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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”                                                              MAY 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 

- A 28 Pound Loss & 90% Gain Pgs. 1 - 3 

- May Birthdays. Pg. 4 

- Don’t Forget to Have Fun. Pg. 4 

- Stories From the Street - List it or Flip It 

Pgs. 5-6 

- Impact Club Pg 7 

-What Recent Members said about their 

experience with our Company.   Pg. 8 

A 28-Pound Loss & 90% Gain 

A Little Message on Mindset From “Counselor” 

Stacy 

Just call me "Counselor Stacy" because I have a little 

nugget for ‘ya. 

If you've been reading my newsletters (especially around 

January) then you know I've made some big goals for the 

new year.  

Four months ago, I started on a journey of becoming more 

fit and healthy and with my positive mindset. I have seen 

good results, and I have continued to get in my exercise and 

focus on healthier eating habits. 

That new mindset has led me to lose 28 pounds! 

The best part is seeing how the whole body changes the 

more you work out. They say for every 20 pounds, that's 

about a size. Now, I haven't bought any new clothes yet, but 

I'm definitely already down a size or two. 

And just like Diamond Dallas Page, I feel unstoppable! 

I’m actually reading his new book, "Positively 

Unstoppable,” right now and soaking up his talks and 

nuggets of wisdom. One thing I’ve been encouraged by is 

the idea "Living Life at 90%" and how we need to take four 

steps to live that way: react, adapt, breathe and take action. 

Life is 10% what happens to you and 90% how you 

react. 

Continued on the Inside… 
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Quoting the great Chuck Swindoll (or Lou Holtz 

depending on what you Google), DDP gave an 

hour-long talk on this topic.  

But I'll try 

to sum it 

up: No 

matter 

what 

happens to 

you, 

positive or 

negative, 

you're 

going to 

react. And 

it's how 

you adapt 

to what's 

going on 

that will determine how smoothly the next steps go. 

So, take a breath -- or several -- and let it go!  

If you know me, this is not a new lesson for me.  

10 years ago this month, I got laid off from my job 

of 18 years. At first, I was actually kinda glad for 

the break from the day-

in-day-out grind. Leaving 

that commute behind was 

also great. It felt great to 

just breathe. 

But a couple weeks of 

that, I got antsy for more 

things to do. 

Job searching took 

maybe a couple hours 

every morning. So, I was 

getting restless. I needed 

to take action. 

I would try anything I 

could to keep myself 

occupied and avoid the 

temptation to just stay 

home watching cat 

videos 24 hours a day. So, 

I did things for others. I 

remember my neighbor 

had been in a car accident and completely shattered 

his ankle. So, I stepped in to mow their lawn while 

his wife was busy taking care of him. 

I enjoyed it and they gave me a few bucks for it. 

But, honestly, I would have done it either way. 

They were great neighbors! 

Also at the time, my dad was in the nursing home 

after his stroke a year before. And I became the one 

my mom and brother turned to for help. 

You see, my brother had MS and was unable to 

drive. He was also a member of the board of 

directors for MS House and needed to get to the 

board meetings. Since dad was in the nursing home 

and I didn’t have anything else going on but trying 

to find a new job, I drove him to the meetings and 

we’d get to catch up and have lunch and hang out a 

little bit. 

Also, I helped Mom in going to the grocery store 

and ferrying her around to doctor appointments and 

such, since she didn’t drive anymore due to her 

poor eyesight. 

At that point, my 90% reaction was great. I saw 

and found things to do, and I had been finding 

good ways to fill my time. 

Then…. 

...A little more than two months after I got laid off, 

my dad passed away. 

In many ways, it was a 

relief. He was no longer 

suffering. But the reality 

of someone not being 

there anymore was 

sometimes hard to 

endure. 

Life at 90% at that time 

for me – was bad. 

I didn’t want to do 

anything. I went through 

the motions. And 

emotions. 

About six weeks after my 

dad passed, I remember 

thinking I was doing well 

with the grief. Then, one 

morning, I woke up and 

read a social media post 

from a friend, whose dad 

passed the night before. The next thing I knew, I 

was laying on my living room floor, crying, being 

reminded of my own loss just a few weeks earlier. 

I found this left picture from 
December so I tried to recreate it. 
Except…it doesn’t look the same. 

