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WHAT CAN A PROFESSIONAL CAN DO FOR YOU



RAMI 
HANSEN

The Details
13 YEARS OF EXPERIENCE

OVER 550 PROPERTIES SOLD

FIVE STAR GOOGLE REVIEWS 



I've walked the path you're on, searching for the perfect realtor, and I vividly recall
the inexperience and uncertainty that can accompany such a significant choice. I

know the frustration, the anxiety, and the weight of making crucial decisions in the
world of real estate. Rest assured, I've been there, and that personal experience

fuels my dedication to guide you through this process with expertise, empathy, and
a profound understanding of the very challenges you're facing. Together, we'll
transform these challenges into opportunities, ensuring your real estate dreams

become a vibrant reality.

BEFORE I WAS A REALTOR, I WAS IN YOUR SHOES TOO.



LAST YEARS
CLOSED VOLUME

LAST YEARS
AVERAGE SALES PRICE

LAST YEARS CLOSED
UNITS

RAMI HANSEN
BY THE NUMBERS

$29M $561,387 52



BY THE NUMBERS

23%

THE BROKERAGE

EDINA REALTY IS THE
MARKET LEADER FOR 23

CONSECUTIVE YEARS.
WE SELL HOMES 23

PERCENT FASTER AND
FOR A HIGHER AVERAGE

SELLING PRICE.

OVER 2,000
STATEWIDE REALTOR

TEAMING WITH
NETWORKING

EFFORTS

REAL ESTATE
TRANSACTIONS IN 2023

ALONE.

2,000 18,000



WHY SELECT ME AS
YOUR ADVISOR?

Profound expertise in the local real estate market with a deep understanding
of the needs of buyers and sellers

A personal advocate, an accomplished negotiator, and a lifestyle advisor 

Detailed market data and analysis with robust marketing techniques to target
qualified buyers

A deep understanding of the needs of buyers and sellers in the local market
with the largest network of Realtors in the market

What You Can Expect .
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I believe in selling
your home as if it were

MY own.

MY VALUES



THE RAMI HANSEN SELLING

PROCESS



SELLING TIMELINE
STEP 1

ANY MINOR
REPAIRS PLUS
THOROUGH CLEAN 

photo
ready

STAGING AND
PROFESSIONAL
PHOTOS ARE TAKEN

SHOWINGS AND 
OPEN HOUSE

OFFERS AND
NEGOTIATIONS

STEP 2 STEP 3 STEP 4



One key  aspect  i s  tak ing  care  of  smal l  repa i r s  and g iv ing
your  home a  f resh  coat  of  pa int .  F ix ing  any  minor  i s sues ,

such  as  l eaky  faucets  or  squeaky  doors ,  can  create  a  pos i t ive
impress ion  and show that  your  home has  been  wel l -

mainta ined.  

PREP
NO.01



PREP TO SELL

the pre-work
Tidy It Put as much as you can in storage, clutter isn't cute

Clean it Clean, clean clean and then clean some more

Fix It Make minor repairs and fix anything that needs it

Refine it Let's give your home a glow-up to make it sparkle!



A c lean  home i s  c ruc ia l  when se l l ing .  Tasks  l ike  scrubbing
f loors ,  c leaning  appl iances ,  removing  gr ime,  and

dec lutter ing  create  a  pr i s t ine  look.  I t  h ighl ights  your  home's
best  features ,  boosts  curb  appea l ,  and  boosts  buyer

conf idence .  

CLEAN
NO.02



Stag ing  a  home for  sa le  i s  e s sent ia l  in  showcas ing  i t s  best
features  to  buyers .  I t  involves  arranging  furni ture  and

decor  to  create  an  inv i t ing  atmosphere  that  he lps  buyers
envis ion  themse lves  l iv ing  in  the  space .  

STAGE
NO.03



STAGEDthe stats
Staged homes tend to receive more offers 

The ROI for home staging can be up over 550%

40% of buyers are more willing to visit a staged home 



Market ing  your  home for  sa le  i s  e s sent ia l  to  a t t ract
buyers  and increase  i t s  v i s ib i l i ty  in  the  market .   A
strong  market ing  campaign  generates  interes t  and
urgency,  l eading  to  a  fas ter ,  more  success ful  sa le .

