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GETTING
STARTED

1.

communicative.

• You can interview several Realtors
to see if their personality and expertise
matches your needs and wants.
• Great Realtors have these
qualifications:
• Local market knowledge.
• Positive reviews and testimonials
• Financial Knowledge.
• Great Realtors are punctual and

FIND
A REALTOR

• Are they utilizing social media?

• Do they communicate in a way that you
understand and that you feel comfortable with?
• Does your Realtor have network connections?

• Ask about their marketing processes: How are
they marketing other properties?

Great Realtors work with other Realtors on a
regular basis

• Create a list of things you LOVE about your
home and share this with your Realtor.
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• Work with your Realtor to determine the

• Review a comparative market analysis
with your Realtor, which determines price
point based on the sale price of similar
homes in your neighborhood.

best listing price - every home is different.
If you overprice a property, it could
potentially hurt your chances of getting top
dollar for your home.

DETERMINE THE LISTING
PRICE & MARKETING PLAN

The listing price
based on many factors.

This size,the
square footage, location,

home’s condition, when it

was built, and many others.

is
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• Clean, Declutter & Depersonalize
• Hide anything that might be considered "clutter".
• Keep your decor as neutral as possible - potential buyers need to be able
to imagine themselves in this space.
• Remember, Less is More
• Deep clean forgotten places (baseboards, light switches, etc.) OR hire a
cleaning crew - a few hundred dollars on cleaners can help get you thousands
in the sale
• Improve Curb Appeal
• Maintain landscaping
• Clear out the side yard area
• Hide eyesores like trash cans or compost bins.
• Hire a professional stager or ask your real estate agent for suggestions.
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pre-listing marketing they need - video
walkthroughs, social media blasts, etc.

them to create the best strategy for your home.
• Discuss your Realtor’s marketing plan with

• Your Realtor should schedule high-quality
real estate photography for your home.
Professional photography can get you higher
offers.
• Your Realtor can offer a hosted video tour
of your home.
• Schedule a time with your Realtor to do the

YOURMARKET
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Prepare for possible multiple offers.
Ask all
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you
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NEGOTIATE
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CLOSING AN OFFER

THE FINAL STAGES
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5.

6.

The buyer’s lender may
conduct an appraisal of your
home to verify that the market
value of the home supports
the contract price. Expect to
provide access to your home.

•

BANK ORDERED
APPRAISAL

• The buyer may schedule a
final walk-through right
before possession. They will
verify that the condition of
the property is the same as
when they made the offer. It
also allows the buyer to
ensure that any agreed upon

• Once the buyer has Waived
conditions and their deposit
is locked in, complete any
requested repairs before
closing.

repairs have been completed.

THE HOME
STRETCH

• If any receipts for repairs

• Be prepared to allow the
buyer reasonable access to
your home and property for

were required in the accepted
offer, provide the buyer with
them.

them to conduct inspections, if
required.
• If the buyer submits a request
for repairs, work with your
Realtor to negotiate a solution
between both parties.
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You yourCongratulations! sold home!
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Johann

780 999 4415

johann@welcomehomeyeg.ca

Aceron-McLean, Realtor®

YEGPro Realty

Let us know how we can
help YOU with the home selling process!

https://www.facebook.com/johann.edmonton.realtor
https://www.instagram.com/johann.edmonton.realtor/
https://www.linkedin.com/in/johann-aceron-mclean-8124b553/
https://twitter.com/JohannRealtor
https://www.youtube.com/channel/UCKpucW_p2uYbTqGGpRndMYA/featured
http://m.me/johannedmontonrealtor

