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WE were supposed to be 
winners 

“If clouds are blocking the sun, there will always be a silver 
lining that reminds me to keep on trying.”

- Matthew Quick, The Silver Linings Playbook

Silver Linings Playbook is a film that made a tremendous 
impact in the way I view certain situations within my own 
life. The overarching theme being that no matter the circum-
stance, there is always a silver lining waiting for you to find 
it. Everybody reading this right now can picture a certain 
instance that they felt as if they were looking up at their Mt. 
Everest wondering “how in the hell and I going to get through 
this!?”. But you did, and you have a lesson, a story or tougher 
skin to get you through anything moving forward. And that is 
something to be proud of. 

Tough times never last, but tough people do. 

It was October 25th, and I was boarding a flight with my 
family to make our way down to Texas for Parents’ Weekend 
at Texas Tech University. We were in route to see my brother, 
as well as cousins that live just outside of Lubbock in a town 
named Shallowater, TX. Population 2500. 

I mean, if you have never been to West Texas, I would best 
describe it as Mars to people that live in Maryland. It is FLAT. 
When I say flat I truly mean it. Their “hills” are equivalent to 
our speed bumps in the Urbana Giant parking lot. I wish I 
were kidding. Lots of open fields allow you to see as far as you 
would like. Trees are almost nonexistent there. It is a very dif-
ferent environment, but I grew up going there, and it’s a place 
of which I have fond memories of growing up.

Whether that be my uncles laying on my grandparent’s roof 
shooting us with airsoft guns while my cousin and I duck and 
fire back, or riding on the back of my cousin’s four-wheeler 
hanging on for dear life. 



Whether that be my uncles laying on my grandparent’s 
roof shooting us with airsoft guns while my cousin and 
I duck and fire back, or riding on the back of my cous-
in’s four-wheeler hanging on for dear life. 

West Texas is a different planet compared to 
Maryland! 

Not only the landscape, but let’s talk about the food! 
Eating the food that they have there is always the best 
part. Maryland cannot come close to replicating the 
tex-mex there.  It is truly hard to describe the feeling of 
getting an order of tacos and a giant sweet tea from my 
favorite spot, Rosas. Other than the food it is also great 
to be able to see family that you can only be around a 
handful of times every year. The trip was going great so 
far. 

And then, Thursday morning an opportunity to win 
big came up!

Like most mornings while there, I got up and grabbed 
some homemade biscuits that were laying in the kitch-
en before convening with everyone sitting down at the 
table. To the right of me was a big marketing flyer from 
a dealership that had a scratch off. My nosey self-de-
cided to take a peek. 

To my surprise, WE WON!! The digits placed in the 
scratch off read off numbers that matched the opportu-
nity to win a brand-new car! I am not someone that is 
into gambling or buying lottery tickets, but this got me 
amped. I went around the kitchen showing everyone 
that my grandpa had won either a car, a four-wheeler, 
$1000, a prize on a spinning wheel, or an Amazon gift 
card. All I saw was an opportunity to win BIG… and I 
was not going to let this be ignored.

Everyone was laughing, telling me it was a marketing 
ploy to get me into the dealership. I may have agreed, 
but I also remember thinking that someone has to win 
these prizes. Why not us!?

Eventually it was time to cash in our winnings! 

My grandpa was aware, but was not buying it… until 
I realized he was feeding off of my positive energy. I 
mean, who wouldn’t want to drive an hour to a deal-
ership with the possibility to drive off the lot with a 

brand-new car!? So, he bought into my excitement and 
we hopped in the truck to make our way to Plainview, 
Texas to claim the prize! 

We had arrived. Along with what seemed like the 
whole state of Texas with their “winning” flyer. That 
is when I might have become a tad bit skeptical that 
everyone was right about this whole “marketing ploy”. 
But, my mantra “why not us?” kept me going. It was 
not over yet. We were still in the running. 

Right away we were greeted by Mark. When you 
think of a car salesman, that is him to a tee. Mark had 
a slicked back combover, sporting an all-black suit 
on. He meant business. We were whisked away to a 
back table to discuss our WINNING ticket. Mark was 
not phased when I showed him while waiting for a 
brand-new set of keys to be plopped into my hands. 
He laughed and shoved paperwork in front of us. Your 
typical paperwork with contact information followed 
by your car history. Mark then used this time to pep-
per us with one liner’s that set his baseline to sell us a 
car off the lot. I was pissed.  I wasn’t here to buy a car… 
I was here to WIN one! 

The winning lottery ticket lost its value
 instantaneously.

