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About Us

Andrew & Ann 
2021 Recipients of  

Over $9 Million in Sales

Andrew Thomas  
Recipient  

2021 Leadership Award
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Originally from Edmond, OK, Ann Salyer Cox has lived in the 
OKC area for over 50 years. After receiving her Bachelor of 
Science Degree in Education from the University of Oklahoma, 
she taught school for eight years. Her varied previous career 
includes managing a business, owning her own business, being 
an insurance agent, and private investigator. “The knowledge I 
learned from these experiences provided me with valuable skills 
that I use daily in real estate.” Ann uses her teaching skills to help 
educate her home buyers and sellers.

A full-service agent since 2017, Ann was the recipient of the 
Silver Award in 2018 and 2019. She attributes her success to 
her problem-solving and negotiation skills, along with her 
compassion, patience, and positive attitude. “I am with my buyers 
and sellers every step of the way,” Ann says. “I am available any 
time during the transaction from beginning to end.”

ANN SALYER COX

Andrew Thomas is the founding partner at The Andrew Thomas 
Realty Team. Andrew and his wife, Ann, are thought of as trusted 
advisors and professionals by their clients and colleagues - 
assisting them with buying and selling real estate. They have 
years of experience in selling Luxury Estates and Million Dollar 
homes, as well as First Time Home Buyers. Andrew and Ann 
have the expertise to help you accomplish your goals in real 
estate, whatever they may be. Consistently ranked at, or near, 
the top of the agents in the Edmond and the greater Oklahoma 
City markets, their business is built on principles of loyalty, trust, 
and unwavering customer service.

ANDREW THOMAS
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TESTIMONIALS
I was lucky to be referred to Andrew by a friend of mine. Andrew and Ann 
helped me find a rental house while showing me some options with a plan 
to buy soon. My family and I are so happy with their service. Andrew is a 
knowledgeable and skilled REALTOR®, and his expertise and transparency were 
so helpful. I strongly recommend him.

—Hamid Sima

Andrew and Ann are REALTORS® who are very in touch with the market. Their 
advice is spot on! They know the exact updates and repairs to make your home 
shine and get the most return on investment. They follow the current listings 
and know precisely where to set pricing to make a solid profit and close quickly. 
I highly recommend Andrew Thomas Real Estate to everyone! You will be 
delighted with their results!

—Jeff

Andrew and Ann are the best! They not only became our real estate agents 
but our friends. They continued to help us, even after selling our old house and 
buying our new home. Andrew and Ann had an offer on our house the first day 
it was listed and negotiated a great deal. So if you want someone who will be 
passionate about selling your home and/or finding you a new home, Andrew 
and Ann are who you want to be your Real Estate Agents. You’ll be glad you 
chose them!

—TC Brown

If your real estate desires are to save money, save time, and have a true expert 
working on your behalf, then you need Andrew Thomas. I’ve worked with 
Andrew on several home purchases, and every time he is thorough, creative, 
and reliable. He is a real estate “professional” in every sense of the word. His 
network of industry experts and contractors is incredible. Utilizing Andrew’s 
resources allowed me to pursue purchasing opportunities that I otherwise 
would not have been able to consider. So if you are selling a home, buying a 
home, or a real estate investor-like, myself-you can feel secure that Andrew will 
get you the best deal! I’ll also mention that he is a joy to work with. Working 
with someone interesting, funny, and positive can be uplifting if the real estate 
process becomes stressful. His attitude is always inspiring!

—Todd Morgan

4  CHINOWITH & COHEN REALTORS®



Our house hunt was all done online while living in another state. We were 
nervous as it was our first time buying a house and in a new state! However, 
Andrew and Ann made the process feel so easy and we felt like they 
understood exactly what we wanted. Eventually, they found us the perfect 
house that was precisely what we were looking for. They were our go-to people 
for recommendations and questions for all our home-related issues even more 
than this. They even helped us purchase and install our storm shelter, fence, 
and appliances so that when we arrived, the house would be ready for us to live 
in. They helped us in every step and really played such a vital role in our move 
going so smoothly.

—JS

Andrew and Ann are a great duo that makes the home buying/home selling 
process a breeze. They are well known and supported by so many in their 
community. My fiancé and I found our dream house with no experience in the 
home buying process. They explained everything step-by-step and were always 
in the loop. Andrew and Ann are down-to-earth, kind-hearted, and well-versed 
in numerous areas of knowledge. Highly recommend!

