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The Sarasin 
Advantage
A GUIDE TO HELP FAMILIES UPSIZE THEIR HOME AND QUALITY 

OF LIFE, WHETHER YOU’RE MOVING AWAY OR STAYING LOCAL. 416-578-5973

mailto:steven%40stevensarasin.com?subject=
https://www.facebook.com/Soldbysteven1
https://www.stevensarasin.com
https://www.instagram.com/stevensarasin/
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You’re tired of the old kitchen 
cupboards and peeling paint. 
The bathrooms are super dated 
and you’ve been dreaming 
of upgrading them since you 
purchased this home years ago. 
And the siding on the house was 
something you didn’t think you’d 
ever care about. But let’s face it, 
it just hasn’t been a priority. But 
now, you’re ready to live in a space 
that feels a little more like the 
21st century. You’re not that old, 
even if the kids call you an “elder” 
millennial. But you’re not sure you 
want to sink any more money into 
this home. 

Renovations 
aren’t going to 
solve the lack 
of space. 
Your family is growing! Kids, pets, 
in-laws… oh my! There’s just not 
enough room anymore. You feel 
like you’re suffocating under the 
weight of everyone and their 
things. The kids are sharing a 
room which leads to all kinds of 
fights and frankly you’re too tired 
at the end of the day to deal with 

it. You’d love to entertain more and 
have a place for family to visit and 
potentially live if that was needed in 
the future.

Everyone needs their own space. 
You’re tired of hiding in the 
bathroom just to get some alone 
time. (Just kidding, someone’s 
always in there because you need 
more bathrooms!)

They say happy wife, happy life. And 
let’s be honest, it’s true. 

These cramped 
quarters are 
putting everyone 
on edge. 
Your spouse, the kids, even the 
dog can feel the tension growing 
throughout the day.  Everyone is 
walking on eggshells but it doesn’t 
take long before someone steps on 
a piece of lego and everyone is at 
each other’s throats again. 

You know that 
saying “the grass 
isn’t greener”? 

Well, this was never meant to 
be a “forever” home when you 
first moved in. And it did the 
trick for many years. But you’re 
pretty certain the grass could be 
a lot greener somewhere else. 
Especially if the day to day is 
looking something like this….
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The problem is 
you’re trapped 
in an analysis 
paralysis 
scenario. 

You want to make smart financial 
decisions. You’ve considered a 
reno but that’s a lot of cash and 
you know it won’t fix the layout 
or the square footage. You’re 
also not sure where you’ll want 
to move. You have options and 
sinking a bunch of money into this 
place feels like a waste.

You’ve tried all the organizing and 
affordable hacks you could find in 
a quick pinterest search. But they 
just seem to work for a week and 
everyone’s back to flinging their junk 
into piles around the house. One 
of the kids called your front closet 
the “abyss” the other day and truer 
words have never been spoken.

The truth is you’ve been here too 
long. You’ve refinanced, you’ve 
renovated, you’ve made due with 
what you have. But it’s time for 
something new. Something that 
actually suits the place your life is 
now and will be a good investment 
for the future of your family.

If you can relate, then you’re in 
the right place! And you’ll want to 
keep reading. 

This is exactly 
why I created my 
5 step process, 
The Sarasin 
Advantage. 
It’s designed to help families like 
yours upsize their home and 
quality of life, whether you’re 
moving away or staying local.

HERE’S HOW IT WORKS. 
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STEP ONE:

Straight 
Shooter

To be honest, I want to impress 
you on our first meeting. 
But not just with a flashy 
presentation. I want to make 
sure we “click”. Let’s chat. Shoot 
the shit. Show me around your 
property. While we walk, let’s 
talk. Tell me about how long 
you’ve lived here, what kind of 
improvements you’ve made, 
what you loved about the house 
in the first place and so on. Tell 
me what you hate about the 
house too! I want to hear about 
where you’re going next so I 
can do my best with that next 
transition. Whether that’s in the 
area or out of province.  

I’ll come prepared with some 
comparables to show you 

but often I need to see the 
house and come back after 
I’ve done my research before 
we talk numbers. Pricing your 
home properly is the key to an 
effective marketing strategy 
so we don’t want to rush that 
process. In our first meeting 
we’ll talk about what you can 
expect when listing your home 
with me. We talk about what’s 
involved in prepping your 
home plus what happens once 
it goes to market. 

Don’t worry, I know this can 
be a lot of information in 
one sitting. After our first 
meeting, you’ll get an email 
from me outlining everything 
that we talked about. We 
have information about each 
neighborhood so we will share 
what you need to know about 
yours. By the end of this step, 
we’ll know we’re a good fit. 
We’ll also have a solid pricing 
strategy and a clear timeline 
for what comes next. 

