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Buying or selling a home can be a complex and time-consuming process. Selling your house wisely
can make the process easier and save you hours of time and thousands of dollars.
Before putting your house on the market, you will need to:


Determine whether you want to sell or not.



Consider the expenses and transaction costs.



Time the marketing of your house to coincide with a strong selling season in your area.



Weigh the pros and cons of selling your house yourself.



Spend the time to find the best real estate agent.



Do the right corrective and cosmetic work before putting your property on the market.



Anticipate tough questions.

And do much more…
This guide was designed to help you better understand the process and details of selling your
property, to avoid unnecessary stress and expensive mistakes.

Selling it right!
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So You Are Thinking About Selling Your Home?
Negative Aspects of ‘For Sale By Owner’
Can you sell a home on your own, without an agent? Sure, you probably can, but do you know what
it takes to sell successfully?

Attention: For Sale By Owners! Why People Are Afraid to Buy from You!
Many homeowners believe that to maximize their profit on a home sale they should sell it
themselves. At first glance, they feel selling a home is simple and why should they pay a broker fees
for something they could do themselves? In fact, close to 25% of all the homes sold last year were
sold for sale by owner (FSBO).
However, close to half of the FSBO’s said that they would hire a professional next time they sold.
Thirty percent said they were unhappy with the results they achieved by choosing FSBO. Why?
Many FSBO’s told us that the time, paperwork and everyday responsibilities involved were not
worth the amount of money they saved in commissions. For others, the financial savings were even
more disappointing. By the time they figured the amount of fees paid to outside consultants,
inspectors, appraisers, title lawyers, escrow and loan officers, marketing, advertising... they would
have been better off having paid the broker’s fee which would have included many of these charges
up front.
Selling a home requires an intimate understanding of the real estate market. If the property is
priced too high, it will sit and develop a reputation for being a problem property. If the property is
priced too low, you will cost yourself serious money. Some FSBO’s discovered that the lost money as
a result of poor decisions outweighed the commission.
Before you decide to sell FSBO, consider these questions and weigh the answers of assuming the
responsibility versus employing a professional. A little time spent investigating up front will pay off
tenfold in the end.
Questions to consider:
Do I have the time, energy, know-how, and ability to devote a full forced effort to sell
my home?
One of the keys to selling your home efficiently and profitably is complete accessibility. Many
homes have sat on the market much longer than necessary because the owner was unwilling or
unavailable to show the property. Realize that a certain amount of hours each day is necessary to
sell your home.
Am I prepared to deal with an onslaught of buyers who perceive FSBO’s as targets for
low balling?
One of the challenges of selling a home is screening unqualified prospects and dealing with
lowballers. It often goes unnoticed... how much time, effort and expertise it requires to spot these
people quickly. Settling for a lowball bid is usually worse than paying broker commissions.
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Am I offering financing options to the buyer? Am I prepared to answer questions
about financing?
One of the keys to selling, whether it’s a home, a car... anything, is to have all the necessary
information the prospective buyer needs and to offer them options. Think about the last time you
purchased something of value, did you make a decision before you had all your ducks in a row? By
offering financing options you give the home buyer the ability to work on their terms and open up
the possibilities of selling your home quickly and more profitably. A professional real estate agent
will have a complete team, from lenders to title reps for you to utilize...they’ll be at your disposal.
Do I fully understand the legal ramifications and necessary steps required in selling a
home?
Many home sales have been lost due to incomplete paperwork, lack of inspections or not meeting
your states disclosure laws. Are you completely informed of all the steps necessary to sell real
estate? If not, a professional would be a wise choice.
Do I have the capability of handling the legal contracts, agreements and any disputes
with buyers before or after the offer is presented?
Ask yourself if you are well versed in legalese and if you are prepared to handle disputes with
buyers. To avoid any disputes, it is wise to put all negotiations and agreements in writing. Many
home sales have been lost due to misinterpretation of what was negotiated.

Have I contacted the necessary professionals....title, inspector (home and pest),
attorney, and escrow company?
Are you familiar with top inspectors and escrow companies? Don’t randomly select inspectors,
attorneys, and title reps. Like any profession there are inadequate individuals who will slow, delay
and possibly even cost you the transaction.

Worth the hassle?
For-sale-by-owner residential transactions are less than 15% of all home listings nationwide.
According to a 2008 survey of homebuyers and sellers, 68% of respondents sold their homes
through a real estate professional. Of that percentage, 8% tried unsuccessfully to sell on their own.
Only 13% of respondents sold their own homes.
Further, the research shows that 50% of those homeowners who did successfully sell their homes
without a real estate professional's help vowed never to do it again, because of the complexities and
hassles associated with the transaction.
Among the major problems cited:






Holding open houses
Arranging for appraisals and inspections
Understanding and filing paperwork
Helping buyers obtain financing
Having time to do it all.
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True, some homeowners may be able to save commission costs by selling on their own or using
discount firms. However, people who try to sell their own homes deny themselves the benefit of a
real estate professional who is trained to sell real estate on the terms most advantageous to their
clients. An experienced Real Estate Professional can provide up-to-date reports, and has a clear
understanding of local housing market and financing options. Brokers can provide more exposure,
via multiple listing services, than most homeowners can obtain on their own.
In the vast majority of cases, it takes less time (and earns the homeowner more profit) to use a
licensed real estate professional when selling a home.

Choosing a Realtor®
You should think of a Realtor® the moment you think of selling your home - even if you're not
100% sure yet. The real estate agent will fill you in with as much information as you want about the
market condition, your home's estimated value, staging ideas and the list goes on.
You will not know every requirement for selling a home, most especially if this is your first time
selling. You may, however, start listing some things that you may want to think about when
choosing your Realtor®.
This is not a time for mistakes. Find out what value a real estate agent adds!

Ready to List with A Real Estate Agent?
Trust your instincts first!
When selecting an agent, he or she should be someone you feel good about, someone you’re willing
to trust with one of the largest financial transactions you may ever make. This report is designed to
empower you with the information necessary to make the right decision before you arrive at the
place where you’re ready to sign on the dotted line again. Don’t allow the prospective agent to
dictate your time table. If an agent is impatient you should immediately consider them suspect. Be
careful.
Do your homework!
Ask for references from past sellers - Before you sign another listing agreement, check out
references from past sellers. Flattering letters praising the agent’s work in a presentation book are a
great start, but dig deeper. Ask for telephone numbers and names of the past three sellers and
names of at least two current listings.
Know the company’s reputation - Ask your business associates, family and friends about the
company or agent and listen carefully for the very first thing they say. A company has a reputation
in the community. Listen closely for it!
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Call the real estate commission - Call and ask about consumer complaints. Be sure and take

