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Bullseye!!!
Bullseye!!!

After being shown how to throw the hatchet, on my

third or fourth try, I made a Bullseye. It was also the

first time that the hatchet had actually stuck into the

boards.

My following attempts, the hatchet didn’t stick into

the boards. Again. And then, I made another Bullseye

when it finally stuck.

I realized I had good aim but there was something

about getting it straight on, or having enough

rotations when it left my hand. It needed to be “just

right” to get it to stick and hit the Bullseye.

You may be wondering...where was I?
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We had an Impact Family Fun Night at Stumpy’s

Hatchet House in Frederick. It’s a venue where you

can throw hatchets and challenge each other for

points and just general fun. 

They also have some video games and pinball

machines for when you’re giving your throwing arm

a break.

Stacy Delisle, the other Stacy in the Impact Family,

brought a magnificent charcuterie board (shark

coochie?) with all sorts of meats, cheeses, nuts,

fruits, crackers, and sauces. We had some liquid

refreshments to keep us hydrated.

We’d throw some hatchets, have some snacks and a

sip, and go back to chatting and throwing hatchets.

We all had a great time and had a little competition

among us. Let’s just say that I didn’t win and leave

it at that. 😉

What was really nice about it was that we were all

together and weren’t wearing masks!

In some ways it was a little weird.

As I’m sure you remember, it was two years ago

that they said, we’re going to “flatten the curve” by

shutting down for two weeks.

I remember at the time one of my friends said she

heard that it would really take two years for things

to get back to “normal.” I thought she was crazy.

And here we are, two years later, and things are

finally starting to seem like they’re getting back to

something resembling normal.

After what we have collectively been through all

this time, what feels like a roller coaster, I think

we’re all slightly traumatized. It still feels a little

weird sometimes when I’m out in public and not

wearing a mask.

Stacy's Shark Coochie Board
(Charcuterie)
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In a lunch meeting with our friends from a title

company (Lawyers Signature Settlements), they

said their settlement numbers seem to be back to

what was “usual” before March 2020.

It was wonderful to hear that great news!

Also, it looks like there are a few more homes

going on the market, so buyers may have better

opportunities to purchase a home. We are coming

into Spring and the Spring Market, so there should

be lots more options coming.

So, if you’re looking to buy, let’s chat!

And if you’re looking to list your home, it’s still a

great time to do it, so let’s chat about that too!

Like it’s been conditioned into me to have a piece

of cloth over my face.

Also....I’m glad to see people’s faces again. Their

smiles. Especially their smiles.

We can communicate our emotions again with

real facial expressions!

Now, don’t get me wrong, I understand that after

everything we’ve been through, some people still

aren’t comfortable not wearing masks. And that’s

ok.

As the saying goes lately, You do you.

All I know is it’s been a long two years, and I’m

grateful for a little more normalcy.

With all that has been going on, navigating the

real estate market, even for seasoned agents, has

been in something like uncharted waters.

With the interest rates going down to their lowest,

and inventory of homes for sale at their lowest,

and buyers still wanting to buy because of the low

interest rates, it’s been a crazy two years.

Almost like shark-infested waters with a feeding

frenzy going on.

U N T I L  N E X T  M O N T H ,

Stacy

#ImpactFamily at
Stumpy's

Whatever your real

estate goal is, let’s make

it a Bullseye!

Josie, Emily, and Anna at a
women's retreat in March
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Sheila Roark                       Mar 6th
Shane Picha                       Mar 8th
Blake Allgood                     Mar 12th
Kathy Heckendorn            Mar 12th
Caroline Romelli                Mar 12th
Bobbi Brown                      Mar 14th
Keith Brenneman               Mar 15th
Laura Bauer                        Mar 17th
Jay Beard                             Mar 20th
Mason Allgood                    Mar 22nd
Bill Hall                                 Mar 23rd
Theresa Murray                  Mar 26th
Marilyn Meagher                Mar 28th
Melanie Tuel                       Mar 31st
Gary Thompson                 Mar 31st

Happy Birthday!
Here are the March Birthdays from our friends of Allgood
Homes Monthly. If you have a birthday in March and don’t

see your name on this list, please email or call us so that we
will include your birthday!

March Trivia 
Question

Q: When Walt Disney was a
child, which character did he
play in his school function?

 

 
Everyone who texts or emails in
the correct answer by the last

day of this month will be entered
into a drawing for a $25 gift
certificate to Amazon. Good

luck!!
 

February Question and answer:
 

Q: Who took one day from February
and added it to July?

