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Neil Lyon Group

Neil D. Lyon CRB, CRS, GRI
505.954.5505 direct  •  505.660.8600 cell
Neil@NeilLyon.com

Evelyn Spiker
505.954.5556 direct  •  505.930.0999 cell
evelyn@nmlandandhomes.com

Vanessa Rios Y Valles
505.954.5522 direct  •  505.231.3708 cell
Vanessa@NeilLyon.com

Neil Lyon

Neil is one of Santa Fe’s most productive brokers, year in and year out.  A licensed real estate agent
since 1975 and a licensed broker since 1979, Neil was the managing broker of the Santa Fe office of
Sotheby’s International Realty for over 9 years, until 2002, when he stepped down to devote 100% of
his energy to serving his many clients and customers.

Neil first became associated with Sotheby’s International Realty in 1984, and has worked with the
organization ever since, with the exception of a 12 month period, when he was president and CEO of a
15 office real estate brokerage in Fairfield County, Connecticut.  The sale of that company reunited Neil
and Sotheby’s International Realty in 1991.

Neil specializes in luxury homes and building sites in and around Santa Fe, with special knowledge and
experience in Las Campanas. His serious work ethic and his ability to get transactions completed are
his hallmarks, evidenced by his high level of productivity, which since January 2005 has been over
$180,000,000 in closed sales.  An impressive record for a market with a single family home sale price
that has averaged approximately $400,000 in that time frame.

Neil was honored as Santa Fe’s 2001 Realtor of the Year Neil also served as the President of the Real
Estate Brokerage Manager’s Council in 1992 and Chairman of the Realtors National Marketing Institute
in 1995. (Both the Manager’s Council and Marketing Institute are national Realtor organizations
dedicated to advanced education and training of its members. ) Neil has earned professional
designations that include Certified Real Estate Brokerage Manager (CRB), Certified Residential Specialist
(CRS) and Graduate, Realtor’s Institute (GRI). He earned a Bachelor of Science in Real Estate Finance
from the University of Oregon.

Neil is married to Cindy, and has two children, Victoria and Jake. Victoria is currently attending college in
the east and Jake is enrolled at Santa Fe Preparatory School.  The family is rounded out by Monte, a
Bengal cat, who completely ignores Neil except when he is hungry.



326 Grant Avenue  Santa Fe, NM  87501   505.988.2533   santafesir.com   sothebyshomes.com/santafe

Neil Lyon Group

Evelyn Spiker

Evelyn has been a resident of Santa Fe for 14 years. Born in Canada, she grew up in Chicago, lived in
Ottawa for 17 years, then Minneapolis and Boston before finding her true home in the Southwest. 

She is a strong believer in continuous education and staying informed, especially important in an ever-
changing market. Some of this education resulted in certifications and designations including 1) Member
and Designee of the Council of Residential Specialists (CRS), 2) Transnational Referral Certified (TRC),
3) GREEN Certified, 4) Resort and Second Home Property Specialist (RSPS), 5) Certified Fine Homes
International, 6) Certified Relocation Specialist. From her first year as a Realtor, she has consistently
earned national and local awards, including President’s Circle (top 3%). 

Her love of nature caused her to study Biology for 3 years, but she later decided that a degree in
Psychology was far more relevant to business, project management and consulting which was her
chosen career path. After leaving the corporate world and moving to Santa Fe, she founded a Special
Events company before starting her real estate career. What this background means to her real estate
clients is that she truly understand the psychological impact of this important process, approaches real
estate sales as a business, and uses her project management skills in handling negotiations and the
contract process. Her clients receive organized follow-up and thorough guidance.

Her personal interests include outdoor sports, gardening and entertaining, and she particularly enjoy
the beautiful mountains of Santa Fe - year round. She has served on the Buckaroo Ball Board and
Rotary International, the Board of her Homeowner's Association and its Architectural Review
Committee.

Vanessa Rios y Valles

Vanessa Rios y Valles first joined Sotheby’s International Realty as Head of Marketing for the Santa Fe
brokerage. Realizing the advantages in having such an individual on his team, Neil asked Vanessa to join
his staff in September 2004.

In June of 2005, Vanessa obtained a New Mexico real estate brokers license. Thus, in addition to her
marketing skills and over 10 years of office administration experience, she provides a full range of
services and information to our many clients and customers.

Vanessa is active in the Santa Fe theater scene, holding a BFA in the theatrical arts. Before relocating to
the City Different in 2000, she lived in Mexico, Texas, London, and Portland, Oregon where she jointly
managed an award winning theater company for over 5 years. She is happily married and has 2 furry,
long-tailed children: Boddhi and Babu.
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A Renowned International Brand

They say you are known by the company you keep. Some of the world’s most discerning buyers keep
company with us. 

Throughout its storied history Sotheby’s auction house has earned a reputation for expertise in the
valuation and sale of fine possessions. Sotheby’s International Realty® maintains this distinguished
reputation in real estate.

Just as Sotheby’s has sold some of the world’s most precious objects at record prices, we have set price
records with the sale of many noteworthy and spectacular homes. While record-setting sales and
spectacular properties have contributed to the worldwide renown of the Sotheby’s name, it is the
expertise and service we provide for which we are best known.
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A Legacy of Service to Sellers

Seeking the perfect home for their prized possessions, Sotheby’s clients turn to our trusted
professionals for assistance with their real estate needs.

Founded in 1744 and now one of the world’s oldest and largest fine art auctioneers, Sotheby’s has a
longstanding tradition of bringing together buyers and sellers of fine property, participating in the sale of
some of the most celebrated fine art, antiquities, decorative art and jewelry.

Offering broad based marketing expertise and service, Sotheby’s is also a source for collectors in more
mainstream price levels, offering expertise in categories such as collectibles, furniture and wine.

Originally formed by Sotheby’s in 1976 to handle the real estate needs of auction clients, Sotheby’s
International Realty brought this high level of expertise, service and marketing to the real estate
industry and set a new standard. Employing only the most professional agents and maintaining marketing
centers on both coasts, we remain committed to continuing this tradition, regardless of the area or
price range in which we operate.We also continue to support the needs of Sotheby’s clients,
maintaining an exclusive and highly beneficial relationship with the auction house today.

Cross marketing opportunities with Sotheby’s include:

• Advertising and editorial support in Sotheby’s publications

• Joint internet marketing initiatives

• Property brochure, poster and Web kiosk displays in high traffic areas at Sotheby’s North American
auction headquarters

• Special events and joint marketing campaigns
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What We Do...

“To any prospective home buyer or seller in Santa Fe, I would highly recommend
the retaining of the Neil Lyon Group to assist you in your Santa Fe real estate
process. Neil and his team provided invaluable assistance in selling my home. They
demonstrated extraordinary professionalism and persistence in getting the job
done. Their marketing methods are the most current, their willingness to be
personally involved in every prospect and their feedback were much more than I
had expected based on my prior experience with buying and selling properties.
Getting my home sold in a difficult market environment would have been nearly
impossible without the assistance of the Neil Lyon Group.” 

Robert S. Oliver
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To successfully market and sell properties in this very challenging environment, we have designed our
targeted marketing & advertising approach so that resources are directed to those areas that we know
are critical in getting our listed properties effectively exposed and sold. 

To design our approach and to make sure it is effective, we had to first understand who it is we were
trying to reach. From many years of experience and market-leading success we know that there is an
overwhelming likelihood that the buyers of our listed properties will come from one of the following
sources:  

1. Those who have previously completed transactions with us, who are back in the market.

2. Those who have been referred to us by past clients and customers or by local Santa Fe 
businesspeople or other local contacts. 

3. Those who are referred to us by real estate brokers and agents from outside of the Santa Fe 
market.  This occurs due to our longstanding memberships and involvement in several national real 
estate organizations including Sotheby’s International Realty (since 1984), The National Association 
of Realtors (since 1976) and the Residential Sales and Managers Councils (since the early 1980’s).  
In some years referrals from these sources have accounted for up to 25% of our business.  

4. Those who come to our team through Sotheby's International Realty because of our worldwide 
client base and reputation for providing market-leading services.   

5. Those who come to us due to our high visibility websites that attract attention from around the 
globe.  These sites include: sothebyshomes.com, santafesir.com, sothebysrealty.com, sothebys.com, 
primelocation.com, wsj.com, iht.com, nytimes.com, realtor.com, and our personal website: 
neillyon.com (also accessed at realestateofsantafe.com).  We also create websites for each of the 
homes we market.  Examples of such sites include: 2570AtalayaHill.com & 35EntradaDescanso.com.

6. Potential buyers who come to us through local brokers (via the MLS) who know that our listed 
properties will be well priced, shown professionally, and that negotiations will be conducted in a 
professional, ethical & accountable manner. 

Knowing that we’ll reach a very large share of the buyers we work with from the above six sources, we
execute a comprehensive marketing approach that targets the above groups.  Below is how we do that:

How we find buyers in this challenging real estate market
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• We immediately place information about a newly listed property into the Santa Fe Multiple 
Listing Service (MLS) database.  This notifies the 800+ Realtors in the Santa Fe area of the 
property’s availability.  Our properties are professionally photographed and our ad copy is carefully 
written to emphasize and highlight each property’s best features.

• Within 48 hours of putting a property on the market, information about it is available on the many 
websites we utilize.  We also create a website specific to each property which includes 3 virtual 
tour scenes, floor plans, plats, a printable brochure, and any other materials that convey extensive 
information about the property. 

• By virtue of a property being in the MLS database it will be featured on Realtor.com, the most 
widely viewed real estate website in the world.  As a participant in Realtor.com, we utilize their 
most comprehensive format, which allows us to place the maximum amount of information about 
each property on the site.  This includes customized ad copy and headlines and the maximum 
number of photos allowed.  

