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Personal Data

I am the proud father of my son, Dillon. My family has been involved in real estate for
many years. I love skiing, basketball, golf, weight lifting, family time, and watching my
son grow up.

Education

Bachelor of Science in Business and an Option in Real Estate - Fresno State University
CSP - Certified New Home Sales Professional
CRS - Certified Residential Specialist
QSC - Quality Service Certified
CNE® - Certified Negotiation Expert
Certified EcoBroker
CDPE® - Certified Distressed Property Expert

Professional Qualifications

Licensed Colorado Real Estate Broker, active member in the National Association of
Realtors, Colorado Association of Realtors, Fort Collins Board of Realtors
Past Board of Directors for The Group, Inc, Real Estate for 3 terms

Real Estate Experience

24 Years of Real Estate Brokerage Experience, specializing in Resale Homes,
New Construction, Land and Investment Properties

Community Involvement

American Cancer Society
Humane Society, Boy Scouts of America
Alzheimer’s Association
United Way Leadership Giving Circle
“My goal is to provide clients with expertise, honesty, and the highest level of
service. I want to make every real estate experience pleasurable, rewarding, and
fulfilling for both the client and me. I strive to improve the quality of life, create
financial security and help to maintain a balanced life for my clients, family and
friends. Most importantly, I hope to gain your respect ~ the lifeline of my business.”
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Certified Residential Specialist

Why are only 5% of all REALTORS®
Certified Residential Specialists?
Because only one in every 20 REALTORS® has the advanced training, experience,
and commitment to call themselves a Certified Residential Specialist (CRS).
So when you’re looking for a real estate agent, look for a Certified Residential
Specialist 100% of the time.
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Choosing a Real Estate Agent

EVER WONDER HOW TO CHOOSE A REAL ESTATE AGENT?
There are hundreds of real estate agents in the Loveland / Fort Collins area alone.
Choosing the right agent to sell your home can be confusing, especially when you
speak to several agents and they seem so convincing.
Your home is probably your single most important investment. Shouldn’t you interview
your prospective real estate agent? The key is knowing the right questions to ask.
This list of questions might help.
1.

Do you work as a full time Real Estate Agent?

2. How many listings do you have at this time? (More is better.)
3. Do you have a full time personal assistant?
4. Do you have a full time escrow office to see that no details are overlooked?
5. How many potential buyers & sellers do you talk with in a day or week?
6. How many years of experience do you have in the local real estate market?
7.

In what ways will you encourage other real estate agents to sell my home?

8. After you make a property brochure and flyer on my property, how many copies will
be distributed to other agents and how often?
9. How many properties have you sold within the last 6 months? 90 days? 30 days?
10. Do you have references that I may check?
11. What awards or accolades have you been honored with?
12. How will you set my listing apart from the crowd without costing me more money?
13. What is my property worth? What listing price do you recommend? How did you
arrive at that price?
14. How would you assist me in my relocation plans?
15. Do you have a plan of action designed specifically to sell my property?
16. Is your production better or worse than in 2013, 2014?
17. Are you a member of the local Board of Realtors?
18. Are you a Realtor?
19. Can you offer my property on the Internet? Where?
20. Can you deliver my property to over 95,000 homes in Northern Colorado
every weekend?
21. Will you place my home in the MLS system?
22. Can you expose my home to agents in Denver, Boulder and Colorado Springs?
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Reasons to List With Dave

77 Reasons To List With Dave: He Will Take Care of Everything From Start To Finish!
Research Current Properties
Provide Average Days on Market Assessment
Prepare a Comparative Market Analysis (CMA)
Verify County Public Property Records
Provide Public School Value
Analyze Current Market Conditions
Explain Listing Contract, Disclosures & Addendum
Explain Homeowners Warranty
Review Electricity Details
Obtain Mortgage Loan Information
Add Homeowner Warranty into MLS
Arrange Inspections
Analyze Lead-Based Paint Status
Install Lockbox
Send Seller Vacancy Checklist
Make Copies of Leases for Rental Units
Install Yard Sign
Perform Exterior Assessment
Enter a Profile Sheet into MLS
Create and Mail Flyers
Coordinate Showing Times
Create and Advertise Property Listing
Analyze Feedback Emails and Faxes
Counsel and Mediate Offer(s)
Obtain Pre-Qualification letter
Mediate Counter Offers
Deliver “Offer to Purchase” Copies
Distribute Under-Contract Showing Restrictions
Review Credit Report
Order Mold Inspection (If Applicable)
Confirm Approval of Loan
Coordinate Buyers Home Inspection
Interpret Loan Limit
Contract is Sealed
Coordinate Closing Formal Procedures
Perform Final Walk-Through
Review and Distribute Final Closing Figures
Review Closing Documents

Research Sales Activities from MLS
Review Property Tax Roll
Verify Ownership and Deed Type
Perform Curb Appeal Assessment
Provide a Listing Presentation
Discuss Planning and Strategy
Liaison Between Buyers and Sellers
Review Title Details		
Create Showing Instructions
Review HOA Fees & Bylaws
Collect Natural Gas Information
Provide Security System Status
Prepare Property Amenities
Compile Repairs Needed List
Distribute Disclosure Packages
Final MLS Update
Perform Interior Assessment
Inform Tenants of Listing for Rentals
Provide Copies of MLS Agreement
Take Additional Photos for MLS
Evaluate Net Sheet
Develop Marketing Brochures
Receive Offer(s) To Purchase
Deliver Sellers Disclosure
Negotiate Offer on the Sellers Behalf
Fax Contract Copies
Assist with Escrow Account
Update MLS To “Under-Contract”
Communicate with Lender
Following Up With Loan Processing
Remove Loan Contingency
Review Home Inspectors Report
Verify Home Inspection Clause Ensure
Coordinate Closing Process
Assist with Title Issues
Verify Tax and Utility Preparations
Request Closing Document Copies
Hand the Keys to New Owner
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Why Choose Dave?

“Dave and his team were the most competent & professional I have ever worked with.
I was an agent for 27 years in Kentucky and have had 18 moves. The Muth team was
the most accommodating and cooperative in all my experiences.” – Jan Karzen
“Dave is a real pro! Great working with him in every way!”
– Bill & Diana Darrough
“It’s nice to know we have someone we can trust
when making a major purchase.” – Grif & Noriko Kolberg
“If everyone conducted themselves as Dave does, what a great world
we would be living in.” – Donna Lebsack
“Dave made it quick and easy for us, which is exactly what we wanted.”
– Russell & Mary Lou Bate
“Everything done right the first time in a professional, friendly manner!”
– Jeffrey & Tracy Kanode
“Dave Muth is terrific! He narrowed the house down quickly according to
my needs. I was able to contract & close within 30 days. I will use
Dave for all of my real estate needs.” – Kelley Conway
“Dave is the best we have ever worked with!” – Richard & Sylvia Wesolowski
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Why Choose Dave?

“Dave Muth made the selling process so easy for us.” – James & Mary McCambridge
“Dave Muth is the very best to work with!” – John & Patricia Gentleman
“Dave Muth was great to work with. I’d say he went beyond my expectations
for customer service.” – David Smith
“Dave did a fantastic job of showing us around Fort Collins. His enthusiasm
and knowledge of Fort Collins helped us become comfortable moving here
from out of town.” – Michael & Julie Hajost
“David Muth is a pleasure to work with and has all the qualities of an excellent
real estate professional: In-depth market knowledge, advanced web-based tools
including high quality virtual tours, a strong team and many important connections.”
– Dusanka and Milija Zupanski
“David did a great job. We had five offers after two days of showings and sold for more
than the asking price. This could not have gone better for us.” – Timothy and Kelly Walsh
“We are so thankful to have Dave as our Realtor. He listened to our desires and
concerns and over the course of 7 months helped us find exactly what we were looking for.
Great guy! Great team! Don’t look any further.” – Brad and Lisa Buckman
“Dave is an outstanding Realtor. He is extremely knowledgeable about the real estate
market, and he is very easy to work with and responsive to his clients’ multiple
questions and concerns.” – Cynthia Coester
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970-472-5667
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970-266-9556
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970-223-6595

Real Trends Top Realtor®

Congratulations

David T. Muth for Recognition in

64.50 TRANSACTION SIDES COMPLETED IN 2014
$20,809,777 IN DOLLAR VOLUME COMPLETED IN 2014
There are nearly one million people involved in residential
real estate sales in the United States.
THE THOUSAND have achieved the level of sales it takes
to be in the top one thousand.
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Excellence-Our Team Philosophy

Excellence is never an accident. It is achieved only as a result of an unrelenting
and vigorous insistence on the highest standards of performance. It requires an
unswerving expectancy of quality from everyone.
Excellence is contagious. It infects and affects everyone. It charts the direction
of a program. It establishes the criteria for planning. It provides zest and vitality.
Once achieved, excellence has a talent for permeating every aspect of life.
Excellence demands commitment and tenacious dedication. Once it is accepted
and expected, it must be nourished and continually reviewed and renewed. It is
a never-ending process of learning and growing. It requires a spirit of motivation
and boundless energy. It is always the result of a creatively conceived and
precisely planned effort.
Excellence inspires; it electrifies. It potentializes every phase of life. It unleashes an
impact which influences every program, every activity, every person. To instill it is
difficult; to sustain it, even more so. It demands imagination and vigor. But most of
all, it requires a constant state of self-discovery and discipline.
Excellence is one’s life-line. It is the most compelling answer to apathy and inertia.
It energizes a stimulating and pulsating force. Once it becomes the expected
standard of performance, it develops a fiercely driving and motivating philosophy
of operation. Excellence is a state of mind put into action. It is a road-map to
success. When a climate of excellence exists, all things come easier.
Excellence is important because it is everything.
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43 Point Marketing Plan

Dave’s 43 Point Marketing Plan
Our Goals:
1.

To help you get your property sold.

2. Help you get where you want to go on time.
3. Maximize your “walking-away money.”
4. Make your transaction as smooth as possible.
5. Do a great job and have you as a lifelong client!
To Achieve these Goals, We Need to:
1. Increase your odds of selling.
2. Put you in the strongest negotiating position possible.
3. Reduce the risks of “transaction failure.”
10 Factor Success Formula:
1.