MARKET
NO.04



MARKETING
BROCHURES SOCIAL MEDIA ONLINE ADS

3D TOURSAGENT OPENSADVERTISING



Print Material

TWO ONE ONE

2248

BRANDWOOD

With beaut i fu l ly  des igned  brochures ,  h igh-
qual i ty  f lyers ,  and  eye-catching  postcards ,  we
WILL leave  a  l a s t ing  impress ion  on potent ia l
buyers .  



Professional
Photos
From stunning  exter ior  shots  that
highl ight  curb  appea l  to  expert ly
framed inter ior  spaces ,  our  photos
make  a  l a s t ing  impress ion.



360° VIDEO
Virtual ly al lows buyers to walk through your

home!



Social Media
My social  media expert ise ensures
maximum exposure and at t racts many
interested buyers.  By generat ing high
vis ib i l i ty  and creat ing a buzz around your
property,  I  dr ive engagement and achieve
successful  sales.



MARKETING YOUR
HOME ON THE MLS.

TWO ONE ONE

Only  one  person can  take  your  l i s t ing  so  far .  That  i s  why  I  enable
the  serv ices  of  the  MLS (Mult ip le  Li s t ing  Serv ice)  because  i t
offers  unpara l le led  exposure  and access  to  a  vas t  network  of

potent ia l  buyers .  The  MLS i s  the  go-to  p lat form,  where  we  share
comprehens ive  informat ion about  propert ies  ava i lable  for  sa le .  By

l i s t ing  your  home on the  MLS,  I  ensure  that  i t ' s  not  only  v i s ib le
to  my own network  of  buyers  but  a l so  to  a  mult i tude  of  other

agents  and the i r  c l i ents .  This  broad  reach  s igni f icant ly  increases
the  chances  of  a t t ract ing  the  r ight  buyer ,  achiev ing  a  fas ter  sa le ,

and often  secur ing  a  better  pr ice .  In  es sence ,  the  MLS i s  the
corners tone  of  a  success ful  rea l  e s tate  market ing  s t rategy ,  making

i t  a  non-negot iable  to  de l iver  except ional  resul t s  to  my c l ients .

Don't  forget  about  the  confus ing  market  s tatus ' s .  
COMING SOON. WITHHELD. TEMPORARILY NOT

AVAILABLE.  



Networking  i s  a l l  about  the  exchange  of  informat ion,  and Edina  Real ty  has  the  c lear  advantage
for  se l l e r s  and buyers .  

WEEKLY SALES MEETINGS
Edina  Real ty  agents  network  pre - l i s t ings ,  buyer  needs  and more .  Informat ion i s  shared  with

surrounding  off ices
Deta i l s  can  be  sent  to  any  Edina  Real ty  off ice  in  the  reg ion.

OFFICE TOURS
Hosted  by  Edina  Real ty  agents  to  promote  new l i s t ings .  These  tours  are  wel l -a t tended by  Edina

Real ty  agents  and other  act ive  agents  who work  in  your  area .  One  of  these  agents  may  be  working
with  the  buyer  for  your  property

NETWORKONE – EDINA REALTY EXCLUSIVE
A powerful  inter -company networking  sys tem for  more  than 2 ,000  agents ,  Al lows  Edina  Real ty

agents  to  quickly  match  buyers  with  se l l e r s .  We see  resul t s  before  l i s t ings  are  posted  to  the  MLS

NETWORKING
NO.05



SCHEDULING SHOWINGS
When a  showing  i s  requested,  you’ l l

rece ive  a  text  or  emai l ,  based  on your
preference .  Once  you conf i rm the

appointment ,  I ’ l l  communicate  any
spec ia l  instruct ions  to  the  interes ted
agent .  I  a l so  am on copy  of  a l l  of  the

showings  requests  in  case  you happen
to  miss  one  coming  v ia  text .

PROPERTY ACCESS
Interes ted  agents  wi l l  access  your

property  v ia  a  secure  lockbox.