• We also participate in the Realtor.com Featured Homes program.  This program offers only a 
limited number of spots per region, ensuring that when potential buyers search Realtor.com for 
homes in Santa Fe, at least one of the Featured Properties they see prominently displayed will be 
one of our listed properties. Our listed properties are rotated as Featured Homes on a regular 
basis. On average, this provides each property with 20 times more exposure than the non-featured 
properties in Realtor.com.

• We create and market The USA Report on NeilLyon.com.  This report is updated weekly and 
shows how many properties in Santa Fe County went Under Contract, Sold, or became Active on a
week by week basis.  The format is simple to interpret and allows buyers and sellers to easily follow
current market trends in Santa Fe. The USA Report drives a large amount of traffic to 
NeilLyon.com where buyers then take the time to look through our available listings.

• We produce a color brochure for each of our listed properties that display photos, floor plans, 
property plats and other key property information.  A brochure of this type is available on each 
property’s individual website. 

• Our listed homes are periodically advertised in the Sunday Santa Fe New Mexican Real Estate 
Leader and in our monthly ad in the Santa Fe Homes Magazine, distributed in the Sunday New 
Mexican (first Sunday of every month, to subscribers) and in pickup boxes in and around Santa Fe. 
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• Our newly listed properties are discussed at our weekly company meetings. The goal is to make 
immediate matches with purchasers who are working with other Sotheby’s International Realty 
colleagues.  

• We conduct MLS open houses for brokers during the first MLS tour in the area of each new listing.
We may place our listed properties on later MLS tours, if we feel it would be productive. A 
common reason to have a 2nd MLS open house would be due to a newly reduced listing price.  We 
also include our properties in caravan tours that take place in various geographic areas.

• We discuss our listed properties with other Realtors, looking for a match with their prospective 
purchasers.  Our properties are also included in the electronic brochures that we periodically send 
to the top 150 brokers in the Santa Fe market.

• Newly listed properties will be included in the next Sotheby’s publication of Santa Fe Showcase:  A 
Portfolio of Distinguished Properties.  Our most recent issue can be viewed at 
SantaFeShowcase.com.  

• We create and distribute a quarterly “Market Briefing” newsletter that keeps us in regular contact 
with hundreds of our key referral contacts.  The content is current and relevant and the short 
format makes it easy for consumers to read and immediately get a handle on what is happening in 
the Santa Fe real estate market.  
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The devil is in the details – some examples:

In conjunction with the many activities we engage in when putting a property on the market, the Neil
Lyon Group attends to many detailed steps to effectively launch the marketing and advertising
campaign. These steps include: 

We immediately take detailed property notes and an initial round of photographs.  Capturing the
property details allows us to prepare for showings, gives us information for the brochure, and gives us
detailed content for the many websites where our listed properties are exposed. 

If the owner has floor and site plans available, we will have copies made and return the originals.  These
plans will also be used in our brochures and on our various websites. If plans are not available, we will
likely have a floor plan created (at our expense) as one will be an essential element in our marketing
initiatives.

Copies of keys will also be made and the originals returned. We’ll obtain the details of any alarm and
security information and a For Sale sign will be placed if signage is allowed.

Within about a week of the listing becoming active, our professional photographer will visit the
property and take photos and virtual tour shots.  Within 72 hours of his visit, these professional
photographs will replace our initial photos on the various websites. The virtual tour scenes will be
added to all the sites that support them. 

With professional photographs, virtual tours, comprehensive copy and plans in place, we are now ready
to create an individual property website.  These website are easy to access with web addresses that are
based on each property’s street address. Each individual property website is much more comprehensive
than typical property listings found online and we direct people to them whenever we receive an
inquiry.

A title binder for each new listing is ordered from the title company we work with.  Each binder is
carefully reviewed by a team member to determine if there are any issues with title that are cause for
concern and can be addressed long before a contract is in place. Each binder also includes copies of any
covenants, road, well or easement agreements that have been recorded.  All of this information helps us
understand each of our listed properties and allows us to relay correct information to prospective
buyers.

If a property has a septic system or water well, we do the necessary research to locate the septic
permit and the well record. These documents will need to be provided to the buyer when a contract is
in place. If these documents are not available, we advise on the necessary steps to bring systems into
compliance thus ensuring that there are no “surprises” that could put a sale in jeopardy.

At any time we receive a request to show a listed property, we promptly notify the owner in the
agreed-to manner.  We call or email as desired by each owner.  
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Except in rare cases, one of the brokers in the Neil Lyon Group will arrive at the property prior to the
scheduled showing and make the necessary preparations.  For properties where the owners are away
from Santa Fe, we open window coverings, turn on all lights and do whatever else is needed to make
sure all is ready for the potential buyer.  In the warmer months this will include opening doors and
windows.  During winter months, we’ll shovel walkways as needed.  This isn’t the glamorous part of our
job, but we do what is necessary to get the most out of every showing.  

After each showing we promptly contact the owner to let them know what we observed and the level
of interest that was expressed by the buyer.  We’ll also have follow-up contact with the broker who
brought the buyer to get more detailed feedback.  Often we’ll learn of a reaction that is quite different
from what we observed during the showing.  We’ll let the owner know of any new information about
the buyer and their potential interest.

On a monthly basis we email a comprehensive summary report (The Marketing Service Report) to each
owner showing the details of each showing, where the property has been advertised, when the
property has been placed in a “featured position” on our many websites and other activities that an
owner would want to know about.  Much of this information is redundant, as we communicate activity
as it happens, but this extra step guarantees that an owner knows exactly what is happening through
the entire marketing process.

While we are showing our listed properties, especially for those owners who are not full-time Santa Fe
residents, we are constantly on the lookout for maintenance issues that owners should know about.
Whether it’s a new roof leak, a leaky toilet, a door that now doesn’t properly close, or one of the
hundreds of things that can go wrong on a house, we always try to have a keen eye and we always call
our owners to let them know what needs attention.  These are not the calls our owners look forward
to, but they are always calls that are very valuable to them. 

When we have a contract on the property and it is time for inspections, one of us always remains at
the house during all inspections, unless other arrangements are made.  This allows us to provide
immediate feedback to our owners, which we have found to be greatly appreciated. With general
inspections lasting 3-4 hours in most cases, this commitment in time is a serious one, especially in those
cases when 2-4 inspections may be conducted on a property.     

After the execution of a sales contract, we create a Pending Sale Status report (PSSR) that summarizes
every milestone in the contract and the associated dates. This convenient summary allows all involved
parties to keep track of the many steps of the escrow process and the key deadlines and dates.
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How Effectively We Do Our Jobs

“Neil Lyon demonstrated to be the perfect real estate partner for our home
shopping, buying and closing in Santa Fe for innumerable reasons, some of which
are: Strategy: Neil quickly and sharply understood our buying needs, was sharply
focused to the available homes that met our requirements and that represented
excellent value. Patience: We tortured Neil for over three years, including
several visits to Las Campanas, viewed over 60 homes including several re-visits
to some Ö and never with a whimper nor sign of forced labor from Neil.
Instead, Neil was always available, eager to engage, and enthusiastic. Process: Neil
demonstrated extraordinary professionalism and business partnership in advising
and guiding us through the negotiation and closing process. Humanity: Quite
simply, Neil is an extraordinary individual to deal with on human terms, and not
the robotic nor falsely engaged individuals often seen in real estate. Net: Neil
was the ideal partner in the fullest sense of the word.” 

Jose and Pat Aragon
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34.54%

2010 Market Share Summary 

2010 Santa Fe Residential Sales
by Dollar Volume
January 1, 2010 through 

December 31, 2010

Statistics and numbers are obtained from the Santa Fe Association of Realtors multiple Listing Service and from Sotheby’s International Realty sources. They are deemed

reliable but are not guaranteed and are subject to change. They may not reflect all real estate activity in the market area.
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NEIL LYON GROUP
NEIL LYON, CRB, CRS, GRI
DIRECT: 954.5505   CELL: 660.8600
EVELYN SPIKER, CRS, GREEN, RSPS
DIRECT: 954.5556   CELL: 930.0999

VANESSA RIOS Y VALLES
DIRECT: 954.5522   CELL: 231.3708

Prices shown are listing prices at time of sale.
S = Seller, B = Buyer

January 1, 2011

I hope you and your family had a wonderful holiday season. I personally have come to
enjoy the holidays now more than at any other time in the past. There is much to be
grateful for, not the least of which is the fact that I get to have both our children at
home which now is a pretty rare occurrence. I also appreciate the expectation (our
clients and mine) that there gets to be some “down time” for us all, which certainly isn’t
the norm for me. And, to be totally candid, I was also looking forward to the holidays
because I was very curious to see how this past year would end up business-wise, after
experiencing another very challenging year in Santa Fe real estate. 

So how did it go? In a nutshell, 2010 was a “three fer year”. That’s my way of saying
we got the equivalent of 3 very different years in one. Let me explain: The first 5
months of 2010 had things shaping up to be a very strong year. Then came the next 4
months: a tumultuous time due to a wild and scary ride in the stock market that slowed
activity down to a crawl. Finally, in the last three months we experienced a pretty
decent recovery which now positions us for a very strong start for the New Year.

The Neil Lyon Group had the pleasure of having Evelyn Spiker join us last year.
Evelyn has brought a great deal of strength, experience and professionalism for the
benefit of our clients and our team. Vanessa Rios y Valles also started her 7th year 
as a key member of my Group. Her wide range of skills, her intelligence and intuition,
and her unwavering commitment benefits our clients every day, as it does the rest 
of my Group.