Seller decisions – picking the right “trusted advisor team”

2. In depth market analysis
3. Condition of the property (wholesale/retail)
4. Price & terms (where in line?)
5. Marketing plan to maximize exposure to buyers/Realtors
6. Marketing budget
7. Execution of the marketing plan
8. Seller and property access plus “showability”
9. Negotiating position
10. Transaction management
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43 Point Marketing Plan

1.

Pricing. We will assist you with pricing your home based on a comprehensive
competitive market analysis. This will help you to set the best price on your
home so that it will sell within your time frame.

2.

Pre-Title Commitment. We will order (at our cost) a pre-title commitment to
reduce your risk of any title problems at closing.

3.

Staging. We will provide up to a 2-Hour consultation with an Interior
Designer to recommend how you can de-clutter, de-personalize, and redesign
spaces to make them appealing to the home buyer.

4. Pre-Inspection. We will order (at our cost) a pre-inspection that will cover all
major components of your property if necessary.
5.

Professional Measurement. We will have your home professionally measured
so we have a correct square footage. A floor plan of your home will be
provided for buyers to take with them after the showing and will be included
on your property brochure.

6. Group Sign. We will place one of The Group’s award-winning signs on your
property.
7.

Brochure Box. We will place a brochure box on the Group sign. My assistant
will check your brochure box weekly and add brochures as needed.

8.

Electronic Lock Box. We will place a lock box on your property to increase
showings and provide you with the security of knowing who has shown your
home.

9. Marketing Email. We will send an e-postcard to all of the top real estate
brokers to announce the new listing, including all agents at The Group.
10. Group Marketing System. We will enter your home into The Group’s
marketing/information system. The Group sold over 40% of all homes in
Northern Colorado last year.
11. Multiple Listing Service (MLS). We will enter your home’s information into
MLS, giving your home exposure to 7,000 Realtors in Larimer, Boulder and
Weld Counties.
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43 Point Marketing Plan

12. The Source. We will feature your home in the award winning Source Real
Estate Magazine. This marketing medium will go out to over 76,000 people
through the local newspapers and indoor and outdoor racks. Your home will
be in every issue through the liner ads including a feature home spot.
13. Real Estate Weekly. Once a month, your home will be featured in the Real
Estate Weekly. This is an insert in the Coloradoan.
14. Color Brochures. Even in this digital age, a tangible illustration and home
information brochure sets your home apart from others. We will have your
home professionally photographed and a full color brochure prepared
featuring the highlights of your home. This brochure will be available to
interested prospects inside the home, my office, and in the brochure box.
It will also be used for promotional events.
15. Realtor Counter Display. A counter display packet which will have all
necessary disclosures and information to help the buyer’s agent to write
a contract.
16. Home Tour. By all Fort Collins, Loveland, and Greeley, Group Inc. real estate
agents.
17. Continuous Weekly Sales Meeting. I will be sharing any announcements on
your home.
18. Email Broadcast. We will send listing information and virtual tours to the top
250 Realtors once a month.
19. Internet. According to the National Association of Realtors, 92% of home
buyers use the Internet in some way in their home search process and more
than 50% of buyers use a mobile website or application in their home search.
We will enter your home’s information on four web sites.
www.realtor.com Nation’s #1 real estate web site, we have “Enhanced” listings
www.coloproperty.com Colorado’s #1 web site
www.TheGroupInc.com The Group Inc.’s web site
www.muthrealestate.com Dave Muth’s personal web site
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43 Point Marketing Plan

20. Internet Advertising. Your home will be advertised on the following websites:
thegroupinc.com

HomeFinder.com

Coloproperty.com

Homes.com

Muthrealestate.com

Reatlor.com

Zillow

Homesandland.com

Trulia
These websites have thousands of unique user’s everyday and millions
of hits every month which increases your home’s exposure in today’s real
estate market.
21. YouTube. Our marketing department will create a YouTube video of your
home.
22. Individual Property Website. Your property will now have its own website.
23. Virtual Tour. We will create a virtual tour on Grafic Studios that will feature
photographs and panoramic photographs of your property along with your
properties features, neighborhood information and nearby school information.
24. Just Listed Postcards. Once your property is listed, we will send out a Just
Listed postcard to 50 of your closest neighbors. Letting your neighbors know
you’ve listed your home is an incredible soft marketing tool, allowing them to
share with family and friends.
25. Transaction Management. Our full-time transaction managers will manage
the details of your transaction to ensure that your contract closes on time and you can move on time. Over 90% of our contracts close on or before
the date written in the contract compared to an industry average of less
than 50%.
26. Negotiation. We will negotiate all items on your behalf including purchase
price, terms, and inspection items.
27. Verification. We will verify loan information, buyer’s funds, and qualifications
to ensure a seamless closing process.
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43 Point Marketing Plan

28. Docusign. Easy, online contract signing, right to your inbox.
29. The Group Office Availability. The Group office is open 7 days a week to
schedule showings and handle any calls that come in on your home.
30. The Muth Team. I have a full-time personal assistant that works only for me
to make sure your needs are met.
31. Group Assistant. In addition to my personal assistant I have a full-time
assistant that inputs your properties information into the Multiple Listing
Service and handles all paperwork and disclosures from the time of Listing.
32. Marketing Staff. We have a full-time marketing staff to get your home the
most exposure possible.
33. Graphic Designer. We have a full-time graphic designer for any marketing
needs.
PROMISE TO KEEP YOU INFORMED
34. Reliability of Dave Muth and Full-time Personal Assistant. I will contact you
periodically to give you an update on the marketing of your home and answer
any questions or concerns you may have.
35. Current Ads. We will send a copy of all ads that feature your home.
36. Showing Feedback. We will call all Agents who showed your home and
report back to you with their feedback.
37. Showing Graphs. We will compile graphs showing the number of total
showings for the week in comparison to the previous year as well as the
previous 5 year average. These graphs will be emailed to you.
38. Real Estate Website Stats. Once a month we will mail you the statistics
of how many people have viewed your virtual tour, new visitors to your
home’s site, etc.
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43 Point Marketing Plan

39. Marketing Calendars. Once a month we will send you a copy of your
advertising calendar that shows advertising and activities that we will be
performing over the course of the month.
40. 30 Day Review. Once a month, generally on the last Friday of the month, we
will put together a market update including recent sales and other properties
listed in your neighborhood and discuss this information with you. We can then
reevaluate our position on getting your home sold and adjust as necessary.
41. Weekly Review. We will send you an email recapping the activity on your home
as well as contact all Agents that showed properties in your price range and
location urging them to show your home.
42. Listing Review. Once a month, we will go through all of the details of your
listing including all marketing to make sure everything is accurate and current
(i.e. summer pictures vs. winter pictures, etc.), as well as make changes to
“freshen up” your listing.
43. Calendar of Dates and Deadlines. Once your property goes under contract, we
will send you a calendar which details the contract dates and deadlines. We will
track these dates for you.
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Marketing Calendar

We will send you a monthly calendar to keep you up to
date on contract dates and deadlines and we will track
these dates for you. The following page explains each
of the items on the Marketing Calendar.

Sunday

March 2016—Example

Monday

Tu e s d a y

We d n e s d a y

Thursday

1

4

11

Email Showing
Graphs

Source Ad

10

6

7

8

9

Mail Source Ad
Showing Feedback

Broker to Broker Calls

Fill Brochure Box

Email RE Website
Stats

Email Showing
Graphs

12

13

14

15

16

Fill Brochure Box

Email Blast
30 Day Review

Email Showing
Graphs

21

22

23

24

Fill Brochure Box

Email Realtor.com
Stats

Email Showing
Graphs

Real Estate Weekly
Ad

29

30

31

19

20

Showing Feedback
Report
25

Saturday
3

5

Showing Feedback
Report
18

Friday
2

26

27

28

Showing Feedback
Report

Listing Review

Fill Brochure Box

David T. Muth, CRS, CSP Broker Associate/Partner
970.481.5963 cell 970.377.4922 direct 970.229.0700 office
dmuth@thegroupinc.com www.muthrealestate.com

17

Marketing Calendar

Explanation of Marketing Calendar
Fill Brochure Boxes-Every Wednesday, we will check the brochure box at your
home to ensure it is adequately stocked for the coming weekend.
Email Showing Graphs-Every Friday, we will compile graphs showing the
number of total showings for the week in comparison to the previous year as
well as the previous 5 year average. These graphs will be emailed to you.
Broker to Broker Calls-Once a month, we will call Brokers that have been
showing property in your homes price range to see if your home would be
something they would like to show their Buyer.
Pitch at Meeting-When your home is new to the market or has been modified
from the original terms (i.e. price change, etc.) we will pitch your home at our
weekly sales meeting for the entire company.
Source Ad/Mail Source Ad-The Group puts together a full color publication
featuring company listings that is printed once a month. When your home is
featured in The Source, we will mail you a copy of the advertisement.
Real Estate Weekly Ad/Mail RE Weekly Ad-Once a month, your home will be
featured in the Real Estate Weekly. This is an insert in the Coloradoan, Windsor
Beacon and Loveland Connection newspapers. We will mail you a copy of the
advertisement when your home is featured.
Email Blast-Once a month, we will send a mass email to all Partners at The
Group, Inc as well as top producing Agents from other companies advertising
your property. We will Cc you on this email.
Website Stats-Once a month we will mail you the statistics of how many
people have viewed your virtual tour, new visitors to your home’s site, etc.
30 Day Review-On the last Friday of the month, we will put together a market
update including recent sales and other properties listed in your neighborhood
and discuss this information with you. We can then reevaluate our position on
getting your home sold and adjust as necessary.
Listing Review-Once a month, we will go through all of the details of your
listing including all marketing to make sure everything is accurate and current
(i.e. summer pictures vs. winter pictures, etc.), as well as make changes to
“freshen up” your listing.
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Blue Ribbon Home Warranty

We offer a complimentary listing inspection so you will know the condition of
major mechanical systems and appliances before a buyer even walks into your
home. This will help rid potential inspection/objection period headaches!
Up to 9 months of no additional cost coverage for you. **During the listing period.
**8 out of 10 buyers polled felt better about writing an offer on a home that came
with a home warranty than one that did not...in brief, home warranties help sell
your home.
Minimize post-sale disputes by providing a warranty on the home!
The Blue Ribbon Home Warranty Includes:
Heating System, Water Heater, Plumbing System, Clogged Drain, Electrical System,
Garage Door Opener, Built-in Vaccum System, Exhaust Fans, Built-in Whirlpool
Tub, Sump Pump, Duct work and Doorbell.
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Maximum Exposure When Listing
Your Home with The Group, Inc.

www.thegroupinc.com

Color Brochure
Property Website
with URL

Videos

YOUR PROPERTY
Mobile App

Virtual Tour

Search for Homes On-The-Go!
Download our free mobile app, available for iOS and Android devices,
and discover a variety of different search options and filters that
make it easier than ever to search for homes on-the-go.

