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Getting Started



Introduction
...................................................................................................................

Selling your home is likely to be one of your biggest financial 
decisions. Choosing the best possible representation can mean 
the difference between a home that sits or sells. 

I’ve developed and manage a proven approach to help you 
successfully meet your objectives. I certainly have opinions 
and will always offer advice, but it is your home and your 
decisions will ultimately fuel the selling process.

My success is dependent on ensuring yours. Here’s how my 
process works:

• Walk-through your home to make note of its uniquely 
marketable attributes.

• Develop a comprehensive market analysis that includes 
an in-depth assessment of current market conditions, a 
pricing strategy, a promotions proposal, a preparation 
calendar & an estimated net proceeds sheet.

• Start preparing and marketing your home for sale.

This booklet shares some background information about me 
and how I work. I look forward to taking the next step with you 
and welcome any questions you may have in the interim.

Sincerely,

Linda LeBlanc



Linda LeBlanc . Compass Realtor
Email: linda@lindaleblanc.com . Phone: 415.734.7303 . www.lindaleblanc.com . DRE #01787721

5 things about me that seemingly have nothing and everything to do with selling Real Estate:

1. Wife: I am married to a wonderful man (not my first marriage, but definitely my last) who has taught 
me to laugh more and stress less. 

2. Volunteer: Without any children of my own, I volunteer and donate to a variety of child-centric 
non-profits because I believe everyone deserves a good start in life and people who can help, should. 

3. Last Born: Growing up in New Jersey, the youngest of four in a working-class family, I learned how 
to fight to be heard, to do more with less and perform beyond the expectations of my position in order 
to succeed. 

4. Giants Fan: I fell in love with baseball the first time I saw the Giants play live in SF. They were last in 
the league, but the team, lead by a low-key and proven coach, functioned as a fine tuned machine 
and soon thereafter went on to win three World Series championships in five years. 

5. Pet Lover: My dream is to have a dog, but my heart belongs to two bengal cats, Xena and Hercules. 
We’ve been together since they were kittens; 18 and 16 years ago respectively. They have taught me 
that trust must be earned and some things simply cannot be controlled.

Linda LeBlanc...

Pet Lover

WORK HISTORY:

-REALTOR® since 2007
-Intel, Corporate Marketing
-Procter & Gamble, Marketing
-Citicorp Mortgage, Sales

FORMAL EDUCATION:

-Cornell University, Bachelor of Science
-Rutgers University, MBA

REAL ESTATE  EXPERIENCE:

-Single-family homeowner
-Stock cooperative shareholder
-HOA board member
-Top producing Realtor

Last Born Giants FanVolunteer2X a Wife



We really enjoyed working with Linda 

to sell our first home in San Francisco. 

She is professional, knowledgeable of 

the market, and consistently communi-

cative - which was helpful considering 

we had already moved to a new city. I’m 

sure there was a lot she did behind the 

scenes to ensure that everything was on 

schedule. She’s extremely organized and 

kept us up to speed on all progress. We 

are pleased with the options presented 

and the ultimate result, and grateful for 

Linda’s role in making the process as 

smooth as possible.

“
“

-Nanoko S., Seller
Read more on Yelp.com 
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PA R A G O N  R E A L  E S TAT E  G R O U P

THE HOME SELLING PROCESS

5 > OFFERS 

Financially Qualify Buyer(s)
Negotiation of Best Price and Terms

Offer Acceptance

2 > PREPARATION

Prepare Property to Show  
Complete Seller Disclosures 
Complete Presale Inspections

4 > SHOWING

Preview Reception
Brokers’  Tours
Open Houses
Showings by Appointment

6 > ESCROW

Open Escrow Account 
Manage Escrow Calendar 

Preliminary Title Report

8 > CLOSING

Review and Sign Closing Documents
Loan Funding and Buyer Final Deposit
Close of Escrow/Recordation of Deed
Keys to Buyer/Proceeds to Seller

1 > CONSIDERATIONS 

Analyze Market Conditions
Create Timeline

 Determine Pricing Strategy

7 > DUE DILIGENCE

Lender Appraisal
Property Inspections

Approval of Documents
Removal of Contingencies of Sale

3 > MARKETING 

Professional Photo/Video  Shoot 
Design Promotional Materials
Broker to Broker Marketing 

Online Marketing
Social Media Posts & Advertising

When you list with me, I dedicate 100% of my focus to expertly managing your sale from 
start to finish; protecting and advocating your best interests every step of the way:

Home Selling Process
...................................................................................................................



Like a puzzle, an effective marketing plan 
pulls together a series of distinct but related 
elements. My strategy starts with a variation 
of the “4Ps” of traditional marketing:  Product, 
Presentation, Pricing and  Promotion. Each of 
these elements builds upon the other to deliver 
the best possible result.  It’s my job to build, 
recommend and implement a strategy that will 
yield the optimal mix of terms that the market 
will bear.  

I will promptly share all the  information I have to 
help you make the best decisions throughout this 
process.  And, I’ll always tell you the truth -- even 
if I think you don’t want to hear it.  It’s your house 
and you get to call the shots.  I am here to support 
you every step of the way.

