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Graceful – Or Not
I would love to say that I’m as graceful as a gazelle, but
sadly, I’m more like as graceful as a fainting goat. Have
you ever seen those videos on YouTube? They’re
hilarious!
Anyway..back to my *ahem* gracefulness, a couple weeks
ago, during one of the downpour thunderstorms, I wanted
to go check if any water had been getting into our
basement. It’s been a little bit of an issue and we have
been working to mitigate it as much as possible.
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.’
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As I was headed to the basement through the kitchen, there
was a tiny little puddle of water from where an ice cube
had fallen previously and melted. Of course, I slipped on
it, and boogered up my knee.
I knew nothing was broken, and having rolled my ankle
enough times, I knew that I had probably stretched the soft
tissue: tendons, ligaments, and such.
The next morning and afternoon, I couldn’t really even put
any weight on it so I had to put my mom’s cane to use
again. I also concentrated on RICE: Rest, Ice,
Compression, and Elevation. Oh, and Ibuprofen – to cut
inflammation.
When I told my sister of my knee situation, she asked if I
was going to get it looked at (meaning an urgent care
facility). I basically said that I know it’s not broken, and
there’s not much “the professionals” can do for me that
I’m not already doing.
Continued on the Inside…

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.

1

Frankly, I was able to even feel better faster because
I have some products that I use with my massage
clients and I can massage my own knee area to help
ease the soreness and keep the tissue from freezing
up.

concern for damage to the axillary artery. However,
since I hadn’t, she advised to put a warm compress
on it to keep the blood flowing, and keep an eye on it
for any hard spots around
the area. If it got worse,
then I would want to go to
a facility that has
ultrasound and possibly
doppler capabilities, to
check for flow of blood.

And then this past weekend happened.
Once again, Graceless Aunt Stacy showed up.
I was showing a house to some clients and the porch
steps were a little higher than I anticipated. I
misjudged the height and tripped on the step going
up the stairs. But I caught myself on the metal
railing.

Also, rest and take it
easy. No vacuuming. I
was definitely ok with
that. 😉

With my arm – specifically the brachial plexus area
of my upper arm.

I was definitely glad that I
consulted with a
professional to get advice
In case you wanted
on how to proceed, rather
to see the evidence
than run down Alice’s
of lack of grace 😊
rabbit hole and have to
possibly take more time, money, and effort than was
necessary.

In layman’s terms, from my anatomy class, I knew
there was a major artery and lots of veins that could
have gotten damaged.
At this point, I knew I would be needing really keep
an eye on it and be ready to seek medical attention
from a professional.

My grand-niece, who is
apparently quite the fan of my
newsletter for bed-time reading!

Within 10
minutes, I had
one heckava
bruise
starting. By
the next
morning, it
had spread to
the underside
of my arm. I
texted my
good friend
who is a nurse
practitioner to
get advice on
which facility
to visit, along
with a
“beautiful”
picture of it.

There are so many times that we want to DIY. And it
is so fun to get our hands dirty with working in the
yard or building a chicken coop or a new garden.
There so much stuff on DIY to learn on YouTube.
But whenever you have a DIY project, you still need
the right tools. If you want to learn woodworking,
you need a saw, screwdriver, hammer, etc. If you
want to make a ceramic pot, you don’t’ NEED a
potter’s wheel, but it makes the job go so much
faster. (and don’t forget the memories from a certain
movie with Demi Moore and Patrick Swayze)
For something like plumbing or electrical, however,
it’s really best to leave that to the professionals. You
wouldn’t want your electrical service box right above
a sink or anything. That can cause major safety
issues.
Sure, people can DIY and sell their homes
themselves as a For Sale By Owner (FSBO). But
what they don’t’ have are the tools at the ready that a
real estate professional has, like the Multiple Listing
Service(MLS).

I had been
figuring that I could go to an urgent care facility,
since it’s not a really enough of an emergency for a
trip to the ER. But then I thought that if they needed
to do something more in depth, I probably needed to
be at a more advanced facility. Hence, I needed
advice from a professional.

The MLS helps reach so many more people and other
websites that pull from it help people look for homes
(think Zillow, Trulia, etc).
Let’s also not forget the knowledge and experience
that a real estate professional brings to the table to
get a home sold. The average home gets sold 20 days
faster and for 20% more with a realtor than FSBO.

She called me back and we talked about what was
going on with it. She said that if I had lost feeling in
my hand or use of my hand, then there would be
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My job as a real estate professional is to help sellers
from un-gracefully falling down the stairs. For
instance, I have some great sellers who want are
putting their home on the market. They have done a
fantastic job of getting it ready for market, even
before they contacted me.

Once it’s live, we are expecting multiple offers. It’s a
great, well-maintained home in a great location, so
we’ll be prepared to act quickly with our sellers to
accept the best offer for them.
After the contract, we’ll have some more things to
make sure are addressed. One important thing is that
since the home is in an HOA,
the new buyers will need all
of the HOA documentation,
including information on
budget and what the
homeowners association
covers.