The Source Magazine

EASY-TO-USE SEARCH TECHNOLOGY
JOURNEY SEARCH
View properties within close
proximity to your current
location. This search will
continue to update available
properties as you travel.

PERIMETER SEARCH
To narrow your search, draw
boundaries on the map view
so you only see available
homes within the perimeter
of your desired search.

EASILY VIEW PROPERTY DETAILS
Easily see additional information on a home,
gain quick access to the mortgage calculator,
find similar properties, and view a map of the
area to see the listing’s location.

The Group App

SYNC YOUR PROPERTY ALERTS ACCOUNT
View local homes for sale, create saved
searches, and add favorite properties all from
the convenience of your smartphone. Our app
syncs to your account area, ensuring saved data
is accessible in real-time, whether you’re using
your mobile device or your desktop computer.
ADD YOUR REALTOR’S BRANDED APP
TO YOUR DEVICE
Download The Group’s app, and choose
your preferred Realtor and easily send
communications to him/her. Request more
information or schedule a showing with
just a tap of a button!
Search Group Real Estate.
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Just Listed Postcard

www.realtor.com
Enhanced
Advertising
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SCOPE SEARCH
Using augmented reality, aim
your phone’s camera down
a street and information on
available properties appear in
a pop-up for easy viewing.

synergy

R E S U LT S O R I E N T E D M A R K E T I N G
The Group’s marketing program is designed to
introduce your property to a large number of qualified buyers.

Print Marketing
The Real Estate Source
This magazine is produced by The Group
featuring homes for sale and new home
neighborhoods throughout Northern Colorado.
It is a high quality glossy full-color publication
in oversized format.
Over 50,000 copies are distributed monthly
throughout Northern Colorado and is received
by subscribers of the Fort Collins Coloradoan,
Loveland Reporter-Herald, Windsor Beacon
and Berthoud Surveyor. It is available for pickup at over 250 distribution points including
hotels, grocery stores, restaurants, coffee
shops, and Group offices. An online version
of the publication can be found at www.
thegroupinc.com and contains links to detail
pages for most listings. There is informative
market data and community information in
each issue.

source
Northern Colorado Real Estate

THE GROUP
CELEBRATES
40 YEARS

February 20, 2016

1976-2016

EASY LIVING
IN OLD TOWN

Low-Maintenance Luxury
By Savant Homes

BELMONT
FARMS

Post Cards
Just Listed postcards are
created for new listings and
mailed to the surrounding
neighborhood and other
targeted areas.

Brought to you by

SPRAWLING RANCH STYLE HOME

Welcome To:

512 Promontory Drive
Estes Park, CO 80517

If You Are Considering Writing An Offer,
Please Take For Your
Contract Writing Assistance

Counter Display / Home Book
A book containing property details is
available in the home for use by potential
buyers and their REALTORS®. The
information will help answer any questions
the visitor may have about the property
while they are viewing it as well as
provide information needed by the selling
REALTOR® when writing an offer.

Publications
The Group regularly advertises
it’s listings in several Northern
Colorado newspapers and
magazines.

Property Brochures
A color brochure containing
photographs and important
details about the property is
prepared for each listing.

Electronic Marketing
Website
Our highly interactive website,
www.thegroupinc.com, includes
sophisticated search ability, virtual
tours, Google mapping, weekend
open house locations, community
information, and market statistics.
Updates to the site are made in
real time.

Individual Property Website
Every property listed with
The Group has it’s own website
and unique URL.

Property Detail Page
Complete information for each
property for sale including a slide
show, an interactive map, and a
list of features and amenities is
included on the website.
Virtual Tours and YouTube.com
All Group listings are featured in virtual tours with enlarged photos
and panoramic views of the interior and exterior of the property. A
video of the tour is posted on YouTube.com.

REALTOR® Marketing
Tour
New Group listings are toured by our Sales Partners each week. This
is an opportunity for our sellers to expose their property to Northern
Colorado’s top producing REALTORS®. The seller is given valuable
feedback on pricing and condition early in the listing process.
Sales Meetings and Pitch Sessions
Group Sales Partners come together each week for education,
networking, and sharing of information. The Sales Partners are kept
up to date on current market trends, changes in real estate law and
other relevant legislation, and community news. In addition, each
office gathers weekly to exchange information about listings and
buyer needs.

Mobile App
The Group’s state-of-the-art,
FREE app displays properties on
iPhone, Android or iPad. Download
from the App Store or Google Play
Store - search “Group Real Estate”.
Realtor.com
All Group listings are enhanced with
additional photos, virtual tours and
detail information. Realtor.com has
more visitors than any other real
estate site.

Realtor® Email
Email blasts are sent out by the
listing Sales Partner notifying other
Realtors® and potential buyers
about new listings and price
adjustments.

Preparing Your Home
for the Real Estate Market

David T. Muth, CRS, CSP Broker Associate/Partner
970.481.5963 cell 970.377.4922 direct 970.229.0700 office
dmuth@thegroupinc.com www.muthrealestate.com

Photographing Your Home

A Picture Says A Thousand Words
With over 80% of buyers using the internet to search for homes, “web appeal” is more
important than ever. Buyers are using the internet not only to select homes to see, but
to eliminate those that don’t look appealing. That’s where great photos can help you sell
your home!

Photos of your home will be
used in the following ways to
market your home.
• The Group’s Real Estate
Source – An exterior photo
will appear in the magazine
• Full color property brochure
• Virtual Tour
• Individual Property Website
• Video of your home on
www.youtube.com

YES
NO

NO

• Listings on major real estate
web sites including:
www.thegroupinc.com
www.realtor.com
www.coloproperty.com
www.trulia.com
www.zillow.com
as well as links from the
websites of over 500 of the
leading real estate companies
in the country.

A professional photographer employed by The Group
will make arrangements to take pictures of your home.
• The photographer’s job is to make your home look its very
best in pictures. To assure we get the best photos, we need
your help. Use the following checklist to prepare your home for
photographs.
• In some cases the photographer might have to move furniture
or other items to get the best shot. If your home has not
been prepared for photography, our photographer may ask to
reschedule your appointment.
• Shooting photographs is just part of the job. Once the
photos are taken, the photographer will return to the office to
process the pictures, resize them, and store them for use by
our administrative staff. Making your home photo-ready will
greatly assist with the successful marketing of your home.

NO

General
•
•
•
•

Clean, clean, clean!
Remove seasonal decorations that might date the photos
Move garbage cans and other trash from view
Remove all pet-related items (e.g., food bowls, litter boxes,
cages, beds)

YES

NO

YES

Inside

• Ensure all light fixtures and
lamps are turned on and all
light bulbs are working
• Open all curtains/blinds
to allow light into house
• As much as possible,
minimize electrical cords in
view
• Remove posters, certificates,
diplomas, awards,
photographs, and decorative
names in children’s room
that may show up in photos.
• Collections (dolls, figurines,
and models) hidden or
minimized
• Shelves de-cluttered with
remaining items neatly
organized
• Organize or hide all mail,
bills, and paperwork
• Turn TV’s and computer
screens off
• Close TV/stereo cabinets
• Turn ceiling fans off

Bathrooms
• Put toilet seats down
• Clean mirrors
• Minimize items on
countertops
• Unless decorative,
remove all towels,
bath mats, rugs
from view
• Remove shampoo/
conditioner bottles
and washcloths from
showers and baths
• Remove robes and
slippers from view

Bedrooms
• Make sure beds are
made and all pillows are
arranged neatly
• Make certain that items
stored under beds
do not show
• Minimize items on
bedside tables
• Store all clothing out
of view
• Close closet doors

NO

YES

YES
NO

Kitchen

NO

• Empty sink
• Unless decorative, remove all towels from view
• Clear kitchen islands (no large centerpieces)
• Remove all food items from view
• Minimize items on countertops
• Take all magnets, notes, and
artwork off of refrigerator
• Remove sponges, cleaners,
and garbage cans from view

Living Areas
• Arrange books and
magazines neatly
on tables
• Make sure pillows are
arranged neatly on
sofas and chairs

Outside
• Remove any unattractive
potted plants/hanging
baskets
• Store hoses out-of-sight
or roll-up neatly
• If you have a pool, remove
all pool floats, toys, and
accessories.

• Move cars, boats, trailers,
and other vehicles from the
driveway
• Remove any patio furniture
and grills that are in disrepair
• Uncover any outdoor items
that will be photographed
• Make sure cushions in chairs
are arranged neatly

YES

• Trim bushes and trees to
maximize view of the house
• Remove yard signs (e.g.
campaign signs and school
signs)
• If patio umbrellas block the
view they should be closed
• Close garage doors

NO

YES

Copyright © 2016 The Group, Inc. Real Estate

I Will Create a Brochure
Listing the Features and
Benefits of Your Home

David T. Muth, CRS, CSP Broker Associate/Partner
970.481.5963 cell 970.377.4922 direct 970.229.0700 office
dmuth@thegroupinc.com www.muthrealestate.com

Individual Property Website

Get More Exposure for Your Home
With an Individual Property Website!
All properties listed with The Group, Inc.
will receive a complimentary individual
property website (IPW) — a feature not
found anywhere else in the local market.
The site offers large property photos,
detailed property information,
community and school data, and more.
Your IPW will also be used in marketing
materials to promote your home
and to highlight its one-of-a-kind
characteristics.

