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A curated strategy for homeowners whose-‘
properties deserve to be sold with the same
standard of excellence they represent T—|
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THE STANDARD OF EXCELLENCE

>LUXURY IS NOT A PRICE POINT.

The highest-value homes in the San Fernando Valley are not sold on hope or happenstance. They
are sold through deliberate strategy, meticulous preparation, and a team that understands the
psychology of the discerning buyer.

A buyer at this level is not simply purchasing square footage. They are investing in a vision of
their life. That means every detail — how your home is prepared, photographed, priced, and
positioned — must speak to that vision.

This Playbook distills the exact framework our team uses to protect the equity of luxury sellers,
attract qualified buyers, and close with the confidence that comes from doing everything right
from the beginning.

WHY THIS MATTERS AT THE LUXURY LEVEL

Homes that sell at their true ceiling do so because the seller understood this — and acted
accordingly. Volume-focused agents run playbooks built for the median market. A luxury
seller requires a strategy built specifically for the rarefied buyer — and the rare agent who
understands them.
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WHAT CHANGES.AT THE LUXURY LEVEL £, s

The luxury market demands a
fundamentally different approach

Standard real estate practices are built for the median buyer.
At this level, six factors change completely:

o Smaller Buyer Pool, Higher Precision Required The pool of qualified buyers is exponentially smaller.
Your marketing must reach exactly the right audience — not the widest one. Mass exposure without
targeted precision wastes time and devalues the property.

o Presentation Is Non-Negotiable Professional architectural photography, twilight shots, drone
aerials, floor plans, cinematic video tours, and high-end staging are not optional enhancements —
they are baseline requirements for the category.

o Psychology of the Luxury Buyer The luxury buyer is motivated by desire, exclusivity, and the sense
of rare acquisition — not urgency or fear. Your agent must understand this psychology and position
your home as something to be coveted, not merely considered.

o Discretion & Off-Market Access Many luxury transactions never reach the public MLS. They close
through a trusted network of agents representing high-net-worth buyers. Your agent's relationships
within this ecosystem can be the difference between a good sale and an exceptional one.

o Negotiation at a Higher Complexity Luxury offers involve custom contingencies, complex financing
structures, personal property inclusions, and extended escrow timelines. An agent without deep
experience here can inadvertently cost you hundreds of thousands.

o Pricing Requires Deeper Expertise Luxury homes have fewer comparable sales, wider valuation
ranges, and more subjective premium factors — views, finishes, location nuance, and architectural
pedigree. Pricing must combine data discipline with intuition developed from years of category
experience.



THE FIVE-CHAPTER APPROACH

A deliberate framework
for selling a home of
distinction .'h

Each chapter builds on the last. Executed with discipline, this
framework consistently produces results that outperform both
market expectations and competing listings. |!!|.

Clarity before action. Establish your absolute priorities —
Chapter | timeline, minimum net proceeds, stress tolerance — and align
Selling with Intention every subsequent decision to those non-negotiables. Selling
without clarity costs real money at this level.

Know your home's category. At the luxury level, under-
Chapter Il investing in presentation is as costly as over-investing in the
Strategic Investment wrong places. Every dollar must be directed toward what a
discerning buyer will see, feel, and value.
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Architectural photography. Cinematic video. Curated staging. L;”'ﬁ:"_ =
Chapter 11I High-end print collateral. Your home's story must be told with

Luxury Presentation the same level of craft that went into building it. The first

showing is digital — it must be extraordinary. m

Luxury pricing requires more than comparables — it requires
Chapter IV understanding the premium factors unique to your property
Precision Pricing and the current appetite of buyers in your specific category.
One mispriced week can define the entire listing period.

The most consequential decision you will make. An agent
operating at the luxury level brings network access,
negotiation sophistication, and category-specific expertise
that a standard agent cannot replicate. The wrong choice is
extraordinarily expensive.

Chapter V
Elite Representation



CHAPTER 1

Selling with Intention

Before a single decision is made, answer these eight questions

These are the questions that separate a reactive seller from a
strategic one. Get every stakeholder aligned before you
begin — the conversations that do not happen before listing
become disputes during negotiation.

-!;’""”.__ Where are you relocating, and by when?
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What is your absolute minimum net proceeds at close?

How do you define a successful outcome — price,
speed, or certainty?
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Are you prepared for a 60—90 day market exposure at
the luxury level?

What is your investment ceiling for pre-sale
------ preparation?

