
Let Us Help You Make
The Move. 
Ready to sell your home but aren’t sure where to start?
Follow our easy step-by-step guide to get your home ready
for the market. set the right asking price, market effectively,
show your home at its best, negotiate a great deal, and
complete the sale successfully. Hiring a REALTOR® can help
you navigate the process and achieve the best results.

The Complete Guide 



Selling your home is a big deal and marks the start of a new chapter in your life. This guide offers simple tips to help make
the process smooth. You’ll learn how to get your home ready to attract buyers, set the right asking price, market your home
effectively, show your home at its best, negotiate a great deal, and complete the sale successfully. However, selling a home
can be tricky, and that's where hiring a REALTOR®, to help you navigate every step, ensuring you get the best results and
feel confident and optimistic throughout the entire process is so important. 

Smart Renovations for Selling Your Home
When preparing your home for sale, it's important to make smart renovation choices. Avoid over-renovating and steer clear of
personal touches that might not appeal to buyers. An experienced REALTOR® can guide you on which updates will offer the
best return on investment.

Here are a few market-smart improvements to consider:

Kitchen: Updating the kitchen can be a great investment. While new flooring, cabinets, countertops, appliances, and lighting
can be expensive, buyers love modern kitchens, and you’ll likely recoup much of the cost. Even minor updates like new paint,
flooring, cabinet doors, and hardware can lead to a quicker sale at a better price.

Bathrooms: Like kitchens, updated bathrooms can boost both value and marketability, especially in older homes. Focus on
good lighting, large mirrors, attractive fixtures, ample storage, and neutral colors.

Energy-Efficient Upgrades: Energy-saving improvements are increasingly popular. Upgrades like double or triple-pane
windows and storm doors that maintain comfortable indoor temperatures year-round can attract buyers. Explore your options
and consult with a home products professional to find the best improvements for your budget and plans.

These smart renovations can enhance your home's appeal and help you achieve a successful sale.

Guide to Selling Your Home



Small Upgrades and Repairs Can Make a Big Difference
Nothing turns buyers off more than a home that looks neglected. To maximize your chances of getting top dollar, consider
making some minor upgrades and definitely address any necessary repairs, even the ones that aren't immediately visible.

Here are some relatively minor upgrades and repairs that can significantly improve how buyers perceive your home:

Exterior
Repair or replace damaged or worn items such as patios, decks, gutters, eaves, windows, shutters, screens, storm doors,
light fixtures, porches, steps, walkways, and fences.
Touch up exterior paint or repaint the house if needed.
Fix doorbells, tighten loose doorknobs, and oil squeaky hinges.
Clean or paint the front door, polish the door hardware, and replace the “Welcome” mat if necessary.
Green up dry lawn patches, plant extra flowers for color, and place potted plants by the front door.
These small upgrades and repairs can greatly enhance your home's appeal, making it more attractive to potential buyers.

Interior
Repair or replace cracked molding or floor tiles, leaky faucets and toilets, loose doorknobs, squeaky hinges, off-track closet
or screen doors, outdated bathroom lighting and hardware, toilet seats, and loose caulking or grout.
Fix and touch up walls, ceilings, and windows.
Brighten interiors with a fresh coat of paint in light, neutral colors.
Shampoo carpets and rugs, or replace them if necessary.
Ensure major appliances are in good working order.
Upgrade switch and outlet plates and register vents with more elegant ones.
Add closet organizers or shelving to make closets more functional and spacious-looking.
Install organizers or shelving in the basement and garage.
Clean and paint concrete floors and walls.
Clean the water heater, drain sediment, and change the furnace filter.
Consider buying new furniture to enhance the look of your current home.

These small upgrades and repairs can significantly improve the interior appeal of your home, making it more attractive to
potential buyers.



Reorganization and Maintenance – The Basics You Can’t Ignore
Just like necessary repairs, basic reorganization and maintenance tasks are essential. While buyers might not always
notice these tasks when they are done, they will definitely notice when they aren't. Neglecting these tasks can make it
harder for buyers to see themselves living in your home.