GREAT FOR BUYERS ON-THE-GO
Its mobile-friendly design ensures buyers can
easily view the site on any device.
ADDITIONAL ONLINE EXPOSURE
Your property has its own unique URL
and custom headline (e.g. 123mainstreet.
thegroupinc.com).
VIRTUAL TOUR
A virtual tour of your home is used to create a
more engaging experience for potential buyers.
EXTENDED PROPERTY INFORMATION
Additional property documents are available on
your site (e.g. disclosures and floor plans).

Copyright © May 2016
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Mobile App

Search for Homes On-The-Go!
Download our free mobile app, available for iOS and Android devices,
and discover a variety of different search options and filters that
make it easier than ever to search for homes on-the-go.
EASY-TO-USE SEARCH TECHNOLOGY
JOURNEY SEARCH
View properties within close
proximity to your current
location. This search will
continue to update available
properties as you travel.

PERIMETER SEARCH
To narrow your search, draw
boundaries on the map view
so you only see available
homes within the perimeter
of your desired search.

EASILY VIEW PROPERTY DETAILS
Easily see additional information on a home,
gain quick access to the mortgage calculator,
find similar properties, and view a map of the
area to see the listing’s location.
SYNC YOUR PROPERTY ALERTS ACCOUNT
View local homes for sale, create saved
searches, and add favorite properties all from
the convenience of your smartphone. Our app
syncs to your account area, ensuring saved data
is accessible in real-time, whether you’re using
your mobile device or your desktop computer.
ADD YOUR REALTOR’S BRANDED APP
TO YOUR DEVICE
Download The Group’s app, and choose
your preferred Realtor and easily send
communications to him/her. Request more
information or schedule a showing with
just a tap of a button!
Search Group Real Estate.

Copyright © May 2016
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SCOPE SEARCH
Using augmented reality, aim
your phone’s camera down
a street and information on
available properties appear in
a pop-up for easy viewing.

www.thegroupinc.com

Find Your Dream Home. Anytime. Anywhere.
We are one of the
first in the industry
to implement a fully
responsive, “mobile
first” approach.
To ensure our site
looks and performs
optimally, it was
built with mobility in
mind so you’ll have a
positive experience
no matter the screen
size and no matter
the device.
EXPANDED MARKET COVERAGE
Our site allows you to browse all area homes for
sale. Search thousands of listings in Northern
Colorado and find the right home for you.
SEE PROPERTIES HERE FIRST
Our listings are updated within minutes of a home
coming on the market, so you’ll be the first to
know when new properties become available.
FIND THE PERFECT HOME FOR YOUR NEEDS
A home is much more than the number of
bedrooms and baths. Our Advanced Search
has more filters than anyone else in the market.
Narrow your search by the criteria that matters
most to you and find a home that fits your
unique needs.
DISCOVER YOUR HOME’S WORTH
Our Market Snapshot tool keeps you informed on
current market conditions in your neighborhood
so you can get an estimate of your home’s value.
Receive reports that include new listings, price
reductions, and recently sold properties in
the area.
Copyright © May 2016
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CHOOSE WHERE TO LIVE
Our community pages provide rich content
— including population breakdown, housing
information and commute times — and photos to
help you find an area that fits your lifestyle. Get to
know your neighborhood by checking out our list
of local restaurants, parks, attractions and more!
CREATE AN ACCOUNT
By signing up for a MyHomeSearch! account,
you’ll be able to get real-time alerts, save your
searches, add properties to Favorites, create a
Market Snapshot report, and much more. Finding
the right home is easy when you have the right
tools! To create an account, visit us online at
thegroupinc.com/account.

The Internet and REALTORS®

The Internet and REALTORS®
are the Most Valuable Tools Used by Buyers
Where Did You Begin
Your Home Search?

55%

What Was The Most Valuable Tool
or Resource You Used For Information
During Your Home Search?

82%

14%

Realtor

43%

Other

7%

Yard Sign

Lender

3%

38%

Internet

89%

Realtor

87%

Website/
APP

39%

Home Open House Yard Sign
Builder

51%
33%

Internet

Realtor

6%

Yard Sign/ Friend/
Open House Relative

1%

Magazine/
Newspaper

Print Ads

48%

6%

1%
Other

18%

Information Sources Used In
Home Search Nationally

57%

9%

35%

1%

Open House Magazine/
Newspaper

How Were You
Introduced To The Home
You Ultimately Purchased?

44%

72%

13%
7%

Internet

78%

Internet

Realtor

Website/ Yard Sign Magazine/ Open Billboard Relocation
APP
Newspaper House
Company

Results of a survey of home buyers conducted in 2015 by the National Association of REALTORS®
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3%

Open Houses Online

Visitors to www.thegroupinc.com
can find complete information
about homes that are open
each weekend.
• View multiple photos,
virtual tours and videos
• Find complete information
about the home
• Search for open houses
by community or zip code
• Search for open houses
by price, bedroom or baths
• Get maps and direction
to open houses
• Contact a Group REALTOR®
for additional information

Copyright © May 2016
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Realtor.com

A Powerful Online Marketing
Tool For Your Home
The Group enhances all listings on
Realtor.com giving the ability to add
additional photos, virtual tours, video,
detailed property descriptions, attention
getting headlines and detailed traffic
reports. Realtor.com listing enhancements
provide many benefits to our sellers:
• Realtor.com is the National
Association of Realtor’s official
property listing website. It is one
of the most visited real estate sites
on the Internet with over 10 million
unique visitors each month.
• When you list your home with The
Group, your home will appear on
Realtor.com. We have enhanced the
basic service to include additional
photos, a virtual tour, detailed
property description, and the ability
for the customer to easily contact the
listing Realtor.
• Realtor.com provides tracking to
provide information about how often
each home was viewed on their site.

Copyright © January 2016
The Group, Inc. Real Estate

• Nine out of 10 buyers use the Internet
in their home search; 51% of all buyers
used Realtor.com according to the
2013 National Association of Realtors
Profile of Home Buyers and Sellers.
• Realtor.com gives today’s buyers
what they want – property listings,
multiple photos, online videos,
mapping features, and comprehensive
neighborhood information.
• Buyers are attracted to websites with
the most inventories. Realtor.com
includes more than 3 million homes
for sale from more than 860 multiple
listing services and 90 percent of the
listings are updated every 15 minutes
so information is fresh and accurate.
• Inquiries about Group listings are
accepted 24/7 with a response time
to the prospective buyer within
5 minutes from The Group.

I Will Advertise Your Home
in the Award Winning
Northern Colorado Real Estate Source

David T. Muth, CRS, CSP Broker Associate/Partner
970.481.5963 cell 970.377.4922 direct 970.229.0700 office
dmuth@thegroupinc.com www.muthrealestate.com

Northern Colorado
Real Estate Source

The Northern Colorado Real Estate Source
An Exclusive Service of The Group, Inc. Real Estate
The Real Estate Source is a magazine produced by The Group
featuring homes for sale and new home neighborhoods
throughout Northern Colorado.
• High quality glossy 32-page, full-color
publication in oversized format.
• Over 50,000 copies distributed
13 times a year.

NEW HOMES

3

ADDRESS: Meade

source

• Online version of publication at
www.thegroupinc.com containing links
to detail pages for most listings.
• Informative market data and community
information in each issue.

Copyright © March 2016
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ADDRESS: 2209
Cocklebur Lane,
OPEN HOURS:
Fort Collins
Sat

Homes

1-4

homes.com
Hurd 227-5932
Jim Hauan 481-9280

PRICE: $250,000$320,000
BUILDER: Jamestow

WEBSITE: www.side

CONTACT: Andrea

5
Bucking Horse
and Timnath
Ranch

Rigden Parkway,

Fort Collins
PRICE: Starting
from $370,000
BUILDER: Dana
McBride
Huntsman 227-2779
khuntsman@thegro
upinc.com

CONTACT: Keith

7

ADDRESS: 6989
Alister Lane, Timnath
OPEN HOURS:
Sat

& Sun 1-4

PRICE: Starting
in the $400s
BUILDER: Hartford

ADDRESS: 3640
Galileo Drive,
OPEN HOURS:
Fort Collins
Mon

Homes
atios.com
Svitak 215-1571,
Judy Bogaard
Brian Bogaard
227-1000
481-5376

12-6, Tues-Sun

WEBSITE: www.thep

PRICE: From
the $290s
BUILDER: Village

CONTACT: Don

2 way

ADDRESS: 2822

n Builders

hillbungalows.com
Schaefer 290-3758

6

CLIMATE
8
ROLLED
CONT
ey on
s to save mon

WEBSITE:

CONTACT:

8

10-6

ADDRESS:

6802 Nimitz Dr

#103, Fort Collins
PRICE: Starting
at $224,900
BUILDER: Insignia

Homes

www.villagehomes.c
om
Steve Bricker
218-1821
Sales Center
204-0818

WEBSITE:

CONTACT:

bills
your heating

www.InsigniaHomes
Dianne Breneman LTD.com
222-8549

9

s’ 6017 Southern
ADDRESS:
Meritage Home
Hills Drive, Windsor
PRICE: $365,000+
BUILDER: Hartford
Ellingwood entry
WEBSITE:
youwww.thepHomes
atios.com
welcomesCONTACT:
3Judy Bogaard 227-1000
home - page Brian Bogaard 481-5376 HIGHLAND MEADOWS

• Distributed to subscribers of the Fort Collins
Coloradoan, Windsor Beacon, Loveland
Reporter-Herald and Berthoud Surveyor.

• Listing of all Group properties including
price and multi-list number for easy reference
on The Group’s website, www.thegroupinc.com.

Street, Wellington

PRICE: Starting
at $190,000
BUILDER: Sage

WEBSITE: www.sage

CONTACT: Michael

borhoods
Featured Neigh

2014
February 15,

• Information is organized by community
and price.

COLORADO

2

ate
orado Real Est
Northern Col

• Available for pick-up at 250 distribution points
including hotels, grocery stores, restaurants,
coffee shops, and Group offices throughout
Northern Colorado.

