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hello,We know that selling your home is a big decision, and that
trusting someone to help you with that process is not an
easy task. 
We appreciate you taking the time to talk with us. 

We look forward to taking a tour of your home and
hearing all about what you love about your home. We will
talk in depth about all the details of your home and about
how we will strategically market your home. We will also
talk about what the market is doing in your area and how
that coincides with pricing your home. 

In the meantime, please look through this informative
packet. We are confident you will feel that our strategic
plan for selling your home will provide you the greatest
possibility of selling your home for the highest price in the
shortest period of time.  

We are grateful for the opportunity to speaking with you
about the future sale of your home.

The Asheville Home Realty Team



youtube.AshevilleHOMERealty

Real estate for us has always been about helping
people.  Being able to connect with our clients and
offer a more personalized service that puts their
goals, dreams, and interests ahead of anything else.

This commitment to a personalized real estate
experience inspired us to start Asheville Home
Realty - a small, boutique style business where we
can really focus on each of our client's individual
needs to achieve their real estate goals

Our mission is to provide exceptional real estate services in the Western NC market. We pride ourselves
on acting with integrity, exceeding expectations, and creating memorable experiences that result in long
lasting relationships. We are committed to achieving success for our clients driven by our relentless
pursuit of excellence.

LET'S CONNECT

We are very fortunate to have a great team, who are supportive,  knowledgeable and dedicated with
a unique skill set based on professionalism and care. We are a team you can trust and we look forward to
working with you in the future!

OUR STORY

OUR MISSION

A B O U T  U S

828.214.5220

Team@ashevillehomerealty.com

www.ashevillehomerealty.com

https://www.facebook.com/AshevilleHomeRealty

@avlhomerealty

https://www.linkedin.com/in/valeria-carrizo-wyda



A Professional Driven by her deep commitment
to service, aided by her strong communication
skills and her resourcefulness, Valeria has had a
place among the TOP 100 Real Estate agents in
the area for the last 4 years as well as being
recognized as the TOP INDIVIDUAL AGENT by
Keller Williams Professionals in Asheville 2
years in a row.  
As an advocate for career development, Valeria
has served on the KW Agent Leadership
Council in 2018, 2019 and 2021.
Among other certifications, Valeria is also a
LEED Accredited Professional by the Green
Building Council, a "Top 10 Agent in Client
Satisfaction" by the American Institute of Real
Estate Professionals and a Certified Luxury
Home Marketing Specialist by the Institute for
Luxury Home Marketing.

M E E T  T H E  T E A M

A devoted and attentive broker with over 15
years of experience and also a passionate and
creative Architect from her native Argentina.

Steve Wyda
Broker / Team CFO

A NC Broker and and partner of a local landscape
architecture design firm, Vision Design Collaborative,
Steve has over 19 years of expertise in land planning,
community visioning, and design. 

Steve's passion since an early age has always
involved land and discovering the unique beauty,
assets and potential that each property has to offer.
Throughout his 17 years in the Asheville area Steve
has had the opportunity to work on many
developments and private residence projects
throughout WNC. 

Steve is a licensed landscape architect and real
estate broker in North Carolina and is a managing
partner and operating officer of Asheville Home
Realty, overseeing the financial, marketing and
administrative tasks within the business.

Valeria Carrizo Wyda
Lead Broker / Team Owner

Valeria Steve

cell: 828.230.3680
email: valeria@ashevillehomerealty.com

cell: 828.230.2679
email: steve@ashevillehomerealty.com

Experience the difference
www.ashevillehomerealty.com



M E E T  T H E  T E A M

Buck Schall
Broker / Realtor

Asheville was the perfect fit for my family and I
believe it was the best decision I ever made! The
community welcomed me with open arms and
made me feel like I belonged. I was part owner and
operator of Thermacraft Energy Services, a
company that provided solar electric and radiant
floor heating. I have worked in restaurant
management, property management for AirBNB’s,
and started a cold press juice company with my
boys to show them how to start a business.  
I began my career in real estate by simply helping
all my friends and family find homes to be near and
enjoy this beautiful city.  I have a passion for
interior design and have been fortunate to help
others find the perfect finishes for their space. 
 Asheville means so much to me and my family, 
 and will always be our forever home.

