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        Welcome to the homebuying 
experience!





Put a SOLD Sign in My Yard!
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Sold!



Overview

• Seller Consultation
• Net Proceeds
• Go Over Pricing Your Home
• Preparing the Property
• Home Selling Process
• Marketing
• Qualified Buyers
• Appraisals
• Questions
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Seller Consultation

• Interview
• Go over comparables
• Best price range
• Go over the selling prices
• Good fit
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Net Proceeds
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Positioning Your Home

Ready when searching:
• Discussing the price range

• Understanding similar kind homes

• Understanding your audience

• Understanding your competition

• Understanding renovations

     (personal and marketable)

• Overpricing
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Getting your home ready

• Decluttering
• Deep clean
• Servicing units
• Making the bed
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Deferred Maintenance 

• “It was like that when I bought it”
• Wood rot
• Plumbing leaks
• Holes in fences
• Fresh coats of paint
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Curb Appeal

• First impression
• Landscape: fresh flowers
• Fresh trim of trees 
• Mow grass
• Power wash driveways
• Don’t leave trash on the curb
• Painting/cleaning the front door
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Why Hire a REALTOR?
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• Helping you determine the best selling price range for your home.
• Suggesting what you can do to get your home in top selling condition.
• Supplying names of reputable repair companies if necessary.
• Developing a strategy to show your home.
• Entering your home in the Multiple List Service 
• Advertising your property on several platforms.
• Keeping you updated with progress.
• Promptly advising you of changes in the market climate.
• Presenting all offers to you promptly.
• Helping you negotiate.
• Guiding you through the selling process 
• Making sure everything flows together smoothly.



Marketing

• Professional photos 
• Distinctive yard signs
• Social media
• Color brochures
• Network of Agents
• Video tours
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Open Houses: Pros & Cons

PROS
• More Visibility
• Opportunity to market
• More traffic

CONS
• Not always qualified buyers
• Additional foot traffic
• REALTOR benefit vs. yours
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Qualified Buyers

• Pre-qualified vs. Pre-approved
• Knowing the Lender
• Job Status
• Speaking with the Lender (if needed)
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Appraised Value

• Working with the Appraiser
• Discussing the upgrades
• Discussing multiple offer situation (if any)
• Telling the story of your house
• Providing comparables

What happens if it doesn’t appraise?
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Questions