We can help smooth out the potential kinks in the
line, and as gracefully as possible, guide the rest of
the process to settlement so they can enjoy their
newly built home and not worry about what they
have to do at their former home.
First up, we needed a plan – and schedule – of
how to get this done as quickly as possible.
By the time they had contacted me, they already
removed the wallpaper from the walls and painted
them, which is a huge project. If you’ve ever
removed wallpaper before, you KNOW what I’m
talking about. The scraping, the pulling, the sanding,
the crying, priming, and finally...painting. It’s quite
the undertaking!

Beautiful things about summer – vibrant yard and
yummy fresh veggies

They had also already replaced some light fixtures
and ceiling fans, but a couple more needed to be
done, so there could be consistency throughout the
home. A small investment and a little elbow grease
to install, and
those are good
to go, even
before they
moved out.

I don’t know about you, but when I lived in a HOA, I
filed that document away, never really looked at it,
and might be able to put my hands on it.
Once we have a contract, we’ll order that
documentation for the new buyers so that our sellers
don’t have to try to figure out where they put it or
how to order new ones.

After their
moving out, it’s
our turn to
guide the rest of
the process to
be able to be
ready to go live
on the market.

We have the process down and know what needs
to be done. No guess work.
Right now, the market has very low inventory for
resale. If you are even thinking about selling your
home any time soon, you want to work with someone
who will work alongside you, consult professionals
where needed, and get your house sold. Even though
I may trip over my own feet, our professional real
estate services have helped many buyers and sellers
gracefully enter a new stage of living situations.

The carpet is in
good shape, but
needs a little
st
stretching. We
Pat Leroux of 1 Step Home
have contacts
Inspection and me at a recent
home inspection.
for that. Got
that on the
schedule, as well as painting that last little bit of
hallway and living room. We’ll get our painter in
there to knock that out quickly.

Until Next Month,

Stacy

After all of this, we’ll be ready for pictures on
Thursday, write up our Coming Soon, and go live on
Tuesday.
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Don’t Forget to Have Fun!!!!
July Quiz Question
Q: Which planet has the most
gravity?
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
Amazon.

June Question & Answer
Q: Originally an acronym, what does
“posh” stand for?
A: Portside Out Starboard Home
Congratulations: Tammy Long!

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

Katie Sillex
Phaedran Linger
Eleanor Basile
Gary Hertzberg
Tracy Boyd
Greg Martin
Taylor Reiland
Jim McClellan
Gage Stanley
Emma Klinko
Shelley Smith
Cash Insley
Taylor Rawlette
Terry Hood
Heather Quill

July 1st
July 1st
July 2nd
July 2nd
July 3rd
July 3rd
July 6th
July 7th
July 7th
July 8th
July 8th
July 8th
July 9th
July 11th
July 13th

Lalania Knowlton
Aiden Wingard
Shannan Thorhauer
Linda Ranneberger
John Sulmonte
Naiya Sayles
Carissa Beard
Erin Cotter
Marisa Yearta
Sherri Reitz
Caroline Ranneberger
Bill Crosthwait
Chad VanSant
Caitlin Hamilton
Jessie Donnellan
Mike Wingard

July 13th
July 14th
July 14th
July 15th
July 16th
July 16th
July 17th
July 17th
July 17th
July 18th
July 19th
July 20th
July 20th
July 21st
July 21st
July 21st

Owen Cooper
Paool Majalca
Lou Zammichieli
Elle Gorman
Soraya Ally
Ryan Bell
Jim Bender
Heily Insley
Steph DeLauder
Michelle Bitler
Andy Giacco
Jacki Grubb
Tracy Pattison
Britt Steele
Jeremy Tuel
Colette Benton

Be Sure to Wish these Friends a HAPPY BIRTHDAY if you see them.
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July 22nd
July 22nd
July 22nd
July 23rd
July 24th
July 24th
July 24th
July 24th
July 26th
July 29th
July 29th
July 29th
July 30th
July 30th
July 30th
July 31st

‘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.

Horrible Business Decision??? (Impact lost $24,750 Last Year)
Ok. I have a question for you this month in Story
From The Street.

$495 for what? I’m not sure.
The Real Estate industry we work on contingency
basis.

If you were running a business would you stand
on principles and morals or would you try to
squeeze EVERY last dollar out of your
customers?

What is that?
Well, we don’t get paid until we actually do our
JOB. Til we sell a house for a seller. Or we have
a purchaser actually purchase a home.

If everyone else in your industry does something
that squeezes the client. LITERALLY every
settlement that we went to last year when we
looked on the settlement statement had this fee
that the other brokerage charged their client.

We can spend months and THOUSANDS of
dollars getting a home ready for sale.
Staging/Design, Appointments, Arranging
Contractors, Pictures, Social Media, Marketing,
and TIME… Thousands of cold hard cash
outlayed to sell a house.