The Asheville area is great and we have enjoyed
living here since 2010.  I have experience with a
variety of real estate transactions and am
fascinated by the challenge of matching buyers
and sellers of residential and commercial
property. Since I previously worked as a
community mental health provider I see doing
so as a way to improve the community by
increasing home ownership and by investing in
affordable housing.  I will listen to you and can
help you through the exciting process of selling
your current house or buying a new home.  I can
also link you with mortgage specialists who will
find the best financing options for you.  I like to
laugh and enjoy what Asheville and life in
general have to offer, while also taking my work
and your real estate goals seriously.  I would be
honored to work with you.

Cherise Ahern
Broker/ Client Support

I  chose to live in Asheville for the rare
combination of creative food, fun, and arts as
well as  the great outdoors and the open-
minded acceptance of difference.

I am Cherise Ahern, and I moved to Asheville in
2002 when my first born was just 6 weeks old.  I
was determined to give my children a childhood
full of nature’s wonders to explore.

Buck Cherise

cell: 828.242.5949
email: buck@ashevillehomerealty.com

cell: 828.712.1251
email: cherise@ashevillehomerealty.com

Experience the difference
www.ashevillehomerealty.com



Experience the Difference
UNDERSTANDING YOUR NEEDS

Where do you want to move to?
Why are you moving?
How long do you have to sell your home?
How much do you need to net from the sale?
What's most important to you?

Let's discuss:

It is important to first understand your needs, your timing, your motivation to sell your home to create
the most appriopriate action plan that will help achieve your goals your goals in selling your home.

Experience the difference
www.ashevillehomerealty.com

UNDERSTANDING THE MARKET
The housing market in 2020 proved to be incredibly resilient, ending the year on a high note. Home sales
and prices were higher than 2019 across most market segments and across most of the country. Seller
activity recovered significantly from the COVID-19 spring decline, but overall activity was still
insufficient to build up the supply of homes for sale.

As we look to 2021, signals suggest buyer demand will remain elevated and tight inventory will continue
to invite multiple offers and higher prices across much of the housing inventory.
Mortgage rates are expected to remain low, helping buyers manage some of the increases in home
prices and keep them motivated to lock in their housing costs for the long term. These factors will
provide substantial tailwinds for the housing market into the new year

MARKET CONDITIONS FOR THE ASHEVILLE REGION (LAST QUARTER 2020): 

Sales: Pending sales increased 16.4 percent, finishing 2020 at 13,321. Closed sales were up 13.0 percent
to end the year at 12,687.

Prices: Home prices were up compared to last year. The overall median sales price increased 12.7
percent to $293,000 for the year. Single-Family home prices were up 13.0 percent compared to last
year, and Townhouse-Condo home prices were up 4.9 percent.

List Price Received: Sellers received, on average, 95.1 percent of their original list price at sale, a year-
over-year increase of 1.5 percent.. 

Source: Annual Report on the Asheville Region Housing Market by Canopy Association of Realtors
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F A C T O R  1 pricing
D E T E R M I N I N G  F A C T O R S

FOR IF A PROPERTY WILL SELL OR WILL NOT SELL

Pricing a home correctly is the number one factor in getting it sold in a timely fashion for the most money
possible. Using a CMA, we will research active and sold properties in your area and determine the best listing
price for your home. When a home is priced correctly the first time it generally sells quickly as there are
buyers who see it's value and jump at the chance to see it, hopefully creating a multiple offer situation. 
A home gets the most traffic when it is first listed so the first listing price is crucial to capturing all those
buyers attention. 
While we love our home and understand the value like no one else, we need to realize that Market Value is
determined by what a buyer is willing to pay for it. The majority of home buyers look at a lot of homes, and
they quickly get a feel for the price range that homes sell for in a given condition and location.

