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D o  y o u  e v e r  h a v e  t h o s e  mom e n t s  w h e r e

y o u  p a u s e  a n d  t h i n k ,  “ T h i s  i s  e x a c t l y

w h e r e  i t  i s  I  am  s u p p o s e d  t o  b e ? ”  T h e

k i n d  t h a t  t e n d  t o  t a k e  y o u r  b r e a t h  a w a y ,

o v e r c om e  w i t h  a w e  a n d  g r a t i t u d e …

r e a l i z i n g  t h a t  y o u  w e r e  ma d e  f o r  s u c h  a

m om e n t  a s  t h i s .  

Wh i l e  I  c a n ’ t  r e m emb e r  a l l  o f  t h em ,  s om e

o f  t h o s e  “ b u l l s - e y e ”  mom e n t s  h a v e  b e e n

e x t r em e l y  p o i g n a n t ,  l e a v i n g  a  p r o f o u n d

i m p a c t  o n  my  l i f e .  

T h a t  t i m e  a t  C am p  S a n d y  H i l l  w h e n  I  w a s

1 0  y e a r s  o l d ,  a n d  i t  w a s  j u s t  t h e  p e r f e c t

d a y .  We  w o n  t h e  C l e a n  C a b i n  Aw a r d .

L u n c h  w a s  my  f a v o r i t e .  I  g o t  a  l e t t e r

d u r i n g  ma i l  d e l i v e r y .  




Hitting the Sweet Spot in Real
Estate and Life

Bulls-Eye: 
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The craft shack was full of new colors of plastic gimp.

And the evening activity was the best: an all-camp

game of Capture the Flag. Everything about that day

was practically perfect… a bulls-eye. The sweet spot in

my week at sleep away camp.

Then there was the time I trained for my first half

marathon. It was a big commitment, and I had big

goals of running a sub 8 minute mile pace. I trained

hard… on the pavement. On the treadmill. And in the

gym. I yelled at Spencer for making me run hill sprints

and telling me to add more weight to the squat bar.

All it did was make my legs burn, and I didn’t see how

it was going to help this distance runner. But he did.

And on that beautiful April day in Nashville, TN I did it…

a 7:58 pace in the Country Music Half Marathon. A

bulls-eye. The sweet spot and peak performance. 

In real estate... especially in this market… whether
it’s listing a home for a seller or writing an offer for
a buyer… there are many ingredients that go into
hitting the bulls-eye. 

Just like that day at Camp Sandy Hill. Or at the Country

Music Half Marathon. 

Preparation. Pricing. Positioning.

The "just right" blend of these three ingredients are

crucial to achieving the desired outcome as a seller.

Just as any ingredient missing from a recipe would

cause an imbalance in flavor, any of these ingredients

missing when listing a home can knock it off kilter. 

Yes, this is a strong seller's market... but the importance

of properly preparing your home for today's market in

order to maximize your investment and achieve the

desired result cannot be overstated. 

Pricing and positioning are also key. Looking at

competing inventory (if any), recent comps... and

understanding the "soft data" behind a purchaser's

mentality... these are also key in hitting the "sweet spot"

when listing your home. 

 Stacy



Just like training for a race... the proper balance of
ingredients is what hits the sweet post, and can
yield a bulls-eye result when listing a home.

But what about a home purchase? 

The same concept is true. That incredible day at camp

was comprised of numerous things that made it

incredible. And in this competitive real estate market,

constructing a bulls-eye offer as a buyer is no different. 

Sure, there are the anchor points like purchase
price and settlement date... but there's so much
more that goes in to hitting that sweet spot.

Are there inspections? And how are they structured?

What about an appraisal... and what if it is lower than

the contract price?

How about any  needs the seller may have? Something

specific that may make your offer stand out, while

others just miss the mark. 

As a kid, those memories of Camp Sandy Hill are still so

vivid. And I will never forget that first half marathon. 

In  December, 2021 Facebook post, I shared the

following: 

There is something incredible and inspiring when you
find yourself right in that “sweet spot” of your
passions, how you’ve been wired and equipped as a
person, and the environment in which to flourish. This
past year at Impact has been exactly that… and SO
much more. 

So how about you?

Can you recall those sweet spot, bulls-eye moments?

Are you living one now? 

Find your strengths. 

Realize your passions.

Live them well.

A recent bulls-eye listing... these sellers did alllllll the right things!
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HAPPY BIRTHDAY!!

Here are the March birthdays from our friends of Magnolia Monthly.  If you have a
birthday in February and don’t see your name on this list, please email or call us so that

we will include your birthday!

Family Fun Zone!

