Our Average Selling Price is higher...

Average selling price for homes listed by the Top Three
San Antonio Residential Real Estate Firms 2004 / 2005

No. of licensed Sales Total for Average
agents/brokers homes closed selling price

2004

Phyllis Browning Company 142 $546,520,000 $347,880
Coldwell Banker D’Ann Harper 230 $614,484,000 $158,781
Keller Williams Realty 509 $534,819,000 $128,951

2005

Phyllis Browning Company 149 $649,1 16,000 $355,680
Coldwell Banker D’Ann Harper 260 $692,961,000 $175,300
Keller Williams Realty 701 $809,929,000 $146,000

The average sale price for a home listed by Phyllis Browning Company is consistently

more than double the average sale price of a home listed by the other top
three real estate companies.

Figures as reported in the San Antonio Business Journal, 2005 and 2006.



How much should you ask?

Always ask the highest possible price for your property. without pricing yourself
out of the market, keeping in mind that the most effective asking price range is
within 2.5% of the Fair Market Value.

% Above Market Value Probability of Sale

+20% 10%

+15% 20%

+10% 30%

+5% 50%

+2.5% 75%

Most effective asking price range
Fair Market Value 95%




Opinion of Value

The single most important factor in the marketing of real property is the opinion of value.

Overpricing will discourage offers. Buyers will buy properly priced property. Homes priced too low will sell quickly but the seller will
not realize the true value from the sale.

The method most often used in evaluating single family homes is the comparable method. Property is worth what a buyer is willing
to pay for it and this is determined by the laws of supply and demand. These two factors are evaluated by comparing the home with
other, similar properties that have sold in the previous six months within the market areas, with appropriate consideration given to
amenities, lot size, condition and financing terms.

The resulting range or figure is what is known as the comparable market value.

Ideally, a property should be priced at comparable market value. Studies continue to show that a home listed at 5% over market

value has a 20% probability of sale; 10% over market value, a 30% probability of sale; and 5% over market value, a 50% probability of
sale. Properties priced at market value have a 95% probability of sale.

The purpose of the opinion.

We prepare a market analysis in order to assist you in forming an opinion about the fair market value of your property.

Definition of Fair Market Value.

Fair market value, for the purpose of determining an opinion of value, is defined as follows:

The price which a property will bring if exposed for sale in the open market, allowing a reasonable time to find a
purchaser who buys with full knowledge of assets and defects of the property, all of the uses to which it is adapted
and for which its use is suitable, neither buyer nor seller being compelled to act.

Fair market value is often more simply interpreted as:

The price at which a willing seller would sell and a willing buyer would buy; neither being under abnormal pressure.



Improvements which may add value
to your home

Project

Typical Cost

% Value Added

Updating Kitchen

$15,000 - $20,000+

Includes new catinets and courtertops. appliances,
floormg, and rewinng Structurdl changes. relocated
plumbing. custom cabmietry, and top-ol-the-ire ipph
gnces rane the cost

80 - 110%

Updating Bathroom

$7.500 - $10,000

Includes new fdures and fttings tile foors and walls
Structural changes. relocated plumbing. and high-end
materials and fitures rase the cost Note adding @ sec-
oned bath can yekd more than |00% resole volue

80 - 115%

Room Addition

$30,000 - $40,000

Depends on type of room; a famdy room or new mas-
ter suite (don't forget to nclude cost of bath) will add
much more vakie to a home than a private office or
fourth bedroom

50 - 110%

Converting an attic,
basement or garage
to living space

$10,000 - $15,000+

Cost assumes no structural changes and no new
plurmbing. Value added depends on size of house (small
howse. more value) and tvpe of space created (family
room or bedroom add more \ane than a game mom
OF Eerse aneas)

25 - 40%

Adding a deck

The warmer the clmate, the more value added. Size of
deck. compiesity of desgn and added amenities [spa.
trediis work! irfluence cost

40 - 60%

Repainting exterior

$1.200 - $1,500+

Assumes cld exdenor was worn and re-panting was
done mmmedately pror To puttng house on rarket

A new coat of paint probably adds the best profit to
sellng an older home

up to 120%

Adding an in-ground
swimming pool

$20,000 - $30,000+

Cost assurnes an average-see pool (18" x 31°) m a rec.
tarigular shape. Value added depends on desirability to
future: ownier

0-25%

(banks do not narmally
nciude poals m mortgage
appraisals

The choee gre bedt eshimcles for the mos! Tyfecofly COrSastent MemOCEng [HopecTs S Orrss the Country

Linjess olherwise noted me maxmum bme between remodeing and re-sale must be fwe pears otherwse the waiue-odged igures dre void
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Preparing your Home

Now that you have decided to sell your home, | will be pleased to act as your exclusive agent,
and offer the following suggestions to help ensure the maximum net return on your invest-
ment. These hints have proven invaluable to many of my clients in the past.

