
C O N T A C T

(309) 807-2860 

www.jewetthomes.com 

501 S Towanda Barnes 

Suite 2 

Bloomington, IL   61705 

The Jewett Team consists 5 agents,  an office manager and a social 

media manager. Together we all  work to provide outstanding service 

with great results!   Whether you are a first-time home buyer,  

upgrading or downsizing your home, wanting to build your dream 

home or looking into buying Investment property,    The Jewett 

Homes Selling Team has the experience to make this big investment 

run smoothly.

The Jewett Homes Selling Team has over 26 years of experience 

collectively! All  our agents have grown up in Bloomington-Normal 

and are local experts in all  aspects of the community!      In 2015,  the 

Jewett Homes Selling Team were the top producing realtors and 

achieved the #1 Residential Team for highest sales.   In 2017, they 

were in the top 5 of all  Bloomington-Normal Association realtors! 

With over 30 years of real estate experience collectively they bring 

various designations including being one of the preferred agents 

for State Farm WHR Relocation, Cendant Mobility,  and USSA Movers 

Advantage.  We are also an Exclusive Dave Ramsey  ELP Real Estate 

Agent for Central Il l inois.  

Being a strong team we can provide our clients with the best 

customer service, the best marketing and the best exposure.  Our 

beliefs are founded on the principle of trust,  honesty, integrity,  

communication and teamwork. With the Jewett Homes Selling Team 

you will  have the highest level of marketing and technology to get 

your home sold! 

We would love the opportunity to sit down with you and discuss your 

real estate needs.  We’ll  bring a proven successful track record and a 

commitment to provide the best in service and results.  Give us a call  

today and let us work for you!! 

Who you hire to help you buy or sell  your home makes a significant 

difference…  Experience Matters!     

E X P E R I E N C E  M A T T E R S !

facebook.com/jewetthomes 

.  

@jewetthomes 

@jewetthomes 

Stacey Jewett,  Broker 

stacey@jewetthome.com 

309-275-4636 

Taylor Jewett,  Broker 

taylor@jewetthomes.com 

309-261-0351 

Carrie Reardon, Broker 

carrie@jewetthomes.com 

309-838-1323 

Ryan Kendrick, Broker 

ryan@ryancloses.com 

309-840-4533 

Shannon Oliver 

Office Manager 

shannon@jewetthomes.com 

309-265-7430 

Melissa Scottberg 

Social Media Manager 

Melissa@jewetthomes.com 

S O C I A L

O U R   T E A M

RE/MAX Rising



Client Testimonials
“Having purchased a home using other agents, I can truly say that Stacey went above and beyond any 

expectations we had coming into the buying process.  In addition to being outstanding agent, Stacey is also 

wonderful person which made the buying process that much more pleasant than what we could have hoped 

for.” 

- Audrey and  Will Hutson, Normal, IL 

"If you’re in the market for a new home in the Bloomington/Normal area, I highly recommend the services of 

Taylor Jewett.  Taylor is quite knowledgeable and I have to say, is probably THE most patient and 

understanding individual I’ve ever worked with.  Taylor really took the time to get to know me, learn what my 

priorities were in purchasing a new home and understand my budget.  As an older, single female, I truly 

appreciated Taylor’s expertise during the purchase process.  I wound up in a wonderful neighborhood, in a 

great house, within my budget." 

-Celeste Brennan, Normal, IL 

"I could not have had a better experience with finding my first home thanks to the help of Carrie Reardon. She 

went above and beyond to help me through the whole process. She is extremely helpful, upbeat, and friendly! 

Always only a call or a text away with any questions or concerns. She made the  whole experience fun and 

easy! I will always recommend her to anyone looking to buy a home. Love her!" 

-Tiffany Born, Bloomington, IL 

If you want a great team working to sell your house, call Carrie Reardon at 'RE/MAX  Rising, Jewett Homes & 

Associates, 309 807-2860. Each team member gives careful attention to guiding you through every step of the 

way, from tips to "staging" your home for showing to alerting when to remove your name from the utility 

companies and providing the phone numbers for each one. Thank you Team Jewett!!   

-Bob & Carol Stacy 

“This was our 3rd new house and 3rd realtor, but we can honestly say this was our best home buying 

experience.  It wasn’t just the ‘looking’ part that was pleasant – the negotiations, walk-throughs, closing and 

follow-up after the purchase.” 

