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Selling your home is a big decision, and I'm here to guide
you through each step with care and confidence. As a
dedicated realtor, my goal is to help you succeed by
making sure your home is not just listed, but sold for the
best possible price. With a strong understanding of the
market, smart marketing strategies, and personalized
service, I'll work hard to attract the right buyers,
negotiate the best deal, and keep you informed every step
of the way. Your success is my goal, and I'm here to
make the process easy and rewarding for you.

This guide was created with you in mind —

dedicated to you

I look forward to helping you sell your home and move
toward your next chapter!
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“For me, real estate is about more than property

 It's about creating lasting connections and helping people

achieve their goals.”

- DAPHNE MENESES
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Why Work with a Professional Realtor?

Daphne Meneses
REALTOR®
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As your dedicated realtor, my goal is to guide you through the selling process
smoothly and efficiently. Working with a real estate professional like myself
ensures you get expert guidance, accurate pricing, strategic marketing, and

skilled negotiation. I am committed to helping you maximize the sale of your
property.
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Daphne Meneses
REALTOR®

Daphne Meneses is a dedicated and bilingual real estate professional
specializing in helping homeowners sell their properties with confidence

and ease. With expertise in market analysis, strategic pricing, and effective
marketing, she ensures that each home is positioned to attract the right

buyers and maximize value. Daphne’s personalized approach, negotiation
skills, and seamless transaction process make selling a home a smooth and

stress-free experience. Whether selling a primary residence, an
investment property, or a vacation home, she is committed to delivering

results and helping sellers achieve their goals.
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PERSONALIZED SERVICE
I know every client is different, so I adjust my approach to fit your specific needs
and goals.

LOCAL EXPERTISE
I understand local market trends and neighborhoods, giving you insights to make
smart decisions.

STRONG NETWORK
I connect you with top professionals like mortgage lenders and inspectors, giving
you the best resources throughout the process.

EXPERT NEGOTIATOR
I work hard to get you the best deal and terms possible.

CLEAR COMMUNICATION
I keep you informed every step of the way and quickly address any questions or
concerns.

What you can look forward to
when working with us:
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WHAT TO EXPECT
I’ll keep you fully informed with regular updates,
feedback from showings, and strategy tweaks to
keep things on track. My deep knowledge of the
West Michigan market and data-driven pricing will
position your home to attract top offers. Plus, I
leverage my strong local network, connecting with
agents, businesses, and investors to give your
property maximum exposure—even reaching
potential buyers before they officially start looking.
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FIRST-CLASS SERVICE
I create a customized marketing plan to make your
home stand out and attract serious buyers,
combining expert market analysis with the best
digital tools—like professional photos, videos,
virtual tours, and targeted social media. I also
provide top-notch staging advice and arrange for
professional staging when needed, ensuring your
property looks its best and sells for top dollar.

RESULTS-DRIVEN APPROACH
I’m a strong negotiator focused on getting you the
best deal with less stress, aiming to maximize your
profits. My proven track record and dedication to
client satisfaction show my commitment to
delivering an outstanding selling experience.

EXCEPTIONAL POST-SALE SUPPORT
Even after the sale is complete, I’m here to support
you. Whether you’re buying your next property,
looking for investment opportunities, or have
questions about the process, I’ll be your trusted
advisor.

With me, you’re not just a transaction—you’re a
priority. Let’s make your home sale a seamless,
successful journey.



The real estate market is constantly changing, and the
best strategy for selling your home can depend on
factors like its condition, location, and current market
trends. There’s no universal approach. I’ll take a
detailed look at these elements—evaluating your
property, local data, and market conditions—to provide
personalized insights that help you understand the
unique pros and cons for your situation.

TAILORED GUIDANCE FOR YOUR SITUATION

Everyone’s Situation is Different

You have the ability to make informed decisions based
on the facts, and I’m here to support you through each
step, without any pressure. My goal is to help you
achieve the best possible outcome.

11



“My goal is not only to help you
achieve your real estate goals - the

goal is to educate you along the way
so you can sell with confidence”.

-Daphne Meneses
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REGARDINGYOURsituation

UNDERSTANDING YOUR GOALS

Understanding your unique situation and motivation for selling is
essential to providing you with a personalized experience that meets all

your needs. Whether you’re relocating, downsizing, or selling an
inherited property, knowing your goals allows me to offer support,

advice, and a marketing strategy that aligns perfectly with your
priorities and timeline. This approach ensures that each step of the sale

reflects what matters most to you, giving you peace of mind and a
seamless, attentive process from start to finish.
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Your Purpose

01 Why are you
moving, and when
do you need to be
moved by?

Your Approach

Challenges
03 Do you expect any

major challenges or
problems when
selling your home?