IN NORTHERN

1

ADDRESS: 6424
Murano Drive,
OPEN HOURS:
Windsor
Daily

1-5

PRICE: $400,000$930,000
BUILDER: Classic

ADDRESS:

7982 Rising Sun

Ct, Windsor
PRICE: Lots
from $75,000
CONTACT: Robin

Custom
Pfeifer 227-6646
dpfeifer@thegroupin
c.com

CONTACT: Dennis

GOLF COMMUNITY

11

Strong 214-2246
David T. Muth
481-5963

12
13

ADDRESS: 3831
Heatherwood,
OPEN HOURS:
Johnstown
Mon

1-6, Tues-Sun

10-6
PRICE: High
100’s to $400s
BUILDER: Oakwood

WEBSITE:

CONTACT:

18

ADDRESS:

WEBSITE:

CONTACT:

by
Brought to you

GREEN BY
DESIGN

Stone Creek,

Loveland

PRICE: Starting
from $280,000
BUILDER: Ed

Homes

www.thompsonriverr
anchco.com
Doug Miller 481-9444,
Andrea Schaefer
290-3758

LEADERS IN

REAL ESTATE

Featured Neighbor

ADDRESS:

Rust Lifestyle
Custom
Homes of Colorado
www.lifestylecustom
homes.com
Melissa Doherty
391-5800
mdoherty@thegroupin
c.com

The Patios at

WildWing, Timnath

PRICE: Starting
from $375,000
WEBSITE: www.Wild

WingLiving.com
Judy Bogaard
227-1000
jbogaard@thegroupin
c.com
Brian Bogaard
481-5376
bbogaard@the
groupinc.com
DonSvitak 215-1571
dsvitak@thegroupinc.
com

CONTACT:

hood | Neighbor

e
make any hom
Easy ways to
ndly
mentally frie
more environ

Northern Colorado

Real Estate SOURCE

hood name

︱1

thegroupinc.com
Loveland —

tile
upgraded
island, upgraded
laminate
in the kit, large
Extended engineered
backsplash.
lot! Covered Patio.
flooring. Huge
Kirkland 679-8084
CONTACT: Stephanie c.com
skirkland@thegroupin

PRICE: $298,000
SQ FT: 3,218

LOVELAND

GREENby
DESIGN

BED/BATH: 5/4
MLS: 725513

- Lake
D DRIVE, LOVELAND master
and
2383 HAMPSTEA
off kitchen

-

deck
2 in the walkviews from
beds up and
suite deck. 3 also offers large family/reca
to
Easy access
out basementgas fireplace.
Boyd’s Lake.
room w/2nd
path around
paved walk/bike roupinc.com
2383hampstead.theg
K Spaulding 377-6003
CONTACT: Tami
inc.com
tspaulding@thegroup

L

BED/BATH: 4/3
MLS: 726103

- Stucco
LOVELAND
PRAIRIE CIR,
& low use
1658 STOVE
home on a quiet

in
finish ranch style home, wood flrs, gas fp, eat s
street. 4 bedroom cabinets & granite countertop
kitchen w/ Tharp rm. 5 pc master bath & main
plus formal dining
flr laundry.
Taylor 420-9302
CONTACT: Jack
.com
jtaylor@thegroupinc

PRICE: $285,000
SQ FT: 3,266

PL,

Milliken

PRICE: $285,000
SQ FT: 2,931

BED/BATH: 5/4
MLS: 725606

N

EVERGREE
& 3 updated
with granite
on own level
Updated kitchen
Master retreat
landscaping
bathrooms.
bath. Mature
& storage shed.
with 5 piece
with gazebo
& condition!
(large yard)
appreciate quality
Must see to
oupinc.com
2277evergreen.thegr 227-5677
Peden
CONTACT: John
.com
jpeden@thegroupinc

2277

N - Beautiful
WAY, JOHNSTOW
2928 BLUE ACONA w/maple cabinets, granite
home
work &

N - Beautiful
JOHNSTOW
ACONA WAY,
walk-in-

with
home! Big bedrooms Located on a
and spacious
gourmet kitchen.
closets. Awesome dandscaping! Ready now!
yard
huge lot. Front
Kirkland 679-8084
CONTACT: Stephanie c.com
skirkland@thegroupin

2905 BLUE

PRICE: $309,745
SQ FT: 3,832

BED/BATH: 2/3
MLS: 725460

PRICE: $313,469
SQ FT: 3,478

BED/BATH: 3/3
MLS: 724782

PRICE: $318,988
SQ FT: 3,540

Johntsown —

BED/BATH: 4/3
MLS: 724605

PRICE: $289,000
SQ FT: 3,253

the
- Don’t miss
Boyd
PLACE, LOVELAND
community!
in a boating
private beach,
chance to live
the street w/a
can
fishing .You
Lake is just down
swimming &
just behind you.
waterskiing,
on the courts
also enjoy tennis
inc.com
3812yucca.thegroup
Boeding 231-9073
CONTACT: Kathy
c.com
kboeding@thegroupin

3812 YUCCA

BED/BATH: 3/3
MLS: 724147

DR, LOVELAND
MOUNTAIN
high
4157 BUFFALO
ce home in desired

hardwood
Darling low maintenan
This home features a very rare
and
plains location.
steel appliances
is a charmer.
floors, stainless
room. This home
finished attic bonus .thegroupinc.com
4157buffalomountain
Doherty 391-5800
CONTACT: Melissa
c.com
mdoherty@thegroupin

PRICE: $285,000
SQ FT: 2,842

- Charming
STREET, LOVELANDneighborhood
1235 W 6TH
in coveted

ranch
1950’s all brick hardwood floors on main,
in
has glistening interior, new tile flooring
freshly painted backyard w/ deck, garden
kitchen, fenced sheds, 2 fireplace & no HOA!
beds, 2 storage
.com
12356th.thegroupinc The Brent Team
Brent &
CONTACT: Sally
egroupinc.com
461-7110 sbrent@th

PRICE: $285,000
SQ FT: 2,884

BED/BATH: 3/3
MLS: 725076

N - Beautiful
DR, JOHNSTOW w/mountain
166 BITTERN
to open space
cabinets,
home backing
kitchen w/maple
views! Gorgeous & wood floor. Master retreat
basement.
granite counters
fireplace, unfinished
backyard.
w/3 sided
extremely nice
Large patio,
inc.com
166bittern.thegroup 481-9444
Miller
CONTACT: Doug
.com
dmiller@thegroupinc

PRICE:4/4
BED/BATH:
$635,000

PRICE: $245,000
SQ FT: 2,860

Bamboo flooring
is available
in a variety of colors
and
manufactured
from a
renewable source

N - Open
STREET, JOHNSTOW deck for
Large
w/3 car garage. Neighborhood
& airy ranch
relaxation.
&
BBQ’s & outdoor
pool/clubhouse Full
includes
Reservoir!
association
to Johnstown
/storage.
walking distance
for expansion
unfinished basement pinc.com
3661goodwin.thegrou
Burnside 567-1505
Andy
CONTACT:
inc.com
aburnside@thegroup

3661 GOODWIN

New Home Design

If you’re starting
from scratch on
build, here are
a new
a few features
to work into
your design:

• Radiant heating
– Consider a
soapstone stove
or masonry heater.
traditional fireplace
Unlike
s and stoves, these
heat-conscious
hearths direct
the heat
through stone,
which absorbs
and then
radiates the heat,
producing warmth
for hours after
the
fireplace
Responsible, sustainab
is no longer
burning.
le builds and
remodels produce
• Passive solar
homes that are
design:
and better for
no solar panels
the world around efficient required – Passive
solar is a way
us. Green designin
home features
of
not only preserve
g a home to
natural
resources to protect
natural solar energy. efficiently use
the environment,
This includes placing
in the long run,
but
windows to face
many also protect
the
pocketbook.
your
heat in the winter, sun and absorb
using materials
hold this heat
in the home, and that
installing

BED/BATH: 3/2
MLS: 724905

- Large corner
725931
MLS: SQ
FT: 4,602
BED/BATH:
AVE, MILLIKEN
such as
4/4
34 S TAMERA MLS
w upgrades PRICE: $620,000
#: 724934
home
vacation
- A7108
hardwood
HOUSMER PARK
lot, custom
tile & SQ
FT: 4,893
BED/BATH: 4/4
STREET, LOVELANDprivacy
DRIVE,
fence.
appliances,
- Impressive
SS FORT
bed, 2 bath
801 W. 36TH
granite,
2 story
MLS #: 724936
car garage, 3 7223
a pool, hot tub,
3COLLINS
homeOversized
office/
w/2nd floor
looks.patio.
covered
every day with
Lrg
overbe used- as LARAMIE RIVER DRIVE,
could
grill deck &
office 3rd
with main flrfloors.
room doors
FORT COLLINS
Spacious
w/french
formal dining
included. main
updated
Outdoor bar,

PRICE: $259,900
SQ FT: 2,302

BED/BATH: 3/2
MLS: 724843

PRICE: $260,000
SQ FT: 3,569

BED/BATH: 3/2
MLS: 724775

iving in Colora
do, we have
a particular affinity
toward
nature and protec
ting the
scenery around
us. In fact,
society as a whole
has become
much more environ
mentally
aware in the past
several years.
“Green” trends
are popping
up everywhere,
including in the
fabric of our homes
.

ranch.
landscapebeds,
w/built-in
, nicely
&
flr mstr w/3
chinaFront
includesWell
floors.
hutch. 4yard up,
2 baths & lrg
additional
Separate workshop
guest
loft area on the
one w/heated disappoin
nc.com
t! suite study.
w/private bath. beds
Lrg kit w/adjacen
2nd floor.
w/walk-in pantry
2 master suites that will not kit
Spacious
34tamera.thegroupi
t nook & walk-in
420-9302 opens to great
& butler’s
7108housmerpark.the
Jack Taylor
cared for home .com
pantry,
pantry.
room. Entry opens
CONTACT:
groupinc.com
.com
office & formal
80136th.thegroupinc
CONTACT:
jtaylor@thegroupinc
dining w/built to main flr
Hoburg 689-6566swarren@tSusan Warren
7223laramieriver.the
222.1174
in
CONTACT: Chuck
hegroupinc.com
groupinc.com cabinetry.
c.com
CONTACT: Susan
choburg@thegroupin
Warren 222.1174
swarren@thegroupin
c.com
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PRICE: $575,000
SQ FT: 4,772