The first listing price can affect the entire outcome of your home sale

The problem with listing too high
PROBLEM 1 E X C L U S I O N

A P P E A R  D I S T R E S S E D

A P P R A I S A L

Inflating the value of your home inadvertently could exclude your property from online search results to
those that would be able and willing to pay you the actual value for your home.

Due to a lack of interest you may have to later drop the price and now your house appears to be a
distressed property.

Even if you are successful in finding someone to pay more for your house, you still need to go through the
appraisal process so your buyers can secure financing. If the appraisal comes back with a much lower
figure, the buyers will have difficulty obtaining a loan because lenders won’t pay over-market prices. Your
whole deal could fall through because your listing price was too high. 

DETERMINES 

the price of your home
DOES NOT DETERMINE 

the price of your home
•market condition
•comparative sold properties
•current inventory
•property features
•exposure
•location
•condition

•what you paid for the home
•what online sites thinks it is worth
•what you need to make on the home

PROBLEM 2

PROBLEM 3



F A C T O R  2 how it shows

Completing repairs that need to be done
Decluttering & removing personal items
Making sure the home is clean and smells fresh
Cleaning carpets
Neutralizing spaces and walls

It is important to have your home ready for market on day one. We will help you make sure your home is
ready for showings and online by:

D E T E R M I N I N G  F A C T O R S
FOR IF A PROPERTY WILL SELL OR WILL NOT SELL

85% of staged homes sold for 6-25% more
Research shoes that staging statistically increases the chances of your home selling and often sells for more
money! We can provide limited furniture and accessories for light staging at no cost to our clients and have
great professional contacts for full home staging at great prices to our clients!

Captivating Staging

CONSIDERING FULL HOUSE STAGING? HIRE PROFESSIONALS.
More info on our concierge service section.

Staging is what gets the “wow factor”
when a buyer walks through the door of
your property. It’s what creates an
emotional response and can often be an
influence on whether or not an offer is
made. From maximizing curb appeal to
creating a clean and open interior, we will
guide you on how to capture maximum
buyer interest by highlighting the unique
features of your house

Staging your home allows buyers to
visualize themselves living in your home.
It puts your home above the competition,
and creates a great first impression when
buyers walk in the door.  



A clean, neutral, and streamlined look helps buyers to imagine what life would be like in your
home. While not always necessary, the list below details the most common action items
necessary to get a home ready for the market. We will discuss it in our pre-listing meeting.

• Wash or paint the home’s exterior
• Gently power wash walls, decks and sidewalks.
• Keep the yard nicely trimmed
• Keep the lawn free of clutter
• Weed and freshly mulch garden beds 
• Clean interior and exterior windows
• Repair broken or loose screens and shutters
• Apply fresh paint or stain to wooden fences, decks.

• Remove personal items, excessive decorations & furniture 
• Replace or clean carpets
• Get rid of clutter and organize closets (buyers always
check closets!)
• Apply a fresh coat of paint to walls, trim and ceilings
• Replace outdated ceiling fixtures, clean lighting fixtures 
• Be sure that all light bulbs are in working order
• Minimize, deodorize and clean pet areas in the home
• Check that water fixtures and appliances work properly.

• A new coat of exterior paint helps a home's curb appeal. It
isn’t a low-budget item, but if you can swing it...DO IT
• If you can’t paint the entire home, paint the trim. This is a
relatively simple thing to do and it helps give a home that wow
factor
• Update exterior light fixtures. This can quickly give a home
an updated look
• Put a fresh coat of paint on the front door

maximize your home's potential

E X T E R I O R

I N T E R I O R

F R E S H E N  T H E  P A I N T  &  F I X T U R E S

01

02

03

preparing to list



Marketing
We offer SUPERIOR MARKETING TECHNIQUES to help get your home sold faster and for more money
than the competition.
 
 
Prospecting regularly for potential buyers, talking with neighbors, and our co-op agents and past clients. 
 
