
 
 
 

 
 
 
 
 

 
 
 

** Please proceed with CAUTION! The following information is classified and sensitive, 
and should only be read by those seeking a SOLD HOME! ** 

 
 
 



Attention: Do NOT Read This Letter Unless You Are Thinking About Selling Your Home!!! 
 
What if I were to tell you that I can guarantee the sale of your home?  Would you believe 
me?  Probably not, right?  Well give me a couple minutes of your time and I will explain. By the 
end of the this letter you will believe me. 
 
My name is Bart Vickrey and I am the Founder of Bart Vickrey & Company Real Estate, the 
Creator of the Real Estate Good Life, and the Author of The 10 Commandments of Real Estate 
Sales Success, and The Real Estate Phenom. 
 
I’ve been in the real estate business since 1998.  During my career I’ve been fortunate and very 
blessed.  Through years and years of hard work, continuous learning, and surrounding myself 
with the best people… I’ve been able to sell a lot of homes. 
 
In fact, my team and I have been the #1 Real Estate Sales Team in Northwest Indiana for the 
past five consecutive years.  And last year we were also #1 for the entire State of 
Indiana.  Please don’t take any of this as bragging, I just want to add perspective.   
 
The average full-time real estate agent sells about 7 homes a year.  Last year I SOLD 468! 
 
The only reason we are able to sell so many homes is because of the marketing systems, and 
the efficient processes we’ve labored to create over the years.   
 

   
 
On a personal side, I’m 46 years old.  My wife and I have been married since 1998.  And we 
have three sometimes wonderful kids together.  Madison is 17, Maya is 14, and Deuce (Bart II) 
is 9.   
 



 
 

They grow up fast!!! 

 

 
 

Here is a picture I love of my family with my beautiful mother. 

 
We have an odd family in that we eat dinner together at the same table several nights a 
week.  At these dinners electronic devices like cell phones and iPads are banned.   
 
Our favorite thing to do is vacation!  Each kid has been to Florida at least once every single year 
of their life!  My mother and 96 year old grandmother live in Naples, Florida.  For that reason 
plus Disney, the state of Florida has collected a lot of our money over the years. 
 



By now you’re probably wondering why in the world some random real estate agent is sharing 
personal stories.  And the reason is simple, I want you to know a little about me before we talk 
business.  The real me, not some phoney version. 
 
Enough about me let’s talk about you.  Let’s talk about getting your home sold!    
 
First let’s set the record straight and Bust some Myths. 
 

 
 

Myth #1: Location, Location, Location.   
 
Everyone has heard that in real estate the three most important aspects are: location, location, 
location.  Well I’m here to tell you that it’s a myth.  Sure if you are looking to build a Walgreens, 
location is everything.  In your case, thankfully location is not a key to a successful sale. 
 
You location is your location.  It can be a beneficial, it can be detrimental, it can even mean 
nothing.  But it is what it is.  We’re still going to sell your house. 
 
Later we will discuss what the actual Three Keys to Selling Your Home really are.  And you’ll be 
pleasantly surprised. 
 
Myth #2: All agents are created equally.   
 
This one is particularly troubling to me because I know the truth.  It troubles me to my soul that 
people are willing to allow some inexperienced part-time agent to handle the sale of the biggest 
asset in their life!   
 
Unfortunately I know why that is.  For one thing almost every adult alive has a real estate 
license.  So everyone seems to know at least two or three agents.  My industry has done a 
horrible job educating the public.  All agents are not created equally.  In fact, there are only a 
handful in any given marketplace that are experts in the profession of real estate.  The rest are 
mediocre, so-so, bad, and horrific… in that order! 
 
I mean let’s be real for a minute.  Who do want as your quarterback, Aaron Rodgers or the 
pimply faced high school junior varsity back up?  Who do want running the country, Abraham 
Lincoln or the guy behind the counter at 7-Eleven? 
 
If you had to have emergency life dependent heart surgery.  Who are you going to choose, the 
doctor that performs over 200 successful surgeries a year?  He’s the surgeon with a cracker 
jack team around him, the latest most advanced equipment, and he’s super good looking! 



 
Or will you choose the surgeon that stumbles through six or seven surgeries a year.  Works 
part-time at the Dress Barn, doesn’t have a soul to assist him, and uses outmoded and 
antiquated equipment? 
 
Of course, the choice is always clear in these scenarios.  But in real estate, for some kooky 
reason… people make horrible agent hiring decisions EVERY DAY!!! 
 
Myth #3: “I can always come down in price.”   
 
This sentence is mistakenly uttered with consistency every single day in the real estate 
business.  The seller has the belief that some alien is going to drop from outer space and pay 
him more for his house than it’s worth! 
 
