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WHO WILL WRITE THE 
AD THAT SELLS YOUR 
HOME?

The right word choice can make a $20,000 difference
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Over 18,000 Agents worldwide pay for the privilege of using 
Craig Proctor’s ads and collaborating on what is working now, 
on how to write ads that motivate buyers and other materials, to 
present properties in the best light possible.

WORDS MATTER

SHANE THORPE AND THE FUSION REALTY GROUP TEAM have written thousands of real estate ads. 
Together with over 18,000 Realtors worldwide they are collaborating on what is working now of 
using Craig Proctor’s ads and on how to write ads that motivate buyers and other materials, to present 
properties in the best light possible.

Our Marketing Director personally writes or approves every ad, every flyer, every web site for every 
property—including yours!

Consider this simple example: 

BACKYARD WITH MOUNTAIN VIEWS 

There is one letter—not even a word—one letter that makes a significant difference. Further, there are 
over 200 descriptive words to choose from, to put in front of Mountain Views.
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WHO WILL WRITE THE AD THAT SELLS YOUR HOME?

 » Tranquil Mountain Views

 » Private Mountain Views

 » Breathtaking Mountain Views, etc.

Different descriptive words attract different types of buyers, prepared to pay different prices. There is 
a SCIENCE to this, perfected through trial and error by Craig over 19 years, over 4,000 transactions, 
over 800 million dollars in total homes sold.

NEWMARKET - lovely home on private 
treed lot, family neighbourhood, 
quiet court location, mature trees, 
large family room with cozy fireplace. 
No money down. Free recorded 
message 1-800-000-0000 ID#0000

NEWMARKET - 1½ story, 2 
bedroom, new windows, CIA, C/V, 
professionally decorated, main 
floor laundry. (905) 898-1234, Bob 
Smith, XYZ Realty

WHICH AD DO YOU THINK WILL ATTRACT MORE BUYERS? 

THE WORD WIZARD BEHIND THE CURTAIN

The program used in our office to craft the perfect ad, flyer, 
postcard, web site posting, etc. was developed over five years, at an 
investment of more than $250,000. No other Realtor in the Wasatch 
Front possesses it. Realtors in other cities throughout North America 
pay Craig Proctor licensing fees to use it.





HOW LIKELY IS IT THAT 
YOUR HOME WILL 
ACTUALLY SELL?
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HOW LIKELY IS IT THAT YOUR HOME WILL ACTUALLY GET 
SOLD BY THE AGENT YOU CHOOSE TO SELL IT?

Most people simply assume that, when they list their home, it will be sold. Especially in good economic 
times and ‘hot’ markets. Well, I could just attach a lottery ticket to this page. Why? Because, actually, 
the odds of most agents getting your home sold at your asking price are not very good. Not as bad as 
the lottery, but still a gamble.

According to the Utah Real Estate Board, in 2018, only 67.2% of the properties listed sold within the 
term of the agents’ listing contracts. During that same time period, I sold 86.7% of my listings.

Obviously, this does NOT have to be a crap shoot.

You can gamble on an agent with a low batting average, or who won’t disclose his or her batting 
average (in writing). Maybe s/he’ll do better with your home. Or you can rely on my 86.7% success 
ratio.
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HOW LIKELY IS IT THAT YOUR HOME WILL ACTUALLY SELL?

SELL YOUR HOME FOR MORE MONEY GUARANTEED 
WITH THE THE FUSION REALTY GROUP CITYWIDE BUYERS’ 
AGENT NETWORK

THE SECRET TO FASTEST POSSIBLE 
SALE AT TOP DOLLAR

Top-producing agents, particularly those who 
are predominately buyers’ agents and represent 
buyers, pay close attention to our listings and 
the Fusion Realty Group Team activities. They 
like selling a home listed and represented by 
our team, because they know every ‘i’ has been 
dotted, every ‘t’ crossed and that they and their 
buyer will have a smooth, fail-safe experience 
working with Shane’s team.

Each of our team members maintain close  
working relationships with different Realtors. 
(Even our competitors welcome the opportunity 
of matching one of their buyers with one of our 
properties, as they can be confident everything 
will be handled professionally. They’ll spend less 
time on the transaction, and their buyer will be 
satisfied.)

WHEN WE “PULL THE TRIGGER” ON YOUR LISTING, we know everything is 100% market ready! The 
entire, exclusive network of agents representing, at any given moment, hundreds of buyers searching 
for their next home, receives information about your property.





OUR SIX SATISFACTION 
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69% OF HOMEOWNERS DO NOT GO BACK TO THE SAME 
REAL ESTATE AGENT TO DO ANOTHER TRANSACTION

Reasons people may not go back to their agents

1. Poor communication 

2. Over-promised, under-delivered

3. Promised a selling price far from reality 

4. Promised speed of sale far from reality 

5. Were less experienced than they presented 
themselves to be 

6. Wasted a lot of time showing the home to 
unqualified possible buyers 

7. Left out a critical detail 

8. Lack of professionalism

9. Hard to get a hold of 

10. Didn’t market my home properly

11. Never showed my home

12. Too pushy

13. Didn’t help stage my home for sale

14. Didn’t keep in touch/No feedback

15. Lack of representation

16. Poor negotiating skills

17. Sold my home for a low price

18. Too busy

19. My home didn’t sell

20. Didn’t do anything I couldn’t have done 
myself

Well, our most recent Client Survey shows that 81% of our clients say they WOULD come back to The 
Fusion Realty Group Team! Here’s why!

