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ABOUT

WHY USE
BECKY BARRICK & ASSOCIATES
We have successfully helped hundreds of clients sell their home:

• FOR THE MOST AMOUNT OF MONEY.
• IN THE SHORTEST AMOUNT OF TIME.
• WITH THE LEAST AMOUNT OF HASSLE.
• IN MANY CASES, WITH MULTIPLE OFFERS.

In this book, you will learn about our systems, proven track record, frequently asked 
questions and the positive testimonials of working with Becky Barrick & Associates.

We look forward to working with you to accomplish your goals.



A NOTE FROM

BECKY
I believe in home ownership. I believe in the 

investment vehicle that is real estate. I absolutely 
love real estate. I am honored to be the trusted 
advisor to many, whether that’s helping them 
achieve their real estate dreams or even fi nding 
ways to help folks in diffi cult situations. I am a 
problem solver   — a professional problem solver that 
happens to specialize in real estate. The problems I 
get to solve include, but are certainly not limited to: 

• How do we market this home effectively to net 
the seller the most profi t?

• How do we price this home to get the seller to 
their desired outcome in their time frame?

• How do we make the process of selling & buying 
as effortless and with as much ease as possible?

If you’re reading this you’re either wondering, 
“How is Becky different from other real estate 
agents?” or “Why does she want to help me?” 

I have built a real estate practice upon an 
incredibly successful track record, working with 
people from all walks of life and all types of 
properties. My real estate practice began in May 
of 2003 and through market booms and busts, I 
have remained a consistent advisor, advocate, 
and trusted voice for clients. Whether buying, 
selling, investing, or anything related to real estate 
in general, I hope to earn not just your business, but 
more importantly, your trust. 

Selling a home, in theory, is a very simple process. 
In reality, selling a home can be one of the most 
complex and challenging procedures. Due to 
the constant evolution in the real estate industry 
and the ever-changing market, finding the right 
Realtor to assist you is the most important decision 
YOU can make. 

Let me prove to you why I am the right Realtor for 
the job for you! I hope you get the opportunity to 
read through this informational book and that the 
choice will be evident that you should interview and 
ultimately hire me for the job to sell your property. 
I’m honored to get to do what I do and I genuinely 
hope that I get the opportunity to work with you.

Sincerely,

Becky Barrick
Team Lead and Owner of Becky Barrick & Associates



• We are all full-time professionals.

• We are REALTORS® and not just real estate agents.

• We are life-long residents of the Puget Sound and are true area experts.

• We LOVE Washington, we LOVE living here and we LOVE real estate!

• We sell the LIFESTYLE just as much as we sell the HOUSE.

• We value marketing as an integral component to your success.

• We negotiate FOR YOU. It’s always about the BEST outcome for you.

• We operate as a team — each member has a different role to serve you better.

• We value your business relationship now and in the future. We aren’t here 
for just this one sale — we want to be your Realtor and trusted advisor for 
years to come.

WHO WE ARE
AND WHY WE’RE DIFFERENT
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WE’VE SOLD 
OVER 900 
HOUSES

THROUGHOUT 
PIERCE, KING, 
THURSTON, MASON, 
KITSAP & LEWIS 
COUNTIES. 



FEATURING MANY OF THE HOMES SOLD BY BECKY BARRICK & ASSOCIATES
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OUR AWARDS & EXPERTISE

RECENT AWARDS INCLUDE:

• National Association of Realtors Top 1%

• Real Trends Top 1,000 Realtors in the Country

• 5-Star Professional Award

• Platinum Award for Production in  
Keller Williams Realty

• Named “30 under 30” in the Nation by 
Realtor Magazine

6



FEATURED AS REAL ESTATE 
EXPERTS ON:

• TOM FERRY SUCCESS 
SUMMIT

• INMAN NEWS

• HGTV

• SEATTLE MAGAZINE’S 
“BEST OF” ISSUE

• NATIONAL ASSOCIATION 
OF REALTORS

• 710 ESPN RADIO



NATIONWIDE & 
INTERNATIONAL NETWORK
Becky belongs to several exclusive groups of top 
agents nationwide and internationally. Between 
these networking groups, your home is marketed 
and promoted not only throughout the United 
States and Canada, but as well as Europe, 
Asia and Australia. We have networks directly 
to San Francisco, New York City, Los Angeles, 
Las Vegas, Phoenix, Miami, Chicago, Portland, 
Vancouver BC, Newport Beach, San Diego, 
Denver, Nashville, Dallas, Cincinnati, Philadelphia, 
Boston, Washington DC and more! Our national 
and international marketing efforts mean you 
have maximum marketing exposure to buyers 
throughout the world.

RELOCATION SERVICES
Whether moving in town, across country or 
internationally, we are connected with multiple 
national and global relocation networks to assist 
you with a seamless move.

ANNUAL CLIENT 
APPRECIATION EVENTS
We put on several special events to show our 
appreciation for our clients as well as serve as an 
opportunity to keep in touch with everyone on a 
yearly basis.

CHARITABLE DONATIONS
We have picked a cause that is near and dear 
to all our hearts — children. To show our support 
we picked a local charity, The Wishing Well 
Foundation (WA), which gives support to all Pierce 
County foster children and families. We donate a 
portion from every transaction as well as hold a 
silent auction at our White Party with all proceeds 
going towards the Wishing Well Foundation (WA). 

PREFERRED VENDORS NETWORK
Gain access to Becky Barrick & Associates vendor 
list of hundreds of contacts that come from 
satisfied client experience.

CLIENT PERKS

SOME PAST EVENTS INCLUDE:

• HAPPY HOUR SOCIAL EVENT 
Monthly social event at local hot spots 

• SPRING/SUMMER EVENT 
An exclusive client event to show our 
appreciation for choosing to work with us

• WHITE PARTY/PHILANTHROPY 
End of Summer party with a 
philanthropic silent auction

THE GREAT GIVE BACK
The Great Give Back program gives back to 
the people who give our business life. We can’t 
be more thankful to our clients for choosing us 
to work with. The program has 3 levels: Silver 
Key, Gold Key & Platinum Rewards. Silver Key 
membership is for all clients with a monthly 
giveaway. Gold Key membership is for our 
referring clients who get rewarded with $10 
to Starbucks for 6 months. Platinum Rewards is 
reserved for our Top Referral Partners who get a 
gift card to a place of their choice.

Complimentary comparative market analysis 
for your home to keep you up-to-date on your 
property’s value.
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In over 25 years of combined experience, we’ve noticed that people live in homes and on properties that 
suit their lifestyle needs, wants and desires. We market our properties based on the lifestyle that they best 
serve — Equestrian, View, Farm and Country, Waterfront, City, Island living or Suburban. We are not defi ned 
by merely a location or type of house, we sell the lifestyle as much as we sell the house.

WHAT IS A

LIFESTYLE REALTOR?

The life, creative energy and spirit of Pacifi c Northwesterners live in the 
communities of Seattle and Tacoma. At Becky Barrick & Associates we 
love selling your city pad — be that a studio condo in an old warehouse, a 
distinctive period era bungalow or a classic craftsman. Architecture ranging 
from turn-of-the-century Victorian to Craftsman, Mid-Century to Modern. We 
know where to fi nd the buyers and how to market to them.

CITY + URBANCITY + URBANCITY + URBANCITY + URBANCITY + URBANCITY + URBANCITY + URBANCITY + URBANCITY + URBANCITY + URBANCITY + URBANCITY + URBANCITY + URBANCITY + URBANCITY + URBANCITY + URBANCITY + URBANCITY + URBANCITY + URBANCITY + URBANCITY + URBAN

The house with the white picket fence, the milkman that delivers and the 
American fl ag (or Seahawks fl ag) fl ying proudly. The suburban sprawl has 
led to beautiful communities throughout the South Sound that offer lifestyle, 
community and alternatives to the workday commute. We know how to 
maximize our marketing efforts to get you top dollar and the buyer that will 
also love your home!AMERICAN AMERICAN 

DREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAMDREAM

Western Washington offers abundant rolling pastures, open spaces and 
a temperate climate that is perfectly suited for those looking to own 
a farm, ranch or just have a slice of country life. At Becky Barrick & 
Associates, we have had the privilege to sell our clients anywhere from 
mini-homesteads to large, full scale farms. We are affiliated with Keller 
Williams Land and networked with like minded agents who sell Farm and 
Country properties.