Then we were hit with the waiting game. Everybody 
knows that time in a dealership is non-existent. Mark 
was icing us like we were in line to kick the game win-
ning field goal in the national championship. I knew 
what he was doing, but I was not going to fold… we 
came too far to end it now. An hour had passed and 
once he had realized that all of the trucks my grandpa 
rattled off was not going to be another sale for him, he 
circled back with the scratch off. About time Mark….

Long story short we won a spin on the wheel. After 
looking at the prizes that were on there, you too would 
be as furious as me. The best prize listed was $5! That 
was IT. And that is what we ended up walking away 
with. Unfortunately, that gut feeling I had of winning 
did not pay off in the slightest. We were actually in the 
red after all the gas money used to get there. 

But, sometimes you have to look at the silverlining 
in tough situations.
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The winning lottery ticket lost its value instantaneously.

Then we were hit with the waiting game. Everybody knows that time in a dealership is non-existent. Mark was 
icing us like we were in line to kick the game winning field goal in the national championship. I knew what he 
was doing, but I was not going to fold… we came too far to end it now. An hour had passed and once he had re-
alized that all of the trucks my grandpa rattled off was not going to be another sale for him, he circled back with 
the scratch off. About time Mark….

Long story short we won a spin on the wheel. After looking at the prizes that were on there, you too would be as 
furious as me. The best prize listed was $5! That was IT. And that is what we ended up walking away with. Unfor-
tunately, that gut feeling I had of winning did not pay off in the slightest. We were actually in the red after all the 
gas money used to get there. 

But, sometimes you have to look at the silverlining in tough situations.

Rolling away from that dealership I was devastated remising on what could have been. But, looking back it was 
an experience that me and my grandpa are going to laugh about for years to come. The banter we had with the 
salesman pulling his chain, the vending machine food being our saving grace while waiting or meeting some 
funny characters in the lobby. In my eyes that is priceless. 

Let’s be honest, not winning a car through a scratch off is not the end of the world. I am very aware of that. But, I 
also see how the lessons I learned while with my grandpa losing can translate into other areas of my life. Which, 
is the ability to disassociate with the current situation and look at it from another perspective. Take a deep 
breath. Look for little wins, a silverlining, or the ability to keep moving forward. 
That was my silverlining. 
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Don’t Forget to Have Fun!



NOvember Riddle 
I sit above you without judging you and can protect you and keep 

you warm. What am I?

**Everyone that texts, emails or calls in the correct answer by the last day of this month will be 
entered into a drawing for a $10 gift

certificate to Starbucks** 

Birthdays! 

Movie & Documentary of the Month 

I have been on a Denzel Washington kick lately, 
and this movie did not dissapoint in the slightest. 
This movie is different from alot of movies being 
shot today, so it was a nice change. Something 
about older movies, the plot seems to be better.  

If you have not seen any documentary with 
Alex Honald, you are missing out big time. 
This doc truly shows the insane nature of rock 
climbing without any ropes thousands of feet in 
the air. Highly reccomend the watch! 
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Follow link to join 
the list moving 

forward! 

Karen Lazo   Nov. 11th
Ryan Scheidhauer  Nov. 12th
Eric Kolar   Nov. 13th 
Jason Kolar   Nov. 13th 
Lorrie Kneebone  Nov. 13th
John Ferrari   Nov. 16th

Tina Sanford   Nov. 19th
Jake Pyke   Nov. 21st
Frank Ferrari   Nov. 22nd
Jack Wooden   Nov. 22nd
Frankie Hourigan  Nov. 23rd 



Stories from the Street
By: Stacy Delisle 

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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Meet the Clients:

Mary is a public educator in Montgomery County, and Roy is a retired police officer. They have a 
beautiful love story, having gotten married at home plate at the Frederick Keys stadium. After the cere-
mony, they threw out the first pitch and enjoyed their wedding reception viewing the game from one of 
the suites. 

Several years later, their blended family downsized as their kids had all moved out… and they were 
ready to downsize as well. Their Lake Linganore home had served them well, but they knew it was time 
to move on. 

They also knew that trying to secure their next home and being competitive in the summer of 2022 
housing market would be a challenge. 

The Situation:

Taking complete control of their home search, Mary and Roy attended an open house and fell in love 
with the home. They collaborated with the agent they met there to get an offer accepted… and that same 
agent then became the listing agent on their Lake Linganore home. Knowing that they wanted to go 
hard after securing this particular property, they quickly listed with this agent in homes that they’d real-
ize their dream of moving. Back in the summer when the market was still moving at a rapid pace, who 
could blame them for acting quickly?!