 
 
The moment you hire us, we go to work on marketing your home! COMING SOON MARKETING,
ONLINE MARKETING, SOCIAL MEDIA MARKETING and PRINT MARKETING are all part of the success
of getting your home seen by the most potential buyers, selling your home faster and for more money
than the competition.

F A C T O R  2

D E T E R M I N I N G  F A C T O R S
FOR IF A PROPERTY WILL SELL OR WILL NOT SELL

PROSPECTING

MARKETING

HIGH-QUALITY, PROFESSIONAL PHOTOGRAPHY
Crisp, clear photos will make your property pop online and maximize visual appeal. We work with highly
qualified, professionally trained real estate photographers who specialize in making your house look its
absolute best.
 
ENGAGING VIDEOGRAPHY
Video is at the heart of an effective digital marketing campaign and can provide a distinct advantage in a
competitive market. We use professional and high quality videos and virtual tours that can provide the
best online viewing possible limiting the in-person showings.
 
BEST-IN-CLASS PRINT MARKETING
From fliers to postcards to custom home binders, we’ll determine what professionally printed marketing
pieces will move the needle to maximize the sale of your property.
 
SOCIAL MEDIA & DIGITAL MARKETING
We digitally market our listings to thousands of people weekly (really!), execute targeted paid advertising
and outreach on social media, and implement other marketing strategies through cutting edge digital
platforms to put your property in front of the right buyers.
 
EFFECTIVE EMAIL MARKETING
We maintain a database of approximately 9,000+ past clients, industry contacts and community
influencers with whom I maintain regular communication with. Your listing will be blasted to these
contacts, and any interest shown will be followed up with further, targeted communications.
 
 



PRE-LISTING:
-Initial Home Assessment--> Personalized Concierge Care Plan

- Initial Home Tidying and De-cluttering (Professional Home Cleaning Option) 
- Light Staging with Props (Professional Staging Option)

- Photo-shoot home set up (concierge arrives 1 hour before photographer and moves items as
needed for optimal photos)

 

ACTIVE LISTING PHASE:
-Coordinate repairs and work on property as needed: Landscaping, Photographer, Painter, Cleaner,

Repairman, etc.
- Pre-Showing and Pre-Open House set up as needed: (Turning on lights, Adjust Temperature,

Ventilate, Odor Management, set up table or counter with flowers, water bottles and chocolate or
fresh fruit, empty dehumidifier, etc)

- Pet management during showings: this will include taking dogs out or secure them in a safe and
comfortable location so neither the dogs or potential buyers worry or stress. 

- Vacant home check in's and maintenance coordination with cleaning and landscape.
- Pre-closing cleaning, landscaping and handyman touch ups coordination.

 

COST:
Our clients don't pay extra for Concierge services. If selected, it is required that the sellers obtain a
pre-listing home inspection, the fee associated with this inspection becomes a credit to the seller at

closing and no extra fees are required during the time the home is listed for sale.
 

Over the years, our personalized approach to listings set us apart, so we expanded it and created a

system around it to be able to offer it to all our clients. Here are the highlights of our A la Carte Services.

Ask for more details!

Concierge Service
R E A D Y  T O  L I S T  Y O U R  H O M E
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N E T W O R K I N G

A large percentage of real estate transactions happen with co-operating agents in the
country. We will expose your listing to this market.

N E T W O R K I N G

A sign will be placed in your yard as well as directionals and open house signs prior to an
open house. These will be placed at the most opportune times to gain the most exposure. 

S I G N A G E

Buyers in today’s market first start their search online. We will meet your potential buyer
where they are...online! Not only will your home be featured in the local MLS, it will also be
featured on the major 3rd party real estate sites, and syndicated to literally hundreds of
other listing sites. Your home will be featured on our company website, and social media.

S U P E R I O R  O N L I N E  E X P O S U R E

An email will be sent to our current database of 9,000+ potential buyers and we will
feature on our website. A new listing email alert will go out to our agent network of
approximately 3,000+ agents in the area. 