The Sarasin Advantage
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STEP TWO:

The Secret 
is in the 
Strategy

The facts remain the facts. 
Clean and well staged homes 
sell for the most money. No 
matter the market. This starts 
with decluttering like a pro. We 
set up a complimentary staging 
consultation for you. They give 
you a step by step list and make 
any and all recommendations 
to fix your home up and get the 
most ROI from your sale. This 
could be anything from small 
repairs, a coat of paint or new 
flooring. Oftentimes, it’s the 
smallest tweaks that pack the 
biggest punch. This is important 
because your home needs to be 
looking its best so we attract as 
many buyers as possible. The 
more interest, the more your 
home will sell for. 

Once your abode is looking 
fine, we arrange for 
professional photography, 
videography, floor plans… all 
the things. The more detail 
and information buyers can 
attain from online, the better. 
Pictures get people in the door. 

Once everything is ready 
and prepared properly, we 
get ready to go live. Since 
the market is constantly 
changing, the price of your 
home depends on when we 
list. I like to give 10 -14 days 
notice before we list your 
home so that we can have 
everything prepped and media 
taken well in advance. This 
avoids delays and helps us 
to properly plan and prepare 
any marketing materials. You 
need to be confident that your 
current home will sell. That’s 
why everything from price to 
presentation to the pictures 
of your home is all about 
the strategy.  
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STEP THREE:

Buying? 
I’ve got 

your Back.
SInce you’re selling your home, 
I assume you need a new one! 
This step varies depending 
on if you’re moving locally or 
if you’re leaving town. Either 
way, I’ve got you!

If you’re moving locally, 
consider me your gopher. In 
the first step, we discussed 
what you need out of your next 
property and I’ve got that list 
of pros and cons locked in. I’ll 
be on the lockout and ready to 
vet homes as they come up for 
sale. You’re busy so I can send 
you photos and videos until 
we find something we want 
to look at in person together. 
We’ll continue this until we 
find the home of your dreams, 

something with all the space 
and conveniences you deserve!

If you’re leaving town, consider 
me your travel agent. I’ve spent 
years personally developing 
relationships with other 
realtors all over the globe. It’s 
important that I know you’re 
being well taken care of, even 
if it’s not with me. Once I know 
where you’re going, I’ll use my 
network and resources to find 
you the right fit in your new 
location. I also give you access 
to a special app you can use to 
tailor your home search until 
you find a home that suits your 
needs and budget. 

No matter where you’re 
moving, you need someone 
that knows the area well. 
During this part of the process 
we determine who that person 
is and make sure you find the 
next home that’s perfect for 
you and your family. 
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STEP FOUR:

From 
Market to 

Negotiations
So what do we do with those 
pictures from step three? It’s time 
to put them to work! Your listing of 
course gets put on the MLS (Multiple 
Listing Service) and thus spread 
to all the popular places after that 
(ie. Realtor.ca) But honestly, that’s 
not good enough for my clients. 
Since I have a full membership to 
the Ontario collective it also gets 
shown to 22+ real estate boards. 
And if you’re wondering where the 
most qualified buyers come from, 
it’s usually other realtors looking for 
their clients. We also feature your 
listing through a company called 
Homes and Land, which allows me 
to  promote your home in a number 
of high end websites, such as Globe 
and Mail. And of course if that’s not 
enough, we showcase your property 
through social media,  Facebook 
ads, postcards and more word of 
mouth agent networking.

Now showings can begin! For 
your convenience, we can use 
a platform called Broker Bay. It 
allows us to upload your email and 
ideal time slots for showings in 
here so you get requests directly. 
I always encourage my clients 
to be as flexible as possible with 
these options so you don’t miss 
out on a potential buyer. During 
this process, I like to keep the lines 
of communication as option as 
possible with the buyer’s agents as 
this is our  best bet to a successful 
showing. 

When you do receive an offer 
(or multiple offers), we go over it 
together. I send it to you to look at, 
I dig and get as much information 
as I can from the buyers agent. 
This helps me find out options 
to be able to negotiate until 
you’re happy with the outcome. 
And don’t worry, low ball offers 
are my favourite! This is where 
negotiations really come into play 
and oftentimes, we get the best 
deals out of these types of offers.

No matter what, during the listing 
and negotiation process, I’m in 
constant communication and by 
the end of this step you’ll have an 
offer you can be happy about!
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STEP FIVE:

That’s a 
Wrap!

The time has come! You’ve got 
the new home lined up and 
your current home is sold! It’s 
time to wrap up each transition 
and get ready to move. I have 
recommendations for any of the 
services you might need. From 
cleaners, to packers, to movers. 

I can also recommend a lawyer 
and we have some paperwork 
we have to get squared away. 
You’ll decide on the best way to 
complete that, whether we do 
it digitally or meet in person! 
No matter what, I’ll explain 
whatever you need so you don’t 

feel abandoned or on your own. 
The end to one chapter and 
beginning to another is within 
sight!

