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REDEFINING 
SERVICE IN REAL ESTATE

Kevin Kalyan - The Kalyan Team 

Selling a home can be challenging - The Kalyan Team understands that and yet, hundreds of homes are sold each week

within the 5 boroughs and Long Island. What is the di�erence between selling your home and failing to do so? The Details!

Whether it’s our market insight, proven sales approach, e�ective marketing campaigns, or utilizing our extensive network, at 

Kevin Kalyan Realty no detail is overlooked. We pride ourselves in the use of technology and innovation to maximize the 

exposure of your home. We created this guide to help educate you as a Seller, and empower you to make the right decision 

when selecting the best agent to market and sell your home. When we say we are “redefining service in real estate,” we mean

it! Our clients come first. We will educate you on what needs to be done to have a successful sale of your home. There are many 

components to a successful real estate transaction; you can count on us to be there every step of the process and make sure no 

detail is overlooked. With a proven track record, the right skill set, and years of experience, The Kalyan Team has the right tools 

to successfully sell your home. If you’re serious about selling your home, we’re serious about getting the job done, and getting 

it done right! 

Now more than ever, who you work with matters!

“The Kalyan Team Guarantee” – If you are unhappy with our service at anytime, just send us written notice and we will release 
you from your listing contract!!!





In our experience, the biggest fear most sellers have when listing their home with a real estate 
agent is whether they’re choosing the right one.

In an effort to remove some of the fear from your choice to work with me and my team, we’ve 
instituted a Listing Cancellation Policy. It’s very simple – no fancy language, and no small print. 
Here it is: When you list your home with The Kalyan Team, you can cancel your listing contract 
with us at any time.

Simply call us and it will be removed from the MLS system within 48 hours. That’s it. Could it be
any easier or more stress free? We stand behind our service. If you’re unhappy for any reason,
you are released from your contract with us. We work very hard to keep that from happening. 
You have our word on it!

Cancel Anytime

How We Work

TRUST

INTEGRITY

QUALITY



SIGN & POST /03PHOTOGRAPHY /02 SIGN RIDER /04 BROCHURES /05

OPEN HOUSE /11 TOP AGENT NETWORK /12 LOCAL OFFICES /13 GLOBAL SPECIALISTS /14 E-MAIL BLASTS /15

TEAM APPROACH /01

Global Connections - Social Media
The social media landscape is yet another global stage where the beauty of your home may be put on
display. Powered by the team responsible for making the Kevin Kalyan Realty brand one of
the most in�luential real estate brands on social media, the social networks under the Kevin
Kalyan Realty Global Luxury banner are among the most widely used sites today, delivering a
unique perspective on �ine living and homes all over the world. 

A team will always out perform 

an individual! The Kalyan Team 

is well trained in customer 

service, sales and high-level 

negotiations!

Our  Photographers  are some 

of the best in the business! 

They have won awards and 

also completed photo shoots 

for well known architectural 

magazines.

Our real estate sign will show 

your home is professionally 

represented. With our clean 

branding nothing that will 

detract from your home’s 

curb appeal.

Another way we empower 

buyers to get the information 

they need about your property 

24/7, are riders that feature 

“text for info”, website and QR 

codes.

Professionally designed and 

commercially printed, The 

Kalyan Team brochure will 

showcase your home in the 

best possible way.

We call it a MEGA open house! 
We will advertise, cater and 
invite your neighbors over to 
see your home on its market 
launch day.

We pull top producing 
Realtors® that have sold a 
home within a radius of your 
home and give them a broker 
courtesy “heads up” of your 
new pre-market listing.

The Kalyan Team is 
associated with the Long 
Island Board of Realtors 
Multiple Listing Service 
(LIBOR), local brokerages will 
also feature your home on 
their site, giving it even more 
exposure.

As members of National and 
Global Networks, The Kalyan 
Team has access to 
International buyers and the 
ability to list your home on the 
Global MLS to over 80 
countries in 19 di�erent 
languages.

Clean, simple and direct 
e-mails. They feature your 
home in the best light to 
agents, buyers and anyone 
interested in your home.



BUYER DATABASE /16 STAGING /17 CONNECTIONS /18 BROKER TOURS /19 FEEDBACK /20

Premier exposure on: 
Zillow.com 
Realtor.com 
Trulia.com
Homes.com
Plus 120 other
websites

EXPOSURE /08 TARGETED CAMPAIGNS /07YOUR OWN WEBSITE /06 VIDEO /09 JUST LISTED MAIL /10
We build your property its 
own custom website. It will 
feature your property’s high- 
resolution photos and all the 
features of your home. You
will also �nd video virtual
tour links.

We spend advertising dollars 
each month in social media 
advertising on many of the 
social media platforms. This is 
a great way to market your 
home to its hyper local market.