A screenshot from Facebook of Easter Sunday 
and the First Annual Smith Talent Show. 
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It was eye-opening that I wasn’t doing well. 

Eventually, I got myself back together. 

I did finally get a job in the fall, but that summer 

was a learning experience I will never forget. Fast 

forward to 10 years later, going through all I have 

been through, job loss, career changes, and more 

family losses, I understand who I am so much 

better. And I’ve learned 

a bunch more, through 

experience and examples 

and mentors, about 

tenacity and moving 

forward. 

Remember last month 

when I was telling you 

about the well pump? 

Remember that 

Sanford and Sons 

moment? “Elizabeth, 

I’m coming for you!” 

Well, what I didn’t tell 

you was about my melt 

down when they told me how much it would cost to 

repair. Yes, I was scared. Yes, I walked away from 

the technicians and cried. For about 30 seconds. 

Then, I wiped my face off and gathered myself 

together. 

And took a really deep breath. Or eight. 

I thought, well, we had funds earmarked for other 

necessary items, so we’re just going to have to 

adapt our original plan. Life happened, and we were 

able to move forward. 

90%. That's the power our reactions have over 

our lives. And I just needed 30 seconds to 

remember to take control of mine. 

You see, in the 10 years that I've been away from 

that safety net of a regular "J-O-B" and the day-in 

and day-out routine of a 9 to 5, I've learned some 

amazing things about myself.  

Like DDP, I can be positively unstoppable!  

I can run my own business. I can take care of my 

family. I can take control of my health. And, most 

importantly, I can take control of my reactions and 

have a good reaction 90% of the time, to take 

charge of 90% of my life. 

And, trust me, that mindset is exactly what you 

need to get through a real estate transaction with 

your mind and emotions intact. 

The truth is, whether you're buying or selling, 

things will NEVER go completely according to 

plan. Sure, you might be pre-approved, have a great 

lender, great qualifications and/or have prepared 

your home diligently for 

sale. But there are things 

that will just be outside of 

your control that could 

surprise you. That's just 

life. 

Curveballs will come 

your way. Jobs can 

disappoint you. Loss will 

happen. 

All you have to do? 

React, adapt, breathe, 

and then take action! 

I’ve been told by several 

seasoned real estate brokers and agents that there is 

no “normal” real estate transaction, that changes 

can be dropped at the last minute. 

Things don’t always go “as planned” and something 

out of the agent or client’s control…happens. 

The agents who do the best for their clients are 

going to be the ones who can react, adapt, breathe, 

and then take action for best results for their clients. 

Even if agent’s Plan A falls through, there’s a Plan 

B. And then be ready with Plan C, because you 

know it’s going to happen, too! 

So, if you want to work with an agent who is ready 

to take those curveballs and go to bat for you…wait 

that’s a sports analogy…and y’all probably know 

by now I’m not big into sports. 

If you want to work with an agent who is ready to 

play it as written but may have to change that tune 

or alter that melody a smidge, we can build a 

harmonious relationship. 

Until next month, 

Stacy

A Smith Family Easter celebration – after the 
Talen Show 
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Don’t Forget to Have Fun!!!! 

 

 

 

May Quiz Question 

Q: In the cartoon world, who has a 
cousin called Slowpoke Rodriguez? 

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.   

April Question & Answer 

Q Who was the first MLB player to 

throw over 100 mph? 

A:  Nolan Ryan 

 

Congratulations: Heidi Robar! 

Happy Birthday 

Here are May Birthdays from our friends of Impact Maryland Monthly.  If you have a birthday in May 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. 

Jenny Brenzel  May 2nd 

Kenny Insley  May 2nd 

Jacob Martin  May 3rd 

Vicky Neely  May 3rd 

Karen Kapust  May 4th 

Leila Martinez  May 4th 

Lena Picha  May 5th 

Ryder Cavanaugh  May 5th 

Kim Nunez  May 6th 

Grant Huffstetler  May 7th 

William Huffstetler May 7th 

William Pattison  May 8th 

Leon Kaas  May 8th 

Steve Duncan  May 9th 

Josilyn Insley  May 10th 

Abe Lopacienski  May 11th 

 

