
ARTFULLY UNITING EXTRAORDINARY HOMES WITH extraordinary lives 
Deb Tebbs Group 



the team DEB TEBBS GROUP 

Deb Tebbs, Broker/President 
 
An Oregon resident for over 30 years & a fulltime Realtor 
for nearly 25 years, Deb currently represents dozens of 
the area's most incredible real estate offerings – 
regardless of the price range, she recognizes that every 
home is remarkable. 

Debra Simonson, Transaction Coordinator & Broker 
 
After spending the past 5 years in Hawaii, Debra is back 
in Bend as a licensed Broker.  She is the transaction 
coordinator for Deb Tebbs Group and brings with her 
many years of real estate experience in Central Oregon. 

Jessica Venable, Marketing Manager & Listing Coordinator 
 
With a Bachelor of Fine Arts degree in Graphic Design, 
Jessica supports Deb Tebbs Group with various aspects of 
marketing to ensure stellar client communication & the 
maximum exposure of all listings. 
 

Betsey Little, Buyer’s Broker 
 
Beginning her real estate career in Texas, where she 
specialized in high-end, boutique homes, Betsey learned 
the importance of relationships built on unwavering 
customer service and attention to detail.  



 
 
 

Deb Tebbs, Broker/President 
Cascade Sotheby’s International Realty 

debtebbs@bendluxuryhomes.com     
c: 541.419.4553 

 
 

Betsey Little, Buyer’s Broker 
betsey.little@cascadesothebysrealty.com 

c: 541.301.8140  
 
 

Debra Simonson, Transaction Coordinator & Broker 
debra.simonson@bendluxuryhomes.com 

d: 541.323.4823 
 
 

Jessica Venable, Marketing Manager & Listing Coordinator 
marketing@bendluxuryhomes.com 

d:  541.598.3770 
  
 

debtebbsgroup@bendluxuryhomes.com 
Main Office Phone:  541.383.7600 

Main Office Fax: 541.383.3940 
www.debtebbsgroup.com 

 
 

to contact us DEB TEBBS GROUP 



  
• Trust – Represents some of the area’s most exquisite real estate offerings 
• Respected – Represents the resort community of Pronghorn 
• Experience – 25 years of real estate, marketing and business management 
• Business Owner – President of Cascade Sotheby’s International Realty, the #1 office 

in Central Oregon 
• Connected – Regular communication with extensive database of former clients, 

community representatives & buyer prospects (82% of real estate sales are the 
result of broker contacts through previous client’s referrals & personal contacts) 

• Advocacy – Prominent voice for Central Oregon real estate 
• Teamwork – Assistants coordinate marketing including consistent web 

presence/social media & collateral, property inquiries, listing paperwork and the 
transaction process  

• Presentation – Professional photography for listings 
• Knowledge – Targeted marketing to the specific demographic of buyers and visitors 

to Central Oregon 
• Network – Member of Vistage, a networking group consisting of top local business 

leaders in Central Oregon 
• Partnerships – Collaborates with other Sotheby’s International Realty brokers for 

special or unique properties requiring specific expertise 
• Local – Has lived & worked in Central Oregon for over 20 years 
• Dedicated – Deb or a member of Deb Tebbs Group is always available to assist with 

any buying or selling needs 
• Professional – From listing paperwork to the close of escrow, Deb Tebbs Group 

maintains the highest level of quality 
• Success – In monitoring, negotiating & closing your sale, Deb & her team are the 

best at resolving any issues that may arise, in order to move your transaction to 
completion 

why choose us? DEB TEBBS GROUP 



  
Choosing the right person to represent you in your home purchase is an 
important decision.  A professional, experienced Buyer’s Broker will: 
  
• Discuss property needs and assist with refining your search 
• Register you in our Property Search Notification System 
• Provide education on location, schools, recreational facilities, retail establishments, 

etc. 
• Network with other brokers regarding properties that may be “pocket” listings 

(properties that are not listed in the MLS) 
• Counsel you on the comparable market price for the subject property 
• Prepare offer and related documents with expertise and effective communication 
• Negotiate offers on your behalf, setting appropriate time limits for contingencies 

and other contract requirements 
• Examine Seller’s Property Disclosure Statement for inaccuracies and/or potential 

“red flags” 
• Communicate effectively with you, your lender, listing broker, inspectors, 

title/escrow officers, attorneys and other parties involved in the buying process 
• Review inspection reports and advise buyer on negotiation of repairs 
• Monitor contract deadlines throughout the closing process 
• Review all closing documents carefully and ensure accuracy 
• Arrange closing appointments with title/escrow company 
• Follow-up after the sale to ensure your satisfaction and answer any questions 

buyer services DEB TEBBS GROUP 



 Regular emails regarding showings & 

market updates 

 Inform you of inquiries relating to your 

home including showing feedback 

 Create ads for local publications & 

advertise your home in media (online 

and/or print) 

 Generate eMarketing campaigns 

featuring current listings & send to 

extensive group of contacts 

 Continually update various social media 

sites with new listings, price reductions, 

etc. 