Here are a few reorganization and maintenance tasks that can boost your home’s curb appeal and indoor comfort:

Exterior
Mow and rake the lawn, trim hedges and shrubs, and weed and edge gardens.
Clean sidewalks and the driveway, and remove any litter.
Remove unnecessary items from the exterior of the house.
Power wash the porch, siding, deck, and patio.
Clean your outdoor furniture and remove any pieces in poor condition.
Clean your air conditioner.
Clear out the garage, keeping only cars. If your garage has turned into a storage area, discard unnecessary items and
thoroughly organize and clean what remains.
Ensure your pool is clean and functioning well, or properly closed if it’s the off-season.
These simple steps can make a big difference in how potential buyers perceive your home.



Interior
Clean and tidy the entrance, and clear stairs and halls.
Create space by storing excess furniture.
Pre-pack and store clothes and other items from
closets, cabinets, and shelves that you won't need
until after moving.
Organize kitchen countertops, removing unnecessary
appliances to make the space look bigger.
Thoroughly clean everything, both in sight and out of
sight.
Eliminate odors and add pleasant scents like air
fresheners or potpourri.
Remove unnecessary items from an unfinished
basement, then organize and clean everything that
remains.

A Few Words About Clutter
Clutter can make homes feel smaller, darker, and more
high-maintenance. In contrast, clutter-free homes seem
brighter, more open, and spacious, making it easier for
buyers to imagine their own belongings and interior
design ideas. While your belongings may be meaningful to
you, they can make selling your home more difficult and
potentially cost you thousands of dollars. Consult a
REALTOR® for impartial feedback on decluttering to make
your home more appealing to buyers.



Determining Your Home's Market
Value
When trying to figure out your home's true market value and
setting your expectations for the sale, consider these steps:

Be Impartial: Try to view your home objectively.
Research Thoroughly: Look online and visit open houses in your
area.
Remember Your Goals: Keep in mind why you are selling.
It's important to understand that the market doesn't care about
what you originally paid for your home or how much you need to
sell it for to meet your financial goals. Some features you value
might even reduce its market value by limiting potential buyers.

Do You Want to Sell or Need to Sell?
In a buyer's market, it's rare to get more than you need to meet
your financial goals. Your personal situation might require you to
accept less than what the market would offer if you had more
time.

Research Your Local Market
You can learn a lot about your local market by researching
websites like REALTOR.com®, the top online source for real estate
information. Additionally, visit open houses in your area and
compare them to your home in terms of location, size, features,
and condition.



Pricing Your Home for the Market
In an ideal world, your home's value would match your financial needs and goals.
However, the reality is that your home's value is determined by what the market is
willing to pay at a given time. This can be challenging, especially if you have specific
financial goals or have made an offer on another home contingent on selling your
current one at a certain price within a specific timeframe.
Today's buyers are well-informed. They've often researched property values online
for months, viewed multiple homes, and aren't in a rush to buy. Many are waiting for
the perfect deal, making them more selective and cautious.

Setting the right asking price is crucial and can be one of the most challenging
parts of selling your home. It’s a balancing act.

Price too high: You risk discouraging serious buyers, leading to fewer showings and
offers. This could result in a longer time on the market and ultimately a lower final
sale price.
Price too low: While it might attract a lot of interest, it could lead to offers and
negotiations that result in you receiving less than your home's true market value.

This balance is even more delicate in today's buyer's market, with various economic
uncertainties. This is why it's essential to do thorough research and seek advice
from experienced REALTORS® and financial professionals when you decide to sell.

What's Your Home Worth?
Strategically pricing your home is key to getting top market value. Let us help you
navigate this process with our expertise and market knowledge.



Get a Comparative Market Analysis (CMA) From a REALTOR®
A Comparative Market Analysis (CMA) is a report from a local Multiple Listings Service (MLS) that shows pricing information,
property details, and photos of homes like yours that have recently sold, failed to sell, or are currently on the market in your
area.

A REALTOR® will typically provide you with a CMA as part of their listing presentation, aiming to represent your interests when
you sell. This CMA will suggest a price or price range for your home. The REALTOR® might adjust this figure during their visit
after seeing your home's layout, quality, and condition. Even if you don't plan to list your home soon, many REALTORS® are
happy to provide a Free Market Evaluation or “mini-CMA.”

