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Chris’ Pro�le and Information

Christopher Wajda

33 year resident of Bensalem, Bucks County, PA.
Currently residing in the Fox Chase neighborhood of Philadelphia
with his wife, Jennifer and daughter Gabriella.

Graduate of Holy Ghost Preparatory School, Bensalem, PA.  Class of 1990
Attended both Temple University and Holy Family University.

Began working in advertising in 1994 for the Trenton Times, New Jersey's largest 
daily newspaper producing half and three quarter page full color illustrations.  Also 
produced  illustration and  design for a wide array of businesses and organizations, 
from book illustration to safety and business cartoons for trade journals. 
From 1995 to today I continue to work on a consultancy basis for one of Bucks Coun-
ties largest advertising companies. 

Interests outside of real estate:
Painting, electronics, camping, civil war history, astronomy and my family.

Real estate education:
Real Estate Fundamentals & Real Estate Practice training courses completed at Manor 
College in fall 2007.
Successfully completed and passed the Pennsylvania state and National licensing 
tests in January 2008
Completed Century 21 advanced agent training April 2008

Specialized skills: 
Selling home utilizing the most advanced technologies available to Realtors, such as 
custom web site exposure and an extensive array of marketing and advertising 
expertise. 15 years of experience in the world of advertising focused on selling your 
home!.



Century 21 Press Release

For Immediate Release:

Philadelphia, PA (Press Release) April 2, 2008 -- NEWS RELEASE
FOR IMMEDIATE RELEASE CONTACT: Century 21 Advantage Gold.
Philadelphia, PA - April 2, 2008 –- CENTURY 21 Advantage Gold is pleased to announce Christopher 
Wajda has joined its �rm as a sales associate. Chris will specialize in residential & commercial prop-
erty sales in the Philadelphia, Bucks County and Montgomery County areas.
“We are thrilled to have Chris join our team,” said Bill Lublin, “It’s an exciting time to be with the 
CENTURY 21® System as we increase our market presence in the Philadelphia area.”
Christopher Wajda just successfully completed extensive training and licensing through the Manor 
College Real Estate Accreditation program, earned his Pennsylvania real estate license in January, 
2008 and signed on with Century 21 in late February.

Broker Bill Lublin added, “We believe training supports growth and professional excellence in the 
real estate industry. Performance-based training is necessary to assure that CENTURY 21 associates 
maintain their competitive edge and o�er the best service possible to their clients.”

Before coming to the Century 21 Advantage Gold Southampton location, Chris had been self 
employed in the design and marketing industry since early 1994. He brings a strong foundation in 
marketing and networking into what promises to be an exciting career in real estate.

Century 21 Real Estate LLC (www.century21.com) is the franchisor of the world’s largest residential 
real estate sales organization, providing comprehensive training, management, administrative and 
marketing support for the CENTURY 21 System. The System is comprised of more than 8,300 inde-
pendently owned and operated franchised broker o�ces in 56 countries and territories worldwide. 
Century 21 Real Estate LLC is a subsidiary of Realogy Corporation, the world’s largest real estate 
franchisor. Ó 2008 Century 21 Real Estate LLC. CENTURY 21 â Is A Registered Trademark Licensed To 
Century 21 Real Estate LLC. An Equal Opportunity Company. Equal Housing Opportunity. Each 
CENTURY 21 O�ce is Independently Owned and Operated.

Contact:
Colleen Whalen, Manager
Century 21 Advantage Gold
494 Second Street Pike
Southampton, PA 18966
O�ce 215-322-7050



Pennsylvania Licensing Information

Pennsylvania Department of State - Real Estate Commission



Century 21 Advantage Gold
The Team who works with me in getting your home SOLD!

 CENTURY 21 Advantage Gold - Philadelphia's largest CENTURY 21®
Serving Pennsylvania and New Jersey. For over 20 years we have been providing superior real estate 
services to buyers and sellers for all of the counties in and around Philadelphia. From our initial 
contact, through the closing, we are committed to managing all of the details to bring about a 
successful transaction. So whether you're thinking of buying, selling or relocating, let CENTURY 21 
Advantage Gold make it easy for you!