02 What will you do if
your home doesn't
sell as quickly as
expected?
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NAR
update & regulations
Change Is Here
The NAR settlement finalized in August
2024 brought major changes to how
real estate commissions work,
especially for buyer agents.
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BUYER PAYS COMMISSION
Sellers are no longer required to pay the buyer’s agent
commission. Instead, buyers now negotiate and cover their
agent's fees.

TRANSPARENCY
Buyers must sign an agreement with their agent before viewing
homes, clarifying fees upfront.

MLS RESTRICTIONS
Commissions for buyer agents can no longer be listed on MLS
platforms, and these discussions happen privately 

Key Updates



YOU’LL PAY YOUR AGENTS COMMISSION DIRECTLY
Buyers now pay their agent's commission instead
of the seller.  Before touring homes, we'll discuss
my fees and sign an agreement so everything is
clear upfront.

PLAN FOR AGENT COMMISSION IN YOUR BUDGET
Agent commissions are typically 2-3%, so factor
this into your budget. You can pay it at closing,
roll it into your mortgage, or negotiate with the
seller to cover part of it. We'll choose the best
option for you.

NEGOTIATE WITH SELLERS
The seller isn’t required to pay your agent’s fees,
but we can ask them to cover other closing costs to
reduce your expenses. However, asking for too
much could weaken your offer in a competitive
market.

KNOW WHAT YOU’RE PAYING FOR
My Services: I'll negotiate the best price, handle all
paperwork, and guide you to your perfect home.
Everything will be outlined in a clear agreement, so
you know exactly what to expect.
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MOVING FORWARD



“Should I Provide a Commission
to the Buyer’s Agent”?

NAR SETTLEMENT SIMPLIFIED
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Attract Committed Buyers 

Agents usually work with pre-approved
buyers who are genuinely interested in
purchasing a home. By offering a
commission, you increase the likelihood that
these serious buyers will consider and
submit offers on your property.

Accelerate the Sale 

Properties that offer a commission tend to
be featured more frequently and gain
greater visibility, resulting in quicker sales
and less time on the market.

Maximize Sale Value 

Increased competition and genuine offers
typically lead to a higher sale price and
improved contract terms, optimizing the
financial results of your sale.

THE Advantages OF
PROVIDING A BUYER’S
AGENT COMMISSION

Expand Your Buyer Pool

By offering a buyer’s agent commission,
more agents will be incentivized to
showcase your property, increasing its
visibility to a larger audience of potential
buyers.

Increase Marketing Reach 

Agents will leverage their vast networks and
marketing resources to promote your
property, connecting with potential buyers
through social media, email campaigns, and
various prospecting methods.

Boost Showings 

A commission encourages agents to
arrange and conduct more showings of your
property, providing greater opportunities for
potential buyers to see your home.

Lower Buyer Obstacles

Providing a commission makes your home
more accessible to buyers who may not be
able to pay their agents' fees, ensuring your
property remains an option for those facing
affordability challenges.

Enhance Negotiation Power 

With heightened interest and multiple offers,
you gain greater leverage to negotiate a
higher sale price and more favorable terms,
improving your negotiating position and
potentially securing better conditions for
yourself.

Reduce Deal Fall-Throughs 

Buyers who work with agents tend to be
more dedicated and are less likely to back
out, which lowers the risk of deals collapsing
and contributes to a smoother transaction.

sell with confidence.
18



IS IT TRULY Essential TO
PROVIDE A COMMISSION?

Key Points

NAR SETTLEMENT SIMPLIFIED

The Pros of Offering BA Commission
Offering a buyer's agent commission can make your property more
appealing to agents and buyers, which may result in more offers and
a quicker sale. It distinguishes your listing, promotes a smoother
transaction, and can lead to better offers while increasing your
property's visibility and enhancing your negotiation power.

The Downsides of Offering BA Commission
Offering a buyer's agent commission has some downsides. It increases
your selling costs because you pay both agents' commissions, which
can lower your profit. It may also limit your negotiation flexibility and
lead to higher asking prices, making your property less competitive.
Plus, there's no guarantee that offering a commission will result in a
faster or more profitable sale, which can be a risk in certain markets.
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BOTTOM
LINE
SHOULD YOU OFFER BUYER’S AGENT COMMISSION?

