




www.terrikelleygroup.com 3711 20th Ave, Valley, AL 706.593.7827

Terr i  Ke l ley ,  Co-Broker  a t  Real  Broker  LLC and Team Leader  of  the  Ter r i
Ke l ley  Group,  br ings  over  1 1  years  of  rea l  estate  exper ience and a
proven t rack  record  of  400+ successfu l  t ransact ions  across  Georg ia ,
A labama,  and F lor ida .

Growing up overseas  as  a  "mi l i ta ry  brat "  shaped her  g lobal  perspect ive
and deep respect  for  serv ice  members  and the i r  fami l ies .  Ter r i  works
c losely  w i th  ind iv idua ls ,  investors ,  and developers ,  de l i ver ing  exper t ise ,
ded icat ion ,  and cons is tent  resu l ts .

Her  success is  rooted in  except iona l  c l ient  exper iences,  long- last ing
re lat ionsh ips ,  and a  commitment  to  honesty ,  in tegr i ty ,  and
profess iona l ism.  Ter r i  leads  a  dynamic  team renowned for  the i r
exper t ise  and unwaver ing  ded icat ion  to  c l ient  sat is fact ion .

TERRI KELLEY
TEAM LEAD

REAL ESTATE BROKER | ENTREPRENEUR |
MOTIVATIONAL LEADER



We are a team of licensed Realtors® serving Georgia, Alabama
and Florida with Real Broker LLC. Led by Terri Kelley, founder of
the Terri Kelley Group, our office is located at 3711 20th Ave,
Valley, AL.

With extensive knowledge of the local market, we specialize in
Residential Real Estate, guiding you through one of life’s biggest
purchases—your future home. Our team includes a dedicated
transaction coordinator and a marketing director to ensure
seamless service.

We are passionate about our community and helping clients
achieve their dream of homeownership. Whether you’re a local
resident or relocating to the area, we’re here to make the process
smooth and stress-free.

As a team of locals, military family members, and a veteran, we
are committed to client success and education, believing that with
the right guidance, everyone can turn their dream of
homeownership into reality.

Kelly Metivier Satori TaylorRamin Mazaheri Tyesha Hicks 

REAL ESTATE AGENTS



SIMILAR LISTINGS

Want to know what YOUR home is worth?
Make an appointment with us TODAY!

Reach out to 706.960.1729

Supply and Demand
What our competition is in the are



SOLD LISTINGS

Want to know what YOUR home is worth?
Make an appointment with us TODAY!

Reach out to 706.960.1729

YOUR HOMES MARKET VALUE
THE CORRECT PRICING STRATEGY 

THESE NUMBERS REVEAL WHAT PRICE BUYTERS ARE WILLING TO PAY FOR A
HOME LIKE YOURS IN YOUR AREA. IT IS IMPORTANT TO GET HIS NUMBER
RIGHT THE FIRST TIME SO WE CAN ATTRACT THE MOST BUYERS WHILE

YOUR HOME IS GENERATING THE MOST ONLINE TRAFFIC.



HOME SELLING PROCESSS



DETERMINING FACTORS
FOR IF A PROPERTY WILL SELL OR WILL NOT SELL

 FACTOR 1 Pricing

When pricing your home it is important to carefully consider top market value. Using my competitive
market analysis tool, I will suggest your home’s best listing price. I sell homes HIGHER than the
market average because I list homes at the correct price from the start.

 FACTOR 2 How it shows

It is important to have your home ready for market on day one. I will help you make sure your home is
ready for showings and online by: 

•Completing repairs that need to be done 
•Decluttering & removing personal items 
•Make sure the home is clean and smells fresh 
•Cleaning carpets 
•Neutralizing spaces and walls

 FACTOR 3 Marketing 

We offer SUPERIOR MARKETING TECHNIQUES to help get your home sold faster and for more money
than the competition. 

PROSPECTING 
Prospecting daily for potential buyers, talking with neighbors, our co-op agents, and past clients. 

MARKETING 
The second you sign with me, I go to work on marketing your home! COMING SOON MARKETING,
ONLINE MARKETING, SOCIAL MEDIA MARKETING, and PRINT MARKETING is all part of the success of
getting your home seen by the most potential buyers, selling your home faster and for more money
than the competition.

