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Selling your house is a big decision!

Perhaps even more so today, as the housing market and
economy are adjusting to the ever changing
circumstances around us. | want you to know that I'm
here to help with that every step of the way.
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UNDERSTANDING THE

HOUSING MARKET

If Ul O ke©most homeownersthat are
considering selling, you probably have
many  questions about  where
the housing market currently stands -
andwhere it may be heading.

| understand that navigating through a
major life change can feel daunting.
That's why I've donethe OE A A BUEOET C
for you and created this important
Seller's Guide to walk you through
everything you needto geta home sold
in today's market. From pricing just
right to get the best return,
to negotiating terms, to what it looks
like to show property and stay safe, to
all  the paperwork and processes
between contract and close -- there's a
lot to keepup with.

.nl

This resource guide will explain all those
little things that should be considered
and completed from the moment selling
first crossesyour mind - right through
to moving day. | alsowant to offer you a
comprehensive and proven system
to market and sell your home to give
you the peace of mind you need,
knowing that your home and your goals
are in the best possible hands.

Christopher Perkins ~ t (413) 388 -4663



UNDERSTANDING THE

HOUSING MARKET

Real Estate Market Cycles

The real estate market is like many things in life and business? constantly
changing!4 E A @bBadad thing! 7 E A @pd@tant is to have a resource that
you can trust to make sure that UT O @dd & solid understanding of what
market trends meanfor you, and your buying and selling power.

There are three types of real estate markets:

A3 Al IMakea O

This happenswhen there are fewer houseson the
market and the buyers are the onescompeting for
the properties. This is often when you see
multiple -offer situations, and purchase price
sometimes higher, even much higher than the list
price. This market favors the sellers.

A" O U AMacked

This happenswhen there is a flood of properties
on the market and home sellers are the ones
competing to attract the attention (and land the
contract) from a much smaller pool of buyers. In
this market, UT O ek lower price points and
terms that favor the buyers.

A Balanced Market

This happenswhen there is a more even balance
between properties for sale and buyers coming
into the market. This market is the fairer and more
equitable of the three, but is much less common
than E Qwo@ounterparts.
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Is Now a Good Time to Sell?

To determine if this is the right time for you, speak to your real estate
professional to find out which real estate market cycle your particular areais
leaning towards.

They can provide you with local market stats, trends, and a current home
price evaluation. It's important here to note that "national” trends don't always
mean we're seeingthe same conditions locally. Every market is different, and
ours is no exceptionto that rule!

A guestion even bigger than market cyclesis, "What is YOURmotivation to sell
or stay?" While some conditions may certainly favor selling to get a higher
price point, | often coachclients to clearly identify what making a move will look
and feel like for their families as well as keeping an eye on what their return
on investment will be.

A good real estate agent will be able to help you fully lay out all of the
information, sothat you have what you needto make the best possible decision
for your family both emotionally and financially.

Christopher Perkins t (413) 388 -4663
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PUTTING YOUR HOME
ON THE MARKET

Should You Hire a Real Estate Professional?

According to a recent study from the National Association of REALTORS®,
a resounding 93% of homeowners said,"Yes!"to that question.

Why? There are almost as many answers for that as there are home sellers
and far more than we can cover in this guide8 , A @t@rtby addressingthe
top ten!

We Protect Your Best Interests

JustasU T Qudrrito atrusted surgeonfor a medical procedure or an attorney
to help with a legal woe or contract, hiring a professional real estate agent
helps to ensure that all your A£A | E interéstS are well served. From
navigating complicated processesto negotiating on your behalf, E QrépOrtant
to havean advocateon your side.
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7 A 6 Ddhe the Homework

In the United States,it takes between 60-180 hours of coursework before you canevensit

for the real estate exam During that time, we learn principles which include property

valuation, escrow procedures, financing, and taxes We learn state and federal law which

includes writing binding contracts and leases,titles, liens and encumbrances,unlawful

discrimination. We then learn safe and fair practices for working with sellers and buyers
that include communication skills, marketing, pricing, and a wide spectrum of necessary
technologyand tools neededto list and sell real estatein O 1 A Avorid .O

Standards Matter

There is a difference between just being a licensed agent and being a REALTOR® A
Realtor is a real estate agent who is an active member of the National Association of
Realtors, which was founded in 1908, and is one of the largest trade associationsin the
United States To join this organization, agents have to have not just a valid license but
impeccable conduct records and adhere to an extensive Codeof Ethics and Standards of
Practice

For homeownerslike you, that meanshiring a REALTOR®allows you more peaceof mind
knowing that your representative has been thoroughly vetted and has sworn an oath to
those professional ethics and standards.