 Place sign and lockbox  

 Enter in Central Oregon Multiple 

Listing Service  

 Input listing and photos in Sotheby’s 

Realty & Deb Tebbs Group websites 

 Upload property to List Hub to 

distribute to Sotheby’s Realty partner 

sites 

 Mail “Just Listed” postcards to a target 

audience 

 Create visual tour  

 Design and distribute flyers/brochure  

 Introduce your home to our Sotheby’s 

Realty brokers in sales meeting  

 Host a tour for Sotheby’s Realty 

brokers to preview your home 

 MLS broker tour 

  
  

our commitment DEB TEBBS GROUP 



Online  
MARKETING COMMITMENT 



TARGETED LOCAL WEBSITE 
 

debtebbsgroup.com TEAM WEBSITE 



cascadesothebysrealty.com COMPANY WEBSITE 



sothebysrealty.com BRAND WEBSITE 

A UNIQUE SOURCE FOR SEEKING LUXURY REAL ESTATE 
INFORMATION AROUND THE GLOBE 













marketing strategy TARGTED ONLINE 

INCLUDES THE MOST SIGNIFICANT MEDIA COMPANIES  
AND REAL ESTATE FOCUSED WEBSITES IN THE WORLD 

KTVZ.com 
Homes.com 
Realtor.com 
LuxuryHomes.com 
BendHomes.com 
TheRealEstateBook.com 
EdgeListingPro.com 
FarmandRanch.com 
OpenFences.com 
Landwatch.com 
Loopnet.com 



local exclusivity 
KTVZ.COM 

OVER 3 MILLION USERS PER MONTH ONLY CASCADESOTHEBY’S 
INTERNATIONAL REALTY PROPERTIES ARE FEATURED 



targeted access MEDIA PARTNERSHIPS 

THE NEW YORK TIMES ONLINE EXCLUSIVE 



exclusive partnerships 
THE WALL STREET JOURNAL 







Print 
MEDIA PARTNERS 



EXCEPTIONAL LOCAL EXPOSURE extraordinary 
LIVING MAGAZINE 



PROPERTY  

advertising 
PARTNERING WITH GLOBALMEDIA ICONS THAT 

PROVIDE TARGETED REACH AND VAST EXPOSURE 



o Cascade Sotheby’s International Realty continues to promote our brand  
o Extraordinary Living Magazine was launched in print and online 
o Extraordinary Living  KTVZ.com was launched 
o CSIR Sponsors Summerfest 2013 in July where the number of  

visitors exceeded 75,000 
o CSIR Sponsors Peak Summer Nights where we enjoyed 8 great nights  

with each other and a number of clients 
o CSIR Sponsors Kitchen Kaleidoscope  
o CSIR Sponsored Sunriver Movie Nights 
o CSIR Sponsored the Sisters Rodeo 
o 13 of us attended GNE in Los Angles where we had an opportunity  

to engage with 1,400 attendees from 30 countries 
o Rezora email marketing campaign program was launched 
o Broker personal websites were introduced 
o Individual property websites launched 
o Downtown Bend Business Association newsletter marketing began 
o Prime time television ad campaign in conjunction with 

Downtown Bend Association began 
o Pronghorn Monthly Newsletter participation continued 
o Cascade Arts and Entertainment partnership begins with contribution  

to KTVZ.com Extraordinary Living Page 
o Increased our Bend Bulletin weekly ad to a two page spread  
o Began VisitBend.com advertising and lead generation 
o Increased our online property advertising with  partners such as  

BendHomes.com.,Homes.com, TheReal EstateGuideBook.com,  
FarmandRanch.com, OpenFences.com, LandWatch.com 

o First Friday events Downtown brought approximately 2400 visitors 
o Sunset Lodging Monthly Newsletter  participation grew 
o 420,897 page views to CascadeSothebysRealty.com  
o Full page in 1859 magazine for 2013 
o Cascade Sotheby’s International Realty unveils new logo  
o CSIR begins to use Basecamp for collaborative projects 
o We created a marketing partnership with Compass Commercial 

2013 VALUABLE POINTS OF LOCAL EXPOSURE 



Extraordinary 
SUCCESS AND CONSISTENT RESULTS 



DEB TEBBS’ 

$8,700,000 

$1,850,000 

$840,000 

$590,000 

significant sales 



Per MLSCO records, sales of all property types all areas  
06/01/2013 – 05/31/2014  

Cascade Sotheby’s International Realty out 
sells nearest competitor in the last 12 months 

by over $145 Million 

CENTRAL OREGON REAL ESTATE COMPANIES 
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unrivalled success 



Per MLSCO records, sales of all property types all areas  
06/01/2013 – 05/31/2014  

In sales volume of homes over $500,000 
Cascade Sotheby’s International Realty 

outsold its two nearest competitors combined 
by over $18 Million 

unrivalled success 
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Per MLSCO records, sales of all property types all areas  
06/01/2013 – 05/31/2014  

Cascade Sotheby’s International Realty  
sells nearly 30% of the overall market 
share for homes valued over $700,000  

and does nearly $7 Million more in sales 
volume than the four nearest  

competitors combined 

Past 12 Months Closed Volume in Millions for  
Residential Properties Valued over $700,000 

unrivalled success 
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Per MLSCO records, sales of all property types all areas  
06/01/2013 – 05/31/2014  

Cascade Sotheby’s International Realty 
outsells the nearest 4 competitors 

combined by over $5 Million 
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unrivalled success 



Per MLSCO records, sales of all property types all areas  
06/01/2013 – 05/31/2014  

Over 36% of all residential properties  
sold in Central Oregon over $1 million  

are sold by a Cascade Sotheby’s  
International Realty Associate 
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unrivalled success 



CMA 
COMPARATIVE MARKET ANALYSIS 
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