note of the number and nature but don’t base your entire decision on this information. In a slow or
declining market, agents will get more complaints because the sellers are frustrated that their home
isn’t moving and they want someone to blame when it’s simply poor market conditions. Therefore,
always allow your prospective agent to explain any complaints and if their response seems
reasonable, take that into consideration. One other note: if an agent does a large number of
transactions per year, they will naturally be exposed to the potential for more of these kinds of
comments. If an agent isn’t doing anything, they obviously won’t generate a complaint.
Call the Better Business Bureau - See if the agent has had any bad dealings with his or her

customers.
Ask for A Record of The Agent’s Marketing Innovations - How are they dealing with the current
market conditions? Is there a plan to beef up their advertising and marketing efforts to benefit the
seller? Residential real estate has a long history of economic cycles. The market is either hot,
improving, static or declining and with each cycle there should be a plan to cope with the current
market conditions.
Don’t stop asking!
Ask for a comparison chart of last year’s sales to this year’s sales. How is the agent and company
doing? Ask for a history of the agent; how many companies have they been with and why did they
change? If the reason is always money there may be something wrong! Be careful because if your
agent changes, companies your listing belongs to the broker and you may get a new inexperienced
agent as your replacement... this could be very costly!
Final questions:
Ask for a detailed marketing plan - Request a step-by-step plan of the first four weeks, eight
weeks and twelve weeks your home will be on the market. Make sure your agent is utilizing the
latest innovative technologies for generating sales leads. There are now ways to literally generate
leads 24 hours a day! These new marketing tools will help sell your home faster and for more
money!
Define planning times - Establish a time with your agent to go over the marketing results within
the first 15 days. Ask for all showings and feedback from other agents. Help the agent understand
that any news is good news because it can help you make adjustments in your marketing plan.
If you follow these suggestions you’re sure to avoid the mistakes of the past. Make sure you’re
dealing with a competent professional... making the right choice is worth thousands of dollars and a
great sense of "peace of mind."

Ten Questions You Must Ask a Real Estate Professional Before You List Or....You Could
Lose Big!
Most of us sell only a small number of homes in our lifetimes. With limited experience in real estate
how are we to be capable of maximizing the profits from our home sale? Many home sellers make
the critical mistake of thinking all Real Estate Professionals are the same. They list with the first
7

agent who comes along. Does it make good business sense to put the responsibility of selling your
home with someone who has no plan or qualifications? This special report will educate you with
valuable information that will help you make the best decision concerning: Which real estate
agent should you list with?
Start by doing a few hours of research. Ask around... get to know who has the most signs, ads and
marketing material in your neighborhood. Who’s the most active agent? Compile a list of agent
names and use these questions to help you determine which agent is right for you.
1. Could you send me some information about yourself? - You can often get a good
idea of which agents are the most professional by looking at their promotional materials. If
their own materials aren’t professional, how well are they going to market your home? Track
how long each agent takes to respond to your request and how quickly they follow up. If they
don’t respond efficiently to your listing requests imagine how they’ll handle potential home
buyers.
2. How many homes have you listed and how many homes have you sold in the
last six months? - Look for an agent who has experience with homes similar to yours and
is active in your area. If your home has special features look for an agent with experience in
those areas. Your agent should have a good record of selling homes, not just listing them.
After all, this is your ultimate goal.
3. What is your average length of time from listed to sold? - Don’t automatically
assume the shorter time on the market the better. That could reflect selling homes quickly at
lowball prices. Look at what the asking price was compared to the selling price. An agent
who sells close to the asking price and quick is effective at helping clients determine the
right price and helping them get it.
4. How long have you been in business and what professional organizations do
you belong to? - The length of time a real estate agent has been licensed is not a sure fire
sign that they’ve been an active seller. They may have been in business for 10 years but only
part time, whereas an agent who’s been in business for 2 years may be a real top producer.
So, take into account what professional organizations they belong to. The minimum should
be a licensed professional who’s a member of the local real estate board and multiple listing
service as well as the state and National Association of Real Estate Professionals. Local
community groups and associations are also pluses in terms of networking and
commitment.
5. Do you have an assistant or support staff? - By employing someone to handle the
details of their business the agent can spend more time servicing your needs. However,
make sure you know how much time an agent will spend and how much time their assistant
will spend on the sale of your home. It may be fine if the assistant does most of the legwork
as long as the agent is there at the most critical times of the transaction period.
6. How often will you hold open houses? Will they be public or by appointment only? Simply putting a sign on your lawn and holding open houses every Sunday will not sell your
home. Too frequently open houses make the property a target for low ball bidders. Look for
an agent with a specific plan for each open house. The plan should be just one facet of a
complete marketing plan.
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7. What listing price do you recommend and what is that price based on? - Pricing
is the most critical step to selling your home. Take great care in choosing an agent with the
knowledge to price your home effectively. Keep in mind the selling price should attract
prospective buyers to your home, get you top dollar in the current market and reflect the
condition of your home. Be realistic and avoid â€˜yes agents’, who will say â€˜yes’ to any
request or price while your home languishes on the market. Lowball agents will try to talk
you into an artificial price simply to sell as fast as possible.
8. What does the listing agreement entail, what are the beginning and expiration
dates, and what are the fee amounts I will be paying? - Have your agent go over
every detail in the listing agreement with you until you understand it completely. Make sure
the beginning and ending dates are on the agreement; a good standard for length is three
months. Know exactly what fees you will be paying and remember that less is not always
better. If the agent stands to make very little commission you can bet it will be reflected in
the amount of time and effort that is spent marketing your home. If the agent reduces their
commission to get the listing it may mean they intend to spend very little money promoting
the property. The normal commission is between 5 and 7 percent.
9. What disclosure laws apply to me and what do I need to be aware of? - Make sure
your agent helps you with locating professional inspectors for the various mandatory home
inspections required in your area. Create a home marketing file including a property fact
sheet, a property transfer disclosure statement, pest control report, applicable C.C.& R’s ,
applicable study zones report, structural engineering report, property profile from the title
company, plans for alterations or additions, and special equipment report for pools, spas,
sprinklers and alarm systems. Your agent should be able to handle this for you.
10. What types of things separate you from your competition and will you give me
some feedback? - How effectively will they advertise? Do they have 24-hour advertising
capability? Will all the leads be followed up on by your agent’s team or will they go to other
agents who may have other listings they would prefer to show? Agents who are innovative
and offer new methods of attracting home buyers will measurably outperform agents who
rely on methods of the past. Marketing effectively in the 90’s and beyond requires
progressive strategies that add value and service for both buyers and sellers!

