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Protector. Innovator. Philanthropist. 

FOR MORE INFO VISIT WWW.IMPACTMARYLANDREALESTATE.COM 

IMPACT MARYLAND MONTHLY 
with Stacy Allgood-Smith 

 “HOW TO THRIVE IN EVERY KIND OF MARKET”                                                           APRIL 2019 

If you have friends, neighbors or family members who, like you, are a savvy homeowner who is concerned about how to maximize the value of your 
investment, and you think they would appreciate IMPACT MARYLAND MONTHLY, I’d be happy to make that happen...and, have it come as a gift 
from you.  Here’s how it works:  Simply shoot us an email (subscribe@ClientProfitSecrets.com) with your name and the name and address of the 
person whom would enjoy this newsletter.  I’ll include a note explaining that it is totally free because you arranged for a free subscription. 

At Impact Maryland Real Estate we live by 

the philosophy that “Stories are the 

Currency of our Society.” That’s why we 

say, ‘We Don’t Sell Homes; We Sell 

Dreams.’ 

HEADLINES 

- What “YouTube University” Taught Me 

About DIY Pgs. 1 - 3 

- April Birthdays. Pg. 4 

- Don’t Forget to Have Fun. Pg. 4 

- Stories From the Street – Million Dollar 

Phone Pgs. 5-6 

- Social Media Stories Pg 7 

-What Recent Members said about their 

experience with our Company.   Pg. 8 

What “YouTube University” Taught Me 

About DIY 

I don’t know about you, but I enjoy a good DIY project. 

Especially when it’s something I know I will keep and 

cherish for life — like my grandfather’s antique wood 

dresser, which we discovered after cleaning out his and 

Grandma’s house a good 30 years ago. 

I remember it stood out to me among a lot of other nice 

pieces. It was very dark, but underneath I could see these 

beautiful grains popping through. So, a few years after 

taking it home, I set my mind on refinishing it in a way that 

would bring out its natural beauty. 

First, I sanded it down. Then, I restained it to a beautiful, 

lighter color before putting on a good coat or two of 

polyurethane. It was a lot of work at the time, but definitely 

worth it. Now, you can see all the beautiful grains peeking 

out of the gorgeous solid walnut piece. 

Not everyone would take the time for this kind of project. 

But DIY is in my family’s blood. 

Growing up, my dad was “Mr. Fix It” around our house — 

for good, or bad. I still remember the number of times he 

would pass up calling a professional to tackle a repair job 

that popped up in our home. Whether it was cars, plumbing 

or building bookcases, there never seemed to be a job that 

he would turn down. After all, he was a mechanic who 

worked on helicopters in Vietnam during the war. 

Continued on the Inside… 
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Why wouldn’t he assume he could tackle the 

odd repair job around our house? 

Things may not 

have been 100% 

straight or done 

correctly. But 

they were done. 

After all, no one 

had the heart to 

tell him to just 

give in and call a 

professional. In 

fact, I still 

remember 

driving around 

an old beat-up 

Ford truck that 

my dad 

“restored” by 

filling the rust 

holes will steel 

wool and duct 

tape before 

giving the whole 

truck a new, bright orange paint job.  

Despite how it looked, I still drove that truck to 

move my stuff back home after graduating from 

Salisbury State in 1990. So, I guess he wasn’t that 

“bad.” But you have to admit he used the term 

“restore” pretty loosely. And when his homemade 

shelves in the attic ended up being 

made at a good 15-degree angle in 

the opposite direction, no one 

fussed too much. After all, they 

were just in the attic. 

It’s safe to say I am my father’s 

daughter. But, unlike my dad, I 

learned somewhere along the way 

that there are times for DIY and 

times when “jury-rigging” just 

won’t do and you’ve got to bite the bullet and call 

in the professionals… 

...no matter how shocking the price tag might be! 

Speaking of price tags, remember the show 

Sanford & Sons? If so, do you remember when 

Fred Sanford would get some piece of shocking 

news and shout out, “Elizabeth (his deceased 

wife), I’m coming for ya!” 

Well, that’s about how I felt a couple months ago 

when we got the bill for bringing the well pump 

in our house back “up to code.”  

If you don’t know (which we didn’t at first) when 

you have a well and septic instead of public 

water, your well pump can sometimes sound a lot 

like a garage door opening when it refills the 

water pressure tank. And, trust me, this is 

something you notice when your well pump is 

located directly underneath your bedroom — in 

what I like to call the “well of souls” area of our 

basement. 

At first, I got used to the sound. But when it 

went off every six seconds and keeping me up 

at night, I knew something was really wrong. 