FARM + FARM + 
COUNTRYCOUNTRYCOUNTRYCOUNTRYCOUNTRYCOUNTRYCOUNTRYCOUNTRYCOUNTRYCOUNTRYCOUNTRYCOUNTRYCOUNTRYCOUNTRYCOUNTRYCOUNTRYCOUNTRYCOUNTRY

Washington state has the second most available waterfront in the continental 
U.S. next to Florida! The Puget Sound is home to gorgeous views, tremendous 
wildlife and recreation galore! Boating, kayaking, crabbing, fi shing or just sun 
bathing on a pontoon boat with your favorite beverage. The Puget Sound also 
offers exceptional waterfront properties. We have sold low bank waterfront 
homes, high bank water view homes, properties with tideland rights and 
waterfront cabins. Our team has a pipeline of California buyers constantly 
looking for PNW waterfront homes and properties!

PUGET SOUND PUGET SOUND 
WATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONTWATERFRONT
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Swim, fi sh, boat and play – life is better when the lake is your backyard! 
Houses big or small, cabins and boat houses are available on all of the major 
(and not so major) lakes around Western Washington. Lake Tapps, Gravelly, 
American, Lake Steilacoom, Alder, Clear, Ohop, Tanwax, Mason, Spanaway, 
Harts, Pattison, Long — lakes of all shapes and sizes and price ranges exist and 
we have sold on all of them! We know the differences, amenities and what 
each unique lake offers and how to market effectively to the right buyer.

LAKEFRONT LAKEFRONT 
LIVINGLIVINGLIVINGLIVINGLIVINGLIVINGLIVINGLIVINGLIVINGLIVINGLIVINGLIVINGLIVINGLIVINGLIVINGLIVING

The Puget Sound is home to 56 islands & Washington state has the 4th 
largest ferry system in the world! We’ve proudly sold homes on many of 
the islands in the South Sound, and many as Vacation Properties to outside 
Washington residents. The islands and the concept of Vacation Getaways or 
Airbnb options aren’t something most Realtors are familiar with, and we’ve 
been able to help our sellers market effectively to the right buyer looking for 
such a property.

VACATION VACATION 
PROPERTIESPROPERTIES

Mt. Rainier stands a majestic 14,411 feet above sea level. This active volcano 
is displayed in all her glory throughout the Puget Sound region and is the 
most prominent mountain in the lower 48 states. Washington is home to many 
mountains and much glorious scenery, but THIS MOUNTAIN lures you toward 
her. At Becky Barrick & Associates we LOVE this mountain and understand 
the buyer that is drawn to it. We know the best photography and marketing 
to capitalize on the most value for your Mountain view property.MOUNTAINMOUNTAINMOUNTAINMOUNTAINMOUNTAINMOUNTAINMOUNTAINMOUNTAINMOUNTAINMOUNTAINMOUNTAINMOUNTAINMOUNTAIN

Arabian or Thoroughbred owners alike require fenced and cross-fenced 
pastures, indoor arenas, barns with stables and ample tack rooms. This is a 
staple for the true equestrian. From large estates with the sprawling white 
fences and grand Equine set up, to the humble 4-stall barn. At Becky Barrick 
& Associates we understand that it’s not only where you live and reside, but 
also where your horses get to reside. We know how to market that effectively 
and have done so for years.EQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIANEQUESTRIAN
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On and off the market for nearly 5 years  - 1,460 days to be exact. Three different Realtors, hardly 
any showings and NO OFFERS. On the market with Becky for only 182 days before pending! 
Proper marketing and exposure led to multiple showings and a full price offer!