Anna Elisa Scott  May 11th 

Catherine Gilbert  May 11th 

Dan Wilson  May 12th 

Claire Purgason  May 13th 

Kenny Barnas  May 13th 

Mike Haggerty  May 14th 

Linda Holifield  May 15th 

Jim Steele  May 17th 

Tyson Tsikerdanos May 18th 

Max Van Vlerah  May 19th 

Kate Felton  May 20th 

Brad Ranneberger  May 20th 

Jamie Stanley  May 20th 

Michelle Bairrington May 21st 

Garrett Goodwin  May 21st 

Raymond Wilson  May 21st 

Jenn Cavanaugh  May 21st 

Camryn Rawlett  May 22nd 

Heather Fogelson  May 22nd 

Ray LeBlanc  May 22nd 

Colin Haraway  May 23rd 

Derek McCauley  May 23rd 

Lauren Fox  May 23rd 

Bobby MacCracken May 24th 

Megan Sutherland May 24th 

Andres Menocal  May 25th 

Brent Allgood  May 26th 

Jennifer Bobbitt  May 27th 

David Morris  May 27th 

Michelle Schaffer  May 28th 

Sherri Beachley  May 29th 

Jeremy Bitler  May 31st 
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List It or Flip It 

We’re part of a group of about 100 Entrepreneurs 

that strive to innovate and advocate for their clients 

and are always pushing the envelope forward to find 

new ways to achieve these results.  The group is 

made up of about 60 real estate agents and 40 

entrepreneurs from various other industries, our 

locations are spread all across the US, Canada, and 

even New Zealand.  These guys are some of my best 

friends and we all go through the same struggles and 

can bounce ideas off one another. 

Recently the group, with 4 of the entrepreneurs, 

spearheading what has been called the Game of ‘List 

it or Flip it.’  They are documenting an approach to 

help sellers achieve additional hidden profits by 

increasing the perceived value of their property.  

Could be cosmetic like paint and carpet.  Could be 

renovating/updating kitchen and baths.  Some are 

even major renovations like adding additional rooms 

and patios/decks.  Another option is just selling it to 

an investor/as-is and not worrying about the 

additional costs and headaches. 

The decision is ultimately the homeowners to 

make. 

It is up to us to give them options. 

We have been practicing ‘List it or Flip it’ for years 

and even documented the approach in our book, 

“The Psychological Approach to Sell Real Estate.’  

We have talked about finding hidden ways to 

increase the perceived value of homes. 

Ultimately ‘price is what you pay, value is what you 

get’ is a quote that we live by.  If you can increase 

the value, or better said, the perceived value then 

buyers will pay for that added perceived value and 

increase the bottom line of the seller. 

The Seller is the ultimate decision maker about 

what they want to do with their home it is up to 

the professional to give them options. 

When you go to the Doctor, the Specialist with back 

pain they typically don’t say let’s do surgery 

tomorrow.  No, they give options to treat the pain to 

see if those treatments will stick and improve before 

taking further measures.  Doctors will give you their 

opinion and advice of each option then you and your 

family decide the best course of action. 

Very similar to how we help sellers. 

When we meet we will typically give you 2 or 3 

options, sometimes it might be 4 options but usually 

it is 2/3 options.  

But we don’t even give the options until asking 

this simple question: 

What is it you are looking for in your home sale?  Is 

timeline most important? Price? Ease of Sale? 

You’d be surprised at the number of clients say, “I 

just want to be DONE.  I’m done and ready to move 

I don’t want to invest another dime in my house.” 

vs: 

“I need to get as much money as possible out of my 

home so that I can …. [buy another 

house/retire/downsize]” 

With these two answers there are different 

strategies that we can suggest, and we typically 

meet with sellers and layout the options: 

1- Sell As-Is (resulting in the lowest price, but 

also requires the least amount of investment 

of time and money). 

2- Clean and Scientifically Stage – This is the 

method that most choose and requires the 

effort of the seller to prepare their home but 

then also requires our team to be put in place. 

3- Increase Perceived Value – This could 

require updating flooring, HVAC, roof, 

kitchen, redoing baths and kitchens, finishing 

‘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. 
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basements.  – This process can seem 

daunting to most homeowners and this is 

where we really excel in helping clients. 

4- Full blown renovation… 

Going back to option #3 – if the desired result of the 

homeowner is to increase perceived value we have 

contractor partners in all different industries that are 

able to help our clients.  They are their own 

contractors, and their own companies so we have to 

work within their timeframes, but they have worked 

with enough of our clients that we are more than 

happy to pass along the recommendations. 