Whether you should offer a buyer's agent
commission as a seller depends on your
goals and the local market conditions.
Offering a commission can attract more
buyers' agents, increase your property's
visibility, and potentially lead to a quicker
sale with stronger offers. However, it also
increases your selling costs and could
reduce your profit.
If you're in a competitive market and want
to sell quickly, offering a commission may
be worth it. In a slower market, or if you're
prioritizing maximizing your profit, you
might consider alternative strategies.
Discussing this with your real estate agent
can help you make the best decision for
your situation.
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As a home seller, understanding the market you’re selling in is
essential for making informed decisions that maximize your
return on investment. The real estate market can be
unpredictable, but with the right knowledge, you can navigate it
confidently. 

CURRENT MARKET CONDITIONS
The real estate market changes based on factors like supply and
demand, interest rates, the economy, and local trends. Here’s a
quick overview:

SELLER’S MARKET VS. BUYER’S MARKET
Seller’s Market: More buyers than homes, leading to higher
prices and quicker sales. Sellers have the advantage, and
bidding wars may occur.
Buyer’s Market: More homes than buyers, so sellers may
need to lower prices or offer incentives. Buyers have more
negotiating power, and homes may take longer to sell.

KEY FACTORS AFFECTING THE MARKET
Interest Rates: Lower rates boost buyer demand and home
prices. Higher rates can slow sales and reduce prices.
Economic Conditions: Factors like job growth and income
levels affect buyer confidence and purchasing power.
Seasonality: The market is typically busier in spring and
summer, while winter may see fewer listings, giving your
home a chance to stand out.

Understanding these conditions will help us price your home to
sell effectively!

UNDERSTANDINGthe market
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HOW MARKET CONDITIONS AFFECT PRICING
Pricing your home correctly is one of the most important steps in ensuring a successful sale.
The market conditions will directly influence how we set the price and make adjustments
along the way.

SELLER’S MARKET PRICING STRATEGY
Higher Listing Price: In a seller’s market, demand exceeds supply, allowing us to price
your home higher with less competition.
Multiple Offers: Homes often receive multiple offers, sometimes leading to bidding
wars. We’ll price strategically to encourage competitive offers.
Faster Sales: Homes sell quickly in a seller’s market, but we’ll ensure the price attracts
buyers and keeps the listing fresh.

BUYER’S MARKET PRICING STRATEGY
Competitive Pricing: To stand out, we may price your home slightly below market value
to attract more buyers and sell faster.
Upgrades & Incentives: Offering perks like home warranties, covering closing costs, or
flexible move-in dates can make your home more appealing.
Price Adjustments: If your home isn’t selling quickly, we may need to lower the price to
stay competitive. Flexibility is key in a buyer’s market.

HOW TO STAY COMPETITIVE IN ANY MARKET
Regardless of market conditions, working with an experienced realtor like myself ensures
that your home is priced to reflect current demand. I will monitor the market regularly and
provide strategic adjustments to the listing price based on the feedback and offer activity.

KEY TAKEAWAYS FOR SELLERS
Market Conditions Matter: Supply and demand directly affect your listing price.
Timing is Key: In a slow market, we may need to adjust our strategy. In a fast market,
we’ll capitalize on high buyer demand.
Local Trends: I’ll keep you informed on how the West Michigan market is performing,
so we can make the best decisions for your home.

UNDERSTANDING THE MARKET
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Getting your home ready to sell can make a major difference in attracting buyers and
achieving the best possible sale price. This section will cover essential steps to help your
property shine from the first impression to the final walkthrough.

CURB APPEAL
The outside of your home is the first thing potential buyers see, and a positive first
impression can lead to more interest and stronger offers. Here’s how to make your curb
appeal stand out:

LANDSCAPING: Keep your lawn mowed, trim bushes, and add fresh mulch. If
possible, add a few seasonal plants or flowers to enhance color and vibrancy.
FRONT DOOR UPDATE: Repaint or replace your front door if needed. A fresh coat of
paint or a bold color can add personality and charm.
LIGHTING: Check that exterior lighting works well, and consider adding stylish
fixtures by your front door for a welcoming glow.
OUTDOOR FURNITURE: Stage your porch or patio with tasteful, simple furniture to
help buyers picture themselves enjoying the outdoor space.
CLEAN WALKWAYS & DRIVEWAYS: Power-wash any walkways, patios, or
driveways to remove dirt and stains, making the whole exterior look fresh and well-
kept.

PRO TIP: Small investments in curb appeal, like fresh paint and landscaping, can yield a high
return on investment by drawing more buyers to view your home.

PREPARING
YOUR HOME
FOR SALE

First Impressions Matter
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INTERIOR UPDATES & STAGING 
Make your home inviting, clean, and stylish
to help buyers envision living there:

Declutter: Remove personal items and
excess decor for a neutral feel.
Deep Clean: Ensure every surface
sparkles to show it’s well-maintained.
Go Neutral: Light, neutral colors make
spaces feel bigger and more appealing.
Stage Key Rooms: Use simple decor to
highlight features like fireplaces or
windows.
Update Fixtures: Replace outdated
hardware and lights for an affordable
refresh.