Legal Ease

As you might imagine, managing contracts, addendums, contingencies,and caveatsin a
world that hasbecomemore litigious than ever is not for the faint of heart. Justas a CPA
might help you successfullywade through ever-changingtax codesto confidently file atax
return, a real estate professional helps home sellers expertly and legally navigate price,
terms, conditions, and contracts with alot more peaceof mind.
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Pricing

A real estate professional has the advantageof using comparable home sales,market
knowledge, and experience with the nuancesof buyers to help homeowners like you
determine the perfect price to get your home sold quickly and for the most return on
investment. Finding the right balance between current market conditions and Fair
Market Valueis the key.

Marketing

There is selling power in numbers. Realestate professionalshave a wide community of
fellow agentsthat come together via multiple listing servicesto help bring buyers and
sellers together with ease 93% of buyers start their searchonline. 4 E A @hy @e use
extensivemarketing tools suchas

F Listing syndication

 Digital advertising

Z Email

F Socialmediaplatforms and reach

# Mailings

F Openhouses(virtual andin person)
Z Broker openhouses(virtual andin person)
 3-Dvirtual tours

F Stagingand virtual staging

F Buyer outreach

F Websites

# Buyer lead capture tools

Theseare just the tip of the icebergwhen it comesto effectively getting a home sold for
the most money - and with the leaststressfor homeowners.

Christopher Perkins ~ t (413) 388 -4663



Safety

A real estate professional is like TSAfor homeowners. No one gets through your doors
without being vetted. We scheduleshowings virtually or in person and ensure that every
precaution is taken for the security and safety of your family. From digital lockboxes to
appointment scheduling tools - selling your home with a professional agent assuresthat
showingyour homeA T A avét®be scaryto be successful

Negotiation

There has never been another time in the history of real estate where buyers have more
accessto information and a higher likelihood of their own real estate representation than
right now. They are savvy and knowledgeable, and their goal, understandably is to
purchasea home for the leastamount of money with terms that most favor their interests.
4 E A ®hy @ is so important to have an experienced professional on your side who can
navigate contract negotiations, multiple -bidding situations, fair terms, and legalloopholes.

Time

At last count, there are 184 actions, steps, procedures, processes,and tasks involved in
completing a real estate transaction from listing to contract to close ) Ctin® consuming
and involves careful attention to details. In atime when most homeowners are already on
overload and overwhelm just with the responsibilities of life and careers,taking on the full -
time job of selling ahomeis atall order.

Knowledge and Preparation

Real estate professionals can expertly guide you through every step of preparing your
home and your family for a successfulsales With market knowledge, staging savvy, and
trusted tips and tools for every part of the process,you canfeel confident navigating each

step of the way. | like to even make it fun with a Sellopoly GameBoard anda# EE 1 A O/

Moving Guide

Christopher Perkins t (413) 388 -4663



%6 SELLOPOLY

START HERE DETERMINE PREPARE STAGE & PHOTOS VERIFY LAUNCH LISTING
" " Stage home 1o stand out from Taxes, certificate of it
s g | Pzt ot | "Gyt oo | cccpany ey 5038 | Nt o Lol o
market ph :r’.y:?;“ .a :ong way | other pertinent information. sslate websiies.
- -

CONGRATULATIONS! SHOWTIME
CELEBRATE! Start showing
Closing occurs at home and host
lending institution open houses!
or attorney’s
office.

FINAL WALK NEGOTIATE
THROUGH 2
SCHEDULED Frofessions.
24-48 HOURS ok
PRIOR TO value with your sales
CLOSING associate.