—Jordan Stephens

Andrew works hard and is driven by his desire to help people. He went above 
and beyond for me is getting my house sold and helping me find a new one. 
Along the way, he also became a friend

—Mary

Andrew and Ann both went above and beyond for us. Always available, 
immediately responsive, and so personable, our four-year-old kept asking when 
we would see them again! They are experienced professionals who helped us 
make smart decisions.

—Jerred Wilson

TESTIMONIALS
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MARY FITZPATRICK, BROKER 
Mary Fitzpatrick has joined Chinowth & Cohen Realtors’ OKC office as Broker. 
Mary is an Oklahoma City native and has been a full-time realtor serving OKC 
and Edmond since 2006. She obtained her Brokers license in 2018 and began 
training and assisting Realtors just beginning their careers in real estate.

Mary began her career working in sales for Justice Homes, Inc. where she 
worked closely with clients, helping them sell their current home while assisting 
them with the selection process of  their new home. It was this experience that 
led her to the decision to enter real estate as a full-time career.

In addition to her Brokers License, Fitzpatrick holds the credentials of  Senior 
Real Estate Specialist (SRES), Graduate Realtor Institute (GRI) and Mediator 
for the Oklahoma Association of  Realtors (OAR).

KACIE POSTON, SOCIAL MEDIA 
COORDINATOR
Chinowth & Cohen Realtors’ new Social Media Coordinator in OKC, was born 
and raised in Edmond, Oklahoma. Kacie attended the University of  Oklahoma, 
where she graduated in 2018, with a Bachelor of  Business Administration in 
Marketing and Entrepreneurship. Kacie has a 2-year-old son named Cooper. She 
enjoys spending time with her family and traveling to the lake and beach. With 
previous experience as the Marketing Director for Chick-fil-A of  Edmond and as 
a Social Media Coordinator for a local feed & seed store, and food truck, she has 
a variety of  marketing/social media experience. She assists Chinowth & Cohen 
Realtors with all of  their social media needs such as Facebook, Instagram, and Twitter. 
She also helps with content ideas, how to engage with followers, how to increase 
followers and how to create advertisements through social media. She has always 
had a passion for real estate and is excited to work at her dream job. If  you ever 
have any questions regarding social media, she is here to help!

Meet My Team
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JANA THOMASON,  
GRAPHIC DESIGNER 
Jana was born and raised in the Oklahoma City/Edmond area, where 
she has amassed over 26 years in graphic design experience and a  
BA Degree, in Graphic Design, from UCO. Her first professional 
graphic design job was with The Edmond Sun newspaper. And her 
most experience has been in the horse industry, producing two 
monthly horse publications, the NRHA Reiner magazine, and Speedhorse 
magazine. The National Reining Horse Association is also where she’s 
gained the most experience in branding by co-developing a brand 
standard guidelines book. 

The real estate industry is where Jana has always wanted to work 
and to learn more about. So far, she’s hit her bucket list for dream jobs! 
Magazine publication and the Real Estate Industry. 

Jana has three lovely grandkids, which she is very involved, a few 
dogs and a couple of  cats. She loves to go to her lake house as often 
as possible.

DAVE DARNELL,  
PHOTOGRAPHER/VIDEOGRAPHER 
Dave has worked in Media, in OKC, for over 25 years! He has 
worn many hats, including radio personality, producer, graphic/web 
designer, photographer, and audio mixologist. His motto is, “whatever 
it takes to get the job done.” Dave is a creative force that doesn’t sweat 
the small stuff. If  you’re looking for him, you’ll likely find him flying his 
drones or sitting in the shade, with a line in the water.
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MORE ORGANIZATIONS C&C SUPPORTS 
American Cancer Society • American Lung Association •  American Red Cross • Beads of Courage  

Cascia Hall Christmas Walk • Court Appointed Special Advocates for Children • Clarehouse of Tulsa 

Community Food Bank of Eastern Oklahoma • Cystic Fibrosis Foundation • ESA International  

Extreme Home Makeover • Family and Children Services • Gatesway Foundation • Junior League of Tulsa 

March of Dimes, Life Share Registry • Joy in the Cause • Leukemia and Lymphoma Society • Light up the Night 

• Neighbor for Neighbor • Owasso Community Resources • Palmer Continuum of Care • Race for the Cure 

