Power Brokers

» Whetheryou're buying orselling, these overachievers
can give you an edge. BY MICHELLE BATES DEAKIN
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advantage 1o listing in late August when
there are fewer homes on the market.
Like other power brokers, McEenna
prides himself on providing service other
agents won't. His assistants help sell-
ers hire contractors o spruce up their
homes, get competitive bids for movers,
and attend inspections. *I don't want my
sellers to have to do anything,” he says.
MeKenna dresses with almost mili-
tary precision—crisp shirts, pressed
pants, close-cropped hair—and he muns
a tight ship, helping sellers prepare
their homes for sale and making the
all-important decision about pricing. “1
come wp with a marketing plan based on

The besttime tosell? "The
end of January tothe be-
ginning of March," one
top broker says, "because
there's nocompetition."”

comparable homes, but alzo on demo-
graphic information,” he says. “The most
important thing is knowing who the
potential buyvers are going to be” And
what they'll be willing to pay.
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