Studying what has worked and what hasn't in your area will help you strategically price, position, and stage your home to sell
for top dollar in a reasonable timeframe with minimal inconvenience.
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P r i c e  Y o u r  H o m e  R i g h t  f r o m
t h e  S t a r t
I f  your  home stays  on  the  market  for  more  than  f ive
weeks ,  i t  can  star t  to  be  seen as  a  s ta le  l i s t ing ,  one
that  other  buyers  have  a l ready passed over .  Th is
leads  to  less  buzz ,  fewer  showings ,  and of fers ,  and
reduces  the  chances  of  gett ing  your  ask ing  pr ice .

That ' s  why i t ' s  important  to  pr ice  your  home
correct ly  f rom the  beg inn ing ,  a iming  to  rece ive  and
accept  a  so l id  o f fer  dur ing  the  f i rs t  three  to  four
weeks ,  a lso  known as  the  “go lden  window. ”

Att ract ing  qua l i f ied  buyers  who wi l l  pay  top market
va lue  requ i res  carefu l  t iming .  Exper ience shows
that  homes genera l ly  at t ract  the  most  interest  and
act iv i ty  dur ing  the  second to  f i f th  weeks  on  the
market .  So ,  t iming  your  sa le  r ight  i s  c ruc ia l  to
ach iev ing  the  best  resu l ts .

Price Your Home for Maximum Exposure and Buyer Interest
The price you set for your home directly influences the number of buyers,
showings, and offers you receive, as well as how quickly it sells. This
relationship is illustrated in the Pricing Pyramid diagram below.



T h e  C o n s e q u e n c e s  o f  O v e r p r i c i n g  W h e n  Y o u  L i s t
Overpr ic ing  your  home wi th  the  intent ion  of  lower ing  the  pr ice  la ter  might  seem l i ke  a  good st rategy ,
but  i t  ra re ly  works .  Se l le rs  who overpr ice  the i r  homes ,  even  by  just  10% ,  and then  reduce the  pr ice
mul t ip le  t imes ,  o f ten  end up gett ing  less  than  i f  they  had pr iced i t  rea l i s t ica l ly  f rom the  star t ,  as
shown in  the  Sa le  Pr ice  to  T ime-on-Market  d iagram.

H e r e ' s  w h y :

Fewer buyers- Even interested buyers may ignore your home if they see it's overpriced.

Fewer showings- Agents are less likely to show an overpriced home to their clients.

Missed opportunities- The right buyers might never see your home because they're searching in a lower price
range where your home should be listed.

Attracting the Wrong Buyers- Pricing your home too high will attract buyers looking in that price range, who will
likely prefer other homes that are truly worth the asking price.

Making Other Homes Look Better- An overpriced home makes correctly priced homes more attractive, both in
your price range and the range where your home should be.



Fewer  Ser ious  Of fers-  Buyers  may avo id  mak ing  of fers ,  th ink ing  i t ' s  a  waste  of  t ime on  an  overpr iced
home.

Potent ia l  Mortgage  Re ject ion-  Even  i f  you  rece ive  an  of fer ,  an  excess ive  pr ice  can  lead to  mortgage
re ject ion  a f ter  the  lender ' s  appra isa l ,  wast ing  va luab le  t ime .

Sta le  L is t ing  Percept ion-  Reduc ing  the  pr ice  la ter  won ' t  generate  as  much interest  because  buyers
may see  your  home as  a  s ta le  l i s t ing .

T h e  B o t t o m  L i n e -  R e a l i s t i c  a n d  S t r a t e g i c  P r i c i n g

Pr ic ing  your  home rea l i s t ica l ly  f rom the  star t ,  a l igned wi th  i ts  w indow of  max imum market  exposure ,
i s  c ruc ia l .  Th is  approach he lps  you  leverage  buyer  interest  and emot ions  e f fect ive ly ,  espec ia l ly  in
today 's  market .

