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Ask Jolenta Averill

HOW DO YOU SELL A 
HOUSE WHEN THE 

FRONT DOOR IS

MISSING?



    Dudgeon-Monroe, Madison

CASE STUDY

Madison Homeowner Switches Real Estate 
Agents and her Home Sells in One-Third the 
Time

Background
Michelle Katz bought her home in Madison, Wisconsin's Dudgeon-Monroe neighborhood in June of 2013. In 
2016, she decided to move to Florida to pursue new opportunities. And, she found the perfect home. The only 
problem was that the Florida condo community wouldn’t accept an offer contingent on selling her Madison 
home. Intent on getting her home sold quickly, her first step was to interview listing agents and Jolenta Averill, 
broker/owner of Lake & City Homes, was among them.  

Although Katz later admitted that she felt in her gut that Averill was the right agent for her, (after all, she 
purchased the home using Averill as her buyer's agent), she was convinced by a colleague to go with another. 
The for-sale sign went up and a listing was placed in the Madison MLS. 

But, that was it. 

Averill calls this the “list and pray” method of selling a home and it seldom works. Despite the home's location 
in Dudgeon-Monroe, an in-demand Madison neighborhood, it languished on the market, without an offer.

It was, as the homeowner said "a disappointing experience with another Realtor that lasted some agonizing- 
nine months.” 

Finally, the listing contract expired and Ms. Katz was on the phone to Jolenta Averill, pleading for her help. 
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A HOME WITH CHALLENGES
A circa 1940s home, this previous 
beauty had been gutted and remodeled, 
removing all traces of the charm of the 
period. In the process, the front door was 
removed and the space walled over, 
creating a psychological barrier for potential 
homeowners. Additionally, the Dudgeon- 
Monroe home had deferred maintenance 
issues and, because the interior was dated, 
it wasn't showing well. 

The home was overpriced for its condition at 
the time and lacked the same curb appeal of 
many of the other houses in the 
neighborhood That, combined with 
lackluster marketing efforts and the many 
challenges potential buyers saw in the 
home, meant that it would take a lot of work 
to bring it up to market condition so 
that Katz could move on with her life. 

And, since the community in Florida was 
selling out quickly, Katz was frantic when 
she picked up the phone and called Jolenta 
Averill.
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Averill toured the home to identify why it hadn’t sold, 
analyzed all the problems and prioritized what had to 
be done to make it marketable. She then shared her 
analysis with Katz, who was more than 1,300 miles 
away. 

“I was 100% reliant on Jolenta to coordinate with 
contractors to accomplish the rehab on my house," 
Katz recalled.

THE SOLUTION

“The house was saddled with a number of eccentric 
qualities” Averill recalls. “In all fairness, many of the 
issues existed when Michelle bought the home, but she 
was willing to live with them," Averill recalled. “I realized 
there would be plenty of objections, however, from
potential buyers. To begin with, the house didn’t have a 
front door.” 

So, she reviewed her analysis with an eye toward what 
might concern buyers. In the end, “There wasn’t an 
objection I didn’t consider and couldn’t handle,” she said.
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Averill then took control of the situation, 
consulting "with estimators and HVAC 
technicians when my furnace gave out (this 
alone involved six visits in total!), and with a 
variety of other people when it came to 
sprucing up the yard, holding multiple open 
houses, coordinating repairs, inquiries from 
neighbors, and more,” Katz recalled. 

“Jolenta even sought out quotes and 
architectural renderings from two different 
contractors to design a stairway, walkway,
landscaping and formal front entrance so 
that prospective buyers could get past that 
objection and not get hung up on the 
home's current limitations. She even had 
the 2-car garage floor acid washed and 
epoxied!” 

The architectural renderings commissioned 
by Averill were, by far, sheer genius on her 
part. "I was able to counter buyers’ 
objections that there was no formal front 
entrance by showing this condition was 
easily fixable," Averill recalled. "That took 
the mystery -- as well as the fear of a costly 
undertaking -- out of prospects’ minds. I 
also “sold” the solution to buyers’ agents 
who informed me of their buyers’ 
objections." 

Then, Averill turned her attention to the 
home's cosmetic issues.  

While the home lacked a front door, it did 
offer an additional window -- inside. It was 
an obsolete pass-through window leading 
from the sunroom to the living room. 
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THE OUTCOME

Living Room Before Removal of the Pass-Through 
Window

Living Room after - Staged, and No Window



FOR $1K SHY OF 
ASKING

SOLD IN 1/3 THE 
TIME OF THE 

PREVIOUS LISTING

"It was a real eyesore," Averill recalls. Katz 
agreed and had it removed and the space 
walled-in. 
   
"Instead of hitting me up for price reduction 
after price reduction like my previous listing 
agent did, Jolenta told me why my house 
wasn't selling and sprung into action, giving 
my house a fresh, updated look by making a 
few key, yet affordable, changes," Katz said. 

Shortly after Averill held the first open house, 
she received a full priced offer. Unfortunately, 
the buyers’ financing fell through. Another 
buyer did come along and the home ended 
up selling in less than half the time the other 
agent had it on the market and at only $1k 
shy of full price. And, Michelle Katz was able 
to buy her dream home in Florida. 

“Jolenta's vision for marketing my house and 
her visually-stunning, whole-house 
professional staging was instrumental in 
getting my Dudgeon-Monroe home sold for 
$1,000 shy of full price," she added.  

"The entire neighborhood was blown away by 
Jolenta's industriousness, cheerfulness, and 
professionalism. Jolenta subsequently listed 
the house directly behind mine and collected 
three offers on the first day -- but that's 
another story,” Katz said. 

“My point is that Jolenta gets results 
regardless of the nature of the project or of 
current market conditions. I can't thank 
Jolenta enough for wrapping up this final 
piece of business for me so I could move on 
with my life.” 
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Lake and City Homes is a tech- 
driven, client-centric boutique real 
estate brokerage that assists 
Madison consumers with their real 
estate needs. Lake and City 
implements an individual plan for 
each client to ensure success. 

Call us today at (608) 628-9701 or follow us: @LakeCityAgent 
on Twitter | Lake & City Homes Realty on Facebook

About Lake & City Homes

Jolenta Averill’s solutions to Katz's problems outpaced the 
previous listing agent’s efforts and surpassed her client’s 
expectations. And, Katz wasn't the only one to notice. 

If you’re looking for solutions, not excuses, give Jolenta a call. 



Kitchen Before

Kitchen After



Bathroom Before

Bathroom After



Living Room Before

Living Room After



Sunroom Before

Sunroom After
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