We had our home listed with another agent prior to using the Fusion Realty Group Homeselling 
System but our house didn’t sell. When we decided to let Fusion Realty Group Team do the job for us, 
we knew immediately that we would have a different experience. Shane advertised our house more, 
and his team members were more knowledgeable and professional. Shane runs his business more like 
a company.

In contrast to the negative experience we had with the other agent (where we always felt we were 
bothering them when we phoned for information), with Shane’s Team everyone in the office had a 
role.

—FRANK B., KAYSVILLE

When we had a question, they were always able to answer it. This gave us a lot more confidence in 
the process. Rhonda Perry (who led our home sale) was excellent. Our home sold in 5 days for 98.5% 
of asking price. 

—GORDON I., OGDEN
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OUR SIX SATISFACTION GUARANTEES

HOW DOES THE FUSION REALTY GROUP TEAM 
GET AN 81% SATISFACTION RATE?

6 SATISFACTION GUARANTEES

1. COMMUNICATION GUARANTEE:

You will receive a weekly update phone call from our team on the progress of the sale of your 
home. Your phone calls to our office will be returned within 24 hours. 

GUARANTEE: If we fail to up-date you weekly or fail to return your call within 24 hours, we will 
deduct $200.00 from the commission when your home is sold.

2. HONEST PROMISES GUARANTEE:

Guarantee#1 is a good example. We are not going to wildly promise you the moon and stars to 
get your business. We tell you what we can and will do, exactly how we operate, as well as what 
we will not do, up-front, in clear language. When we list your home, we give you a detailed 
PROFESSIONAL SERVICE AGREEMENT in writing. 

GUARANTEE: If at any time, we fail to honour that agreement, we will pay you a $500.00 penalty 
on closing.

3. REALITY-BASED SELLING PRICE RANGE:

We get you top dollar. Our track record and statistics prove it. But we will never play the “bait 
and switch game” of promising to get you a wholly unrealistic price just to get your listing, then 
wearing you down with low ball offers. Unfortunately, this does go on in our business! 

GUARANTEE: For every $10,000.00 below our recommended sale price we sell your home for, we 
will pay you $500.00 up to a maximum of $1,000.00 on closing. We will also buy your home for 
a pre-agreed price at any time you like.*

4. REALITY BASED TIMETABLE:

We implement a complete marketing program to sell your home. You know in advance what will 
occur step-by-step, and will receive weekly marketing updates. We 
set a target range for the timing of the successful sale of your 
home. In many cases, we will sell your home faster. 

GUARANTEE: If we fail to present an offer on your home within 59 
days, we will deduct $100.00 from our commission for each week 
after the 59 days to a maximum of $1,000.00, payable on closing. 
We will also buy your home for a pre-agreed price at any time you 
like.*
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5. HONEST PRESENTATION OF EXPERIENCE AND TRACK 
RECORD:

Everything stated about the Fusion Realty Group Team throughout 
these materials is summarized in our FACTS BROCHURE. This is an 
accurate, factual presentation, fully supported by documentation, 
provided on request. 

GUARANTEE: We sell homes at 98.8% of asking price in under 35 
days!

6. QUALIFIED BUYERS GUARANTEE:

Nothing inconveniences a seller more than being kicked out of their home during the showing 
process or, worse, accepting an offer on their home only to discover, weeks later, that the buyer 
cannot secure their home loan. The resulting loss of time and the distress a seller feels can be a 
crushing economic and emotional blow. 

GUARANTEE: If our team ever shows your home to a buyer who later tells us that “they can’t 
afford your home,” we will pay you $500.00 at closing.

*Some restrictions apply

“Shane and his team communicated really well with us. They kept us informed regarding all showings 
and feedback. The offer came through quickly and was tied up within a week. This was a major 
improvement over the previous experience we had before with another agent.”

—NEILS, HOME SOLD IN 15 DAYS FOR 99.3% OF ASKING PRICE

“We would like to thank you and Rafael Mendez for all your help. Rafael worked daily after our quick 
sale to help us find just what we were looking for—which we did, just 17 days later.

“This great result was all thanks to your team, and primarily Rafael. He was wonderful to work 
with—very patient and understanding. For sure it was a stressful roller coaster ride, but Rafael never 
missed a beat (even though we did a few side steps on him).

“Your whole team was wonderful. The Fusion Realty Homeselling Team is excellent in our minds! 
Thanks to all of you for everything.”

—MYRON J., HOME SOLD IN 25 DAYS FOR 100% OF ASKING PRICE
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OUR SIX SATISFACTION GUARANTEES

“We would recommend Shane and Rafael and their wonderful team to anyone. They were very 
competent and gave us over-the-top service. Whenever we had a question, they answered it. Whenever 
we had a special need, they were there. They are very smart guys, who led the sale of our home, and 
true gentlemen. We never felt pressured, and we were very happy with the result they got for us.” 

—KEVIN B., HOME SOLD IN 16 DAYS FOR 111.7% OF ASKING PRICE

“Shane and his team provided us with very professional service in the sale of our home. Every step 
in the process was well organized and well executed. We got a quick sale (our home sold in just 1 
day) and the price we wanted. Shane’s office is very efficient. Everyone there is specialized in the job 
they do—they know what they’re doing. They always phoned to give us the information we needed—
warning us when people were coming to view our home. I would happily recommend Shane and his 
team to anyone.”