-Joe and Susan Blackburn, Normal, IL 

“Stacey was prompt, to the point, and willing to get the job done…she stuck by my side from the time of 

searching for homes right to the last minute of the closing.” 

-Kelly McCoy, Bloomington, IL 

"Carrie is very personable she cares about everyone she meets and wants to do her best in finding just the 

right home for you.  She is very conscientious and holds herself to a high standard.  If you are in the market for 

buying a home or are ready to sell I would recommend Carrie Reardon. " 

-Barbara Hankemeier, Bloomington, IL 

"Knowledge and competence is what will make us choose them again for all of our real estate needs!" 

-Pat and Tracey Burke, Bloomington, IL 



Jewett Homes Marketing System
Our #1 priority is to establish a price that makes the house competitive in the marketplace.  In order to bring the 

best sales price possible, the house should offer more value for less money than any other competitive property.  A 

well prepared and presented Competitive Market Analysis is the first important step toward a good sale. 

In today's competitive market, a STRONG presence on the internet is very important to get your home Sold.  Did 

you know that 94% of buyers shop the internet before buying a home? And buyers who are being relocated shop 

the internet before even coming to this area!  

On-line Marketing/ Websites: 

Jewetthomes.com 

Zillow.com

Realtor.com 

Homes.com 

Trulia.com 

Facebook

www.RE/MAXrising.com 

Yahoorealestate.com 

ADWerx

www.remax.com

Twitter

Pinterest

On-line Ad Campaigns

Social Media Ad Campaigns

YouTube Channel 

Professional consultation to give a thorough analysis of your home, neighborhood and the market in order to 
establish a price that is competitive and fits your needs 
       
Professional photography to showcase your home through photos and a video tour to present your home in the 
most beautiful and professional light. 
 
Our exclusive CINC lead generating system allows us to reach over 9000 potential buyers in the Bloomington 
Normal area and beyond!  
 
Open House Marketing System including area realtor blitz and realtor open houses along with our proven public 
open houses. 
 
Social Media Experts!  We utilize social media, including facebook and our youtube channel to blast your listing! 
 With boosts, networking and additional marketing systems, the Jewett Homes Selling Team has a very large 
social media presence. 
 
We offer our unique Matterport for your listing which is a virtual tour that is the next best thing to being there in 
person. 
 
Feature sheets distributed and emailed, direct mail campaigns, on-line ad campaigns, weekly updates and 
constant communication are all part of our proven successful marketing systems!  
 
Dedicated Website exclusively showcasing your property!  
 
Direct Mail Campaign through post cards to "move-up" area and client lists. 
 
Your property placed in the MLS- Multiple Listing Service- which gives 24 hour access to all realtors to see 
listings. 
 
We track all showings and collect feedback and provide you with statistics of our marketing performance each 
week. 
 
And so much more!  



Benefits of Competitive Pricing

Faster Sale! 
Peak activity in the first 2-3 weeks after hitting the market. 

Agents have buyers just waiting for that perfect property! 

Good Price = Less Inconvenience
Overpriced homes are used to sell more competitively priced homes. Don't do the job for 

someone else!  We want to sell YOUR home!  

Poor pricing reduces the amount of showings.

Exposure to More Prospects!
The MLS is organized by price along with most internet searches, the right price puts your 

home in front of the most people! 

Search parameters STOP at upper price limit of price range.

Well-priced homes will be seen by more buyers interested in your type of home.

Salesperson Excitement! 
Priced right and in good condition = Marketing Strength! 
Excited Agents means excited Buyers! 

Attract Higher/Multiple Offers! 
Closer to market value = greater risk to buyers of losing it through a low offer

Shorter time on the market = buyer pays closer to list price

Increases chances of multiple offers! 

Supply and Demand
Is it a buyers or a sellers market?  We can illustrate the difference for you and what that 

means for pricing your home.

Months of current inventory can help determine a competitive price.



Tips to Selling Your Home for Top Dollar

Curb Appeal! 

Keep lawn mowed and tidy! 

Trim hedges, bushes, any overgrown 

landscape.

Weed the garden and landscaped areas

Wash or paint the front door

De-clutter porch and entry way

Shovel snow from walkways and driveway 

Rake leaves 

Replace any burnt-out or old lightbulbs 

Polish and clean all light fixtures 

Clean up after FIDO!   

Pay attention to the kitchen and bathrooms! 