The theory is also used as a negotiating tactic.  Let me clear this up for you.  It’s a terrible 
horrible ridiculous tactic!  The good news for you is, most agents allow their seller to get away 
with such a sale killing philosophy.  Why you ask?  Because their lame brain agent doesn’t have 
the guts or the market knowledge to give sound home selling advice.  They’re so scared that the 
seller is going to uncover their ineptitude at any moment… that they are willing to agree to 
anything the seller says in order to get the listing. 
 
With that being said, I’ve got great news!  I’ll never lie to you about the value of your home.  My 
sworn duty is to get you the most possible money, within the exact time frame you desire, with 
the least amount of hassles.  I PROMISE to do just that! 
 
Myth #4: Just list with the agent that offers the lowest commission rate.   
 
On the surface I get it.  If the public believes that all agents are basically the same, than why not 
enlist the services of the cheapest one.   
 
By now, however, you know that the opposite is true.  Only a handful of agents in any given 
market are worth your time of day.  Certainly only the best should be considered to trust with 
your biggest financial asset. 
 
You get what you pay for.  All agents are not equal!  You do not expect to pay the same for a 
Mercedes as you would a Yugo.   
 
The great news for you on this subject is this… I NEVER let commission come between me and 
a really good listing.   
 
Myth #5: Nobody knows the house as well as you do.   
 
So maybe you think it’s a good idea to stick around during showings.  You can walk the buyer 
through the house and point out all the selling points. 
 
WRONG!  This is as terrible an idea as farting near an open flame.  It’s almost as bad as hiring 
some banana head agent fresh out of real estate school, who has yet to sell a home.   
 
The buyer does not want you sniffing around while they tour your home.  It makes them 
uncomfortable.  So please stay away, unless requested. 



 
Myth #6: “I have the best house on the block!”   
 
No you don’t!  Ok, so maybe you think I’m being a little bit harsh.  I’m not.  First I’m trying to 
entertain you as you read this, so you continue to read this.  And second I’m willing to be the 
bearer of harsh reality in order to save you from making very costly decisions. 
 
I’m sure your house is very nice.  And I’m doubly sure that I can get you top dollar for it.  But 
don’t assume that your house is any better than the neighbors.  Maybe it is, maybe it isn’t.  I 
hear this ideology from sellers all the time, especially when a nearby home has recently 
sold.  The price the market has delivered to that particular house isn’t as much as you think your 
home is worth.  So you justify your thoughts by of course convincing yourself that your home is 
worth more. 
 
I can go on with the myths, but you’re probably getting bored.  And I don’t want you to dispose 
of this letter until you’ve read every last word! 
 
Let’s move on to the 3 Undeniable Keys to Successful Home Selling! 
 
#1: Cleanliness.  Clean and declutter is the easiest and cheapest things you can possibly do to 
improve the probability of selling your home. 
 
I’ve been in countless homes over the years.  Often I’ve been shocked and grief stricken at the 
sights that create sore eyes!  There have been homes that I’ve wanted to wipe my feet AFTER 
leaving!  Cobwebs, dust bunnies, dirty clothes, dog poop, oh my!  The list of mind boggling 
scenes that my poor eyes have witnessed in these homes is utterly disgraceful. 
 
I understand that you might be a filthy pig.  But it’s not going to help you sell your home.  Clean 
it!  Declutter!  Get rid of all that junk you have stacked up everywhere.  Your sales price will 
thank you for it! 
 
#2: Condition.  This is two-fold.  First fix what’s broken.  Second remodel that shack!  The red 
shag carpeting is not coming back in style, so stop waiting.  That fist sized hole you punched in 
the drywall after the Bears lost is not going to grow back on its own.  Patch it, sand it, and paint 
it! 
 
The closer you get to updated and move-in condition, the closer you get to your full asking 
price.  People don’t want to fix your broken stuff.  And they certainly don’t want to lift a finger to 
do any remodeling.  Move in condition is what the market desires. 
 
If for some reason you cannot, will not, or simply don’t have the funds to fix and remodel.  I 
understand.  Just don’t think it won’t reflect in the market value.  It will. 
 
#3:  Price.  The absolute Holy Grail of the home selling process is PRICE.  Not ever what a 
homeseller wants to hear.  But heard it must.   
 
Years ago, I represented a very successful developer in a 115 lot brand new neighborhood.  He 
told me something that I’ve repeated ever since.  He said, “Bart… all homes sell.” 
 



The advice silenced me for a moment.  Then he added, “All homes sell Bart.  Priced right, all 
homes sell.”  Simple, Solid, and 100% accurate advice. 
 