—PRESTON S., HOME SOLD IN 1 DAYS FOR 99.2% OF ASKING PRICE





WHO HIRES THE 
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WHO HIRES THE FUSION REALTY GROUP TEAM

In general, here are the people who most frequently hire the Fusion Realty Group Team and why:

CEOs, EXECUTIVES, BUSINESS OWNERS

WHY? Because they run their businesses as teams, so they understand and appreciate 
Fusion Realty Group’s Team System. These people are accustomed to teams who have 
people play different, specialized roles together, and know this model is the most 
productive approach to complex situations—rather than having one person trying to 
juggle all the balls, wear all the hats. They know from their own experience that no 
one person can be good at everything.

SALES PROFESSIONALS & MARKETING-ORIENTED ENTREPRENEURS

WHY? They quickly recognize the benefits of a sophisticated system for selling homes 
as quickly as possible, for top dollar. They have the background and experience to 
understand the power of the multi-media, multi-step systems that we have perfected. 
They respect the fact that over 18,000 other real estate agents from all over Canada 
and the U.S. pay to use Proctor’s marketing system, share marketing secrets and 
be coached by Craig—including over 400 million-dollar producers, including 22 of 
the Top 100 RE/MAX agents in the world, and several Top 10 Agents from other 
franchises! They see, quite simply, that The Fusion Realty Group Team’s willingness 

to invest in Proctor’s system does more things simultaneously to get their home sold.

DOCTORS, HOSPITAL ADMINISTRATORS & NURSES

WHY? Like the executives, they are thoroughly familiar with the benefits of a team 
approach. It is the way they work all the time.
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WHO HIRES THE FUSION REALTY TEAM?

EXCEPTIONALLY BUSY COUPLES

WHY? Because our system features methods of marketing and selling their home that 
minimizes their involvement and inconvenience. For example, our “Tour of Homes” 
in place of ordinary open houses reduces the amount of time their home is “open to 
the public.” The pre-selection and qualifying process reduces the number of people 
who wander in and out of the home with no real interest in or ability to buy it 
immediately.

PEOPLE WHO ARE NOT REAL ESTATE INVESTORS OR EXPERTS

WHY? Most successful people have become expert in what they do, in their occupation, 
profession or business. They have not had the time or inclination to also become 
expert in finance, investments, real estate, or real estate law. They do not want 
a “rookie” or a part time “dabbler” handling one of the most significant financial 
transactions of their lives. They want someone supervising every aspect of the sale 
of their home who is a leading authority and globally recognized expert with many 
years of successful experience. In short, they want the best person they can get.

PEOPLE WHO DO NOT HAVE TIME FOR “DO-OVERS”

WHY? Our team tends to attract the client who wants it done right the first time. 
That’s because we sell 87% of the homes we list—compared to the industry average 
of a 59% success rate. If you hire the wrong agent, after weeks or even months 
go by without your home being sold, you have to start all over again with a new 
agent. Many sellers go through this three times before getting their home finally 
sold, and then they tend to compromise their price severely. The homeowner who 
is determined to get it right the first time compares our track record to others, and 
makes the obvious choice.





AGENT SELECTION 
GUIDE

How to be certain you select and hire the best agent to sell your 
home
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THE BIGGEST MISTAKE A HOMEOWNER CAN MAKE WHEN 
INTERVIEWING AGENTS

There’s a lot of questionable advice out there, from “personal 
finance experts” on TV or from friends, family. They tell you: 
interview 3 or 4 or 5 agents, then pick one. When somebody 
tells me that’s what they’re going to do, I ask: “What criteria 
are you going to use, to compare them, judge them, and pick 
one?” Many admit: they don’t know.

They are going to spend 3, 4, 5 evenings interviewing different 
real estate agents with no pre-determined way to pick the one 
they will ultimately trust to handle one of the biggest and most 
important financial events of their life!

Let me give you a comparison you may or may not know. 
When a company decides to hire somebody for an important job, let’s say one that costs the company 
$100,000.00 or $200,000.00 a year, they have a pre-determined set of questions—a set criteria—they 
will use to judge the people they interview. They know in advance what they are looking for. To do 
otherwise leads to making selections which will ultimately cost you thousands of dollars in the process.

They NEVER interview a bunch of people and go with the one they “like”. Or rely on “He or she seemed 
nice?” No. They use reason and logic.

Well, you are hiring somebody to do a very important job for you.

YOU SHOULD NOT GAMBLE WITH YOUR LARGEST ASSET.

You need to know in advance the kind of agent you want, the things that are most important to you. 
and the smart questions to ask. 

For example, is the agent’s track record at getting top dollar more or less important to you than the 
commission they quote you? Is the fact that they work all by themselves and may be constantly and 
immediately accessible to you more important than their success percentage (i.e. the percentage of 
homes they lists they ever sell)? And on and on.

On the following pages, you will find: 

 » A list of 21 different selection factors to consider and weigh against each other. 

 » Space provided to create your own “short list” from the 
five most important things you are looking for from the 
agent you will hire.

 » Facts and answers to these selection factors, in abbrevi-
ated form, of course.

 » A list of the top four mistakes most commonly made, in 
choosing an agent. 
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AGENT SELECTION GUIDE

REAL ESTATE AGENT SELECTION FACTORS

Rank each item, 1–8 (1 = Not Important To You; 8 = Very Important to You). NOTE: When interviewing 
agents, use these criteria as a checklist to help you decide if they are qualified to do the job you’re 
hiring them for.

NOT  
IMPORTANT

VERY  
IMPORTANT

Our 
Team

Agent A Agent B

1. Agent must have the strongest and most 
visible marketing programs to ensure 
my home will stand out from other 
homes on the market.

