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Hi, my name is Calla, and I'm so excited to share my skills and passion for real estate to help
you reach your real estate goals!
With over 10 years in the financial industry in Public Accounting and Wealth Management, I
understand the level of care and attention clients deserve and expect. Real estate is no
different. Selling and purchasing real estate are both two large financial decisions that require
strong communication skills, organization, and time management to account for all of the
moving parts in a transaction. These skills are practiced daily to provide you, my client, with
exceptional service.
I love learning new things, and as a Realtor, you have to be "in the know" of market trends,
technology, social media, laws, legal documentation, and ongoing education. Just as
important, are the people and relationships created. I enjoy meeting people that I would not
have had the opportunity to meet otherwise.
Outside of real estate, I enjoy spending time with my loved ones and spending as much time
as possible outdoors. We love to hike, bike, boat, ski, and recreationally fly around our
beautiful city of Spokane/Liberty Lake. I'm a "closet" nerd, educating myself with books, audio
mostly, and videos of historical leaders that provide empowerment through their own
success.
People, properties, obstacles, education... It's exciting to combine this with my strong work
ethic, professionalism, commitment, and dedication to provide you with superior service.

(509) 221-9658
mobile

caLLA@WINDERMERE.COM

(509) 340-8000
Office

WWW.CALLAPROPERTIES.COM

695 N. LEGACY RIDGE DR #301
lIBERTY lAKE, wa 99019
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Why Windermere?
It's about relationships.

In 1972, John Jacobi set out to change the real estate industry by putting relationships before sales quotas, with
an emphasis on service to our clients and our community. Over 45 years later, this mission has helped grow
Windermere into one of the largest independent real estate companies in the nation, with more than 300 offices
and 6,000 agents throughout the Western U.S. and Mexico.While the real estate industry has changed
substantially over the years, our core values of relationships, community, collaboration, and professionalism have
remained central to how we do business, and will continue to do so for years to come.

commitment to community.

Windermere understands the importance of giving back to our community. Enriching the neighborhoods in
which we live and work is an integral part of how we do business.

THE WINDERMERE FOUNDATION

› We donate a portion of our commission from every
transaction to benefit the Windermere Foundation.
› Since 1989, the Foundation has raised more than
$38 million in donations.
› Assistance is provided to non-profit agencies
dedicated to helping homeless and low-income
families in our community.

windermere community service day

› Every year since 1984, Windermere agents have
dedicated a day of work to those in need.
› These hands-on projects benefit a wide variety of
community-based organizations.
› Projects have included maintenance at a senior
center, construction of a children's playground, and
sorting duties at a food bank.

setting the standard

Something you may not know is that Windermere takes its standard of service to its clients very
seriously. As members of the National Association of REALTORS®, we agree to abide by a strict
code of ethics that is based in professionalism and consumer protection.To further reinforce our
commitment to our clients, Windermere has built upon the R E A LTO R® code of ethics by
establishing what we call our Windermere Standards of Practice outlining how we believe our
clients deserve to be treated.

WINDERMERE AGENT EXPECTATIONS

› Always put the clients’ interests first
› Be up-to-date on the latest real estate laws and local issues
› Do not discriminate against any party based on race, religion, sex or other legally protected classes.
› Treat you and everyone involved in your transaction with the greatest respect
› Follow all MLS rules as well as the NAR code of ethics.
› Keep you informed promptly and regularly.
In short, our Standards of Practice ensure that Windermere agents hold themselves to an even higher level of
competence and accountability. We hope this translates into a more satisfying real estate experience and peace-ofmind for our clients, knowing that doing right by them is our highest priority.
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How Do I Help Sell Your Home?
My Services

› Explain basic real estate principles and paperwork
› Provide a market overview, and do a Comparative Market Analysis (CMA) to help
determine your home’s value
› Help determine the right selling price
› Assist you in preparing your home for sale by recommending home improvements
and/or staging to increase the homes value
› Market your home to buyers and other agents via an internet presence, open houses,
and print materials
› List your home on Realtor.com, Windermere.com and other real estate websites
› Guide you through the inspection and appraisal processes
› Coordinate with lenders, appraisers, inspectors, and the title company on your behalf
› Assist you with the purchase and sale agreement
› Negotiate with buyers and their agents on your behalf
› Track contingencies and ensure contract deadlines are met
› Work with the escrow company to ensure all documents are in order and on time

your benefits
›
›
›
›
›
›
›

Be more likely to get the highest return on your investment
Decrease your days on market
Understand all the terms, processes and paper work involved
Have exposure to more buyers and agents with qualified buyers
Have current market information to make informed decisions
Have a skilled negotiator on your side
Have peace of mind that the details are being handled