4918 LA PAZ DR,

FORT

BED/BATH: 5/4
MLS #: 726100

COLLINS - Ranch
home with open
floor plan, vaulted style custom
exposed beams
ceilings with
in
in kitchen centeredthe great room. Spacious
eat
4918lapaz.thegroupiaround large granite island
nc.com
CONTACT: Jo
Carney
jcarney@thegroupinc310.1836
.com

PRICE: $560,000
SQ FT: 3,787

BED/BATH: 4/4

MLS #: 717343
1013 SHORE
PINE COURT,
FORT COLLINS

Traditional floor
Lots of sunlight plan & practical features.area & family spills into the kitchen eating
room. Lovely
2 large addt’l
master suite
bdrms. Large
&
landscaped lot
sheltered & well
w/patio &
1013shorepine.thegr
extended deck.
oupinc.co.m

CONTACT:

Linda Hopkins
217.1228
lhopkins@thegroupin
c.com

thegroupinc.com

PRICE: $239,000
SQ FT: 3,060

BED/BATH: 4/2
MLS: 725927

LOVELAND
AVENUE NORTH,
eat-in ktchn,
1816 MADISON
large country
leads
- Home features
The large stairwell

stove.
bd &
wood burning
rec. rm, 4th
laundry rm,
shop.
to the office,
garage w/heated
ba. The oversizedg, deck & enclosed porch.
Mature landscapin pinc.com
1816madison.thegrou 631-2257
Skillman
CONTACT: Bob
c.com
bskillman@thegroupin
thegroupinc.com

PRICE: $224,900
SQ FT: 1,792

PRICE: $223,900
SQ FT: 2,211

BED/BATH: 3/3
MLS: 724913

OD

LANE,

N
JOHNSTOW

-

master
CEDARWO
new home! Deluxe master
Fantastic, better-than
sits off giant
walk in closet
5-pc master
suite- HUGE
next to the beautiful thru to the
bedroom just
upgraded kitchen
bath. Flows frombedrooms.
accommodating
Beasley 690-8445
CONTACT: Scott
c.com
sbeasley@thegroupin

3913

BED/BATH: 3/3
MLS: 725911

- Beautiful 2
DRIVE, LOVELAND
fireplace,
4042 TRINIDAD
ing room with

2
living/sitt
Story with large
3 bedrooms and
loft/study +
family room.
large kitchen,
basement with
baths up. Finished pinc.com
4042trinidad.thegrou 290-7544
Thomas
CONTACT: Laura
c.com
lthomas@thegroupin

PRICE: $210,000
SQ FT: 2,350

BED/BATH: 2/3
MLS: 725261

Lovely
LOVELAND
22ND ST.,
ranch in Cherry
1705 W.
carefree brick and back patio.
sunshine front porch
Gas fireplace,
Hills. Covered
in nice yard.
2 car garage.
Storage shed
floors & oversized
gleaming wood
nc.com
170522nd.thegroupi Stenson 215-9044
Sioux
CONTACT: Linda
m
@yahoo.co
lindasioux

Northern Colorado
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Real Estate Weekly

I will advertise your home monthly in the Real Estate Weekly. The
Real Estate Weekly is real estate guide which is inserted in the
Coloradoan, the Windosr Beacon and the Loveland Connection.

David T. Muth, CRS, CSP Broker Associate/Partner
970.481.5963 cell 970.377.4922 direct 970.229.0700 office
dmuth@thegroupinc.com www.muthrealestate.com

Signs and Lockboxes

You will receive additional exposure with our award winning sign &
lock box.
Signs. Our signs attract buyers & are designed to be noticed at 40 mph. Your home will
get noticed too.
Lockboxes. Homes with lockboxes get more showings and sell faster.

David T. Muth, CRS, CSP Broker Associate/Partner
970.481.5963 cell 970.377.4922 direct 970.229.0700 office
dmuth@thegroupinc.com www.muthrealestate.com

Determining Value

There is certain criteria that must be considered when
determining the value of a home.
		Each component incrementally adds up to the price a buyer is willing
to offer.

		 Criteria determining value:
1. Location
2. Size
3. Supply/Demand
4. Style
5. Age/Condition
6. Amenities
7. Quality
8. Financing

David T. Muth, CRS, CSP Broker Associate/Partner
970.481.5963 cell 970.377.4922 direct 970.229.0700 office
dmuth@thegroupinc.com www.muthrealestate.com

The Role of the Realtor in Pricing

There is No “Exact Price” for Real Estate.
As a realtor, I cannot give you an exact price for your home. The market
determines value…together, we determine the price. I will do a comprehensive
search and show you a range of prices being paid for homes in your area.
You determine the price based on factors that you control:
1. Condition/Appeal
2. Marketing time
3. Financing alternatives provided
4. Updating

David T. Muth, CRS, CSP Broker Associate/Partner
970.481.5963 cell 970.377.4922 direct 970.229.0700 office
dmuth@thegroupinc.com www.muthrealestate.com

Importance of Proper Pricing

Importance of Proper Pricing
1. Faster sale
2. Less inconvenience
3. Exposure to more prospects
4. Increased sales person response
5. Better response from advertising & sign calls
6. Attracts “cleaner” financing
7. Attracts higher offers
8. Means MORE money to sellers
9. Avoids being “shopworn”

David T. Muth, CRS, CSP Broker Associate/Partner
970.481.5963 cell 970.377.4922 direct 970.229.0700 office
dmuth@thegroupinc.com www.muthrealestate.com

Five Key Negotiation Points

Priced correctly and marketed aggressively, homes will
draw a timely offer. The proper handling of negotiations can
substantially affect the sale of your home.
1. Price
2. Terms
3. Closing and Possession
4. Inclusions and Exclusions
5. Contingencies
We will represent you during the presentation of all contracts and help you
in negotiating the best possible price and terms.

David T. Muth, CRS, CSP Broker Associate/Partner
970.481.5963 cell 970.377.4922 direct 970.229.0700 office
dmuth@thegroupinc.com www.muthrealestate.com

Fact Sheet

Mission

Founded in 1976
Nature of Business

Residential and Commercial Real Estate
Brokerage Services.

Help people get where they want to go
on time; make it easier; make it faster;
be a source of knowledge.

Unique Factor

The Group, Inc., – Leaders in Real Estate.

Sales Associates and Employees own the firm.
1976 – 11 owners. 2015 – 210 owners.

Sales Growth

Affiliation

Slogan

Member Leading Real Estate Companies
of the World.

1976 – $8,000,000.
2015 – $1,565,114,896.

Independent (not affiliated with a franchise) and locally owned by the people who work here.
There are currently 210 owners consisting of sales associates, managers and staff.
Based on our full commitment to being the best and working with the best, we have built a reputation for
success with the results to back it up:
• Leading company in Northern Colorado since 1976 based on market share.
• Recognized as one of the most productive companies in the country.
- Ranked 112th in 2015 based on number of transactions by
RIS Media Power Broker Report.
• Sales volume of $1,565,114,896 in 2015.
• In 2015 we completed 5,075 transaction sides in Larimer and Weld County.
• The Group, Inc. was involved in the listing and/or selling brokerage in 44% of all
residential transactions on Northern Colorado in 2015.
Six Offices in Northern Colorado
Centerra Office
5401 Stone Creek Circle
Loveland, CO 80538
(970) 613-0700

Harmony Office
2803 E. Harmony Road
Fort Collins, CO 80528
(970) 229-0700

Mulberry Office
401 W. Mulberry Street
Fort Collins, CO 80521
(970) 221-0700

Loveland Office
1401 W. 29th Street
Loveland, CO 80538
(970) 663-0700

Horsetooth Office
375 E. Horsetooth Road
Fort Collins, CO 80525
(970) 223-0700

Old Town Office
121 E. Mountain Avenue
Fort Collins, CO 80524
(970) 493-0700

David T. Muth, CRS, CSP Broker Associate/Partner
970.481.5963 cell 970.377.4922 direct 970.229.0700 office
dmuth@thegroupinc.com www.muthrealestate.com

Mastery
Negotiation

MASTERY in one’s career and consciousness growth simply requires that we constantly
produce results beyond and out of the ordinary. Mastery is a product of consistently
going beyond our limits. For most people, it starts with technical excellence in a chosen
field and a commitment to that excellence. If you are willing to commit yourself to
excellence, to surround yourself with things that represent this and miracles, your life will
change. (When we speak of miracles, we speak of events or experiences in the real world
which are beyond the ordinary.)
It’s remarkable how much mediocrity we live with, surrounding ourselves with daily
reminders that the average is the acceptable. Our world suffers from terminal normality.
Take a moment to assess all the things around you that promote your being “average”.
These are the things that keep you powerless to go beyond a “limit” you arbitrarily set for
yourself. The first step to mastery is the removal of everything in your environment that
represents mediocrity, removing those things that are limiting. One way is to surround
yourself with friends who ask more of you than you do. Didn’t some of your best
teachers, coaches, parents, etc.?
Another step on the path to mastery is the removal of resentment toward masters.
Develop compassion for yourself so that you can be in the presence of masters and grow
from the experience. Rather than comparing yourself and resenting people who have
mastery, remain open and receptive; let the experience be like the planting of a seed
within you that, with nourishment, will grow into your own individual mastery.
You see, we are all ordinary. But a master, rather than condemning himself for his
“ordinariness”, will embrace it and use it as a foundation for building the extraordinary.
Rather than using it as an excuse for inactivity, he will use it as a vehicle for correcting,
which is essential in the process of attaining mastery. You must be able to correct
yourself without invalidating or condemning yourself, to accept results and improve
upon them. Correct, don’t protect. Correction is essential to power and mastery.
Stewart Emery

Copyright © January 2016
The Group, Inc. Real Estate

Company Values
Negotiation

Preamble: We believe that “In an organization, the greater the correlation between the
values of its members and the values of the organization, the greater its success.”
1. We believe in developing people who:
• Believe in their company and its purpose
• Believe in real estate as a career
• Believe in themselves
tery

8. We believe in the “Excellence Theory”
and will strive to achieve its ideals of
“producing the best and accepting
nothing less than the best.”