13 Things Your Agent Must Do to Maximize Your Profits!
Ready to place your home on the market? Do you understand the process and details of selling a
home? Before you list with an agent, educate yourself on all the factors that will affect your profit.
Be as informed as possible so you can make the absolutely best business decisions. After all, the sale
of your home is a business decision!
Most of us are not tuned into the trends and fluctuations of the real estate market. Likewise we are
not aware of the necessary steps to maximize profits on the sale of our home. Typically, we rely
heavily upon an agent to lead us down the most profitable path. When considering our home is
usually the most valuable asset we own, doesn't it make sense to list with someone who will
maximize our profits? But how do we find that agent?
This report is designed to empower you with critical information necessary to evaluate an agent's
qualifications and help you identify the professional top producer. The more meticulous you
become in selecting the right agent the higher your profits will be!
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Start by doing some research. Find out who the most active agents are in your market. Look at
advertising to see how professional it is. Ask friends and family. Drive around the neighborhood
looking for yard signs. Then compile a list of agents.
1. The phone interview - Place a call to each of the agents on your list. Document how
quickly they returned your call. Remember: they will be returning calls to your prospective
home buyers. Do an initial 'feel out' interview over the phone so when you meet you will
both be prepared.
2. Request a complete plan - From title to escrow, request a complete plan as to the
services they can provide for you.
3. Evaluate their team - Top producers will have established relationships with lenders, title
reps, inspectors... everything. They are there for your benefit and if they are ill prepared to
handle all the steps, you are being short changed.
4. Detailed report of your property - Request a complete report of your property with
ideas for improvements, cosmetic changes, structural repairs or anything that could add
value to your property. Remember a small investment up front will pay higher dividends at
the time of sale.
5. Alternative report - Request a complete report of alternatives to the home sale. What
would current market leases generate? Rentals? Responsibilities attached with leasing?
Have your agent educate you as to all your options.
6. Insist on prequalification - Don't waste valuable time negotiating or showing your
property to unqualified prospects. Insist your agent prequalifies candidates to screen out all
unwanted prospects.
7. A net sheet - Request a complete net sheet, minus commissions and fees, showing your
exact proceeds at the time of sale.
8. A marketing plan - Insist on a step-by-step marketing plan of how your property is going
to be sold and marketed. Look for innovative ways to attract home buyers. Demand 24-hour
advertising, lead accountability and tracking services. These services exist and you should
insist upon them.
9. Telemarketing efforts - Investigate the agent’s telemarketing team. Do they just cold call
or do they have a mechanism to create proactive leads and call on those prospects?
10. Direct mail - Investigate the agent’s capacity to send direct mail. How often do prospects
receive mail? Is it professional? Does the mail piece motivate prospects to respond?
11. Advertising - Is it well written and professional? How many ad mediums do they utilize?
They should be advertising in at least three; a homes magazine, community or local
newspaper and yard signs. Remember: the quality of the advertising will directly influence
how well your home will be perceived.
12. Negotiation strategy - Have a written, well-conceived, negotiation strategy. The old
adage, "You don't get what you deserve, you get what you negotiate" rings true in real estate.
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Insist on a sound negotiation strategy before you entertain buyers.
13. Closing checklist - Be sure to get a written closing checklist. You need to know in detail
how you will conclude the sale of your home. This should provide a step-by-step procedure
that will be easy to understand and follow.

Signing a Listing Agreement
When you choose a Real Estate Professional, you will most likely sign a listing agreement - a
contract in which you agree to allow the Real Estate Professional to sell your home during a given
period. The agreement says that you will pay the Real Estate Professional a fee when you sell your
home. Most Real Estate Professionals are independent contractors who work for a company
operated by a licensed real estate broker. (A salesman is licensed by the state to sell real estate
through a broker. A broker is licensed by the state to sell real estate to others for a fee and employ
salesmen and other brokers.)
The amount of compensation you pay a broker is negotiable, but the Real Estate Professional will
generally follow the company's policy regarding compensation. The amount of the fee will be
spelled out in the listing agreement. Make sure you understand how the fee will be paid before
signing.
Exclusive listing
Most Real Estate Professionals will ask for an exclusive right-to-sell listing. This means that you will
owe the broker a commission regardless of who finds a buyer during the listing period. In other
words, if you decide to sell the house to your cousin, your broker still gets a commission. The
advantage of this kind of arrangement is that the broker is motivated to work harder to sell your
home.
It's possible that a Real Estate Professional from another company will find a buyer for your home.
In that case, your broker is the listing broker, and the second agent is the selling or cooperating
broker. Many times your listing broker will agree to pay the cooperating broker a fee from the
amount you pay the listing broker. Your listing broker cooperates with other brokers who procure
buyers interested in your property and offers to compensate the other brokers for procuring a
buyer. Cooperating and compensating other brokers is discussed in the listing agreement you sign
with the listing broker.
Length of listing
The listing agreement will specify how long you agree to list your house with a company. Your Real
Estate Professional will probably suggest an average time that homes like yours are on the market.
You want a period that's long enough to motivate your Real Estate Professional to advertise your
home and respond to buyers, yet short enough to allow you to change to a different company if you
become unhappy with the Real Estate Professional's service. Remember that the listing agreement
is a contract. You should get a copy for your records. Your Real Estate Professional is bound to the
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terms just as you are. You can expect the Real Estate Professional to keep appropriate information
confidential and effectively market your property.

Seller's Checklist
As the seller, you have relatively little to do at this point. Avoid common glitches by keeping abreast
of progress on both sides.








Be aware if the buyer is having trouble getting a loan on the terms specified in the contract.
If he/she is turned down, it could jeopardize the whole deal, and your house could be put
back on the market. A day or so before closing, make sure all the necessary papers and
documents have been gathered and are in the hands of the right parties.
Things can go wrong. Documents can be misplaced, delayed or lost. However, common lastminute glitches can be avoided.
Parties who should be present at closing need to be informed of any change in the date, time
or place. They should be reminded a week before closing and again the day before.
Everyone named on the deed under which you hold title must sign the new deed by which
you grant title.
Know when and how you will be paid. Don't expect to walk away from the settlement table
with a check in hand.
If you are buying another property, consider having both closings at the same office
scheduled back-to-back. That way, the timing of the disbursement is not a problem. You
sign a paper authorizing the title company or attorney to assign the funds from sale to
purchase.