TIP: Staged homes sell faster and often for
higher prices!

REPAIRS & IMPROVEMENTS
Simple fixes and upgrades can boost your home's value and appeal:

Fix It: Address minor repairs like squeaky doors or cracked tiles.
Update Key Areas: Repaint cabinets or replace faucets in kitchens and baths.
Check Systems: Ensure heating, cooling, plumbing, and electrical work smoothly.
Tend to Basics: Repair leaky faucets, re-caulk tubs, and patch walls.
Refresh Flooring: Refinish floors or replace worn carpet with neutral options.

TIP: Modest kitchen and bath updates often offer the best returns!

NEXT STEPS: SCHEDULE A PRE-LISTING WALKTHROUGH
As your realtor, I offer a complimentary pre-listing walkthrough to help identify areas for
improvement. This step is key to creating a customized plan for preparing your home to
maximize appeal and market value. Reach out today to schedule your consultation!

Let’s make your property stand out in the market with these essential preparation steps.
When you’re ready to take the next step, I’ll be here to guide you from listing to
closing!
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MARKETING
YOUR HOME



Create a professional
marketing brochure and
booklet for the property.
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Marketing Strategy

An attractive and
informative listing

description.

I am in constant
collaboration with my

team and associates to
attract buyers.

Targeted and strategic
postcard campaigns.

Hold 1 or 2 open houses
soon after listing the

property.

Host an open house for
brokers and invite other

agents to lunch.

Use high-resolution,
professional-quality

photos.

Focus on personalized
social media advertising.

Knock on doors in the
neighborhood and hand

out fliers with the property
for sale.

I'm thrilled to collaborate with you on a tailored marketing plan for your
home. My approach ensures every listing stands out, focusing on showcasing

your property's top features.



Step One
Home Selling Consultation

Step Three
Our Marketing Strategy

Step Two

Once your home is ready, I’ll

arrange a session with a top

photographer (at no extra

cost) to capture professional

photos for MLS marketing,

showcasing your home’s

best features to buyers.

Your home is live on the

MLS! We’ll target the right

buyers with social media

ads, an exclusive RSVP-

only open house, and a full

marketing plan to maximize

exposure.

Step Four

After viewing your home, I'll

suggest improvements and

provide a CMA. We'll set the

best price, decide on

staging, and choose a launch

date for your listing.

High-Quality Photography

It's important to let

potential buyers view your

home with a licensed

agent. This helps give your

home the best exposure. If

a showing time doesn't

work for you, we can set up

a schedule with times that

suit you best.

Property Tours

From Just Listed To Sold
OVERVIEW OF SELLING YOUR HOME
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Step Five

Offer Time
Step Seven

Appraisal

You’ll be notified when an

offer comes in. We’ll review

it together, and I’ll explain

the terms clearly. You can

then decide whether to

accept, reject, or make a

counteroffer.

Step Six

The buyer will schedule

inspections within the

agreed time frame. During

this period, inspections will

be done, and any needed

repairs can be negotiated. If

the contract has a

contingency, the buyer can

back out if major repairs are

found during the inspection.

Inspections

The mortgage lender

usually orders an appraisal

to determine your home's

value. I’ll guide you on

your rights as the seller

and help explore options if

the appraisal doesn’t go as

expected.

Step Eight

You’ll need to complete

tasks like making agreed-

upon repairs, submitting

disclosures, reviewing

closing costs, and handling

move-out details. Once all

the paperwork is signed,

it’s time to celebrate—the

sale of your house is done!

The Closing
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SELLER
ROADMAP



INTERVIEW
Find the best real

estate agent for you.

1

PRICING
Review comparable

homes & set a price for
your home.

2

STAGING
Staging your home to
make its debut on the

market.

3

MARKETING
We will use a strategic

marketing plan to ensure
maximum exposure on

your home. 

4

MLS
Your home will go live on

the market and will be
available to potential

buyers.

5

PHOTOGRAPHY
We will have your home

professionally
photographed for the

MLS.

6

OFFER
We will review all offers
received and help you
understand the terms of

the contracts.

7

UNDER CONTRACT
After accepting an

offer, your home will
officially be under

contract.

8

INSPECTIONS
We will negotiate
any repair requests
made by the buyer.

9

CLOSING
Yay! Time to hand over your keys to the buyer
and celebrate the official sale of your home!