      

        
        

  Product

        
        

   Price

        
    Presentation 

        
     Promotion



FIRST
impressions 
do matter



The secret, more often than not, is in the expert blending of formal and casual elements design-
ers use to create a sophisticated, yet accessible, ambiance.  Like an Armani jacket thrown over a 
favorite t-shirt or an Hermes bag paired with your most comfortable shoes, today’s buyers want 
dressy but relaxed.  They want formal and livable.  Here, a lighter palette adds freshness.Traditional 
seating is complemented by a contemporary area rug, and transitional coffee and side tables that 
are elegant without being 
stuffy.  Modern art injects 
color and verve while 
decorative throw pillows 
beckon with a relaxing 
softness.  And sudden-
ly, buyers can see them-
selves living here.  They 
want your house!

BEFORE

AFTER

The formal living room can be an unexpect-
ed stumbling block in today’s resale market.  
Custom furnishings and a tasteful palette 
along won’t bring a room to life.  Ironically, 
we often find thise impressive and expen-
sives spaces lack the emotional appeal that 
speaks to buyers in a way that allows them 
to see themselves enjoying the room.  What 
to do?

Presentation: 
...................................................................................................................



Broker Services
.............................................................................................

• Professional photography

• Professional property website

• Professional floor plan

• Expert Negotiation

• Project management (through close of escrow)

• Complimentary handyman services

• Arrange for mandatory city inspections and reports

• Ensure compliance with city requirements for water and energy conservation

• Solicit and project manage vendors as needed

• Access to top-producing nationwide broker network

• Online, social media and print promotions

• Professionally designed property statements

• Private showings on demand

• Disclosure consultation to minimize potential liability

• Access to reliable and proven resources including Landscapers, Haulers, Painters, 
Floor Refinishers, Electricians, Plumbers, General Contractors, Stagers, Moving and 
Storage, Handy Repair Services, and many more.

• Ongoing support after closing for any and all real estate related needs

Full Service From The Start:



• When you hire me,  you get “me”.  I am your primary point of
contact -- not my assistant.

• I will not represent a prospective buyer for your home.

• Great partnerships begin and end with great communication

• I answer all emails within 24 hours
• Respond to all phone calls and text messages within 2 hours
• I will always  give you my undivided attention and never

check or answer a smart  phone while meeting with you in
person.

• I will proactively let you know if I will be unavailable for an
extended period of time

• I will always tell you the truth, even if I think you don’t want
to hear it.

• Project management is my forte: I set and meet expectations for
timely pre-sale preparation, promotional activities and closing
your sale.

My Professional Philosophy



Linda flourishes in the halo of client satisfaction and approaches every 
transaction with a genuine enthusiasm to consistently deliver remarkable 
results. She comes to the table with more than 20 years of marketing 
experience, a history of home ownership in San Francisco and a thirst for 
diligent and rigorous negotiation. In real estate, Linda is a top producer 
consistently ranking in the top 5% of all San Francisco Realtors.  Linda LeBlanc

TEAM LEAD:

.............................................................................................

Patrick Carlisle

MARKET ANALYST: Patrick Carlisle is my dedicated chief market 
analyst with over 25 years of experience in local real estate markets.  He 
is constantly assessing market conditions -- offering dozens of custom 
analyses that are relevant to your transaction.  The data in his analyses 
are vetted for errors, anomalies and outliers that may  distort results.  With 
his expert analysis we are able to help you make more informed decisions

.............................................................................................

Your Compass Team

BEHIND THE SCENES

AGENT’S ASSISTANT: Brooke is my hands-on marketing assistant and 
is the mastermind behind all of my social networking, event planning and advertis-
ing.  Brooke strategically manages targeted social media campaigns on Facebook, 
Instagram and Linked In. She is also a key player in all marketing programs and 
logistics for my listings. Brooke Gibson

Michele Dell’Isola

TRANSACTION COORDINATOR: For better or worse every trans-
action involves a litany of paperwork  -- literally hundreds of pages of documents 
requiring your review and signature.  After you are in contract, and once  we have 
discussed and reviewed all relevant documents, Michele ensures that all the “i”s 
are dotted and the “t”s are crossed in your file.    You may expect to receive email 
requests from her for electronic signatures, and after closing she will deliver a 
digital link to electronic copies of everything you signed during your escrow.

Christine Irsfeld

Preplanned vacations and unforeseen illnesses need not stand in the way 
of your sale. Over the years, I have successfully partnered with Christine 
Irsfeld to provide exceptional coverage when I am not physically present. 
Christine revels in the amazing diversity found in this beautiful city. She 
and I share a common philosphy for exceptional customer care. 

EMERGENCY BACK-UP:



COME

TO

MORE



.............................................................................................Next Steps

Present & Discuss Comprehensive Market Analysis:

DATE:  

_____________________________

TIME:

_____________________________

LOCATION:

 _____________________________

_____________________________



Linda LeBlanc:  +1.415.734.7303  Linda@LindaLeBlanc.com  License Number 01787721 
 