The papers you'll need








A copy of the sales contract and documentation showing that any contingencies have been
removed or satisfied.
All documents needed to complete the transfer of title. This may include certificate of title,
deed, correcting affidavits, quitclaim deeds, survey and title insurance policy or binder.
Homeowners insurance policy. If the buyer plans to take over the unused portion of your
hazard insurance, you'll need to make arrangements in advance for all paperwork to be
completed on time.
Prorations for ongoing expenses such as insurance premiums, property taxes, accrued
interest on assumed loans and utilities (if not shut off between owners).
Receipts showing payment of the latest water, electric and gas bills.
A certificate from your lender indicating the mortgage balance and the date to which interest
has been prepaid.
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Pricing It Right
Setting a Price
As you interview Real Estate Professional, they may suggest a listing price on your home. Only you
can decide what price to set, but you want it to be realistic. The listing price is critical. Set it too
high, and you may not find a buyer. Set it too low and you cheat yourself out of money.
Appraisal
Regardless of what you originally paid for your home and the cost of improvements you have made,
the price your home can command is what the market will bear at the time you decide to sell it. You
may consider hiring an independent real estate appraiser. An appraiser has specialized training and
experience. Don't rely on assessed valuations made for tax purposes. Such valuations may not be
reliable indicators of value as these valuations are made by mass appraisal techniques.
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Comparative market analysis
Whether or not you get an appraisal, a Real Estate Professional can develop a comparative market
analysis. This analysis will describe homes in your area that have recently withdrawn from the
market. The analysis may compare specific features of your home to others - the value of a corner
lot, a city view, or an extra bedroom, for example. The analysis may also point out market
fluctuations caused by the opening of a new school or business, for example, as well as long-term
trends.
If you do not have a good idea, based on reliable data, of what the price your home can generate,
you may decide to set a higher price thinking that if it doesn't sell at first, you can come down.
However, if you set it too high, you may keep away buyers who are looking at comparable homes
with lower prices. Lowering the price later sometimes gives your home a negative image. On the
other hand, you don't want to set the price too low. You may be tempted to set a low price because
you feel the pressure of transferring to another town, or you're afraid that your worn carpet will
turn away buyers. Be realistic and get advice from your Real Estate Professional.
Net proceeds
Once you've decided on a price range, the Real Estate Professional may help you calculate an
estimated amount you might net from the sale. If you have owned your home for several years, you
may have built up a sizable equity. Equity is the difference between the value of your home and the
balance on your mortgage After subtracting what you owe on your mortgage, ask your Real Estate
Professional what costs you will incur in closing. These may include title fees, taxes, a penalty for
prepaying your mortgage, brokerage commission, attorney fees, and charges for preparing and
recording documents. Finally ask your tax adviser or attorney about the tax implications of your
proposed sale.

What is Your Home's Value?
Have you ever wondered why the market value of your home differs from what your bank appraises
it as? And what value is being used to set and/or increase your property tax bill? It's easy to be
confused about the different valuations being used in the home buying and selling process, but
knowing a home's value or worth in the real estate market will help you get a fair price.
There are generally three ways to determine the value of a home: through a Comparative Market
Analysis, a professional appraisal or an assessed valuation. A Comparative Market Analysis
(CMA), can determine a reasonable listing price for your home. When I prepare a CMA, I consider a
number of factors including the home's size, age, location and amenities. I also research the list
prices of properties that are currently for sale, have recently sold or expired in your neighborhood.
An appraiser (used by a lender) determines the market value of your home by looking at the supply
and demand of like properties in the area, comparing your property with others that have recently
sold, determining the amount of money it would take to replace your home at current material and
labor costs and/or determining how much income a property would produce (this last approach is
used more often for rental property, apartments and commercial property). Lenders frequently
require a professional appraisal upon which to base your loan amount.
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Local governments also perform independent appraisals to determine your home's assessed value,
available on public record, so that your property is taxed fairly.
When comparing the CMA and the appraised values, don't be surprised if they do not match. There
are a number of reasons that these differences occur. The "market value" determined by the
appraisal can be different from the "market price" determined through my CMA. In essence, the
appraisal amount reflects the cost of replacing your home. But the goal of the CMA is to determine a
price that someone will pay for your home. The sale price can be much different from the appraisal
value, especially if there are multiple offers on the home.
Also, the real estate market is constantly changing. A home that was worth $100,000 last year may
be worth $120,000 this year and possibly more next year. Meanwhile, all city and county property
assessments are assigned an effective date, valid for that particular point in time. The more time
that has passed since the appraisal, the greater the possibility for disparity in the values. For
example, some governments appraise properties annually; others appraise properties once every
four years.
I can help you determine the value of your home by researching its appraisal history and
performing a Competitive Market Analysis. I can also recommend professional appraisers. Please
call me to discuss the current real estate conditions that affect the market price of your home.

Pricing Right Is Key to Selling Your Home
When you decide to sell your home, you want the highest possible return from its sale. Determining
price is the most critical step in preparing your home for sale.
Obviously, pricing your property too low won't provide the best return. You are apt to be deluged
with lookers and may get many offers, but you could lose thousands of dollars on your family's
largest investment.
Likewise, pricing a property too high is risky. Homes priced too high miss their target market.
Qualified buyers who might find the home just right for their needs won't see your home, or make
an offer on it, because it is out of their price range. If they are shown an overpriced home during its
early marketing stages and do not buy because it isn't a good value, they are unlikely to revisit your
home once the price is lowered. Real estate agents will hesitate to show an overpriced home, unless
it will make a competing property look like a better value.
Many home sellers make a mistake by implementing the 'let's try it and see' pricing attitude. But
testing the market can be dangerous. A property receives its best exposure during the first three to
five weeks on the market.
If your home is priced right from the outset, you maximize your opportunity of reaching the most
qualified buyers. Buyers who have seen most available homes in their price range are waiting for the
right house to come on the market. This is why a well-priced home often sells quickly once it is put
on the market.
Multiple listing association statistics show that the longer a home is on the market, the lower the
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selling price. The home becomes stale and a price reduction results.
Pricing a home is part art and part science. It's based on hard evidence by looking at sale prices for
comparable properties. But, no two homes are identical. That means the evidence must be
evaluated by an experienced sales associate, like myself.
The right price really is the right price range to attract the maximum number of qualified buyers
within a time frame that suits the sellers' needs. Pricing strategy depends on the market conditions
at the time your home is put up for sale. It can best be determined by an agent who is active in the
market, who constantly views homes and is monitoring the changing market conditions.
If you need help to determine the right price for your home, in order to sell your home in the least
amount of time for the highest return, please contact me for a comparative market analysis and
consultation.