By  pr ic ing  your  home r ight  f rom the  beg inn ing ,  you  w i l l  a t t ract  more  buyers ,  and more  important ly ,
the  r ight  buyers—qua l i f ied ,  mot ivated ,  and wi l l ing  to  pay  top market  va lue  dur ing  the  pr ime l i s t ing
per iod .



M a r k e t i n g  Y o u r  H o m e  E f f e c t i v e l y
Strateg ica l ly  prepar ing  and pr ic ing  your  home are  key  to  at t ract ing
ser ious ,  f inanc ia l ly-qua l i f ied  buyers .  To  max imize  the  impact  o f  these
st rateg ies ,  your  home must  be  e f fect ive ly  marketed through var ious
advert is ing  channe ls .

K e y  A d v e r t i s i n g  C h a n n e l s
Today ,  the  internet  ( inc lud ing  REALTOR.com® ,  REALTOR® webs i tes ,
soc ia l  media ,  b logs ,  etc . )  and d i rect  contact  w i th  REALTORS®  are  the
pr imary  sources  of  home in format ion  for  buyers ,  a t  89% and 88%,
respect ive ly .  Other  sources  inc lude yard  s igns ,  open houses ,
newspaper  and rea l  estate  magaz ine  ads ,  home bu i lders ,  and
te lev is ion .

C o m p r e h e n s i v e  M a r k e t i n g  S t r a t e g y
Successfu l ly  market ing  a  home invo lves  mul t ip le  act iv i t ies ,  such  as
home preparat ion ,  pr ic ing ,  presentat ion ,  s t rateg ic  advert is ing ,  and
network ing .  The  goa l  i s  to  max imize  your  home’s  exposure ,  increas ing
the  number  o f  showings  and of fers ,  and u l t imate ly  ach iev ing  top
market  va lue .  An  exper ienced REALTOR® has  the  knowledge and
resources  to  coord inate  these  act iv i t ies  e f fect ive ly .



H o w  B u y e r s  F i n d  H o m e s  f o r  S a l e
The internet  i s  revo lut ion iz ing  rea l  estate  advert is ing ,
mak ing  an  on l ine  market ing  st rategy  essent ia l .  

H e r e ’ s  w h a t  i n t e r n e t  b u y e r s
l o o k  f o r  m o s t  o n  r e a l  e s t a t e
w e b s i t e s :

Property  photos :  99%
Deta i led  property  in format ion :  99%
Vi r tua l  tours :  88%
Rea l  estate  agent  contact  in format ion :  80%
Interact ive  maps :  78%

Y a r d  S i g n s  a n d  D i r e c t  C a l l s
I n terest ing ly ,  yard  s igns  p lay  a  cruc ia l  ro le .  Buyers  who
ca l l  about  a  yard  s ign  are  a l ready interested in  the
town ,  ne ighborhood ,  s t reet ,  and even  your  f ront  yard .
Th is  same leve l  o f  in terest  app l ies  to  those  who f ind
your  home on  REALTOR.com® mobi le  apps .



T i p s  t o  M a x i m i z e  Y o u r  H o m e ’ s  A t t r a c t i v e n e s s  t o  B u y e r s
To make the  most  o f  your  e f for ts  in  prepar ing  your  home for  sa le ,  ensure  i t  looks  i ts  best  dur ing  open
houses ,  agent  tours ,  and showings .  A  we l l-presented home can  g ive  you  a  compet i t ive  edge and he lp  i t
se l l  faster .  Many REALTORS®  have  expert ise  in  home stag ing  through educat ion  and exper ience .  Ut i l i ze
the i r  sk i l l s  and impart ia l i ty  to  create  an  inv i t ing  atmosphere  for  buyers .

