
Choose a “SPiRALNY Agent” to market your home

Sometimes being different makes all the difference. As the fastest growing independent 
residential real estate firm in New York City to date, SPiRALNY is proving that, particularly in 
a complex market, innovation can lead to the best possible experience for both the consumer and 
the agent

SPiRALNY was founded by Marcel Bellucci in 2018 with the purpose of providing a cutting 
edge approach to buyers and sellers throughout New York.

Marcel, principal broker, was born in Caracas, Venezuela and raised in Frankfurt, Germany. He 
has been working as a real estate agent for over a decade and has dedicated his career to find the 
perfect home for his clients. His international background and dynamism has allowed him to 
work with clients from all over the world.

Through SPiRALNY, Marcel is proposing a new approach to the New York Real Estate market 
by offering a personalized client service never seen before in the industry. 

With a clear vision and endless opportunities we bring professional attention to details, efficiency 
and sharp business acumen. Our team advises clients with the most accurate information. We 
strive to provide the most innovative marketing strategies and in depth understanding of the 
neighborhoods in New York.

Why SPiRALNY?



Information your SPiRALNY Agent wants you to know: 
Marketing your property:
Selling your home has tremendous financial implications. Typically our home represents our 
single largest investment and when selling, we want to be assured we are being well represented. 
It’s certainly not too much to expect professionalism, superior customer service, market 
knowledge, honesty and integrity. All of our SPiRALNY agents strive to provide you with an 
experience which exceeds your expectations

At SPiRALNY your property will be marketed in the most effective ways possible: 
• It will be co-brokered with every single real estate firm in Manhattan and will be made 
available to all 30,000 real estate agents licensed to do business here. In over 90+% of sales 
another agent other than the listing agent will bring you the buyer. The job is, hence, to reach 
those responsible for finding you a buyer: the brokerage community. 
• Your listing is released immediately through On-Line Residential and REBNY (Real Estate 
Board of New York) Listing Systems, the services designed to communicate all available listings 
with all New York City residential real estate firms. And as a result it will be featured on the 
websites of not just our firm, but on a vast variety of national and international residential real 
estate search engine websites including Streeteasy, Trulia, Zillow, NY Times, ListHub & Realtor.
com whos reach is to 400+ sites. 
• Your property will be marketed with professional floor plans, digital photos, and printed 
promotional materials. 
• Broker Open Houses – given that the brokerage community’s knowledge of your property is 
paramount, we will schedule open houses to inform and educate our colleagues in the industry 
about your property. 
• It will be co-brokered with every single real estate firm in Manhattan and will be made 
available to all 30,000 real estate agents licensed to do business here. In over 90+% of sales 
another agent other than the listing agent will bring you the buyer. The job is, hence, to reach 
those responsible for finding you a buyer: the brokerage community. 
• Your listing is released immediately through On-Line Residential and REBNY (Real Estate 
Board of New York) Listing Systems, the services designed to communicate all available 



Why use a Spiral Agent?: 
• Achieve the best price
• Qualify customers
• Utilize our co-broker network
• Save time and prevent mistakes
• Knowledge of the sales process
• Knowledge of buildings and boards
• Knowledge of the marketplace
• Knowledge of the neighborhood
• Coordination of appointments
• Collection of accurate data
• Marketing ability and skill
• Skilled negotiator
• Expert in Board Package creation

Market Analysis And Pricing Strategy:
Your SPiRALNY agent will provide you with a comparative market analysis (CMA) which 
will consist of properties currently on the market, those recently sold and closed, and those in 
contract. All apartments used in this comparison should be comparable to yours in terms of 
location and size and type (coop or condo). This is the basis for your pricing strategy. You might 
want to actually see other homes on the market against which you will be competing. Look at 
them objectively and through a buyer’s eyes. 

Pricing an apartment is not an “exact science.” The marketplace will ultimately tell you what 
your home is worth, however we try to price as accurately as possible while still achieving 
the highest price possible for you, the seller. If a broker asks you “what do you want for your 
home?” and relies on you to price, then don’t hire them. You’ll be doing yourself a terrible 
disservice.

Because pricing isn’t always precise, you will want to watch carefully in the initial few weeks 
of marketing. If there are no offers after 12 to 20 showings, then an adjustment may need to be 
made.
 
Sign An Exclusive Agreement:
The seller can give the exclusive right to sell their home to one real estate firm and to a particular 
agent at that firm. Your home then becomes that firm’s exclusive “listing.” You enter into a 
formal contract stating offering price, length of listing agreement with the brokerage firm, 
commission, etc. That firm should, in turn, co-broke your listing with all of the other brokerage 
firms in the area. If the listing firm sells your home, then they collect the entire commission. If 
another firm with whom they have co-broked brings the buyer, then the commission is divided 
equally between the two firms 



If you hire Spiral on an exclusive basis you have the right to expect that your SPiRALNY agent 
will be your “point person.” They will market your home, arrange all appointments, handle 
negotiations and oversee the board process (in the case of a cooperative).