March Trivia
Question

Q: In Greek mythology,
who was the goddess

of beauty and love?



Everyone who texts or emails in
the correct answer by the last

day of this month will be entered
into a drawing for a $25 gift
certificate to Amazon. Good

luck!!







March Sudoku

Toni Sakadales              3/2
Dominic Petrolle           3/2
Daniella Petrolle           3/3
Piper Cole                     3/3
Eliana Delisle                3/4
Timothy Herzfeld          3/4
Wesley Hardin              3/4
Amy Cabrera                 3/6
Miles Hook                    3/6
Matt Schmitt                 3/6
Christian Petrolle         3/6
Calan Berning               3/7

Anne Marie Gersch    3/8
Luci Medovoy              3/8
Charity Marshall          3/8
Luci Medovoy              3/8
Jax Paul                        3/9
Danielle Wilson           3/11
Kendra McDonald      3/11
Sebastian Melson       3/12
Drew Fellows              3/13
Renee Walker             3/13
Phil Poska                   3/15
Natalie Hostetter       3/16
Dan Hart                     3/20

Henry Delescavage    3/20
James McDonald        3/20
Lucas Cabrera            3/20
Nick Maxsell                3/23
Lily Poska                    3/24
Madison Weidling      3/26
Charlotte Barrett        3/26
Becky Celis                  3/28
Kyle Altuner                 3/29
Tiffany Huffstetler       3/31
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Another Milestone... Another Event...
Keep the target moving! On February 22nd ImpactClub® Frederick hosted the 21st event and Friends of Child
Advocacy of Frederick County donated a donation of $35,100!!! With this event ImpactClub® Frederick has surpassed
$580,000 donated here in Frederick since 2017!

This was the first event since COVID started that it felt ‘REAL’ again.

Idiom Brewery was ELECTRIC. We were packed to the gills with ImpactClub® members and it felt GREAT to have
everyone back again! These last 2 years – 8 Events – has been tough but we preserved and donated over $250,000
when our community needed it the MOST. The members that stuck with us over the last 2 years, and especially those
who have been there since the beginning.

WE THANK YOU!

Any good business. Any good sports team.  Any Entrepreneur all have moving targets with goals and success. Sports
teams don’t start with the goal of winning a Super Bowl/Championship. Well, the good coaches don’t start with that
goal. They start with each practice. Then each drill in that practice. Then drill down to hand placement and your first
step.

When you don’t take care of the small things, then you NEVER achieve massive success.

ImpactClub® there are 1000 small details that go into each event. We agonize and strategize on those small details so
that we can keep our focus on the bigger picture of the event and ultimately have a HUGE IMPACT to one charity each
quarter.

We started with a goal of having 100 ImpactClub® Frederick members and we thought if we could do that by the
end of year 1, we would be successful!

We accomplished 100 members within 2 weeks of unveiling ImpactClub® in January 2017! 

In fact, by the first event in February, we had 182 members. Then we wanted 200 and surpassed that by our 2nd Event.

Then we wanted 250 and surpassed that our first year as well!

At 250, I thought that would be REALLY cool, because then we would be donating $100,000 annually to local charities.

It took 9 events to go from 250 members to crack 300 members even stating that goal the entire time!
NOW, it is TIME for us to get to 400 members!!! We currently sit at 352 members, so I KNOW that we can do it and it
would be INCREDIBLE to do it THIS YEAR!

I can promise you one thing… We will not stop moving the target to be the LARGEST fundraising organization with
single member donations IN THE AREA!

We may never be the Ausherman foundation – which does INCREDIBLE work – but they have deep pockets –
ImpactClub® Frederick doesn’t. We have single member donations at $100/Quarter and where our SuperPower lies in
each and EVERY member!

It is ImpactClub’s belief that we are STRONGER and have more IMPACT when you combine forces with others who
want to DO GOOD!

Thank you for providing inspiration and motivation to keep ImpactClub® Frederick moving forward, without you and
YOUR VOICE to others about how FREAKING AWESOME ImpactClub® is we would be NOTHING!
Have an incredible day, and we will see you on May 17th – not a member yet and wanna join?

To join, pop over to...

     www.impactclubfrederick.com 

http://www.impactclubfrederick.com/
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S T O R Y  F R O M  T H E  S T R E E T . . .

p u t t i n g  t o g e t h e r  a  p u z z l e .  A n d  mo s t

a g e n t s / c om p a n i e s  d o n ’ t  h a v e  t h e

c a p a c i t y ,  e x p e r i e n c e  a n d  t e am  o f

e x p e r t s  t o  p u t  t h a t  p u z z l e  t o g e t h e r .