1 2 3 4 5 6 7 8 

2. Agent must be able to provide 
documented and factual back up for 
the list price they recommend for my 
home and demonstrate how they will 
ensure I get close to or over this price.

1 2 3 4 5 6 7 8 

3. Agent must be demonstrably 
knowledgeable about internet 
marketing and have effective and 
multiple websites that will be used as 
one of the media to advertise my home 
and pre-screen buyers.

1 2 3 4 5 6 7 8 

4. Agent must have a proven and 
documented system for attracting 
qualified, ready-to-act buyers for 
homes like mine.

1 2 3 4 5 6 7 8 

5. Agent must have proven success selling 
homes in MY area, RECENTLY.

1 2 3 4 5 6 7 8 
6. Agent must be able to demonstrate to 

me how I will NET the most amount of 
money possible on my home sale (i.e. 
how I will end up with the most money 
in my pocket).

1 2 3 4 5 6 7 8 

7. Agent must have a strong, responsive, 
credible and proven system to ensure 
that I receive the highest level of 
customer service throughout the 
homeselling process.

1 2 3 4 5 6 7 8 

8. Agent must offer a Guaranteed 
Sale Program where, under certain 
conditions, they will buy my home if it 
doesn’t sell within a specified period of 
time.

1 2 3 4 5 6 7 8 

9. Agent must be the able to leverage 
Facebook advertising to prospective 
buyers.

1 2 3 4 5 6 7 8 
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NOT  
IMPORTANT

VERY  
IMPORTANT

Our 
Team

Agent A Agent B

10. Agent must have a strong team of both 
licensed and unlicensed professionals.

1 2 3 4 5 6 7 8 
11. Agent must provide a “Mobile 

Experience” on my property to allow 
buyers to view information on my home 
from their car.

1 2 3 4 5 6 7 8 

12. Agent must be a great negotiator with a 
track record to prove it.

1 2 3 4 5 6 7 8 
13. Agent must provide a online strategy 

designed to draw a larger number 
of qualified buyers to view my home 
without inconveniencing me.

1 2 3 4 5 6 7 8 

14. Agent must have a 24 hour real estate 
hotline to allow buyers to access 
recorded information on my home 
24/7.

1 2 3 4 5 6 7 8 

15. Agent must have proven, sophisticated, 
complete marketing systems that have 
an established track record of selling 
homes for top dollar.

1 2 3 4 5 6 7 8 

16. Agent must make specific, realistic 
commitments to communicate with me 
on a regular basis.

1 2 3 4 5 6 7 8 

17. Agent must provide me with written 
performance guarantees.

1 2 3 4 5 6 7 8 
18. Agent must be successful and 

experienced.
1 2 3 4 5 6 7 8 

19. Agent must be a full-time agent (i.e. 
real estate must be their business and 
profession).

1 2 3 4 5 6 7 8 

20. Agent must have a high profile in the 
market and maintain a highly visible, 
extensive advertising program, so that 
buyers are attracted to them and the 
homes they represent.

1 2 3 4 5 6 7 8 

21. Agent must be exceptionally successful, 
and their reputation and track record 
known by all the other agents in the 
area, so their communications to other 
agents about the homes they represent 
are given top priority.

1 2 3 4 5 6 7 8 
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YOUR PERSONAL “SHORT LIST”

From the SELECTION FACTORS on the previous page, write in the five that are most important to you, 
in order of priority.

1

2

3

4

5

13 KEY QUESTIONS TO ASK AGENTS

1. How long have you been an active, full-time real estate agent?

2. How many homes have you listed in the past year?

3. How many homes have you sold in the past year?

4. How many homes have you successfully sold in my area in the past year?

5. What’s the average amount of time one of your listings is on the market before it sells?

6. How does your average sale price compare to the original list price?

7. How will you market my property?

8. How many homes are you currently marketing? (NOTE: A successful top producing agent may 
be more effective at managing many listings than a less experienced agent with a handful.)

9. What can you tell me about your share of the marketplace compared to other agents in the 
area?

10. Do you have a team? How many are licensed? (NOTE: An agent who has a support team to 
handle office chores and routine details can usually devote more time to the business of serving 
a client’s highest priority needs and getting the home sold successfully.)

11. How will you attract buyers to my property?

12. How many buyers are you currently working with?

13. How will you make sure my needs are attended to?
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TOP 4 MISTAKES TO AVOID

1. Going with the agent who promises you the highest sale price, the most amount 
of money (even if the price seems unrealistic).

RESULT: The inflated list price you were quoted (in order to get your listing) results in few buyers 
coming to view your home (because they can get a comparable, properly priced house, for less 
money) and you end up having to endure a series of price reductions which result in your home 
finally selling for BELOW its true market value.

2. Choosing the agent who promises to save you money by discounting the 
commission rate.

RESULT: A lower commission does not guarantee you will net more on your homesale. According 
to Real Estate consultant Bernice Ross, this is a “Big Lie” in real estate. It’s the lie that reducing the 
commission always results in more money for the seller. Nothing could be further from the truth. 
Virtually all sellers want to obtain the highest price possible for their property. No matter what 
you are selling, maximum exposure to the marketplace is a critical factor in achieving the highest 
price possible. Companies who cut services in exchange for taking a lower commission often cost 
clients much more than the extra one to three percent they save in commission. Depending on 
price, the cost can be tens of thousands of dollars.