Video is a popular means for 
advertising a home. It gives a
buyer a di�erent perspective
of  the  home,  its  layout  and
�oor-plan. We will feature
your home on video sites like 
YouTube, Vimeo and Viddler.

Our mailing campaign will 
showcase your home to 
your neighbors and allow 
them the opportunity to 
show  it  to buyers they 
know who are looking in the 
neighborhood.

On average we have 2500+ 
active buyers searching our 
website. We check their 
searches and will narrow it 
down to buyers that may be 
interested in your home and 
call them!

Staging has been proven to 
sell a home for more money 
in less time. Although staging 
is not for every home, we  will 
guide you through the 
decision of choosing staging 
vendors or virtual staging.
 

The Kalyan Team is a  
member of a network of Top 
Agents that cross brand  and  
brokerages. We market our 
“coming soon” listings to this 
group to help us sell your 
home faster

Some neighborhoods have 
Broker Tours. If there is a tour 
in your neighborhood, we 
will be on it to represent 
your home on tour.

We will give you feedback 
received from prospective 
Buyers and Agents regarding 
your home, to allow you to 
make needed changes to 
your home selling strategy.



OUR TEAM OF
MARKETING PROFESSIONALS
MAKE YOUR HOME 
STAND OUT!

see for yourself...
01/ TEAM APPROACH

02/ PROFESSIONAL PHOTOGRAPHY

03/ YARD SIGN AND POST

04/ 24/7 INFORMATION SIGN RIDER WITH QR CODE

05/ DISTINCTIVE BROCHURES PROFESSIONALLY PRINTED

06/ CUSTOM WEBSITE SPECIFIC TO THE PROPERTY

07/
 facebook
 linkedin
 instagram
 twitter

08/  EXPOSURE ON: 
 zillow.com
 realtor.com
 trulia.com

+120 other websites
 homes.com

TARGETED SOCIAL MEDIA CAMPAIGN

09/ VIDEO TOUR MARKETING

10/ JUST LISTED MAILING 

11/ JUST LISTED MEGA OPEN HOUSE

12/ TOP AGENT NETWORK

13/ LOCAL BROKERAGE NETWORK

14/ NATIONAL AND INTERNATIONAL BROKERAGE NETWORK

15/
16/ PROSPECTING THE KALYAN TEAM BUYER DATABASE 

PRE-MARKETING E-MAIL BLAST TO OUR DATABASE

17/ STAGING OR VIRTUAL STAGING FOR TOP DOLLAR 
18/ CONNECTIONS

19/ BROKER TOURS

20/ ACCURATE FEEDBACK



FIRST STEP TAKEN
DURING THE HOME

 

BUYING PROCESS

Source: National Association of REALTORS® | PROFILE OF HOME BUYERS

 56% internet (home searches & research)
 17% realtor

7% call on yard sign
6% contacted a lender
5% friend | relative | neighbor
3% open house
2% new builder
1% local newspapers & magazines
1% knew the seller
1% home buying seminar
1% other



When it comes to setting the sale price of a home, many agents will tell the client
what they want to hear in hopes of securing the listing. Soon after the listing is
signed, they begin the long process of beating the client up on price to get them
down to the zone where a qualified buyer will start to seriously consider the home.

Setting the Right 
Price is the Key

If we were to price your home at what
we know is fair market value, we are only going to appeal to the top third of 
the pyramid. The higher the price goes, the smaller the pool of buyers 
becomes. 

One of the challenges with overpricing is getting caught in the Stair Step of
Price. When the Days on Market accumulates for a seller, the urgency to
purchase is reduced for the buyer. The first question most buyers ask is: “How 
long has it been on the market?” The longer a home is listed for sale, the lower
the selling price.

The goal is to find the “sweet spot”, setting the selling price at a level that attracts the most buyers, and 
therefore, the most offers. A “bidding war” between interested buyers will drive the price up toward your 
preferred selling price, and it will get your home sold more quickly than overpricing it from the beginning.



How do you get your home sold for the most amount of money in 
the shortest time? Demand. It’s that simple.

At The Kalyan Team, we specialize in cutting-edge marketing and 
sales strategies designed to maximize demand generation.

Unlike the average Realtor, we employ an award-winning, digital 
marketing agency, Novation Consulting, to maximize exposure 
for your property EVEN before it goes live on the Multiple Listing 
Service (MLS).

Home Seller 
Strategies to Get 

Top Dollar

www . K e v i n K a l y a n . c o m



7 Common Seller 
Myths Addressed
1. We want to only give you a 30/90 day listing. 

Unfortunately, we are not able to do that. Six months is the 
minimum per our company policy. We will, however, offer you 
the Hassle Free Listing Guarantee. This 100% service satisfaction 
guarantee covers the listing period from day 1 to 180.