SHOWINGS
NO.06

WHAT TO EXPECT IN PROPERTY SHOWINGS

TIMING
Showings  typica l ly  take  one  hour .  P lease  be  sure  to  vacate  the

home roughly  15  min  before  any  showing  wi l l  occur .
An agent  may  v iew your  property  a lone ,  without  the i r  buyer ,
to  ensure  i t  i s  a  match  for  the i r  c l i ents .  They’ l l  work  through
me to  schedule  a  fo l low-up appointment  to  br ing  in  buyers .

UNEXPECTED VISITS
I f  someone  asks  to  v iew your  property  without  an

appointment ,  te l l  them to  ca l l  the  number  on  the  “for  sa le”
s ign  or  g ive  them my informat ion.  

CANCELLATIONS
I  wi l l  not i fy  you as  soon as  poss ib le  i f  an  appointment  i s

cance led  or  rescheduled.



 With  market  expert i se  and ef fect ive  communicat ion,  I
conf ident ly  nav igate  negot iat ions ,  a iming  for  favourable  terms

that  meet  goa l s  for  your  success ful  outcome.

NEGOTIATE
NO.07



Pop the  champagne!  I t ' s  t ime  to  throw a  wi ld
ce lebrat ion,  embrace  a l l  the  incredible  poss ib i l i t i e s  that

await ,  and  ce lebrate  th i s  epic  mi les tone  in  your  l i fe .

HOWEVER WE STILL AREN’T DONE!   I ’LL BE
THERE HOLDING YOUR HAD ALL THE WAY TO

THE FINISH LINE.

SOLD!
NO.08



MY GUARANTEE



E X P E R I E N C E  &  E X P E R T I S E

With extensive real estate experience, I
bring valuable knowledge and expertise,
successfully assisting numerous clients in
finding their dream homes.

L O C A L  M A R K E T  K N O W L E D G E

I have a deep understanding of the
local real estate market, including
neighborhood trends, property values,
and off-market opportunities.

ARE WE THE RIGHT FIT?

C L I E N T  C E N T E R E D  A P P R O A C H

My commitment to client-first service
ensures prioritizing your needs and
preferences in the homebuying process.

S T O N G  N E G O T I A T I O N  S K I L L S

My strong bargaining skills will secure
the best deal, protecting your interests.

C O O R D I N A T I N G  W I T H  P R O F E S S I O N A L S

 I'll collaborate with professionals like
inspectors, appraisers, and mortgage
brokers for a smooth closing process.

F A C I L I T A T I N G  C O M M U N I C A T I O N

I'll ensure transparent communication
among all parties involved, keeping you
informed about the transaction's progress.

P R O T E C T I N G  Y O U R  I N T E R E S T S

I'll always act in your best interests,
disclose any conflicts, explain your
rights and obligations, and prioritize
your goals.
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WHAT IS MY FEE?
MY LISTING REPRESENTATION FEE IS 3% OF THE
AGREED UPON SALES PRICE. EVERTHING WE TALKED
ABOUT IN THIS PRESENTATION IS PART OF MY DUTIES
TO YOU...AND BEYOND.

3%

WHAT DO YOU WANT TO OFFER AS COMPENSATION TO
PAY A COOPERATING BROKER ACTING AS A BUYERS
AGENT?

LET’S TALK ABOUT WHAT THIS LOOKS LIKE TODAY!

2.7% - 3%
TYPICAL OFFERED

BUYERS COMPENSATION



Specifically, she continued to survey the real estate market months before we put our house
up for sale to understand what we could ask for our home. She arranged for the photos,

made a list of things for us to do to make our house more marketable along with possible
contacts and phone numbers to those vendors, arranged for it to be staged and was there

every step of the way once it was listed "coming soon." She listened to our concerns,
answered all of our questions and kept us up to date with all of the interested parties

looking.

—  S U N A N D A  K A N E

RAMI WAS GREAT TO WORK WITH.



RAMI 
HANSEN
R E A L T O R  |  E D I N A  R E A L T Y  B R O K E R A G E

507 316 3355 |  RAMIHANSEN@EDINAREALTY.COM

RAMIHANSENREALTOR.COM