Of course, my first thought was to turn to Google, 

or the trusty old “YouTube University” for 

advice. But it didn’t take long after starting my 

search for me to realize that this was NOT the 

kind of DIY project I was after. That kind of job 

might have been up my dad’s alley, but the 

plumbing was a little more than I could handle. 

And while I might have used YouTube University 

to change a cabin filter in my car, this was a 

whole different story. 

Can you imagine what kind of bill we would have 

seen if I had made a mistake and caused water 

damage to our home? I would be ready to join 

Fred and Elizabeth myself. “Wait for me!” 

So, I did what I knew I 

should do. I called the 

professionals. When they 

looked at it, they figured out 

there was a leak somewhere 

in the well system. So, they 

had to dig up the front yard, 

extend the casing and 

replace the well pump we 

had with a submersible 

pump. 

In other words, it wasn’t a job I could turn to 

Google to figure out on my own. 

My grandfather’s dresser 
table that I refinished. 

The professionals digging up our 
front yard to fix the well issue. 
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And while the price tag of hiring a pro wasn’t 

pretty, it was something I think all homeowners 

should be prepared to do from time to time. It’s 

one thing to refinish an antique piece of furniture 

or replace a small part in your own car. It’s quite 

another to do something that could cost tens of 

thousands (or more) of dollars in repairs. 

When you watch those DIY shows on TV, they 

make things look so easy. But even Chip and 

Joanna Gaines call in the professionals when it 

comes to plumbing or other work they can’t 

handle. 

You just don’t want to mess with one of the 

biggest investments you will make in your life 

— your home. 

I’m not a plumber, but I do understand how much 

you can gain (or lose) if you trust your home 

maintenance or even real estate transactions to 

someone without experience or try to “go it on 

your own.” 

A real estate agent is not just there to show 

houses or close on an offer. They’re there to field 

the 30-40 people who are involved in the 

transaction, from start to finish. The loan agents. 

The inspectors. The contractors. The stagers.  

All of the people who are crucial to the process of 

a home being purchased or sold. 

Then, of course, you have the unseen agents who 

work behind the scenes to make sure a house gets 

seen in the first place. (Trust me, it’s not just 

about letting the “market” work for you). The 

market only does its job AFTER the agent 

successfully markets the home and gets buyers in 

to view the property. 

And the better the agent is, the smoother this 

process goes. This could mean the difference of 

tens of thousands of dollars in profits for you, the 

seller.  

So, don’t let shows like Million Dollar Listing or 

Flip This House fool you. There are millions of 

things working behind the scenes of every real 

estate transaction they cover. And it’s the things 

that don’t make for good TV that DO make for a 

good home sale or purchase. 

No matter what side of a home transaction you 

are in, it (literally) pays to go with the pros on 

this one. Trust me. 

So, while you might catch me and my husband 

working on the yard 

on a Saturday, 

listening to Jimmy 

Buffet or the Zac 

Brown Band while 

we clean up the patio, 

you won’t find us 

taking on the role of 

electrician or plumber 

anytime soon. 

If there’s anything 

I’ve learned in real 

estate, it’s when to 

turn to YouTube 

University for advice 

and when to leave it 

to the pros to make 

my money count. 

And if you ever have any questions on how to 

make your next real estate transaction a profitable 

one (whether you’re buying or selling), you can 

trust me and the pros at Impact Maryland Real 

Estate to give it to you straight. 

Until next month, 

Stacy

The Impact crew and friends enjoying an open 
house. (and possibly involved in shooting a video) 

Happy Spring from Rick 
and Stacy! 
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Don’t Forget to Have Fun!!!! 

 

 

 

April Quiz Question 

Q: Who was the first MLB player to 
throw over 100 mph? 

Everyone who texts, emails or calls in 
the correct answer by the last day of 

this month will be entered into a 
drawing for a $25 gift certificate to 

Carabba’s, Outback, Bonefish.   

March Question & Answer 

Q. In what year was the first NCAA 

men’s basketball championship? 

A:  1939 

 

Congratulations: Alexis Morgan! 

Happy Birthday 

Here are April Birthdays from our friends of Impact Maryland Monthly.  If you have a birthday in April and don’t 
see your name on this list, please email or call us so that we will include your birthday. 

 

 

 

 

 

 

 

 

 

 

Be Sure to Wish these Friends a HAPPY BIRTHDAY if you see them. 