E M A I L  M A R K E T I N G

Highly informative and creative property flyers will be displayed inside your home. These
help potential buyers remember the key items and unique features of your home. 

P R O P E R T Y  F L Y E R S

Lockboxes are essential for the safety of all. They allow an agent to show your house
whenever he or she needs to, rather than relying on you the owner for a key. Owners are
also expected to vacate the property for showings. Having a lockbox makes this process
much easier for all involved.

L O C K  B O X

When we list your home, you will also be signed up with a showing service that
immediately communicates with you when a showing is scheduled.  When feedback isn’t
left, I will follow up with those agents requesting their feedback within 24 hours.

S H O W I N G S

After reviewing many surveys, we have discovered the right formula for what day is best to
list a home and the perfect day for an open house. 

O P E N  H O U S E S

We practice regular social media marketing on today’s top social sites which include and are
not limited to: Facebook, Instagram, LinkedIn, YouTube, and adding new platforms!

S O C I A L  M E D I A  M A R K E T I N G

What we'll do



showings
A few tips to help your home showings go

as smoothly as possible

F L E X I B L E
Be as flexible and accommodating to the buyers schedule as
possible. We want to avoid having missed opportunities if at all
possible. 

I N F O R M E D
Make sure everyone in the home is informed when showings
are to happen so they can keep their spaces clean.

D A I L Y  C L E A N I N G
Keep up with daily messes. Wipe down kitchen and bathroom
counters before leaving for the day.

F U R R Y  F R I E N D S
Keep pet areas clean. Clean up after your pets immediately and
wash their bedding regularly. Hide pet food or litter. Not
everyone is a pet person and it may hinder a potential buyers
ability to picture themselves living in your home.

N A T U R A L  L I G H T
Open blinds and curtains and let in as much natural light as
possible. Leave lights on before you leave for a showing.

T R A S H
Empty trash cans to avoid any odors. Try to empty trash cans
nightly so that the home is fresh when you leave for the day.

T E M P E R A T U R E
Keep the room temperature comfortable. This demonstrates to
buyers that the HVAC is working properly.

P E R S O N A L S
Make sure you place all valuables and prescriptions out of site
and in a safe place.

V A C A T E
Having a seller present can make buyers feel awkward. We
want to make the buyers feel at home and stay awhile.



A conventional loan is often the least complicated. This is an appealing choice for sellers.
An FHA loan can cause delays because they require certain repairs and approvals.

offers
Price is just one of many considerations when deciding which offer is
best for your home.  Here are some of the other factors that matter

The fewer contingencies on an offer the better. Shorter time periods are also valuable.

A cash offer is usually more appealing than a finance offer as the seller doesn’t need
to worry about the bank approving the loan.

Assures home sellers that the buyer can get the loan they need.

Sometimes an offer comes in high, but the buyer asks you to pay a percentage of the
buyer’s closing costs. 

You might need to close quickly to move on to the next adventure, or you might need
to extend closing to allow time for the next home to be ready. Choosing the offer
with the closing time that fits your needs will be most attractive to you. 

If you care about the future of your home, a buyer letter could assure you that you’re
selling to someone who will love the home and your neighbors as much as you did.

Of course price matters too! If a high offer will cost you more in closing costs, repairs
or other factors—then it probably won’t be the better offer.

If the home needs some repairs, but you don’t have the time or money to do them, a
buyer who is willing to do them for you might be what you need. 

C O N T I N G E N C I E S

A L L  C A S H  B U Y E R

P R E - A P P R O V A L

L O A N  T Y P E

C L O S I N G  T I M E L I N E

C L O S I N G  C O S T S

B U Y E R  L E T T E R

R E P A I R  R E Q U E S T S

O F F E R  P R I C E



NEGOTIATIONS

WE CAN:
 
•Accept the offer

•Decline the offer

If the offer isn’t close enough to your expectation and there is no need to
further negotiate.

•Counter-offer

A counter-offer is when you offer different terms to the buyer. 