SUCCEEDING
WHERE OTHERS FAIL

AFTER

EATONVILLE, WA

BEFORE

MOST SUCCESSFUL STORY

AFTERBEFORE

This home was on the market for 1,088 days. That’s almost 
3 straight years! With effective marketing and proper 
pricing, Becky sold this home in 13 days and at 98% of the 
listed price. 

TACOMA, WA S O L D  I N

13DAYS
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AFTERBEFORE

BEFORE
AFTER

One seller thought they could “For Sale 
By Owner” and list his home on the 
Northwest Multiple with a discount broker. 
After 239 days and NO OFFERS, he listed 
with Becky and in 3 days went pending at 
FULL PRICE! The right agent with the right 
marketing will ALWAYS succeed.

EDGEWOOD, WA

FULL
Classic example of poor marketing and 
an agent throwing a sign in the yard 
and hoping for calls   — they did that for 
440 days! Becky actually INCREASED the 
price and had multiple showings due to 
effective marketing and networking.

LAKE TAPPS, WA

S O L D99%
FASTER

S O L D  A T 

P R I C E
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MARKETING

HOW 
WE’LL 

MARKET 
YOUR HOME
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THE 9 STEP BECKY BARRICK & ASSOCIATES
MARKETING PLAN

STAGING CONSULTATION WITH YOUR LISTING 
SPECIALIST AND/OR A PROFESSIONAL STAGER1

2

3

4

5

6

7

8

9

PROFESSIONAL PHOTOGRAPHY

PROACTIVE CALLING

INTERNET SYNDICATION

NATIONWIDE & INTERNATIONAL 
MARKETING EXPOSURE

TARGETED MARKETING

RELATIONSHIPS WITH THE RIGHT PEOPLE

COMMUNICATION

EXPERT NEGOTIATIONS FOR MULTIPLE OFFERS 
AND A SUCCESSFUL SALE
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STAGING CONSULT

FIRST IMPRESSIONS MATTER

1. Home buyers decide whether to buy 
your home in the fi rst 30-90 seconds. 
First impressions make the difference 
in getting your home sold.

2. Set your house up for success and 
make sure it’s presented in its best 
form. Your house will sell faster 
which means less headaches and 
hassles. According to the National 
Association of Realtors survey, 
homes that sold after four weeks on 
the market sold for 6% less than the 
ones that sold within the fi rst four 
weeks. We don’t want to put you in 
a position where you have to lower 
your price.

3. Only 10% of home buyers can 
visualize the potential of a home. 
This is why staging a home is critical. 
You don’t want the advantages of 
your home overlooked and left p to 
the buyer’s imagination.  

With over 95% of buyers starting their 
home search online, your home has to 
have THE best first impression.

This starts with the way your home 
is presented online. Depending on  
your house, you will have a staging 
consultation with your Listing Agent or 
with a professional stager. This, and our 
professional photographer, will give your 
home the best chance to bring in the 
highest and best offer. 
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PROFESSIONAL
PHOTOGRAPHY

Our photographer takes professional 
photographs and edits each and every 
picture to enhance them to their fullest 
potential. Each picture is maximized with 
color, pixels and shot with the highest 
quality camera. In addition, we utilize 
aerial photography, done via drone, to 
take maximum advantage of all that 
your property has to offer.

When we decided to sell our 
home Becky was there to walk 
us through the process and 
make it all very easy. Becky 
truly knows real estate and 
in minutes could tell us what 
we needed to do to present 
our house as well as what the 
local area would support for 
pricing. She did an amazing job 
of staging and photographing 
to truly show it off. Sold in less 
than 24 hours! Yes, the market 
(WAS) hot, but having great 
presentation, proper pricing, 
plus her expertise in knowing a 
great offer, added immensely 
to  that quick sale.”
—John & Donna Lapham

“
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95%
OF BUYERS OF BUYERS 
START START 
ONLINEONLINE

P H O T O G R A P H Y
WILL MAKE OR BREAK YOU.