Ashlun Kunka  Apr 1st 

Betsy Cavazos  Apr 1st 

Garrett Hamilton  Apr 1st 

Keri Fackenthall  Apr 1st 

Quinn McClellan  Apr 1st 

Alissa Haynes  Apr 2nd 

Jenny Orndorff  Apr 2nd 

Josh Keeney  Apr 2nd 

Julia Tusing  Apr 2nd 

Nicole Goodwin  Apr 2nd 

Colin Bitler  Apr 3rd 

Luanne Barnas  Apr 3rd 

Russell Austin  Apr 4th 

Alice Sacchetti  Apr 5th 

Mike Long  Apr 5th 

Patrick McCauley Apr 5th 

Jennie Ballenger  Apr 5th 

Justin Anders  Apr 7th 

Cheryl Skipper  Apr 8th 

Kelsey Simmons  Apr 8th 

John Thorhauer  Apr 8th 

Austyn Tsikerdanos Apr 8th 

Stefanie Ulrey  Apr 8th 

Laura VanSant  Apr 8th 

Diego Monzon  Apr 9th 

Paul Goodwin  Apr 9th 

Victoria Love  Apr 9th 

Bonnie Hines  Apr 10th 

Laney Kelly  Apr 10th 

Lauren Kelly  Apr 10th 

Ryan Weinstein  Apr 10th 

Jeff Love  Apr 11th 

Callie Brown  Apr 12th 

Paula Hood  Apr 12th 

Monica Stuckey  Apr 12th 

Sean Quill  Apr 14th 

Christina Balsor  Apr 17th 

Roman Monzon  Apr 17th 

 

Darryl Brenzel  Apr 20th 

Marli Sayles  Apr 20th 

Olivia Rogers  Apr 20th 

Christopher Martin Apr 21st 

Matt Doody  Apr 23rd 

Wesley Tan  Apr 23rd 

Hanna Wharton  Apr 23rd 

Scot Bracewell  Apr 24th 

Ellen Santucci  Apr 24th 

Dane Sutherland  Apr 24th 

Eric Verdi  Apr 24th 

Mark Wharton  Apr 25th 

Scott Glasco  Apr 26th 

Rick Grubb  Apr 26th 

Sherri Harawa  Apr 26th 

Ryker Keeney  Apr 27th 

Mark Temporado  Apr 27th 

Sean Johnson  Apr 28th 

Cheyenne Fandel  Apr 29th 

Steve Linger  Apr 29th 
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Million Dollar Phone 

“I Got A Guy” 

Evolution takes many 

forms.  We aren’t today 

who we were yesterday 

and who we will be 

tomorrow.  We meet 

new people, form new 

relationships, have new 

experiences, and adapt 

and acquire new skills 

and knowledge.  If you 

would have asked 5 

years ago if we would 

have a book written that 

Documents our 

Approach to Superior 

Results I would have said that you are crazy.  But 

over the course of 24 months, our book, The 

Psychological Approach to Sell Real Estate was 

researched, documented, and written.  If you 

haven’t read you can pick up a copy on Amazon, 

or just head over to www.SteveJobsApproach.com 

for your free copy – we just ask that you pick up 

shipping. 

The strategies in our book are tried and true 

strategies to position your home in a Superior 

position to achieve maximum profits. 

We studied Nike and Phil Knight, Starbucks and 

Howard Schultz, Apple and Steve Jobs to figure 

out how they positioned their products among a 

sea of competition.  How they created a following 

and how they sold their products for premium 

prices. 

Our research led us to dig deeper into Steve Jobs 

and what we found was that there were 7 

Fundamental Principles that Jobs used to position 

Apple and their products. 

We decided the same 

could be done with 

home sales. 

Having years of research 

and test cases under our 

belt we decided to put 

our strategies to the test.  

And the results, they 

were record breaking 

sales.  By position 

houses using the same 

principles that Apple 

used we were able to sell 

some homes for $30,000 

more than the identical home just down the street. 

Do we always get these results?   

Nope, but what do is position your home in the 

best light to sell and eliminate the mistakes that 

others make when selling their home. 

Contrary to popular belief, as a home is a person’s 

most important investment, will make the decision 

to purchase a home on EMOTION…  

Read that again. 

People will make an offer on a home, will submit 

a contract on a home based on EMOTIONS.  They 

will then justify that decision with LOGIC.  But if 

you can’t play on people’s emotions you are losing 

out on thousands, if not, tens of thousands of 

PROFIT.   

There are specific strategies that you can use to 

create an emotional connection between your 

home and potential purchasers, they are outlined in 

‘Stories From The Street’ 

Stories from the Street is a series monthly articles using real life examples, told in ‘story’ format to give you 
knowledge of what actually happens behind the scenes of a Real Estate Transaction. 

http://www.stevejobsapproach.com/
http://www.stevejobsapproach.com/
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our Book, get your free copy at 

www.SteveJobsApproach.com 

One of the keys to achieving these results is 

making your home stand out amongst the sea of 

homes for sale. 

