effective marketing strategies. I am well-
versed in the intricacies of the selling process and can navigate potential challenges that may arise.

Strong Negotiation Skills
Negotiation is a critical aspect of selling a home. I possess excellent negotiation skills to advocate
for your interests and secure the best possible terms and price for your property. I am adept at
handling counteroffers, navigating inspection issues, and working collaboratively with buyers' agents
to reach mutually beneficial agreements.

Effective Communication
Clear and prompt communication is essential! I am accessible, responsive, and able to convey
information in a professional and understandable manner. I will keep you informed about the
progress of your sale, provide feedback from potential buyers, and answer any questions or
concerns you may have throughout the process.

Market Knowledge and Expertise
I have a deep understanding of the local real estate market and am able to provide you with
comprehensive market analysis, including recent sales data, comparable listings, and insights into
buyer preferences and trends. I will help you set the right price and make informed decisions
throughout the selling process. strong marketing strategy is crucial for attracting potential buyers to
your home. I will demonstrates creativity, tech proficiency, and a broad range of marketing channels.
I will develop a customized plan that includes professional photography, compelling listing
descriptions, online listings on multiple platforms, virtual tours, and effective offline marketing
methods like signage and print advertising.

Integrity and Professionalism
Trustworthiness and professionalism are paramount. I have a strong ethical compass, putting your
best interests first and maintaining confidentiality throughout the transaction. I promise to treat all
parties involved with respect and fairness. Selling your home involves significant paperwork and
attention to detail. I am meticulous listing agent and I will ensure that all necessary documents are
properly prepared, reviewed, and submitted on time. I will be organized and detail-oriented, ensuring
that no critical aspects of the transaction are overlooked.



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 ®

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

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 ®



OUR NETWORK AND PRESENCE

W E  A R E  T H E  M O S T  C O N S I S T E N T  A N D

H A R D W O R K I N G  T E A M



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 References
Rick and Lynn Wexler
215-667-0876
rickwexler@email.com
Repeat client's for the last 8 years
Bought and sold primary home as well as
purchased investment property Alex and  Irina Stroker

267-255-6911
astroker@jbha.org
Sold a home through me
before it ever hit the market

Thomas and Sarah Nittoli
914-548-3764
sarahnit@icloud.com
Purchased and repeatedly
rented an investment property

Arthur and Michelle Becan
267-315-5075
picytaste115@gmail.com
Sold their life long home in record time

Alex Paer
808-722-9394
alexpaer@gmail.com
Purchased a condo after
being referred by family who
were previous clients

Travis and Dana Marko
267-736-0230
economydraincleaning639@gmail.com
Sold their primary home at a
premium with multiple offers and
purchased in a difficult market

Tom and Lynn Henne
201-738-1686
thenne018@gmail.com
Sold in the city for top dollar and moved
to the burbs beating out 6 other offers

Jesse and Sudeshna Paer
808-343-1064
jesse.paer@gmail.com
Repeat clients who rented
and then purchased their
primary home

Paul and Milana Bratsis
267-205-2416
milanabratsis@gmail.com
Sold their primary home
breaking the record for price in
their community and purchased
new home in a tough market



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
L i n k e d  I n
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  f o r  e x p o s u r e
    -  R e a c h  A d v e r t i s i n g

    -  O n g o i n g
    -  R e a c h  A d v e r t i s i n g
    -  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/#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


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 !

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?  

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 .

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 .  

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

c o n s i d e r :
 What is the best Pricing

Strategy?
I ' l l  d e t e r m i n e  t h e  a p p r o p r i a t e  a s k i n g

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

Why is Alena the right
Realtor?

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

h o m e  i s  e s s e n t i a l .  T h e r e  i s  n o  o n e
e l s e  w h o  w i l l  w o r k  a s  h a r d  o r

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

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

What needs to be done to the
home in prep for market?

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

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

H i g h l i g h t  t h e  s t r e n g t h s  o f  y o u r
p r o p e r t y  w h i l e  m i n i m i z i n g  a n y

d r a w b a c k s .  
L E S S  I S  M O R E !

Negotiation and next steps?

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

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

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

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

Financial considerations?
U n d e r s t a n d  t h e  f i n a n c i a l  a s p e c t s  o f

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

p a y o f f  r e q u i r e m e n t s ,  a n d  a n y
a s s o c i a t e d  c o s t s  s u c h  a s  c o m m i s s i o n s ,

t r a n s f e r  t a x ,  a n d  p o t e n t i a l  h o m e
s t a g i n g  e x p e n s e s .  I ' l l  h e l p  y o u  d o  a l l

t h e  c a l c u l a t i o n s !
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find their home?
WHERE DO BUYERS
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Friend or Relative
5.9%

Real Estate Agent
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Internet
50.5%
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WHEN MOST
OFFERS ARE

RECEIVED

WEEKS ON MARKET
1211109864

Using a detailed market analysis in your area, along with the local knowledge I've
gathered over the last 20+ years, 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.
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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

To make sure your home is shown in the best light to buyers, I am able

provide a professional staging consultation to ensure your home is ready to

go on the market.



Real Estate Photos 
and Videos

P h o t o s  c a n  m a k e  o r  b r e a k  t h e  s a l e !  I  w i l l  e n s u r e  w e  g r a b  t h e i r
a t t e n t i o n .  A l m o s t  a l l  b u y e r s  s e a r c h  h o m e s  o n l i n e ,  a n d  y o u

c o u l d  l o s e  t h e m  b e f o r e  t h e y  e v e r  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

HAVE YOU EVER SEEN A LISTING WITH PHOTOS TAKEN WITH A  
 CELL PHONE? YOU KNOW WHAT I MEAN!

OTHER CRUCIAL SERVICES:
AERIAL PHOTOS

VIDEO SHOWCASE
SOCIAL MEDIA REELS

VIRTUAL TOURS

A PICTURE SAYS A THOUSAND WORDS.



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 !
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