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Meet the Team

EDIE WATERS
816.536.0635 www.EdieWaters.com
My mission is to provide my clients the highest lev el of professional service with integrity and 

knowledge in the real estate industry and to mainta in continuing education and 
motivational growth in balance with my personal lif e.

PAM CRISPELL
816.536.9040 www.PamCrispell.com
As your Realtor, I am committed to listening carefu lly to your needs and will set an 

individualized plan of action to help you achieve y our real estate goals. I pledge to you the 
highest level of service possible while maintaining  honesty , fairness and integrity in all 
that I do. Above all, I am committed to always plac ing my client's goals first.

SCOTT FINLEY
816.885.6901 www.ScottSellsInKC.com

We have a team of dedicated top producing Realtors and office assistants working 
for you to provide you with the highest level of cu stomer service that you 
expect and deserve with one common goal…

to Sell your home for the Maximum value in the Shor test time



Meet the Team

MARVIN TESON
816.668.8558 www.MarvinTeson.com
My mission to my clients is to provide quality serv ice that demonstrates my commitment to 

integrity and family values.  I promise to listen t o your needs and treat you as I would my 
own family.

TABB REESE
816.726.4663 www.TabbReese.com
As a Real Estate professional committed to providin g the highest level of performance to each 

of my clients, I continually strive to offer the mo st professional and personal service 
possible. I will always act honestly, with integrit y keeping my client’s business in strict 
confidence. I will always perform to the best of my  abilities such that every client will be 
proud to recommend me to their friends and family.

Our Office Staff, Claudia Miller& Michelle Grace ar e also here to assist you. 816.453.7400

We have a team of dedicated top producing Realtors and office assistants working for you to 
provide you with the highest level of customer serv ice that you expect and deserve with 
one common goal…

to Sell your home for the Maximum value in the Shor test time



Team Statistics

2007 Results

• Our Team helped 114 families buy 
and/or sell a home

• We sold one home every 77 hours
• Total volume for 2007 of $25 million

and…

WE CAN HELP YOU! 



Edie Waters, ABR, CRS, CSP

Experience
Licensed Sales Executive since 1992
Licensed in Missouri and Kansas
Consistent Multi-Million Dollar Producer
Relocation Expert
Experienced in Buyer and Seller Agency
Gold Level Member-President’s Club of Kansas City Board of Realtors
1998-MAME Award Winner-Best New Homes Sales Person
1995-MAME Award Winner-Most Professional New Homes Rookie

Education
Degree in Mathematics from University of Missouri Kansas City
Accredited Buyers Representative Designation (ABR)
Certified New Homes Sales Professional Designation (CSP)
Certified Residential Specialist Designation (CRS)

Organizations
Member, National Association of REALTORS
Member, Heartland MLS
Member, Missouri Association of REALTORS
Member, KC Regional Association of REALTORS
Member, Club North-Weekly Meeting regarding real estate and community 
future developments
Lifelong Resident of the Northland



ExperienceExperience
25 years with Western Auto Supply Company 25 years with Western Auto Supply Company 
Licensed Realtor since 2001Licensed Realtor since 2001
Licensed in Missouri and KansasLicensed in Missouri and Kansas
Top Rookie for the second quarter of 2002Top Rookie for the second quarter of 2002
New Homes Community ManagerNew Homes Community Manager
New Homes Sales SpecialistNew Homes Sales Specialist
7.2 million in sales for 20047.2 million in sales for 2004
ChairmanChairman’’ s Circle 2004s Circle 2004
Named one of KCNamed one of KC’’ s Five Star Agents in Customer Satisfaction by KC Magazines Five Star Agents in Customer Satisfaction by KC Magazine

EducationEducation
Associate Degree from CMSUAssociate Degree from CMSU
Graduate, Career Education SystemsGraduate, Career Education Systems
Graduate, JCNR Academy of Real EstateGraduate, JCNR Academy of Real Estate
Graduate, Floyd Wickman Sweathog TrainingGraduate, Floyd Wickman Sweathog Training
Certified Sales Professional (CSP)Certified Sales Professional (CSP)
Accredited BuyerAccredited Buyer’’ s Representative (ABR)s Representative (ABR)
Graduate Real Estate Institute (GRI)Graduate Real Estate Institute (GRI)
Completed the CRS course on Business Planning and MarketingCompleted the CRS course on Business Planning and Marketing

OrganizationsOrganizations
Member, National Association of REALTORSMember, National Association of REALTORS
Member, Heartland MLSMember, Heartland MLS
Member, Missouri Association of REALTORSMember, Missouri Association of REALTORS
Member, KC Regional Association of REALTORSMember, KC Regional Association of REALTORS
Member, WomenMember, Women’’ s Council of REALTORSs Council of REALTORS
Member, American Business WomenMember, American Business Women’’ s Associations Association
Member, Home Builders Association Sales & Marketing CouncilMember, Home Builders Association Sales & Marketing Council