As I noted above in my description of the “three fer year”, the environment for
completing transactions got very difficult in the late spring and I couldn’t be prouder of
my team and what we accomplished. At that time we began seeing buyers delaying their
decisions on the expectation that prices would decrease further and we also began
dealing with lending issues unlike any I have seen in over 30 years in business. Between
very stringent and unpredictable underwriting guidelines, the mechanics of a very
challenging and inefficient short sale process and the ever-changing appraisal process,
getting each of our transactions closed seemed like a minor miracle. 

Due to these adverse conditions, 2010 was not my Group’s most productive year, but it
definitely ranks towards the top and I am extremely proud of and grateful for Vanessa
and Evelyn, our clients, the many co-brokers with whom we worked, the lenders,
appraisers, title professionals, surveyors, general inspectors, septic and well experts and
others who collaborated to make things happen when a less tenacious approach would
have ended in far fewer successful transactions. 

As we jump into 2011, the Neil Lyon Group has many listed properties yet to sell, we
have many buyers with whom we will complete transactions and we’ll represent many
new clients in the months ahead. We are excited and grateful to have gotten through the
very challenging past 2 ¼ years; achieving many successes
under trying circumstances. With what looks like the worst
behind us, we move forward with optimism and confidence.    

2010 CLOSED TRANSACTIONS

942 Old Bridge Court (S) $575,000
54 Dayflower (B) $1,295,000
211 Rosario Blvd. #4 (B) $319,000
64 Paseo del Conejo (S) $975,000
1212 North Summit (S) $2,550,000
2570 Atalaya Hill Trail (S) $1,750,000
155 Ridge Road (SB) $1,650,000
Lot 37, La Tierra (B) $395,000
526 Calle Corvo (S) $455,000
1549 Wilderness Gate Road (S) $579,000
1040 Bishop’s Lodge Road Tract B (B) $320,000
939 Acequia Madre (B) $990,000
516 Camino Rancheros (B) $1,995,000
1401-1407 Upper Canyon Road (S) $1,800,000
61 Paseo del Antilope (S) $899,000
36 La Ventana Drive (B) $1,395,000
538 Garcia Street (S) $1,200,000
24 Star Dancer (S) $899,500
811 W Manhattan #D (S) $330,000

UNDER CONTRACT

1057 Sierra del Norte (B) $1,165,000
1521 Wilderness Gate, Lot 16 (S) $249,000

Operated by Sotheby’s International Realty, Inc. Sotheby’s International Realty® is a registered trademark.
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NEIL D. LYON CRB, CRS, GRI  
Matt Desmond, Associate Broker
Vanessa Rios y Valles, Marketing/Operations

NeilLyon.com

Santa Fe’s 2001 REALTOR OF THE YEAR

2208 Fort Union Drive (B) $465,000
17 Stormview Lane (S) $2,395,000
601 San Mateo Road #16 (B) $214,900
24 Primrose Circle (S) $1,150,000
21 Painted Horse, Lot 625 (S) $235,000
4 Chippewa Circle (SB) $1,395,000
34 Sangre de Cristo (SB) $1,077,000
143 Graythorn Drive, Lot 113 (S) $135,000
905 Calle Vistoso (B) $705,000
114 Thundercloud Road, Lot 560 (B) $180,000
16 Arriba Circle, Lot 204 (S) $170,000
171 Calle Ventoso W, Lot 904 (S) $264,900
50 W. Saddleback Mesa (B) $220,000
29 Dayflower Drive, Lot 153 (S) $190,000
1103 West Alameda (S) $294,000
301 Chula Vista (B) $649,000
1122 East Alameda (S) $1,495,000
21 Clove Circle, Lot 103 (S) $150,000
Tract 5, Pecos Area (B) $200,000
6 Puma Circle (SB) $1,400,000
15 Chestnut Circle (SB) $12,250,000
70 Amberwood Loop, Lot 359 (SB) $259,000
84 Circle Drive Compound (SB) $1,775,000
19 Picacho Peak, Lot 637 (B) $329,000
22 Lodge Trail (SB) $1,350,000
600 Camino Rancheros (S) $1,350,000
516 Camino Rancheros (S) $1,850,000
479 Camino de las Animas (B) $2,950,000
1123 East Alameda (B) $1,299,000
707 East Palace #8 (B) $775,000
50 Paseo Aragon (S) $1,350,000
568 Garcia Street (S) $1,450,000
3 Daisy Circle (S) $1,450,000
19 Painted Horse, Lot 626 (SB) $185,000
6 Juan de Gabaldon Trail (B) $395,000
954 Cerro de la Paz (S) $3,950,000
19 Entrada Hermosa, Lot 847 (S) $200,000
Lot 179 Monte Sereno (B) $479,900
117B Rodriguez Street (S) $725,000
538 Garcia Street (B) $699,000
905 Allahna Way (B) $955,000

Neil Lyon’s 2006 Sales

Prices shown are listing prices at time of sale.
S = Seller, B = Buyer

January 2007

What did it take to have another record-breaking year in 2006?

It took buyers and sellers whose trust could be earned. It took a
support staff that always did what was best for our buyers and
sellers. Competent and reliable bankers and lenders, inspectors,
appraisers, insurance brokers and title/escrow professionals all
contributed in critical ways. It required the cooperation and
prowess of some of my biggest competitors: other real estate bro-
kers, who worked tirelessly to make sure each party in each
transaction got proper representation and a desired outcome. It
took the unwavering support of Sotheby’s International Realty to
provide my team and me with the tools and infrastructure we
needed to deliver effective marketing and advertising exposure
that was contributory to our success. It required the uncondition-
al support of my family, who accepted the unending telephone
calls and emails that infiltrated our time together, whether it was
during evenings, weekends or vacations.   

In a year that was filled with much uncertainty and universal
disagreement as to whether the Santa Fe real estate market was a
“buyer’s market” or a “seller’s market”, with the superlative sup-
port of Vanessa Rios y Valles and Matt Desmond, we completed
a transaction a week and generated well over $60,000,000 in
closed transaction volume.

To say that I am grateful to everyone who contributed to our
success in 2006 is the understatement of the year. My sincerest
thanks to all who were involved.

Sincerely,

Neil Lyon
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Setting Ourselves Apart from Our Competitors

To put this recognition into context, NRT is the largest operator of residential real estate brokerages in
the United States, with more than 760 company owned offices staffed with approximately 46,000 sales
associates. NRT posted $107 billion in total residential real estate volume in 2009 and operates under
the Sotheby’s International Realty, Coldwell Banker, and Corcoran Group brands in such markets as
Arizona, Atlanta, Greater Baltimore, Sacramento, Silicon Valley, San Francisco Bay Area, Greater Los
Angeles, Orange County, San Diego, Santa Barbara, Monterey Peninsula, Sonoma, Chicago/Milwaukee,
Cincinnati, Colorado, Columbus, Greenwich, Connecticut and Westchester, New York, Dallas/Fort
Worth, Florida, The Hamptons, Hawaii, Jackson Hole, Long Island, Minnesota/Western Wisconsin, New
England, New Jersey, New York City, Pennsylvania, Pittsburg, St. Louis, Sun Valley, Utah, Washington D.C.,
London, and of course, Santa Fe.
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"Neil and his team provided great service in helping me sell our home in Santa Fe in a very difficult
market. His professionalism, responsiveness and follow-through were outstanding. You can count on Neil
for open and honest feedback, and good advice based on in-depth knowledge of both the local market and
overall economic environment. It was a pleasure working with Neil and his team." – Michael Pfitzmann

“We just wanted to thank you for the incredible job you did for us in these tough times. The sale of our
unique property was a long time coming, but your team never lost interest or enthusiasm. We especially
were thankful for the “human touch” you provided. Your advice on pricing and marketing was exactly
what we needed, and your overall knowledge of the Santa Fe market made us confident that we would
be getting the best deal possible. I know it is impossible to count the number of trips you made to
show, inspect, and check on the condition of everything. This type of service was so important as we
were not living on site. The sale itself went really quickly and with no problems due to your ability to
communicate with all parties with honesty and trust on all sides.” –Vic and Shayna Selby Schepps/West

Development Corp.

“Neil Lyon has been our thought partner for months, as well as our eyes and ears in the Santa Fe
property market, while we were disentangling our lives from Los Angeles. His advice has always been
sound, pragmatic and totally focused on our needs… which he has an uncanny ear and perceptiveness
for. What a pleasure to work with a total professional who is completely reliable, responsive and wise,
while also being a genuine human being, ready to support one in difficult decisions. We appreciate his
patience and care for our well-being and his balanced, win-win negotiation style. We like having
neighbors like him… and are directing several potential clients to him without hesitation.” –Agnes Mura

and John Heinritz

“Neil and his team were instrumental in our ability to purchase the home we were looking for in Santa
Fe. They went above and beyond the call of duty to make our purchase a successful one. Neil is a fair
negotiator and a genuinely caring person, who looks out for his client’s best interests. His expertise and
knowledge of the home buying process and connections in both the real estate industry, and Santa Fe in
general, proved invaluable. Neil and his team made our relocation both successful and enjoyable. After
our experience, we wouldn’t think of using anyone else.” –Bill & Susan Tice

“Ed and I have known since our first association with Neil that he is one of the best realtors (the best
in my book) in Santa Fe. However, it wasn’t until this last transaction that I fully understood why. As
anyone trying to sell a home knows, today is a tough market. Having Neil as our realtor was
instrumental in making our sale a success. He was diligent in his attention to our transaction and did
everything he possible could to make a deal happen – his follow up was truly outstanding. I can’t
imagine using anyone else.” –Sally Sprankle & Ed Wielage

