
 
 
 

    
 
 

 
 
 
Virga Realty is different from many Real Estate 
Brokerages. Did you know that Real Estate agents have a “fiduciary 

duty” to their clients? The definition of “fiduciary duty” is: 
 

An individual in whom another has placed the utmost trust and confidence to manage and 

protect property, money or interest. The relationship wherein one person has an 

obligation to act for another's benefit. 

 

Our credo at Virga Realty is to always put our clients first and to honor our fiduciary 
obligation to them. We have not forgotten that our one and only obligation is to our 
clients. There are many fundamental tasks necessary to sell your home as quickly as 
possible and at the highest price the market can offer. Our goal is to: 
 
 
 

Help you to understand the selling process  

Help you price your home competitively but correctly 

Help you find a buyer within a specified time frame 

Help you evaluate offers and negotiate the best deal  

Help protect you with disclosures and during escrow 

 
Please find a brief outline of the process Virga Realty utilizes to sell your home 
 

Understanding the Selling Process 

It is not your job to understand what it takes to sell a house quickly and for the best 
possible price. To do it right is an art and there are many factors that need to be addressed 
and discussed. My job is to educate you about the entire process and to listen to you to 
determine your specific needs and concerns. Everyone is different in terms of their 
comfort level with the process.  I will help you: 



• navigate all paper work to ensure you are legally compliant and understand all 
terms and disclosures 

• ready your house for sale 

•  guide you regarding the best repairs, inspections and vendors  

• evaluate various pricing strategies 

• handle all negotiations with buyers and their agents 

• handle  difficult and or unreasonable buyers or their agents 

• make sure the appraisal process is handled properly 

• make sure the buyer is qualified  

• make sure the  loan process is moving along  

• make sure all terms of the contract are adhered to by the buyer 

• oversee all title and escrow transactions through closing  

• make sure that you perform all your obligations under the contract 

• make sure all facets of the transaction end with a successful, timely closing 

 

Pricing your home competitively  

 
There is a definite process to go through with Sellers to arrive at a listing price. The first 
thing to remember is that your home becomes the “product” that needs to be sold.  So the  
condition of your home becomes the first issue we look at. We must have a very clear 
picture of exactly what your homes assets AND liabilities are. I have a checklist to help 
us make this determination. For instance, I highly recommend that you the Seller pay for 
a thorough pest inspection (around $100) to educate yourself about the condition of your 
house. This will help you avoid any SURPRISES during escrow. This is an inspection 
that every buyer will have and I firmly believe it best you know the results BEFORE you 
put your house on the market. Then of course we look at comparable active and sold 
properties in the immediate vicinity and we compile a CMA or comparative market 
analysis to help you determine the current market value of your house. Market value is 
nothing more than the price a buyer today would be willing to pay for your house. I like 
to view current listings and drive by recent “sold” properties within ¼ to ½ mile. Then 
we look at all the data and determine a price strategy based on your priorities. Are you in 
a hurry to sell or is price more important?  There are pros and cons to every pricing 
strategy.  My goal is to educate and facilitate your ability to make a decision that you will 
feel confident is the right one for you.  
 
 
 
FINDING A BUYER 

 
MLS Listing  
We utilize every word and photo allowed. This is the resume of the house and we want to 
appeal to every agent and buyer possible. Editing for a professional, polished listing is 
very important. It is important to make everything as easy as possible for not only the 
agent, but the buyer that they will bring to you.  High-Quality Digital Photos are critical 



for the MLS, and your marketing materials.. Multiple photos, complete data, easy to read, 
exciting copy about your property is the first critical step in marketing your house.  
 
MLS Reverse Prospecting 
This is a fabulous tool available to agents on the MLS. However, most agents have no 
idea what it is or how to use it. Nor do they want to take the time.  Here is how it works: 
Whenever an agent does a search on the MLS they put in certain criteria. This would 
include: area, price, square footage, age of the house, etc. In short, all the things that a 
buyer may be looking for in a property. Reverse Prospecting is an MLS tool by which an 
agent can enter the criteria of the house they are selling and find all agents who have 
entered similar search criteria for their buyer. I then contact, by phone or email, that agent 
to make sure they know about my listing and how it may be a perfect fit for a buyer they 
are representing. It’s a win, win. 
 
Sacramento Open Tour 
This is a great opportunity to showcase your property to many, many agents. This tour is 
organized by Metrolist MLS and is a very effective way to get agents to your home 
 
Private Open Houses for Neighborhood Real Estate Offices (Broker Tours) 
All individual offices have weekly sales meetings and then tour listings with their fellow 
agents. I like to throw open houses specifically for them with either cookies and coffee or 
some kind of enticement. Many of the clients they work with live in the vicinity of their 
offices, which is in your neighborhood. 
 
Exceptional and Extensive Internet Marketing  
Your home will be featured with a customized flyer on, but not limited to the following 
websites: 
VirgaRealty.com 
Craigslist.com 
Realtor.com 
Sacbee.com 
oodle.com 
backpage.com 
trulia.com 
zillow.com 
facebook, linked in, twitter, social media 
 
Mass emailing with a customized flyer to Sacramento Realtors 
 For my listings I send personal emails to as many Realtors has possible in the area of the 
listing. In addition, we utilize the services of local mass emailing sending out emails to 
all agents within a 5 mile radius. 
 
Open Houses 
Many Realtors will also tell you that this is a wasted effort. On the contrary! My goal is 
to get the information about your house out to as many people as is possible. Neighbors 
can be a good source for marketing if they like your house and have a friend they’d love 



to move to their neighborhood. Word of mouth is what you want. The more people that 
see your house the better. The first three weeks on the market are the most critical for 
open houses.  
 
Social Media 
All social media is utilized. Facebook, Twitter, Instagram, Linked In 
 

 

Help you evaluate offers and negotiate the best deal  

 
There are so many different aspects to evaluate on an offer. Offers are 
typically submitted on a California Residential Purchase Agreement form. It 
is   lengthy and complex. Great attention must be paid to the individual offer 
and terms. Often, counter offers are necessary. Everything is negotiable. 
Lenders must be vetted. Is the buyer really able to qualify for a loan? A pre 
approval is often not worth the paper it’s typed on. My job is to educate my 
clients so they can make informed decisions regarding these matters. 
 

Help protect you with disclosures and during escrow 

 

It is our job to protect you during escrow. It is very important to make sure 
the terms of the contract are followed and complied with. In addition, Seller 
disclosures are very important. It is our job to guide you through this process 
to make sure you are legally protected. 
 

 
 
 
 
 
 
 
 
 


