
Spotlight On...
	 10 years ago if you bought a cell phone in Holly Springs you may have met Stu Barnes.  Prior to Real Estate, he 
owned several cell phone stores and his first one just happened to be in the small cinder block building across from Town Hall, 
now known as Shelly Lane Gifts.  Always wanting to get into the Real Estate Business, but with long retail hours and no time to 
take the required courses, he saw his chance after six years when sales started to slow. It was inevitable a new career had to be 
launched.
	 “At the time when I was closing the stores, I was also considering selling my townhouse.  With my desire to get into the 
business, mixed with interviewing agents to list my home, I decided this was my window of opportunity.”  Real Estate is infamous 
for high turnover, but Stu was determined he would make it work.  With the support and encouragement from his wife Katie he 
decided that not only would he take the courses and acquire his license, but he would push himself forward to a full time career 
in Real Estate.  “Coming from retail you are required to listen to and empathize with your customers and I thought that was my 
best attribute in becoming a REALTOR®.”
	 After a few years, Stu decided it was time to go out on his own and formed Barnes McQuade Realty.  He felt responding 
to consumer demand and offering a different business model, was his path.  “My firm operates on a Full Service Model and lists 
homes for 3.5% total commission.”  There are many different models out there; Full Service, Limited Service and Entry Only 
(only entering into the MLS) models, just to name a few.  This gives the consumer a choice and it is up to them whichever model 
they feel most comfortable. No matter what business model each firm operates on, it is worth interviewing them to find out how 
they plan on marketing your home.  “During listing appointments, I lay out exactly what I will and will not do, and what usually, 
or usually does not work; that way my clients know what to expect.”  A classic complaint in Real Estate is the agent not commu-
nicating well with the client.  This can be nipped in the bud up front…. The Internet and It Depends.
	 When talking with potential sellers, they will hear Stu say “it depends” and “the Internet” many times.  That’s because 

selling a home is so circumstantial that it’s hard to pin point 
exactly how and when your house will sell.  It depends on many 
factors. A few are location, lot size, school zone, square footage, 
your particular situation and most importantly price.  “You can’t 
please every buyer and sometimes you just have to have that right 
buyer come along at the right time.”  As far as marketing goes, 
Stu says the Internet is 100% the most effective way to expose 
your home.  Over 
84%*(and climbing) 
of buyers find their 
future home on the 
Internet.  The Internet 
helps weed out homes 
that 10 years ago you 
would have to drive 
around to view… lim-
iting your potential 
homes.  This is one 
reason Open Houses 
don’t work as well as they did say back in the 1980’s.  Buyers 
are 900% more likely to find a house online vs. the newspaper 
and 3400% more likely to find a house online vs. a home book 
magazine*.  “My listings are automatically fed to the channels 
where buyers are looking.  Marketing dollars are spent on On-
line Channels because they are most effective.”  Getting a buyer 
in there to view the home is one thing, but REALTORS® really 
earn their commission from contract to close. There are many 
things that can go wrong while the sale is in escrow and it’s your 
agents job to help sort it out and make it to the closing table.  
		 For more information on the Real Estate Market in 
general, the firm’s website is www.BarnesMcQuade.com.   Two 
highlights of the site in which Stu is very proud of is his blog 
page, which he always refers potential clients to because “it 
shows that I am in tune with current issues” and also the Charity 
page in which Stu describes as “the most important page on the 
site.”  Stu can be reached via email at Stu@BarnesMcQuade.com or 
call him at  919-819-3956.                                                    *NAR 2007   
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	 Each issue we will hide this pineapple somewhere in 
the magazine (not the cover, or any logo). It may be backwards, 
upside down or sideways, but it will be this size shown. Your 
job is to find the pineapple and email us at  
         pineapple@marketplacemag.net
	 One e-mail with the correct location, described 
as best you can, drawn at random will win a great prize. 
This issues’ prize will be one FREE 6” “All in Deal” at 
Fat Philly’s Classic Cheesesteak. The best in Wake County!  
The winners name will be posted on the website, on August 
1st, 2008 www.MarketplaceMag.net

	 You must put “pineapple” in the subject line of 
your email or your entry will not count.

The Marketplace Magazine 
find the Pineapple contest!

Stu Barnes of Barnes McQuade Realty
from the cover

3.5% Full 
Service Listings

919.803.4129~Search for active listings
  in the Triangle area
~Find out what your Home 
  is worth
~Learn how each party is 
  represented in a transaction
~Stay updated on current 
  issues with our blog page
~Discover the satisfaction of 
  giving on our charity page

1008 Panther Springs Ct. 
Raleigh NC 27603

Stu@BarnesMcQuade.com
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Visit our interactive Web Site
to learn all about Buying and 

Selling Real Estate