T i m e - P r o v e n  T i p s  f o r  S h o w i n g  Y o u r  H o m e
Be Absent-  Idea l ly ,  you  shou ld  not  be  present  so  buyers  fee l  comfortab le  mak ing  comments .
H igh l ight  Sheets-  Make  sure  your  home h igh l ight  sheets  are  eas i ly  v is ib le .
Max imize  L ight-  Open a l l  d rapes  and shades  dur ing  the  day  to  let  in  as  much l ight  as  poss ib le ,  but
screen  out  unatt ract ive  v iews .
L ight  Up the  House-  Ensure  the  who le  house  is  we l l - l i t ,  espec ia l ly  dark  corners  and ha l lways .
Use  the  F i rep lace-  L ight  (or  turn  on)  the  f i rep lace .
Showcase  Features-  H igh l ight  your  home’s  best  features .
Qu iet  Background-  Turn  of f  the  te lev is ion  and p lay  qu iet  background mus ic .
Add Co lor-  I f  you ’ve  repa inted in  neutra l  tones ,  add bo ld  sp lashes  of  co lor  w i th  throw p i l lows ,
crockery ,  p ictures ,  etc .
F resh  F lowers-  P lace  f resh  f lowers  where  they ’ l l  s tand out .

S e t t i n g  t h e  S t a g e
Aim for  per fect  open houses  and showings  by  creat ing  an  inv i t ing  and att ract ive  env i ronment  that
appea ls  to  potent ia l  buyers .



A d d i t i o n a l  T i p s  f o r  S h o w i n g  Y o u r  H o m e
Open Doors-  Keep a l l  doors  between rooms open to  create  an  inv i t ing
atmosphere .
F resh  A i r-  I f  poss ib le ,  open windows beforehand to  c i rcu late  f resh  a i r .
T idy  Up-  P ick  up  toys ,  remove a l l  c lut ter ,  make  beds ,  and put  away
c lothes .
C lean  F loors-  Ensure  f loors  a re  c lean  and carpets  and rugs  are
vacuumed.
T idy  B ins-  Make  sure  t rash  and recyc l ing  b ins  are  t idy  and odor-f ree .
Spark l ing  K i tchen & Bathrooms :  Ensure  the  k i tchen and bathrooms are
spot less .
Warm Aroma- I f  poss ib le ,  bake  cook ies  or  put  a  pan  of  c innamon in  the
oven for  a  warm and inv i t ing  aroma .
Manage Pets-  Idea l ly ,  pets  shou ld  be  unseen .  Keep pet  a reas  c lean  and
odor-f ree  as  not  everyone shares  a  love  of  an ima ls ,  and some may be
a l le rg ic .
Secure  Va luab les-  Lock  away and h ide  a l l  cash ,  jewe l ry ,  and smal l
va luab les .

I M P O R T A N T  
K e e p  Y o u r  H o m e  A v a i l a b l e  ( A n d  R e a d y )  F o r  S h o w i n g s
Espec ia l ly  dur ing  the  f i rs t  weeks  a f ter  l i s t ing  your  property ,  rea l  estate
agents  f rom var ious  f i rms wi l l  want  to  show i t  to  the i r  c l ients .  Dur ing  th is
peak  interest  per iod ,  i t ' s  c ruc ia l  to  make your  home ava i lab le  for
showings ,  preferab ly  at  the  t imes  requested by  buyers '  agents .



N a v i g a t i n g  t h e  O f f e r  a n d
N e g o t i a t i o n  P r o c e s s
Understand ing  the  Of fer
When a  buyer ,  typ ica l ly  w i th  the  he lp  of  a  REALTOR® ,
makes  an  of fer  on  your  home ,  they  w i l l  use  a  contract
deve loped by  your  loca l  rea l  estate  assoc iat ion  w i th  lega l
counse l .  Th is  contract  a l lows  the  buyer  to  set  a  sa le  pr ice
and inc lude terms such as  c los ing  and possess ion  dates ,
depos i t  amount ,  and other  condi t ions .  The  buyer ’s
REALTOR® wi l l  de l iver  the  of fer  to  your  REALTOR® ,  who wi l l
then  present  i t  to  you .  You  shou ld  rev iew every  deta i l  o f
the  of fer  w i th  your  REALTOR® ,  who wi l l  answer  a l l  your
quest ions  about  the  of fer  and the  process .  You  can  then
accept  the  of fer ,  re ject  i t ,  o r  counter  i t  to  star t  the
negot iat ion  process .  Of fers  and counter-of fers  w i l l  be
exchanged unt i l  an  agreement  i s  reached or  negot iat ions
fa i l .