 

A: Numa Pompilius
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Another Milestone… Another Event…
Keep the target moving! On February 22nd

ImpactClub® Frederick hosted the 21st event and

Friends of Child Advocacy of Frederick County

donated a donation of $35,100!!! With this event

ImpactClub® Frederick has surpassed $580,000

donated here in Frederick since 2017!

This was the first event since COVID started that it

felt ‘REAL’ again.

Idiom Brewery was ELECTRIC. We were packed to

the gills with ImpactClub® members and it felt

GREAT to have everyone back again! These last 2

years – 8 Events – has been tough but we

preserved and donated over $250,000 when our

community needed it the MOST. The members

that stuck with us over the last 2 years, and

especially those who have been there since the

beginning.

WE THANK YOU!

Any good business. Any good sports team. Any

Entrepreneur all have moving targets with goals

and success. Sports teams don’t start with the

goal of winning a Super Bowl/Championship. Well,

the good coaches don’t start with that goal. They

start with each practice. Then each drill in that

practice. Then drill down to hand placement and

your first step.

When you don’t take care of the small things, then

you NEVER achieve massive success.

ImpactClub® there are 1000 small details that go

into each event. We agonize and strategize on

those small details so that we can keep our focus

on the bigger picture of the event and ultimately

have a HUGE IMPACT to one charity each quarter.

We started with a goal of having 100 ImpactClub®

Frederick members and we thought if we could do

that by the end of year 1, we would be successful!

We accomplished 100 members within 2 weeks of

unveiling ImpactClub® in January 2017! 

In fact, by the first event in February, we had 182

members. Then we wanted 200 and surpassed that

by our 2nd Event.

Then we wanted 250 and surpassed that our first

year as well!

At 250, I thought that would be REALLY cool,

because then we would be donating $100,000

annually to local charities.

It took 9 events to go from 250 members to crack

300 members even stating that goal the entire time!

NOW, it is TIME for us to get to 400 members!!!We

currently sit at 352 members, so I KNOW that we can

do it and it would be INCREDIBLE to do it THIS YEAR!

I can promise you one thing… We will not stop

moving the target to be the LARGEST fundraising

organization with single member donations IN THE

AREA!

We may never be the Ausherman foundation – which

does INCREDIBLE work – but they have deep pockets

– ImpactClub® Frederick doesn’t. We have single

member donations at $100/Quarter and where our

SuperPower lies in each and EVERY member!

It is ImpactClub’s belief that we are STRONGER and

have more IMPACT when you combine forces with

others who want to DO GOOD!

Thank you for providing inspiration and motivation

to keep ImpactClub® Frederick moving forward,

without you and YOUR VOICE to others about how

FREAKING AWESOME ImpactClub® is we would be

NOTHING!

Have an incredible day, and we will see you on May

17th – not a member yet and wanna join? Pop over

to www.impactclubfrederick.com.

By Eric Verdi

http://www.impactclubfrederick.com/
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Meet the Clients:
Travis and Alyssa were getting ready to expand

their family and go from a young couple without a

care in the world to loving parents and they

needed to upgrade their living situation from the

house they bought when they were first starting

out.

You know, the bigger home with plenty of space

for all the new baby stuff and to accommodate

their growing family in a neighborhood that they

would feel safe having their soon-to-be-born child

play.

The home they bought when they were newlyweds

was perfect at that time, but their needs changed

over time and now was the time to find a new

house and sell their current home.

The Situation:
Travis and Alyssa knew the dynamics of the real

estate market as we advised them what a dynamic

market it is right now. The sellers hold the upper

hand and can usually dictate terms and

conditions.

They understood that buying a home with a house

to sell would be next to IMPOSSIBLE in this

current real estate climate and with a little one on

the way they didn’t want the stress of keeping

their current home in ‘show condition’ during the

selling process as they needed to obtain TOP

DOLLAR to comfortably move on to ‘next home.’

But were unsure of the process and how to best

navigate the selling and buying process.

This is one of the many areas where Impact

Agents excel:

Coming up with scenarios and strategies to advise

our clients and give them options. See moving is

like putting together a puzzle.

Stories from the Street
The Secret Madison Avenue DOESN’T want you to Know

And most

agents/companies don’t

have the capacity,

experience and team of

experts to put that

puzzle together.

If you don’t have

By Eric Verdi

experience on your side it is literally like putting

together a 2500 piece puzzle that you don’t have

any direction.