“It has been a sincere pleasure working with you and your team on the selling of my home in Santa Fe. I
want to congratulate you on bringing this sale to such a successful close, not only in a difficult market for
large homes, but also in dealing with a complex set of circumstances which offered unusual challenges. I
will be recommending your services to friends and family looking to buy in this area.” –Jack Sperling

Testimonials for the Neil Lyon Group
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“This was our 5th transaction with Neil and Vanessa in the past 6 years. Over time and variety of
transactions Neil has gently educated on the whole process of buying and selling real estate. He has
become a friend and a trusted confidante. Neil focuses on his clients’ interests and well being and really
connects with people on a level that you just don’t see much anymore. When you work with Neil you
get everything you need sometimes before you even know you need it!” –Daniel and Betsy Ronel

“Your outstanding and competent service is unsurpassed. You all did a superb job in not only making me
feel special as a client, but as a person as well. Being a single woman and having the responsibility of
selling a home was very worrisome to me. However, it wasn’t very long into our contract that I knew I
was in good and comfortable hands. I really appreciated being put at ease. I also appreciated all your
advice, and professionalism. You’re very good at what you do Neil, thank you again!” –Kery Wirth

“Our experience with Neil and his well-tuned team was superb. Neil’s commitment to communication
and integrity was obvious throughout. We were informed and supported in every way imaginable. We
would recommend him to buyers and sellers as one of the most thorough and informed real estate
agents. It was a joy working with him both professionally and personally.” – Robert & Tina Denison

“My husband and I thoroughly enjoyed our buying experience with the Neil Lyon Group. Neil made us
feel like we were his only clients with his flexibility, patience and attention to detail. He helped us make
an informed and educated decision and we had a lot of fun doing it. Thanks Neil!” –Cami Van Aken

“From the beginning of our search for a home in Santa Fe through the closing, Neil Lyon and his team
were ultimate professionals. Neil was patient with us as we looked at houses and redefined our criteria.
He was very knowledgeable about the market and the entire sales process, and was extremely
attentive. We especially appreciated his professionalism and patience with our questions during the
inspection and closing process. The entire process was painless and we are thrilled with our new
home!” –Brent and Kelley Southwell

“Ella June and I were greatly impressed with the level of professional service you allowed us in
representing us in our search and purchase of our Santa Fe townhouse…We always felt like we were in
caring hands. We would recommend you without hesitation.” –Ray and Ella June Daily

“To any prospect home buyer or seller in Santa Fe, I would highly recommend the retaining of the Neil
Lyon Group to assist you in your Santa Fe real estate process. Neil and his team provided invaluable
assistant in selling my home. They demonstrated extraordinary professionalism and persistence in
getting the job done. Their marketing methods are the most current, their willingness to be personally
involved in every prospect and their feedback were much more than I had expected based on my prior
experience with buying and selling properties. Getting my home sold in a difficult market environment
would have been nearly impossible without the assistance of the Neil Lyon Group.” –Robert S. Oliver

“Although Renatha and I have real estate purchasing experience, we could not have been as proficient
as we were without you. You are an expert in your field and on Santa Fe, and you possess the gracious
professionalism that appeals to all–and especially to discerning, sophisticated clientele. No wonder you
recieve the accolades you do, and that you were well recommended and are highly regarded.” –Michael

J. and Renatha G. Vernon
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“Neil Lyon demonstrated to be the perfect real estate partner for our home shopping, buying and
closing in Santa Fe for innumerable reasons, some of which are: Strategy: Neil quickly and sharply
understood our buying needs, was sharply focused to the available homes that met our requirements
and that represented excellent value. Patience: We tortured Neil for over three years, including several
visits to Las Campanas, viewed over 60 homes including several re-visits to some … and never with a
whimper nor sign of forced labor from Neil. Instead, Neil was always available, eager to engage, and
enthusiastic. Process: Neil demonstrated extraordinary professionalism and business partnership in
advising and guiding us through the negotiation and closing process. Humanity: Quite simply, Neil is an
extraordinary individual to deal with on human terms, and not the robotic nor falsely engaged
individuals often seen in real estate. Net: Neil was the ideal partner in the fullest sense of the word.”
–Jose and Pat Aragon

“What a great experience having the Neil Lyon Group list and sell our home. Always professional, yet
down-to-earth, understanding our concerns selling our home in a difficult market. We greatly appreciate
the time and effort Neil spent with us, and will always recommend the Neil Lyon Group to our friends
in the future.” –Rick and Billie Driscoll

“Neil I am so glad that I was referred to you in my search for a home in Santa Fe. You and your team
were by far the best real estate professionals I have ever dealt with. The whole process seemed so
effortless and “stress-free”. Thanks to all your work.” -Steve and Debbie Gray

“Neil Lyon and his team, Deborah and Vanessa, are plainly the best realtors you can find. Consummate
professionals, highly competent, and market condition experts they work together in perfect unison
creating an unmatched track record. They do all this with lightness and flare, respect and humor. I found
them wise advisors with communication skills par excellence. I felt a part of a power-team
accomplishing the unthinkable; selling my property in Santa Fe in a relatively short period of time to the
best possible buyers in the depressed market morass of 2009. The only thing that shadows the results is
moving out of state and losing the opportunity to develop further friendship with them. Thank you Neil,
Deborah and Vanessa. I am forever grateful.” –Runa Bouius

“John Paul and I have bought or sold three properties in Santa Fe with Neil and found that each
transaction was handled with the utmost level of professionalism and attention to detail. He was also
instrumental in putting us in touch with the builder whose style and personality suited us perfectly. Even
in today’s challenging and unfavorable market his advice proved to be on target and enabled us to make
the right decision. Neil would be our first choice if we were to need the services of a realtor in Santa
Fe again. Many thanks Neil to you, Vanessa, and your entire team once again!” –John Paul & Judy Miller

“Mary Jane and I cannot thank you and your group enough for your support in the sale of our home in
Santa Fe. Your sage, although unwelcome advice on the current state of the market and the reality of
pricing homes for sale in this depressed buyers’ market brought clarity to our situation, and your
assessment proved unerringly accurate.” –Freeman and Mary Jane Robinson
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“Just a note to tell you how much I enjoyed working with you and Vanessa. I especially appreciated your
responsiveness and attention to detail. It was awe inspiring!” –Realtor who worked with the buyer of one of

our listed properties

“Neil has guided us through every aspect of selling multiple homes, he has made the process smooth,
and extremely efficient every time. He was instrumental in selling our home in a time of crisis, and deep
concern about the economy. As a Builder, we have relied on Neil’s sound knowledge in regard to the
real estate market. Neil is professional, personable and knows the market inside and out. His entire staff
treated us kindly and respectfully. Neil and his team has made the entire process of selling a home in
today’s market as positive, and successful as it could be. It would be our pleasure to recommend Neil
Lyon and Staff to everyone who is considering selling or buying a home.” –Phil & Freda Alarid

“Your knowledge, professionalism, patience, and kind help brightened our journey. Along the way we got
more than a house, we got a friend.” –Marius and Liliana Stan

“We enjoyed working with you in the marketing and sale of our model home in Monte Sereno. Your
team’s professionalism is outstanding. It was a pleasure to experience your attention to detail,
consistent follow through, and timely communication throughout the process. You are excellent at being
organized, staying ahead of the curve, and being proactive in the negotiations. Your experience shows
and is much appreciated.” –Kurt Faust, Tierra Concepts, Inc.

“Your feel for the market and pricing advice was greatly appreciated and led to a sale that has benefited
all parties involved. The escrow process went smoothly and concluded in a timely manner.” –Neil Grasso

“We’ve moved many times but never have we had a better ally in this difficult process than we did with
Neil Lyon when we moved to Santa Fe. Neil and Vanessa are the absolute best. Of course they’re
incredibly plugged in, experienced and highly competent about actually finding a house and getting the
best deal on it. But what sets them apart from everyone else is that they’re holistic realtors: they don’t
just treat the need for a house; they help in every way to make you feel at home. No detail was too
small, no need not anticipated. Plus, it was a lot of fun, which I’ve seldom been able to say about moving.
We can’t recommend them too highly.” –Bill and Andrea Broyles

“We felt every bit as good about Neil and his team the day of closing as we did the first time we sat
down with him. Neil made certain representations to us when we began our relationship and followed
through on every one. He and his team were knowledgeable, enthusiastic about the task at hand and
acted as complete professionals from start to end. We couldn’t have asked for more and wouldn’t
consider using anyone else in this area.” –Sally Sprankle

“This purchase had many challenges to it, specifically the long distance nature of the deal from New
York to Santa Fe. Your diligence and attention to my concerns were especially met on this front and you
had me feeling confident throughout the process.” —Jamie Compton
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“This was our second purchase with Neil and he was no less stellar than the first time we worked with
him. He went beyond the call of duty in every way. He made himself fully available to us at all times and
he made the process simple and pain-free. There were some glitches in our second purchase and had
Neil not been doing the deal it would have been a much more complicated situation.” –Elizabeth and

Daniel Ronel

“The level of professionalism exhibited by you and your team throughout the marketing and sales
process was exemplary. I will happily recommend your services to both buyers and sellers of homes in
the Santa Fe market in the future.” –Alan O. Austin

“Neil is a real pro. It was a pleasure to work with him. His experience and judgment were extremely
useful. I have been involved in real estate investing all my life and have rarely dealt with anyone as
competent as Neil.” —Paul E. Tierney, Jr.

“I just wanted to say thank you so much for all of your help on getting this sale through. You are a true
professional, I appreciate all your effort.” –Patti Reuss.