Rotary Club of Tulsa • Soled Out Sand Springs • Tulsa Boys Home • Women’s Council of REALTORS®

OKC HOMELESS ALLIANCEOKC HUMANE SOCIETY

COMMITMENT TO  
THE COMMUNITY

THE SALVATION ARMYREGIONAL FOOD BANK
OUR AGENTS ARE AVAILABLE 24/7 AND OUR OFFICE HOURS ARE 8:30–5:30 MONDAY–FRIDAY.
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OKLAHOMA’S #1 INDEPENDENT
REAL ESTATE COMPANY

Our mission is to help clients sell their homes for more money, in the shortest amount 
of time through honest pricing, extraordinary service and comprehensive marketing.

Over $2 Billion In Annual Real Estate Sold

*according to REAL Trends

15  offices,  800+  agents statewide

the top  REALTORS  in Greater  TULSA

#1  INDEPENDENT brokerage in  OK*

OUR COMPANIES
OUR AGENTS ARE AVAILABLE 24/7 AND OUR OFFICE HOURS ARE 8:30–5:30 MONDAY–FRIDAY.

 C H I N O W T H  &  C O H E N

COMMERCIALHOT IRON GROUP
C H I N O W T H  &  C O H E N

Exc lus ive  Member  -  Tu lsa ,  OK
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Preparing Your 
Home For Sale



n Mow and edge the lawn regularly, and trim the 
shrubs.

n Make your entry inviting: paint your front door and 
buy a new front door mat.

n Paint or replace the mailbox, if needed.
n If screens or windows are damaged, replace or 

repair them.
n Make sure the front steps are clear and hazard-free. 
n Ensure that all exterior lights are working.
n Shampoo carpeting or replace if worn. Clean tile 

floors, particularly the caulking.
n Rearrange furniture to make rooms appear larger. If 

possible, remove and/or store excess furniture, and 
avoid extension cords in plain view.

n Make sure that the pool and/or spa are kept clean.
n Keep everything clean. A messy or dirty home will 

cause prospective buyers to notice every flaw.
n Clear all clutter from counter tops.

n Let the light in. Raise shades, open blinds, pull back 
the curtains and turn on the lights.

n Get rid of odors such as tobacco, pets, cooking, etc. But 
don’t overdo air fresheners or potpourri. Fresh baked 
bread and cinnamon can make a positive impact.

n Send pets away or secure them away from the house, 
and be sure to clean up after them.

n Close the windows to eliminate street noise.
n If possible you, your pets, and your children should 

be gone while your home is being shown.
n Clean trash cans and put them out of sight.
n Keep the garage door closed and the driveway 

clear. Park autos and campers away from your home 
during showings.

n Hang clean attractive guest towels in the bathrooms.
n Check the sink and tub are scrubbed and unstained.
n Make beds with attractive spreads.
n Stash or throw out newspapers, magazines, junk mail.

First impressions have a major impact on potential buyers. Try to imagine what a potential buyer will see when they 
approach your house for the first time and walk through each room. Ask your REALTOR® for advice; They know the 
marketplace and what helps a home sell. Here are some tips to present your home in a positive manner:

STAGING YOUR HOME FOR SHOW
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Flexible
Be as flexible and accommodating to the buyer’s 
schedule as possible. We want to avoid having missed 
opportunites if at all possible.

Informed
Make sure everyone in the home is informed when 
showings are to happen so they can keep their spaces 
clean.

Daily Cleaning
Keep up with daily messes. Wipe down kitchen and 
bathroom counters before leaving for the day.

Odors
Avoid strong-smelling foods: keep your meal prep as 
neutral and simple as possible.

Furry Friends
Keep pet areas clean: clean up after your pets 
immediately and wash their bedding regularly. Hide pet 
food or litter. Not everyone is a pet person and it may 
hinder their ability to picture themselves living there.

Natural Light
Open blinds and curtains and let in as much natural 
light as possible. Leave lights on before you leave for a 
showing.

Trash
Empty trash cans to avoid any odors. Try and empty trash 
cans nightly so that the home is fresh when you leave for 
the day.

Temperature
Keep room temperature comfortable. This demonstrates 
to buyers that HVAC is working properly.

Personals
Make sure you place all valuables and prescriptions out of 
site and in a safe place.

Vacate
Having a seller present can make buyers feel awkward. 
We want to make the buyers feel at home and stay awhile.

