
THE  HOME SELLING FORMULA 
FEATURED IN

Sell Your Home For 
More Than It’s Worth



The Opportunity

It is our pleasure to introduce you to the 990 Home Launch Formula, featured in Forbes 
and over 300 publications worldwide. We believe it is a more intelligent way to introduce 
your home to the market, put buyers in a “higher price frame of mind,” and increase the 
probability your home will sell quickly, at the highest possible price. 

Most homes sell within a range of value, 
determined by sales of similar homes (known 
as comparables). The range of sale prices 
for similar homes is usually about 8%. In 
other words, a home in the $300,000 price 
range might sell from $288,000-$312,000, a 
$24,000 spread (8% X $300,000). The 990 
Home Launch Formula is designed to help 
you sell at the top of the range.  

A number of factors influence whether a home 
sells at the high or low end of its value range. 
A buyer’s knowledge of the home’s time on 
the market is a significant factor, with a longer 
time usually resulting in a lower price. The 990 Home Launch Formula prevents 

buyers from knowing how long your home 
has been on the market. It also leverages 
excitement building techniques used by 
companies like Apple and Tesla to create 
a burst of buyer demand and increase the 
probability your home will sell faster, at the 
highest possible price.



The Problem

MLS systems track each home’s days on the 
market (DOM). Zillow and Trulia track these 
metrics as well. This can be a big advantage to 
homebuyers, but is unfair to sellers. 

As your home accumulates days on the market, 
buyers feel more inclined to make lower offers. 
An old real estate rule of thumb says, ”As the 
days on market go up, the dollars in your 
pocket go down.”

For buyers, the longer a home has been for 
sale, the less they’re willing to pay. They 
assume a home that’s lingered on the 
market for months has been rejected by 
other buyers and typically won’t make an 
offer anywhere close to list price.

Also, when a home has been in MLS for 
months, buyers may suspect that something is 
wrong. This might cause them to lose interest 
at any price.

The evidence is indisputable - a buyer’s 
offering price is negatively impacted 
by time in MLS.

Don’t put your home in MLS right away. 
Instead, we advertise your home to buyers and 
other agents for a brief period. The goal is to 
flush out as many buyers as possible and give 
them the opportunity to see your home before 
it’s offered to the “general public.” If one of 
these early buyers likes your home, they will 
probably offer you a better price because 
there are no perceived days on the market.

While this involves more upfront effort by us, 
it enhances the probability that your home 
will sell faster at a higher price, that you will 
allow us to help you buy your next home and 
recommend us to others. It’s a win-win.

There is another advantage to initially marketing 
your home outside MLS - testing your asking 
price. The 990 Home Launch Formula allows 
you to test your price with minimal downside. 
If it is too high, it’s better to find out before 
your property is submitted to MLS.

The Solution



The Bottom Line

Every 990 Agent must complete rigorous training before they are licensed 
and authorized to offer the 990 Commission Program and 990 Home 

Launch Program. Both were developed by 990 Founder, Gregory Hague, a 
35+-year real estate broker and attorney. 

When it’s time to sell your home, talk with us 
before you list with a “traditional” agent. 

A brief period of aggressive marketing prior to 
putting your home in MLS makes buyers more 
likely to offer you a better price and allows 
you to test your price before committing to 
MLS. There are two upsides and no downside. 
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