Good communication is key to a successful working relationship. I am committed to
keeping you up-to-date on the events surrounding the sale of your home. This will
enable you to make informed, timely decisions based on the continuing flow of
information.
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Preparing Your Home For Sale
Properly preparing your home for sale is one of the best ways to make a favorable impression that will help
it sell more quickly and for the best price. I can help you stage your home or refer you to an accredited
staging professional. But there are a lot of things you can do yourself, both before and during showings, to
improve its appeal.

Here’s a checklist to help you identify areas in your home that
may need improvement in order to make the best impression on
potential buyers

ENTRY, LIVING, DINING, FAMILY
ROOMS
Traffic Patterns
FurnitureArrangement
Window Coverings
Fireplace
Floors/Carpet
Walls & Ceilings

KITCHEN

Tub
Shower Enclosure
Tile & Grout
Sinks & Counters
Toilet
Faucets
Floor
Walls & Ceiling

Traffic Patterns
FurnitureArrangement
Window Coverings
Fireplace
Floors/Carpet
Walls & Ceilings

yard

Countertops
Cabinets—Exterior & Interior
Appliances
Faucets & Sinks
Floor
Walls & Ceiling

BATHROOM(S)

Bedrooms

Lawn
Hedges & Shrubs
Flower Beds
Fences & Gates
Walks & Driveways

BAsement

Stairway
Floor
Storage Areas
Finished Areas
Windows & Window Coverings
Lights

garage

Storage
General
Doors
Windows & Frames
Light
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Pricing Your Home
The market value of your home is what buyers are willing to pay in today’s
market conditions. My job is to help you set the right price from the start, and
to position your property so it stands out in the market.

HERE'S HOW I WILL PRICE AND POSITION YOUR PROPERTY FOR
THE HIGHEST RETURN:

› Analyze current market conditions and sales prices of comparable properties.
› Discuss your goals and needs.
› Advise you about ways to make your property more attractive to buyers.
› Create a comprehensive marketing plan targeting the most likely buyers.
› Market your property to other agents, and get their feedback on its price and
presentation.
›Keep you up-to-date on sales activity and market conditions.

DANGERS OF PRICING ABOVE MARKET VALUE:

› True target buyers may not see your property because it’s listed out of their
price range.
› Buyers in the higher price point may compare your home to other homes at
that price and consider it a bad value.
› It may sit on the market longer and sell for less than asking price. MLS
statistics show that the longer a home is on the market, the lower the sales
price
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Marketing Your Home
According to a national survey*, 95 percent of home buyers use the Internet
to search for homes. When you’re ready to sell your home, you should expect
your agent to have a plan for marketing your home online

Online marketing:

I will post your home on Windermere.com, and because I am a member of the
Multiple Listing Service, your listing will also appear on all other major
participating brokerage sites in the area. Windermere's listings also appear on
real estate search sites like Realtor.com®, Trulia and Zillow, witha combined
reach of nearly 200 million viewers. We also target prospective buyers locally
by a ZIP code with Adwerx.
Windermere’s partnership with Adwerx makes it easy for me to advertise your
home online to 7,000+ prospective home buyers per week on top sites like
Facebook, USA Today, CNN, ESPN and thousands more. Not only are these ads
geographically targeted to local buyers, but they will also follow viewers
around the Web to increase the likelihood of your ad getting noticed. Plus, you
will receive ongoing reporting to see how many people viewed and clicked on
your ad. When you list your home with me, you’ll receive targeted digital
marketing that maximizes exposure to get your home sold quickly, and at a
high value.
In addition, your home will also recieve it's own tourfactory.com link. This link
will include a virtual tour of your home, in a format that is convenient for
sharing online.

Print Marketing

In addition to our online marketing, we will display a Windermere yard sign,
which for over four decades has become synonymous with quality listings. We
will also create printed flyers for the box on the sign post, as well as for open
houses. We will also create "Just-Listed" postcards and send them to
prospective buyers.
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Open Houses & Showings
One powerful way to create traffic and exposure for your home is by holding
open houses. Fifty-two percent of buyers describe open houses as an
important information source when looking for a home.