If you’ve moved locally, I’ll be 
there to celebrate the new 
home and make any more 
recommendations you need 
for years to come. We’ll touch 
base regularly to make sure 
this home still suits your needs. 
And if you’ve moved away, I’m 
still a phone call away should 
you need any more agent 
recommendations or decide to 
move back!
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• You have the space. The kitchen 
and bathrooms are from this 
century and in great condition.  

• Plus! You have enough 
bathrooms for everyone that you 
could hide in one if you needed 
alone time. But you don’t need 
to anymore cause there’s tons 
of places for a private moment if 
you or your family needs it.  

• And you’re all at peace now, 
everyone comes home and no 
one is tripping on lego or getting 
in each other’s faces.  

• You’re excited for the equity 
you’re going to build in this 
home and can see your family 
living here for a long time!  

• There’s all kinds of new 
opportunities opened up and 
the future is lookin’ good my 
friend!

Finally… 
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We have been following 
Steven Sarasin for years on 
social media, and watched him 
become an amazing agent. We 
decided to use him because 
he is a top listing agent and 
knows our area very well. He 
sells his homes quickly, and 
often for over asking price. 

Not only was our house on the 
market for only two days, he 
sold it for $70000 more than 
we expected. He made the 
whole process run smoothly. 
He did a phenomenal job 
marketing our property. The 
pictures and video looked 
amazing. He was quick to reply 
to messages and phone calls, 
and had all documentation 
completed in a timely manner. 
He also helped us find our 
new home and was there to 
answer questions right up 
until moving day. He even 
went out of his way to pick 
our keys up from the seller’s 
lawyer. I 110% recommend 
Steven and will definitely use 
him again! 
- Stacey & Jesse - Sutton

Steven was referred to us by 
another listing agent and we 
are so glad he was. We were 
on a tight time line and Steven 
sold our house almost as fast 
as it went up for sale. His 
knowledge of the area was 
extremely helpful in getting us 
the most money for our home. 
Steven’s professionalism and 

availability went far beyond 
what any other agent would 
do. We are definitely keeping 
his contact information for 
any future sales, can’t imagine 
using anyone else! 
- Ashley + Tim Beaverton

Steve and his team came 
very highly recommended 
and did not disappoint. His 
grasp of both the market 
place and the tools available 
within social media reached 
a market that we were not 
tapped into previously and 
was an instant success. His 
utilization of technology, 
drones, video and social 
media hit the market within 
days of signing the contract 
and our property sold within 
24 hours of being listed on 
MLS. Throughout the process 
Steve and his team were very 
responsive and replied to any 
and all questions within hours. 
I would highly recommend 
Steve without hesitation. 
- Calvin Stone“ “

“
My 
Client’s 
don’t 
lie
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My 
Story
You might say that my transition 
to real estate was unconventional. 
From a young age, I was called on to 
provide for the people I cared for. 
At age 16, I’d made a promise to my 
girlfriend’s dying father that I would 
take care of her and her family. 

And that’s 
exactly what 
I did. 
But I was inexperienced, wasn’t the 
best student and not sure where to 
get the money I’d need. I was a bit 
of a troublemaker but in the end I 
found ways to make money. I did 
whatever it took. I delivered chinese 
food. I sold mattresses. I started 
up a lawn care and snow removal 
venture. Later, circumstances led me 
to start up a pot business. And I did 
treat it like a business. 

By nature, I’m a people person and my 
love for people has always helped me 
to understand where others are coming 
from. No matter the service or product 
I’m providing. When the time came to 
look at my future and pivot, there was 
only one thing that made sense. 

Realestate. 
At this point I was a landlord and 
owned my own real estate. I also grew 
up around construction, as that was 
the family business. I saw the effects 
that job had on the body and decided 
tradework wasn’t for me. But since 
I’d already been running a successful 
business and could connect with 
people and use my negotiating skills... 
It was perfect.

I dove right in. Schooling was difficult 
but not impossible and eventually I got 
licensed. Over six years later, I know I 
made the right choice. 

And now with a growing family of my 
own, I’ve turned my focus to helping 
others make good decisions when 
it comes to their next home. I have 
tripled the size of my home … because 
that’s what you do, isn’t it? You add 
kids and pets and the whole shebang 
and you need a bigger place. Priorities 
change and so do your needs. If you’re 
ready to upsize your home and your 
quality of life, I’m here to help!
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If you’re ready 
to sell your 
home and 
upgrade 
your life

REACH OUT AND 
LET’S CONNECT.

416-578-5973

mailto:steven%40stevensarasin.com?subject=
https://www.facebook.com/Soldbysteven1
https://www.stevensarasin.com
https://www.instagram.com/stevensarasin/
http://m.me/soldbysteven1