Recently we were getting ready to sell a townhouse 

in Germantown that was a classic #3.  

The clients were selling their townhouse that was 

their first home, since buying they had 3 boys 

and had outgrown the house and 

wanted to ‘Move Up’ to a larger 

Single-Family home in the area.  

When asked about their goal it 

was, “to get as much money as 

possible so we can afford our 

next house.”   

This was a life-long, literally life-long, friend who 

trusted me and knew the results we have achieved 

for other clients so there was already trust and 

buy-in. 

With ANY house that I sell the ULTIMATE/IDEAL 

scenario is for the clients to NOT be living there so 

that we can mold and present the house in the best 

light, like a model home, to attract a wide range of 

purchasers.  And we do this for the SOLE reason to 

get buyers through the front door, if I can do that, 

then we need to create emotional connection 

between potential purchasers and the home.  But, 

make no mistake, 100% of what we do is to get 

buyers to come to the home.  After that, the market 

will determine the value of the home! 

When I first met with the clients, if we were selling 

the house as-is with them and their 3 boys there I 

told them that they’d be looking at $300k/$310k.  

But if they could move out and would do the 

recommended improvements that included painting 

multiple rooms, installing new carpet upstairs and 

down, refinishing steps, replace some missing 

shingles, powerwash the outside, bringing in fresh 

plants/mulch, replacing a microwave door, installing 

new light fixture, and then a professional clean I 

thought that $335k was a realistic price. 

Now that seems like a LOT of work, but I’ll let 

you decide if it was worth it. 

We were able to coordinate our carpet guy, our 

painters, our roofer, and our cleaners and this cost 

was $6,500.  The sellers took care of the additional 

items on the list. 

Once done the house looked spectacular and we 

listed at $349,000 on a Tuesday.  By Thursday that 

week we had 12 showings and an AMAZING 

offer (I can’t disclose the terms because it has 

not settled yet). 

Because the clients took the ‘Flip it’ approach 

they were able to invest about $6,500 in the 

process and net around $35,000 MORE than 

originally estimated.  A ROI of 500%! 

Not all situations net the same result, but 

when the sellers/clients follow our documented 

approach they position themselves to potentially get 

the best results for their situation. 

If you would like to discuss YOUR situation and 

how we may be able to help, just give us a hollar 

Before 

After 
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What if this one action returned $28,000? 

We are quickly coming up on 

our next, our 10th 

ImpactClub® Event on May 

14th at The BlueSide Tavern in 

Frederick. 

Will you be there? 

I can NOT believe how fast 

each quarter goes by, it seems 

like we just met yesterday and 

came together to hear 3 

incredible charities and 

presented a check to The Wells House for $27,300!!!  

I just spoke to Dave Baldwin this week to make sure 

that he was able to come back on May 14th to share 

with ImpactClub® how YOUR donation has made 

an impact on those that the Wells House serves. 

Dave and I had a great conversation and he wanted 

me to let YOU know just how appreciative he and 

the rest of the Wells House were for your 

commitment to give back to OUR community and to 

do good locally!!! 

I told Dave a Story about a friend of mine that 

fell on hard times and needed the support of The 

Wells House.  

I thanked him because I KNOW the work that they 

do is not easy but it necessary!  

Dave is excited to come back on May 14th, but now 

I’m reaching out to you for a different reason, it is 

NOW time to register to join ImpactClubFrederick.  

Each new member means $100 more that a local 

charity will receive, which is great, but each member 

that tells 5 other people who becomes members 

NOW has a $2,000 a YEAR impact on a local 

charity.  

We always say that 

Stories move 

people… Share the 

Story of 

ImpactClub® to have 

a great impact here 

locally… Without 

YOU this would not 

be possible.  

The Charities have 

been drawn at 

Random, the date 

set. 

Come and check out what ImpactClub® is all about 

and be a guest of mine if you just want to see what 

the ImpactClub® does and I will treat you to 2 free 

drinks and we have appetizers. 

More importantly, you will be a part of something 

bigger than yourself! 

And, make sure you SAVE THE DATE – May 14th. 
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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 was great through the entire process, giving advice and recommendations as needed. She was able to quickly set up at 

the showings at the properties we wanted to see and was very responsive with any questions we had. She truly had our best 

interests in mind and made the entire process fun & smooth! – J Marie 

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