3. Choosing the “nicest” agent.

RESULT: Your agent may be nice, but this doesn’t necessarily qualify them to do the best job of 
selling your home. Your agent’s personality will mean very little to you if you ultimately discover 
they don’t have the marketing expertise to market your home properly. Now it sits on the market 
and either doesn’t sell, or sells for lower than market value. Our Team members are all great to 
work with AND we have a proven system to get your home sold Fast and for Top Dollar.

4. Choosing an agent who works all by 
themselves, because you think they’ll 
work a lot harder and give you more 
personal attention

RESULT: Your agent ends up neglecting some 
important steps because s/he is so over-busy 
trying to do everything all by themselves 
(and you end up with an inferior result)
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FACTS AND ANSWERS TO SELECTION CRITERIA

After successfully selling hundreds of homes in the area, I can tell you with confidence what works and 
what doesn’t to get your home sold for the best result:

FACT: There is no substitute for proven, aggressive and effective marketing on your home. Effective 
marketing calls out to the buyers most qualified to buy your home. The right marketing on your home 
will say the right things, be in the right place at the right time, and compel qualified buyers to pick up 
the phone to find out more. The process of attracting buyers to your home cannot be left to chance. 
The exact words used to promote your home are critical. Our advertising is so effective that, at any one 
time, we are working with a database of over 4680 qualified buyers.

FACT: There’s a big difference between just selling your home, and getting your home sold right. There 
are many things to do to get your home sold for the best price possible. When I started in real estate, I 
used to operate all by myself. Believe me, I worked hard, but found I really had to spread myself thin 
to make it all happen the way it should. I found it tough to juggle all the things I needed to do to give 
my clients what they deserved. Important details sometimes fell through the cracks. I know this from 
first hand experience because I used to work as a one man show. But just as doctors, lawyers and other 
professionals hire team members to handle the small but important details that do not require their 
expertise, fifteen years ago I pioneered the Team Concept in the Real Estate industry and today I have 
one of the top Teams in the country. This gives us the unique ability to ensure that you are always our 
top priority, and that we are never too busy to address your needs.

FACT: Listing a home for an unrealistically high price almost always results in an unrealistically low selling 
price. The price a home sells for is subject to the law of supply and demand. When a home is priced too 
high vs comparable homes in the area, prospective buyers won’t bother to view it. Why? Because they 
are able to view homes with similar features listed for a lower price. As a result, the home listed too 
high sits on the market for a long time causing prospective buyers to assume there is something wrong 
with it. In order to get things moving, a price reduction is often required, and in the end, the home can 
end up selling for much less than it would have, had it been priced correctly in the first place.

WARNING: SOME AGENTS, FRUSTRATED BY FUSION REALTY 
GROUP’S SUCCESS, MAY TELL YOU THINGS THAT ARE SIMPLY NOT 

TRUE—AND MAY END UP COSTING YOU IN THE LONG RUN.
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MISCONCEPTION

“You can’t argue with Shane’s success. But you don’t really get Shane Thorpe. You get him in name 
only. You actually get one of his assistants.”

There’s more than one way this big lie is hazardous to YOUR wealth!

It’s told because they can’t argue, if you want the most successful agent in the Wasatch Front working 
for you, they are going to be on the Fusion Realty Group Team. Since they cannot argue the facts, some 
make up stories.

First of all, you get BOTH SHANE THORPE AND HIS ELITE TEAM OF TOP PRODUCING SALES 
REPRESENTATIVES AND EXPERT ASSISTANTS. The team includes 5 licensed real estate sales representatives 
with 59 combined years of experience, trained, coached and personally supervised -daily -by Shane 
Thorpe. His team, now your team, implements the property marketing system.

The TEAM APPROACH is actually the preferred way of serving clients in many other fields. To give you 
a good comparison, if you are the president of a company and you hire a top advertising agency, you 
do not get the agency’s president personally taking your calls unless necessary, taking the photos, etc. 
Instead, you have your own account executive, who is your liaison to the entire team of experts at 
the agency, who manages your business. The agency president has a team of creative people, writers, 
media buyers and others. Under his direction and supervision, the force and power of the entire team 
is deployed to achieve your objectives.

So, exactly how does getting Shane Thorpe and his team work 
for you? Very, very well!

HERE’S HOW IT WORKS IN PRACTICE:

1. Your account executive, one of the top real estate sales 
representatives on the team, lists your property and 
assembles all the information necessary to aggressively 
and successfully market it.

2. The package we put together is personally reviewed by 
Shane Thorpe.

3. A complete Property Marketing Plan is customized for your property, by our Marketing Director.

4. Your success is Paramount. Your account executive, and everyone else on the team reviews the 
plan, make suggestions, raises questions, and makes certain everything is market ready.

THIS ALL HAPPENS WITHIN 72 HOURS OF CONTRACT.

Your ACCOUNT EXECUTIVE summarizes the marketing plan with you. Everyone on the Team is familiar 
with your property and communicates with their clients, contacts in the real estate community, and 
others about its availability. Within days, hundreds of real estate agents have been made aware of your 
property as a possibility to come and see for the buyers they represent.
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REASONS THE FUSION REALTY GROUP TEAM ARE YOUR 
BEST OPTION

1 | FAST:

Our team will get your home sold fast. That’s not an empty promise or braggadocio. It is fact. In hot 
markets or slow markets, in every part of town, Shane’s selling speed is well-known. For example:

“We listed on a Sunday and by Thursday the house was sold. Not only did it sell in four days, but it 
sold for over 102% of our asking price. No one else offered us so much without risk or obligation. 
Their marketing system works and their track record speaks for itself. It’s all there. It’s real. It’s 
not just theories and promises, but a straight-forward, systemized approach for selling your home 
quickly, for the most amount of money, with no hassle. You get definite results.”