SHOWINGS
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When it comes time to show your property, here are some suggestions that will 
create a smooth and successful process!
 » During the listing period, maintain the home in ready-to-show condition with beds made, 

clutter removed, dishes put away and so forth.

 » Showcase your home as if you are receiving guests. Turn on lights or open drapes, place flowers 
in vases, hang your best towels, light a fire in the fireplace if it’s cold outside, and play soft 
background music.

 » During a showing, try to step out for a cup of coffee or run a few errands. The potential buyer 
will feel more relaxed if allowed to view your home without any distractions.

 » Make sure your pets are confined to a safe and out of the way place. If at all possible, take your 
pets with you to the park or on an errand run during a showing.  Please hide all pet bowls and 
supplies.

 » In some cases, silence can be golden. If you are present for the showing, it’s best to reserve 
comments until the buyer has left your home.

 » For safety purposes, it’s wise to show the home to a buyer only if the associate working with 
them is present. You should also put away your valuable items, such as jewelry and collectibles.

ALWAYS, PLEASE FEEL FREE TO CALL US ANY TIME IF YOU HAVE QUESTIONS, 
CONCERNS, IDEAS OR SUGGESTIONS! 405-888-6400

THE BUYING ATMOSPHERE
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Selling Your Home

PRICING YOUR HOME AT  
FAIR MARKET VALUE
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PROPERTY INTEREST LEVEL

30 days 60 days 90 days

Your home receives the most exposure to the greatest number of  potential buyers within the first 14–30 days 
on the market. Pricing at fair market value from the beginning ensures the highest number of  interested buyers 
see the home. As time passes, perceived value decreases, resulting in a lower sales price.

PRICING YOUR HOME AT  
FAIR MARKET VALUE

IF THE ASKING PRICE IS:

15% over market value 20% of the buyers

10% over market value 30% of the buyers

5% over market value 50% of the buyers

Fair market value 95% of the buyers

THE PROPERTY APPEALS TO:
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OUR PROVEN
HOME SELLING PROCESS

Active Listing
• Activate on MLS
• Broker’s Open
• Office Preview
• Open House
•  PPC and Facebook Campaigns
• Private Showings
• Strategy Discussions Based on Feedback
• Video Marketing on YouTube
• Weekly Feedback

Pre Listing
• Schedule Appointment
• Review Pre-Listing Materials
• Meet with Your Elite Agent
• Discuss Key Selling Points of Home
• Select Home Selling Program
• Determine Fair Market Listing Value
• Sign Listing Paperwork
• Pre-Listing Home Inspection
• Repair, Declutter and Clean According to  

Recommendations
• Complete Seller’s Real Property Disclosure Statement
• Professional Photography
• Install For Sale Sign with Text Code (where possible)
• Launch Marketing Preparation
• Design Flyers
• Chinowth & Cohen Website
• Complete MLS Data Entry
• Post as Coming Soon on Chinowth & Cohen Website
• Coming Soon Marketing on:
 –Facebook
 –Zillow
 –Twitter
 –Realtor.com

Contract to Close
• Receive Offers
• Review Offers Together
• Negotiate Offers
• Accept Offer and Begin Title Process
• Possibly Negotiate Back-up Offer
• Home Inspection
• Survey, Termite Inspection, HOA Doc Review
• Clear Title Contingencies
• Schedule Signing Closing Docs
• Remove Personal Items from Home
• Close Sale And Hand Over Key

If  your Chinowth & Cohen Agent has exceeded your expectations,  
then we’d love for you to referus to your friends and family!
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WHAT MATTERS AND WHAT DOES NOT MATTER  
IN THE SALE OF YOUR HOME

Pricing your home at Fair Market Value is the single most important factor in selling your home for the most 
amount of  money, in the shortest amount of  time. There are several factors we use to determine this value.

 Location

 Lot Size

 House Size

 House Condition/Features

 Recent Sales

 Competition

 Timing

 Financing

 Special Conditions

Factors Impacting 
Sales Price:

Regardless of  what you paid, what you owe, how much you want, or what any other agent may say they 
can sell your house for, in the end it is the Buyers who will determine the selling price.