Pam Crispell, ABR, CSP, GRI

3727 N. Oak Trafficway

Kansas City, MO 64116

816.453.7400 Office

816.536.9040 Cell

www.PamCrispell.com

pamcrispell@remax.net



Scott Finley - WHS

Experience
• Licensed in Missouri and Kansas
• 2 years experience teaching English to immigrant children in public schools
• 4 years experience teaching German in public schools
• 3 years experience teaching English to a diverse population in Germany
• Selected to the Who’s Who of teachers 2002-2003, 2003-2004, and     

2005-2006
• 3 years experience studying abroad and attending the Albert-Ludwigs 

Universität in Freiburg, Germany, 1994-1996
• 2002 Summer Czech Language Study program in Kolin, Pardubice, and 

Prague in the Czech Republic

Education
• B.A. in Modern German Literature from the University of Central Oklahoma
• M.A. in Teaching English as a Second Language from the University of Central 

Oklahoma
• 2002 Summer Czech Language Study program in Kolin, Pardubice, and Prague in the 

Czech Republic

Organizations
• Graduate Career Education Systems
• Workforce Housing Specialist
• Member, National Association of REALTORS
• Member, Heartland MLS (Multiple Listing Service)
• Member, Kansas City Regional Association of Realtors
• Member, American Association of Teachers of German (AATG)
• Member, Teachers of Students of other Languages (TESOL)
• Member, Foreign Language Association of Missouri (FLAM)



Married to my wife Kathy for 35+ years
Raised 5 children
Proud Grandparent of 3 Grandsons

Experience
22 years Purchasing Agent for Commercial Heat & Cooling Company
Licensed Realtor since 2004
Licensed in Kansas and Missouri
Missouri-Kansas Life and Health Insurance License
Re/Max Executive Club-2006 and 2007
Nominated for Realtor of the Year-KC Magazine July 2006 and July 2007
Stewart Recognition Award-2005-Reported fraudulent activity in home sale

Education
Associate Degree from Maple Woods Community College
Graduate of Pipefitter Apprentice Program
Graduate, Career Education Systems

Organizations
Member, National Association of REALTORS
Member, Heartland MLS
Member, Missouri Association of REALTORS
Member, KC Regional Association of REALTORS
Member, St. Therese Catholic Parish for 26 years
Interests/Hobbies-Family gatherings and activities
Life Long Coach & Instructor

Marvin Teson



Experience
Licensed Sales Executive since 2003
Licensed in Missouri and Kansas
KCPD Officer 1996-2001
New Homes Community Manager
Consistent Multi-Million Dollar Producer
100% Club-2003,2004,2005,2006
#2 Re/Max Agent MidStates Region-2006
Platinum Club-2007
Active father of 3 children, Coleman, Madison and Alexa
Lifelong resident of the Northland

Education
Degree in Criminal Justice, Park University
Graduate, KCMO Police Academy
Graduate, Career Education System
Graduate of Academy of Real Estate
Certified New Homes Sales Professional Designation (CSP)

Organizations
Member, National Association of REALTORS
Member, Heartland MLS
Member, Missouri Association of REALTORS
Active member St. Therese Parish
Assist with many charitable events

3727 N. Oak Trrafficway
Kansas City, MO 64116

Cell 816.726.4663
Office 816.453.7400

www.TabbReese.com
tabbreese@remax.net

Tabb Reese, CSP.







Average Transactions Per Associate for the 
Kansas City Metro Area

www.remax.com
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Realty 
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Banker
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Information supplied in whole or in part by Hearlland MLS from 1/1/06 thru 
12/31/06. Neither the Board or its MLS guarantee or are responsible for its 
accuracy. Data maintained by the Board or its MLS may not reflect all real 
estate activity in the market.



MY
HOME FINDER

•Easy-to-use search capabilities that include geographic area, 
school district, floor plan, architectural style, exterior features and 
much more. An unlimited number of searches can be tracked.

•E-mail notification of new listings, price changes, status changes, 
open house dates, and virtual tours.

•Agent and buyer can exchange and save comments on each home 
for later review as they work through the buying process.

My Home Finder gives you the ability to use the Advanced 
Search, Save Searches, save and organize properties into 
Favorite Folders, and receive E-mail Notices of newly listed 
properties that meet your advanced search criteria.



Showing Solutions
Showing Requests, Communication & Follow up

When agents wish to show your listings, they simply call SHOWING SOLUTIONS 
instead of your agent’s office. 