—K. WILDE

2 | TOP DOLLAR

Our team will get you top dollar for your home. There are many reasons. For example:

“We originally interviewed another real estate agent who recommended that we list our home at 
$530,000, and then told us we needed to drop the price to $509,000. When it did not sell with the 
other agent after 60 days we decided to get a second opinion from Shane Thorpe who, after viewing 
our home, felt it should be listed at $20,000 more. We were very impressed with Shane’s marketing 
program, and obviously hoped Shane’s evaluation was correct, so we listed with Shane Thorpe at 
$549,900. I am delighted to say that, within 30 days, we had 3 offers for our house. 

F. BORUNDA

3 | NO HASSLE:

Our team will get your home sold, every “i” dotted, every “t” crossed with the least inconvenience to 
you. For example:

“When Rafael came in, he was completely professional. He had the best marketing plan; he had more 
tools to sell our home than any of the three agents we interviewed probably combined. With the 
professionalism that he talked to us with and his overall package, we decided to go with Rafael. And 
we’re very pleased that we did. Within two days the house was sold, we got 98.9% of the asking price 
and everything just worked out perfectly.” 

SHAMEN PROPERTIES
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4 | SAFE:

With over a HALF CENTURY of combined + the Team Approach, no detail will be missed and there 
will be no unpleasant surprises. There are over 72 different things that can go wrong with a real estate 
transaction. For example:

“We listed our home with another agent. It was on the market for five months and it hadn’t sold. We 
were quite anxious to sell it as my husband had been transferred to California and we were living in 
California at the time that the house was listed. When the listing expired with the other agent, we 
called Shane Thorpe’s team. In hindsight, we should have called him at the beginning. Within four 
weeks of listing with the Fusion Realty Group Team our house was sold for 97% of the asking price, 
and the deal was handled very professionally for us. We were totally in the loop the entire time and 
we received numerous phone calls from his office with updates of what was going on.”



FUSION REALTY GROUP 31

AGENT SELECTION GUIDE





WHY HIRE THE FUSION 
REALTY GROUP TEAM



WHY HIRE SHANE THORPE AND THE FUSION REALTY GROUP TEAM

FUSION REALTY GROUP34

THE 6 REASONS YOU MIGHT CHOOSE A LESS 
EXPERIENCED OR LESS SUCCESSFUL AGENT INSTEAD OF 
THE FUSION REALTY GROUP TEAM

REASON #1: YOU’RE AFRAID YOU WON’T BE A PRIORITY WITH THE 
FUSION REALTY GROUP TEAM. 

You might think you’ll be “lost” or “just a number,” given that we sell so many homes and work with 
so many clients. And you might think you’ll get more personalized service and more attention from a 
less successful, solo agent.

First of all, there’s a difference between more attention and best possible results. The point of this 
entire process is to get your home sold as quickly as possible, at top dollar, with the least inconvenience 
and hassle for you. The point is not to have your own babysitter.

But going beyond that, we believe, and our clients tell us, that we deliver an outstanding, exceptionally 
responsive client experience. We even have a COMMUNICATIONS GUARANTEE. With our team 
approach, you have the most outstanding agents trained and supervised by Shane, and one ACCOUNT 
EXECUTIVE assigned to you and the sale of your home. We are organized and equipped to efficiently 
and successfully manage a lot of transactions, yet have each client feel as if they were our only client!

You do NOT need to compromise—there’s no reason to sacrifice having the most successful real estate 
selling ‘machine’ working for you in order to get personalized VIP TREATMENT!

REASON #2: “WE’VE GOT A FRIEND OR RELATIVE IN THE BUSINESS, AND 
THEY WILL DO IT FOR LESS.” 

We certainly understand the temptation to give business to a friend or relative, especially if that person 
offers to cut their commissions. To say it bluntly, there’s no point in wasting your time or ours attempting 
to negotiate commissions; we NEVER discount.

The cautions you should consider about this are many: First, any agent cutting/discounting commissions 
must also cut and compromise the investments he makes in advertising, marketing and selling your 
home—and that, in turn, may very well extend the time required to get it sold and limit your overall 
exposure to potential buyers in the market place thereby limiting your ability to get top dollar for your 
home.

Second, a person who cuts his own professional fee reveals a mindset about how he sells. It suggests 
he will be quickly, easily willing to reduce the selling price of your home, too, and urge you to accept 
an offer significantly lower than your asking price.

Third, frankly, any agent discounting his compensation must need the business, and that may tell you 
something about his clients’ satisfaction, referrals and reputation in the real estate community. 



FUSION REALTY GROUP 35

WHY HIRE SHANE THORPE AND THE FUSION REALTY GROUP TEAM

With these things in mind, you should very thoroughly question such an agent about his experience, 
number of sales, ratio between the asking prices and final sales prices of his transactions.

We would remind you that the sale of your home is a very important, very substantial financial 
transaction, where an agent’s inexperience or over-promising or lack of financial resources to market 
your property may cost you weeks to months of delay, may cost you thousands or even tens of thousands 
of dollars.

REASON #3: YOU KNOW YOU WON’T GET SHANE AND YOU DO NOT 
WANT TO DEAL WITH A “FLUNKY.”