    * We are part of the world's best known real estate organization, with over 6,300 o�ces in 25 countries.
    * We are the fastest growing real estate �rm in Pennsylvania! (Real Trends Magazine)
    * We are in the top 6 real estate �rms in the Delaware Valley. (2000 Trend MLS Data)
    * We are one of the top CENTURY 21 �rms in the U.S.A. (Real Estate and Relocation Magazine)
    * We are the largest CENTURY 21 �rm in Philadelphia. (2004 Trend MLS Data)
    * We sell a home every 1/2 hour of every business day!
    * WE ARE THE BEST OF THE BEST - DELIVERING SERVICE WITH PRIDE AND PROFESSIONAL CARE!

CENTURY 21 Advantage Gold o�ers the consumer:

    * #1 CENTURY 21 Company in Philadelphia
    * Multiple o�ces covering the 5 county region
    * The Power of CENTURY 21, the most recognized brand in real estate
    * National and International relocation Resources through the Cendant Global Relocation Network
    * Convenient One-Stop Services for home �nancing, settlement, insurance and more through CENTURY 21 Connections 
Program
    * Customized Home Marketing System and Customized Home Search Systems

Awards
    * Our Castor Avenue o�ce was a Gold medallion O�ce 2000 a Centurion o�ce 2001, 2002, and
       Double Centurion 2003 (and has already earned Centurion Status for 2004)
    * Our Northwood O�ce was Gold Medallion O�ce in 2002, and 2003
    * Our Elkins Park O�ce was Gold Medallion 2003 and Quality Service 2002,2003

We were listed in the Top 100 real estate �rms in the United States by REALTOR Magazine for 2003,  Real trends                                                                     
magazine, and Relocation and Real Estate Magazine for that year.

Our Mission
" The real estate industry of the new millennium will be driven by a 'consumer service culture' and the CENTURY 21® system 
will lead this evolutionary process. To this end CENTURY 21 has created Vision 2100 to reinvent "The Real Estate Experi-
ence" by providing complete Consumer real estate services"

In our attempt to embody the essence of the CENTURY 21 Vision Statement, we will always work towards the goal of 
providing services tailored to the needs of each individual.

To that end, we will always act in harmony with the stated company mission:

"To provide professional service with a personal touch." 



Century 21 Advantage Gold
Southampton, PA

William  Lublin
Southampton O�ce
494 Second Street Pike
Southampton, PA 18966

EDUCATION: 
Penn State University 
Maxwell J. Russell School of Real Estate 
Pennsylvania REALTORS Institute 
Realtors National Marketing Institute 
Schlicher Kratz Real Estate Institute 
LICENSES & DESIGNATIONS:
Real Estate Broker 
Real Estate Broker/Appraiser 
Certi�ed Residential Specialist
 Graduate 
REALTORS Institute 
Certi�ed Residential Brokerage Manager 
OFFICES AND ACHIEVEMENTS: 
President Greater Philadelphia Association of REALTORS 1996 
Appointed to GPAR REALTORS Hall of Fame 1998 
National Assoc. of REALTORS Professional Standards Committee 1998 - present 
State Certi�ed Real Estate Instructor 1979 to present 
Real Estate Columnist 1983-1998

Broker

Colleen has been in the Real Estate business for 14 years, 
acquiring much experience in the New Construction �eld. 
She is an Associate Broker and manager of the Century 21 
Advantage Gold Southampton o�ce. 
Colleen also is the Company Trainer, preparing new agents 
to the company for the Real Estate industry. 

Colleen Whalen
Southampton O�ce
494 Second Street Pike
Southampton, PA 18966

Manager



Century 21 Advantage Gold
Internet Marketing



Century 21 Advantage Gold
Why our agents sell more homes!
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Century 21 Advantage Gold
Seller Service Pledge

As an independently owned and operated CENTURY 21 o�ce, we are dedicated to providing you with service that is professional,
courteous and responsive in helping you market your property. To ful�ll this commitment, we agree to provide you with the
following services:

1. Dedicate myself to making the process of selling your home as easy and as successful as possible. 
2. Respect you, your needs and be honest and forthright.
3. Hold your best interests in the highest regard throughout the process.
4. Value and respect your time, being as e�cient and e�ective as possible. 
5. Understand your needs and respond quickly.
6. Use my base of experience, knowledge, tools and the most up-to-date training to best serve you.
7. Provide regular progress reports throughout the process and discuss with you comments received about your property.
8. Explain each step of the process and act as a guide to help you make the most informed decisions.
9. Make recommendations to enhance the marketability of your property.
10. Use a written Competitive Market Analysis and local market information to help you set the right listing price to sell your