A F T E R  A N  O F F E R  I S  S U B M I T T E D

THE BUYER CAN THEN:

•Accept the counter-offer

•Decline the counter-offer

•Counter the the offer

You can negotiate back and forth as many times as needed until you can
reach an agreement or someone chooses to walk away.

OFFER IS ACCEPTED

You will sign the purchase agreement and you are now officially under contract!
This period of time is called the contingency period.  

Now inspections, appraisals, or anything else built into your purchase agreement
will take place.



WHAT IS INCLUDED
Roof & Components

Exterior & Siding
Basement

Foundation
Crawlspace
Structure

Heating & Cooling
Plumbing
Electrical

Attic & Insulation
Doors

Windows & Lighting
Appliances (limited)
Attached Garages

Garage Doors
Grading & Drainage 

All Stairs

BUYER CAN ACCEPT AS IS

BUYER CAN OFFER TO RENOGOTIATE

BUYER CAN CANCEL CONTRACT

INSPECTION TIME FRAME
TYPICALLY 10-14 DAYS AFTER SIGNING CONTRACT.

NEGOTIATIONS USUALLY HAPPEN WITHIN 
 5 DAYS

 
COSTS

NO COST TO THE SELLER. THE BUYER WILL CHOOSE
AND PURCHASE THE INSPECTION PERFORMED BY THE

INSPECTOR OF THEIR CHOICE.
 

POSSIBLE OUTCOMES 
INSPECTIONS AND POTENTIAL REPAIRS ARE USUALLY
ONE OF THE TOP REASONS A SALE DOES NOT CLOSE. 

 
COMMON PROBLEMS COULD BE

FOUNDATION, ELECTRICAL, PLUMBING, PESTS,
STRUCTURAL, MOLD, OR RADON

 
UPON COMPLETION:

FAQ

homeINSPECTIONS



Renegotiate the sale price with the buyer
Renegotiate with the buyer to cover the difference

Cancel and re-list
Consider an alternative all-cash offer

homeAPPRAISAL

If the buyer is seeking a loan to purchase your home they will need to have an appraisal
performed by the bank to verify the home is worth the loan amount. As a seller we want the
property to appraise for at least the sale amount or more. It is very difficult to successfully
contest your appraisal. An experienced agent demonstrates certain strategies to reveal value
of the home prior to the appraisal.

APPRAISAL COMES IN AT OR ABOVE SALE PRICE

You are in the clear, and closing can be begin!

APPRAISAL COMES IN BELOW SALE PRICE



1. TRANSFER FUNDS
The transfer of funds may include payoffs to:
• Seller’s mortgage company as well as any lien
holders
• Local government, if any property taxes are due
• Third-party service providers
• Real estate agents, for payment of commission
• Sellers, if there are any proceeds from the sale
of the home

2. TRANSFER DOCUMENTS
The transfer of documents may include:
• The deed to the house
• Certificate of Title, Bill of Sale, and other real
estate-related documents
• Signed closing instructions and/or settlement
statement (HUD 1)
• Receipts (if needed) for completed repairs, per
sales contract

3. TRANSFER PROPERTY
The transfer of property may include:
• Recording of the signed deed (completed by
third-party) at county courthouse
• Post-closing agreement, if seller will need to
rent back home for specified time frame
• Exchange of keys, garage door opener, security
codes and/or devices, appliance manuals, etc.
• Homeownership legally transfers to the new
owner when the signed deed is recorded at the
seller's local county courthouse.

YOUR COSTS

Seller’s commonly pay:
• Mortgage balance & penalties 
if applicable
• Any claims against your property
• Unpaid assessments on your property
• Real estate agents, for payment of
commission
• Title insurance policy
• Home warranty

WHAT TO BRING

Sellers need to bring to closing:
• A government picture ID
• House keys
• Garage door openers
• Mailbox and any other spare keys

AFTER CLOSING

Keep copies of the following for taxes:

• Copies of all closing documents
• All home improvement receipts

Closing is when funds and documents are transferred in order to transfer ownership of the property to
the buyer. The escrow officer will look over the contract and find out what payments are owed by who,

prepare documents for closing, perform the closing, make sure all payoffs are completed, the buyer’s title
is recorded, and that you receive payoffs that are due to you. 

what to expect
CLOSING THE SALE
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stepsF I NA L

F O R  S E L L E R S

Ensure all blinds are closed, and lock the windows and
doors.

