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 M I K E  B O W M A N
CEO/President

CENTURY 21 Mike Bowman, Inc. has been a trusted name for real 

estate in the DFW area since 1971. Our management team and 

group of professionals have a vast knowledge of the growth 

and changes that have occurred throughout the Dallas/Fort 

Worth Metroplex area over the past 45 plus years. Our brokerage 

offers a vast array of services including; residential, commercial 

and investment real estate.

Our group of professionals are committed to providing you, the 

client, with the highest level of customer service along with the 

most advanced tools in marketing. We promise to stay up-to-date 

on the latest trends in the market, so you can make an informed 

decision that fulfills your needs and lifestyle. We want you to 

have a real estate experience that is second to none.

A brokerage is only as good as its people. Our group of 

professionals are not only recognized for their achievements in 

the Dallas/Fort Worth area, but have received numerous awards 

regionally and nationally. It is because of their commitment to 

success that the brokerage has been recognized nationally and 

world-wide, as the top office in closed units for CENTURY 21 

International, 18 out of the past 23 years!

 D A V E  B O W M A N
COO/Broker-Associate
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S E L L I N G  W I T H 
C E N T U R Y  2 1 

M I K E  B O W M A N ,  I N C . 
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With your goals and best interest on the forefront, I am 

committed to help counsel you from the listing process 

to a successful closing. Communication will be key, along 

with providing pertinent information to assist you in 

making an informed decision that best suits your wants 

and needs within your desired timeline.
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I N I T I A L  C O N S U L T A T I O N

Prepare and review market analysis based on historical 

data that matches the improvements and features of 

your home. Present a personalized marketing plan based 

on your desired time line to sell.

 

P R E - L I S T  S T A G E

Offer advice about advantage/disadvantage of “Coming 

Soon”. Provide tips on home staging and pre-inspections 

to consider prior to listing the home.

I M P L E M E N T A T I O N  O F  M A R K E T I N G  P L A N

Once listed, initiate marketing plan into action. Observe 

all market activity in your area and report back any 

changes that may impact showings and marketability of 

the home.

C R I T I C A L  F O L L O W  U P

Monitor all showings and feedback of buyers and agents 

who previewed your home. Report to you on a minimum, 

bi-weekly basis, those results and consult with you about 

any adjustment that need to be made. Advise you of all 

marketing that is being performed

N E G O T I A T I N G  A N D  F A C I L I T A T I N G

Will present all offers and provide advice to help 

determine the best possible terms regarding your 

wants and needs. Handle paper work and coordinate 

inspections, follow-up with buyer’s agent, escrow agent 

and lender for a smooth closing.

S U C C E S S F U L  C L O S I N G

Keep you informed of critical dates and deadlines. 

Follow-up with any repair, title, survey and appraisal 

issues. Review Closing Disclosure for any errors and 

coordinate transfer of keys and possession of house 

after funding.

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

A B O V E  M A R K E T  V A L U E

F A I R  M A R K E T  V A L U E

B E L O W  M A R K E T  V A L U E

T O T A L  B U Y E R S

Home buyers rely heavily on online sources and their agents, with a decreasing reliance of print advertising for their 

search. Home buyers typically spend 10 weeks searching for a home and view an average of 12 properties before deciding to 

purchase. Source NAR and Real Estate Tech Trends 2016.

Dramatically reduces the number of interested 

buyers and increases time to sell

Reduces the time to sale without sacrificing 

profits

Increases number of buyers, drastically 

reduces time to sale and could create 

multiple offers

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

Source from NAR’s 2016 Home Buyer’s and Seller’s Report
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S T R A T E G I C 
M A R K E T I N G
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A unique plan will be implemented, specifically designed 

to meet your wants and needs, as well as your desired 

time frame to sell. I will use proven methods of marketing 

as well as exclusive platforms that are only available 

through Century 21 Mike Bowman, Inc.
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LuxuryRealEstate.com

W H O ’ S  W H O  I N  L U X U R Y  R E A L  E S TAT E

LuxuryRealEstate.com is the premier website for luxury 

homes. It has received numerous awards and has been voted 

“Best of the Web” by Forbes Magazine, multiple times.

Since its debut, LuxuryRealEstate.com has remained the #1 

portal for luxury properties on the internet and has More 

than 49,000 properties with an average price of $2,258,397

Known in the industry since 1986 as the Who’s Who in 

Luxury Real Estate, this network is a global collection of 

the finest luxury real estate brokers in the world. To be 

eligible for membership, firms must list and sell in the top 

10 percent of their market and demonstrate expertise in the 

marketing and sale of luxury properties.
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E X C L U S I V E  I N V I TAT I O N  T O  T H E  T O P  5 0  B U Y E R  A G E N T S  I N  Y O U R  A R E A
The first day your home hits the market I will send a personal invitation to the top 50 Buyer 

Agents in your market area to preview your home. 
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P R O F E S S I O N A L  P H O T O G R A P H Y  A N D  V I D E O