Oh, it’s industry norm.
Do you know how easy it would be for us, Impact
Maryland Real Estate, to do what EVERYONE
else is doing and charge our client an additional
fee.

And if we don’t sell it… We don’t get a dime.
Then for buyers…
We had one buyer that we actually worked with
for 5 and a half years until he purchased. I think
we ended up working for $4.13/hour with him.
We work with buyers AS LONG AS IT TAKES
to get the job done. Sometimes they just don’t end
up purchasing and we work for free. Sometimes
buyers buy the first house they see. To us, it all
evens out. But we don’t get paid until the end.

Could we justify it? Absolutely
Could we use the extra $24,750? Damn right.
Would it be a good business decision to charge
our clients this $24,750? Probably.
But you know what… Sometimes you have to
stand up for what you believe in even it is the
OPPOSITE of what EVERYONE else does.
Sometimes it isn’t always about the ‘bottom line.’
Sometimes it is just about ‘Doing the Right thing.’

Paycheck = 2, 3, 6 months of working with
someone.

And hope and pray that your customers see you
doing the right thing and still want to do business
with you. Still refer their friends and family to
you (our #1 Source of Business is YOU!).

Some paychecks are bigger. Some are smaller.
But no matter what we treat each client the
same…
We NEVER NICKEL AND DIME OUR
CLIENTS!!!

NOT charging an ‘Administration Fee’ –
‘Transaction Fee’ – ‘Broker Fee’ … some of the
common names used by companies is something
that we NEVER want to charge clients for. These
fees range from $195 a transaction to – I’ve seen it
as high as - $895. And on average this ‘additional
fee’ averages $495 a transaction.

We have never and will never charge this $495
‘transaction fee.’
Why don’t we do this when everyone else
does????
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For a couple of reasons. The first is we HATE.
Like DESPISE when people nickel and dime us
and we REFUSE to do that to our clients/our
friends. Second… Because our #1 source of
business is YOU!!! Is your business. Is your
family’s business. Is you referring business to us.
We don’t want to do anything to jeopardize that
relationship.

to be different. They became the “no frills”
provider that offered to do just one simple thing:
get you where you needed to go ON TIME.
They created an entire philosophy around
their simplistic approach called
“TransFAREncy,” which they define as the
“philosophy created by Southwest Airlines® in
which customers are treated honestly and fairly,
and low fares actually stay low—no unexpected
bag fees, change fee, or hidden fees. Created and
practiced exclusively by Southwest Airlines.”

Imagine saying to a friend. “You are thinking of
selling? You have to call Impact Maryland Real
Estate, they will take super good care of you…
and they will only bend you over the barrel for an
additional $495 – ”F.U. fee”
Our stance hasn’t changed. This isn’t anything
new to us. In our book, “The Psychological
Approach to Sell Real Estate” that was originally
published in 2015 and modified for Impact
Maryland Real Estate in 2017 is the following
text.

We might not be selling airline tickets, but at
IMPACT, we follow the pattern of Southwest.
They’re transparent in their fares; we’re
transparent in our commissions.

We had 5 Differentiating Factors in Why YOU
should work with us and this is #5:

Our agents will never charge you an admin or
transactional fee. In fact, we believe real estate
agents who do that probably don’t feel that highly
about their own skills to sell homes at a fair price
to begin with.

5. We DO NOT Nickel and Dime Our
Clients
A few years ago, when most U.S. airlines
were struggling to stay afloat and losing money by
the truckload, they made decisions that ended up
separating them as wheat from the proverbial
chaff.

It’s against the core of our character to
charge a few hundred dollars on a transactional
fee when we’re earning a commission. We NEVER
do it.

They started charging fees for bags. It was a

Our commissions are enough. Our faith is in
our strategies and the work we do to increase the
value of your home. If we’ve done that, we’ve
done our job. The rest will take care of itself.

“brilliant” idea from airline CEOs who wanted to
offset their losses. But it backfired. You can see it
now by looking at the slow decline in ticket
purchases on airlines like Frontier, American or
Delta.

We have lived by this philosophy and last
year we could have made $24,950 but you can’t
put a price on relationships and ‘doing right’ by
our clients, so WE DON’T!!!

Nickle and diming clients doesn’t build a
successful brand. It’s a desperate, last-ditch effort
that inevitably weakens an organization’s entire
business model.

Thank you for being a loyal client and friend…
We love you!

But not all airlines went down that path.
Southwest Airlines, for example, was determined
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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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IMPACT MARYLAND MONTHLY
with Stacy Allgood-Smith
3295 Prices Distillery Rd.
Ijamsville, Md. 21754
240-815-0890

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

- IMRE sold our house and helped us buy a new one during a global pandemic. The mic drop of realtors! Love these folks. (Chris
M.)

This newsletter is intended for entertainment purposes only. Copyright 2020 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.
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