2. We believe in and support Aristotle’s
3 Dimensions of Man, 3 Universal Values,
and 3 Volitional Values.
• Man The Maker—Beauty—Sense of Purpose
• Man The Doer—Goodness—Self Esteem
• Man The Knower—Truth—Reason

9. We believe in an environment of mutual
respect consistent with personal values
based on spiritual, intellectual, physical,
financial, and psychological equity.

3. We believe that people stay in environments
where they are learning and leave
environments where they are not learning.
4. We believe in an environment of creativity,
growth, and productive change that will
encourage our partners to maximize
their potential.
5. We believe a creative, productive
environment must be natural:
• We do not believe in fear motivation
• We do not believe in over-reliance on
incentive motivation
• We believe in personal motivation and
personal recognition
6. We believe that our partners should not,
for long, subsidize those who do not have
the capacity or desire to produce.
7. We will not sanction incompetence
or mediocrity.

Copyright © January 2016
The Group, Inc. Real Estate

10. We believe in the division of responsibility
between management and sales.
11. We are human resource oriented and
believe in the concept of synergism and
“The Force” that lies within our partners.
12. We believe that the following “Top Line
Values” will lead to their respective
“Bottom Line Results.”
Top Line Values

Bottom Line Results

a) Reliable Products
and Effective Service

Reputation and Public
Acceptance

b) Understanding
People and Their
Values

Reduces Turnover

c) Support Personal
Growth

Develops Talent PoolKey to Future Growth

d) Spirit of Cooperation
Rather Than
Competition and
Coercion

Increases Morale

e) Involvement and
Respect For
Other’s Ideas

Increases Sense of
Purpose, Productivity
and Profits

The Group Difference

vision

LEADERS IN REAL ESTATE
The Group, Inc. Real Estate has been the market leader in Northern Colorado since 1976.

BIG HEARTS

Locally Owned
The Group is the only major real estate firm in Northern Colorado
that is both locally owned and independent (not part of a national
franchise).
Employee Owned Company
The Group is owned by the people who work here. Today, there are
over 200 owners in six offices in Northern Colorado.
Community Involvement
Group Partners and staff contribute to GroupGives, a fund established
by The Group to support housing related programs in Northern
Colorado. GroupGives, a donor directed fund at the Community Foundation of Northern Colorado, gave over
$100,000 to area organizations in 2015.
Group Partners support our communities by investing their time, talent and resources to many service
organizations. In 2015, Group Partners individually gave $230,000 in our internal campaign to benefit the United
Ways of Larimer and Weld Counties.

DEEP SMARTS

Market Research
The Group continually compiles relevant
data about the local real estate market.
This information helps our customers make
educated decisions based on current
market conditions.

REMARKABLE RESULTS

28

Pricing Tools
Our visual pricing software helps our sellers
determine a competitive price for their
property. The analysis includes odds of
selling and buying patterns for a specific
neighborhood.

11
5

Experience and Education
The Group’s highly experienced Sales Partners regularly attend
continuing education classes and earn designations that demonstrate
their commitment to excellence in the industry.

All of our Sales Partners work
full-time in real estate and
have been recognized as
some of the most productive
REALTORS® in the nation.

The Group

Local
Average

National
Average

Transaction sides per REALTOR® (2015)
Source: Broker Metrics, National Association of REALTORS®

teamwork
CUSTOMER FIRST

AFFILIATED
BUSINESSES

THE GROUP NETWORK

Our mission since 1976 has been to
“help people get where they want
to go on time – make it easier, make
it faster, be their source of real
estate information.” With residential
and commercial brokerage, title,
and mortgage services in our family
of companies, all critical in the real
estate purchase process, we bring
unmatched convenience to our
customer who choose to use our
affiliated businesses.
Leading Real Estate Companies of the World
As an affiliate of Leading RE, our company is a global – not
just local – real estate company working on your behalf. With
over 120,000 associates around the world, we expose our
listings to buyers on six continents ensuring more eyes on
your property. In addition, we receive inbound clients from
other affiliates who are interested in purchasing a home in
Northern Colorado.
The Group Guaranteed Title, LLLP
If a customer chooses The Group Guaranteed Title, the
closer is readily available and working closely with our
escrow department to ensure a smooth and timely
transaction.
Group Mortgage, LLC
Experienced loan officers located in each Group office provide
information and offer the convenience of ‘one-stop’ to our
customers. Group Mortgage, LLC, a joint venture with
Cornerstone Home Leanding, Inc, provides a variety of
products at very competitive rates. The loan process is
simplified for the customer when there is face-to-face
communication and ready access to the loan officer and
loan processors.

Corporate NMLS 1170166 Office Phone 970.419.2374
Regulated by the Division of Real Estate

Insider
Customers of The Group receive our newsletter, The Real Estate Insider, which contains
important market information. Over 35,000
copies are mailed 10 times each year.
Ninja Network
Over 20,000 top producing REALTORS®
in North America who make up the
“Ninja Network” refer buyers moving
to our area and stand ready to assist
Group customers relocating out-of-town.

THE GROUP OFFICES
AND STAFF
The Group has six offices serving buyers
and sellers throughout Northern Colorado.
Offices are staffed and open 7 days a week.
The office in Old Town Fort Collins is
designed as an information and relocation
center for visitors to the Downtown area,
providing information about where to live,
places to go, and what to do in this area.
A high tech mapping system, Google Earth
Liquid Galaxy, allows visitors to ‘fly’ over the
globe and into neighborhoods in Northern
Colorado.
Our support staff in each office provides
services to our Realtors and customers
to assist with the many details of a real
estate transaction. These include reception,
administrative assistance, escrow, marketing, graphic design, technology, relocation,
financial, and management.

I’M LOCAL. I’M GLOBAL.™
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The Group, Inc now has 218 Broker Associates
in six offices throughout Northern Colorado.

in The Country” by Realtor Magazine,
and despite being a local, communityoriented and employee-owned
business, has surpassed productivity
standards and expectations for over a
decade.
According to Marketing Director
Helen Gray, of the estimated 109,000
real estate firms in the United States real
estate industry only .001 percent have
an annual sales volume that exceeds
one billion dollars. The Group does so,
demonstrating a degree of productivity
virtually unheard of among real estate
companies of its size. And a number of
recent reports have placed the company
among “the big dogs” yet again.
According to a recent REAL Trends
report, of 169 companies that do meet
the billion dollar standard, The Group,
Inc. comes in at 107. And RISMedia’s
26th Annual PowerBroker Report ranks
the company at 114 of 500 nationally for
number of transactions and 107 out of 500
for sales.
But what do these rankings mean?
According to Steve Murray of REAL
www.thegroupinc.com

Trends, they mean that The Group goes
above and beyond. As the number one
firm in Colorado in terms of units and
volume of sales, The Group makes up a
substantial portion of the local real estate
market. Furthermore, Murray explains
that The Group ranks among the top
ten companies in the United States with
regard to average agent productivity on a
unit basis, selling more homes per agent
each year than other companies.
Finally, Murray points to one of The
Group’s most defining characteristics:
the home of Ninja Selling. Not only is
The Group strikingly productive in its
output regarding the real estate market,
Ninja is among the fastest growing
selling and leadership programs
nationwide. Today, there are over
50,000 Ninja Selling graduates scattered
throughout North America and
Europe. Universities are even teaching
the system in their business classes.
“This degree of popularity is unheard
of,” Murray explains. “No other local
brokerage has ever done this.”

“This degree
of popularity
is unheard of.
No other local
brokerage
has ever
done this.”
–Steve Murray, REAL Trends

Northern Colorado Real Estate SOURCE | 2
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NINJA
SELLING

One of the Reasons The Group is a Leader In Real Estate

W

hen Larry Kendall helped found The Group, Inc. in 1976, he began
with a simple question, “How will they be selling real estate
25 years from now, in the year 2000, and how can we start selling it
that way now?”

Lore Magazine, a national publication,
featured Ninja Selling and Larry Kendall,
Chairman, The Group, Inc.

This “vision question” undergirds the
foundation of The Group and, more
specifically, the Ninja Selling System. Using
his company, The Group, as a laboratory,
Kendall began his search for the system that
would bring Real Estate into the next century.
Inspired by Lou Tice, Marshall Thurber, Tony
Robbins, and the philosophies underpinning
aikido, the team at The Group began building
a selling system for the future. Ninja Selling
emerged as a system “based on a philosophy
of building relationships, listening to the
customer, and helping them achieve their
goals.”
Kendall launched his Real Estate Masters
Course in the 1980s. In October of 1994, he
led the first official Ninja Selling course at a
Real Estate conference, guiding 430 people
through the system’s philosophies and tools.

The Name
Despite Ninja Selling’s marshal arts roots,
the system earned its name in a slightly more
roundabout way. Jim Dunlap, an early Group
Partner, modeled the high productivity,
customer satisfaction, and work-life balance
that epitomized the company’s vision.

2 | Northern Colorado Real Estate SOURCE

Universally respected for his ability to take
care of himself, his family, and his business,
Dunlap became known around The Group,
Inc. offices as “the ninja,” and the inspiration
for the Ninja Selling system and its goals.

The Goal
Kendall explains that, while Ninja Selling
is a system that aims to help Realtors sell
more effectively, it’s really about much more.
It’s meant to be life changing, and to help
graduates strike that elusive balance between
a satisfying career and a fulfilling home life.
The mission of Ninja Selling is threefold:
1. Increase your income per hour.
2. Increase your customer satisfaction.
3. Improve the quality of your life.
To do this, the Ninja Selling trainings
are immersive experiences during which
students learn to shift their mindsets, develop
important skills, and engage in daily action.
One ninja seller, Maria Vitale, later called
Kendall to share her successes from training.
“Well, I owe it to your course” she gushed.
“I went from zero to nine closings in 60
days.” Vitale credited the morning ritual
of the gratitude journal for her improved
emotional energy, business successes, and
personal growth.

www.thegroupinc.com
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The Details
How is Ninja Selling different from
traditional sales strategies?
Ninja Selling is built around four principles:
Stop selling and start creating value.