TRANSFER

UTILITIES OIL, QUALIFICATION
METER READ,

CALL THE

Confirm
qualification of
potential buyers.

MORTGAGE
TITLE SEARCH COMMITMENT BANK APP SALE INSPECTIONS ACCEPTANCE
Title search ordered by Receive written Execute contract of Home and termite OF
purchaser's attorney. mortgage commitment. £113 sale with attorney. inspections take place. OFFER!!

Moving to a new home may be
stressful for you, but E Oe¥ved
tougher on your children.
7 A & §ohitons of tips to turn

it into a fun adventure for the
whole family.




7 ET &hwlved in The Saleof Your Home?

When it comesto negotiating a possible sale, these are the parties involved that
will haveaninfluence on the agreedupon final saleprice:

F You, the Seller, interested in getting the best possible return on investment
andterms.

Z3 Al 1 Agént vtho will work hard on your behalf to protect your interests
and getyou the most for your homein the shortest possibletime.

23 Al 1Ak, protects legalinterests of seller.

F The Buyers, who are looking to get a great deal and pay the least
money possible,

ZThe " OUA Adged, x E | foyalty is to the Buyers to represent their
interests.

ZThe" O U AAérie@y , protects legalinterests of buyer.

F The Home Inspection company, hired by the Buyers, who may find
issues (large or small) with your home to give the Buyers further
opportunity to negotiate.

 The Appraisers , if there is a question over the value of the home.

F Lender or Bank Representative , overseesthe lending processand close

F Title Company,to ensurecleartitle andtransfer of property.

In most casesthere is only one personwho communicateswith every entity on this
list from contract to closeand O E Atle&€ling Agent Think of them asthe Director
of the show that is the home selling process Much like their Broadway
counterparts, they expertly direct every player to ensure a masterfully produced
and successfulshow.
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Who Is Directing YOUR Transactic

Sellers
Buyers
Appraisers
Engineers
{StfSNDa !
. dz28 SNRa ! 0
Title Company
Home Inspector
Bank Representative

7 Your Real
Professional
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PUTTING YOUR HOME
ON THE MARKET

How to Determine the Correct Asking Price

Bottom line? Pricing your home at or just below Fair Market Valueis the bestway to
ensureyou getthe bestsalesprice andterms in the leastamount of time.

Fair Market Valueis defined by the Dictionary of Real Estate Appraisal as.

O 4 mprfce at which the property would changehandsbetweena willing buyer and a
willing seller, neither being under any compulsionto buy or to sell and both having
reasonableknowledgeof relevant facts. The fair market value of a particular item of
property includible in the A A A A Aghoss@gia@ is not to be determinedby a forced
saleprice. Nor is the fair market value of an item of property to be determinedby the
saleprice of the item in a market other than that in which suchitem is mostcommonly
soldto the public,taking into accountthe location of the item whereverappropriate.6

What does THAT mean?) Otbe(rice that a reasonable buyer would be willing to
pay and reasonableseller willing to receive for a property basedon current market
conditions.

FAIR market value is basedon numbers z not emotion. There are times when sellers
get frustrated through the pricing processbecausethey have emotional roots in the
value of their home. For example,hand-picked cabinetry, antique hardware, custom
molding, or prized paint color could be the cornerstones of what makesyour home
different and unique to them from its listing counterparts.

But they A O Awhét @ecessarilyadd up to a higher than averagesalesprice.

Nor is the amount of equity (or lack thereof) in aproperty. There are other occasions
when sellers have either over financed their home or have over-improved their

home basedon market and want to significantly increase the asking price to make
up for lossesor pay for improvements. That A I A Qvbrk €xher.

Christopher Perkins t (413) 388 -4663




It is crucial to price your home at Fair Market Value from the start of your
listing. Historically, 80% of marketing effectivenessis linked to price. Your
first offer is very often your bestoffer.

The percentage of

Impact of Price

on Visibility +15%
potential buyers who
will look at property.