PROACTIVE CALLING

We go above and beyond for each 
listing. In addition to our marketing 
strategy, we also have a full-time team 
of licensed Realtors calling proactively 
to find buyers for your home and 
sellers who might want to sell their 
home to you before it hits the market.

Every week, we have a team calling 
hundreds of people in search of the 
buyer who wants to know about your 
home.

MOST REALTORS DO THE BARE 
MINIMUM REQUIRED TO SELL A 
HOME.

1. PUT A SIGN IN THE YARD

2. PUT THE HOME ON MLS

3. PRAY ANOTHER REALTOR SELLS YOUR
   LISTING
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We don’t rely on others to do our job 
for us. 







NATIONAL & 
INTERNATIONAL
NETWORK

WE HAVE ACCESS TO A HUGE 
NATIONAL & INTERNATIONAL 
NETWORK ALLOWING US TO 
MARKET TO MULTI-NATIONAL 
CLIENTELE.

We belong to several exclusive 
groups of top agents nationwide 
and internationally. Between these 
networking groups, your home gets 
marketed and promoted not only 
throughout the United States and 
Canada, but as well as Europe, Asia 
and Australia. We have networks 
directly to San Francisco, New York 
City, Los Angeles, Las Vegas,
Phoenix, Miami, Chicago, Portland, 
Vancouver BC, Newport Beach, San 
Diego, Denver, Nashville, Dallas, 
Cincinnati, Philadelphia, Boston, 
Washington DC and more.
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RELATIONSHIPS WITH 
THE RIGHT PEOPLE

HAVING BEEN IN BUSINESS 
FOR OVER 15 YEARS, WE HAVE 
DEVELOPED RELATIONSHIPS WITH 
NATIONAL & INTERNATIONAL KELLER 
WILLIAMS AGENTS, KW LUXURY 
SEGMENT, KW LAND COMMUNITY, 
TOM FERRY COACHING 
COMMUNITY, NATIONAL 
ASSOCIATION OF REALTORS & THE 
WOMENS COUNCIL OF REALTORS.

We are connected to groups and 
professional communities all over the 
country and local area, giving us the 
opportunity to build relationships with the 
top Brokers and sales teams to market your 
home to in order to get the right exposure. 
Both broad and localized exposure will help 
get your home sold for top dollar.

We also have relationships with builders 
who will work with us in selling your 
home and getting you into your new 
home if your desire is to purchase new 
construction. Remember that most builders 
will pay a Realtor’s Buyer Agency fees, so 
representation is always free to you.
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COMMUNICATION

The number one complaint we hear from 
clients who had bad experiences with 
other Realtors is that they never heard 
feedback on their showings and never 
heard regularly from their Realtor.

We have a specifi c and systematic 
communication plan that gives you 
proactive communication and regular 
feedback so you can make informed 
decisions on your property.

Unlike individual agents who try to juggle 
multiple clients and all aspects of the 
home buying and selling process, our 
phones are answered 7 days a week. 
This means we are here to answer your 
questions and also answer phone inquiries 
to help convert them to view your home.

You will receive a weekly listing update 
email that will provide feedback from 
showings as well as stats on how your 
property is performing on all aspects of 
our marketing. If you don’t know what 
buyers are saying, it’s very hard to make 
the best decisions on your property to get 
it successfully SOLD.
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EXPERT NEGOTIATING

WE HAVE AN EXPERTISE IN 
OBTAINING MULTIPLE OFFERS. 
WE KNOW HOW TO BID THEM 
AGAINST EACH OTHER, AND 
GUIDE YOU ON HOW TO CHOOSE 
THE MOST QUALIFIED BUYER.

We regularly take over listings that 
expired with another agent and 
within weeks have multiple offers 
above where the home was listed 
before. We know how to get backup 
offers and how to get your property 
successfully SOLD.
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THE PROCESS

WHAT 
CAN YOU 

EXPECT
33



AFTER YOUR LISTING 
APPOINTMENT
You will receive a call from the Transaction 
Coordinator who will go over the process and 
send you documents to sign via our electronic 
signature system. You will receive a call from 
our professional photographer to schedule the 
best time to come photograph your home for 
maximum appeal to buyers.