Are you comfortable with qualified buyers and their
agents accessing every part of your home?

What unique premium factors does your home possess
that comparable data cannot capture?

What is your contingency plan if the home does not sell
within your initial timeline?

THE LUXURY SELLER'S MINDSET

At this level, the difference between a good outcome and an exceptional one is almost
never the market. It is the decisions made before the property ever goes public. Strategy,
preparation, and precision are not optional enhancements — they are the prerequisites for
selling at the ceiling of your home's value.




CHAPTER 11

Strategic Investment

The Investment Matrix: Understand your category first

Score your home (I = new/excellent = 5 = old/poor) across 20 components. Your total determines your
category — each carrying a specific investment range and strategic mandate.

Safety and disclosure items only.

Restoration Position honestly as a canvas — buyers
: 81-100 pts | 1-3% . y s
Required at this sub-category are expecting a
renovation.

Targeted cosmetic work only. Fresh
Concealable paint, updated hardware, immaculate
o, 61-80 pts 2-5% . . . .
Condition cleaning. Avoid over-investing in
finishes buyers will replace.

Strong bones. Targeted kitchen and
Sur{"ace 41-60 pts 3-79% bath up'dates, fre.sh neutral paint,
Refinement professional staging and photography.
Maximum ROI here.

Excellent mechanicals, dated

Unpolished 31-40 pts 5-10% aesthetic. Selective cosmetic

Potential investment here produces the
strongest dollar-for-dollar return.
Already updated to luxury standards.

COREEHEEEAPR Focus on immaculate maintenance,

Ready P y 20-30 pts Up to 5% bespoke staging, and world-class

photography to command the
premium.

Example: A $2M home in Unpolished Potential = $100,000—$200,000 strategically deployed in targeted
cosmetic upgrades can yield $300,000—-$500,000 in buyer-perceived value.



The Luxury Upgrade ROI Framework

At this price point, every investment decision carries more weight. Know precisely where to deploy capital
— and where to protect it.

Strong Return — Always Execute

« Fullinterior repaint in curated luxury neutrals

» Complete depersonalization and professional editing of contents

e Architectural and twilight photography (mandatory, not
optional)
Professional luxury staging — all principal rooms and outdoor
living areas
Cinematic video tour and drone aerials
Update all visible hardware, fixtures, and plumbing throughout
Deep clean to showroom standard — windows, tile, all surfaces
Service HVAC and all mechanical systems
Landscaping: full refresh, outdoor lighting, entry statement
Pest control and pre-inspection disclosure clearance

High Return, Targeted — Evaluate with Agent

¢ Cabinet repainting and hardware replacement in kitchen and
baths
Countertop replacement in primary kitchen
Primary bathroom vanity and fixture update
Front door and entry redesign — statement arrival experience
Appliance upgrade if mismatched or dated
Hardwood floor refinishing
Pool and outdoor living area refresh
Smart home and integrated technology system update

Case-by-Case — Requires Market Analysis
* Roof replacement if approaching end of life
« Full primary bathroom renovation
« ADU or guest house preparation for luxury market positioning
Exterior full repaint
Driveway resurfacing

Rarely Recovered — Protect Your Capital
« Full kitchen gut renovation
« HVAC full system replacement unless disclosed as necessary
« Finishing basement or bonus spaces
» Solar installation
Custom built-ins or bespoke millwork
Home theater or amenity room additions

Page 7



Where Premium Buyers
Look — Six Priority Areas

Beyond the standard ROI checklist, luxury buyers conduct a more sophisticated assessment.
These six areas carry disproportionate weight in their purchase decision.

o Entry & First Impression The 90 seconds from
arrival to front door set the psychological tone
for the entire viewing. A redesigned entry,
statement door, curated landscaping, and
quality exterior lighting signal the caliber of
what lies within. Always execute.

o Primary Suite Refinement At the luxury
level, the primary suite is a sanctuary. Hotel-
quality staging, a refreshed bath, spa-like
accessories, and deliberate lighting allow
buyers to project their lives into the space.
This is the room that closes the deal.

+ Kitchen as Entertainment Hub Luxury buyers
evaluate the kitchen as a social space.
Matching appliances, clean lines, decluttered
surfaces, and staging that evokes effortless
entertaining are essential. If the space reads
as tired, the perception of the entire home
devalues.