Now I know what you’re thinking, “I’m not giving my house away!”  I’ve heard that one a lot over 
the years.  And we are certainly not going to give your house away.  In fact, it’s my fiduciary 
responsibility to get you the most money possible for your home. 
 
The key word being: GET. 
 
Here’s a quick down and dirty overview of how the real estate market works. 
 
As you already know now, not all agents are created equal.  That becomes extremely essential 
when selling your home.   
 
The majority of the agents in our marketplace are mediocre on their best days.  And downright 
noodle headed on most other days.   
 
The marketing efforts of these mediocre majority should be considered criminal.  Sentenced to 
life without a license, if I were judge!   
 
Look around and you’ll see that most agents use what I call the Three P’s of Marketing: 
 

1. They Put a sign in your yard. 
2. They Put your home in the MLS. 
3. They Pray that somebody sells it. 

 
Well I’m here to tell you, hope is not a strategy.  Not one you can afford anyway.   
 
The average agent spends a whopping $182 a month on marketing.  I spend more than $5,000 
a month! 
 
“Be more specific,” you ask. 
 
I will, just not right now.  If it were up to me this letter would be 157 pages long.  But my wife 
says I get too excited and ramble too much.  I don’t want to risk you spraining an eye!  So I’ll 
start to wrap things up.  At least for now.  Because what you’ll find over the course of the next 
several weeks is… I’m going to be Marketing to you.   
 
Real marketing.  Honest marketing.  Unconventional marketing.  The same marketing ideology 
that delivers hundreds of home sales every year.  While the average onlooking agent muddles 
in the single digit home sales. 
 
If at any time you want to discuss the sale of your home, PLEASE CALL ME!  I can be reached 
at 219-531-1111. 
 
Before I go, I do want to make you an offer you can’t refuse (imagine a really good Marlon 
Brando impersonation). 
 
Here it is: “Your Home Sold in 89 Days or Less GUARANTEED, or I’ll Sell It For FREE!” 



 
I know, it’s a bold statement.  And you’ve been taught that if it sounds too good to be true, it 
probably is.  Or you’re saying to yourself, “Yeah, but what’s the catch?” 
 
Since you asked, here’s the catch… all of them. 
 
First, to qualify for the Guaranteed Sale Program, you MUST be a serious home 
seller.  Serious, meaning not delusional.  Not a psychopath.  Someone that legitimately wants to 
sell their home.  And understands that the market will always dictate the value, not some 
magical wizard or mystical unicorn. 
 
Second, we have the home appraised by a third party licensed and legitimate appraiser.  This 
step is only necessary if we cannot agree on the actual value of your home. 
 
Third, your list price cannot exceed 105% of the appraised value.  Don’t let this stipulation scare 
you.  We already touched on it in Myth #3.  Your home is worth what the market will pay for it.  If 
the most incredible and credible professional in the business (Me), and a third party licensed 
and bonded professional appraiser tell you your home is worth $200,000.  You better believe 
that every day of the week and twice on Sunday… your home is worth $200,000!  So asking for 
a bunch more dough is a horrible plan.  And with buyers being more educated on the market, 
now more than ever, pricing your home too high is completely counterintuitive! 
 
Fourth, we arrange for a consultation with a professional stager.  You are NOT required to do 
everything that she says.  However, a staged home always outperforms one that is not.   
 
Fifth, Free means that my side of the commission is waived.  You will still be on the hook for the 
buyer’s agent commission.  So technically it’s half free.  But it sounds better when I say FREE!    
 
That’s it!  That’s the catch to the most incredible irresistible offer possible… an offer that 
happens to squash your biggest fear of all.  And that is, “What if my home doesn’t sell?” 
 
Now you can rest assured knowing that I guarantee it to sell!  Plus we talked earlier about what 
Tom the Developer told me, “All homes sell.”  How good does that feel! 
 

 
 

If you made it this far… Thank You Thank You Thank You!  My wife wouldn’t have even made it 
this far in the letter!  Your business would mean a lot to me.  More importantly though, your 
relationship is much more valuable. 
 
My business has grown exponentially based primarily on referrals from friends, family members, 
and CLIENTS.  The ultimate sign of trust and appreciation is a referral.  I wouldn’t receive so 
many of them if I didn’t care. 
 



I care greatly.  I want to care for You.  Let me CARE FOR YOU!!!  Ok, sorry that sounds a little 
creepy. 
 
Call anytime 219-531-1111.  Email: bart@bartsellshouses.com 
 
With great appreciation, 
 
Bart Vickrey 
Real Estate Jedi 
Owner 
 
P.S.  Call within 48 hours of receipt of this letter for a very special gift!!! 
 

          
 

  