COMMUNICATION 
Actively communicate with you through every step of the process. Diligently sharing feedback from
showings, following up with agents after viewing the home, and calling weekly to discuss the
progress from the previous week. 

THE ADVANTAGE OF LISTING WITH ME 

BOOSTED ONLINE EXPOSURE 
Today’s market is centered on technology. Buyers are performing their searches online, so it is important
that your listing is ranked high and shown in the best light. Studies have shown that online buyers,
disregard homes with limited photos, low-quality photos, and minimal information. Rest assured I take the
extra steps to get maximum exposure for your listing and give the online shopper a wealth of information,
as well as quality photos, and video tours. 

PROFESSIONAL PHOTOGRAPHY PROVIDE



LISTING STRATEGY



PREPARING TO LIST



REAL ESTATE PHOTOGRAPHY



AERIAL PHOTOGRAPHY 



VIRTUAL TOURS



ROBUST MARKETING



AGE OF BUYERS AND SELLERS

MAXIMUM EXPOSURE

 We will feature your home on the top home search sites, on social media and
syndicate it to over 400+ other sites. Homes that receive the top 10% of page

views sell an average of 30 days faster! 



AFTER LISTING YOUR HOME



OFFERS

CONTINGENCIES 
The fewer contingencies on an offer the better. Shorter time periods are also valuable.

ALL CASH BUYER 
A cash offer is usually more appealing than a finance offer as the seller doesn’t need to worry about the bank
approving the loan

PRE-APPROVAL 
Assures home sellers that the buyer can get the loan they need.

CLOSING TIMELINE 
You might need to close quickly to move on to the next adventure, or you might need to extend the
closing to allow time for the next home to be ready. Choosing the offer with the closing time that fits your
needs will be most attractive to you. 

CLOSING COSTS 
Sometimes an offer comes in high, but the buyer asks you to pay a percentage of the buyer’s closing
costs. 

BUYER LETTER 
If you care about the future of your home, a buyer letter could assure you that you’re selling to someone
who will love the home and your neighbors as much as you did

REPAIR REQUESTS 
If the home needs some repairs, but you don’t have the time or money to do them, a buyer who is
willing to do them for you might be what you need. 

LOAN TYPE 
A conventional loan is often the least complicated. This is an appealing choice for sellers. An FHA loan
can cause delays because they require certain repairs and approvals

OFFER PRICE 
Of course, price matters too! If a high offer will cost you more in closing costs, repairs, or other
factors—then it probably won’t be the better offer



NEGOTIATIONS



HOME INSPECTION



HOME APPRAISAL



CLOSING THE SALE
WHAT TO EXPECT



FINALE STEPS FOR SELLERS

CANCEL POLICIES 
Once title transfer has occurred contact your insurance agent to cancel your policy so you can
receive a refund of any prepaid premiums.

CLOSE ACCOUNTS 
Cancel utilities and close those accounts. Keep a list of phone numbers for each of your utility and
entertainment companies.

CHANGE ADDRESS 
Let everyone know your new address. Submit a change- of-address form to the post office

DOCUMENTS 
Secure all closing documents as well as the contract and closing documents. Keep them in a safe place.

GATHER HOME PAPERWORK 
Put together a packet of manuals, receipts, and any warranties as well.

CLEAR OUT PERSONALS 
Move out your personal belongings completely. Check all drawers, cabinets, and closets.

CLEAN 
Ensure that your home is completely clean upon leaving the home. Clean the cabinets, refrigerators,
and other appliances inside and out. Thoroughly clean out the garage. Schedule trash pick up prior to
the day of closing. Leave your home the way you would like to find it if you were the buyer.

TURN EVERYTHING OFF 
Turn off valves to the sinks, toilets, appliances, and water heater. Turn off all light switches and fans.
Lastly, call the electric company.

I NCIDENTALS Leave all house keys, remotes, gate keys, pool keys, and mailbox keys in a drawer in
the kitchen

FLOORS 
Vacuum and sweep floors one more time

 LOCK UP 
Ensure all blinds are closed, and lock the windows and doors



REVIEWS