Market Value

()
159% 90%

Source: NAR Move Sales

TIME ON MARKET MATTERS

oy
v./o
ono
U7

10 days 30 days 90 days 120 days
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Real estate professionals rely on the numbers and so should you.

Using Comparative Market Analysistools, agentspull data from recent listings, sales,
and homes sold in the area that have comparable characteristics (hnumber of
bedrooms,baths, square footage,acreage etc.) of your hometo determine Fair Market
Value

While E Oténipting to slightly overprice a property, believing that you can always
come down during negotiation, potential buyers will have accessto the same info
when it comesto assessinghe value of your home,and will asktheir A C A TadvigeO

77% of sellers make this mistake, and EA O Ay Qou OET OI. AT 6 O
What happenswhen you overprice a property:

Z9 1 O &eéplg your competition . A higher price point will send the prospective
buyers expecting bigger, better, and more amenities to the competing listings to get
more for less

Z Agents x | T IBe®@n board . Savvyagents,committed to helping their buyers get as
much value for their investment will shy away from an obviously overpriced listing.

E Appraisals dump the deal. If the appraisal falls short of the asking price,
historically the buyer will withdraw the offer or the sellers have to come down on
price to keepthings together. If the dealfalls through, valuable time is lost.

Z The Listing Gets O 3 O AHoa@sfor sale get the most exposure during the first 30
daysof alisting z or in a3 A1 1Marked e first DAYSof the listing. If overpriced,
especially in a competitive market, it will sit. That leads to questions of potential
risks or problems with the property. The longer a property is on the market, the
more people (agentsand buyers) will ask,0 7 E Av@odgivith E Oe 6

Z You lose valuable time . Overpriced listings will always take longer to sell. Add to
that the risk of an appraisal going sour and having to start overandU T O BaRifg at
an investment of both time and money that canpotentially be wasted.

F You create stress on your family . When you put your home on the market,
ensuringthatitis OOE A k T A Et®elpreviewed by potential buyers is just part e
of the process The longer a listing takesto sell becauseof price, the longer you and “\f'Q' :
your family will be inconvenienced by having to maintain that O A OOAR @ A
perfection.

Christopher Perkins t (413) 388 -4663




The Best Pricing Strategy for Selling Your Home

Sometimes,if a seller getsan offer right away, they worry that their home
was not priced high enough However, that likely meansit was priced just
right. While there are stories about sellers who turned down their first
offer to wait and seeif they got a higher offer, and were rewarded with a
better price later -- the majority of the time, they will get lessfor their
home than they hope for the longer they wait.

Some homeowners make the critical mistake of using the Zillow
Zestimate asadetermining factor for price .

( A OABaOl can tell you as a real estate professional. It is called a
O: A OO Hot dyéddon) Cad €timate. And not one any bank would use.
Zillow usesthis asa marketing tool to attract peopleto their site,but it isa
flawed algorithm and not one you should baseyour financial decisionson.
The best strategy for getting the most return on your home and potentially
an evenhigher final purchaseprice is to list it at, or just below, fair market
value. Then you are negotiating UP instead of positioning yourself to have
to negotiate down.

Realtor.com suggests, O! Ei O DPOEAA UT OO0 DOl PAC

Ol ECEOI U AAiix OEA CiEiC OAOAS

AN

47 AA

Of EAZ OEAU OAT OA OEAUGOA CEGAENUC OA
POl PAOOU OEAOG80O Ol ECEOI U Ol AdWODOEAA

ET OAT O1 ouso
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Preparing Your
Home For ’

/ 4

Before we dive into home improvements and > ‘
preparation, let me share with you a
perspective that has served sellers well for so |
many years: While selling your home will feel
very personalz buyers are looking at it
through their own lenses. A real estate
professional can help you bridge that gap.

’A
/4
/
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Looking At Your Home Through a" O U AEyésO

For the same reason an attorney A1 A Ooftelh @epresent themselvesor a
doctor AT A Orortn@ly operate on family, a seller OE 1 O nfakedt®
decisionon how to prepare their home for saleon their own.