Getting the Full Value of Your House
How to get every dollar you deserve....
By getting the full value of your house!
The ability to reap additional profits on the sale of your home can be accomplished easily enough if
you make the right improvements. Many changes can provide the prospective buyer with enhanced
feelings about your home. Feelings of more space, more light, more rooms, more closet space,
greater privacy, warmth and security. Basic, simple and inexpensive improvements can provide an
improved emotional response in a potential buyer.
An example could be something as small as a crack in the paint on a wall. Simply by applying some
plaster and touch up paint, you eliminated what may be an unstated concern that your home was
poorly maintained. Though the feeling may be unconscious, it’s just as important that the potential
buyer feel an overall desire for your home. If you are working with a small budget these simple
techniques will work absolute wonders:
The magic of mirrors!
Mirrors can provide a greater sense of space and elegance when properly placed. Be careful not to
overdo it, but when placed properly throughout your home, each area will seem larger to the
potential home buyer. Try looking in your attic or basement for any old mirrors, but be sure they
have a nice frame or at least give the frame a new coat of paint. You may also want to visit a local
flea market or garage sale, you can almost always get a great deal on an old mirror or two. Putting
one foot square mirrors on a closet door in the master bedroom is always an attractive touch.
Adding additional closet space
One of the biggest complaints heard from potential buyers is that there just isn’t enough closet
space! Simply purchasing an inexpensive closet organizer and installing it in any or all of your
closets can make all the difference. You can also try putting a rod across one corner of a bedroom
for hanging clothes. Also, you could try hanging a screen made from a variety of materials. The
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screen could match the material of the bedspread, drapes etc. The idea here is to be creative so that
the "fake closet" looks as though it was a part of the room.
Make a bare wall beautiful
Wallpaper is inexpensive, quick and easy to do! The right wallpaper can brighten the room or
hallway and bring it back to life. Be careful to choose something with a neutral design or pattern,
remember you’re trying to move out.
Bring old floors back to life!
Nothing turns off a potential buyer quicker than dull, dingy, disgusting looking floors. Whether you
have wax, wooden or tiled floors do whatever you can to make them shine again! For wax floors,
either rent a floor machine and do it yourself or, if it’s in your budget, hire a professional. Have a
professional give you an estimate and explain exactly what they would do to bring your floors back
to life. If you have them explain what they would do, it may be just as easy to do it yourself. If you
have carpeted floors you should either have the carpet steam cleaned or install new carpeting. This
may sound expensive but new carpeting can add thousands of dollars to the value of your home.
Add attractive plants
Having plants in the house is not only healthy for you but you create a warm feeling with them.
Many indoor plants are far less expensive than you might imagine. Attractive pots such as ceramic,
brass or even designer plastic will add a designer flair to your home. Hanging plants such as Boston
ferns are inexpensive, easy to care for and would go great in your new home wherever you move.
Adding a room without calling in the contractor!
This simple but seldom used technique, can give a buyer the feeling there are more actual rooms in
your house. Floor to ceiling room dividers are inexpensive and simple to install. When a buyer
walks through your home, they will generally count the rooms in a subconscious manner. Each
room will present an emotional response as they walk through your home. By dividing and
designing each side of your room, you create a " separate room" feeling in the potential buyer. It
may sound crazy but it works!
Clean up the bathroom
We’ve probably all heard that phrase a hundred times growing up as children! Well guess what? It’s
still valid. Give your bathroom a face-lift if needed: fresh paint, decorative moldings, tile grout, new
designer faucets are all attractive eye catchers.
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Preparing for the market
Attic





Check underside of roof for leaks, stains or dampness
Look around chimney for condensation or signs of water
Clean and clear ventilation openings if necessary
Clean out stored junk

Walls and ceilings



Check condition of paint and wallpaper
Repair cracks, holes or damage to plaster or wallboard
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Windows and doors









Check for smooth operation
Replace broken or cracked panes
Repair glazing
Check condition of weather stripping and caulking
Examine paint
Test doorbell or chimes
Test security system
Wash windows and woodwork, if necessary

Floors




Inspect for creaking boards, loose or missing tiles, worn areas
Check baseboards and moldings
Test the staircases for loose handrails, posts or treads

Bathrooms






Check tile joints, grouting and caulking
Remove mildew
Repair leaking faucets and shower heads
Check the condition of painted or papered walls
Test operation of toilet

Kitchen




Wash all appliances
Clean ventilator or exhaust fan
Remove accumulation of grease or dust from tiles, walls and floors

Basement





Remove clutter
Check for signs of dampness, cracked walls or damaged floors
Inspect structural beams
Check pipes for leaks

Electrical system



Check exposed wiring and outlets for signs of wear or damage
Repair broken switches and outlets
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Label each circuit or fuse

Plumbing system





Check water pressure when taps in bathroom(s) and kitchen are turned on
Look for leaks at faucets and sink traps
Clear slow-running or clogged drains
Bleed air off radiators if needed, and check for leaking valves

Heating and cooling systems




Change or clean furnace and air-conditioning filters
Have equipment serviced, if needed
Clear and clean area around heating and cooling equipment

Exhibit the Exterior
Roof and gutters








Repair or replace loose, damaged or blistered shingles
Clean gutters and downspout strainers
Check gutters for leaks and proper alignment
Inspect flashings around roof stacks, vents, skylights and chimneys
Clear obstructions from vents, louvers and chimneys
Check fascias and soffits for decay and peeling paint
Inspect chimney for any loose or missing mortar

Exterior walls





Re-nail loose siding and check for warping or decay
Paint siding, if necessary
Check masonry walls for cracks or any other damage
Replace loose or missing caulking

Driveway


Repair concrete or blacktop, if necessary
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Garage





Lubricate hinges and other hardware on your garage door
Inspect doors and windows for any peeling paint
Check condition of glazing around all windows
Test electrical outlets

Foundation


Check walls, steps, retaining walls, walkways and patios for cracks, heaving or crumbling

Yard




Mow lawn, reseed or sod if necessary
Trim hedges, prune trees and shrubs
Weed and mulch flower beds

Curb Appeal Draws Buyers
Making a good first impression is as important when selling your home as when meeting a business
associate. We call it "curb appeal." And it's what draws a potential buyer out of their car and into
your home.
Begin by taking an objective look at your home. When you drive up, what's the first thing you see?
Is it an inviting setting that encourages buyers to stop and take notice? Or is the first thing you see
your brother-in-law's old boat, children's toys strewn around the yard, or overgrown landscaping?
Here are some tips for ensuring your home makes a good first impression:
Nice landscaping: Prune overgrown trees and bushes. Pull weeds and dead or diseased plants.
Fertilize and mow your lawn to make it look green and healthy. Consider planting flowers along
walkways or in pots along the sidewalk to bring eye-catching color to your landscaping. Spread
mulch or beauty bark around trees, shrubs and flowers to give your front yard a clean, well-kept
look.
Attractive front entry: Polish your front door handle and other hardware. Paint or stain your
front door if needed. Consider hanging a pretty wreath or floral swag. Set out pots of flowers near
the front door and/or where potential buyers are likely to notice them. If you have a front porch, set
the mood by featuring a charming bench or chairs with a table and flowers. Keep all sidewalks,
porches and walkways swept. Buy a new front door mat in neutral tones. Clean and polish light
fixtures.
Less is more: Just as you would inside the house, make sure your front yard does not look
cluttered. Move cars into the garage and out of the driveway whenever possible. Keep the kids'
bikes, toys and other play equipment out of sight. To minimize distractions, keep lawn and garden
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ornaments to a minimum. In other words, create an environment that invites buyers into your
home and allows them to picture themselves enjoying your front yard.
I would be happy to take a look at your home and suggest ways to improve your home's curb appeal.
Please call me if I may be of assistance.

Landscaping Affects Property Value
Those trees in your yard provide more than just shade. According to a recent study by the U.S.
Forest Service, trees can increase a home's value by three to seven percent. Meanwhile, poor
landscape design can actually decrease property values by up to 10-percent according to a 2003
study published in the Journal of Environmental Horticulture.