“Neil is the most thorough and knowledgeable broker I have ever worked with in my 30 plus years in
buying and selling real estate.” — Lloyd & Reta Scherwinski

“Not only was the house sold very quickly and for a price that was fair both to the buyer and me, but
also your management and oversight of the process could not have been more professional.” –Joe N.

Prothro

“Thank you Neil and all of your staff for being so wonderful to work with. We absolutely love our new
home!” –Patrick and Katrina Feldman

“It was indeed a pleasure to work with you and your staff on the recent sale of our property at Las
Campanas. We were impressed with the speed at which the property was sold and very pleased with
the final transaction. Everyone we dealt with in your office was very helpful and able to answer our
questions. The final closing was faultless. It is not often you can say the final paperwork was even
enjoyable.” –C. Phillip Daspit, M.D.

“Neil was great! The property which I purchased was owned by a bank and the seller’s broker was
indifferent at best…Neil had great patience and perseverance. Closing was a challenge. Neil kept his
focus, and kept his optimism which we all needed.” –Jeffrey B. Kosberg

“Neil was the consummate professional throughout our search, selection and purchase process, and
Sotheby’s provided the foundation to enable him to be the best.” –David & Patricia Link

“I recently completed the sale of my home in Santa Fe and cannot express enough the gratitude I feel
toward the very professional work performed by Neil Lyon and his staff. It was a pleasure to work with
him for he was very understanding of my situation and kept me well informed of his progress as well as
customers’ feedback. Neil also made sure I was well notified ahead of each showing, which was certainly
a convenience for me. Thanks to Neil for such Grade A work!” –Joyce Graham
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“You and your capable team sold our home so quickly that we hardly had a chance to catch our
breath…let alone experience all you could do if you had to pull out all the stops! Then you handled the
ensuing negotiations between the buyer, his agent and us, with patience and tact, demonstrating your
talent and knowledge. We were delighted to be able to say we completed the sale of our home and the
move to our new home within four months, all the more amazing given our “off the radar” location.
Hats Off!” –Jules and Helen Cahn

“Neil Lyon is extremely helpful in selling residential property, but he also gave us valuable insight during
the construction of our new home in Las Campanas as it relates to re-sale. We are very grateful to have
Neil as our real estate agent for all our future housing needs in Santa Fe.” — John Paul and Judy Miller

“Before too much time passes we’d like to thank you for the impeccable job you did. Even though you
were working for the seller, you made a positive impact on our overall experience. We appreciate all
your hard work and we wish you success in all your endeavors.” — Recent buyers of one of Neil’s listed

properties, who worked with another Realtor

“In 2004 we relocated to Santa Fe from New York. We were very nervous about finding just the right
house for us. We met Neil and within seconds were put completely at ease by his personable, outgoing
manner. His knowledge of the Santa Fe Real Estate market is unsurpassed. He is the only one of his kind
out here, truly.” –Dr. and Mrs. Daniel N. Ronel

“We attribute their success to their aggressive marketing of the property…they did not just sit back
and wait for something to happen via MLS. It was a unique property, and their willingness to spend both
time and advertising expense was key to achieving a timely sale. We recommend them, without
reservation, to anyone seeking to buy or sell real estate in the Santa Fe area.” –Chris and Carol Witze

“Neil Lyon was extremely thorough, efficient, and helpful and kept us informed. We were totally satisfied
with his services and would recommend him to others.” –Rick Levin

“Thank you again for the professional job and timely work you did for us in selling our home. It was an
emotional time for us and we needed someone to just get the job done. We also appreciated the care
you took of our home while showing it, not to mention the attention to our cat and dog. They have
both asked about you.” –Kyla and Roger Thompson

“It was a pleasure to work with Neil Lyon-he is a true professional! ” –Kurt and Cynthia Fischer

“We so appreciate the hands on personal attention that you gave us. Selling a house can be a difficult
time in ones life, but you made it a fun and pleasurable experience for both my husband and myself. As
you know we tried other realtors and had very negative results. From the first day of meeting with you
the differences were obvious.” –Lucky and Bob Misrach

“Thank you for all your dedication in getting our house sold with the time limits imposed on us with
this Maryland purchase. It was a pleasure to deal with you with such a friendly, thoughtful outlook, and
the office personnel were so cooperative.” –Carolyn and Bud Becker
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“Thank you again for your professional and kind service as we purchased our home. You actually made
the process enjoyable, both because of your efficient work and your pleasant personalities.” –Gary and

Deanne Coles-Christensen

“Thank you Neil for making it all happen so quickly for us. Just the way we wanted it.” –Katrina and

Patrick Feldman

“Thank you for such a thorough and successful marketing brokering campaign. You provided us with
great exposure through your marketing efforts. Your extensive experience was responsible for getting
this transaction closed.” –Mr. Ted P. Odmark

“We spent the New Year in Santa Fe and I continued to marvel at the lovely purchase we made. It is
truly perfect for us. We appreciate all your input and guidance. I have never had a real estate person
point out the positives and negatives of homes we looked at as you did. I felt I was really well informed
and could make a wise choice.” –Diane Daspit

“Your sage opinions and valuable recommendations are much respected here. Your experience and
straight arrow views have been of great value in decision-making for our real estate activities.” –Toni and

Leon Fish

“It is rare to find such knowledge and experience in such personable and conscientious brokers.” –Dr.

and Mrs. Edward H. Kleiner

“Within just a few weeks, he had determined what we wanted in a house or neighborhood, showed us
several possibilities, and closed the sale on the house we love. During this time Neil was very efficient,
knowledgeable and professional, all this enhanced by his wonderful sense of humor. Just as Neil was referred
to us, we would not hesitate to do the same favor for someone else.” –Carole Stott and Mick Fredrickson

“Over the years I have probably purchased more than twenty-five residential properties. I can honestly
say that I have never enjoyed the ‘hunting’ process more or had the transaction handled more
professionally.” –Mr. Norman Henley

“During the marketing of our home, you anticipated our needs, and your follow through was excellent.
We appreciated your well thought recommendation on our asking price, and other aspects of marketing
our house. We are both very glad we followed your advice and trusted you. We felt like we were your
only client.” –Mr. Ed Welch

“Thank you for helping us sell our house. It was not an easy job. We thank you for your perseverance.
Without it, we don’t think we would have been successful. When Chip and Leslie Livingston said you
were the best broker in Santa Fe, they were right.” –Ted and Lisa Hallstrom

“Neil Lyon expeditiously sold our recent house. In the future I can not imagine using anyone else.” –A.G.

Buzz Bainbridge
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“Neil handled our listing and various home showings with consummate professionalism, following our
wishes exactly. His counsel and advice concerning the various offers we received was excellent. We have
purchased and sold many homes over the years and this transaction with Neil was easily the best
experience we have ever had.” –Robert and Denise Ford

“There is no real estate professional in Santa Fe that exceeds the standards of service set by Neil
Lyon.” –Vincent Braun

“In addition to his skills, knowledge, and experience, Neil Lyon has a great demeanor and wonderful
sense of humor. He has the unique ability to remove some of the stress from a potentially stressful
event. If we were ever to move back to the Santa Fe area, our first call would be to Mr. Neil Lyon to
see if he would represent us again!” –Robert B. Wirth, M.D.

“Not only was Neil very correct in all business dealings with us, but we enjoyed working with him on a
personal level. He always remained optimistic and provided a sense of humor in the many exchanges we
had.” –Claude and Bette Saks

“From the moment we met, we both had confidence that we could trust your judgment, insight, and
market knowledge. Only as time passed were we able to appreciate the total commitment of your
effort, enthusiasm, energy—and friendship—to helping make the purchase and move to Santa Fe a very
successful and pleasant endeavor.” –Kevin Twomey

“Neil’s technical knowledge, professionalism, and genuine support throughout the sales process was
exemplary. He is refreshingly enthusiastic, forthright, smart, and honest—a wonderful blend of traits that
make million dollar real estate deals fun. A real estate contract with Neil is a contract for success.”
–Vickie and Dennis Saye (Saye Builders)

“Neil was involved with the entire aspect of my property’s sale. This included the listing, the property’s
preparation for sale, the property management during my absence from the home, the marketing and
publicity of the property, the showing of the property, and the sale and follow through of the sale. Neil
demonstrated exceptional expertise in each of these phases.” –Steven R. Abram, M.D.

“Although our home was not in the upper price bracket of Santa Fe residential real estate, you treated
it and us as if we were the highest level commission. Neil, you were always available to answer our
questions, discuss strategy, and simply make us feel at ease in selling our biggest and most important
asset. You are our broker of choice.” –Richard and Annadru Lampert

“This is to thank you for skillfully guiding us through our recent real estate purchase. First, you were
great!!! Your experience and market knowledge made it a fun, pleasurable experience. One more vote
for the full-time real estate professional!” –T.A. Ellwein

“We have never before had a real estate transaction require only two weeks from initial offer to
closing, and the ease with which the parties came together was rather remarkable. To say that we would
recommend your services to others would be a great understatement.” –Lucia and Travis Freeman
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“You believed in my real estate project and conveyed your confidence to my buyer—you can sell for me
anytime.” -Audrey Kaplan

“Linda and I want to thank you for your terrific, patient and thorough advanced preparation work
without which, we never would have landed the wonderful land we purchased in Las Campanas. We
finally own a piece of heaven.” –Mark F. Miller, Hearst Magazines

“Just a note to tell you how pleased I was with how you handled the sale of my Las Campanas
property. I can assure you, from personal experience, that this kind of professionalism and competence
is all too uncommon in your business. It was a pleasure, and I would absolutely recommend you without
question.” –William D. Jordan

“I was very disappointed in the knowledge of certain Real Estate People in Santa Fe. After I contacted
you everything went well. You handled the sale of our house and the purchase of a lot in a very
professional and knowledgeable manner. This is the way we like to do business. Look forward to more
transactions.” –Kurt Koehler

“Not only has Neil proven to be a good friend and a great source of information, but also somebody
who has been a delight to work with in a professional matter, in the sale of our real estate. We received
frequent updates, found no difficulty contacting Neil when we had concerns, and found him to be
extremely reliable.” –Brian D. Walker, M.D.