T h e  N e g o t i a t i o n  P r o c e s s
Negot iat ing  the  t ransact ion  i s  o f ten  the  most  complex  part  o f  se l l ing  a  home but  a lso  the  most
creat ive .  Here ’s  an  overv iew of  the  process  and st rateg ies  for  negot iat ing  the  best  dea l :

K e y  S t r a t e g i e s
Keep Your  S i tuat ion  Pr ivate :  Do  not  d isc lose  persona l  deta i l s  such  as  your  f inances ,  reasons  for  se l l ing ,
or  u rgency .  The  buyer ’s  agent  a ims to  get  the  best  dea l  for  the i r  c l ient ,  so  revea l ing  vu lnerab i l i t ies  can
weaken your  pos i t ion .

State  Your  Pr ior i t ies  C lear ly :  C lear ly  express ing  your  pr ior i t ies  can  st rengthen your  negot iat ing
pos i t ion .

Respect  the  Buyer ’s  Pr ior i t ies :  Understand ing  what  the  buyer  va lues  can  he lp  you  negot iate  more
ef fect ive ly .  For  instance ,  i f  the  buyer  i s  f i rm on  the  pr ice  due  to  f inanc ing  l imi ts ,  they  may be  f lex ib le
on  other  terms l i ke  the  c los ing  date .

Sea l  the  Dea l  w i th  the  R ight  Buyer :  In  a  tough market ,  be  prepared to  compromise  to  c lose  a  reasonab le
of fer .  Wai t ing  for  the  per fect  o f fer  might  cost  you  more  in  the  long  run .



B a s i c  P r i n c i p l e s  o f  S u c c e s s f u l  N e g o t i a t i o n

Disc lose  Everyth ing :  P roact ive ly  d isc lose  a l l  known defects  to  avo id  lega l  i ssues  la ter .  Most  s tates  have
property  d isc losure  forms .

Ask  Quest ions :  Of fers  may conta in  complex  terms and mul t ip le  addenda .  Your  REALTOR® can  he lp
c lar i fy  everyth ing .

Respond Quick ly :  Buyers  can  exper ience remorse ,  so  don ' t  de lay  in  responding  to  o f fers .

Stay  Ca lm and Pat ient :  Keep communicat ion  c iv i l  and agreeab le ,  even  i f  the  buyer  becomes tense .

Defer  Smal l  I ssues :  Focus  on  reso lv ing  major  i ssues  f i rs t  and come back  to  minor  ones  la ter .

Meet  Ha l fway :  For  minor  d isagreements ,  cons ider  sp l i t t ing  the  d i f fe rence to  keep the  process
moving .

Take  Care  w i th  Cont ingenc ies :  Your  s igned acceptance of  an  of fer  becomes the  sa les  contract ,  wh ich
is  b ind ing  except  for  any  cont ingenc ies .

Re ly  on  Your  REALTOR® :  Your  agent  i s  there  to  represent  your  best  interests  throughout  the  process .
Your  success  i s  the i r  success .

These  pr inc ip les  can  he lp  ensure  a  smooth  and successfu l  negot iat ion  process ,  u l t imate ly  lead ing  to
a  successfu l  sa le .



F i n a l i z i n g  t h e  S a l e
A pending  sa les  agreement  a lmost  a lways  inc ludes  cont ingenc ies
and spec ia l  condi t ions  that  need to  be  met  by  both  the  buyer  and
se l le r  before  the  c los ing  date ,  wh ich  usua l ly  occurs  30 to  60 days
af ter  s ign ing  the  agreement .