Open Houses & Showings
The more people that see your home, the faster it will likely sell, and open houses help
achieve that goal. They also allow me to answer any questions about the home or
neighborhood while I’m face-to-face with potential buyers. Neighbors also love to attend
open houses, which can lead to increased word of mouth and greater exposure.
Furthermore, open houses allow me to hear feedback directly from buyers and agents,
which can be valuable in gauging interest and addressing concerns for future showings. All
in all, open houses are an important tool in getting your home sold quickly and at the best
price.

Benefits of open houses & showings:
› YOU CHOOSE THE TIMING
› AGENT IS PRESENT THE ENTIRE TIME
› GREATER EXPOSURE FOR YOUR HOME
› OPPORTUNITY TO ANSWER BUYER QUESTIONS
› CREATES NEIGHBORHOOD “BUZZ”
› GATHER VALUABLE FEEDBACK

Brokers Open
Inviting agents to tour your home as soon as it comes on the market for a
Brokers Open is a great way to make sure real estate agents are aware of the
features and benefits of your property. It's just one more way in which I can
leverage my connections with real estate professionals to sell your home quickly
and for the best price

staged for success
A well presented home will draw more attention from serious buyers and can
greatly decrease the amount of time the home is on the market. Statistically,
staged homes sell faster and closer to the listing price than those that are not
staged. Dollar for dollar, even with the additional cost of a staging company, a
home generates more profit when presented in an appealing fashion to buyers.
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The Road to Closing
During the negotiation stage of the transaction, a mutually agreed-upon date for
closing is determined. “Closing” is when you and the buyer sign all the paperwork and
pay your share of the settlement fees, and the documents are recorded. Settlement
obligations vary widely due to specific contract language, local laws and customs. Prior
to closing, the closing agent (usually an escrow or title company or attorney) will
complete a detailed settlement statement for both buyer and seller. As your
Windermere agent, I can help you understand which of the following typical
settlement fees apply to you.

THE SELLER RECEIVES:

› Utility deposits held by gas, electric, cable, telephone and other companies
› Prorated portion of pre-paid property taxes
› Prorated mortgage interest from payments made during the current month
› Fuel rebate for oil or propane remaining in storage tank
› Net proceeds after seller’s share of expenses is paid

THE SELLER PAYS:

› Brokerage commission (the sum or percentage of the sale price previously
agreed upon by the seller and real estate agent)
› One-half of escrow or legal fees paid to the attorney or escrow company for
preparing the closing (In California, the party paying escrow fees varies from
county to county)
› Document preparation fees, if applicable
› Recording and notary fees, if applicable
› Title search and title insurance (paid by either the seller or the buyer)
› Local transfer taxes, if applicable
› State taxes, if any
› Repairs or inspections, if any, seller has agreed to pay for
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The Road to Closing
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Moving Tips
The process of moving is long and complex. Being organized, knowing what needs to be
done, and tackling tasks efficiently can make your move significantly less stressful. Here’s a
checklist to keep you on task and help make your move successful.

SIX TO EIGHT WEEKS
BEFORE:

› Use up things that may be
difficult to move, such as frozen
food.
› Get estimates from professional
movers or from truck rental
companies if you are moving
yourself.
› Once you’ve selected a mover,
discuss insurance, packing,
loading and delivery, and the
claims procedure.
› Sort through your possessions.
Decide what you want to keep,
what you want to sell and what
you wish to donate to charity.
› Record serial numbers on
electronic equipment, take
photos (or video) of all your
belongings and create an
inventory list.
› Change your utilities, including
phone, power and water, from
your old address to your new
address.
› Obtain a change of address
packet from the post office and
send to creditors, magazine
subscription offices and catalog
vendors.
› Discuss tax-deductible moving
expenses with your accountant
and begin keeping accurate
records.

TWO TO FOUR WEEKS
BEFORE:

› If you’re moving to a new
community, contact the
Chamber of Commerce and
school district and request
information about services.
› Make reservations with airlines,
hotels and car rental agencies, if
needed.
› If you are moving yourself, use
your inventory list to determine
how many boxes you will need.
› Begin packing nonessential
items.
› Arrange for storage, if needed.
› If you have items you don’t
want to pack and move, hold a
yard sale.
› Get car license, registration and
insurance in order.
› Transfer your bank accounts to
new branch locations. Cancel
any direct deposit or automatic
payments from your accounts if
changing banks.
› Make special arrangements to
move pets, and consult your
veterinarian about ways to make
travel comfortable for them.
› Have your car checked and
serviced for the trip.
› Collect items from safe-deposit
box if changing banks

TWO TO THREE DAYS
PRIOR:

› Defrost your refrigerator and
freezer.
› Have movers pack your
belongings
› Label each box with the
contents and the room where
you want it to be delivered.
› Arrange to have payment
ready for the moving company
› Set aside legal documents and
valuables that you do not want
packed.
› Pack clothing and toiletries,
along with extra clothes in case
the moving company is delayed.
› Give your travel itinerary to a
close friend or relative so they
can reach you as needed.
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Moving Tips
Pack a "first day" box with items you will need right away.