L O C K  U P

Turn off valves to the sinks, toilets, appliances, and
water heater. Turn off all light switches and fans.
Lastly, call the electric company.

T U R N  E V E R Y T H I N G  O F F

Once title transfer has occurred contact your
insurance agent to cancel your policy so you can
receive a refund of any prepaid premiums.

C A N C E L  P O L I C I E S

Cancel utilities and close those accounts. Keep a list of
phone numbers for each of your utility and
entertainment companies.

C L O S E  A C C O U N T S

Let everyone know your new address. Submit a
change-of-address form to the post office.

C H A N G E  A D D R E S S

Secure all closing documents as well as the contract
and closing documents. Keep them in a safe place.

D O C U M E N T S

Put together a packet of manuals, receipts, and any
warranties as well. 

G A T H E R  H O M E  P A P E R W O R K

Ensure that your home is completely clean upon
leaving the home. Clean the cabinets, refrigerators,
and other appliances inside and out. Thoroughly
clean out the garage.  Schedule trash pick up prior to
the day of closing. Leave your home the way you
would like to find it if you were the buyer.

C L E A N

Move out your personal belongings completely.
Check all drawers, cabinets, and closets.

C L E A R  O U T  P E R S O N A L S

Leave all house keys, remotes, gate keys, pool keys,
and mailbox keys in a drawer in the kitchen.

I N C I D E N T A L S

Vacuum and sweep floors one more time
F L O O R S
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""We could not have been more lucky to
have Valeria help us with our home. She is
professional, personable, efficient and works
tirelessly to get a job done! She went above
and beyond in every aspect and we would
recommend her to anyone. We will be
calling her again for our next home sale!"
Grace L, Candler

Buck did a great job helping us sell our
home. He is very knowledgeable about the
area and local trends, and was especially
great about giving us helpful advice to make
the property more attractive to potential
buyers. His customer service is exemplary,
and I would recommend him as an agent to
anyone."
Michele, West Asheville

"We have used Valeria and her team for a
number of years now, as both a buyer and
seller, and the process is so much easier
with her by our sides. She explains every
step of the way and makes sure we are well
represented in no matter the situation. Very
knowledgeable and thorough. Couldn't be
more grateful for all she has done and all we
have accomplished because of her help.
Katie K, Arden

"My family and I cannot express how
thankful we are for Valeria! She has not only
helped us to sell two of our homes but has
been with us through all the work of getting
them market ready. She is so knowledgeable
and has an architectural background to give
sound advice. She also has many local
contacts with professionals who can repair
and remodel homes. Valeria is also excellent
at advertising in the market and has
wonderful communication skills. Even with
our very busy schedules Valeria has been so
flexible and responsible which has made this
whole process easy for us. We trust her
completely and would whole-heartedly
recommend her to anyone we know who
wants to sell or buy their home!
Lee Family, Asheville

"Cherise Ahern is an exceptional realtor to
worth with. She surpassed my expectations
in a variety of ways. In 2019, I decided to
sell my home of 10 years. I am a busy
professional and mother of four with limited
time.  My home needed some extra
attention in order to make it desirable.
Cherise not only dedicated her time with
prepping and cleaning my home, she also
was able to use her creative vision in staging
and making affordable, decorative updates
to my kitchen. I know that without Cherise's
talents for aesthetics, my house would have
taken longer to sell. Cherise is encouraging
and dedicated. Selling a home during the
covid-19 pandemic was certainly met with
challenges and Cherise was consistently
positive and innovative with getting my
home "out there" during a time of
uncertainty. Despite glitches from the
buyer's closing attorney, the contract
process went seamlessly for me since
Cherise handled all of the unexpected
nuances with precision and poise. Adding to
Cherise's diligent and creative attributes is
her upbeat nature and outstanding
communication skills. I will assuredly hire
Cherise Ahern for all of my future real estate
needs!"
Rebecca, West Asheville



