WESFLOWS BY JOSH SARNELL

THE SARNELL METHOD

Your home deserves
every advantage.

Advanced creative. Qualified reach. A stronger opportunity to sell for more.

WesFlows combines cinematic storytelling, architectural visualization, and more than 20 years of
New York and New Jersey real estate experience to make a property easier to notice, understand,
and want.

If buyers never see the full value, you may be
leaving money on the table.

THE SARNELL METHOD | STRATEGY. STORY. REACH. REPRESENTATION.

Cover: architectural concept visualization.
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WHAT WESFLOWS IS

Marketing built around the value of
your home.

WesFlows is Josh Sarnell's property marketing and launch system. It brings property positioning,
cinematic production, Al-assisted visualization, buyer outreach, and transaction strategy into one
coordinated plan.

MAKE THE VALUE VISIBLE

A special layout, a private setting, fine materials, or a future renovation opportunity can be difficult to
communicate. WesFlows uses the format that best explains the property: photography, film,
furnished plans, cutaways, detail stories, or clearly labeled concepts.

GIVE THE RIGHT BUYERS A REASON TO CARE

The campaign connects features to how the home lives. A kitchen becomes a place to gather. A
terrace becomes an outdoor room. A floor plan becomes a space a buyer can understand. The goal is
qualified interest that can lead to a real conversation.

CREATE THE CONDITIONS FOR A STRONGER SALE

Better presentation can earn attention. Clearer value can encourage showings. Broader qualified
reach can bring more serious buyers into the same selling window. When real competition develops,
a seller may gain more choice and negotiating strength.

BRING JUDGMENT TO THE TECHNOLOGY

Josh directs the work using two decades of brokerage, marketing, CRM, and client experience across
New York and New Jersey. The technology expands what can be produced; the property, the buyer,
and the transaction determine what belongs in the campaign.

The objective: reach more qualified buyers, create meaningful competition,
and pursue the strongest available price and terms.
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One property. One coordinated
launch.

01 Understand the property

Review the home, its condition, comparable properties, distinctive features, and likely buyer needs.

02 Establish its position

Define the clearest reason to choose this property and align the message with a defensible pricing
strategy.

03 Build the story

Develop a visual narrative that connects architecture, setting, detail, and lifestyle.

04 Produce the campaign

Create the photography, films, visual explanations, copy, and selected concepts that serve that
narrative.

05 Activate qualified reach

Connect the campaign with NYC-N] relationships, buyers, brokers, email, social channels, property
pages, and appropriate paid distribution.

06 Coordinate the release

Sequence the launch and feature stories so each touchpoint strengthens recognition and leads to a
clear next step.

07 Follow the response

Track inquiries, showing requests, buyer feedback, repeat interest, and offers. Refine the campaign
when the response reveals a gap.

08 Negotiate the outcome

Connect buyer interest with offer quality, financing, contingencies, timing, and seller priorities.

Success is measured in qualified conversations, showings, and offers - with attention serving those goals.
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A HIGHER STANDARD OF PRESENTATION

Ask to see the difference.

Luxury sellers should be able to compare the actual work. WesFlows brings advanced visual
production into a complete marketing plan, with a specific purpose for each deliverable.

Marketing element What WesFlows adds for the seller
Exterior photography A defined property identity and a visual opening that carries across the campaign.
Room gallery Cinematic sequences, detail stories, and purposeful order that connect rooms to the

experience of living there.

Flat floor plan Verified-plan companions, furnished views, and cutaway concepts that make spatial
relationships easier to discuss.

Renovation description Clearly labeled design concepts that help buyers explore potential alongside
existing-condition materials.

Listing distribution Coordinated property content, direct relationships, follow-up, and appropriate audience
outreach.
Campaign reporting Attention connected to inquiry quality, showings, buyer feedback, and offer activity.

Choose the strongest tools for your property - and
the expertise to use them well.

Compare the proposed deliverables, the audience plan, and the execution. This is a capability comparison, not a claim that every
competing broker uses the same approach.
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Creative thinking. Real
transactions.

119 Kingsland Road | Boonton Township

$1,620,000

Josh's campaign paired property video with visualization of the land's possibilities and a broader
development-and-lifestyle story. He reports drawing buyers from across the East Coast by helping
them see the opportunity.

Seller lesson: When potential is central to value, a clear visual explanation can make the
opportunity easier for buyers to evaluate. The recorded sale price is an outcome; it does not isolate
the amount attributable to marketing.

View Josh Sarnell's recorded sales portfolio

61 Country Club Lane | Springfield

$30,000 over asking

Listed at $850,000 and sold for $880,000 in November 2025. Josh describes a coordinated campaign
with lifestyle positioning, social content, and email. He also created an audio virtual tour to make the
property story accessible to the buyers.

Seller lesson: Strong execution includes adapting the presentation to the people making the
decision. A coordinated campaign and responsive communication work together throughout the sale.

View Country Club Lane price history

Sale prices checked against publicly displayed property histories on September 8, 2026. Campaign descriptions are Josh Sarnell's
account. These are individual outcomes, not a promise of a premium or proof that marketing alone caused the result.
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Put the marketing next to the price
tag.

If you own a luxury property, ask for a marketing plan worthy of what you are selling. Ask to see the
creative, the buyer strategy, and the follow-through.

Show me the work.

What will buyers actually see, and why will they remember my home?

Explain my advantage.

How will the campaign make my property's distinctive value clear?

Tell me who you will reach.

How will you connect with qualified buyers beyond the people already searching my neighborhood?

Show me what happens next.

How will attention become conversations, showings, and serious offers?

Explain the technology.

Which tools help my sale, and how will you ensure the presentation reflects my property accurately?

Your property deserves the best possible
presentation for its market. Ask every broker to
demonstrate how they will deliver it.

A seller can leave opportunity on the table when qualified buyers overlook the property or fail to
understand its value. WesFlows is designed to close that gap. Price, condition, timing, and market
demand still shape the outcome.
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YOUR NEXT MOVE

Make buyers see what makes your
property worth choosing.

Bring the property. See the possibilities.

We will identify the features that deserve attention, the buyers who should see them, and the
campaign that connects the two. You will see how WesFlows can make your property's story more
compelling before deciding how to move forward.

JOSH SARNELL

WesFlows | New York + New Jersey

josh@joshsarnell.com joshsarnell.com
973.951.6645 Watch the work on YouTube

Real Brokerage LLC | Equal Housing Opportunity

Image: interior concept visualization.
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