) Grénthniscent of the saying,0 ) Raéd@ seethe picture when U T O thsild
the frame.6

A real estate professional will look at your home through objective eyes
Becausethey are coming from a place of experience,rather than emotion 7
they are better able to detail the stagingand improvement tips that will help
you getthe most from your home.

Home stagingis a powerful tool to showcaseyour housein the best possible
light., A @&e@look at somestats.

s +¢tY
}‘}*3‘ ﬁ,v
| h s

'k ' \
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of agents suggest that sellers
declutter a home before putting it
on the market o

of buyers' agents say that staging
makes it easier for their buyers to
visualize living in the home as if it
were their own

- of sellers’ agents say that staging . e | |

decreases the amount of time a / i
home is listed on the market
before being purchased

of buyers' agents say that staging
increases the dollar value offered

on a home purchase price
Source: National Association of REALTORS® 2019 Profile of Home Staging

The most commonly staged rooms when selling:

93% 84%  78%

Living Room Kitchen Master Bedroom

Christopher Perkins ~ t (413) 388 -4663



Common Home
Improvements to Consider

There are some common fix-and-improve projects that canact as a starting point.
Here are a few top suggestionsfor giving your home a fresh and updated look,
without ahugeamount of work or financial investment:

Z Add afresh coat of paint throughout the house(in neutral colors).

F Replace fogged windows (the result of moisture build-up between
the panes).

F Repairany leaky faucets,showers,or jet tubs.

F Replace or repair any rotting wood on the exterior of your home and
consider afresh coat of paint to freshenupyour E | | Zexte@or.

F Replaceor repair any missing or damaged shingles Buyers are wary of
purchasingahome that will needroof repairs.

F Fix any wobbly handrails on decksand stairs.

E Ensure HVACunits are working properly. This is a big expensethat will
concernpotential buyersif it needsreplacing and could costyou asale.

E Clear out the clutter (i.e.: ditch the fridge magnets, pack up the knick-
knacks,and evenremove extra furniture that addsbulk to aroom).

Z Packup things you A T Tu8e®ften, and anything extra that you A T Tnéed
and placeit in storage. Do everything you can do to create a blank canvas
for buyers and add to your home feeling more spacious

F Updatekitchen appliances

F Put valuablesin safekeeping.

Christopher Perkins t (413) 388 -4663



¥ Make sure all light bulbs are working in the house

F Clean out any dirty spaces, wash walls and baseboards, bathtubs,
showers, floors, get carpets shampooed,clean kitchens and remove stains
on driveways.

F Consider hiring a professional home-stager to stage your home for sale.
They know the ins and outs of how to accentuateyour E 1 | AdbésOeatures
and lighting.

F Consider landscaping your yard. This will add tremendous curb appeal to
your home, and potential buyers will seethat your home has been well
maintained.

F Washall windows, inside and outside.

F Cleanout the garageand getit organized.

£ Take care of any bad odors before every showing.

Somehomeowners decide not to do any renovations, believing that the new owners
would rather choosewhat they want. However, keep in mind that most buyers are
putting their resourcesinto purchasingthe home, and may not be able to renovate
for awhile.

In competitive markets z enticing the right buyers meansU | O 6oDjést in a price
competition z U T O it ©bkauty pageantwith other homesasyour competition.

Every little bit counts. Potential buyers consider how much work they will have to
put into the home, and thus, may submit a lower offer with that work and costin
mind.

For atrue evaluation and detailed list of what is necessaryto get your house ready
for market, askareal estate professionalfor advice.

Christopher Perkins t (413) 388 -4663



PREPARING YOUR HOME FOR SALE

Attracting Buyers

In OT A Aswi@iy® changing world, your property must have the maximum
market exposure to attract savvy buyers. You need both the traditional tools
and a digital marketing strategy.

That meansa combination of the tried-and -true marketing suchas:
E Print mailings
F Goodold-fashioned phone work
E Agentnetworking
F Openhouses
 Door knocking

And current digital tools suchas
# 3-D walkthroughs
F Zoom
F Facetime
 Digital blueprint tools
 Virtual openhouses
E Web presencesand SEO
F Socialmedia advertising
F Listing syndication
Z Virtual tours
F GoogleStreet View

There are so many ways to showcaseyour home. Since93% of buyers start their
searchonline, the pressure to make sure your listing standsout from the rest is
enormous.

