
 

 
WHY WORK WITH NATALIE MARZ? 

 

Integrity + Experience + The Extra Mile 
There are over 4,000 Realtors in the Tri-Counties (Oakland, Macomb & Wayne). 
These are comprised of part time agents, team members, team leaders, new 
agents, experienced agents, agents who do many transactions and those that do 
very few. So how do you choose among them? Most of the 
Sellers/Buyers/Investors I work with come to me through personal referrals or are 
past/repeat clients. But in any given year, 5-15% of my clients come to me through 
my Website or Social Media Marketing. If you are looking for a good Realtor who 
will represent you well, here are five key points to consider before choosing:  
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EXPERIENCE: FULL TIME Realtor since 1997. You want your advocate, the one who is going to lead you 
through a sale or a purchase, to know what they are doing. There is no substitute for completing many 
transactions and showing hundreds of houses! I am a MI native and have helped hundreds of families 
buy and sell homes within our great state – predominantly in the Tri-County area. I was born and 
raised in MI, starting my professional career as a Registered Nurse. Over 10 years I worked in high 
stress areas such as the Emergency Room, Intensive Care Unit, Cardiac Care Unit and lastly in Pre & 
Post- Operating Room Departments. From there, I transferred to a job in Medical Sales but, frankly 
speaking, it is my experience as an RN that taught me patience, empathy, understanding and the 
UTMOST importance of communicating with families. These qualities continue to serve me well as a 
professional Realtor.  

TRUSTWORTHINESS: Time and again, national surveys show that the most important attribute of a 
real estate agent to buyers and sellers is their degree of trustworthiness. To me, integrity is the basis 
of my business. Earning my clients trust and treating all parties in the transaction honestly is my 
cornerstone.  

KNOWLEDGE: The best way to be successful in the real estate market is to get good advice. The list of 
things you need to know is long and, to touch upon some major points, includes market conditions, 
neighborhoods, schools, housing defects, needed inspections, how to handle multiple offers, timing 
of listings, financing, etc. You need someone who can speak with first hand knowledge about each of 
these topics. My buyer clients are pleasantly surprised with the education they receive while looking 
at different homes. I know what is “typical” and what isn’t.  

EASY TO WORK WITH: Selling or buying a home is an important and serious transaction but that 
doesn’t mean that is should be difficult. Navigating the market and sorting through the options is 
difficult enough without having an agent who makes everything difficult. My clients are surprised 
when I talk them out of buying a house but they soon realize that I have their best interests in mind. 
It’s not about the sale; it’s about being of service and making sure they are happy. This “no pressure” 
attitude allows a client to make decisions on their time table. Transactions are sometimes stressful 
and you deserve a Realtor who will calmly sort through the solutions ...not frantically look for who to 
blame. Space in the process makes everyone smile. Having a responsive agent ensures that the 
process is moving forward.  

ENTHUSIASM: Look for an agent who loves what they do and brings energy and enthusiasm to each 
day. Make sure that there is innovation and creativity happening and you will find an advocate who is 
looking for new ways to serve, rather than using old ways to sell. I work with both buyers and sellers. 
When working with buyers, I am responsive, share my knowledge and am totally engaged in the 
process. When working with sellers, I work very hard to make sure that the entire process goes 
smoothly. From our initial meeting you will find that I am prompt, prepared and ready to work for you. 
Also, I do not engage with “assistants” so there is no break in our communication. I will be your point 
of contact from our initial meeting until we are sitting at the closing table.  
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My Approach to Home Marketing 
 
According to The National Associations latest consumer survey, 89% of recent home buyers relied 
heavily on the Internet to find their new home. The homes listed for sale in the United States hovers at 
the 3.5 million mark. So, in today’s ultra competitive real estate landscape, your home has to be more 
than listed. In order to be successful, your home has to be marketed in such a way as to stand out 
from the competition. Buyers have a short attention span. As they click through listings, it doesn’t take 
much to lose their attention. A bad photo or an un-interesting description can quickly move a 
potential buyer into just another person who will not buy your home.  

It used to be that to market a home meant putting a sign in the yard, copying a few brochures and 
placing the home in the local MLS service. Back in the day of MLS books, buyers and realtors had to 
wait a week for the book of listings to be updated. NOW, the speed of information is almost 
instantaneous and it takes a diverse mix of marketing methods to attract buyers and maximize seller 
return. My goal is to maximize the appeal of my listings to prospective buyers through impeccable 
preparation, high quality deliverable and a beautiful Internet presence that gives each and every 
listing the custom feel that buyers appreciate. I fulfill this goal through the execution of my highly 
effective and proven marketing plan that puts the home, not the agency in the forefront. 
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PREPARATION: The first step in my premier marketing plan is in detailed and early preparation. Your 
house deserves professional and experienced representation and this begins long before the sign is 
placed in the yard. We begin with the phase of pricing your home correctly. Proper pricing results in 
maximizing the sales price for the Seller while still staying attractive to potential Buyers. Correct 
pricing takes into account comparable sales, the location, the condition of the property, the current 
market conditions and the competition. All information will be shared and gone over with you at our 
first meeting.  

Once the price is set and the listing papers are signed, I go to work to maximize the appeal of your 
home by hiring a professional photographer. All the photos will be entered in synchronized format 
and each photo will be accompanied with a caption ...so there is no misunderstanding in what a 
potential buyer is looking at. A compelling description will follow.  

The goal of the photos and remarks is to make the buyer want to look at the property in person. 
Almost all potential buyers are viewing listings on-line. Our first showing is on-line and the goal of my 
marketing is to make the buyer want to see the property in person.  

On-line exposure refers to: Local, Regional, National, Personal and company wide websites. You won’t 
be omitted from any pertinent exposure. The goal of on-line marketing is to impel the buyer to take 
the next step. My marketing to other Realtors includes a thorough MLS listing, which includes the 
compelling description and beautiful photos. A brochure will be specifically designed by my 
marketing department and eBlasted out to approximately 1500 local agent 

With the MLS listing, it is important to have done all of the prep work upfront because you only have 
one chance to make a good first impression.  

I have established a reputation among my peers based on impeccable ethics and easy 
communication. Other agents like working with me and they know when they bring an offer, it will be 
handled promptly and with complete integrity.  Shoot for STELLAR service. 

 

 

I look forward to being given the opportunity to serve you, 

 

 

 

 

Natalie Marz    –    248.821.6100    –     Nataliemarz.com     –    Think MARZ for Service out of This World! 
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