Your Listing Specialist will put your extra key in 
the lock box and put the lock box on your front 
door. They will also order your yard sign(s) to be 
delivered.

AFTER PHOTOGRAPHY
Your listing will typically be ready to go active 
on the market within a couple of days after 
your photos have been taken. You will receive 
a call from the Transaction Coordinator who 
will go over the showing process and get your 
showing instructions. 

SHOWING
Remember, every showing request is a potential 
buyer. Denying showing requests may be turning 
away THE buyer for your home. Your Listing 
Specialist will gather your preferences for how to 
run showings during your Listing Appointment. 

DURING YOUR ACTIVE LISTING
You’ll receive a call and e-mail from the 
Transaction Coordinator on a weekly basis 
with an update on your showings. Each 
Monday, all of the agents who have shown 
your home the week before will receive a call 
from us. The Transaction Coordinator is asking 
for feedback and also soliciting offers. If the 
Buyer’s Agent makes any requests or sends 
an offer, you’ll be notified. You’re always 
welcome to call our office at any time for an 
update or ask for assistance.

WHAT TO EXPECT
WHILE YOUR HOME IS ON THE MARKET

THIS INCLUDES:

• What phone number(s) would you like 
the showing service to call with showing 
requests? 

• Do you prefer a “Courtesy Call” or 
“Appointment Required”? 

• Are there any regular time blocks 
when you will not be able to approve 
showings? (i.e. you work nights and 
always sleep until 10 AM. You have a 
cleaning service which comes every 
Thursday afternoon, etc.) You can also 
call us anytime if a special occurrence is 
cause to block showings. (i.e. someone is 
home sick, you’re having a garage sale, 
special event at your house.) 

• Will your alarm system be armed? What is 
the code to arm and disarm your alarm 
system? 

• Do you have any pets? Where will they 
be when showings occur? It is advisable 
to have any pets put into a crate or 
space which can be shut off for potential 
buyers. Some people have allergies and/
or fear which makes free-roaming pets a 
hindrance to showing your home. 
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I  INTERVIEWED 6 DIFFERENT REAL 
ESTATE COMPANIES AND ONLY 
BECKY BARRICK & ASSOCIATES CAME 
PREPARED WITH INFORMATION ON MY 
HOME, WHAT HAD SOLD AROUND ME, 
THE CURRENT MARKET, WHAT I COULD 
POTENTIALLY GET FOR MY HOME, 
WHAT NEEDED TO BE DONE. SHE 
WAS FRIENDLY, SHE LISTENED, SHE 
CARED. THE COMPANY WAS  ALWAYS 
RESPONSIVE. I  WOULD RECOMMEND 
BECKY BARRICK & ASSOCIATES TO 
ANYONE. . .THEY WILL BEND OVER 
BACKWARDS TO LISTEN TO YOU 
AND GET YOU WHAT YOU WANT. ”

— SHIRLEY ADLER

“
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On occasion, an agent will request 
information in regards to one of our listings 
before making an offer. (i.e. utility costs, 
more information regarding something you 
entered on the Seller’s Disclosure, when or 
if a particular repair was done). As soon as 
we get a request, we will contact you to 
get the information for the Buyer’s Agent. 
This typically means they have a highly 
interested buyer, so the faster you respond, 
the better. 

When we receive an offer, we will first 
contact all other buyers who have visited 
your property, to see if we can generate 
multiple offers for you. (See section on 
page 40 for further explanation of our 
systematic approach for multiple offers). 
We e-mail the offer to you for your review 
and will then call to discuss the offer with 
you.

Your Listing Specialist will be in touch with 
you the same day to go over your offer 
and explain all the key terms, give their 
recommendations, and see how you would 
like to respond. 

THERE ARE 3 WAYS TO RESPOND 
TO AN OFFER:

WHAT TO EXPECT
WHEN YOU RECEIVE AN OFFER

1. ACCEPT — You agreed to every item in the 
offer and are ready to move forward. 

2. DECLINE — You do not accept their offer 
and do not wish to counter. We do not 
recommend this, because we can usually 
negotiate offers to become acceptable 
contracts.  