I f  y o u  d o n ’ t  h a v e  e x p e r i e n c e  o n  y o u r

s i d e  i t  i s  l i t e r a l l y  l i k e  p u t t i n g

t o g e t h e r  a  2 5 0 0  p i e c e  p u z z l e  t h a t  y o u

d o n ’ t  h a v e  a n y  d i r e c t i o n .

I m p a c t  P a r t n e r s ,  t h e y  h a v e  p u t

t o g e t h e r  HUND R E D S  o f  p u z z l e s  a n d  w e

u s e  t h e  b a c k  o f  t h e  b o x  t e c h n i q u e  –

me a n i n g  w e  a l r e a d y  h a v e  a  c l e a r

p i c t u r e  o f  w h a t  t h e  e n d  r e s u l t  w i l l

l o o k  l i k e ,  w e  j u s t  h a v e  t o  f i t  t h o s e

p i e c e s  t o g e t h e r  i n  a  l o g i c a l  o r d e r .

T h e  O p t i o n s :

B u t  k n o w i n g  t h e  a r e a  a n d  t h e  c om p s

( r e c e n t l y  s o l d  p r o p e r t i e s )  t h e i r

c u r r e n t  n e i g h b o r h o o d  h a d  a  s h a r p

p r i c e  p o i n t  a n d  i t  w a s  a  r e a l l y

i n t e r e s t i n g  ma r k e t  w i t h  t h e  s o l d

h om e s :

T h e y  A L L  w e n t  f o r  j u s t  a t  o r  j u s t  u n d e r

l i s t  p r i c e  a n d  s om e  h a d  s a t  o n  t h e

m a r k e t  f o r  mo n t h s ! ! !

I f  w e  w e r e  g o i n g  t o  g e t  T r a v i s  a n d

A l y s s a  t h e  ‘ n um b e r ’  t h e y  w a n t e d  t o

m o v e  a n d  b e  c om f o r t a b l e  t h e y  w o u l d

h a v e  t o  f o l l o w  o u r  s t r a t e g y  t o  a  T  –

a n d  l e t  u s  p r o v i d e  t h a t  ‘ b a c k  o f

p u z z l e ’  b o x  s t r a t e g y .

R e s e a r c h  s h o w e d  u s  t h a t  t h e i r  h o u s e

w a s  w o r t h  a b o u t  $ 4 7 5 k ,  b u t  T r a v i s  a n d

A l y s s a  r e a l l y  w a n t e d  o v e r  $ 5 0 0 k ,  b u t

w e  w e r e  r e a l i s t i c  i n  t h e  s a l e s  p r i c e

a n d  w e r e  c om f o r t a b l e  i f  i t  e n d e d  u p

s e l l i n g  f o r  $ 4 7 5 k .

T h e  D e c i s i o n  a n d  O u t c o m e :

U l t i m a t e l y  T r a v i s  a n d  A l y s s a ’ s  l e n d e r

w a s  a b l e  t o  g e t  t h em  a p p r o v e d  f o r  a

l o a n  W I T H O U T  h a v i n g  t o  s e l l  t h e i r  

The Secret Madison Avenue DOESN’T want you to Know…
(How Window Shopping Strategy increased our Sellers Profit 1200%)


M e e t  t h e  C l i e n t s :

T r a v i s  a n d  A l y s s a  w e r e  g e t t i n g  r e a d y

t o  e x p a n d  t h e i r  f a m i l y  a n d  g o  f r o m  a

y o u n g  c o u p l e  w i t h o u t  a  c a r e  i n  t h e

w o r l d  t o  l o v i n g  p a r e n t s  a n d  t h e y

n e e d e d  t o  u p g r a d e  t h e i r  l i v i n g

s i t u a t i o n  f r o m  t h e  h o u s e  t h e y  b o u g h t

w h e n  t h e y  w e r e  f i r s t  s t a r t i n g  o u t .

Y o u  k n o w ,  t h e  b i g g e r  h om e  w i t h

p l e n t y  o f  s p a c e  f o r  a l l  t h e  n e w  b a b y

s t u f f  a n d  t o  a c c ommo d a t e  t h e i r

g r o w i n g  f a m i l y  i n  a  n e i g h b o r h o o d

t h a t  t h e y  w o u l d  f e e l  s a f e  h a v i n g  t h e i r

s o o n - t o - b e - b o r n  c h i l d  p l a y .