Impact Partners, they have put together HUNDREDS

of puzzles and we use the back of the box

technique – meaning we already have a clear

picture of what the end result will look like, we just

have to fit those pieces together in a logical order.

The Options:
First Travis and Alyssa had to decide if they were

going to sell first or buy first. If they sell first, then

that alleviates some financial constraints and

allows them to have more purchasing power. But

advising them on the dynamics of the market,

selling first is tough for a couple reasons. First, they

wouldn’t be able to get their offer to purchase

accepted with that contingency and additionally if

they sold without purchasing where would they go?

If they buy first, that would provide a financial

strain, but would make the ‘moving process’

smoother where they could move out of their

current house and then work on the selling process

of their current home.

But knowing the area and the comps (recently sold

properties) their current neighborhood had a sharp

price point and it was a really interesting market

with the sold homes:

They ALL went for just at or just under list price and

some had sat on the market for months!!!

(How Window Shopping Strategy increased our Sellers Profit 1200%)
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If we were going to get Travis and Alyssa the

‘number’ they wanted to move and be

comfortable they would have to follow our

strategy to a T – and let us provide that ‘back of

puzzle’ box strategy.

Research showed us that their house was worth

about $475k, but Travis and Alyssa really wanted

over $500k, but we were realistic in the sales

price and were comfortable if it ended up selling

for $475k.

The Decision and Outcome:
Ultimately Travis and Alyssa’s lender was able to

get them approved for a loan WITHOUT having

to sell their current home, so we began looking.

We searched for a while and then they found

their ‘DREAM’ home and with our unique offer

strategy we were able to get their offer accepted

– beating out many other offers – and on January

1, 2022 their contract was ACCEPTED!

The sale process was smooth and they were able

to purchase on January 31st and the moving

process began.

A few weeks went by and it was time to zero in

on selling their home.

We gave Travis and Alyssa a detailed list of items

to touch-up, fix, clean up prior to bringing in our

amazing designer/stager Adrienne to do her

thing.  

When selling a home, not only do we look

backwards at ‘comps’ but we also look at the

competition and figure out how to beat the

current competition.

There were 2 other homes for sale in the

immediate neighborhood and both had been on

the market for over a month at that point –

which is VERY unusual at the time. One home

was nicer and larger and a higher price point.

One was smaller and decent, but not great and

was a lower price point.

We knew we had to stand out to get MAXIMUM

price.

You know how retail stores put the most glamorous and

visual appealing aspects in the display windows – it is to

get people through the store to buy the most profitable

products?

Same thing in real estate…

If you don’t get people through the door by visually

WOWing them, then you have cost your seller

THOUSANDS of DOLLARS.

That is why we work with Adrienne. 

She has a ‘Madison Avenue’ eye to make our homes so

visually appealing that buyers line up to view our

homes!

Adrienne knocked it out of the park on Travis and

Alyssa’s house. As the other 2 houses – unstaged looked

like Plain Jane compared to their home.

Now we had to talk pricing and our ‘push vs pull’

strategy. Our push price was $450k and our pull price

was $499k. We thought at $450k we’d get multiple

offers and hope to get to $475k. Or price at $499k and

PRAY to get close to it.

Travis and Alyssa still REALLY wanted $500k – so they

went with the $499,997 price. We talked – at Impact –

about this home and what exactly would be the correct

pricing strategy at the ‘Pull’ level. There is a school of

thought – and we use this on some properties – that

$500,000 exactly was the number. But after MUCH

deliberation (remember that puzzle box), it was decided

that $499,997 was the right price.

Well – that $2,500 investment in Staging/Design – let’s

just say Travis and Alyssa are OVER THE MOON because

that ROI was 1200%.

While others cut corners, Impact does WHATEVER is

necessary to do the BEST for our clients and bringing

Adrienne in, Travis and Alyssa now understand why it is

important to have an agent and a company that

manages all aspects of the real estate process.

The Window Shopping Technique Works AGAIN…

If you are looking to sell or buy… or SELL AND BUY…

you need to have a company that knows how to

navigate all the pieces of the puzzle and help you

achieve amazing results with as little stress as possible.
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A L L G O O D  H O M E S  M O N T H L Y

5300 Westview Drive Suite 101
Frederick, MD 21703
240-815-0890

For Inquires AND Referrals contact:
stacyallgoodsmith.impact@gmail.com

Or Call/Text to 240-446-2210

This newsletter is intended for entertainment purposes only.  Copyright 2022 Allgood Homes 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.

Feel free to share
this newsletter
with a friend!

with Stacy Allgood-Smith