""Valeria Carrizo Wyda has been a Godsend for
my husband & I. We first met her last year
when we briefly listed our house as For Sale by
Owner. Valeria scheduled a visit to see the
place to see if it was a good fit for one of her
clients. Valeria made a big impression on us -
her knowledge about home sales was very
helpful and her enthusiasm infectious!
Information she shared helped us decide to
take our home off the market and wait until
the next year to sell. When the time came, it
was easy to know who to choose as our
realtor. As promised, Valeria pulled out the
stops and did a great job promoting the
uniqueness of our house. She had a drone fly
over, video made and lots of advertising. She
secured a sales contract within 30 days and we
closed in less than 2 months! She is super
profession with a friendly and relaxed attitude.
She takes the stress out of selling a house and
if we had stayed in the area, I’m sure she
would have led us to our next cherished home.
She is the best of the best!" 
Jean & Fred, Fairview

"Valeria helped my husband and I sell our
rental property in North Asheville. She was the
BEST! She worked with our tenants to help
them understand the process and feel
comfortable with it. She stayed in contact with
us from the beginning to the end and beyond!
Selling a house can be a stressful event, but
because Valeria is so knowledgeable and
patient, the entire process went smoothly. Our
house sold quickly and we got more than we
ever expected! She is a true professional. I
recommend her to everyone who is looking to
buy or sell a house"
Rob & Julie, North Asheville

"Working with Buck was an absolute pleasure.
He communicated with me on a regular basis,
keeping me updated on showings, providing
me feedback from potential buyers, and letting
me know what to expect ahead of time. He
was very proactive addressing our concerns
before they became issues. He worked with
our contractor on repairs and punch list items.
We ended up selling the home much faster
than we anticipated and Buck stayed with us
throughout the process."
Jeff, Hendersonville

"Valeria worked with me to sell a piece of
property in a neighborhood that fell under the
jurisdiction of the HRC (Historic Resource
Commission). She was extremely
knowledgeable of the process of working with
such an agency and was skillful in negotiating
the demands and needs of the buyers, the
HRC, and myself. As a former architect, she
was able to help prospective buyers envision
what was possible on the property, as well as
present drafts of possible footprints to the
HRC to help navigate all parties through the
due diligence period. She went above and
beyond both in her willingness to help and the
skills that she could draw from to support the
eventual buyers and me. I have worked with
many realtors in the past, and it always felt like
work. Valeria listened to my concerns and was
extremely patient with me. I never felt
pressured to accept an offer that I was not
comfortable with, nor that my concerns were
not being heard and well represented. She has
such a pleasant and easygoing manner that she
makes the stress that sometimes accompanies
real estate transactions highly manageable. I
would never consider working with anyone
else. Closing this deal required expertise in a
variety of areas, all of which Valeria
demonstrated to the highest degree."
Eleonor, Montford



Property Flyers
We'll create beautiful flyers and postcards,
customized to the detail of your home, to market it to
neighbors, and local realtors who work with serious
buyers.
Whether we sell to someone local, or someone
moving here from out of state, we take the steps to
get as many eyes on your home as possible.

In addition, we like to have a Welcome Home
presentation binder in the home for potential buyers. 
This binder includes the MLS listing, fliers, disclosures
and relevant information/ features of the home. for
buyers to connect to the home.



We have a vested interest in supporting and giving back to our community. Asheville Home Realty has
been involved in various community service acts and volunteering activities for local non-profit
organizations including fundraising events, donating a portion of proceeds to local schools, to fight
homelessness and more!

Some of the organizations we proudly support:

Community DEEPLY ROOTED IN OUR
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