The Ninja Selling system provides tools
for stimulating genuine engagement
by learning what customers want and
are willing to pay for. Ninjas reposition
themselves from unwanted salespeople to
trusted advisors. Rather than developing
a pitch, Ninjas help their customers solve
a problem or feel good.
The flow system. Based on findings that
most of us prefer buying from people
we know, like, and trust, Ninja Selling
encourages a business strategy built
around establishing a network of known
people rather than strangers. It’s about
building relationships.
Customer centric. Rather than telling
customers what they have to offer, Ninjas
learn to ask questions, listen to customers,
and only then offer solutions based on
customer-specific wants and needs.
Personal mastery. By managing their own
energy states in ways that foster focus and
facilitate connection with others, Ninjas
improve their business productivity and
quality of life.

The Stories
Kendall loves hearing from Ninjas about
their business successes, but the personal
transformations are the most satisfying.
www.thegroupinc.com

“My favorite letters” he says, “are the ones
that say, ‘I came to improve my business
and it changed my life.’”
Gina Theriault sent Kendall a
Thanksgiving card to share how Ninja
Selling changed her life. A wife and
mother of five children, the youngest of
whom has special needs, Gina had nearly
lost her business in 2013, and her family
was struggling with debt. Six months after
completing the Ninja Selling training,
Gina had grossed $147,000 and her life
was once again manageable. Working
part-time and giving her youngest son
the extra care he needs, Gina has found
the work-life balance and success that she
was looking for.
Ninja Selling offers a variety of
educational formats, both in person and
online, including webinars, four-day
intensive installations, two- to threeday retreats, and numerous specialized
classes. Eight Ninja instructors are
certified to teach the classes throughout
the country. In Fort Collins, approximately
eight courses are hosted annually with
a capacity of 96 people per class. Today,
over 50,000 Ninja Selling graduates grace
the U.S., Canada, and Spain and three
universities are teaching the system in
their business classes. Kendall says of the
growth: “Ninja’s not about one person.
It’s about all of us. And we have critical
mass now. And we have momentum. And
we’re making a difference in the world.”

“My favorite
letters are the
ones that say
‘I came to
improve my
business and
it changed
my life.’”
– Larry Kendall
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Our Working Philosophy

Our Purpose: Have fun making money helping
people
Our Mission: Help people get where they want to
go on time.
• Make it easier for them
• Make it faster for them
• Be their source of knowledge

tery
Our Vision:
“World Class Results From Down to Earth People”
Our Strategy: Build and maintain a ‘fortress
position’ – 30% of listings sold

9. Focus on people who know us – first
10. Focus on what works – run it as a business
– apply the 80/20 rule
11. Be a “learning organization” – build intellectual
capital; growth; change
12. “World Class Results From Down To Earth
People” – results without the ego
Our Beliefs:
1.

Our Working Philosophy:
1.

Locally owned/independent – privacy for
customers

2. Equal owners – Control/better economics/
build wealth/”Infinite Game”
3. Team/abundance/synergy/win-win –
no contests

2. We believe integrity (doing what we promise)
is the key to building trust and relationships
with our customers and with each other.
3. We believe in the proper use of technology
– to enhance relationships and service.
4. We believe in putting our customers first

4. Be “The Source” of real estate knowledge

a.

• The Source
• Insider
• Annual Forecast Event
• Statistics
• Demographic Profile
5. Market share driven – a monopoly game
– “control the board”
• “Upstreaming”
• Floor Time
• Transaction Brokers

Our business is built on relationships and trust.
Our relationships with our customers and with
each other are more important than the
money or the deal

We will give them first chance at our new
listings

b. We will keep their information confidential
– it will not be sold or given away
c.

We will avoid conflicts of interest

d. We will practice the “Ten Commandments
of Customer Service”
5. We believe in focusing on what we do best
– residential and commercial brokerage.
6. We believe the whole is greater than the sum
of its parts (synergy).

6. Full-time, non-selling, non-competing
managers – “make it easier”

The Five Commitments:

7.

2. Commitment to our Customers

Private offices – 3% of gross; 17% of fair share

8. Focus on premium brokerage services –
easier, faster, reliable, knowledgeable, access
(upstreaming) – that add value and are
differentiated. Build a brand.
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1.

Commitment to Mastery

3. Commitment to our Communities
4. Commitment to Being Leaders in Real Estate
5. Commitment to Each Other

Meet Our Staff

The Group, Inc. Real Estate employs a dedicated staff
to assist your Group Realtor® in the marketing and sale
of your property.
Receptionists
Each Group office is open seven days a
week and is staffed with knowledgeable
team members. Our Receptionists greet
guests when they arrive in our office,
and direct questions or needs to the
appropriate persons. They keep up-to-date
showing information on your home and set
up all showings.
Assistants
Our Assistants support our Sales Partners
with their day-to-day business. When your
home is listed the Assistant enters the
listing information in the multi-list system,
prepares marketing brochures, creates a
counter display, schedules advertising, and
orders photography.
Escrow Officers
Our Escrow staff assists your Group
Realtor during the under-contract
phase. Their role is to monitor contract
dates and contingencies, coordinate title
commitments, contact the lender for loan
updates and application deadlines. Finally
they coordinate the closing with the lender,
title company, Realtors, buyer, and you and
your buyer.

Marketing Sign and Measurements
Our couriers will visit your home to place a
for sale sign in your yard and a lock box on
your door. An appointment will be made for
measuring your home and drawing a floor
plan for advertising.
Photographers
Photographers will take pictures of your
home for advertising and a virtual tour.
You will be notified by them to schedule
a time when the interior will be ready to
be photographed.
Marketing Department
Our marketing staff provides services
to your Realtor to help promote your
home and attract buyers. Some of these
services include ad and brochure design,
ad placement in publications throughout
Northern Colorado, management of The
Group’s website www.thegroupinc.com,
and the creation of our exclusive
advertising publication, Northern Colorado
Real Estate Source.
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Community Involvement

In 2015, Group Partners once again ranked among the top 10 donors to the United Way
of Larimer and Weld Counties. Our corporate contribution exceeded $230,000 from the
individual Partners and staff earning us recognition as a “Top Giver’ by the United Way. The
Group is also one of the major sponsors of the WomenGive initiative with 24 of our Partners
participating as members.
The Group Real Estate Scholarship has been awarded to 20 graduating seniors since it was
established in 2000. This full-tuition scholarship is given to a student from a Northern Colorado
high school who will be attending the College of Business at Colorado State University.
The Nesbitt Scholarship, a full-tuition scholarship established in memory of Group Partner
Harvey G. Nesbitt, is awarded to a student in the College of Business at Colorado State
University.
The Group Partners gave a gift of $100,000 to Colorado State University to help establish the
Everitt Real Estate Center. We continue to support the mission of this organization.
The company provides major support to the CSU Athletic Department and has underwritten
Ram Jam for the past 17 years. Ram Jam is a free community event giving children in Northern
Colorado the opportunity to interact with student athletes.
The Group is a corporate sponsor of the High Plains Arts Council Sculpture in the Park, an
international sculpture show held in Loveland, Colorado. We are also a major sponsor of
Respite Care’s annual gala.
The Group is a major sponsor of Downtown Fort Collins, helping the Downtown Business
Association produce major festivals and other events to bring residents to the downtown area
and keep our downtown vibrant. We are the title sponsor of the monthly Gallery Walk.
In 2015 we collaborated with our local newspaper to produce two food truck rally’s to benefit
the Larimer County Food Bank and United Way.
We are one of the founding members of the Museum of Discovery, a regional state of the art
museum that combines science with history and culture.
GroupGives was established in 2013 to combine and focus the collective generosity of our
Partners to address housing needs and issues in Northern Colorado. GroupGives is a fund
administered by the Community Foundation of Northern Colorado. In 2015 we awarded over
$90,000 to local organizations that support our mission. Group partners participated in our
annual Group Gives Back Day, helping victims of the 2013 floods with clean-up and ongoing
restoration.
The Group staff raised nearly $1,000 to support breast cancer awareness by holding their
annual ‘Wear Jeans to Work on Friday’ fundraiser in October.
Group Partners also gave uncounted hours of hands-on work and donated money to
organizations of their choice.
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GroupGives

E n r i c h i n g L i ve s I n N o r t h e r n Co l o r a d o
The GroupGives Mission

We b e l i e v e e v e r y p e r s o n s h o u l d h a ve a p l a c e t o c a l l h o m e.
G ro u p G i v e s s u p p o r t s o r g a n i z a t i o n s a n d
p ro g r a m s t h a t p r o m o t e t h i s b e l i e f.
The Partners at The Group Real Estate have been generous community supporters since the
company was founded in 1976. GroupGives, a fund of the Community Foundation of Northern
Colorado, was created to:
•

Combine and focus the collective generosity of our Partners for greater
effectiveness and visibility in the community

•

Include our family members and our customers in our efforts to help assure
that Northern Colorado is an amazing place to live for ALL of its residents

•

Ensure that The Group’s legacy of giving continues; that all Group Partners,
present and future, participate in charitable giving and active volunteerism

As Realtors we want to help people achieve their definition of ‘home.’

www.groupgivesback.org
GroupGives is a fund of the

www.NoCoFoundation.org
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Winter Soldier

“These are the times that try men’s souls.
The summer soldier and the sunshine patriot will,
in this crisis, shrink from the service of their country.”
~ Thomas Paine, December 19, 1776
Two hundred years later, in 1976, The Group, Inc. was formed with the commitment to become the
“Home of the Winter Soldier” - a place where only the most dedicated real estate people would be invited to work.
•
•
•
•

People with a true passion for real estate and a dedication to “mastery”.
People with a total commitment to their customers and their community.
People who work together as a team of equal owners.
People prepared to weather any real estate season - good or bad.

For over a quarter of a century, these “leaders in real estate” have soared with the good times, navigated
through the bad times, and helped their customers achieve their dreams in all kinds of markets.
They are not summer soldiers or sunshine patriots, eager when the market
is easy and absent when times are tougher. They are The Group. They are the

“Winter Soldiers”
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