Showcase the Interior
Staging your home
There are definitely some things that you should keep and some that you should simply put away.
1. Personal photos - this includes having too many family pictures and certificates from your
college institution, in your living room. You want the buyer to feel that this will be his own space
and he can start imagining what to put on those walls without getting distracted by your personal
images.
2. Toys and other kids' items - not all buyers will have little ones running around. An interested
buyer may be a single person looking for his first home investment. Also, toys can take up a lot of
space and tend to make the room look smaller.
3. Unnecessary furniture in the living room - items like pool tables, animal heads and
religious fixtures may bother the potential buyer. Instead of having these items in the living room,
show the buyer that this will be a great conversation area by keeping it clean and simple.
4. Magnets, photos and notes on the fridge - remove anything that you have sticking on your
refrigerator. This will give your kitchen a cleaner look.
5. Pots and pans in the kitchen sink - be sure to put away all of your dirty dishes, pots and
pans before showing your home. The last thing you want is for the buyer to think of other sections
in the house where you left a mess.
6. Items underneath the bed - hiding things under the bed will not fly when you are showing
your home to buyers. Be sure to get rid of all the items you have collected under your bed and clean
the area.
7. Coordination in the bathroom - a themed bathroom is always nicer to look at. You most
likely already have matching towels and shower curtains in the closet. If not, you may purchase
inexpensive sets from your home store.
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8. Your collection cabinet - believe it or not, your potential buyer may be bothered by your
clown or doll collection. Box them up for now and leave that collection cabinet empty and make
your buyer think of what they would like to see in there.
We hope that these ideas have given you useful information in preparing your home for sale.
Sometimes, these are the "little" things that we ignore. For more insights, ask your real estate
professional.

What's that smell?
Most Realtors® will say, "If I can smell it, I can't sell it." This phrase is almost on every blog we've
come across.
This holds true when you are determined to sell your home. There is nothing like coming inside a
house and smelling a refreshing scent.
Strategically placing fresh scent devices throughout the home will be pleasant to the nose of any
potential buyer. As a matter of fact, an old Real Estate Professional trick is to pop some cinnamon
rolls in an oven 5 minutes before a showing. I bet you thought all Real Estate Professionals just had
a sweet-tooth!

Preparing Seller Disclosures
Seller’s Disclosure
In most residential sales, a seller will deliver a Seller’s Disclosure Notice to a buyer on or before the
effective date of a contract to purchase the property. The notice is required by law to be delivered. It
provides important information about the seller’s knowledge of the condition of the property.
Complete the notice to your best knowledge and belief. Your Real Estate Professional will most
likely ask that you complete the notice at the time the listing is first taken. Copies of the completed
notice will be made available to the prospects looking at your property.

Lead-Based Paint Disclosure
If your property was built before 1978, federal law requires that before a buyer is obligated under a
contract to buy the property, the seller shall: 1) provide the buyer with a lead hazard information
pamphlet (as prescribed by EPA); 2) disclose the presence of any known lead-based paint or
hazard; 3) provide the buyer with a lead hazard evaluation report or records available to the seller;
and 4) permit the buyer to conduct a risk assessment or inspection for the presence of lead-based
paint or hazards. A contract for the sale of property built before 1978 must contain a statutorily
prescribed Lead Warning Statement to the buyer. Your Real Estate Professional will provide you
with the forms necessary to comply with their law and will suggest procedures to follow in order to
comply.
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Going Live On MLS
This might be the busiest time for you and your Realtor®, as there are so many things happening at
once.

Showing the House, Keeping It Clean and Organized
As a rule, your Realtor® will discuss the process with you, taking into account your unique
situation, and come up with a process that would least inconvenience you, without restricting access
to the house.
Most of the time, if the house is occupied, we would ask buyers’ agent to text the owner at least half
an hour prior to showing. If there are any special instructions regarding handling the pets or taking
off the shoes, they will be noted on MLS.
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It is strongly recommended that you leave the house during showings, so that the prospective
buyers can imagine living in the property without feeling rushed or being shy about asking
questions.
Usually the Realtor® will place a lockbox somewhere near the entrance, which can be operated only
by licensed agents and during certain hours. It will also save the history of showings.
It is imperative that the house is kept in pristine condition during this initial showing period.

Broker Tour
Each town has a week day setup for the Realtors® to go through new listings. We call it a Broker’s
tour or a Caravan.
It is usually around 10am - 2pm and may entail light refreshments. Your Agent will let you know of
the timing and recommend leaving the property.
During this time, Agents look at the properties with their buyers in mind and will plan on showings
afterward.

Open Houses
Although, open houses by themselves often will not produce an offer, they are very helpful for
arranging many showings in a limited time.
Your Realtor® will know how to prepare for your open house, how to present it and how to handle
any inquiries.
He or she should also update you on the status of the open house and any input from the
prospective Buyers and Agents.
Your job is to make sure the house looks clean, uncluttered and bright.

Honey, we have an offer!
The Offer
When a buyer makes an offer to purchase your home, your Real Estate Professional will contact
you promptly. The Real Estate Professional will scrutinize the document, review it with you
carefully, and answer your questions. The written offer is important because it lays out all the terms
of the proposed transaction and will become a binding contract if you sign it. The offer states the
price the buyer is willing to pay and the financing terms, such as assuming your loan or arranging a
new loan.
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The offer may be contingent on the buyer’s selling a home first, or obtaining an inspection. Ask the
Real Estate Professional how these terms affect you and whether the offer is reasonable and in line
with the market. The offer describes the property, states who pays for which closing costs, and
specifies dates of closing and possession. Along with making the offer, the buyer may place some
earnest money with the escrow agent as a sign of good faith. The earnest money will be kept in an
escrow account and applied to the buyer’s down payment or closing costs when the sale closes.
Your options
In reviewing the offer, you have three options: accept, reject, or make a counteroffer. A counteroffer
is a rejection of a buyer’s offer with a simultaneous offer from you to the buyer. In making your
decision, carefully review the figures compiled earlier to determine your net proceeds. Because the
terms and estimated closing costs may be quite different from earlier calculations, you will want to
discuss the possibilities with your Real Estate Professional. You are also encouraged to seek the
advice of an attorney and a tax adviser.
Accepting the offer
Once you and the buyer agree on terms and sign the contract, the buyer will generally have to find a
lender and apply for a loan. Your Real Estate Professional may monitor the loan process, which
could last several weeks. During this time, your Real Estate Professional will also be busy
coordinating other arrangements to prepare for the final sale.
Title search
As part of the process, the title company may order a survey of your property and research the title
to your home, making sure the chain of title is clear. Clearing the title may require paying off liens –
that is, any monetary claims – against your property. Examples are mechanic’s liens, unpaid state
and federal tax liens, court judgments, and probate considerations (if a co-owner has died). The
product of the title search can be in the form of title insurance, abstract of title, or certificate of title,
depending on what is commonly used in your area.
Inspection and repairs
If the buyer requires inspections of your home, your Real Estate Professional may coordinate the
scheduling of inspectors. A buyer may hire an inspector to review many items in the property such
as the structural components, mechanical items, electrical systems and plumbing systems. The
inspector will report to the buyer the items that the inspector finds to be in need of repair. Most
likely the buyer will provide a copy of the inspection report to you and may ask you to complete
certain repairs. Do not be surprised when the inspection notes some items in need of repair. An
inspector is trained to see items and defects that are not obvious to you and your Real Estate
Professional. No matter how new or well maintained a home is, an inspector may very well find
some items in need of repair.