MOVING DAY: OLD HOME

› Pick up the truck as early as
possible if you are moving
yourself.
› Make a list of every item and
box loaded on the truck.
› Let the mover know how to
reach you.
› Double-check closets,
cupboards, attic, basement
and garage for any left-behind
items.
MOVING DAY: NEW HOME
› Be on hand at the new home
to answer questionsand give
instructions to the mover.
› Check off boxes and items as
they come off the truck.
› Install new locks.
› Confirm that the utilities
have been turned on and are
ready for use.
› Unpack your “first day” box
(see list for suggested
contents).
› Unpack children’s toys and
find a safe place forthem to
play.
› Examine your goods for
damage.

MOVING ESSENTIALS:

› furniture pads
› handtruck or dolly
› packing tape
› bubble wrap
› newspapers or packing paper
› scissors
› utility knife
› labels
› felt-tip markers
› cornstarch packing “peanuts”
› plenty of boxes

FIRST DAY BOX:

› scissors
› utility knife
› local phone book
› coffee cups
› teakettle
› instant coffee or tea, soft
drinks
› pencil and paper
› soap
› bath towels
› trash bags
› shelf liner
› paper plates
› snacks
› toilet paper
› children’s toys and books
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Our Crew
Calla Ferguson, Realtor
With over 10 years in the financial industry, Calla understands the level of care and attention to
detail her clients deserve and expect. She works diligently to ensure her clients get the best Real
Estate experience possible. She will help you establish practical considerations, understand the
challenges you will face in today's market, and help you gain the necessary competitive edge when
buying or selling a home.

Scott Wetzel, President & CEO of Windermere Services
Mountain West

Scott is responsible for the development, operations, service activities, and growth of the
Windermere Real Estate brand throughout the Mountain West region (Eastern WA, Eastern OR,
ID, & MT). Scott is also the owner of Windermere Spokane Valley and Liberty Lake offices. He
actively does his check-ins to see what brokers need, from developing training seminars,
troubleshooting problems or offering creative solutions, all to provide each broker with the tools
they need to succeed.

Brooke Carey, Managing Broker and Branch Manager
Brooke is our Managing Broker and Branch Manager at the Liberty
Lake Office. She serves as a mentor to many new brokers. Brooke’s first-hand experience in the
field and wisdom are invaluable to brokers both new and seasoned. You'd be hard-pressed to find
a real estate office with a greater commitment to supporting its brokers' success than our
Windermere Liberty Lake and Spokane Valley offices.

Cate Moye, Designated Broker

Cate has been with Windermere since 1992 and purchased Windermere
Spokane Valley in 1998. In 2006, Cate opened a second office in Liberty Lake. She sets the tone by
creating an atmosphere where brokers feel they are respected and supported. Cate draws her
years of real estate experience to provide each broker with the tools they need to succeed.

Kirstin Darry, Director of training and development

After working for many years in the Real Estate Industry and spending most of her career
with for Windermere, Kirstin soon realized her sole passion and energy is true to the success
of our agents building a successful real estate business. She is a wealth of information when
it comes to specialized training, cutting edge technology, tools and programs in place to
help others succeed, and most importantly, integrating the powerful systems and offerings
we have for you as a client.
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Our Crew
Sally Prete, General Manager of Operations
Sally is our GM of Operations, which means she keeps our world
spinning! While she does an innumerable amount of behind the scenes operations
which is crucial for our business and most importantly-for you, we believe her
best quality is the joy she shares with everyone around. Sally is a problem-solving dynamo and
supports our agents behind the scenes.

Samantha Dalla, Listing Specialist
Samantha is our listing specialist and task master. She has detailed knowledge of the entire real
estate transaction process, and can quickly troubleshoot any issues that occur along the way. Her
warmth is matched by her willingness to help brokers with whatever they need. The question
you'll hear Samantha asking most often is: "Can I help you with anything?" and always does it
with a smile.