10
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Home Selling
Timeline



THE
LISTING
PROCESS
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WHAT TO EXPECT DURING SHOWINGS
Buyer Access: Showings are an essential part of the process, allowing potential buyers
to experience your home firsthand. As your realtor, I will coordinate with you to set
showing times that work with your schedule while ensuring maximum accessibility to
buyers.
Preparing for Showings: I’ll share a checklist to help your home look its best. Small
touches like decluttering, ensuring pleasant lighting, and adding fresh scents can
make a huge difference in how your home is perceived.

OPEN HOUSE EVENTS
Hosting Open Houses: Open houses are a powerful tool for generating interest, often
attracting multiple buyers in one event. These events create urgency and highlight your
home’s unique selling points to a larger audience.
Safety and Privacy: During open houses, I’ll ensure that only qualified buyers attend
and that any personal items remain secure. Your safety and privacy are my top
priority.

STAGINGS TIPS FOR SHOWINGS & OPEN HOUSES
First Impressions Matter: I’ll help you set up key areas such as the entryway, kitchen,
and living room to create inviting spaces.
Staging Assistance: For vacant homes or specific rooms, staging furniture and decor
can be added to enhance the appeal. I have a network of professional stagers who
can assist if needed.

Showings & Open Houses



WEEKLY UPDATES
Buyer Feedback: After each showing, I’ll collect feedback
from buyers and their agents to understand their
impressions. This insight helps us make minor adjustments
or understand the market’s perception of your home.
Activity Reports: Every week, you’ll receive a report on
listing activity, including the number of views, inquiries,
and showing requests. This helps you see firsthand how
well your property is performing.

PROMPT COMMUNICATION
Real-Time Updates: You’ll receive immediate updates on
any offers, major interest, or urgent changes in the market.
Your Preferred Communication Style: Whether you prefer
phone calls, text messages, or emails, I’ll stay connected
in the way that works best for you.

ADJUSTMENTS BASED ON MARKET TRENDS
Pricing Review: If needed, we’ll review the pricing strategy
based on buyer interest and market data. A slight
adjustment can sometimes make a big difference in
attracting buyers.
Marketing Tweaks: I’ll continue to refine our marketing
approach to ensure maximum visibility and engagement,
using data-driven strategies.

Communication & Updates
STAY INFORMED EVERY STEP OF THE WAY
Transparency and proactive communication are at the heart of
my service to you. Throughout the listing process, I’ll keep you
informed on buyer interest, feedback, and any necessary
adjustments.

SUMMARY & NEXT STEPS
After the initial listing process, our goal is to keep interest high
while refining our approach based on feedback and market shifts.
I’m here to guide you through each update and decision with
confidence and transparency. 32



Selling your home at the right price is essential for a successful sale. In this section,
we’ll dive into how I approach pricing your property by using a Comparative Market
Analysis (CMA) and avoiding common pricing pitfalls. This strategy helps ensure your
home attracts qualified buyers and achieves the best possible sale price.

PRICING STRATEGY

WHAT IS A CMA?
A Comparative Market Analysis (CMA) helps set a competitive listing price
by comparing your home to recently sold properties, active listings, and
pending sales. It ensures your home is priced to attract buyers and sell
successfully!

The Power of a CMA

WHY DOES A CMA MATTER?
Pricing with a CMA:

Attract Buyers: Accurate pricing draws serious interest.
Boost Offers: Fair prices can spark competitive bids.
Sell Faster: Well-priced homes spend less time on the market.

HOW I USE CMA DATA TO BENEFIT YOU:
Location, Location, Location: I analyze sales within your specific
neighborhood to account for localized market factors.

1.

Upgrades & Unique Features: If your property has unique
upgrades or features, I factor these into the pricing to reflect
added value.

2.

Market Trends: I stay up-to-date on West Michigan real estate
trends, tailoring your price to current conditions for optimal results.

3.
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Emotions can cloud a seller's view of their home's value. Pricing
too low costs you money, while pricing too high deters buyers. As
your REALTOR®, I use a proven, unbiased pricing strategy to list
your home competitively. With a custom plan tailored to its
unique features, my 'List-To-Sell' Strategy ensures you stand out
and succeed.

Priced To Sell
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We'll work together to determine a fair market value for your
home, ensuring you feel confident in the listing price. Our aim is to
attract as many buyers as possible when your home goes on the
market.

Our goal is to list your home correctly the first time!



01

The Local Market

The current housing
market in your area
will greatly influence

the best listing price for
your home.

02

Comparables

We'll check out other
homes for sale in your
area to see how your
listing compares to

them.

03

Your Timeframe

We'll assess how urgent
and flexible you are
about selling your

home to set the best
listing price that aligns

with your goals.