« Outdoor Living & Grounds In Southern California, outdoor space is an extension of the living area —
often the deciding factor. Pool, outdoor kitchen, lush landscaping, furniture staging, and ambient lighting
can add significant perceived value at minimal cost relative to impact.

« Lighting & Atmosphere Properties that photograph and show beautifully almost always have one thing in
common: exceptional lighting. Replace every bulb with warm white LED. Add floor lamps to dark corners.
Install dimmer controls. Light sells luxury homes.

* Smart Home & Integrated Systems Luxury buyers increasingly expect automation — lighting, climate,

security, AV. Ensuring existing systems are operational, updated, and demonstrable during showings adds
perceived value and eliminates a common buyer objection.



CHAPTER 111

Luxury Presentation

The first showing is online. It must be extraordinary.

A luxury home presented with standard photography and basic staging is not a luxury home to the buyer
scrolling past it. It is simply an expensive one.

The investment in professional presentation is not a cost — it is a revenue strategy. Homes photographed and
staged at the caliber their price point demands receive more qualified showings, attract buyers who are
emotionally pre-committed upon arrival, and close at prices that amply justify every dollar invested in
preparation.

The Luxury Presentation Protocol

1. Architectural Photography Minimum 40 fully
edited images. Twilight exterior is mandatory. Every
principal room, all outdoor areas, all unique premium
features documented with care.

2. Cinematic Video Tour Professionally produced,
minimum 90 seconds. Music, color grading, and
pacing calibrated to evoke the emotional register of
the property's price point.

3. Drone Aerials Location context, views, outdoor
areas, lot configuration, and neighborhood
positioning — all essential for communicating value
at the luxury level.

4. Measured Floor Plans Luxury buyers require
accurate spatial intelligence before making
appointments. Floor plans signal professionalism and
eliminate wasted showings.

5. Professional Staging All principal rooms,
including outdoor living areas. Staging at this level
is not about filling space — it is about creating an
emotional experience.ce off-market offers.




CHAPTER 111

Luxury Presentation

The Luxury Presentation Protocol

6. Luxury Print Collateral A high-quality property brochure provided at every showing
appointment signals the caliber of the seller and the property.

7. Dedicated Property Website A standalone landing page with all photography, video, floor
plans, and property narrative — not a generic IDX listing.

8. Targeted Digital Marketing High-net-worth demographic targeting across digital platforms —
not mass MLS syndication to unqualified audiences.

9. Pre-Market Network Exposure An agent preview within the luxury network before public
listing creates anticipation and can produce off-market offers.

10. Broker Preview Event A curated showing for top luxury buyer's agents in the region — the
people whose clients are actively looking at this price point today.



CHAPTER 111

CURATED LUXURY NEUTRAL PALETTE

These are the paint colors that consistently perform at the luxury level — warm, sophisticated neutrals that
photograph beautifully and allow the architecture and staging to lead.

White Dove (Benjamin Moore) — Soft warm white, ideal for principal
living spaces and trim

Chantilly Lace (Benjamin Moore) — Bright crisp white for ceilings,
trim, and modern spaces

Alabaster (Sherwin-Williams) — Warm inviting off-white; serene in
primary suites and kitchens

Swiss Coffee (Benjamin Moore) — Classic warm neutral, works
beautifully in formal spaces

Revere Pewter (Benjamin Moore) — Timeless warm gray, ideal for
open plan living rooms

Collonade Gray (Sherwin-Williams) — Warm gray with beige tones;
versatile throughout

Repose Gray (Sherwin-Williams) — Sophisticated cool gray for
— = bedrooms and dressing rooms

Agreeable Gray (Sherwin-Williams) — The most universally
successful warm greige on the market




CHAPTER IV

Precision Pricing

At the luxury level, one mispriced week can define the entire listing.

Luxury homes have fewer comparables, wider valuation ranges, and more subjective premium factors. The
right price requires both rigorous data analysis and the intuition of deep category experience.

The Four Numbers a Luxury Seller Must Know

Appraised Value The official valuation based on comparable sales data. At the luxury level, this
number frequently underrepresents true market value — particularly for homes with exceptional
views, architectural pedigree, or location premiums.

Market Value What a qualified buyer will actually pay today. Influenced by inventory, interest
rates, and the unique desirability of your property. Can significantly exceed or fall below
appraised value.

Buyer-Perceived Value The price a buyer's emotional and aspirational response creates —
distinct from both appraisal and market data. At the luxury level, this is where exceptional
preparation, staging, and photography generate premium above comparable sales.