Chris Lagerstrom, Transaction Manager
Chris is the heart and soul of our Spokane Valley office. Whether you are an agent, guest, or client,
Chris makes you feel welcome the minute you walk through the door. More importantly, she
serves as our office Transaction Manager, managing and processing all of our sales, which means
she keeps our paperwork in order so your business gets done on time. Agents love the fact
that they can turn a sale over to Chris knowing that she will handle all the details flawlessly.

Shelby Angstrom, Office/Marketing Manager

Shelby is our Office and Marketing Manager at our Liberty Lake office. She makes sure our social
pages stay looking nice and clean, as well as takes care of any marketing needs our Agents may
need to help you. This includes everything from creation of their personal Instagram posts, flyers
for their new listings, and helping to create and maintain listings.
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A Home Seller's Glossary
ADJUSTABLE-RATE MORTGAGE (ARM) - interest rates on this type of mortgage are periodically
adjusted up or down depending on a specified financial index
AMORTIZATION - a method of equalizing the monthly mortgage payments over the life of the
loan, even though the proportion of principal to interest changes over time. In the early part of
the loan, the principal repayment is very low, while the interest payment is very high. At the
end of the loan, the relationship is reversed
ANNUAL PERCENTAGE RATE - the actual finance charge for a loan, including points and fees,
in addition to the stated interest rate
APPRAISAL - an expert opinion of the value or worth of a property
ASSESSED VALUE - the value placed on a property by a municipality for purposes of levying
taxes. It may differ widely from appraised or market value
BALLOON PAYMENT - a large principal payment due all at once at the end of some loan terms
CAP a limit on how much the interest rate can change in an adjustable-rate mortgage
CERTIFICATE OF TITLE - a document, signed by a title examiner, stating that a seller has an
insurable title to the property
CLOSING - the deed to a property is legally transferred from seller to buyer, and documents are
recorded
COMMISSION - a fee (usually a percentage of the total transaction) paid to an agent or broker
for services performed
COMPARATIVE MARKET ANALYSIS (CMA) - a survey of the attributes and selling prices of
comparable homes on the market or recently sold; used to help determine a correct pricing
strategy for a seller’s property
CONTINGENCY - a condition in a contract that must be met for the contract to be binding
CONTRACT - a binding legal agreement between two or more parties that outlines the
conditions for the exchange of value (for example: money exchanged for title to property)
DEED - a legal document that formally conveys ownership of a property from seller to buyer
DOWN PAYMENT - a percentage of the purchase price that the buyer must pay in cash and
may not borrow from the lender
EQUITY - the value of the property actually owned by the homeowner: purchase price, plus
appreciation, plus improvements, less mortgages and liens
ESCROW - a fund or account held by a third-party custodian until conditions of a contract are
met
FIXED-RATE MORTGAGE - interest rates on this type of mortgage remain the same over the life
of the loan. Compare to “adjustable-rate mortgage”
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A Home Seller's Glossary
FIXTURE - a recognizable entity (such as a kitchen cabinet, drape or light fixture) that is
permanently attached to a property and belongs to the property when it is sold
HAZARD INSURANCE - compensates for property damage from specified hazards such as fire
and wind
INTEREST - the cost of borrowing money, usually expressed as a percentage rate
LIEN - a security claim on a property until a debt is satisfied
LISTING CONTRACT - an agreement whereby an owner engages a real estate company for a
specified period of time to sell a property, for which, upon the sale, the agent receives a
commission
MARKET PRICE - the actual price at which a property sold
MARKET VALUE - the price that is established by present economic conditions, location and
general trends
MORTGAGE - security claim by a lender against a property until the debt is paid
MULTIPLE LISTING SERVICE (MLS) - a system that provides to its members detailed
information about properties for sale
ORIGINATION FEE - an application fee(s) for processing a proposed mortgage loan
PITI - principal, interest, taxes and insurance, forming the basis for monthly mortgage
payments
POINT - one percent of the loan principal. It’s charged in addition to interest and fees
PREPAYMENT PENALTY - a fee paid by a borrower who pays off the loan before it is due
PRINCIPAL - one of the parties to a contract; or the amount of money borrowed, for which
interest is charged
PRORATE - divide or assess proportionately
PURCHASE & SALE AGREEMENT - a contract between buyer and seller that outlines the details
of the property transfer; or refer to “Purchase and Sale Agreement” in this guide
TITLE - a document that indicates ownership of a specific property
TITLE SEARCH - detailed examination of the entire document history of a property title to make
sure there are no legal encumbrances
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