Exclusive Home
Seller's Guide

Possibilities
and Probabilities
Is it possible for a buyer to pay
top dollar for a home with bright
orange walls? Yes.
Is it probable? No.
I will put my money on what is
probable every time. Each detail
we consider as we prepare your
home for the market is designed
to create the highest probability
of it selling quickly and for the
most money.

LET'S MAKE IT PROBABLE
THAT YOU WILL HAVE

A SUCCESSFUL HOME SALE

First Things

First
Take a Fresh Look

Consider Your Target Buyer

Update, Stage, Clean

Create Anticipation

Take A Fresh Look
We all get comfortable with the "stuff" in
our home. People who don't actually live in
the home tend to bring a fresh perspective
and offer insightful suggestions. Consider
allowing a close friend or an agent to walk
through your house and offer ideas about
ways to make your space as appealing as
possible.

Consider Your Target Buyer
Your agent will tell you the demographic
that tends to purchase in your area and how to
make your home appeal to those buyers. For
example, if 25-30 year old professionals are
your largest buyer pool, it would be prudent to
update your home with on-trend decor that
appeals to that demographic.

Update, Stage, Clean
This is PRIORITY #1. We will discuss which updates provide the best
return and how to best use your existing furnishings to show off
your space. If your property is vacant, I highly recommend allowing a
stager to bring in tasteful pieces that will highlight your home's
features. Staging (either with your items or those from a staging
company) immediately increases the perceived value of your home.
Finish off the process with a very thorough cleaning.

Create Anticipation
Pre-marketing your home builds anticipation with buyers and
increases the likelihood of receiving a high offer. We do this through
social media, email, and a "Coming Soon" listing.

Let's Talk
Money
The value of your home is the amount that a buyer and seller can
agree upon in today's market. Because the market is constantly
changing, the value of your home is also constantly changing.
Buyers make offers based off previous SALES of similar homes in
your area.

Buyer activity both online and in
person is highest during the first
few weeks on the market.

The Biggest Pricing
Mistake: Pricing
Too High
Timing is everything! Capitalize on
the excitement and interest of those
first few weeks by pricing attractively
from the start.

Too High
Market Value

Too Low

Statistically, homes that
list too high miss buyer activity.

They grow stale as new listings
become available. Buyer
interest plummets.

They end up selling BELOW
MARKET VALUE.

Buyers have a short attention span and will move on to newer listings if yours is
overpriced. We want to generate offers before buyers move on to new listings.
If you do not receive the number of showings or online activity appropriate for a
home like yours in today's market, do a price reduction swiftly. Don't wait.
Remember, timing is everything.
If your property is unique and comparable sales data is lacking, consider hiring an
appraiser who is experienced in your area to provide you with an opinion of
value.

The DOs
when pricing your home
Consider the overall market
conditions Are homes selling quickly or
slowly in your area?
Consider recent sales of
homes similar to yours Buyers will compare your
home with others that have
recently sold.
Analyze the type and price
of similar homes currently
on the market You'll want buyers to pick
your home over the
competition.
Try to look at your home
through the eyes of a
potential buyer We all grow so
accustomed to our homes
that we forget how others
may view them.

Listen to your agent Experienced agents have
toured countless homes
and often have a "sense"
of where your home
should be listed.

The DON'Ts
when pricing your home
Expect to get dollar for dollar
back on all upgrades you
have made You may have spent $100k on
your pool but that doesn't
mean you will get all that
money back when you sell.
Select a sales price based on
what you paid for the home The current market is the only
thing that matters when
selecting a price.
Select a sales price based on
what another agent has told
you Some agents will give you
inflated estimates in order to
secure your listing.
Select a sales price based on
what you feel you need This may cause you to list too
high.
Select a sales price based
on the cost to rebuild Building costs are typically
unrelated to the market value
of most homes.

Reality Versus

Perception
The vast majority of the work I do involves creating a
desirable perception about your home. The reality about
your home's square footage, layout, and number of beds
and baths is static, but the perception about your home's
value is quite maliable and my job is to help buyers perceive
that your home is as valuable and desirable as possible.

When we meet we
will create a detailed
plan to prepare your
home for the market.
Take a look at some
steps you can take
right now to begin
that process.

Start Off On The Right Foot
Closets:
Remove 1/3 of the hanging clothes and all items on the floor. Clearing the floor space and placing all
loose items in rectangular baskets on shelves creates a tidy aesthetic.