What You
Paid

What You
Owe

What You
Need to Buy

Your Next 
Property

Sentimental 
Value

What You
Want What 

Another
Agent Says

What Your
Neighbor

Thinks
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STEPS TO  
CLOSING THE SALE

1. Transfer Funds
The transfer of  funds may include payoffs to:

n Seller’s mortgage company as well as any lien holders

n Local government, if  any property taxes are due

n Third-party service providers

n Real estate agents, for payment of  commission

n Sellers, if any there are any proceeds from the sale of the 
home.

2. Transfer Documents
The transfer of  documents may include:

n The deed to the house

n Certificate of  Title, Bill of  Sale, and other real-estate related 
documents

n Signed closing intructions and/or settlement statement 

n Receipts (if  needed) for completed repairs, per sales contract

3. Transfer Property
The transfer of  property may include:

nRecording of  the signed deed (completed by third-party) at 
county courthouse

nPost-closing agreement, if  seller will need to rent back home 
for specified time-frame

nExchange of  keys, garage door opener, security codes and/
or devices, appliance manuels, etc

nHomeownership legally transfers to the new owner when 
the signed deed is recorded at the seller’s local county 
courthouse

What to expect:
Closing is when funds and documents are transferred in order to transfer ownership of  the property to the buyer. The escrow officer 
will look over the contract and find out what payments are owed by who, prepare documents for closing, perform the closing, make 
sure all payoffs are completed, the buyer’s title is recorded, and that you recieve payoffs that are due to you.
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Your costs
Seller’s commonly pay:
• Mortgage balance and penalties if applicable
• Any claims against your property
• Unpaid assessments on your property
• Real estate agents, for payment of commission
• Title insurance policy
• Home warrenty

What to bring
Sellers need to bring to closing:
• A government picture ID
• House keys
• Garage door openers
• Mailbox and any other spare keys

After closing
Keep copies of the following for taxes:
• Copies of all closing documents
• All home improvement receipts
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Buying Your Home
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It Won’t Cost You a Penny! 
The REALTOR® who helps you buy a home is traditionally 
paid by the seller.

Many More Home Choices 
Your REALTOR® has thousands of homes to choose from 
through the Multiple Listing Service (MLS), so you’re 
more likely to find the home that’s just right for you and 
find it quicker. In fact, a majority of the homes for sale are 
listed by REALTORS® and aren’t available to you unless 
you are working with a REALTOR®.

A Number of Transactions “Fall Out” 
Unfortunately, it’s true. Some transactions fall apart 
before closing. An experienced REALTOR® may be able 
to resolve problems and see your transaction through to 
a successful closing.

Knowledge of New Home Subdivisions 
New home subdivisions will welcome you and your 
REALTOR®. If you’re interested in buying a new home, 
take your agent with you on your first visit to each 
subdivision. Your professional REALTOR® is an important 
source of information who can supply background on the 
builder, nearby subdivisions, and the local community.

It’s a Major Investment 
You use a professional for your legal, financial and 
health needs. Why gamble on what may be your biggest 
investment without a professional at your side?

Help With FSBO’S 
If you consider a “For Sale By Owner,” take your 
REALTOR® along to help negotiate the contract.

Less Liability 
You may have more protection from legal and financial 
liability, especially as real estate transactions become 
more complicated.

The Paperwork 
Your experienced REALTOR® will negotiate and prepare 
the purchase contract for you and assist you throughout 
the escrow process.

ADVANTAGE  
OF USING A  
REALTOR®

Congratulations on your decision  

to buy a home! It’s a challenging  

project, and there are many ways  

a professional can help. Here  

are some of the many ways  

you may benefit from working  

with a REALTOR®
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A Home Warrenty is an insurance policy that covers a variety of mechanical, electrical, and plumbing items, as well as 
some appliances inside the home. Optional coverage is available for more expensive systems such as air conditioners, 
refrigerators, pools and spas.

The seller may purchase a home warranty plan prior to selling to protect against repairs needed during the listing 
period, and the buyer may be able to assume the policy at the close of escrow. Or the seller may offer to purchase a 
home warranty policy for the buyer. Offering a home warranty plan may provide these benefits:

• Increase the marketability of your home by reassuring potential buyers.
• Help sell your home faster and at a higher price.
• Ward off potential disputes after the sale for repair and/or replacement of covered items.

Most home warranty plans can be paid for at the close of escrow. A copy of the invoice is presented to the title 
company, and it becomes part of the seller’s closing costs.