Reject the Buyer's First Offer
This type of strategy works best in a normal to hot seller's market. Rejecting the first offer might
cost you the deal but in the long run you could end up coming out ahead. Use this information as
more of guideline than a rule.
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In a cold market, depending on the number of offers, rejecting the first offer may not be the wisest
choice. For example, the market prices are depressed. You have your first bite in six months. It is
safe to assume that this may be your only offer and you should accept it.
Why should you reject the first offer?
A buyer's first offer does not always reflect the buyer's highest bid for your property. From the
buyer's perspective, there are three goals in making the offer:
Buyer's goals in making an offer
1. To get the property for the lowest possible price.
2. To get the best possible terms.
3. To "feel out" the seller to see how "motivated" he or she is.
All of these goals speak toward making a low initial offer. Why offer $300,000 to a seller that might
accept $270,000? Always offer the lower amount first. If the seller doesn't accept it, you can always
offer a higher bid.
When the market is super-hot
In some areas of the country and at different times, there is such a high demand for property but a
shortage of land. Multiple Offers come in as soon as the property is listed (sometimes before the
listing is even published!). In this situation, desperate buyers make their highest and best offer first.
The seller has a choice again to reject the first offer. After all, someone else is likely standing in line
to offer more!
Will the buyer offer more?
In a normal market, the answer is "maybe." If the buyer low-balled the first offer, then indeed they
will offer more. Even if the buyers offered what they considered their best, they might stretch and
still offer more if they really want to buy your house.
The market is fluid and stands still for no one. You never know what a buyer's thinking, or what
other properties a buyer is considering. In the time since the first offer was made, the buyers may
have reconsidered. They may have decided that they really don't want to buy into another house.
Perhaps they'll rent for a time. Maybe they've seen another house that they like better.
This is the risk you take when you reject any offer. You may not get another offer from this buyer.
You may not even get this buyer to come back and honor the original offer. The consequences do
sound scary but if you want the most for your house then this is the tactic to consider.
Counter offers
If you don't accept the buyer's offer exactly as presented within the time frame it is offered, you've
rejected it. Now it's time to make a counter offer.
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You don't both accept and counter. The moment you make a counter offer for a different price or
terms, it's a whole new ball game. The buyer is under no obligation to accept your counter offer and
can now accept or reject it.
You should always counter any offer that you reject, no matter how frivolous the original offer may
seem. I've been in a situation (in a normal market) where a would-be buyer came in with an offer
that was 25 percent less than I was asking. The house was listed at $200,000 and the offer was for
$150,000.
Now, that's an affront. It is insulting to be offered so much less that the asking price, particularly
since the house didn't have any particular problems that could have knocked down the price. My
gut reaction was to tell this would-be buyer to take a great flying leap and simply forget about him.
However, this is business and you never know what a buyer is thinking, So I counter back, at $5000
below the asking price, indicating that I was firm and would not budge. You know what? The buyer
accepted! He had simply been low-balling me to see if I was a desperate seller.
The point here is even if you think the buyer is insulting you, even if you think the buyer is insulting
you, even if you can't stand to think about this ridiculous buyer, always counter.
Once you've decided to reject a would-be buyer's offer, it doesn't cost you anything to counter. You
can counter for close to your asking price, your actual asking price, or even for more than you're
asking! What's important is that you not be the one to close the negotiations off. Keep them open by
countering.
When should you accept the first offer?
There are times when you should accept the first offer, and it doesn't always have to do with market
conditions. You may be desperate to sell. It could be a matter of a financial crisis (you've lost your
job and can't make the payments), a divorce, a transfer, or any of a dozen other problems that have
cropped up. The point here is that you need to get out now, and you can't afford to dicker. When
your back is up against the wall, you may not be able to risk negotiating for a higher price. You may
simply have to accept what's on the table.
Hopefully, you'll never be in this position. But if you are, recognize the situation for what it is and
act accordingly.
Never gamble if you can't afford to lose. Never reject an offer you can't live without.

Counter-Offer Strategies
The art of the deal is negotiating. The goal, when you’re countering a buyer’s offer, is to get the
highest price and best terms possible. Once you reject the initial offer, you must decide how much
to counter. The answer is easy when the market is hot. You will counter at full price or more.
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If the market is normal, you may receive less than full price for your property. In this case, one
strategy would be to set your asking price higher than normal. How much lower than your asking
price will you counter-offer?
Beware of setting a minimum counter price
Setting a firm minimum counter price is a big mistake that some sellers make. Depending on the
deal and the buyer your counter offer should be flexible. For example, after investigating the
market, you set your asking price at $350,000. Your minimum price may be $320,000. If you are
offered your minimum, you sell. If you are offered lower, you don’t sell. It sounds simple.
Unfortunately, in this mindset, you box yourself into a limited deal. You want to be flexible when
negotiating. Let us review our last example. The buyer offers $300,000. The seller rejects and
counters with the minimum of $320,000.
The buyer counters with $305,000 again. Where do you go from here? You have already offered
your lowest minimum counteroffer. The only recourse would be to repeat your same offer.
One strategy would be to counter lower at $315,000. Or what if the buyer is willing to pay more
than your minimum?
The buyer might be willing to pay $330,000. You will actually have lost money again by countering
too low.
There are housing situations where you are just lucky to be paying off the mortgage, commission,
and closing costs. You might be offered a little less but you accept to some cash to save your credit.
In this case, setting a minimum price would be reasonable.
If you do feel the need to set a minimum counter price, don’t set it in stone.
Try to get a sense of the buyer
Your counteroffer is not the final transaction. It is one step in the negotiating process. You counter.
The buyer will counter your offer. You will then counter back. This process will repeat until a deal is
made.
Therefore, your counteroffer should not be your best and lowest. The buyer’s first offer is usually a
low-ball offer. A seller’s first counter is a high-ball offer. Both parties are testing to see how the
other will respond.
Let the buyer know you are willing to negotiate. You ask $340,000, the buyer offers $300,000. You
counter $335,000. You must also send the message that you are not willing to drop your price too
much.
Some buyers will cave and accept the counteroffer and others will not. Anytime you reject and
counter, you are opening negotiations but you are also taking the risk of losing the deal.
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There are some buyers who are just looking for a desperate seller. They make a lot of low-ball offers
until they find the property. You are not going to find a good price with that type of buyer.
Others will counter with close to what they originally offered, in this case say $305,000 (now you’re
still $30,000 apart).
What if you’re close together in price?
After a few counters, you are only a few thousand dollars apart. You countered at $335,000 and the
buyer countered back at $330,000. Now you’re only $5000 apart. Should you accept the buyer’s
counter?
You can simply accept the deal. Another strategy would be to tell the buyer or the agent the you
want to split the difference. They accept. You will then have sold your property at $332,500.
Splitting the difference can be an effective way of closing out negotiations to bring about a win-win
situation.
What if you’re far apart?
You counter at $335,000 and the buyer counters at $305,000. You’re $30,000 apart. That’s serious
money.
There are only two ways of handling this situation. You could hold your original counter. The buyer
would understand that this is your final offer. This could be a deal breaker. If you are highly
motivated to sell, a steep decline of your price would get the ball rolling again. You counter at
$320,000 saying this is your best but last offer.
This action could spark the buyer’s interest. He/she could accept or at least make a higher
counteroffer.
Is there a time to walk away?
There are only two reasons to walk away from negotiations. You are truly angry and will not lower
your price.
The second is for effect. You are willing to take less, but you want the buyer to think you’ve made
your last, best offer. You say, “Take my last offer or leave it. I’ll give you an hour to decide.”
As a tactic, walking away can start negotiations. You could get your price or lose the deal.
There are no guarantees when negotiating real estate. The final outcome is often determined by the
following percentages:
10%–how good you are at negotiating
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45%–how motivated you are to sell
45%–how motivated the buyer is to purchase
100%–luck