Replace missing/broken tiles

Scrub and shine your sinks

Polish your faucets/fixtures

Replace light bulbs throughout the home

Repair caulking around tubs/sinks

Clean and polish appliances

Remove personal items

Repair any drips or leaks

Organize cabinets/pantry

De-clutter counter tops

Oil hinges on cabinets and doors

Wash baseboards throughout home

See your home with "Fresh Eyes"! 

Walk through your home with "buyer's 

eyes"

De-clutter entire house, especially closets 

and storage spaces.

Repaint any cracked or peeling paint and 

trim areas.

Clean out garage/basement

Remove unnecessary furniture

Remove personal items (photos, nick- 

knacks, etc...)

Repaint bright or dark colored rooms to a 

more neutral color for buyers.

Wash windows and clean window 

treatments 

These are all ways to make your home more appealing to potential 
buyers.  Remember, when selling your home, neutralize it emotionally as 
well as in appearance.  If you need guidance, we are hear to help! 



What to Do When Your Home is Being Shown

Best face forward! 

Handling Questions from Buyers/Agents

Ok to answer: Refer to your listing agent:

Make sure your house looks cheerful and bright!  Open blinds and curtains, turn on the lights 

throughout!  

 

Keep a low profile.  It is better to NOT be home when your home is being shown but if you 

MUST be there, try to be in a room that is out of the way.  Don't hover, let the buyers 

imagine the home as their own. 

 

Make arrangements for your pets.  Buyers may be allergic or afraid of animals.  Take them 

for a walk or confine them to an area with a note on the door advising potential buyers of the 

presence of pets. 

 

Be sensitive to odors.  Do not fry fish or heavily scented foods before a showing.  Also pay 

attention to pet odors, keep pet areas extra clean and fresh while selling your home. 

 

Keep your home in "ready to show" condition at all times.  Agents should make 

appointments prior to showing but sometimes short notice showings can happen - usually 

with a motivated and well qualified buyer.  It is always best to be ready just in case! 

What schools will my kids attend?

Where does the bus run from here?

What are the neighbors like?

Why are you moving

How long has the house been on the 

market?

Have you had any other offers?

Where are you moving to?



Congrats!  You've received an offer!

Keep in Mind:

The Offer:

Oral promises are not legally enforceable when it comes to the sale of real estate.  Get it in writing 

and please be sure you understand and agree with everything that is written down! We, as your 

agent, will go over any and all offers with you. 

 

Your agent has a legal and ethical requirement to present ALL offers to you- regardless of their 

content. In many cases, your agent will not know the content of the offer prior to presenting it to you. 

 

When an offer comes in, there are two ways it can be presented to you and you will be asked to 

approve either way.  First: the buyer's agent will accompany your agent and present the offer directly 

to you.  OR: your agent will receive the offer from the buyer's agent and will convey the information to 

you.  Please consult your agent to further explain these options. 

PRICE: The buyer's agent will have done a competitive market analysis for their buyer.  It will contain 

basically the same information and the CMS your agent did for you to determine listing price. 

 

EARNEST MONEY: This is the up-front money the buyer will be depositing.  Your agent will give you 

guidelines as to how much this should be. 

 

FINANCING CONTINGENCY: The buyer will most likely be getting a mortgage.  Even if they have 

been pre-approved, the lender will still need time to have the appraisal done, order title, etc.  Your 

agent will advise you as to if the requested time frame is reasonable. 

 

HOME INSPECTION:  Almost all buyers as for a home inspection.  Inspections usually work to the 

benefit of both the buyer and the seller.  It is much better to know about a problem prior to closing 

and fix it rather than being sued by the buyer after the fact. If you have concerns, talk to your agent 

about a pre-listing inspection for your piece of mind. 

 

DISCLOSURES: You will be asked to supply the buyer with various disclosure forms.  If your 

property was built prior to 1978, you will need a Federal Lead Based Paint Disclosure.  In may states, 

a mandated Seller's Personal Property Disclosure Report is also required.  Your agent will review 

these with you to ensure you understand. 

 

MULTIPLE OFFERS:  If you find yourself in a multiple offer situations, your agent will explain your 

options.  Although multiple offers on your property generally work to your benefit, many sellers have 

taken chances in attempt to get a higher price that has backfired.  The handling of multiple offers will 

depend on the market, your particular circumstances and the buyers motivation, among other factors.