A HOME WARRANTY
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WHAT IS INCLUDED?
• Roof & Components

• Exterior & Siding

• Basement

• Foundation

• Crawlspace

• Structure

• Heating & Cooling

• Plumbing

• Electrical

• Attic & Insulation

• Doors, Windows & Lighting

• Appliances (limited)

• Attached Garages

• Garage Doors

• Grading, Draining, & All Stairs

Time Frame
Inspection period is typically 10–14 days after 
signing contract. Negotiation period is usually 
five days.

COSTS
The buyer will choose and purchase the 
inspection performed by the inspector of their 
choice. Average cost of an inspection is  
$400–$800.

COMMON ISSUES
Inspections and potential repairs are usually one 
of the top reasons a sale does not close.

Common issues are: electrical, plumbing, pests 
or insects, structural, mold, radon and foundation.

HOME INSPECTIONS FAQ
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SIX WEEKS BEFORE
  Create an inventory sheet of items to move.

  Research moving options. You’ll need to decide if yours is a do-it-
yourself move or if you’ll be using a moving company.

  Request moving quotes. Solicit moving quotes from as many moving 
companies as possible. There can be a large difference between rates 
and services within moving companies.

  Discard unnecessary items. Moving is a great time for ridding yourself of 
unnecessary items. Have a yard sale or donate unnecessary items to charity.

  Packing materials. Gather moving boxes and packing materials for 
your move.

  Contact insurance companies. (Life, Health, Fire, Auto) You’ll need to 
contact your insurance agent to cancel/transfer your insurance policy. Do 
not cancel your insurance policy until you have and closed escrow on the sale.

  Seek employer benefits. If your move is work-related your employer 
may provide funding for moving expenses. Your human resources rep 
should have information on this policy.

  Changing schools. If changing schools, contact new school for 
registration process.

FOUR WEEKS BEFORE
  Contact utility companies. Set utility turnoff date, seek refunds and 

deposits and notify them of your new address.

  Obtain your medical records. Contact your doctors, physicians, 
dentists, and other medical specialists who made currently be retaining 
any of your family’s medical records. Obtain these records or make 
plans for them to be delivered to your new medical facilities.

  Note food inventory levels. Check your cupboards, refrigerator and 
freezer to use up as much of your perishable food as possible.

  Service small engines. For your move by extracting gas and oil  from the 
machines. This will reduce the chance to catch fire during your move.

  Protect jewelry and valuables. Transfer jewelry and valuables to safety 
deposit box so they can not be lost or stolen during your move.

  Borrowed and rented items. Return items which you may have 
borrowed or rented. Collect items borrowed to others.

ONE WEEK BEFORE
  Plan your itenerary. Make plans to spend the entire day at the house 

or at least until the movers are on their way. Someone will need to be 
around to make decisions. Make plans for kids and pets to be at the 
sitters for the day.

  Change of address. Visit USPS for change of address form.

  Bank accounts. Notify bank of address change. Make sure to have a 
money order for paying the moving company if you are tansferring or 
closing accounts.

  Service automobiles. If automobiles will be driven long distances, you’ll 
want to have them serviced for a trouble-free drive.

  Cancel services. Notify any remaining service providers (newspapers, 
lawn services, etc) of your move.

  Start packing. Begin packing for your new location.

  Travel items. Set aside items you’ll need while traveling and those 
needed until your new home is established. Make sure these are not 
packed in the moving truck!

  Scan your furniture. Check furniture for scratches and dents before so 
you can compare notes with your mover on moving day.

  Prepare floor plan. Prepare floor plan for your new home. This will 
help avoid confusion for you and your movers.

MOVING DAY
  Review the house. Once the house is empty, check the entire house 

(closets, the attic, basement, etc) to ensure no items are left or no home 
issues exist.

  Sign the bill of lading. Once you’re satisfied with the mover’s packing 
your items into the truck, sign the bill of lading. If possible, accompany 
your mover while the moving truck is being weighed.

  Double check with your mover. Make sure your mover has the new 
address and your contact informaton should they have any questions 
during your move.

  Vacate your home. Make sure the utilities are off, doors and windows 
are locked and notify your real estate agent you’ve left the property.

PLANNING YOUR MOVE
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Andrew Thomas 405.888.6400
andrewthomasrealestate.com

andrew@andrewthomasrealty.com

Ann Salyer Cox 405.202.2822
ACox.ccoklahoma.com
acox@ccoklahoma.com