T h e  h om e  t h e y  b o u g h t  w h e n  t h e y

w e r e  n e w l y w e d s  w a s  p e r f e c t  a t  t h a t

t i m e ,  b u t  t h e i r  n e e d s  c h a n g e d  o v e r

t i m e  a n d  n o w  w a s  t h e  t i m e  t o  f i n d  a

n e w  h o u s e  a n d  s e l l  t h e i r  c u r r e n t

h om e .

T h e  S i t u a t i o n :

T r a v i s  a n d  A l y s s a  k n e w  t h e  d y n am i c s

o f  t h e  r e a l  e s t a t e  ma r k e t  a s  w e

a d v i s e d  t h em  w h a t  a  d y n am i c  ma r k e t

i t  i s  r i g h t  n o w .  T h e  s e l l e r s  h o l d  t h e

u p p e r  h a n d  a n d  c a n  u s u a l l y  d i c t a t e

t e r m s  a n d  c o n d i t i o n s .

T h e y  u n d e r s t o o d  t h a t  b u y i n g  a  h om e

w i t h  a  h o u s e  t o  s e l l  w o u l d  b e  n e x t  t o

I M P O S S I B L E  i n  t h i s  c u r r e n t  r e a l

e s t a t e  c l i m a t e  a n d  w i t h  a  l i t t l e  o n e

o n  t h e  w a y  t h e y  d i d n ’ t  w a n t  t h e

s t r e s s  o f  k e e p i n g  t h e i r  c u r r e n t  h om e

i n  ‘ s h o w  c o n d i t i o n ’  d u r i n g  t h e  s e l l i n g

p r o c e s s  a s  t h e y  n e e d e d  t o  o b t a i n  T O P

DO L L A R  t o  c om f o r t a b l y  mo v e  o n  t o

‘ n e x t  h om e . ’  B u t  w e r e  u n s u r e  o f  t h e

p r o c e s s  a n d  h o w  t o  b e s t  n a v i g a t e  t h e

s e l l i n g  a n d  b u y i n g  p r o c e s s .

T h i s  i s  o n e  o f  t h e  ma n y  a r e a s  w h e r e

I m p a c t  A g e n t s  e x c e l :

C om i n g  u p  w i t h  s c e n a r i o s  a n d

s t r a t e g i e s  t o  a d v i s e  o u r  c l i e n t s  a n d

g i v e  t h em  o p t i o n s .  S e e  mo v i n g  i s  l i k e  
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c u r r e n t  h om e ,  s o  w e  b e g a n  l o o k i n g .

We  s e a r c h e d  f o r  a  w h i l e  a n d  t h e n  t h e y

f o u n d  t h e i r  ‘ D R E AM ’  h om e  a n d  w i t h

o u r  u n i q u e  o f f e r  s t r a t e g y  w e  w e r e  a b l e

t o  g e t  t h e i r  o f f e r  a c c e p t e d  –  b e a t i n g

o u t  ma n y  o t h e r  o f f e r s  –  a n d  o n

J a n u a r y  1 ,  2 0 2 2  t h e i r  c o n t r a c t  w a s

A C C E P T E D !

T h e  s a l e  p r o c e s s  w a s  s m o o t h  a n d  t h e y

w e r e  a b l e  t o  p u r c h a s e  o n  J a n u a r y  3 1 s t

a n d  t h e  mo v i n g  p r o c e s s  b e g a n .

A  f e w  w e e k s  w e n t  b y  a n d  i t  w a s  t i m e

t o  z e r o  i n  o n  s e l l i n g  t h e i r  h om e .

We  g a v e  T r a v i s  a n d  A l y s s a  a  d e t a i l e d

l i s t  o f  i t e m s  t o  t o u c h - u p ,  f i x ,  c l e a n  u p

p r i o r  t o  b r i n g i n g  i n  o u r  am a z i n g

d e s i g n e r / s t a g e r  A d r i e n n e  t o  d o  h e r

t h i n g .   

Wh e n  s e l l i n g  a  h om e ,  n o t  o n l y  d o  w e

l o o k  b a c k w a r d s  a t  ‘ c om p s ’  b u t  w e  a l s o

l o o k  a t  t h e  c om p e t i t i o n  a n d  f i g u r e  o u t

h o w  t o  b e a t  t h e  c u r r e n t  c om p e t i t i o n .

T h e r e  w e r e  2  o t h e r  h om e s  f o r  s a l e  i n

t h e  i mm e d i a t e  n e i g h b o r h o o d  a n d  b o t h

h a d  b e e n  o n  t h e  ma r k e t  f o r  o v e r  a

m o n t h  a t  t h a t  p o i n t  –  w h i c h  i s  V E R Y

u n u s u a l  a t  t h e  t i m e .  O n e  h om e  w a s

n i c e r  a n d  l a r g e r  a n d  a  h i g h e r  p r i c e

p o i n t .  O n e  w a s  s m a l l e r  a n d  d e c e n t ,

b u t  n o t  g r e a t  a n d  w a s  a  l o w e r  p r i c e

p o i n t .