Do You Need Rent Back?
Rent back is when you stay at the house after the close of escrow and pay the new owner monthly
PITI (Principle, Interest, Tax and Insurance) or other negotiated amount. If there is a HOA, it will
be commonly included in the rent back amount as well.
It all depends on your situation. Do you have a place to move to prior to closing? Do you need to
find another property to purchase? How is timing working for kids in school or that job offer?
All these will determine if ‘rent back’ should be part of your negotiations when reviewing the offer.

Should Anything Be Excluded?
Most of the attached structures are included with the sale. Stove, cook top, dishwasher, curtains,
bathroom mirrors, light fixtures, built-in shelving etc. stays with the house, unless excluded in the
contract.
Think about this before accepting the offer. If you have any memorabilia, nostalgic items, personal
gifts that would fall under the ‘included’ category, please let your Realtor® know ASAP.
Refrigerator, washer, dryer, backyard shed are usually negotiable and can stay at the house or go
with you, depending what is stated in the contract.

Pick Your Battles and Find a Win-Win Solution
The art of negotiations is to find out what the other party wants and what they are willing to let go.
True Real Estate Professionals know how to get all parties to win-win solutions by keeping
communication channels open and focusing on the big picture.
What do you REALLY want and what would be nice, but not absolutely necessary?
In my experience, whenever one of the parties tries to get it all by bullying the other, it never ends
well for them.
Consider that you both will probably need each other’s cooperation way past the close of escrow.
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The buyers will be happy to forward your mail or parcels and might need some answers about the
maintenance.
All in all, win-win is the only reasonable way to resolve any disputes moving forward in the
transaction.

All About Escrow Process
What to Expect First 17 Days: Inspections, Reports, Title Search, Repairs
First 17 (or less) days are set for inspections, reports, disclosures review and other information
collection/analysis. This is the most important period in the transaction, since at the end of it the
buyer will have to reconfirm his/her commitment to the purchase, based on all the data reviewed.
At the same time, their lender will be working on getting the final loan approval and will require
extensive financial information from the buyers.
This is a very busy and crucial part of the purchase process. Please make sure you have the property
available for viewing and keep an open mind about items that will come up.
Depending on the market conditions, you may or may not be asked to do some repairs at the end of
this period.

Contingencies
Ok, you are done with all the inspections, disclosures, reports, possible repairs and the appraisal
results are in.
It is time for the buyers to remove the contingencies.
What that means for you is that the buyer recommitted to the transaction and the purchase process
stepped into a new phase, when everyone will be working together on finalizing the transaction
(closing).
You might have some repair items to finish, prepare documents, keys, garage door openers for the
buyers, step up your game with removing any staging furniture/items, packing your personal
belongings and moving to your new home.
In the meantime, the buyers’ lender will be working on getting loan documents to escrow, having
them signed, and prepare for funding.
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Last 10 Days
Few days prior to closing, the escrow company will provide you with an estimated net sheet and ask
you to sign a grand deed.
YOU need an experienced professional to steer the ship during that crucial time.
Only he or she will know if any delays may be an indication of problems with buyer financing or
other issues that can derail the transaction.
It is very important to stay on track during this process and have a project manager that knows all
the pitfalls.

Make Moving Easier
Whether you're planning a move across town or across the country, making the move hassle-free is
what it is all about. Besides the traditional garage sale and packing of boxes, there are a few details
you won't want to forget before you begin loading the truck:
Plan ahead
Experts recommend scheduling moves at least one month in advance, especially during the peakmoving season between May and September. Some estimates indicate 80 percent of all moving and
storage business is done when schools are out. That's when employees are most likely to be
transferred.
Ask questions
Take the time to get as much information as possible from moving companies before selecting one.
Check on truck size and availability. Ask about moving supplies, such as boxes, dollies and furniture
pads. Find out about protection plans for your possessions. Ask about lost or damaged property
claim procedures. Determine price differences in packing the truck yourself or having it
professionally packed. Get estimates.
Save your receipts
Many of your moving expenses are tax deductible, so hang onto your receipts. Consult with your tax
advisor to find out what is deductible, or call the Internal Revenue Service and request Publication
521: "Tax Information On Moving Expenses" to find out which moving expenses are deductible.
Collect documents
If you're moving out of the area, you'll need to gather your family's personal records. Remember to
get your medical and dental records, school transcripts, legal documents, titles, bank records, tax
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returns, stocks and bonds certificates, birth certificates, passports and insurance documents. Be
sure to empty your safe deposit box.

The House Sold, But There Is Still Much to Do
 Stop services, pay last utility bills.
 Change of address with USPS and most service providers.
 Cancel property insurance and get prorated refund.
 Work with the Realtor® on final paperwork and having house ready for transfer
to the buyers.
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If you are serious about selling
your home, we are serious about
getting the job done!
Call Marina today

925-640-8824
Are you looking for a new home?

Would you like to hear about new properties as soon as they are listed?

Marina Guevorkian
Call Marina today at

925-640-8824 to start your search.

RE/MAX Accord
BRE#01390611
FIVE STAR Real Estate Agent Award
2012, 2013, 2014, 2015, 2016, 2017, 2018
RE/MAX Hall of Fame
Certified Negotiation Expert
mguevorkian@yahoo.com
www.housecracker.com
facebook.com/Marina.Guevorkian.RealEstate

35

