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MEET YOUR
AGENT

New to the real estate business, but not
new to the business of helping people,

Courtney will put your needs first.
Courtney started her career in social work
and specialized in the treatment of PTSD
for Veterans. After living in various states

as a military spouse herself, Courtney
experienced the love of finding hidden

gems in the real estate market. Her
professionalism, attention to detail, and

natural ability for compassion and
empathy makes Courtney the perfect real

estate agent. She knows what it takes to
compete in this market and has the

support of Silver Key Realty, a woman
owned business with over 20 years of

experience. 

Hi, I'm Courtney



THE HOME SELLING
PROCESS



PRICING
YOUR HOME

TO SELL





The market value of your home is based on a combination of
factors including:

It's important to understand that the amount you want for
your home may not be a realistic price for the market, and the
amount of money you have spent on it does not determine the

market value.





PHOTOS
AND
SHOWING
PREP

Having your home photographed is an
important first step in getting ready to

sell. Photos are buyers first impression of
your home, and they need to be able to
envision it as their own. This checklist

gives you some recommendations to get
your home photo-ready, as well as

preparing it to be shown to future buyers. 



Top 5 Ways to Prep Your
Home *To Sell Fast*



Marketing Plans
Chrome

5.5% Professional Fee



Marketing Plans
Silver

6.0% Professional Fee 

In addition to the Chrome plan, the Silver plan will also
include:



Marketing Plans
Platinum

The platinum plan will include all of the options in the Silver
Plan, as well as a design consultation and service.



You can either choose to stage your current home, or choose a

design service for your next home.



Professional Fee for Staging: $250 per room *minimum of $500 
Professional Fee for New Design: $50 per hour with a minimum

of $400

Did you know...staged homes sell 88%
faster and up to 20% more than non-

staged homes?



Offers and Negotiations
Accepting the highest price offer seems like a logical choice,

but there are many factors to consider when reviewing an
offer and knowing your options lets you come up with a plan

that works best for you 


Cash Offer
Some sellers accept a lower priced cash offer over a higher priced loan offer because there are typically
less issues that come up, like for example a loan falling through. Consider your timeline and finances to
evaluate if it is worth accepting a lower offer for a faster closing and often a much simpler process. 

Closing Date
Some buyers may be looking to move in as soon as possible, while others may need more time in order to
sell their own house. You may be able to select an offer based on a timeframe that works best for you, or yo
might have to be more flexible in order to close the deal. 

Closing costs fall under the buyer's list of expenses, but buyers may ask the seller to pay for a portion, or
all of this expense, as part of the sale negotiation. 

Closing Costs

Contingency Clauses
A contingency clause is a qualifying factor that has to be met in order for the buyer to move forward
with the sale. Contingency clauses often include details of financing, inspections and home sales, and
the terms can be negotiated between the parties. The contingency allows the buyer to back out of the
contract without penalty if the terms are not met.



Inspection
Property inspections are done to make sure that the home is in the condition for which it appears. If
the property inspector finds any issues, the buyer can decide if they want to back out of the contract
or renegotiate the terms of the sale. 

Possible Repair Requests
After an inspection, buyers may have repairs they would like completed before purchasing your
home. Typically there is room for negotiation, but some of these items can be deal breakers. It is
necessary for both parties to come to an agreement on what will be repaired and what will not, and
if there will be a price deduction in order to accommodate for the repairs. 

Appraisal
If the buyer is applying for a loan, the bank will request an appraisal to confirm that the home is
worth the loan amount. The appraisal takes into account factors such as similar property values,
the home's age, location, size and condition to determine the current value of the property. 

Final Walk Through:
Before a buyer signs the closing paperwork, they will come to the home to do a final walk through.
This last step is to verify that no damage has been done to the property since the inspection, that
any agreed upon repairs have been completed, and that nothing from the purchase agreement has
been removed from the home. 

1.
a.

2.
a.

3.
a.

4.
a.

Under Contract
Steps Before Closing:



Cleared to Close
Closing is the final step in the selling process. On the day of
closing, both parties sign documents, funds are dispersed,

and property ownership is formally transferred to the buyer.

Items to Bring to Closing:
Government Issued Photo ID House Keys

Garage Openers
Mailbox Keys



Sell with Confidence