The home was incredible! Updated kitchen, sliding barn doors, modern/minimalist railings, TWO 
decks… you name it. Each and every space fully utilized, a fantastic combination of open-concept living 
on the main level, and plenty of cozy spaces on the other two. 



Unfortunately, their home sat on the market for 67 days... and each home they had submitted an offer 
on in hopes to purchase, they ended up losing.  

Initially over-priced and with little direction as to how to adequately prepare, even in the summer mar-
ket, their home hadn’t been best positioned to sell for top dollar. They had plenty of showings initially. 
But then those started dwindling. And interest rates started rising. 

They needed a quick, top-dollar sale to move onto the next phase of their lives. but the question quickly 
became HOW?

The Options:

Needless to say, Mary and Roy were torn on what to do. Buying a new home is stressful enough, but 
when you’re trying to sell another one at the same time, it can be an overwhelming process. Regardless, 
they needed to come up with a solution to move forward one way or another.

Option #1 was to continue on with their current agent. To continue to stair step down in price reduc-
tions, hoping to eventually hit a price point that would attract a buyer and cause them to submit an offer. 
Essentially, staying the course. While not effective up to this point, it was at least familiar. And some-
times, familiarity is welcome in an otherwise stressful endeavor. 

Option #2 was to quit… at least for the time being. To wait things out, and maybe re-engage in spring 
of 2023. After all, who would blame Mary and Roy for wanting a breather after what they had been 
through thus far?!

Option #3 was to rebrand, reposition, and relist. Quite possibly the “scariest” of all the options, but also 
the one that at this point offered the greatest opportunity to maximize their ROI (return on investment) 
and realize there downsizing dream.

The Decision & Outcome

After much frustration, many showings, no offers, and losing out on several homes they desired to pur-
chase, Roy and Mary ultimately decided to select option #3 and keep moving FORWARD towards their 
dream. They reached out to us here at Impact, and like many sellers, they had tough questions about the 
market. Roy and Mary knew that different agents have different approaches. Tired, frustrated, and con-
fused…yet still hopeful… they turned to us for advice. And quite frankly, for HELP.

They believed that despite what had already happened, our focus on the 4 P’s works.

Preparation. Positioning. Pricing. And sometimes, a PIVOT!

Because of their 67-day market history, our first P became a PIVOT! We took a look at what had been 
done previously, identified what was not working, and sought to make adjustments using a combination 
of market data, best practices, and a little flair! 



Essentially, we developed a plan to re-brand their home completely.

... and there were several reasons why, which you will see unfold.

PREPARE. Our first task was to prepare for re-listing. Our amazing designer, Ellie, from Blue Ridge 
Interiors consulted with Roy and Mary, going room-by-room, offering various suggestions. Where to 
touch up paint. What to pack up. How to arrange furniture to maximize space and to give each space a 
purpose. Ellie provided a detailed to-do list, which Roy and Mary faithfully completed to a t. No doubt, 
hard work pays off! When everything was just right, we brought in our incredible photographer, Annie, 
so capture their home’s beauty.

POSITIONING. Then, we took a real-time look at current properties on the market, homes that were 
pending, and homes that had recently sold. We opted to market them as the true 4 bedroom home that 
they are, as opposed to the 5 bedroom home their previous agent noted. While this seemed almost 
counter-intuitive, Roy and Mary trusted that this truly was the best move for positioning their home on 
the market.

PRICING. The final step. How do we price this home to best position Roy and Mary to maximize their 
profit and realize a timely sale? In some cases that extra profit means the difference between moving to 
your next home or remaining stuck. For others, that extra profit is just a reward for being ahead of the 
pack and learning how to create an emotional attachment and a buzz for your home!

SO WHAT HAPPENED?

In just 6 DAYS Roy and Mary had an incredible offer on their home. They realized their dream of mov-
ing to another community that they love. And this time, they did it successfully... fully supported by 
myself, my partners at Impact Maryland Real Estate, and the amazing industry professionals with whom 
we collaborate.

The Secret Play That Works Every Time: 

So, what’s the secret to winning like this even when the odds are against you? It’s following a proven, 
structured approach that gets results every time. It’s not just about knowing the market or how to sell 
a home. It’s about taking that extra step to know the winning strategy that creates a win for our clients. 
Why go with what everyone else does? Why get lackluster results, or none at all, when you can take 
home the trophy? You need someone on your side who will not only cheer you on but knows how to 
win the game. It’s knowing the right plays, working together as a team, and having access to the talent 
and resources that make it all work like a fine-tuned machine. We’ve been doing this for our clients by 
implementing game-winning strategies that produce a victory. Selling a home is so much more than a 
financial transaction. It could lead to the biggest profits you’ll ever experience in your life!
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