First of all, tour your home, not as the owner, but as a potential buyer. Look at all those little
things that, as a buyer, you might consider important. You will be surprised at the number of
simple things you can do that will make the home more exciting and attractive.

Preparation for Showing

First impressions are lasting. The front door greets the prospect. Make sure it is fresh, clean and scrubbed looking. Keep lawn
trimmed and edged, and free of hoses, toys and refuse.

Decorate for a quick sale. Faded walls and worn woodwork reduce appeal. Why try to tell prospects how your home could look
when you can show them by redecorating! A quicker sale at a higher price will resuft.

Let the sun shine in. Open draperies and curtains so prospects see how cheerful your home can be. Dark rooms are gloomy and
seem small.

Fix that faucet! Dripping water discolors sinks and indicates faulty plumbing,

Repairs can make a difference. Loose knobs, sticking doors and windows, warped cabinet drawers and minor flaws detract from
home value.

From top to bottom. Display the full size of your garage, storage rooms and other utility space by removing all unnecessary articles.
Brighten dark, dull rooms by painting walls.

Safety first. Keep stairways clear. Avoid cluttered appearances and possible injuries.

Make closets look bigger. Neat, well-ordered closets show that the space is ample.

Bathrooms help sell homes. Check and repair caulking in bathtubs and showers. Make this room sparkle!
Arrange bedrooms neatly. Remove excess furniture. Use attractive bedspreads and freshly laundered curtains.

Can you see the light? lllumination is like a welcome sign. The potential buyer will feel a growing warmth when you turn on all your
lights for an evening inspection or on a cloudy day.



Showing your Home

Three's a crowd. If possible, try to avoid being home during showings. The potential buyer may feel like an intruder and will hurry
through the house.

Stay in the background. Sales representatives know the buyer's requirements and can better emphasize the features of your home
when you don't tag along. You will be called if needed.

Silence is golden. Be courteous and cordial but don't force conversation with potential buyers. Remember, they are there to
inspect your house, not pay a social call

Be it ever so humble. Never apologize for the appearance of your home. Let us answer any questions or objections the prospec-
tive buyer may have. That is our job!

Pets? Keep them out of the way. If possible they should preferably be kept out of the house during showings.

Don't put the cart before the horse. Trying to dispose of furnishings and accessories to the potential buyer before the purchase
of the house often loses a sale.

A word to the wise. Let us be the ones to discuss price, terms, possessions and other factors with the customer. We are trained
and qualified to bring negotiations to a favorable conclusion.



Why you should list with me

| am a full time real estate professional.
Real estate is my career.

I will...
.place your property in the Multiple Listing Service of the San Antonio Board of REALTORS®.
.expose your property to the world on our world-class website www.phyllisbrowning.com.

.work closely with our advertising staff to coordinate a program directed at marketing your property.

..host a "Broker Open House" to introduce your home to my associates within our professional community and
be present to answer questions and distribute brochures regarding your home.

.regularly follow up with other REALTORS® to keep the flow of valuable information moving between you and
the marketplace.

.enthusiastically promote your property at our weekly business meetings and Board of REALTORS® meetings, and among
my many business and corporate contacts, friends, colleagues and associates in my professional community.

..monitor the sales and listings of comparable properties in your market area in order to keep you always up-to-date.

..coordinate all matters related to the closing for you, including inspections, verifications, contingency removals, monitoring
the loan progress of the buyer and the collection of all the information relevant to your transaction.

..monitor delivery of all reports, documentation and verifications related to the loan progress of the buyer so that our
valuable time off of the market is minimized!

..keep you up-to-date and fully informed throughout the transaction.

| also...
.take pride in my ability as a negotiator: | believe | can effectively negotiate the maximum return for your property.
..have the full-time support of my company management. If | don't know the answer, my manager will.

..am respected among my peers within the professional community and by lenders and title people, with whom | enjoy
good working relationships. This is invaluable to my clients, especially when time is short or an inside track is required to
make things happen smoothly and quickly.

Other real estate agents like selling my listings because they know | counsel my clients to present their property in the most attractive,
ready-to-sell condition possible.

You should entrust your property with me because | am the best you can hire! You know that the services of real estate professionals
may be comparably priced. The difference is the personalized service you will receive from me. | am far and away your best value.



Please review my resume...