“The ease of the paperwork for the final sale surprised us. We know that the convenience was managed
by you, and we were grateful. Since selling and buying a home are one of the biggest transactions that
people do, the lack of stress and mounds of paperwork were greatly appreciated.” –Roger and Kyla

Thompson



 Marketing Service Report
     Prepared for Rick and Billie Driscoll

Introductory comments
Attached is your Marketing Service Report (MSR). 

Below is a summary of showings and marketing activities from the initial listing date to today.

Services performed

Date/Activity Description

04/28/2009 Listing docs received $1,595,000

04/30/2009 Title Binder ordered Kelly Wilner - Quiet Title

05/04/2009 Previewed by broker Robin Zollinger - Barker

Will result in a showing when her buyers come to 

town. Date of their arrival is not determined yet.

05/05/2009 Photos Taken Photos and Virtual Tour scenes taken by a 

professional photographer.

05/07/2009 Published on Web Photos and Virtual Tour Scenes placed in MLS, 

www.NeilLyon.com, www.santafesir.com,

www.SothebysHomes.com and 

www.SothebysRealty.com as well as 

www.RealEstateJournal.com

05/08/2009 Featured Home Highlighted as a Featured Property on 

sothebyshomes.com this week.

05/11/2009 Featured Home The property will be a Featured Home on 

www.realtor.com for the next two weeks.

05/12/2009 Home of the Week On NeilLyon.com

05/27/2009 Previewed by broker Connie Johnson - SF Properties

Resulted in a showing.

Prepared by Neil Lyon

Sotheby's International Realty
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05/29/2009 Shown by Co-broker Connie Johnson - SF Properties

Couple from Novia Scotia looking for winter home.

Liked it. Seeing 5 other houses today and then 

leaving to go back home.

05/30/2009 Shown by Co-broker Robin Zollinger - Barker

The buyers, Pam and Scott from Texas, loved the 

quality, light and finishes and especially liked the 

guest casita!  After being able to hear a little more 

about their needs (they currently own a home in 

Cerros Colorados) such as desired office space for

Scott, it seemed that Pam thought the downstairs 

areas would not be very effective for their living 

style.  My impression is that they will ultimately 

select a single level home, but you never know.

06/04/2009 Shown by Co-broker Janice Cox - SIR

May result in a second showing with the husband 

present.

06/05/2009 Featured Home Your property will be featured on the Flash Show 

on the homepage of NeilLyon.com for the next 

quarter.

06/06/2009 2nd showing Janice Cox - SIR

Wife bring husband to see.  He seemed to like it 

although he was very quiet. Wife has requested 

Property Disclosure statement and plat.

06/09/2009 Ad in RE Guide If you would like to see a copy of this ad, please let

us know and we will be happy to provide it.

Prepared by Neil Lyon

Sotheby's International Realty
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06/15/2009 Shown by Co-broker Matt Sargent - SF Properties

Resulted in a second showing.

06/18/2009 2nd showing Matt Sargent - SF Properties

Very good showing. House is their number one 

choice. They would want to make a few changes.

06/19/2009 Featured Home The property will be a Featured Home on 

www.realtor.com for the next two weeks.

06/24/2009 Shown by Co-broker Anne Bealle - Anne Bealle RE

They thought the house was nice but it is not a good

fit for them.

07/02/2009 Shown by Co-broker Moo Thorpe - SIR

Liked the house but it is not their top choice.

07/05/2009 Shown by Co-broker Sunil Khanal - Coldwell Banker

House was too big for them.

07/15/2009 Previewed by broker Charlie Kahn -  Barker

Will probably show to his clients.

07/16/2009 Shown by Co-broker Roxanne Apple - SIR

Couple from Lubbock TX looking for 2nd home.  

Both clients liked this property and thought it well 

done but it is not on their "short list" at this time..

They are still looking at areas..

07/17/2009 Shown by Co-broker Charlie Kahn - Barker

Liked it, but did not seem like serious buyers at this

point.

Prepared by Neil Lyon

Sotheby's International Realty
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07/18/2009 Shown by Co-broker Marion Skubi - SIR

Showing to Laurie and Chip Johnson went very 

well.  They have seen a large number of homes and

I still think Monte Serena is at or very near top of 

the list...we'll see.

07/18/2009 2nd showing Robin Zollinger - Barker

Second showing today to a couple, Scott and Pam,

who have seen your home before and it continues 

to linger with them.  I told them wehad a 2nd party 

very interested and their broker was pleased to 

have that information, so maybe she could spur her

buyers to make an offer.

07/23/2009 Featured Home Your property is being displayed on the Featured 

Properties page of the local Sotheby's website.

08/03/2009 Shown by Co-broker Patty Smith - SIR

Loved quality but entertaining and outdoor spaces 

were too small.

08/05/2009 Shown by Neil Lyon My sense is that your house isn’t for them.  They 

really want to be on the eastside with great views, 

but since top quality construction and a casita are 

two key requirements for them, I wanted to show 

your home to them.   I think your location will be 

the obstacle, not the house.

08/06/2009 Previewed by broker Monica McLin - Prudential

She plans to show it to her clients on Monday. 

They are a couple from Dallas with 2 boys looking 

for a second home.

Prepared by Neil Lyon

Sotheby's International Realty
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08/06/2009 Shown by Co-broker Tim VanCamp - SIR

Very good showing.  Only negative was thought the

living room was too small.

08/10/2009 Shown by Co-broker Monica McLin - Prudential

Liked the house. Couple with 2 boys for second 

home.  Spaces work for them.

08/12/2009 Shown by Co-broker Anne Brunson - Prudential

Buyers are from San Francisco and the wife is a 

Realtor.  They are planning on liquidating everything

they have in San Francisco and moving to Santa Fe

full time.  They loved the house and really 

appreciated the quality.  That said they still have 

several properties to sell before they can make their

move.

08/13/2009 Featured Home The property will be a Featured Home on 

www.realtor.com for the next two weeks.

08/20/2009 Shown by Co-broker Marilyn Foss - SIR

Buyer was alone, did not have wife with him.  

appreciated the quality, but my impression was it 

was way more house than they need.

08/20/2009 Shown by Deborah 

Douglas

The couple is still conducting their search but your 

house is #1 for the husband and probably #2 for the

wife.  It fits their needs and I will keep you posted if

they would like to return today or tomorrow.

09/25/2009 Shown by Co-broker Michael Morgner - SIR 

Very good showing.

Prepared by Neil Lyon

Sotheby's International Realty
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09/29/2009 Shown by Co-broker Tim Van Camp - SIR

Liked the house except felt the living room was too

small and the outside portal space.

09/30/2009 Shown by Neil Lyon Resulted in a second showing.

10/01/2009 2nd showing They are going to rest and visit over the weekend 

before making any final decisions.  Your home is 

one of three that they are considering.  As soon as I

have any updated info I will be sure to let you 

know. My impression is that yours is at the top of 

the list.

10/05/2009 Ad in RE Guide If you would like to see a copy of this ad, please let

us know and we will be happy to provide it.

10/06/2009 Shown by Co-broker Liz Sheffield - SIR

Resulted in a second showing.

10/07/2009 2nd showing Liz Sheffield - SIR

They have decided to make an offer on another 

house. Felt the floor plan and size of living room 

was not a perfect fit for them.

10/07/2009 Offer received from Neil 

Lyon's buyers

$1,350,000

10/10/2009 Under Contract $1,470,000

11/19/2009 SOLD Congratulations!

Summary remarks

I will keep you notified of all future activity.

Prepared by Neil Lyon

Sotheby's International Realty
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Eighty nine percent of buyers start their real estate search online* so the plan to sell your home must include proper

Internet exposure. Property distribution channels were conceived after conducting research to identify lifestyle, 

activity and points of interest websites where prospective buyers gather real estate information and visit frequently

during their home search. Our property distribution initiative allows us to include our listings on the most visited and

proven real estate websites. 