Strategic List Price The price set to position your property optimally for the current buyer pool. In
a rising market, at or slightly above appraised value. In a softening market, at or slightly below —
calibrated to create qualified competition, not desperation.

Nine-Step Luxury Pricing Framework

l. Establish the Comparable Foundation Identify the last 6—12 months of
closed luxury sales within your specific micro-market. Adjust rigorously for
square footage, lot, view, condition, and amenity — not superficially.

2. Assess Active Competition Luxury buyers comparison-shop meticulously.
Know exactly what they will see alongside your listing and price and present
to decisively win that comparison.

3. Identify Your Premium Factors Views, architectural pedigree, location
nuance, custom finishes, smart home integration, outdoor living quality —
quantify these deliberately. No algorithm captures them.

Page 12



£ a - 4. Understand Buyer Psychology Are buyers at your price point driven by

; [
@@w investment logic or emotional resonance? Your pricing strategy must speak to

that motivation.

/
m 5. Determine Appraised Value Using comparable sales data from the past 6—
12 months, establish the defensible appraisal baseline.

6. Determine Market Value Is the current market for luxury properties in your
area trending up, flat, or softening? Calibrate accordingly.

7. Determine Buyer-Perceived Value What will a prepared, emotionally
engaged buyer be wiling to pay given exceptional presentation and
positioning?

8. Find Your Price to Sell Now Your baseline — what the property would fetch
in a quick sale without updates or premium marketing. Know this number.

9. Set the Strategic List Price In a rising market, price at the ceiling of

defensible value. In a softening market, price to create competition. The
opening price sets the entire negotiating range.

SCOTT'S PRECISION PRICING TRACK RECORD

Scott Himelstein Group achieves a 100.35% list-to-sale price ratio with an average of 26.2
days on market across all price points — because every listing begins with a pricing
analysis that is both data-rigorous and market-intuitive.

Page 13



CHAPTER V

Elite Representation

The most consequential decision a luxury seller will make

At this level, the difference between an adequate agent and an exceptional one is not a matter of comfort —
it is a matter of hundreds of thousands of dollars. These five qudlities define representation that is worthy of

your property.

PILLAR I: CATEGORY TRACK RECORD

Documented closed transactions at your price
point, in your specific neighborhood, within the
last 18 months. Experience in adjacent markets
does not transfer.

PILLAR I: CATEGORY TRACK RECORD

Access to the off-market ecosystem — other
luxury agents, relocation specialists, and high-
net-worth buyer networks — that operates
parallel to the public MLS. Ask specifically how
they access these buyers.

PILLAR I: CATEGORY TRACK RECORD

Professional photography, videography, and
digital marketing capability already exist in
their business — not commissioned as an
exception for your listing. Review the evidence
before signing.

PILLAR I: CATEGORY TRACK RECORD

The ability to navigate complex offer
structures, multiple contingencies, and the
psychology of a sophisticated counterparty
without capitulating unnecessarily. Ask for
specific examples from recent transactions.

PILLAR I: CATEGORY TRACK RECORD

Luxury sellers have privacy expectations that standard sellers do not. Your agent must be capable
of protecting your interests — financially and personally — throughout the process. If something
feels off, trust that instinct.




Questions Every Luxury
Seller Should Ask

Show me your last five closed transactions at or above my price point.

Who specifically will be my primary point of contact throughout the process?

Show me the photography and video from your last three luxury listings.

How do you access buyers who are not using a buyer's agent?

What is your pre-market strategy before the public listing goes live?

Can we cancel the listing agreement if we are not satisfied with your performance?

What is your explicit position on dual agency — and your policy if it arises?

What is your strategy if we receive no offers in the first 30 days?

How will you protect our privacy and control media access to the property?

Provide three seller references at the luxury level I can contact directly today.




CHAPTER IV

> What changed — and
what it means for you

Commission structures shifted following the 2024 NAR settlement. At the luxury level,
understanding the new landscape is essential before entering any representation agreement.

I. Commissions Are Fully Negotiable II. Unrepresented Buyers Require Written
Sellers are no longer required to offer Clarity If a buyer approaches without
buyer's agent compensation through the representation, ensure your listing
MLS. However, declining to offer it can agreement  specifies  precisely  how
meaningfully reduce your pool of commission is handled in that scenario.
represented buyers at the luxury level — Ambiguity here becomes expensive.

weigh this strategically.