home and get the value you deserve.
11. Review various �nancing alternatives and assist you in determining those which best enhance the saleability of your home. 
12. Develop, present and agree upon a Customized Marketing Plan that will detail speci�c promotional e�orts to help best

market your property.
13. Place the internationally recognized CENTURY 21 yard signon your property, with your permission and subject to

local ordinances.
14. Provide worldwide exposure for your property on the Internet, including posting your property on Century21.com, a site 

which receives millions of visitors each month.*
15. Explain local real estate procedures and regulations.
16. Show your property to pre-quali�ed buyers.
17. Utilize the CENTURY 21 System of thousands of o�ces to expose your property to potential buyers referred to my o�ce.
18. Utilize the vast and powerful resources of the CENTURY 21 System to get you the results you deserve, including leveraging

a Network of 6,600 o�ces and 109,000 agents worldwide.
19. Submit to you all written o�ers, assist with negotiations, and provide an estimate of your net sales proceeds, so you under -

stand all implications prior to any acceptance.
20. Upon acceptance of an o�er to you, pre-settlement (escrow)activities throughout the closing process will be monitored

as permitted by law or local practice.
21 Assist you in �nding your next home, or o�er to refer you to another o�ce in another location.

®

Real Estate for Your WorldSM



 The CENTURY 21
Advantage Gold 

Team

Discover the power of Number One Multiplied by

NINELocations located throughout Pennsylvania and

New Jersey, serving Philadelphia, Bucks, Chester,

Delaware, Montgomery, Mercer, Burlington &

Camden Counties in Pennsylvania and New Jersey.

Backed by the Gold Standard of the Nation’s Best

Known Real Estate Brand, CENTURY 21 Advantage

Gold combines the latest Technology, local

neighborhood knowledge, Membership in a regional

Multiple Listing Service, Owners with over 100 years

of combined experience, and highly trained associates

to provide you with that little bit extra –

THE GOLD ADVANTAGE!



”DRESS” YOUR HOUSE FOR SALE



The CENTURY 21® System objective is to sell your home at the best
price possible in the shortest amount of time. Highlightingthe features of
your home is very important if you want to sell close to your asking price
and as quickly as possible.

Home staging is the process of preparing your home for sale. This
guide will help you highlight your home’s best features in ways that appeal
to your prospective home buyers’ senses and emotions. It includes great
interior-design ideas and home-improvement tips. Staged homes are
perceived as comfortable, attractive and well cared for, and have been
proven to sell faster and for more money.

It is all in the details…
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QUICK TIP! > get detached
It’s di�cult to look at our own house in the same way that potential

home buyers do. When we become accustomed to the way something looks
and functions, we cannot see its faults. Decide right now to stop thinking
of the property as a home. It’s an asset you want to sell for the highest
dollar possible.

FIRST IMPRESSIONS ARE HARD TO BREAK
Most home buyers form an opinion about your home within seconds

of seeing it for the �rst time. They will probably spend less than 15 minutes
touring your house, and they are going to see many other houses with
similar features and amenities. Remember, you have one chance for a �rst
impression so make your home the one the buyers remember by giving
them a great �rst impression.
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The outdoors
“CURB” APPEAL

The way your home looks from the street can make or break the sale.
A large percentage of home buyers decide whether or not to look inside
a house based on its curb appeal. The good news is that you can help the
situation by spending some time freshening up its exterior appearance for
a great �rst impression.

The best way to get started is by viewing your property from the home
buyer’s perspective. Ask yourself what is your �rst impression of the home
front, what are the best and worst features and how can you enhance,
improve or minimize them?
ATTENTION TO THE HARD SURFACES

Make sure the sidewalk and front walkway are free of debris. If
necessary, give it a clean sweep and remove weeds that may be growing
between cracks. Remove grease or oil spots and �ll cracks in your driveway.
LANDSCAPE PARADISE!OR NOT?

There are times that adding elements to your landscaping canhelp
curb appeal, but there are also times when removing something is more
e�ective. Keep the grass mowed and the weeds pulled. Trim trees and
bushes. Plant �owers to add a touch of color.

Most buyers cannot visualize changes, and often won’t take asecond look
at a house if the �rst isn’t appealing to them. Those who can visualize
changes, and are prepared to make them, expect YOU to reduce the price
of the house to compensate for the work.
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A HOUSE FACE-LIFT
Does your house look dull and dingy? Give it a face-lift with agood

old-fashioned paint job or power wash. And speaking of paint, if your home
was built before 1978, new federal law gives a buyer the rightto request
a lead inspection. If you think you might have some problems,do the
inspection yourself beforehand and make any �xes you can. Repair loose
roof shingles and clean the windows (both inside and out). Add shutters
and install window boxes with bright �owers to the front of the house.
Replace a weather-beaten mailbox, and
add visual interest by position-
ing rocks and potted plants
around it.