Unfortunately, some competing agents suggest this is true. You should know that every one of the 
agents on the Fusion Realty Group Team was hand-picked and trained by Shane, including getting all 
the same training, experience, expertise, and resolve that you would expect from any expert.

To describe such an agent as a “flunky” is completely inappropriate and inaccurate. This is a “Top Gun 
Team” with experience, talent and dedication to client satisfaction unparalleled in this city or even in 
all of North America!

You have ALL of these extraordinary agents working to sell your home! You have a Primary Agent in 
charge of your home’s sale. You ALSO HAVE SHANE THORPE PERSONALLY, completely engaged in the 
sale of your home, from preparing the marketing plan to working with his agents.
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In the corporate world, the team approach is the preferred way of getting things done. In manufacturing, 
there are design and engineering teams. In advertising, creative and client services teams. Even in real 
estate, where you to have a home built for you, you might hire the best architect you could find, but 
he would have another architect in his firm assigned to your project, there would be a contractor, then 
carpenters, plumbers, etc.—a team.

Here, you will have an entire team working on your behalf plus your ACCOUNT EXECUTIVE fully 
responsible for your home’s sale, accessible and responsible to you, and that is, in fact, a KEY person. 
Our team will personally work on your behalf and, when needed, communicate directly with you too.

REASON #4: “YOU THINK ALL REAL ESTATE AGENTS ARE BASICALLY THE 
SAME, AND DO BASICALLY THE SAME THING.”

If you actually STILL believe that, after reviewing the facts in this information kit, we’re surprised!

Certainly all real estate agents do basically the same things in the broad, general sense; they list and 
sell homes for sellers, they find buyers and help them buy homes. But this is like saying all doctors 
and hospitals do basically the same things. However, there are certain hospitals with a much higher 
success rate with heart operations than other hospitals. There are doctors that affluent, knowledgeable 
patients travel great distances to see, and there are doctors who struggle to get enough patients to 
barely eke out a living in their home towns. 

Admittedly, the Fusion Realty Group Team are not 
the best choice for all sellers. We attract, and have 
engineered our entire approach to selling homes 
and serving clients for, individuals who have a 
profound preference for the best, for having the 
most respected, qualified and capable professional 
handling their affairs. If they have a medical need, 
they seek out the best doctor, not any doctor.

So, for the very important financial matter of 
selling their home, they seek out and choose the 
most experienced, most successful real estate agent 
they can retain. They understand getting the best 
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guarantees the best results. If this describes you, then you know very well that all real estate agents 
simply cannot be the same!

REASON #5: “IT DOESN’T MATTER WHICH AGENT WE USE—OUR HOUSE 
WILL SELL QUICKLY ANYWAY. WE HAVE A DESIRABLE HOME AND IT’S A 
HOT MARKET.”

Very frankly, it may be true that you can get your 
home sold by just about any agent, or even doing 
it yourself, at times when the market is “super-
heated”, when it seems most homes are selling 
quickly. Obviously, a “hot” market makes it easier 
for inexperienced agents, agents with limited 
resources to advertise and market properties, and 
agents without the resources only we have, like 
our Buyers-In-Waiting Group, our five web sites, 
our Guaranteed Sales Program, Social Media 
Blitz, Citywide Buyers Network and Top-of-Mind 
Awareness.

However, there can be a very big difference 
between just getting your home sold and getting 
your home sold RIGHT. Experience and a successful track record really matter—at any time, in any 
type of market. 

HERE’S WHY: You not only want your home sold as quickly as possible, but you want it sold for the 
highest possible price. You want it sold efficiently, without embroiling you in messed up documents, 
disputes, confusion, or unnecessary open houses or lots of poorly qualified buyers traipsing through 
your home, disrupting your life. You want a smooth, flawless transaction. This is the kind of totally 
satisfying experience we pride ourselves on delivering to every client, evidenced by the more than 
1,000’s of satisfied clients we have served over the last 19 years.

REASON #6: “WHY SHOULDN’T WE JUST GO WITH THE AGENT WHO 
PROMISES US THE HIGHEST SELLING PRICE?”

Anybody can promise anything. You need to look at an agent’s actual, documented track record to see 
how the promises are kept! We are happy to show you an entire year’s worth of transactions, with both 
the asking price and the final selling price, and will match the FACT that over 99% of all the homes we 
list sell for between 95% and 110% of the original asking price against any other agent’s record.

The thing is, if an agent makes you feel good by suggesting a price that is actually unrealistic and 
unattainable, there’s no real downside to him. He can later start bringing you substantially lower offers 
and urge you to accept them. On the other hand, pricing a property too low is a costly mistake. 
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We monitor sales prices day to day in every neighborhood, we establish prices for over hundreds of 
homes each year (more than any other agent in the Wasatch Front!), and, as just said, we have a 
terrific track record of getting the asking prices established.

In short, we are proven TRUTH IN PRICING experts. Chase, Wells Fargo, SWBC, to name a few seek us 
out exclusively to provide current accurate market values. We know what a home can and will be sold 
for. We give our clients truthful, frank advice on price. And we negotiate tough with buyers to get our 
prices paid.

You should go with the agent with the best track record for accurately predicting and getting top dollar 
for the homes he lists. 

THE ONLY GOOD REASON YOU MIGHT CHOOSE A LESS EXPERIENCED 
OR LESS SUCCESSFUL AGENT THAN THE FUSION REALTY GROUP TEAM

Given all the facts and proof of exceptional results that we achieve for home sellers, we frankly can’t 
imagine any good reasons to choose any other agent—except one:

YOU MIGHT NOT QUALIFY TO BE A FUSION REALTY GROUP  
CLIENT, OR WE MAY NOT ACCEPT YOUR HOME TO SELL. 