CHRISTIE'S

LIZ CHIEGO, ABR, ASR, CRS, GRI, SRES

Awards/Recognition:
= Platinum Top 50 Award - 2002-2006
= Platinum Circle, Phyllis Browning Company - 2004-2005
= Recognized by the National Trust for Historic Preservation
= Top 10 at Kuper Realty, 2003
= Scene in San Antonio Realtors to Know — 2003-2006
= San Antonio Business Journal — Top Realtors, 2003

Designations/Certifications:
= Accredited Buyer Representative, ABR
= Accredited Seller Representative, ASR
= Certified Residential Specialist, CRS
= Graduate Realtor Institute, GRI
= Senior Real Estate Specialist, SRES
= ePro, Internet Professional certification for real estate agents
= Certified Corporate Destination Service Provider
= International Real Estate Specialist
= Relocation Certification

Education:
= BA, Case Western Reserve University — Cleveland, Ohio
= School of Library Science, Case Western Reserve University

Work History:

= With Phyllis Browning Company since September 2004

=  With Kuper Realty Company 1991-September 2004

= ERA Top Gun with Kuper Realty Company, 2003

= 20 years worked in libraries

= Cleveland, Ohio (Medical & Art)

Toledo, Ohio (University Library)
Portland, Oregon (Oregon Historical Society)
Raleigh, North Carolina (North Carolina State University)
Oberlin, Ohio (Oberlin College Library)

Membership Affiliations:
= National Association of Realtors (NAR)
= San Antonio Board of Realtors (SABOR)
= Alamo Area Certified Residential Specialists
= Women’s Council of Realtors (WCR)

Civic Involvement:
= McNay Art Museum — Docent, 10+ years, greeter & current Chairman of Adult Tours
Masters Leadership Program of San Antonio and Bexar County, member
Higher Education Council of San Antonio, Spouse Group member
Oakwell Farms Women’s Club, member & treasurer
Military Civilians Club, member
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Testimonials

The greatest reward for me is knowing that | have been able to help my clients to find
a new home, quickly and efficiently, while maximizing the return on their investment and
making the entire selling, buying and moving process as smooth and pleasant as it can be.

Following are copies of some of the kind letters | have received from clients following the successful completion of their
property transactions.

“Thank you for all your efforts and patience in selling my home. It was a success (and a relief)l Taking care
of the paperwork, working with the potential buyers and marketing is hard work and | appreciate your
commitment. Thank you also for the housecleaning giftll Best wishes for your continued success!”

-Karen Knudson

“Liz,

We can't thank you enough for helping us find a home that we love, getting our home to sell, and then
having both of them cleaned for us. You have made our move a lot less traumatic. Thank you for your
thoughtfulness. It has been fun working with you and we would recommend you to anyone wWho is
buying or selling a home.”

-Doug McCall

“Liz, we really appreciate the many trips you made to the Dominion to locate a new home for us and
your innovative marketing ideas for our other home.” -Kathryn N. McCall

“Dear Liz, ... Scott and | both appreciate your endeavors in selling (our house). You did a masterful job and
in such a professional manner. I'll certainly recommend you to anyone | know who needs a realtor “par
excellence”lll Hope to see you soon. ” -Paige Alyn

“Dear Liz, Thank you so much for helping us in the long journey to finding our home! We appreciate all
your efforts and are very happy with the results. We'll have you over officially once we have some
furniturel In the meantime, stop by whenever you're in the neighborhood!” -Anjali & Ajeya Joshi

“Liz is the best — a miracle worker! - and everyone at the Browning office was friendly and hospitable.”
-Rene Barilleaux & Timothy Hedgepeth

“Liz made the selling experience as easy as possible. We got the price we hoped for and
everything went smoothly. | have and will continue to recommend Liz to others.”
- Dr. Kim Lairet



Awards and Designations

Liz Chiego has received the PLATINUM TOP 50 award
every year since 2002. This award was designed to recognize the
maost successful and well-rounded REALTORS in San Antoniio and

surrounding areas. These individuals take an active role in

making San Antonio a better place to live.
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Awards and Designations

Liz Chiego has earned the following designations:

ASR,
Accredited Seller
Accredited Seler Flapresentative Representative

ABR,
R Accredited Buyer
Representative

/\_.

CRS®,
Certified Residential
Specialist®

GRI,
Graduate Realtor Institute

SRES,
Seniors Real Estate
Specialist

e-PRO,

certifies real estate agents
as Internet savvy
Professionals




Awards and Designations

Liz Chiego was recognized by:

NATIONAL TRUST

for HISTORIC PRESERVATION®

The National Trust for Historic Preservation is a
private, nonprofit membership organization
dedicated to saving historic places and
revitalizing America's communities.



Awards and Designations

Liz was recognized by Phyllis Browning Company as one of
their Winners Circle with noteworthy sales production in 2005.
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