3. COUNTER — Some or none of the items 
in the offer are acceptable, but you will 
accept the offer with specific changes 
which you will discuss with your Listing 
Specialist. 

Your Listing Specialist will make 
recommendations based on their 
experience on how your listing is going. 
They will continue to negotiate with the 
Buyer’s Agent until all parties reach an 
agreement or the offer is withdrawn, 
whereby the listing process continues until 
you receive an agreeable offer.

37



BECKY WAS VERY 
PROFESSIONAL AND 
PERSONABLE THROUGHOUT 
OUR LISTING AND SALE, 
DOING EVERYTHING IN HER 
POWER TO PRESENT OUR 
HOME IN ITS BEST LIGHT AND 
MAKING SURE WE WERE 
‘IN THE LOOP.’ SHE MADE 
HELPFUL SUGGESTIONS 
FOR STAGING, AND 
ENCOURAGED US TO KEEP 
PUSHING FORWARD TO 
GET OUR HOME SOLD. THIS 
IS THE FOURTH HOME WE 
HAVE SOLD DURING OUR 
LIFETIME, AND IT WAS THE 
SMOOTHEST PROCESS WE’VE 
EXPERIENCED.”

— RENDA & MIKE MURPHY

“
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When there are multiple offers on your 
property, we will connect with you to 
sit down and review all offers or present 
them digitally through email — whatever 
your preference. Your Listing Specialist will 
call you to give their recommendations 
and see how you would like to respond. 
Remember that we strategically go after 
multiple offers, so there is a possibility 
you will be presented with multiple 
buyer options. We often put together a 
spreadsheet with the offer terms so you 
can see which one will be the best position 
for you to counter or accept.

WHAT ARE MY OPTIONS?

WHAT TO EXPECT 
WHEN THERE ARE MULTIPLE OFFERS

BEFORE YOU ARE PRESENTED 
WITH THE OFFER:
1. Becky Barrick & Associates will check with 

all buyers who have visited your property 
to see if they want to submit an offer. 

2. We will ask all buyers to send their highest 
and best offer and terms by a certain time. 

3. We will then prep the offers along with an 
estimated net sheet and will inform you 
that multiple offers have been received.

1. We can only negotiate with one buyer 
at a time, so it’s imperative that we have 
everyone’s best offer before we present 
to you. 

2. After reviewing the offers, you may 
choose to select the most beneficial 
offer and negotiate with this buyer until 
an agreement is reached. If you cannot 
come to terms, you may choose to 
proceed to the next best offer. 

3. Your Listing Specialist will walk you through 
this process step-by-step. 

4. Your Listing Specialist will continue to 
negotiate with the Buyer’s Agent until all 
parties come to an agreement or if an 
agreement cannot be reached, the offer 
is withdrawn. The majority of the time an 
agreement is successfully reached with 
the buyer. 

5. Then we ask the other buyers to submit 
a backup offer so you have a fall-back 
position.
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Any items on your property which would normally 
be included in the sale of the property you would 
like to exclude from the sale (i.e. drapes in the 
second bedroom, all installed TV’s and brackets, 
built-in shelves in the garage, Chandelier in the 
entry, projector in the media room), it is usually 
best to remove excluded items from the house. It’s 
a possibility if the buyer sees an item that is listed 
above, they will want it included in with the property.

WHAT ELSE SHOULD YOU KNOW?

FINANCING PERIOD
This is the number of days designated in the 
first paragraph on the “Third Party Financing 
Addendum.” The number reflects how many days 
from the date of contract execution the buyer has 
for the lender to get final loan approval. The buyer 
may terminate the contract before this time without 
losing their earnest money, if the lender does not 
approve their loan.

YOUR LISTING SPECIALIST WILL GO OVER EACH PART OF THE 
OFFER WITH YOU TO NEGOTIATE THE TERMS YOU PREFER.

