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We realize owners sell 
real estate for many reasons.

•  marriage
•  the birth of a child
•  a death in the family
•  divorce
•  age
•  relocation
•  rising costs of homeownership
•  loss of work
•  downsize
•  upsize
•  liquidize assets
•  lifestyle change
•  the home is a spec home

No matter the reason 
when you decide to sell or buy

real estate
our team will be attentive 

to your situation 
and is proven at helping 

you optimize the sale or purchase 
of your real estate.

Don’t take our word for it.

Read a few of the testimonials from satisifed clients.
   









LISTING PRESENTATION

Our team routinely produces top results by employing the right tactics 
and strategies to sell real estate across these 6 areas.

VALUATION | PRICING | MARKETING | SALES | NEGOTIATIONS | TEAMWORK

Brian C. Smith worked at Accredited Home Lenders and worked with Corporate Appraisers 
who reviewed 1,000s of appraisals to ensure value for stakeholders.  
Trust Brian to accurately analyze your real estate.  Very few realtors have his experience.

Here is an analysis of your real estate prior to taking a home tour with you to discuss price adjustments.

Suggested list prices:

If new construction:

Highlights of the property:
+ Quality of the finishes- tell us more

+ Tell us more about the
 Ceiling height
 Elevation of the foundation
 Materials used for construction
 Furnishings
 Finishes- Millwork | Cabinets | Doors | Stonework | Appliances | Lighting
 Mechanical / Electrical / Electronic Systems including controls and integration
  Sound | Security | HVAC and Controls | Lighting | Pool | Irrigation | Vacuum
  Fire |  Water Treatment | Emergency Power | Hot Water | Ventilation
 Landscaping

Challenges to achieving a high sale:
- ()

Comparables Map:

Comparables:

Market Analysis:

              

  



  



VALUATION | PRICING | MARKETING | SALES | NEGOTIATIONS | TEAMWORK

The most important aspect of marketing is di�erentiation.

This is our plan to make your property
stand-out, ask to be shown, and receive multiple qualified o�ers.

1. Declutter, clean, and stage the home correctly for sale.
2. Properly Edited High Resolution and Multiple Exposure Photos Including Drone
3. Multiple Videos Including Drone could include:

I. Lifestyle video | Neighborhood video
A. Walk-through Videos

I. Berkshire Hathaway HomeServices EWM Realty Branded- Horizontal
II. Unbranded for use by cooperating brokers- Horizontal
III. Listing Agent talking- Horizontal
IV.Listing Agent talking- Vertical
V. Charlie Chaplain Style Team Video- Horizontal

B. Specialty Videos
I. Open House- announcement and live streams
II. Co-broker Videos
III. Other Videos based on opportunities that arise

4. Mailers to the best target neighborhoods in Miami.
5. Door knob advertisements in select neighborhoods
6. Email blasts- we sometimes send over 50,000 emails of our newsletter to

A. Qualified buyers
B. Real estate professionals

7. Digital presence- Brian C. Smith + 6+ other realtors on team
A. ()/month on SEO
B. ()/mo on RESI IDX website
C. () on new website late summer 2025
D. BrianSmithSouthFlorida.com
E. ewm.com
F. bhhs.com
G. YouTube- BrianSmithSouthFlorida- 255,374 views
H. LinkedIn- https://www.linkedin.com/in/smithbrianc/ 13,223 followers 
I. Instagram | Facebook- across multiple team members



VALUATION | PRICING | MARKETING | SALES | NEGOTIATIONS | TEAMWORK

8.  Open Houses- when buyers feel competition they make stronger o�ers
     A. Team approach- 2 realtor minimum | ideally 3 realtors per event from our team
     B.  1-3 open houses per week- we host more open houses in a week for a
  listing than most realtors willl do in a year for a listing.
     C.  Collaborate with local businesses to gain exposure
 1.  Flower shop / fitness trainers / lenders / title companies / artists
     D.  Advertise- up to 20 open houses signs / blogs / 3rd party real estate sites / 
 blast emails / YouTube / LinkedIn / Instagram / Facebook
     E.  We keep a strict showing log of all showings.  When buyers and realtors see the
     log it creates stress and stronger o�ers.
     F.  Recent NAR rule changes make Open Houses a must if you want to maximize
           showings, but most realtors either work solo, have too many listings, or don’t
           know how to pull o� an e�ective open house.
     G.  We will conduct private showings, but our sellers win when we can conduct
           the majority of our showings via open houses. 
     H.  We utilize time at Open Houses to create spontaneous and live videos that
           promote your listing further. 
     I.   We encourage other realtors to take videos and photos to promote the 
           property.  We have gimbals and microphones available and will assist if they
           need us to take shots of them. 