Our showing specialists handle all the details - checking schedules and instructions, 
contacting sellers, and making any necessary callbacks to the showing agent or their 
office. Once an appointment is confirmed, E-mail notifications and reminders are 
automatically sent to the listing agent, showing agent and homeowner. 

Immediately after a showing, another E-Mail message is sent to the showing agent 
requesting feedback on the showing. With just one click, agents are directed to our 
web-site where they can enter their feedback. By using e-mail, the SHOWING 
SOLUTIONS system enables agents to submit feedback at their convenience -
promoting greater feedback response rates.

Monitoring, Reporting & Seller Access 
Keeping tabs of the showings on your listings is easier than ever through SHOWING 
SOLUTIONS web-site. Intuitive work flow design allows you to check the showings 
log, review and edit feedback, even generate a market-wide showings graph, all with 
a few clicks of the mouse. 

In addition, you will receive a weekly report showing  the web activity your home has 
experienced. This will show you how many prospective buyers looked at your home 
online.



Home Selling Goals
1. Why are you selling?

2. Why are you selling now?

3. When are you planning to move?

4. Where would you like to move to?

5. What is your biggest concern about selling your h ome?

6. What is the most important issue you would like t o discuss with 
your Realtor before putting your home on the market ?

7. What are your expectations of your Realtor?

8. What has been your experience in the past when se lling a home?

9. What is your preferred method of communication? 

10. How often do you expect to receive communication  from your 
Realtor?

11. If you were buying your home today, what would b e the maximum 
price you would pay?



You Are The Key Player

On The Home Selling Team
• Maintain the property in ready-to-show condition.

• Ensure that the house is easily accessible to real estate  
professionals (lock box and key).

• Try to be flexible in the scheduling of showings.

• When you are not at home, let me know how you can b e 
reached in case an offer is received.

• If approached directly by a buyer who is not repres ented by 
a real estate professional, please contact me. Do n ot allow 
them into the property unescorted.

• Remove or lock up valuables, jewelry, cash and pres cription 
medications.



5 Reasons a Property Sells

1. Location

2. Price

3. Terms

4. Condition of Property

5. The Agent You Select

You Control Four of These



Selecting Your Agent

The Three Most Important Considerations in Selectin g Your 
Agent Are:

__________________________________________

__________________________________________

__________________________________________



Which Agents Sell Your Home?

Nationally, only 25% of all homes are
sold by agents of the listing office.
Source: National Association of Realtors

It’s Our Job to Market Your Home!



Sell vs. Remodel



Marketing Plan
The first two weeks are the most critical.  Here’s what we will do.
• Your listing will be put on the Re/Max corporate we bsite, Re/Max regional website, all Re/Max 

agents websites, Realtor.com, Homes.com, PamCrispel l.com and EdieWaters.com
• Your home will be seen on 120,000 Re/Max agent’s we bsites
• Stage your home to sell
• Have professional photos taken of your home along w ith a Virtual Tour
• Provide color flyers for both inside and outside yo ur home with photos and information on your 

home along with CD’s of the virtual tour for prospe ctive buyers
• Mail “Just Listed” postcards to surrounding area
• Provide a listing book with information on your hom e including seller’s disclosure, warranty 

information, etc.
• Provide 800 number for 24 hour access to potential buyers about your home
• Provide personalized URL address for your home

We will also:
• Put your listing in MLS where 7,000 plus agents wil l have access to information on you home
• Put a Re/Max  “For Sale” sign in your yard
• Put a lockbox on your front door

Other Marketing Tools Available
• Hold an Open House as often as necessary and conven ient to you
• Send e-flyer to agents with prospective buyers look ing for a home comparable to yours
• Send flyers to 700 + agents with information on you r home (Hot Sheets)
• Invite cooperating Agents from other Real Estate Fi rms to preview your home

Our Commitment to You
• We will represent your interests throughout the transaction
• We will keep in contact with you on a regular basis
• We will keep you informed on recent marketing and s howing information
• Provide you with a monthly “Seller’s Activity Repor t”
• We will provide you with feedback from other agents  showing your property
• We will guide you through all negotiations and the entire selling process



1. Contact existing buyers

2. Financially qualify our buyers before 
showing

3. Notify other agents

4. Cooperate with all agents

5. Internet Marketing

6. National referral companies

7. Financing alternatives are explored

8. Communicate with lenders

9. Represent you when offers are received

10. Net proceeds are computed

11. Stage your home to sell

12. Professional photos

13. Virtual tour

14. 800 Information Line 24/7

How We Get Your Property Sold

15. Personalized URL address

16. DVD of property virtual tour

17. Frequent follow-up with you

18. Monitor market activity

19. Open House

20. Property profile

21. Special features sheet

22. REPUTATION OF QUALITY 
SERVICE



How Buyers Will See Your Home
It’s important for your property to make the best 

possible impression on prospective buyers.