2. We’ll save commission by selling it ourselves.

We certainly agree that if (and in today’s challenging market, it’s 
a Big IF) you could possibly save the commission by selling 
yourself. 

However, the fact is that in the post-mortgage meltdown world, 
sellers are ill-equipped to properly qualify potential buyers. The 
result is a very low closing ratio for contracts from buyers. And 
what’s worse, only 2% of all For Sale By Owners (FSBOs) sell 
themselves. 98% are eventually listed and sold by real estate 
agents. Can you afford to have only a 2% chance of selling your 
home?

3. Let’s list high, we can always come down later.

This is the #1 mistake that traditional old-fashion agents make with 
sellers. The timeframe of first 15 to 30 days of a house being 
published on the MLS is the MOST decisive window of 
opportunity. Comparatively speaking, If your home is priced too 
high, you face the real risk of missing out on a majority of potentials 
buyers. 

In today’s competitive market, buyers are savvy, better qualified 
and looking to score a great 'deal.' This is why we strategically 
price our homes to create 'bidding war' scenarios that almost 
always net in a winning offer, well OVER the asking price.
 
The market average for the most recent six months sales is 95% (list 
price / sales price). Our average is 98.7%. Bottom line: Get it priced 
right up front and you are rewarded with a higher list/sales price 
ratio and more money in your pocket at closing. Overprice it and 
you risk being rejected by the market and never selling.



7 Common Seller 
Myths Addressed 6. You haven’t sold homes in our neighborhood (area)?

We occasionally hear this, mostly from sellers who are unaware 
that in today's YouTube, Instagram and SnapChat driven world, 
the old-fashioned Agent who only works a small neighborhood 
is a relic and almost non-existent. Today's best-producing 
Agents are "Social Savvy." They leverage technology, their vast 
professional networks, and tools to target niche buyers and 
serve any market.

4. We have a friend in the business (from church, kids soccer, 
etc.)

We definitely hear this on occasion. Almost everyone we know 
has “a friend”. The key question here is very simple: Do you need 
to sell your property...or are you looking to do your friend a 
favor?

5. Another Agent said they could get me more money.

We hear this almost every week. Unfortunately, these Agents are 
more excited about the prospect of taking a listing then 
worrying about getting it sold. Most are afraid to tell the truth, 
and risk upsetting the seller – the rest are unable to figure out 
the right price for the property due to a lack of experience and 
expertise, and they are desperate to get a sign in the yard so 
that they can attract buyers to work with. 

The typical training plan for a traditional old-fashioned real 
estate office is to take listings – regardless of price – then work 
on wearing the sellers out until they agree to lower the price. It’s 
a shame as this practice is the #1 reason that listings expire after 
being rejected by the market and never sell – leaving an 
extremely unhappy seller behind.

7. The Other Agent said he/she would...

This catch-all item usually is the result of an agent not having the 
courage to tell a seller the truth about why something does not
work. Whether it is telling the truth about why print advertising 
does NOT result in sales and only promotes a company’s brand 
or why open houses every weekend are not ideal, we usually see
sellers universally being disappointed when they discover the 
truth. 

Also, these sellers generally realize that these same agents are 
very poor at justifying or defending the price of the home for the
seller – again they lack the courage to have a direct truthful 
conversation with buyers or buyer agents.



Critical Factors to Consider When 
Hiring a Real Estate Professional 

Q. How well do you know your local
market trends?

This is another big one. Your agent should
know the key (local) market stats (such as 
the number of homes that came on the
market in the last 30 days, number of 
homes sold in the last 30 days, etc) in 
order to accurately price and strategically
present the property for an effective sale. 
An agent who is not evaluating the 
market data on a regular basis won't be
able to effectively serve their client.

Q. Are you a full-time or part-time real
estate agent?

You’ll want to work with someone who 
lives, eats, and breathes real estate. 

Q. How long have you been practicing?

In a softening market, you’ll probably 
want someone who has been a licensed 
agent for at least eight to ten years or an 
agent who is part of a team led by a 
highly experienced agent.

Q. How many homes have you 'closed
on' in the last consecutive 2 years?

This is important to ask because it 
demonstrates an agent’s track record.



Q. How will you market my home?

Does the agent have a clear and defined 
Plan of Action that specifically states 
exactly what they will do to sell your 
home? 

Q. Are you involved in any professional
real estate training/coaching?

The business of selling is very much like 
developing the skills of a professional 
athlete. Professional football players 
practice and update their skills 80 hours 
per week for a 60 minute game on 
Sunday. Is the agent you are interviewing 
actively committed to elevating their skills 
so they can protect and serve your best 
interests in today's market?

