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Experience
Ability is what you’re capable of doing. Motivation determines what you do. Attitude determines
how well you do it.
Professional:

Actively licensed since 1985—Licensed in Georgia and South Carolina
1991— Received Associate Broker license

Accomplishments:

Woman of the Year 1991
Active Member of Columbia County Chamber of Commerce
Circle of Excellence
Founded ReMax Partners in 2009
Circle of Excellence 1988—Present (Million Dollar Club)

Boards:

Greater Augusta Association of Realtors
Women’s Council of Realtors
Builder’s Association/Sales & Marketing Council

Service Area:

Entire CSRA area—including Columbia County, Richmond County, McDuffie County,
Lincoln County, Aiken County & Edgefield County

Expert RELOCATION SPECIALIST with USAA, Cartus & Cendant

Contact Info:

706-830-1080 (Cell)
706-922-7355 (Office)
Email: bdansby@remax.net
Website: www.brendadansby.com
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Listing Services
“I pride myself as being a problem solver and value Customer/Client relations.
Bringing buyers and sellers together to make it happen!”
Professional property evaluation and market analysis.
Determine the best selling price for the most money in the least amount of time.
Give advice on how to prepare your home to sell.
Enter your home in the Multiple Listing Service (MLS) , which gives every Realtor in the Augusta area information on your home.
Schedule an Open House if seller desires.
Color brochure to be placed in home.
Mail “Just Listed” card to all owners in subdivision.
Virtual Tour
Additional exposure real estate websites (List included)
Create magazine and newspaper ads to run in The Augusta Chronicle & Homes and Land Magazine.
Show and promote property to all possible buyers.
Manage leads and follow up with buyers.
Get feedback from all showings and relay to seller.
Furnish any information needed about property to any realtor or potential buyer at any time.
Review activity and adjust marketing and/or price if needed.
Present all offers and negotiate the highest possible selling price and best terms.
Oversee progress towards closing when a contract is accepted.
Monitor the appraisal and Buyers’ loan approval.
Stay in contact with selling agent to make sure things are proceeding smoothly.
Be present at closing to assure a successful transaction.
Stay in contact with Sellers through phone calls and email.
SELL YOUR PROPERTY!

Prepare Your House to SELL
General Tips:

 Clean everything thoroughly. Ask a friend to help you assess your efforts in sensitive areas, such as

pet odors.
 Put out clean towels, new soap, a nice tablecloth and fresh flowers.
 Don’t be at home (if possible) during a showing or open house. Your absence will put buyers at ease

so they’ll feel free to linger and ask questions.
 If you do stay, be polite, but let your sales associate do the talking.
 Don’t apologize for the condition of your home.
 Make sure kids and pets are out of the house, if possible.
 Unclutter all areas of your home to create an impression of spaciousness and plentiful storage space.

A great way to clear away clutter and make money at the same time is to hold a yard or garage sale.
 Nothing makes a home look newer faster than a fresh coat of paint. Neutral colors such as beige,

white, off-white and gray have a broad appeal to prospective buyers. These colors suggest newness
and cleanliness. It's a good idea to stick to neutrals when making any improvements prior to selling
your home.