Setting the right price is crucial to attract buyers quickly and ensure fair
value. Overpricing can mean fewer offers, while underpricing could

result in lost money. Pricing accurately based on the market increases
your chances of selling at the best price.

PRICING FACTORS
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Setting the right price from the start is crucial to avoid potential challenges down the
road. Here are common pricing mistakes and strategies we’ll use to avoid them:

KEY PRICING TIPS
Listen to Market Feedback: If buyer interest is low, it’s often a sign that price adjustments
may be necessary.

1.

Be Competitive, Not Conservative: Price your home to match market expectations, which
will attract more offers and competitive bids.

2.

Rely on Data, Not Emotion: By using CMA data, you can make pricing decisions that will
yield the highest returns in the shortest time.

3.

Let’s get started on setting the right price for your home! Together, we’ll attract serious buyers,
shorten your time on the market, and get you the best possible return on your investment.

OVERPRICING
PITFALL: Sellers often overestimate their home’s value, setting a high price. 
RESULT: Fewer showings, and a longer time on the market can make the property look
undesirable. 
SOLUTION: I’ll help set a fair, competitive price from the start to draw more interest.

PRICING EMOTIONALLY
PITFALL: Emotional attachment can lead to overpricing. 
RESULT: Buyers may pass on a home they see as overpriced, leading to longer listing
times. 
SOLUTION: I offer a data-based approach, helping us price effectively without emotional
bias.

IGNORING MARKET TRENDS
PITFALL: Overlooking trends like seasonality or demand can misalign pricing. 
RESULT: Homes priced without trend consideration may sit longer or sell for less. 
SOLUTION: We’ll use local market insights to position your home strategically.

FAILING TO ADJUST PRICE
PITFALL: Sticking to an initial price despite low interest can hurt sales. 
RESULT: Lack of adjustments may lead to big price cuts or added incentives. 
SOLUTION: I monitor feedback and make timely adjustments to keep your listing
attractive.

36
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UNDERSTANDING OFFER COMPONENTS
Key Offer Details:

Price: Is it fair and competitive?
Contingencies: Are there conditions like financing or inspections?
Earnest Money: A higher deposit shows commitment.
Closing Date: Does it align with your plans?
Terms: Review any special requests or conditions.

EVALUATING OFFER STRENGTHS & WEAKNESSES
We’ll assess each offer’s pros and cons, considering how well they meet your
priorities. I’ll guide you through any trade-offs to ensure a confident decision.

MULTIPLE OFFERS
If multiple offers come in, I’ll help you compare them, discuss counteroffers, and, if
possible, create a bidding situation to maximize your sale price and terms.

As your realtor, I’m here to expertly guide you through the exciting phase of
receiving, reviewing, and negotiating offers to secure the best outcome for you.

Offers & NEGOTIATIONS
Reviewing Offers

Negotiation Strategy
Negotiation is a key stage in selling, and I’m here to protect your interests with a
data-driven, strategic approach focused on your goals.

COUNTEROFFERS & ADJUSTMENTS
After reviewing offers, we may counter to improve terms like:

Price: Increase if too low.
Contingencies: Reduce risks.
Closing Date: Adjust timeline.
Conditions: Negotiate repairs or concessions.

37



STAYING CALM & STRATEGIC
I’ll manage the negotiation dynamics, handling any challenges calmly and
professionally to ensure we achieve the best outcome and maintain buyer interest.

ACCEPTING AN OFFER
Once we’ve reviewed and negotiated the offer to your satisfaction, here’s what
comes next:

SIGNING THE AGREEMENT
I’ll prepare the final paperwork to officially accept the buyer’s offer, outlining all
agreed-upon terms. This document will create a binding commitment between you
and the buyer.

MOVING INTO CONTRACTUAL STEPS
I’ll handle the next steps, including:

Scheduling Inspections: Coordinating any necessary home inspections.
Appraisal Preparation: Arranging for an appraisal required by the buyer’s
lender.
Title Work: Ensuring the title is clear for a smooth transfer.

CELEBRATING YOUR SUCESS!
Congratulations! Reaching this stage is a major milestone. I’ll be with you every
step of the way through closing, ensuring a seamless, successful transaction.
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PROCESS



UNDERSTANDING HOME INSPECTIONS
Home inspections are designed to assess the current condition of
your property and identify any issues that might need addressing. 

WHAT IS A HOME INSPECTION?
A home inspection is an assessment of your home's structure and
systems by a certified inspector. It helps the buyer understand the
home's condition and prevents surprises for both parties.

INSPECTORS TYPICALLY EXAMINE:
Roof & Gutters: Check for leaks, age, and condition.
Foundation & Structure: Ensure no cracks or issues.
Plumbing & Electrical: Verify systems are safe and functional.
HVAC: Confirm heating and cooling work efficiently.
Interior & Exterior: Inspect walls, ceilings, floors, doors,
windows, and outdoor features.