Q. What makes you different? Why
should I list my home with you?

This question really gets to the core of the 
agent's ability to communicate and 
demonstrate how they can make your 
home stand out from the competition. 
How did you come in contact with the 
agent? How visible is that agent to the 
general public? Have you heard of the 
agent before? Was s/he referred to you 
by a reputable contact?  

Q. Does the agent have online
reviews?

Most agents have online Zillow reviews 
from past clients. As a seller, you want to 
look for those agents with high reviews, 
not just as a buyers agent but also as a 
sellers agent. 

Critical Factors to Consider When 
Hiring a Real Estate Professional 

Essentially, the best performing agents are heavily invested in marketing 
and promoting their personal and professional brands. Hence, they are 
more likely to take the marketing and sale of your home seriously.  



Mike & Rebecca A. 

Terry & Karen M. 

Tori K. 

 THE KALYAN TEAM WORKED THROUGH SPECIAL CIRCUMSTANCES WITH PROFESSIONALISM

“Kevin Kalyan was such a pleasure to work with.  My family had some special circumstances in purchasing a property.  Kevin with 
the assistance of his team worked through those circumstances in a prompt, professional and thoughtful manner.  In turn making
the home buying process an enjoyable experience.   I highly recommend The Kalyan Team to anyone in need of the services of a 
real estate broker.”

“Kevin and his team were fantastic and exceeded our expectations in many ways! The Kalyan Team was fully involved with us 
right through to the closing and final funding settlement! I can recommend The Kalyan Team to anyone who is looking for a 
group with supreme integrity and maintain a high standard of excellence.

KEVIN AND HIS TEAM EXCEEDED OUR EXPECTATIONS IN MANY WAYS!

 THE KALYAN TEAM IS A TREMENDOUS JOY TO WORK WITH

“My wife and I found The Kalyan Team to be a tremendous joy to work with. Their infectious enthusiasm, encyclopedic knowledge 
of the area, and boundless energy made house shopping with them a lot of fun. We will definitely be coming back to The Kalyan 
Team in the future.”

Walter K. 

THE STAGING AND UNIQUE VIDEO SHOWED OUR HOME IN A NEW LIGHT

“Kevin and his team brought a staging expert to our home and created an outstanding video and WEB site that showed our home in 
the best light possible.  With their help we were able to quickly sell our home and for an outstanding price.  I would definitely 
recommend The Kalyan Team”



Keith W. 

Pete and Sarah R. 

“No matter what issue came up, The Kalyan Team was there to resolve it.  Kevin Kalyan’s qualities include:  knowledge of the 
market, committed to representing his client's interests, and very personable, with a high trust level and dedication.  If you 
want someone who will always listen to you, will represent your interest and is relentless at the pursuit of selling your home no 
matter the obstacles, then The Kalyan Team is who you should hire.”

Rich & Grace A. 

RELENTLESS AT THE PURSUIT OF SELLING YOUR HOME

Because of their expertise in negotiating and real estate knowledge, I was able to buy my perfect home in the perfect location 
at an incredible price. The Kalyan Team o�ered great advice and guidance throughout the process, keeping me informed the 
entire time.  I will continue to recommend Kevin and his team to anyone looking for an exceptional Realtor.

EXPERTS IN NEGOTIATING AND REAL ESTATE KNOWLEDGE

OUR HOUSE SOLD AFTER BEING ON THE MARKET FOR JUST 6 DAYS!

We cannot say enough good things about Kevin and his phenomenal team. They helped us buy the perfect home, even though 
at the time we weren't sure it was the perfect home.  The Kalyan Team listened to our needs upfront and when our house sold 
after being on the market just six days, they held our hands, kicked it into high gear, and found our house. We bought a house we 
loved at the exact price we needed it to be. Their communication was invaluable and got a few extra things done that we may 
not have been able to get done ourselves.  Can't ask for more than that!



Opening More Doors For You
"�e Standard of Excellence"

Our mission is to treat every transaction 
like it’s our own home, and we combine this with 

our proven strategies to offer a stress free experience. 
We always put our clients first and take 

pride in providing a high standard of excellence.

O: 516-593-2800
C: 718-839-4631
F: 718-849-6041

www.KevinKalyan.com
info@kevinkalyan.com

National REALTOR® Designations 
• Certified Residential Specialist (CRS)
• Graduate, REALTOR® Institute (GRI) 
• Seller Representative Specialist (SRS)
• Short Sales and Foreclosure Resource (SFR®) 
• Certified Buyer Representative (CBR®)
• Certified In Digital Marketing (e-PRO®)

OUR MEMBERSHIPS 
• National Association of REALTORS® (NAR)
• New York State Association of REALTORS® (NYSAR)
• Long Island Board of REALTORS® (LIBOR)
• Multiple Listing Service of Long Island (OneKeyMLS)
• New York Statewide Multiple Listing Service (NYStateMLS) 
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