AT THE FRONT DOOR
Continue the allure with a friendly front door. Restore its luster with a

few coats of varnish or spi� it up with a rich, new accent color. Make sure
your doorbell works. Repair torn screens. Clean outdoor light �xtures.
DON’T FORGET THE REAR VIEW

Buyers doing a drive by will try their best to see your backyard. If
it’s visible from another street or from someone’s driveway, it should be
a part of your curb appeal e�orts. So make sure to apply the same e�ort
by keeping the grass mowed, the weeds pulled and the trees andbushes
trimmed. Treat your backyard like a living space in your house. Minimize
furniture to the essentials and hide all the kids’ toys.

QUICK TIP!
> get your friends involved
You may be able to assemble your own team of friends to help you clear
out your crowded rooms, paint, do carpentry and spi� up your gardens.
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The indoors
MAKE AN ENTRANCE

You can start out by setting your home’s fragrance, since it is the �rst
sense they will encounter upon entering your home. This is your opportunity
to make a big statement in small area. Make your foyer welcoming by featur-
ing a natural�ower arrangement and continue with smaller arrangements
throughout the house. What you need to avoid is strong pet, cooking and
tobacco odors. Having pleasant music playing in the background will also
help set your stage.
LIVING ROOM AND DINING ROOM

Clean and spruce up all rooms, furnishings, �oors, walls andceilings.
Remove knickknacks from tables, countertops and bookshelves. Remove all
unnecessary furniture to make your rooms seem more spacious. Brighten
rooms with a fresh coat of paint. Choose neutral shades of white, o�-white,

beige or light pastels that will coordinate with most decors. Give your
home an open, airy feel by opening the curtains and pulling up
the blinds. Turn on as many lights as possible.

KITCHEN AND BATHROOMS
Kitchens should be absolutely spotless. Remove excess kitchen

appliances. Make sure all major appliances are working. Clean the oven and
refrigerator inside and out. Remove magnets from the refrigerator door.

Bathrooms are just as important. Remove stains from bathroom �xtures,
repair dripping faucets and polish mirrors. Add sanitizersto toilet bowls and
keep lids down. Wash and �u� bathroom rugs, hang fresh towels. Potpourri
and scented soaps add a nice fragrance to the air.

QUICK TIP! > a sense of smell
Run a lemon through the garbage disposal for a fresh
smell. Make sure the house smells good: bake an apple
pie or cookies for a homey scent. Hide the kitty litter.
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QUICK TIP! > get de-cluttered
Now that you are in sell mode and detached from your home, set your
mind in moving mode. You are moving shortly so get a head start by
packing items you can live without for the moment. This will give you a
chance to de-clutter. The idea is to leave a blank canvas for buyers to
�ll in with their own ideas.

BEDROOMS AND CLOSETS
Same principle applies to the bedrooms. Remove all unnecessary

furniture and give it a fresh coat of paint. Keep all closets organized and
uncluttered. Pack away out of season clothing and holidaystu� to make
your closets seem more spacious.

BASEMENT AND GARAGE
These spaces are important because it shows potential additional storage

space in the house. To keep the entire house uncluttered, most of
the packed boxes will end up in one of these two spaces (basement or garage).
With this in mind, it is important to keep these spaces clean and organized.
Make sure that all stored items are neatly organized and out of the
potential buyer’s way giving them ample space to move aroundthe room.
If it’s possible, try to keep the car space in the garage free of items to give
the potential buyers the opportunity to picture their own car in the space.

Ask your sales associate for additional tips on getting yourhome ready
to sell. Also, let your sales associate show the house. He or she knows the
business and will present your property to its best advantage. Plus, potential
buyers usually feel more comfortable when the seller is not present.
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www.SuburbanDreamHomes.com

CENTURY 21® is a trademark licensed to Century 21 Real Estate LLC. An Equal Opportunity
Company. Equal Housing Opportunity. Each O�ce Is Independently Owned And Operated.

1This guide is for informational purposes only. You should consult your �nancial advisor before making any �nancial decisions.

Christopher Wajda

Advantage Gold