*National Association of Realtors® Profile of Home Buyers & Sellers.

www.sothebyshomes.com/santafe

www.santafesir.com

www.realtor.com

www.WSJ.com

www.IHT.com

www.primelocation.com

www.homefinder.com

www.openhouse.comwww.frontdoor.com

www.homes.com

www.base.google.com

www.trulia.com

www.yahoo.com

www.NYTimes.com

www.sothebysrealty.com

www.sothebyshomes.com

Worldwide Exposure with our Online Property Distribution
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NEIL LYON GROUP
NEIL LYON, CRB, CRS, GRI
DIRECT: 954.5505   CELL: 660.8600
EVELYN SPIKER, CRS, GREEN, RSPS
DIRECT: 954.5556   CELL: 930.0999

VANESSA RIOS Y VALLES
DIRECT: 954.5522   CELL: 231.3708

1508 SUMMIT RIDGE 
A gorgeous 4BR, 5BA home, located in the very exclusive Santa Fe
Summit neighborhood, near 10,000 Waves. The thick curved walls
create an organic feel reminiscent of an earlier era. #201002972
$1,349,000

8 LAVADERO ROAD 
Gorgeous 4BR, 3BA home with stunning views of the Jemez and
Sangre de Cristo Mountain ranges. Beautiful finishes and wonderful
details throughout. The 4-vehicle garage can accommodate an RV.
#201002660  $1,050,000

HIGH SUMMIT TESUQUE

LAS CAMPANAS TAOS

NEAR ST. JOHN’S COLLEGE LAS CAMPANAS

14 PLAZUELA INTIMO
Gorgeous 2BR, 2.5BA main house and 1BR, 1BA guest house. This
adobe built Club Casita with many customized finishes and
upgrades is located near the Hacienda Clubhouse and overlooks
golf course.  #201000418  NOW $635,000

560 PIEDMONT 
Historic early Taos artist’s home and compound, private and
secluded, yet close to town. Property includes a main house and 2
guest cottages all on 6.2 acres. Wonderful shade trees, courtyards
and gardens.  #201004196  $1,495,000

2558 ATALAYA HILL TRAIL 
Beautiful 3BR, 3 1/2BA adobe residence on 5.9 acres close to the
national forest. Designed by John Midyette, this home features
high-beamed ceilings, warm plaster walls, portal with fireplace,
flagstone terrace, and panoramic views. #201002950  $995,000

3 ARRIBA CIRCLE 
3BR, 4BA, 3,375 sq ft main house and a 988 sq ft, 2BR, 2BA guest
house. Main house includes an office/study. Great floor plan,
wonderful outdoor spaces and fantastic Sangre de Cristo views.
#201002671 $895,000

14PlazuelaIntima.com

8Lavadero.com

2558AtalyaHill.com

560Piedmont.com

3ArribaCircle.com

7 TANO POINT LANE
9 +/- acre property consisting of gorgeous main house, 3 guest
houses, studio and chapel. Incredible gardens with walkways,
patios, courtyards, portals and a lovely swimming pool. 360 degree
views. #201005175  $4,800,000

545 VISTA DE LA CIUDAD 
Classic Santa Fe style in this quality home close to Canyon Road and
the Plaza. Excellent 3BR, 3BA floor plan including a wonderful
den/library with wet bar. Centered on 2 lots with mountain views.
#201005541  $975,000

TANO ROAD AREA LAS BARRANCAS

1508SummitRidge.com

545VistadelaCiudad.com



 
             Market Briefing  Spring 2010 

As I have reported in recent newsletters, current news and expert predictions on the housing market 
continue to be a mixed bag of optimism and concern.  How closely Santa Fe tracks with national trends 
remains a critical question that will be answered in the months ahead.   As of now, much like on the na-
tional front, Santa Fe residential real estate is a mixed bag of results and expectations.   
 
Let’s start with the big picture.  Markets around the country are definitely healing as measured by in-
creased sales and dropping inventories of available properties.  Interest rates remain very attractive but 
there is concern about how rates will be impacted when the Federal Reserve ceases their $1.25 trillion 
purchases of mortgage-backed securities, which will happen at the end of this month.   Predictions about 
rate increases are generally between a quarter of one percent to as much as a full percentage point.  It 
will be interesting to watch the results as the market takes over from the government stimulus.   
 
The phrase “double dip” is now (unfortunately) uttered regularly by “industry experts”.  Fueled by more 
foreclosures and short sales, some of the leading economists are predicting home prices will again fall 
before values stabilize.  A 4% to 10% drop in values nationally seems to be the general expectation 
among those who think we haven’t yet found the bottom.    
 
Another view of the market that is getting a lot of recent play is the number of homes that “are under-
water”……..those properties where the loan balances are greater than the value of the homes that se-
cure the debt.   The most recent estimate is more than 11.3 million residential properties with debt 
against them, or 24%, have negative equity as of the end of the 4th quarter of 2009.  This is an increase 
from 10.7 million, or 23%, as of the 3rd quarter of 2009.  
 
Now to Santa Fe.  We have seen a dramatic increase in the number of sales since January 1st, as com-
pared to the same time frame last year.  Not terribly surprising, when you recall what was happening 
during the first quarter of 2009.  Those were dark days indeed.  The increases by market segment are 
sizable and encouraging as this year’s spring market gets underway.  In the under $500,000 market, the 
number of sales is up 51% from a year ago.  Sales in the $500,000 - $1,000,000 are up 23% and sales 
between $1,000,000 and $2,000,000 are up 30%.  So far the market has only had one sale above 
$2,000,000 and it was my Team’s sale and it closed in mid-March.  That segment of the market remains 
very hard-hit, much like last year. 
 
Another significant indicator we’re watching is the number of buyers who are actively looking at proper-
ties.  With this information giving us an insight into future sales activity, Sotheby’s International Realty 
tracks the number of showings of the entire company inventory of listed properties on a daily basis, al-
lowing us to see important trends.  In the past 10 days, the 10 properties that have seen the greatest 
showing activity range in price from $175,000 to $759,000.  Also, surprisingly, showing activity for Janu-
ary and February of this year was down from the showing activity during the same months last year.  
This was unexpected and in contrast to the gains we’ve seen in sales this year.  The disappointing num-
ber of showings could lead us to conclude that sales in the months ahead will be negatively impacted.  
We do not expect this will be the case.  We are clearly seeing more committed buyers in the market, 
even if there are fewer of them than we expect.  

 
 

 (Continued on other side) 



So after sifting through all of this conflicting data, how do consumers feel about “the market”? 
 
In the most recent Fannie Mae National Housing Survey, 47% of the respondents believe that home prices will hold 
steady over the next year.  31% of the respondents believe that house prices will increase over the next year.  
70% said “it is a good time to buy” as compared to 64% who felt it was a good time to buy in January of 2010. 
 
In another recent survey, completed by Bankrate.com, 90% of homeowners say they don’t regret buying their 
home “despite a nationwide Tsunami of foreclosures, short sales and loan modifications”. 
 
Back to Santa Fe: 
 
It is heartening to note that based on US News & World Report’s survey of the most attractively priced retirement 
locations, Santa Fe made the top 10 list at #6, just after #5 Las Vegas and just ahead of #7 Punta Gorda, Florida.  
(Price to income data was examined in 384 metropolitan statistical areas to determine the top 10). 
 
August, September and October are often times the busiest months in Santa Fe for new sales contracts, leading to 
a very busy 4th quarter for closed transactions.  It is difficult to judge whether we’ll have the hoped-for strong 4th 
quarter market-wide, however, the activity that my team is experiencing will result in a strong 4th quarter, although 
showing activity from week to week is varying dramatically.  Our hope is that the positive stock market activity will 
lengthen the strong fall market into later months.  It is entirely possible that this will be the case.  Record low inter-
est rates make this even more of a possibility. 
 
Lastly, I am very pleased to announce that Evelyn Spiker has joined the Neil Lyon Group, bringing a very strong 
business and real estate background with her.  As a top producing broker at her former firm, we are thrilled to 
have her with us.  In the short time Evelyn has been with us, her significant contributions have been plentiful.  She 
is a very valuable asset to our Group and to our many clients. 
 
For timely and detailed information about the local real estate market, neillyon.com is always available to you.  The 
USA report shows detailed weekly activity that will give you all that you need to stay current.  If we can ever be of 
greater assistance, please let us know. 
 
Sincerely, 
 

Neil D. Lyon, CRB, CRS, GRI 
Santa Fe’s 2001 Realtor of the Year 
Direct: 505.954.5505 
Cell: 505.660.8600 neil@neillyon.com 
 

Come visit us at NeilLyon.com 
 
 
NOTES: The YTD sales statistics cited are from the Santa Fe Multiple Listing Service (MLS) and reflect residential 
home sales in Santa Fe County. 
 
If your property is currently listed for sale through another broker, nothing in this newsletter is intended as a solici-
tation of any type. 
 
If you would like to be deleted from our distribution list, please let us know and we will honor your request immedi-
ately.  If you know someone who would like to receive future issues, please have them contact us. 
 

 



neil's sales  |   testimonials  |   why santa fe?  |   marketing approach  |   neil lyon group  |   press  |   news  

 
(505) 954-5505    neil@neillyon.com  

  

  
SEARCH MLS  |   NEIGHBORHOODS  |   OUR LISTINGS  |   FEATURED LISTINGS  |   BUILDING SITES  |   THE USA REPORT 

THE USA REPORT 

THE USA REPORT 

 

This report will show you, week by week, how many homes in Santa Fe County went under contract (U), how many 
homes sold (S), and how many homes became active new listings (A).  

View previous USA reports



Pending Sale Status Report

Property Address:

Seller:

Buyer:

Price:

Contract Date:

Closing Date:

  BUYER'S                      SELLER'S

D: 984-7325 C: 690-1998

Title Company:

Closing Agent:

Deposit:

Title Binder Review Period:

Exceptions 1-4 & 8 Deleted?:

Inspection Objection Deadline: 

Seller's Disclosure By:

Mortgage Contingency:

Verification of Funds By:

Loan Application By:

Loan Approval By:

Survey Ordered By:

Survey Objection Deadline:

Appraisal Contingency:

Appraisal Objection Deadline:

Insurance Application By:

Insurance Objection Deadline:

Septic Inspection deadline:

Septic inspection report by:

Septic objection deadline:

Well documents delivered by:

FIRPTA documents provided by:

Documents and other info requested in Addendum#1 provided by:

Agreement will always prevail.

5 days after receipt

9/23/2009

This summary of key dates and other information is published by Neil Lyon as a convenience to the involved parties. 