Paint:
Fill all sheetrock cracks and assess which walls/trim/cabinets need fresh paint. Paint is the least
expensive way to add value to your home. If you are unsure about which surfaces to paint, I am
happy to assist and can recommend appealing colors. Exterior paint should also be refreshed.

Artwork and Photography:
There are some exceptions, but bold artwork should be carefully stored away and replaced with
something more subtle. Please also limit the amount of personal or family photography. It may feel
like you are removing your personality from your home, and that's all right. We want to create a
neutral canvas that allows potential buyers to envision themselves living in that space (and paying
you handsomely to do so).

Landscaping:
Curb appeal is extremely important. Trim shrubs, replace dead grass, add mulch, and plant pops of
colorful seasonal flowers. Need ideas? I love to garden and am happy to make suggestions.

Power Washing:
Most homes need their walkways, driveways, patios, and outdoor furniture power washed to freshen
them up. Often a home's exterior can also benefit from a light power washing.

Would you like to make updates to your home at no upfront cost?
Compass offers a no-hassle loan to make repairs. NO Fees. NO Interest. Ever.
Painting

Kitchen Updates

Bathroom Updates

Staging
Landscaping

Flooring

Roofing

Moving/Storage

HVAC

Explore More Here

What To Expect
As your trusted advisor, I’ll be there to guide you throughout the home
selling process to ensure that your experience is as seamless and stress-free
as possible.

PRE-MARKET

1
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Complete listing
paperwork

Prepare your
property for the
market

ON-MARKET
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Pre-market
your property
as a "Coming
Soon" listing on
HAR.com and
Compass.com

4
Develop and
execute our
marketing
strategy and
social media
plan
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List property
online

Show property
and follow-up
with leads

Monitor the
market, provide
updates and
assess strategy

Review offers
and negotiate
the optimal
contract

CLOSING
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10

Schedule
closing and
work through
contract terms

Close on the
property and
assist with
post-closing
questions

The Path To The Closing Table
You have accepted an offer and all the paperwork has been signed. At this
point I will send you a detailed timeline specific to your contract, but the
following is a general idea of what the "Contract-to-Close" timeline looks like.

Option
Period

Financing
Approval

Closing
Preparation

Contract
Signed

Closing
Day

Option
This time period
generally lasts 7-10
days and gives a buyer
the opportunity to
inspect the property,
gather insurance
quotes, and negotiate
repairs. The buyer
may back out of the
contract for any
reason during this
time.

Financing

Closing

If the buyer is getting
a loan, the lender's
underwriting
department will
review the file for final
approval and order an
appraisal of the
property to make sure
it's worth what the
buyer plans to pay.

At this point, you will
have completed any
agreed-upon repairs.
The appraisal and new
survey (if needed) will
have been received.
You will have
completely moved out
and scheduled all
utilities to terminate.

Let's
Talk
Wondering what your home is
worth or how to prepare it
for the market? Let's talk.

Contact Me

Take a look at the
unmatched Compass
Programs. When we
talk, we can discuss
if any of them might
be right for you.

Why I Do

What I Do

Appraisal
Assessment of the property's market value for the purpose of
obtaining a mortgage and performed by a licensed appraiser.

Assessed Value
Value placed on a property for property tax purposes by your
local tax assessor. This value can vary significantly from the
actual market value.

Closing Costs

Key Terms

Expenses incidental to a sale of real estate, such as agent
fees, attorney fees, title insurance, and escrow fees.

Closing Disclosure (also called Settlement Statement)
The statement providing a detailed list of all debits and credits
associated with the sale. Your exact closing costs or proceeds
will be outlined on this statement.

Contingency
Any criteria that must be met in order to finalize the sale.

Conventional Mortgage
Any mortgage not obtained under a government insured
lending program such as FHA or VA.

Earnest Money
Typically 1% of the purchase price paid as a deposit from a
buyer to a seller when a contract is signed. It is usually
refundable if a contingency on the contract cannot be met.

Option Money
Money paid by a buyer to a seller when a contract is signed in
order to purchase an option period. The option period gives a
buyer the unrestricted right to terminate a contract for a
specified number of days.

Title Company
Ensures that the seller has the ability to transfer the title of a
property to a buyer. It issues title insurance, protecting the
buyer from other people who may claim ownership of the
property. It handles the transfer of money from buyer/lender to
seller at closing.