We  k n e w  w e  h a d  t o  s t a n d  o u t  t o  g e t

M A X I M UM  p r i c e .

Y o u  k n o w  h o w  r e t a i l  s t o r e s  p u t  t h e
m o s t  g l a m o r o u s  a n d  v i s u a l  a p p e a l i n g
a s p e c t s  i n  t h e  d i s p l a y  w i n d o w s  –  i t  i s
t o  g e t  p e o p l e  t h r o u g h  t h e  s t o r e  t o
b u y  t h e  m o s t  p r o f i t a b l e  p r o d u c t s ?

S am e  t h i n g  i n  r e a l  e s t a t e …

I f  y o u  d o n ’ t  g e t  p e o p l e  t h r o u g h  t h e

d o o r  b y  v i s u a l l y  WOW i n g  t h em ,  t h e n

y o u  h a v e  c o s t  y o u r  s e l l e r  T H O U S A ND S

o f  DO L L A R S .

T h a t  i s  w h y  w e  w o r k  w i t h  A d r i e n n e .   

She has a ‘Madison Avenue’ eye to make our homes

so visually appealing that buyers line up to view our

homes!

Adrienne knocked it out of the park on Travis and

Alyssa’s house. As the other 2 houses – unstaged

looked like Plain Jane compared to their home.

Now we had to talk pricing and our ‘push vs pull’

strategy. Our push price was $450k and our pull

price was $499k. We thought at $450k we’d get

multiple offers and hope to get to $475k. Or price at

$499k and PRAY to get close to it.

Travis and Alyssa still REALLY wanted $500k – so

they went with the $499,997 price. We talked – at

Impact – about this home and what exactly would

be the correct pricing strategy at the ‘Pull’ level.

There is a school of thought – and we use this on

some properties – that $500,000 exactly was the

number. But after MUCH deliberation (remember

that puzzle box), it was decided that $499,997 was

the right price.

Well – that $2,500 investment in Staging/Design –

let’s just say Travis and Alyssa are OVER THE MOON

because that ROI was 1200%.

While others cut corners, Impact does WHATEVER

is necessary to do the BEST for our clients and

bringing Adrienne in, Travis and Alyssa now

understand why it is important to have an agent

and a company that manages all aspects of the real

estate process.

The Window Shopping Technique Works
AGAIN…

If you are looking to sell or buy… or SELL AND BUY…

you need to have a company that knows how to

navigate all the pieces of the puzzle and help you

achieve amazing results with as little stress as

possible.
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Social Media Stories
A round up of fan favorites from the month!
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This newsletter is intended for entertainment purposes only.  Copyright 2022 Magnolia Monthly.  This information is solely advisory, and should not be
substituted for medical, legal, financial or tax advice.  Any and all decisions and actions must be done through the advice and counsel of a qualified physician,
attorney, financial advisor and/or CPA.  We cannot be held responsible for actions you may take without proper medical, financial, legal or tax advice.

"There is only one choice when it comes to realtors in the Frederick area. Stacy Delisle goes above and
beyond for her clients to make sure they have made the best choice for their families. She is knowledgeable,
professional, and patient. Having bought and sold with her multiple times, we will never sign with anyone else.
If you are looking for an honest, hardworking realtor who isn’t afraid of the hustle, give Stacy and her team
at Impact a call. You will not be disappointed!" ***** The Bombich Family

"We recently sold our family home of 34 years. Yes, the custom home we had built for us, the home where
we raised the kids, and the home in which we enjoyed our wonderful community in. We are so glad to have
placed the sale within Stacy and Eric's capable and loving hands.  They were sensitive to our love of the
house and we opted to take the longer route. They were not at all concerned with the time involved, but
rather that we could transition out and enjoy handing it off to the next family. They handle both sellers and
buyers with the same care and respect and I do hope this review has helped you make your decision. BTW,
the right decision is to use Impact Maryland Real Estate." ***** The Wheatley Family

Testimonials from Magnolia Monthly Members...

M A G N O L I A  M O N T H L Y
REAL LIFE. REAL ESTATE. ALL THINGS LOVELY.

3295 Prices Distillery Rd.
Ijamsville, MD 21754
240-815-0890

For Inquires AND Referrals contact:
stacy.delisle@gmail.com

Or Call/Text to 301-646-9625