Should any dates or other information on this summary be in conflict with the Purchase Agreement, the Purchase 

n/a

previously provided to Buyer

9/15/2009

n/a

9/23/2009

3278 Paseo Segunda

Don & Jill Tishman

Edward deZavallas

$1,140,000

8/28/2009

$50,000

Kelly Wilner 986-4107

Andrea Adams  986-4112

John DeVito

Santa Fe Properties

9/30/2009

Quiet Title

9/4/2009

9/15/2009

within 1 day after inspection contingency satisfied and waived

5 days from receipt

Other Important Dates:

3 days from receipt of inspection report

9/23/2009

2 days after inspection

ALL SEPTIC DOCUMENTS TO BE PROVIDED BY SELLER

Notes:  Personal property, as detailed in Counteroffers #2 & #3 to remain in property.

Survey will show all improvements, corners will be flagged & missing monuments replaced.

9/2/2009

9/23/2009

9/23/2009

 Agent

Transaction Broker

Yes No

Yes No

Yes No

Agent

Transaction Broker

Seller's expense

Buyer's expense
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Fact:  The majority of the properties that are now on the market in Santa Fe will not sell this year.  

As hard as it may be to believe this statement, this is the situation and it will again be the situation next
year.  With many segments of the local real estate market having 2-4 years worth of available inventory,
there simply won’t be enough sales to chip away at most of the inventory.  

So the obvious question is:  what can we do to get your property to be one that sells this year?

There are 4 factors (the “secrets”) that can be managed to maximize the chances that your property
will sell in the months ahead.

Secret #1: Pricing

The most important factor is the price at which the property first comes on the market. As much as
every property owner does not want to believe that it impacts them personally, property values have
decreased as a result of the unprecedented economic decline we have witnessed in the recent past.
How a particular property has been impacted is very difficult to determine by even the most analytical
and experienced real estate brokers and appraisers. The supply of available properties changes by the
day and demand ebbs and flows as buyers arrive in Santa Fe and then depart.  The cost of mortgage
financing regularly fluctuates, and what buyers want seems to evolve and change before our eyes. The
bottom line is this: accurately estimating the value of a particular property is difficult, complex and more
challenging than ever.  It will likely remain this way for quite some time.

As you would expect from a highly experienced and top producing team of brokers, we take the task of
valuing every potential listing very seriously.  We stay on top of market trends, we track listing and sales
data and we know the properties involved in transactions.  We look well beyond “price per foot”, which
we view as a shortcut to estimating value.  We look at a subject property and carefully compare it to
those properties available that will be true competition and we closely evaluate relevant properties that
have sold recently.  We conduct the necessary research, we contemplate the important subtleties that
cause some properties to sell and others to remain on the market……..and we prepare our findings for
presentation to the property owner.    

Closely related to accurately estimating the future sale price of a property is the owner’s willingness to
be moved by their broker’s research and pricing recommendation.  If their broker conducts honest,
thorough and accurate research and recommends a specific asking price (or asking price range), does an
owner go with the recommendation or add “a cushion for negotiations”?  This single decision, assuming
the broker’s recommendation is valid and accurate, will likely determine if the property sells this year.
And for what price. If the initial pricing decision is wrong, the result will likely be one or more price
reductions, leading to an eventual sale price that will be far less than what could have been.  The initial
pricing decision will also impact whether the property is sold in 3 months or 3 years.  It really is that
important.

The 4 Secrets of Selling Your Santa Fe Home
(which really aren’t secrets at all!)
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With an appreciation for how important the owner’s pricing decision is, we spend whatever time is
necessary to present the results of our valuation research in a totally transparent and complete manner.
We go over all the relevant data that is available.  We compare and contrast recent sales, evaluating and
understanding the important relationships between them to help us arrive at the best possible listing
price recommendation.   We consider other listed properties and determine which ones represent the
stiffest competition and which ones will drive buyers to other properties.  

As mentioned, the process of accurately evaluating a particular property and recommending the most
effective asking price is very challenging and there is some “art” involved, as the answer is usually not
totally clear with even the most complete research.   

Secret #2: How your property presents itself and is shown

The next key factor that can be managed is how the property shows to prospective buyers.  Is the
property furnished in a way to make it as attractive as possible?  Is the house clean and presentable for
all showings? Is the property well maintained?   Maintenance is critical, as it strongly impacts a potential
buyer’s reaction.  As an example, is there evidence of water leaks (past or present) that subtly causes a
buyer to question the maintenance of the property in past years?   If this dynamic creeps into the
picture, it makes it very difficult for that property to compete against others that have been beautifully
maintained.

Every seller wants to believe that an interested party will look past a few items that “aren’t perfect”, but
experience proves otherwise. Serious buyers react to a property on several levels, the emotional level
as well as the logical level.  If the buyer senses that the property hasn’t been well maintained, the logical
attraction to the property takes a backseat to the negative emotional response.   If all looks and feels
good, the property gets one reaction. Alternatively, if there is concern about the roof, or the stucco, or
(fill in the blank), it robs that property of the best possible impression. When a buyer has many choices,
as they do now and will in the months ahead, this point is central to how a property is perceived during
and after a showing.  Making sure the details are tended to, big and small, can mean the difference
between being on a buyer’s short list or off.

To assist our sellers in this area, we have a reliable stable of maintenance professionals who we regularly
call upon to help us get all the details in order.  Whether it’s having exterior wood stained, leaky toilets
fixed or getting a roof repaired after a rough winter, we can put a seller together with reliable
professionals.  We also have time-tested “home stagers”, “home tenders” and decorating consultants for
those situations when much more than paint and stain are needed.  

Also, how a broker handles a showing opportunity is critical.  Many available properties have lockboxes
placed by their listing brokers, so that other brokers working with potential buyers can show these
properties without the listing brokers being present.  This approach is certainly easier for the listing
brokers, but at the expense of the opportunity to effectively handle the showings. We don’t under-
estimate the importance of effectively dispensing accurate property information and attempting to
impact how the property is perceived by the potential buyer…nor should you.  We get to each
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property before a showing and conduct a quick walk through to make sure all is ready. Window
coverings are opened, lights are turned on, dead bugs are removed and front walks are swept if
necessary. You get the point.  We do what needs to be done to maximize the opportunity that is just
ahead.  Also, if the listing broker is not at the showing, it makes it difficult for that broker to give the
seller complete feedback afterwards.  Lastly, to assume the buyer’s broker has complete and accurate
information about the property and the surrounding area is more of a risk than we are willing to take.
Other than in rare circumstances, we attend every one of our showings.  Seven days a week.     

Secret #3: Advertising & Marketing

This critical factor is about how your broker and his/her company plan and execute an advertising and
marketing campaign for your property.

This is an important topic as the rules of the advertising and marketing game have been turned
completely upside down in the past few years. Much of how brokers promoted properties in the past
decade is now fundamentally obsolete.  A primary example, print advertising, which was so important in
past years, is no longer very important or productive for a property seller or their broker.

In contrast to even a few years ago, virtually all calls go directly to a broker’s cell phone or to their
direct office number.  It is even more common for a broker to receive a potential buyer’s email, which
almost always indicates from what source the buyer made the connection with the broker. In addition
to providing a very efficient and effective means of connecting buyers with property information, we
also see exactly what venues of advertising and marketing generate inquiries.  It is just as clear what
venues are not generating responses.  As you would expect, most prospective buyers use internet sites
to get information that was previously not easily obtainable even 2 or 3 years ago.  It has revolutionized
how we communicate with potential buyers and it also tells us exactly where we should be directing
our advertising and marketing resources.  By carefully monitoring what venues generate the most
potential buyer inquiries, we continue to redesign our promotional approach to reach this important
group most effectively.  

Putting rich and detailed information about our listed properties where it will be seen by the most
interested consumers, we have developed a very comprehensive web strategy.  This is true for both
Sotheby’s International Realty and for the Neil Lyon Group.  We use excellent professional photography,
interesting and accurate copy, comprehensive online brochures and many other tools to get buyers to
find our sites and to keep them looking as long as possible.  We also create websites specific to each of
our listed homes to provide maximum information to those who might be interested.    

Our web strategy is just one of the many ways we promote our available properties to those who need
to be reached.  There are many other approaches we employ, knowing where it is we need to be visible. 

Secret #4: Negotiation Skills and Transaction Management

The final important consideration that always comes into play is one that is difficult to demonstrate
directly (at this point in time), so there is some “take our word for it” yet plenty of circumstantial
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evidence to support our strength in this area.  These are the skills of negotiation and shepherding a
transaction to closing.  As a team that handles many transactions (approximately 170 since the beginning
of 2005), we have seen it all, in terms of transaction “potholes” and dealing with brokers who bring
varying levels of skill and competency to each transaction.  In a surprisingly large percentage of
transactions, the most challenging party to deal with isn’t the other principal in the sale. It is the other
broker.  This is often times due to inexperienced brokers who are new to the real estate business or
others who simply aren’t very skilled or knowledgeable.  Other times, it is clear that the relationship
between the broker and the principal isn’t very strong.  That’s not to say that the other principal in
every transaction is easy to deal with. They aren’t. But one thing is clear. If you don’t have a strong
negotiator/transaction manager on your side, the odds of getting what you want (or close to it) will
depend more on luck than a predictable outcome. Once a contract is struck, staying on top of the many
steps and deadlines is critical and will make the difference between smooth sailing and a transaction
filled with suspense and stress.  

It stands to reason that a team that closes 40+ transactions a year is going to have a different skill level
than a broker who closes less than 2 transactions a year…which was the average number of closed
transactions the average broker completed in Santa Fe in 2009.

In this market, selling a home is very challenging in spite of our collective best efforts. With some
market segments of Santa Fe having over 5 years worth of available inventory, it is simply too
competitive and complex to know exactly what it takes to get one particular property sold. The best
approach we can employ is to be attentive to the “secrets” that lead to success and manage them as
effectively as possible. 

Simple on paper….very challenging in practice.