9.  Magazine / Newspaper / Billboards - ads we have utilized:
 Lifestyles Magazine South Florida | Miami Vibes
 Wall Street Journal | Miami Herald
 Ballyhoo Media Boat



Virtual Staging of a Penthouse We Rented Quickly For Dollar

Before | After Staging Photos- NOT REQUIRED FOR YOUR PROPERTY



Virtual Staging of a Condo We Sold Quickly

Before | After Staging Photos- NOT REQUIRED FOR YOUR PROPERTY



Mailers to the Best Target Buildings in Miami



Door Knob Advertisements in Select Neighborhoods



Email Blast Campaigns



Digital Presence









©2025 BHH A�liates, LLC. An independently operated subsidiary of HomeServices of America, Inc., a Berkshire Hathaway a�liate, and a franchisee of BHH A�liates, LLC.
Berkshire Hathaway HomeServices and the Berkshire Hathaway HomeServices symbol are registered service marks of Columbia Insurance Company, a Berkshire Hathaway a�liate. 

Equal Housing Opportunity. Disclaimer- Information presented is deemed reliable, but is not warranted. 
Non-solicitation Disclaimer- If your property is currently listed, please disregard. 

It is not our intention to solicit properties that are already represented by another broker.



• BS Electrical Engineering, University of Notre Dame
• Graduate of Navy Nuclear Power School
• MBA, Kellogg School of Management- Northwestern University

Work History:
• Navy- Surface Warfare O�cer on a $1B destroyer | leading 300+ sailors
• Accredited Home Lenders- Corporate appraisals | underwriting | originations
• 8+ years selling South Florida real estate 
 
• Edgewater | Miami Beach Islands expert
• Part 107 Federal Aviation Administration Commercial Drone License
• Secretary- Board of Directors- Northwestern University- Alumni Club of SE FL
• Father | beach tennis | golf | elliptigo | latin dance | emmaus retreats
• English | Spanish

• BBA Marketing, Western Connecticut State University

Work History:
• 25+ years managing and co-owning a hotel in NY
• 17+ years selling South Florida real estate

• Upper East Side | South Beach expert
• Licensed to sell real estate in FL | NJ
• Big Ten Blood Drive Coordinator
• Gardens | home repair | dogs
• English

• BSBA Management, Barry University

Work History:
• Medical O�ce Manager
• American Heart Association- CPR Instructor
• 5+ years selling South Florida real estate

• Miami Shores | Boca Raton expert
• Food | world travel | birds
• English

rBrian C. Smith 305.318.8200

Mark Mattsson 305.764.8959

Diane Daley 718.968.5943

TEAM BIOS



• BSBA International Finance & Marketing, Univeristy of Miami

Work History:
• LILA - IFISA S.A.- General Manager Operations- Head Broker- Argentina
• RPI Commercial- Buckstore Inc- President
       - Developer of 2,000+ International retail stores
• 8+ years selling South Florida real estate

• Miami Beach - Sunny Isles | Commercial | Luxury Residential expert
• Sports and Entertainment specialist
• Deep ties to Agrentine community
• Husband | soccer | tennis
• English | Spanish | Portuguese

• BS International Relations, Florida International University

Work History:
• Power Motors- Ran Mechanic and Body Shop
• O� White- #1 Sales Producer Globally

• Belle Meade Island expert
• Sports and Entertainment Specialist
• Basketball | fitness | fashion
• Homeless outreach
• English | Spanish

• BA, Industrial Design, University of Notre Dame
• Google Data Analytics Professional Certificate

Work History
• 5+ years Lanes Estates LLC- Wholesaling Real Estate
• 2+ years Luxury Leasing Consultant
• 2+ years The Game Changer Athletic Facility
• DJ
• Logistics Specialist
• Cleveland Browns Safety
       175th pick in the 6th round of the 2013 NFL Draft

Michael Warshower 786.367.5305

Andrew Tassara 703.296.6770

Jamoris Slaughter 312.838.1070