IIl. Read Every Agreement in Detail IV. Ask the Questions That Protect You
Luxury listing agreements often contain 'What is your position on dual agency?'
provisions  regarding commission  on 'What happens to the commission if the sale
subsequent transactions and exclusivity does not close?' 'What are the exact
windows. Have legal counsel review if there conditions under which we can cancel?’
is any ambiguity. Demand written answers.

PRE-LISTING PROTOCOL

Every item executed before a single
buyer walks through

Exterior & Grounds

0 Complete landscape refresh — lawn, all beds, trees, irrigation
0 New or refreshed mulch throughout all beds

0 Exterior power wash — home, driveway, all hardscape

0 Exterior repaint or precision touch-up where needed

0 Pool and spa: cleaned, serviced, immaculate

0 Outdoor lighting: replace all non-functioning fixtures

0 Outdoor furniture: staged or replaced for photography

0 Front door: repaint, premium hardware, fresh entry statement
0 Gutters: cleaned and fully repaired

0 Roof: inspected by licensed roofer, minor repairs completed
0 Driveway: all cracks sealed and surfaced
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Interior Preparation

0 Full interior repaint — all rooms in curated luxury neutrals
00 Complete professional deep clean to showroom standard
0 All closets organized — reduce visible contents by 50%

o1 Personal photographs and memorabilia fully removed

o All bulbs replaced with warm white LED throughout

0 Professional luxury staging — all principal rooms

01 Hardwood floors refinished if any visible wear present

0 All tile regrouted, caulk refreshed throughout

o0 All hardware updated — doors, cabinets, plumbing fixtures
0 Fireplace cleaned and serviced

0 All window treatments cleaned or replaced

0 All odors completely eliminated — pets, smoke, must

Kitchen & Primary Bath

0 All surfaces deep cleaned to spotless standard

0 Countertops cleared completely for photographs and all showings
0 Appliances: matching, clean, fully serviced

0O Shower tiles and glass: professionally cleaned to perfect clarity

O Vanities: staged with neutral luxury accessories only

Systems, Presentation & Documentation

0 HVAC: serviced and filter replaced

0 All smart home systems: fully operational and demonstrable
O Security system: tested and current

o Architectural photography session completed

o Cinematic video tour produced

0 Drone aerials captured

00 Measured floor plans finalized

0 Luxury print brochure produced

0 Property website live before public launch

o All maintenance records compiled and organized

0O Pre-inspection completed and report reviewed with agent
0 HOA financials and documents prepared if applicable

Page 17
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THE VOICE OF EXPERIENCE

What our clients say about the difference

Scott sold our home twice — once at the apex of a
seller's market, and again after we couldn't
secure our replacement property. Both times he
achieved top dollar. His imagination literally saved
the second sale when it nearly fell apart.

Robert Leahy ' Highest Price in the Track

His frank advice based on deep knowledge of a
volatile market paid off with an offer over asking
within the first week. I have never felt so well-
represented in a real estate transaction.

Dale Wong ‘Over Asking - Week One

As trustee for an estate sale, I needed complete
confidence in the representation. Scott's advice

was invaluable, his service impeccable, and his

execution flawless from beginning to close.

D. Perren, Trustee ' Estate Sale - Full Fiduciary
Standard

Scott and his team were outstanding. We
received multiple offers within days, and Scott
skillfully negotiated to get us an excellent final
price. His genuine care and attention to detail
were evident at every step.

Leslie Tatman ‘Multiple Offers - Days on Market

I live over 1,000 miles away and he made the
entire process feel effortless — coordinating
repairs, staging, and showings without a single
misstep. Communication was always clear, timely,
and honest.

Neil Wyenn ‘Remote Sale * Zero Friction

Scott has been our trusted advisor for over 18
years. When it came time to sell, there was never
a question of who we would call. He brought the
professionalism, network, and precision that a
property of this caliber deserved.

Kosciz Family 18-Year Client Relationship




Your home deserves to be
sold exceptionally.
Ready to list? Let's talk.

REQUEST A CONFIDENTIAL STRATEGY
CONSULTATION
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SCOTT HIMELSTEIN

e | Redltor| CalDRE#: 01452719

Q, 818.396.3311
@ www.ScottWorks4U.com

SCAN ME

Follow us on Social Media

f /ScottWorks4u OVER

@ /scotthimelstein *2*§2

5-STAR REVIEWS

» /@scotthimelstein