Prepare Your House to SELL
Kitchen: Ask home buyers what area or room of the home they consider most important, and chances
are they'll say the kitchen. When prospective buyers look at your kitchen, they will pay particular attention
to its cleanliness, layout and storage capacity. If major appliances are being sold with the home, make sure
they are spotless, odor-free and in good working condition. Polish chrome surfaces. Fix any leaky faucets,
loose cabinet hardware, drawer handles and outdated or inefficient light fixtures. Make efficient use of
drawers and cabinets with dividers and cutlery trays.
Floors & Lighting: Carpeting has a major impact on the look of a home. Vacuum thoroughly or have it
steam cleaned. If it is badly worn, outdated or stained, consider having it replaced, despite the expense.
Pull up any carpet that is outdated or worn. Check wood floors to see if they need to be refinished. Scrub
and wax tile floors, and repair or replace cracked tiles. Make sure light fixtures, switches, switch plates &
outlet covers are clean and in good working order.
Windows & Walls: Clean your interior and exterior windows and screens. Repair cracked panes, torn
screens, broken sashes, and ropes or cords as well. When your home is being shown, open your curtains to
let daylight in, especially if the view is noteworthy. Wash all mirrors in the house—launder and clean curtains & drapes. Repair any cracks or holes in the walls & ceiling, and repaint if necessary. Strip outdated
wallpaper.
Storage: One of the first things a buyer looks at in a home is the storage it offers. A general rule of
thumb for sellers is to take out half of what's in the closets and storage areas to make them look more spacious. Take advantage of the fact that you're preparing to move. This might be the right time to throw out,
donate, sell or store things you no longer want. Remove excess furniture, even if only temporarily, to make
rooms seem as spacious as possible. Make sure attics and garages are well organized and give prospective
buyers the impression that there is room for all of their belongings. Don't let a perceived lack of closet and
storage space become an objection for a prospective buyer.
Exterior Touch-ups: Paint: It's true that first impressions are lasting. So take a good look at the paint
on the outside of your house. Is it cracking, peeling or chipping? If it is, a fresh coat for your exterior may
cost you a bit of time and money but may elevate your home from "fixer-upper" to "move-in condition." If
you decide your home needs painting, choose colors that are appropriate for the style of your home and
that blend in well with your neighborhood Roof: Buyers will pay close attention to the condition of your
roof. Repatch or reshingle where necessary, and fix leaky, corroded downspouts and gutters. Inside, a watermarked ceiling is a sign to buyers that the roof has leaked—even if the damage has been repaired.
Article from Better Homes & Garden on msn.com
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Recipe For a Sale
Quality will be prized as a precious possession. “I think one of the worst fears, especially for a
Seller, is that their home is listed and they never hear from their agent. My goal is to have
effective communication often.”

5 ingredients that make up the sale of your home
1.

Location

We usually cannot move a home! To coin the favorite phrase of appraisers:
“Location, Location, Location.” The pricing of your property must reflect its
location.

2. Condition

The upkeep and presentation of your property is crucial to obtain the highest value for your home in any given market at any given time. The pricing
of your property must reflect its condition.

3. Price

Price is the number one factor in the sale of a home. A property is really
only worth what one person is willing to pay another to gain ownership of it.
Price must be in direct relationship to the other 4 ingredients and it is the
most important of all!

4. Terms

The more terms available on your property the more potential purchasers
you reach. The pricing of your property must reflect the kinds of terms
available to purchase it.

5. Market

Interest rates, competition and the economy all influence the state of the
market when you sell your home. The pricing of your property must reflect
the current status of the market.
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Testimonials
“Quietly doing business the right way.”
“Brenda Dansby is an excellent agent. We have dealt with her in the past and will in the future. Brenda is a professional
who is on top of everything.” Christy
“Brenda Dansby was very helpful throughout our buying process. She also assisted with many questions we had during the
relocation process. We have recommended her to friends.” Tom
“Everyone was more than helpful during the whole process. Brenda put me at ease through my first home buying experience. She was always available anytime I needed help. Thanks!” Jennifer
“We were very satisfied with all the services we received from Brenda. She was excellent. We have known her for years
and had a lot of faith in her ability to do what we wanted to do. She did just what we wanted her to do. Thank you!” Bart
“Brenda and her team did an outstanding job in helping us find a home with the features we wanted, in a community we
desired, and at a price we were happy with. I’d recommend Brenda to anyone considering buying or selling a home!” Mike
“Brenda Dansby was always available to help us – no matter what time or day. Brenda is an asset to your company.” Steven
“The whole process was handled very professionally. The entire staff was helpful and interested in our home. Brenda and
her staff was top notch. The best!” Jerry
“I already have recommended Brenda to another person relocating to the area. She was so knowledgeable and made the
process very smooth. We cannot
“The interpersonal relationship between our realtor and us was not only professional, but trustworthy. Commitment of
time was not an issue as Brenda went the extra mile. Thank you for excellence of service.” Tammy
“As a new resident of Georgia, I needed to rely on the expertise of a local agent. I found that Brenda Dansby provided all
the information I needed for finding a new home and also in getting to know the area.” Scott
“Brenda Dansby is awesome!!! Best agent I know. My step-mom is a real estate agent and I would take Brenda over her.”
Matt

Crawford Creek 1021 Highgrass Court $249,900

Features
Beautiful quality in this home, featuring an open floor plan, kitchen with granite
counters, stained open-top cabinets, stainless steel appliances, pantry & bar area.
Built-in bookcases in Great Room. Master Suite with large walk in closet, ceramic
tile in bath with dual vanities, garden tub and separate shower. Master bedroom and
2nd bedroom on main level; 3rd & 4th bedrooms and full bath upstairs.
4 Bedrooms, 3 Baths Approx. 2,655 Square Feet
Arched cased openings
Hardwood floors throughout main living area.
Access to screened porch from Great Room and Master
Bedroom
Built by Vicki Blackburn Builders