Co-brokering your listing: this is the process by which real estate firms share their exclusive 
listings with other firms in their market. Your exclusive SPiRALNY agent will immediately co-
broke your home to all other New York City real estate brokerages. This insures that it is exposed 
to as many ready, willing and able buyers as possible. Again, if your home is sold in a co-broke 
situation, with another firm bringing the buyer, you still pay only the agreed upon commission, 
however it’s divided equally between the two firms participating in the sale.

What’s an Open Listing? You can “list” your home with as many firms as you like in this 
scenario. You manage the process and you do not have an exclusive relationship with any one 
firm. The commission is paid wholly to the firm bringing you the buyer. The downside is, for the 
same amount of commission dollars, you are doing all of the work. There’s no one advertising 
your home, no one scheduling appointments and no one negotiating on your behalf.

Qualifying The Potential Buyer:
All buyers should be pre-qualified to minimize wasted traffic through your home. Your 
SPiRALNY agent will be vigilant in insuring that anyone visiting your home is qualified 
financially to purchase...otherwise it’s a waste of time for you.

Feedback:
While executing on the marketing plan, your SPiRALNY agent will be in regular communication 
with you to provide feedback on showings and changes in market conditions. You decide how 
you want this done and how often.

Receiving An Offer And Negotiating:
Your SPiRALNY agent has a legal obligation to present all offers to you. Once an offer is 
received, your SPiRALNY agent will discuss that offer. They will not only discuss the price, but 
the other terms and the qualifications of the potential buyer. An offer means nothing if the buyer 
is not qualified to purchase or pass the board, in the case of a co-op.



Heres the process: 

1. When you have found the right property, a bid or offer will be placed through your agent. 
They will convey your offer to either the seller’s agent or to the seller directly.

2. The seller may “counter” the offer. This will begin a negotiation process that will eventually 
lead to a “meeting of the minds,” at which point price, terms, and closing date have been agreed 
upon.

3. A real estate attorney is required in all property transactions in New York City. Contact an 
attorney familiar with real estate in Manhattan to represent you. The seller’s attorney will begin 
preparation of a contract of sale, and during that time your attorney will begin to examine the 
financial condition of the building through due dilengence in which you wish to purchase.

4. After the buyer’s lawyer concludes that the financial condition is satisfactory, that the by-
laws of the building are acceptable, and that the contract of sale is also acceptable, the buyer’s 
attorney will allow the buyer to sign the contract. At that time the buyer will usually be required 
to present a deposit of 10% of the purchase price. The contract plus the deposit will then be 
forwarded to the seller’s attorney for signature. The deposit will be held in the seller’s attorney’s 
escrow account until closing. It is important to note that until all parties have signed the contract, 
and it has been delivered, the seller can still entertain and accept other offers.

5. If financing, the buyer should move forward with their loan application. It is advised that the 
buyer pre-qualify for a mortgage with a brokerage firm prior to beginning the housing search.

6. The buyer will, by now, have received from real estate agent the board requirements 
and application materials. The application materials can be similar for a cooperative and 
condominium. However, the actual process is quite different. The buyer will need to complete 
all of the required materials which typically include: an application, a financial statement, all 
requisite support for your financial statement, at least two years of tax returns, bank statements, 
letters of personal and financial refernce, letters of professional reference, the contract of sale, a 
commitment letter (if financing) indicating that your loan is in place etc.

7. When the “package” is finished, it will be forwarded to the building’s managing agent for
review. Upon determination that it is in order and that credit checks were acceptable, it will 
be forwarded to the Board of Directors of the building. No applications will be accepted by a 
managing agent unless they are complete.

8. In the case of a cooperative, if the application meets initial approval, the buyer will be invited 
to be interviewed by the Board or by an interviewing committee. This is a serious matter and not 
to be taken lightly. It should be treated as a business meeting.

9. After approval by the Board, all parties are ready to begin planning for a closing!



In the case of a condominium, there is generally no formal interview. The buyer’s application 
will be reviewed, and if all required materials are included and in order, an approval is typically 
granted. The entire process can move quickly in a condominium, and assuming a loan can be 
secured in a timely fashion, one can move from contract to closing in about 60 days. However, 
the cooperative process is more involved, and 60 to 90 plus days is not unusual.

Preparing The Contract Of Sale:
As highlighted above, your attorney will prepare the contract of sale and forward to the buyer’s 
attorney. Your R New York agent is not an attorney and, as such, will allow the lawyers to do 
their jobs at this point.

Feedback:
While executing on the marketing plan, your Spiral agent will be in regular communication with 
you to provide feedback on showings and changes in market conditions. You decide how you 
want this done and how often.

Your R New York agent will work with the buyer’s agent to ensure that the best possible board 
package is prepared and submitted to the managing agent for review. Your R New York agent has 
already done a great deal of due diligence by this time. The buyer’s agent will actually prepare 
the package, but your agent will review it before submission.

In the case of a co-op, if the board package passes “muster,” the buyer will be invited to meet 
with members of the board for an interview.

Approval From The Board:
The managing agent will generally inform your R New York agent when the potential buyer has 
been approved by the board. The timing varies from building to building, but usually notice is 
given within 2 to 3 days after the board interview.

Closing:
The managing agent, banks, attorneys, buyers and sellers will all work to coordinate a time for
the closing. Generally, if all parties are ready to close, one should be able to be scheduled within 
two to three weeks of board approval....if not sooner.