If we do not believe we can successfully sell your home in a period of time that will satisfy you or for a 
price that will satisfy you, we will not accept the listing—and we do, in fact, turn down listings. 

We also only accept and manage a certain number of listings at any one time, so there may be a time 
when we cannot immediately list your home, and you will have to be put on a waiting list or choose a 
different agent. 

Finally, you have to understand and embrace our Team Approach. If we judge that you will not be a 
good client and not be well served or fully satisfied with our services, we will not accept you as a client.
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In working with over 1,000 home-selling clients over 59 years combined experience, we’ve identified 
these key factors, that our best clients share:

1. Preference for working with the most successful professionals they can.

2. Willingness to listen to and act on expert advice.

3. Values their own time, does not want it wasted, and respects our time as well.

4. Appreciates a step-by-step system, with everybody on the same page.

5. Understands the sale of their home is an important, complex financial transaction that should 
be carefully and expertly managed.

6. Arrives at their decisions in a logical, thoughtful, businesslike manner.
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WHAT HAPPENS NEXT?

If you feel you are a good fit with us, and would like to be a Fusion Realty Group client, simply call us 
at 801-547-1000 and speak with one of our team members to arrange for an appointment, where all 
of your questions can be answered, your home evaluated, and, if accepted, a listing agreement/client 
agreement put in place.

WHEN YOU SHOULD CALL...

We are happy to answer your questions and, of course, provide you with an Market Valuation of your 
home, to establish the correct asking price. And THERE’S NO OBLIGATION ON YOUR PART WHEN YOU 
ARRANGE FOR A FREE IN-HOME CONSULTATION AND PRICE ANALYSIS. 

But if you truly want to get maximum benefit from our experience and expertise, we strongly suggest 
that you read through the information, facts, questions and selection criteria provided throughout the 
information we’ve sent you. If you are serious about selling your home FAST and for TOP DOLLAR, you 
should call us to schedule an appointment immediately. 

If you still feel the need to interview a lot of agents, please do so before meeting with us. By meeting 
with us last, you’ll be able to see just how much more we do to get your home sold fast and for the 
most amount of money.

ONE OTHER NOTE

If you are ready to sell your home now, you will obviously take immediate action. But even if you are 
reading this Information Kit several months before you plan to sell your home, it is appropriate to meet 
with us now, not later. We even have a special HEAD START PROGRAM, to insure that we can accept you 
as a client and go to work for you immediately the day you are ready, and to prepare at a relaxed pace 
to put your home on the market.
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THE FUSION REALTY GROUP TEAM APPROACH: WHAT 
HAPPENS FROM LISTING TO SALE

A CUSTOM ADVERTISING AND MARKETING PLAN IS PREPARED FOR YOUR HOME, after all the necessary 
information is obtained from you, when we meet with you at your home. That plan is then fine tuned 
to have the maximum impact.

OUR MARKETING DIRECTOR PERSONALLY WRITES ALL THE ADS, SALES SHEETS AND OTHER 
INFORMATION ABOUT YOUR HOME. This is important because over 18,000 agents from all over North 
America collaborate in what is and what is not working, advertising strategies and have paid Craig 
Proctor for a license to use some of Craig’s “best of the best stock” ad copy!

In real estate advertising, the choice of even one word versus another may mean four weeks less or 
more on the market, or $20,000 added or subtracted from the buyer’s offer. If you scoured, not just 
Utah, but the entire continent, you could not find a more qualified, adept real estate advertisement 
writer than our team offers! 

AGGRESSIVE MARKETING BEGINS THROUGH MULTIPLE MEDIA 
CHANNELS AS OUTLINED HERE.
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THE FUSION REALTY GROUP TEAM 
APPROACH

When the Fusion Realty Group Team pulls the trigger on your listing, 
there are 16 key systems that activate to get your home sold fast and 
for top dollar.

LISTING AGREEMENT 
SIGNED

SALES & MARKETING  
develops the customized  

marketing plan for your home

MARKETING  
writes ads and sales sheets  

for your home
We PERSONALLY prepares the advertising and 
marketing EVERY client and every home sold 
by the Fusion Realty Group Team. (For more 
information see “Who Will Write the Ad that 

Sells Your Home?”)

AGGRESSIVE MARKETING  
begins through multiple 

media sources
We include more media in the marketing plan 

for your home than any other Realtor. Using the 
Multiple Listing Service (MLS) is only one tool. In 
fact, we do everything any other agent does. But 

there are also things ONLY WE DO!

 � Multiple Listing Service (MLS)

 � 750+ different websites

 � On-line ads

 � Descriptive sell-sheets

 � Postcards

 � Email to Shane’s Proprietary 
Network of Cooperative Agents/
Real Estate Investors

 � Direct contact with our list of 
“buyers in waiting” who have 
registered their preferences for 
the home they want to buy

 � Internal Marketing: the members 
of the Fusion Realty Team meet 
weekly to fully brief each other on 
all new listings

 � Fusion Realty Teams social media 
blitz

 � Guaranteed sale/trade up 
program

 � Mobile availability

 � Zero down buyer program

 � Voice broadcast to neighbors

 � Video email to neighborhood

 � Neighborhood e-mail blast

 � Neighborhood Grant Programs
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