4 E A Ond Be@dto try to reinvent the wheel. A trusted real estate professional

has the tools, strategies, and processesto attract the PREQUALIFIED and
screenedbuyers you needto sell your homez and sell it safely.

Christopher Perkins t (413) 388 -4663




PREPARING YOUR HOME FOR SALE
Technology for Selling Virtually

Realestateagentshavelong beenfast adaptersto technology.

Whether they are meeting a potential client using Zoom to discuss listing a
home, creating virtual tours to aid in showing your home to interested buyers, or
preparing all the paperwork and collecting all signatures digitally to complete the
transaction, you canbe assuredthat your real estate professionalis well-versedin all
the latest techthat will help sell your home.

The real estate industry O x OTti@AA T T Brdvirtual showing innovation and
continuesto setthe standard and lead other industries in virtual technology.

Here are just afew of the applications we use:

E Digital Lockbox

¥ 3-D Virtual Tours

E Virtual Staging

E Listing PhotographyEnhancement
E Digital Signatureand ContractTools
E Digital Marketing Platforms




In-Person Showings of Your Home

Onceyour home is officially on the market, showings can begin! If you are conducting
in-person showings and you are listed with a broker, the appointments will be made
and coordinated through your listing agent The buyers will be accompaniedby their
agentwhen they cometo view your home.

There are a few things about showings to keep in
mind that | always discuss with potential clients
while they are considering selling, and may be
thinking of first trying to sell their home on their
own. Here are 10 precautions | like to share with

every home seller through this process HOME SELLER

1. Show by appointment only and document. As a real estate professional, | pre-qualify
everyone who comesthrough the door. | have identification information that can include
their A O E Olikeéd€e@nd license plate for safety reasons You should do the same if
attempting to sell yourself.

2. Share that information with a trusted friend . Give someonea E A A Apdwhen you are
planning on showing property and make it clear that an outside source has it for safe
keeping.

3.$ 1 1T Bo&t open houses alone.) Odb@l to have a second set of eyes and ears when
showing property.

4. Keep financial information and family calendars under wraps. Unscrupulous people
can use that information to steal your identity or see what times your home might be
vulnerable to thieves basedon your schedule

5. Keep valuables locked up. Anything in plain view such as jewelry, laptops, electronics,
money z all are vulnerable during property tours.

6. Open shades, blinds, and curtains so that activity INSIDE can be seen from the
OUTSIDE This deters criminal activity.

7.$ 1 1 getloxed in. $ T 11 ¢durself be followed into a room so that the exit door canbe
blocked or locked with you inside. The sameis true of your car.$ 1 11éa@ your car in the
driveway to be blockedin.

8. Checkyour locks. Before a showing, make sure your deadboltsand doors are unlocked for
quick exits, then re-lock when your showingis over.

9. Carry your phone with you at all times. Always haveaccesgo alifeline and 911.

10.Trust your gut. If people are hovering in one room too long, or they are grouped together
with one or more trying to distract you, or even asking too many personal questions 7
those are all red flagsthat they could be a potential danger.

Better still 7 let a real estate professional handle all showings to most ensure your AT E1 U8 C
safety. We have specific safety training and take enormous precautions.
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10 QUICK WAYS TO
GET READY

FOR A SHOWING!

(In 10 Minutes or Less!)
. 790909090907V 000 0 0= ]

1. Put dirty dishes from 6. Run a toilet brush around
sink in the dishwasher. the toilet bowl.

2. Make the beds. 7. Wipe down faucets and sinks.

3. Empty the trash. 8. Turn on all lights.

4. Put the dirty clothes 9. Take a deep breath- you're
in the washer. almost there!

5. Run the vacuum quick 10. Leave the house until the
around the house. showing is over.

SMILE! ()
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After what will hopefully be an incredible
stream of potential buyers looking at
your home, either V|rtually or physically,
ui 6611 ZET A OEA OECEO
decided that your home was THE home
for them, and they will make you an
offer!
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