POSSIBLE INSPECTION OUTCOMES
Clean Bill of Health: Few or no issues from the inspection can
speed up the sale.
Repair Requests: Buyers may ask for repairs or credits for
major issues.
Negotiations: I’ll help with renegotiations to protect your
interests.

SELLER’S ROLE IN THE INSPECTION PROCESS
Prepare Your Home: Make sure all areas, like attics,
basements, and electrical panels, are accessible and clear of
clutter.
Review Inspection Results: I’ll go over the findings with you
and discuss your options. If repairs or concessions are
needed, we’ll decide the best course of action.
Be Flexible and Open: Unexpected issues may come up during
the inspection. This is normal, and we’ll work together to find
the best solution based on your goals.

TIPS FOR A SUCCESSFUL INSPECTION:
Fix minor repairs like leaky faucets or burnt-out bulbs. 
Keep records of recent repairs to reassure buyers and simplify
negotiations. 
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UNDERSTANDING THE APPRAISAL PROCESS
The appraisal confirms the property’s accurate value
for the buyer’s financing. An independent appraiser
assesses the market value, ideally aligning with our
listing price.

WHAT IS A HOME APPRAISAL?
A home appraisal is an evaluation by a licensed
appraiser to determine your property’s market value,
which impacts the buyer’s loan approval and the
final sale price.

WHAT APPRAISERS EVALUATE
Comparable Properties (Comps): Recent sales of
similar homes nearby.
Property Condition: Structural quality, recent
updates, and maintenance.
Location: Neighborhood appeal, local amenities,
and schools.
Market Trends: Current buyer demand and real
estate trends.

POSSIBLE APPRAISAL SCENARIOS
Appraisal at or Above Offer Price: If the
appraisal matches or exceeds the offer, we can
proceed to closing without issues.
Low Appraisal: If the appraisal comes in lower
than the agreed price, we’ll explore options like
negotiating the price or having the buyer cover
the difference.

STEPS TO PREPARE FOR A SMOOTH APPRAISAL
List of Upgrades: We'll highlight recent upgrades
to show your home’s unique features to the
appraiser.

1.

Clean, Accessible Home: A well-presented home
can leave a positive impression on the appraiser.

2.

Accurate Pricing: Setting a realistic price from the
start helps avoid a low appraisal.

3.

FINAL THOUGHTS ON INSPECTION & APPRAISAL
Both the inspection and appraisal are key steps in
selling your home. I’ll guide you through any
requests or issues that come up, ensuring a smooth
and confident process.
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TITLE WORK & DOCUMENTATION
As your dedicated realtor, I’ll coordinate with the title company to ensure that every detail
is handled accurately and efficiently. Here’s what the title work process involves and why
it matters for you.

WHAT IS TITLE WORK?
The title work verifies that the property is legally yours to sell and that no unresolved
claims or liens exist. A clear title is essential to transfer ownership smoothly to the buyer.

TITLE SEARCH
A title company performs a title search to check the property’s history for any
ownership disputes, liens, or judgments.
Any issues found (e.g., unpaid taxes, liens) need to be resolved before closing.

TITLE INSURANCE
Title insurance protects both you and the buyer from potential issues with property
ownership in the future.
This insurance ensures that if any legal disputes arise after the sale, both parties are
protected.

DOCUMENTS YOU’LL NEED FOR CLOSING
Government-Issued ID: Required for verification purposes.
Mortgage Documents: If you have an outstanding mortgage, we’ll need the payoff
information.
Deed and Title Transfer Forms: These documents transfer legal ownership to the
buyer.
Final Utility Bills and HOA Statements: Settle these to ensure a clean transition.

As your realtor, I’ll work with the title company to make sure all documents are in order
and ready for you to sign on closing day.

You’re almost there! Closing is the final step in the home-selling process. Here’s what to
expect as we move toward completion and what to know about title work, final walk-
throughs, and closing day.
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FINAL WALK-THROUGH
The final walk-through usually happens 24–48 hours before closing. This
allows the buyer to confirm the property is in agreed-upon condition and that
any repairs are completed.

WHAT TO EXPECT
Clean and Move-Out Ready: The home should be clean and empty of
personal items.
Fixtures and Appliances: Items included in the sale should still be in place.
Repairs Completed: All contract-specified repairs should be done and in
good condition.
Utilities On: Utilities should remain on for inspection purposes.

COMMON ISSUES TO ADDRESS
Finish any minor repairs.
Remove any leftover items or debris.
Ensure all keys, remotes, and access codes are available.