One of the key aspects to attracting potential buyers to your home is professional photography and/or video. This is 

the primary component to ensure successful marketing via the internet, brochures and mail campaigns.
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P R O F E S S I O N A L  S I G N S  W I T H  T E X T  M E S S A G I N G  T O  T H E  U I P W
For Sale Signs are still one of the leading sources for advertising. We have enhanced this by adding text messaging information 

for your own unique individual property website or UIPW. This allows potential buyers 24/7 access regarding the features and 

benefits of your home.
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C U S T O M  P R O P E R T Y  B R O C H U R E S  A N D  D I R E C T  M A I L  C A M P A I G N S

Inside of Front Cover         Inside Center           Inside Flap

Personal attention and quality service 
is what clients expect and deserve. I’ve 
built my business by delivering those 
qualities. Understanding your client’s 
needs and expectations while building 
a business transaction is a live process 

that requires trust. You must be 
plugged in. There are tools that are 
needed for it to be a smooth and 

successful transaction. In today’s fast 
paced world, I still believe in 

old-fashioned values. I’m from the 
Midwest and I have strong work 

ethics. My belief system is based on 
integrity, honesty, education and 

hard work. That’s the main reason 
why I chose CENTURY 21 Mike 
Bowman Inc. Mike stands for the 

same things, he has built his 
company by these standards and 

I’m proud to be part of his 
company. Being proud of what you 
do and how you do it, gives your 
clients the assurance that their 

fiduciary duties are being held in 
the highest regards. It is my job to 

provide that service.  

Quality Service

It is always my honor to assist you and my pleasure to get to know you.

Multi-Million Dollar Producer
Accredited Buyer Representative 2002
Certified Luxury Home Specialist 2003
Certified New Home Specialist 2005
Certified Residential Specialist 2004 
Member of Metro Tex Board of Realtors
Member of the National Board of Realtors

Member of the Texas Association of Realtors
Member of the Colleyville Chamber of Commerce
Colleyville Leadership Program 2003
Colleyville Women’s Club Novus Award 2009
Outstanding Sales Achievements Awards
Colleyville Planning and Zoning Commission 

      Consulting   Listing   Selling   Staging   Buying   Marketing   Networking

Services

   Flap              Back Panel              Front Cover

Veronica 
Baughman

   Certified Luxury Home Specialist. 
SRS,CRS, ABR,

Certified New Home Specialist

Testimonials

Veronica went above and 
beyond the call of duty, 
putting us at ease in all 

aspects of the home buying 
process. She never seems to 

have a bad day and is 
extremely dedicated to her 
clients’ needs and desires. 

With such an important and 
sometimes stressful situation 

home-buying can be, Veronica 
made our experience 

entertaining, fun, and exciting. 
She is now a friend for life!

- JoAnne Cantrell

Veronica is extremely good! 
She is very experienced, 

knowledgeable and 
professional...and she 

definitely knows how to play 
the real estate game! We 

would recommend Veronica, 
particularly if you are either 
buying or selling a “high-end 

home.”
- Les Stephens

Veronica is amazing, she 
worked for us, getting us the 
house we wanted, at the right 

price and it was a joyful 
experience, I will refer her to 

others, and will continue to use 
her whether buying or selling.    

-  Jen Christensen

Veronica was great. The sale 
was a very difficult one given 
the house was a contemporary 
design. Two other sale persons 
had not succeeded previously. 
Yet from the very first day, 
Veronica focused on the 

desired outcome and never lost 
track of it. She worked on 

communications, presentation, 
and designing suggestions to 
increase marketability. She 

communicated very effectively 
and frequently, was always 

available and displayed a very 
flexible approach to the various 

sale opportunities. Most 
importantly she was a great 

coach for me.     
- Ezequiel Pinto

Veronica was my realtor 
during a very tough transition 

in my life and made the 
selling of my family home and 

buying of my new home a 
very smooth transition.  She 
really knows the real estate 
business, surrounds herself 

with professionals and I was 
extremely happy with her 

responsiveness and 
professionalism.     

- Jana Burchfield

Veronica was my only choice 
when it came to selling. Her 
understanding of the market 

and caring attitude concerning 
the sale of my home was a 

breath of fresh air.  Don’t let 
her friendly and easy going 

way about her fool you, she can 
be tough as nails during 

negotiations. She plays each 
card with a seasoned hand.  

-  Mark Grigsby 

Veronica was absolutely 
amazing. She spent over a 

year trying to help us find the 
perfect house...and she did! 
She spent so many hours 

looking at homes with us...and 
she was very accessible...she 
even worked an offer for us 
while on vacation! She was a 
great resource throughout the 

entire home buying 
experience. We couldn’t have 
asked for anything more from 

our realtor! 
-  Andrea Pesin 

Veronica Baughman
Certified Luxury Home Specialist

SRS, CRS, ABR,
Cerified New Home Specialist 

veronica@sellsdfw.com
817.707.6844

Doing Business In My Own Backyard.

4101 WILLIAM D TATE AVE SUITE 100 
GRAPEVINE, TX 76051

P R O F E S S I O N A L I S M .  L O YA LT Y.  R E S U LT S . If you're thinking of selling your home, give me a call! 
I strive to provide the best service for all my clients and would love 

the opportunity to speak with you about your real estate needs.