Any items on your property which would normally be included in the sale of the property consist of items referred 
to as fixtures or personal property that has been physically attached to the property (i.e. light fixtures, built-in 
appliances, window treatments, out buildings). Appliances like washer/dryer, refrigerator, dishwasher can be kind of 
a grey area and is up to you on whether you’d like to include or exclude from the sale of your property.

WHAT IS CONSIDERED TO BE INCLUDED WITH THE PROPERTY?

EXCLUSIONS

HOA
If applicable, your Home Owner’s Association 
has fees, which are determined for the transfer 
of property to new owner. These fees are not 
negotiable and have no reflection on this office, the 
title company or any other source.

NON-REALTY ITEMS
Any item the buyer requests and/or you agree to 
include in the sale of your property which would not 
normally be included (i.e. stainless steel refrigerator 
in the kitchen, swing set in the backyard, pool table 
in the game room). We usually wait until after the 
Contingency Period to negotiate any non-realty 
items that you are willing to sell.

CLOSING DATE
The date in the closing section of the contract will 
be the targeted closing date, which can be stated 
as an “on or before date.” If the closing date is 
extended, then we need to amend the contract for 
the new closing date.
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TEMPORARY LEASE
Due to common delays, we recommend negotiating 
a temporary lease for you, the seller, after the 
closing date to allow for more time to move after 
funding or in case the deal falls through.



During the “Contingency Period”, the 
buyer will be ordering inspections which 
will be scheduled through your Transaction 
Coordinator. They have until 5:00pm the 
day the Contingency ends to terminate 
their contract without penalty or loss of their 
earnest money which was delivered to the 
title company. The buyer can terminate the 
contract during this time without providing 
a reason. We recommend waiting until the 
Contingency Period has expired before making 
any monetary commitments.

NOW THAT YOU HAVE A CONTRACT

WHAT DO YOU, THE SELLER, 
NEED TO DO DURING THE 
CONTINGENCY PERIOD?
Continue to allow showings through the 
Contingency Period and do not tell anyone you 
are under contract yet. In the event the buyer 
chooses to terminate during this time, we will 
be able to notify the other Buyer’s Agents, and 
let them know the house is back on the market 
and accepting other offers.

Allow all inspections, and appraisals are to 
be scheduled so there are no delays in the 
process, which could jeopardize the contract. 

OUR TRANSACTION COORDINATOR WILL NOW BE WORKING WITH 
YOU TO FACILITATE THE PROCESS THROUGH CLOSING.

All documents must be signed and initialed 
by all parties for the contract to be valid 
or executed. The date of execution on the 
contract will be the date when all parties to the 
contract have agreed to all terms and have 
completed signatures and initials.

CONTINGENCY PERIOD

WHAT HAPPENS NEXT?
Your Transaction Coordinator will be tracking 
the process and updating you as we progress 
through closing.

The buyer’s lender will be scheduling an 
appraisal to determine the home’s value. If 
the determined value is at or above the sales 
price, then no further pricing negotiations will 
be necessary.

However, if the value of the appraisal comes in 
below the sales price, your Listing Specialist will 
help you re-negotiate terms.

Your Listing Specialist will notify you when 
and if the buyer requests any repairs during 
the Contingency Period. We do not make 
any requests of the Buyer’s Agent during 
this time. If they do not make any requests 
before the deadline, then they’re bound to 
the contract and you are not obligated to 
make any repairs. Any repair requests are 
totally negotiable and your Listing Specialist 
will make recommendations and negotiate 
on your behalf. It is important to respond as 
quickly as possible to any repair request so we 
are not responsible for any delays, which could 
jeopardize the contract.
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WE’RE READY
WHEN YOU ARE.

EVERYTHING WE 
LIST, TURNS TO
SOLD.

Remember the Becky Barrick & Associates team for all of your real estate 
needs. Just like you, your friends and family also deserve the best.
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11515 Burnham Drive NW |Gig Harbor, WA 98332
253.851.4511

1029 E Main Ave, Ste 201 |Puyallup, WA 98372
253.848.5304

Direct 253.209.9641
becky@beckybarrick.com
www.beckybarrick.com

CONTACT BECKY BARRICK