As your realtor, I’ll help address any last-minute issues to make sure the walk-
through is smooth.

CLOSING DAY
On closing day, you’ll finalize the sale with the buyer and title company.
Here’s what happens:

Sign Documents: Complete the necessary paperwork to transfer ownership.
Receive Funds: After closing costs and mortgage payoff, you’ll get the
remaining funds.
Hand Over Keys: Pass on keys, remotes, and access codes to the buyer.

CLOSING COSTS
Expect costs like agent commission, title insurance, and prorated taxes. I’ll
provide a detailed breakdown in advance so there are no surprises.

AFTER CLOSING
Congratulations! The sale is complete, and it’s time for a fresh start. I’m here to
help with any lingering questions or provide referrals for movers, utilities, and
other services to make your transition smooth.
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FINAL WALK-THROUGH
The final walk-through usually happens 24–48 hours before closing. This allows the buyer
to confirm the property is in agreed-upon condition and that any repairs are completed.

WHAT TO EXPECT
Clean and Move-Out Ready: The home should be clean and empty of personal items.
Fixtures and Appliances: Items included in the sale should still be in place.
Repairs Completed: All contract-specified repairs should be done and in good
condition.
Utilities On: Utilities should remain on for inspection purposes.

COMMON ISSUES TO ADDRESS
Finish any minor repairs.
Remove any leftover items or debris.
Ensure all keys, remotes, and access codes are available.

As your realtor, I’ll help address any last-minute issues to make sure the walk-through is
smooth.

The final steps are all about ensuring the property is in the agreed-upon condition and
ready for the buyer to take ownership. Here’s what to expect:

CLOSING DAY
On closing day, you’ll finalize the sale with the buyer and title company. Here’s what
happens:

Sign Documents: Complete the necessary paperwork to transfer ownership.
Receive Funds: After closing costs and mortgage payoff, you’ll get the remaining
funds.
Hand Over Keys: Pass on keys, remotes, and access codes to the buyer.

CLOSING COSTS
Expect costs like agent commission, title insurance, and prorated taxes. I’ll provide a
detailed breakdown in advance so there are no surprises.

AFTER CLOSING
Congratulations! The sale is complete, and it’s time for a fresh start. I’m here to help with
any lingering questions or provide referrals for movers, utilities, and other services to
make your transition smooth. 48
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AFTER THE SALEWhat’s Next?
MOVING TIPS & TRANSITION SUPPORT
Moving to a new home can be both exciting and overwhelming. To ease your
transition, here are my top tips for a smooth move:

START PLANNING EARLY
Create a Moving Checklist: Organize tasks by week, covering everything from
decluttering to packing and scheduling moving services.
Hire a Reliable Moving Company: Book early to secure a reputable service on your
preferred date. I can recommend local movers if needed.
Notify Important Contacts: Update your address with banks, subscriptions, insurance,
and utilities. This helps ensure a seamless transfer of services.

DECLUTTER & ORGANIZE
Sort and Donate: Moving is a great time to declutter! Sort items by room and donate
what you no longer need.
Pack Smart: Label boxes by room and add a list of contents to make unpacking easier.
Consider color-coding or numbering boxes for efficiency.

PREPARING FOR MOVING DAY
Pack Essentials Separately: Include items like toiletries, important documents, chargers,
and a few days’ worth of clothes.
Protect Valuables: Safeguard delicate or valuable items by wrapping them securely.
Moving insurance can be helpful for peace of mind.
Coordinate Utilities: Schedule utilities at your new home to be active by your move-in
date. Disconnect services at your current home after the move.

TRANSITIONING TO YOUR NEW HOME
Update Security: Change locks and update security codes for peace of mind.
Explore the Area: Familiarize yourself with nearby essentials like grocery stores,
hospitals, and schools to settle in comfortably.
Unpack with a Plan: Start with essentials like the kitchen and bedrooms, then work
through other rooms. Take it one step at a time!

As your realtor, I’m here to help during and after the sale. Please reach out if you
need additional resources or recommendations to make your move easier!
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    231.736.3451 cell

    daphnesellsmi@gmail.com

    3597 Henry St, Norton Shores MI

Daphne Meneses
REALTOR®

Thank you for choosing me to
assist you in selling your home!
I’m excited to be part of this
significant milestone in your life.
My goal is to make the selling
process as smooth and enjoyable
as possible. I’ll be with you every
step of the way, providing
guidance, answering your
questions, and ensuring you feel
confident throughout. From
setting the right price to
attracting potential buyers and
finalizing the sale, I’m here to
ensure your experience is a
success. Let’s get your home sold!

Your Home,
My Priority