Exterior

� Clutter

� Lawn needs mowing and edging

� Untrimmed hedges and shrubs

� Dead and dying plants

� Grease or oil spots on the driveway

� Peeling paint

� Anything that looks old or worn

Interior

� Worn carpets and drapes

� Soiled windows, kitchen, baths

� Clutter

� Pet and smoking odors

� Peeling paint, smudges or marks on walls

CLEAN! CLEAN! CLEAN!

Preparing Your Home To Show



Show Off Your Home…Every Time

These tips can help your home make the best possibl e 
impression each and every time it is previewed.

Exterior

� Remove toys, 
newspapers, yard 
tools and other clutter.

� Tidy up; pick up after 
pets.

� Park vehicles in the 
garage or on the 
street; leave the 
driveway clear.

� Add color with flowers 
and potted plants.

Interior

� Make beds; clean up dishes; empty wastebaskets.

� Remove clutter throughout and put away toys.

� Set out “show towels” in baths.

� Freshen the air; potpourri or baked bread 
aroma; deodorize pet areas; set a  comfortable 
temperature.

� Do quick vacuuming and dusting.

� Arrange fresh flowers throughout.

� Fire in fireplace (when appropriate).

� Play soft background music.

Preparing Your Home To Show



Understanding Market Value
Market-sensitive pricing can be the key to maximum market 

exposure and, ultimately, a satisfactory sale. 

The existing pool of prospective buyers determines a 
property’s value, based on:

Location, design, amenities and condition.
Availability of comparable (competing) properties.
Economic conditions that affect real property transactions.

Factors that have little or no influence on the mar ket value of a 
house include:
The price the seller originally paid for the property.
The seller’s expected net proceeds.
The amount spent on improvements.

The impact of accurate pricing:
Properties priced within market range generate more showings 

and offers, and sell in a shorter period of time.
Properties priced too high result in longer time on the market.



Intelligent Pricing and
Its Importance

10%

Of Buyers

Purchasing

30%

Of Buyers

Purchasing

60%

Of Buyers 

Purchasing

WHEN ASKING PRICE 
IS + 15% OVER 
MARKET VALUE

WHEN ASKING PRICE IS 
+10% OVER MARKET 
VALUE

WHEN ASKING PRICE IS 
+0-5% OVER MARKET 
VALUE

Therefore, if you price your 
property close to market value, you 
are exposing it to a much higher 
percentage of prospective buyers, 
increasing your chances of a timely 
sale and are more assured of 
receiving the optimum sales price.

MORE BUYERS (60%) PURCHASE PROPERTIES 
PRICED AT OR NEAR MARKET VALUE!



Dangers of Overpricing
(Window of Opportunity)

When a home first goes on the market, it generates an initial surge of activity. 
“Testing the water” with an unrealistically high pri ce:

•Causes you to miss out on that all-important initia l surge of interest.

•Makes your listing linger on the market, causing it  to become “shopworn” in the minds of buyers and age nts.

•Discourages prospective buyers who wonder why it ha s been on the market so long.

•Leads to lower offers

•Effectively helps other, more competitively priced homes, sell more quickly and easily.

•Since an appraisal is often required in financing a  property, it's futile to price a property for more  than it's worth. 
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Having a cushion with 
which to negotiate does no 
good if there is no one with 
whom to negotiate.



More Services We Will Provide

Central Appointment System

One number for all appointments. Trained 
operators can schedule appointments, instantly, for  all 
listings. Making your home easy to show increases t he 
opportunity for a quick sale.

The Fair Housing Act

Please don’t expect us to discriminate in any way i n 
the sale, lease or financing of real estate based o n a 
person’s race, religion, color, sex, national origi n, handicap 
or familial status.

We abide by the Fair Housing Act of 1968 with 1988 
amendments and the Civil Rights Act of 1866.



Agency Relationship

When real estate professionals work with buyers and  
sellers, “agency” relationships are established.  
There are three kinds of agency relationships:

� Buyer’s Agent

� Seller’s Agent

� Disclosed dual agent

When you agree to have us help you sell your proper ty we become your 
“seller’s agent”, which means we will work in your best interests 
throughout the entire process.

When an offer is presented, the buyer’s will have a  separate agency 
relationship with their broker.



Our Commitment to You

•To sell your home for the
MAXIMUM value in the
SHORTEST time

•To RepresentYOUR real
estate interests throughout
the transaction

Our Satisfaction Guarantee…
If at any time during the listing period, you are 
unhappy with the level of service you are receiving 
from the Edie Water’s Team, we will release you from
the Listing Agreement.