FOR PROFESSIONAL REALTOR SERVICES,  
CONTACT

R I C H A R D @ R I C H A R D N O O N . C O M
817.938.5827

AWARD WINNER
SIX YEARS RUNNING

BEST

MAGAZINE

Richard Noon
L U X U RY R E A L E S TAT E

BRIARWYCK RESIDENT 
since 2010 and local expert

Specializing in Roanoke and the 
surrounding 76262 area

11 YEARS OF EXPERIENCE with 
over $20 MILLION SOLD in 2016 alone

W W W. L U X U RY D F W R E A L E S TAT E . C O M

Richard Noon
L U X U RY R E A L E S TAT E

Look what's 
happening 
in our Briarwyck 
neighborhood

2015

2016
Average Sold Price - $348,955
Min Sold Price - $215,000
Max Sold Price - $480,000

Average Sold Price - $372,745
Min Sold Price - $265,000
Max Sold Price - $468,000

Over the past year we have seen average sales prices 
increase by approximately 7 - 10%.

I have clients looking to move into our neighborhood.

If you've thought of selling, THE TIME IS NOW!!!
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S E L L E R ’ S  C H E C K  L I S T

C U R B  A P P E A L

Neatly cut, trimmed lawn    

Trees, shrubs trimmed not touching house

Toys, garden tools clutter removed from yard

Add fresh flowers

 
H O U S E  E X T E R I O R

Touch up or add fresh exterior paint

Repair/replace broken fences/gates

Clean, align gutters, down spouts

Wash shutters, windows and screens

Check for cracks or any exterior features that 

need repair

Clean, wash front door, storm door, knobs and porch.

Make sure pools are clean and all components are 

functioning properly

E N T R A N C E  I N T E R I O R

Remove all clutter, personal items.

Clean, polish floor

Remove finger prints, scuff marks from trim, 

molding, etc.

Paint to lighten entrance area

K I T C H E N

Paint walls, ceilings, trim light neutral color

Re-polish floors, clean grout if tiled

Clean cabinets and appliances

Check operation of all appliances

Clear all clutter from countertops

Reorganize and clean out cabinets

Put away pet feeding and watering dishes

L I V I N G / F A M I L Y / D I N I N G /
G A M E  R O O M S

Repaint, touch-up walls, ceiling and trim

Repair/replace damaged molding

Clean switches and electric plates

Refinish/clean or polish hardwood floors

Shampoo carpets

B E D R O O M S

Repaint, touch-up walls, ceilings and trim

Organize and clear clutter in rooms and closets

Keep clothes and laundry out of sight

Beds are neatly made

Shampoo carpets or clean/polish floors

B A T H S

Paint light colors

Scrub tile and clean/repair grout

Clean and organize drawers, cabinets and countertops

Seal tubs and showers

Replace old toilet seats

Clean, polish floors

Add color coordinated bath linens 

S T A G E  Y O U R  H O M E

Hiring a professional Home Stager can significantly

reduce marketing time and set the scene for you home

to be shown 

Decluttering a home and adding subtle accessories can 

help liven up a room and turn your house into 

a model home

Add color coordinated bath linens 

Below are suggestions to improve a buyer’s first impression of your home. Review the checklist before every open house, showing 

or before marketing photos are taken.
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A  G U I D E  F O R  S E L L E R ’ S  E S T I M A T E D  C L O S I N G  E X P E N S E S

B R O K E R ’ S  C O M M I S S I O N

T I T L E  I N S U R A N C E
( I  c a n  p r o v i d e  y o u  w i t h 

a n  e x a c t  f i g u r e  b a s e d  o n 
a  p u r c h a s e r ’ s  o f f e r )

R E A L  E S T A T E  T A X E S  &  I N S U R A N C E

L O A N  P A Y  O F F  &  A C C R U E D  I N T E R E S T

E S C R O W  F E E S

A T T O R N E Y ’ S  F E E S

R E C O R D I N G / D O C / P R E P  F E E S

H O A  F E E S  A N D  A S S E S S M E N T S
( I f  a p p l i c a b l e )

6 %  O F  S A L E S  P R I C E

$ 1 5 0 , 0 0 0  -  $ 1 , 1 5 0
$ 2 5 0 , 0 0 0  -  $ 1 , 7 0 6
$ 5 0 0 , 0 0 0  -  $ 3 , 0 9 1
$ 7 5 0 , 0 0 0  -  $ 4 , 4 7 6
$ 1 , 0 0 0 , 0 0 0  -  $ 5 , 8 6 1
$ 1 , 5 0 0 , 0 0 0  -  $ 8 , 1 4 1

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

Y O U R  M O R T G A G E  C O M P A N Y  W I L L  P R O -
V I D E  T H I S  I N  A  M I L  L E T T E R .

$ 4 0 0 . 0 0

$ 2 0 0 . 0 0

$ 1 2 0 . 0 0

P E R  C O N T R A C T  A N D  A S  A S S E S S E D  P E R 
H O A

Other fees may be included in offer from purchasers, including but not limited to repairs, home warranty and/or 
buyer’s closing cost. I will provide you with an estimated net sheet for each offer and counter-offer presented.
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