See a virtual tour of this home at
REMAXPARTNERSONLINE.COM
Room Sizes:
Kitchen 12x15
Bedroom 2 11 x 15
Breakfast Area 110 x 10
Bedroom 3 16 x 17
Great Room 25 x 16
Bedroom 4 16 x 18
Master Bedroom 17 x 18

RE/MAX Partners

For More Information please contact:
ReMax Partners
(706) 922-7355
725 Industrial Park Drive, Suite 2, Evans, GA 30809

REMAXPARTNERSONLINE.COM
©2009 Imprev, Inc.

Information contained herein deemed reliable, but NOT guaranteed

RE/MAX Partners
725 Industrial Park Drive, Suite 2
Evans, GA 30809

www.BRENDADANSBY.com

SEE VIRTUAL TOURS OF THESE HOMES AT
JONES CREEK PLANTATION

DEERWOOD ESTATES

LAKE ROYAL – 2.1 ACRES

RIVER ISLAND

JUST LISTED
636 Emerald Crossing
6BR 4.5BA $799,900
MLS 360408

920 Deercrest Circle
5BR 4.5BA $499,900
MLS 308912

1717 Kings Drive
4BR 3BA $449,900
MLS 360784

223 Dixon Court
5BR 3BA $359,900
MLS 345880

STRATFORD

WINDMILL PLANTATION

WINDMILL PLANTATION

CREEKVIEW ACRES

4582 Aylesbury Court
4BR 3.5BA $274,900
MLS 353562

5149 Windmill Plantation
4BR 2.5BA $264,900
MLS 358221

850 Windmill Lane
4BR 2.5BA $244,900
MLS 359733

4201 Anderson Circle
3BR 2.5BA $229,900
MLS 353415

KNOB HILL

KNOB HILL

HAMILTON CROSSING

RIVERWOOD PLANTATION

928 Woody Hill
5BR 3BA $223,000
MLS 351866

600 Cornerstone Place
4BR+Bonus 3BA
$219,900 MLS 358223

4147 Quinn Drive
4BR 2.5BA $184,900
MLS 360607

BRADFORD PLACE

SUMMERFIELD

JUST LISTED
356 Sandleton Way
3BR 2BA $162,900
MLS 354722

SUMTER LANDING

STRATFORD

FOR LEASE
114 Bartlett Lane
3BR 2BA $142,900
MLS 359674

Brenda Dansby
706.830.1080
Realtor/Owner
ABR | CRS | GRI | SRS
27 Years Experience
Licensed in GA & SC
Life Member Circle of Excellence
Certified Distressed Property Expert

2024 Summer Valley Way
3BR 2BA $82,900
MLS 347043

1228 Sumter Landing Lane
5BR 2BA $1950/Month

204 Bainbridge Drive
4BR 2BA $1500/Month
MLS 358637

Laurie McCann
706.877.6440

Realtor
Licensed Assistant
7 Years Experience
Licensed in GA & SC
Certified Distressed Property Expert

706.922.7355
866.621.8861
Each RE/MAX office is independently owned & operated.

HOMES & LAND OF AUGUSTA & THE GREATER CSRA • Email: handl@augustashomes.com • Web: www.homesandland.com

90% of Home Buyers look
to the Internet first!

Your Home will Benefit from Maximum Exposure with the
VisualTour Marketing System – the #1 virtual tour marketing solution!
Attract qualified buyers with maximum exposure on the internet

Get even more exposure on leading video sharing sites and search engines

Leverage the power of VisualTour linked to Social Media & Networking sites

Take advantage of the VisualTour brand broadcast to millions of consumers on our Emmy award winning TV ads

Distribution sites and options are subject to change without notice.
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Also, other Realtors in town can preview my VisualTour of your home right
from the MLS. They can show it to help qualify the buyers they represent.
Just as important, I will feature your VisualTour on my own website and
via email marketing. I can even email you important viewing statistics
on the effectiveness of my VisualTour campaign.
VisualTour is the #1 traffic generating
virtual tour system in the US.

VisualTour gives
you more than
3x the exposure
of any other
virtual/video
tour brand!
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Internet marketing is more than 18x as effective as newspaper advertising
and 36x as effective as homes magazine advertising to find home buyers.

VisualTour
44.8%