There are MANY ways to increase the perceived 

value of your home some you can do on your 

home and our Interior Stylist will help guide you 

through some DIY ideas.  Others could be more 

extensive and could require a contractor and/or 

team of contractors to get the same results. 

We recently walked into a townhouse that a 

lifelong friend wanted to sell and knowing that 

they wanted to extract hidden profits we came up 

with game-plan for them to execute. 

This project was a combination between some 

DIY ideas and bringing in a contractor to knock 

out some bigger items. 

I could see my friends starting to sweat as we 

walked through.  Need this painted.  Need this 

finished.  Need new carpet here.  What about that 

door? Can it be replaced.  The roof, it’s got some 

missing shingles.  The list was getting longer and 

longer and I could see the worry coming over their 

faces about how it was going to get done. 

They could see my wheels spinning… 

What I was really trying to figure out, in my head, 

was if it was worth getting a GC involved to knock 

out the entire project or if it was just easier and 

more efficient for me to manage the sub-

contractors to come in and knock it out. 

After years of doing this our Rolodex (not really a 

Rolodex anymore) is DEEP of people that will 

help me, my clients out… and bend over 

backwards to get the job done. 

I recently joked with a client that my cell phone 

was worth 1 Million Dollars… Yes, $1,000,000 

not because of any special feature, function, or app 

but because what of the contacts within my phone.  

The relationships within the contacts on my phone 

can get just about anything done. 

Need a Painter or 3?  Plumber?  Framer?  HVAC 

guy?  Carpet, Tile, Flooring?  Insurance?  

Investments?  Bank on Yourself Insurance Policy?  

Need a Real Estate Agent in Wisconsin?  Hard 

Money?  General Contractor?  Employment 

Agency? 

If you had the contacts in my phone you could 

build a house.  Literally!!! 

It would be one thing just to be able to google 

search and to find these contacts.  It is entirely 

different to have relationships with ALL of these 

special people.  The are friends, I take care of 

them and they take care of me/my clients. 

A recent client, who I’ve known since 

Kindergarten, called me and said, “Eric, we want 

to sell our house and you were the first person my 

husband and I thought of.” 

After our first meeting I knew that we needed 

some roof work, painting, carpet/flooring, 

cleaning, and staging.  I told them everything that 

needed to be done to sell their home in today’s 

market.  They looked at me with a glazed look, I 

said, “Don’t worry, I got this… I have people that 

will help with all of this!” 

Then 2 weeks later while they were doing what 

they had to do to get their house ready before I 

could employ my team the HVAC/heating stopped 

working.  They were worried and called me. 

“I Gotta Guy!” 

Within 24 hours they had a new HVAC system!  

Business and Entrepreneurship is a microcosm of 

life, it is ALL about Relationships and how you 

strengthen/form those relationships.   

That’s why my phone is worth a $1,000,000… 

Those relationships! 

 

 

 

 

 

 

http://www.stevejobsapproach.com/
http://www.stevejobsapproach.com/
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Social Media Stories 
I share quite a bit on Social Media platforms, especially on Facebook. I know some of you may not be on 
Social Media, so here are a few of my Social Media Stories that got some interest, likes, and comments. 
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For Inquires AND Referrals contact: 

StacyAllgoodSmith.Impact@gmail.com 

Or Call/Text to 240-446-2210 

Testimonials from recent ‘IMPACT Maryland Monthly’ Members 

We LOVE our clients and work tirelessly to get Superior Results when you hire us.  We realize that your home is your most important 

investment we treat the entire experience knowing that it is YOUR family and YOUR life that we are involved.  We don’t take this 

responsibility lightly.  The following review is of one of our Partners and is taken off our Facebook Page.  If we have worked with you, 

we’d love your feedback.  www.facebook.com/impactmarylandrealestate  

- Impact has a selling system that works. In addition, they are very professional and thorough as the process 
unfolds. Highly recommended. 

This newsletter is intended for entertainment purposes only.  Copyright 2019 Impact Maryland Monthly.  This information is solely advisory, and should not be 
substituted for medical, legal, financial or tax advice.  Any and all decisions and actions must be done through the advice and counsel of a qualified physician, 
attorney, financial advisor and/or CPA.  We cannot be held responsible for actions you may take without proper medical, financial, legal or tax advice. 

       IMPACT MARYLAND MONTHLY 
      with Stacy Allgood-Smith 

3295 Prices Distillery Rd.                                                                                                                                   
Ijamsville, Md. 21754     
240-815-0890 
                                                                        

http://www.facebook.com/impactmarylandrealestate
http://www.facebook.com/impactmarylandrealestate