C o m m o n  C o n t i n g e n c i e s  a n d  C o n d i t i o n s :
F inanc ing :  The  buyer  must  secure  f inanc ing .
T i t le  Search :  A  h is tor ica l  rev iew of  a l l  l ega l  documents  re lated to  the
property  to  ensure  there  are  no  c la ims aga inst  i t .
T i t le  Insurance :  Purchased to  protect  aga inst  er rors  in  the  records
or  rev iew process .
Appra isa l :  A  profess iona l  appra isa l  to  ensure  the  home 's  va lue
just i f ies  the  loan  amount .
Contractua l  P romises :  Any  addi t iona l  promises  made ,  such  as  buyer
incent ives  or  home improvements .
Home Inspect ion :  An  independent  inspect ion  of  the  home 's
st ructura l  and funct iona l  condi t ion  ( foundat ion ,  roof ,  e lect r ica l ,
heat ing ,  p lumbing ,  etc . ) .
Termite  Inspect ion :  An  independent  termite  inspect ion .
F ina l  Wa lk-Through :  The  buyer  inspects  the  home to  ensure  i t ' s  in
the  same condi t ion  as  when the  agreement  was  s igned .



C o m p l e t i n g  t h e  T r a n s a c t i o n
I f  both  part ies  fu l f i l l  the i r  contractua l  ob l igat ions ,  the  c los ing  process  (a lso  known as  "escrow"  or
"sett lement " )  w i l l  p roceed smooth ly .

S t e p s  i n  t h e  C l o s i n g  P r o c e s s :
Rev iew the  Sa les  Agreement :  Ensure  you  understand your  ob l igat ions .  Your  REALTOR® can  he lp  you
with  th is .
Determine  Amount  Due :  The  c los ing  agent  co l lects  the  tota l  amount  due  f rom the  buyer .
Ad justments :  The  c los ing  agent  ensures  a l l  ad justments  (e .g . ,  p repayment  o f  taxes ,  ut i l i t ies)  a re
factored into  the  t ransact ion .
Transact ion  Costs :  The  c los ing  agent  ensures  t ransact ion  costs  (c los ing ,  lega l  fees ,  etc . )  a re  pa id .
Se l le r ' s  Payments  and Cred i ts :  The  c los ing  agent  determines  the  se l le r ' s  payments ,  c red i ts ,  and
adjusted net  proceeds .
S ign  Documentat ion :  The  se l le r  s igns  the  property  t i t le  and a l l  other  necessary  documents .
Co l lect  Keys :  The  c los ing  agent  co l lects  the  keys  and any  other  necessary  i tems f rom the  se l le r .
P rov ide  Proceeds :  The  se l le r  rece ives  the  net  proceeds  and copies  o f  the  sa le  documentat ion .
Record  T i t le :  The  c los ing  agent  ensures  the  buyer ' s  t i t le  i s  proper ly  recorded in  the  loca l  records
of f ice  a long  w i th  any  mortgage  l iens .

F i n a l  S t e p s
Typica l ly ,  the  buyer ' s  possess ion  date  i s  w i th in  a  few days  of  the  c los ing  date ,  a t  wh ich  po int  your
former  home wi l l  have  a  new occupant .  D i f fe rent  a reas  may hand le  the  f ina l  sett lement  s l ight ly
d i f ferent ly ,  but  the  genera l  process  remains  the  same.  Work ing  c lose ly  w i th  your  REALTOR® throughout
th is  process  w i l l  he lp  ensure  everyth ing  goes  smooth ly  and there  are  no  cost ly  mistakes .



Se l l ing  your  home is  a  ma jor  s tep ,  and  w i th
the  r igh t  gu idance ,  i t  can  be  a
s t ra ight fo rward  and  sat is fy ing  p rocess .  Our
comprehens ive  se l le rs  gu ide ,  "Le t  Us  He lp
You  Make  The  Move , "  o f fe rs  essent ia l  s teps
and  ins ights  to  he lp  you  nav igate  the
process  w i th  conf idence .  F rom smar t
renovat ions  and  minor  upgrades  to
ef fec t i ve  market ing  s t ra teg ies  and
negot ia t ion  t ips ,  our  gu ide  covers
every th ing  you  need  to  know.  Re ly  on  our
exper t ise  and  market  knowledge  to  he lp  you
get  the  best  va lue  fo r  your  home.  Ready  to
se l l  your  home?  Contact  us !  We  wou ld  be
happy  to  he lp  you  w i th  your  t ransact ion .  
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