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 The Process of Selling Your Home
1.  Plan and Prepare

Are you ready?
First thing you need to do is ask why you really want to sell - perhaps a job change to a new community, the need for more space or family obligations and commitments. Your reason for selling can impact the negotiating process so it's important to share this information with me as your agent. 
Look at your home through the eyes of a prospective buyer and determine what needs to be cleaned, painted, repaired and tossed out.  Ask yourself: If you were buying this home what would you want to see? The goal is to show a home which looks good, maximizes space and attracts as many buyers - and as much demand - as possible.

When should you sell?
The marketplace tends to be more active in the summer because parents want to enroll children in classes at the beginning of the school year (usually August). The summer is also typically when most homes are likely to be available.  But when inventory drops around the holidays, lower inventory could mean a higher selling price.  
How do you improve your home's value?
Buyers seek the least expensive home in the best neighborhood they can afford. In terms of improvements, this means you want a home that fits in the neighborhood but is not over-improved. The best improvements to make are those that help the property show well, such as paint, wallpaper and landscaping. In addition, mechanical repairs - to ensure that all systems and appliances are in good working condition - are required to get a top price.

2.  Working with Cindy 

Whether you're a first-time seller or someone who has sold many homes, you want to get the most money for your home and sell it within the time frame you have allotted.  As an experienced agent I understand how to sell homes in your area and I understand the market conditions.  I will tell you up front if there are challenges with the current market conditions for your neighborhood and community.  You need to be comfortable with me and know I will be honest with you and go above and beyond the normal process to sell your home.  
What should you expect when working with me?
Once your home is listed, I will immediately begin to market your home according to the most appropriate conventions for your community.  Communication should be free-flowing at all times and I will always inform you of any changes or concerns that occur throughout the process.  The 
home selling process is complicated and it is important that you ask me questions.  No question is a dumb question!  I can guarantee that your question has been asked by other home owners before you.   
3.  Set the Price

Every seller has one primary goal – get the best possible price and terms for his or her home in the timeframe needed to sell.  All transactions are different, and because of this, you should do as much as possible to prepare your home for sale.

What is your home worth?
Every now and then, there is a situation where the seller wants a certain price for the home and the buyer is willing to pay that price with no other concessions.  But that scenario is certainly the exception.  In most cases, there are three prices for a home: 
1. the price you as the seller want to get for your home
2. the price a buyer thinks the home is worth
3. the price in which a point of agreement can be reached resulting in a sale
In considering home values, several factors are important: 

· Your home value vs. local sale prices. The same home located elsewhere would likely have a different value
· Sale prices are a product of supply and demand. High supply brings lower prices and longer selling periods
· Seller needs can impact sale values. If a seller must sell quickly, he/she will likely have to accept a lower price
· Sale price is NOT the only consideration. There are also expenses that must be considered, including closing expenses, selling expenses and the cost to repair any issues uncovered by an inspection
Rely on me as your agent to advice you on market conditions and area trends.   I can determine average time on the market and price reduction patterns for comparative homes.

4.  Market It

In most situations, I will immediately enter your home into the local MLS (Multiple Listing Service) and place it on multiple websites that the MLS feeds.  Additional marketing efforts need to cater to the uniqueness of the home and the current market conditions. For example, a newspaper ad may work well for one property but fail to drive any traffic for another property in a different location.  Please refer to the list of marketing activities I provided you in this binder.  Much of my work will be quiet and unseen -- yet important. The telephone calls, the work with contacts, the follow-up with open-house visitors, conversations with ad respondents, the web postings and other outreach efforts are all part of the process required to sell homes.
5.  Sell It

The goal of every seller is to have a line of buyers outside the front door, each clutching higher and higher offers. Unfortunately this is not a reality in today’s market. Therefore you need to understand the factors that determine whether a buyer's offer is acceptable. 
What's an acceptable offer?
There are three primary things that can be negotiated on a house:

1. price

2. closing costs

3. time frame

A buyer may offer you full price, but ask you to pay all closing costs and vacate the property in 2 weeks.  This may not be acceptable to you.  You should have a clear understanding of what you are willing to accept for all three of these items.

Some questions to ask yourself when considering an offer: 

· Is the offer at or near a price that is acceptable? 

· Has the buyer asked for concessions beyond the price of the home, such as closing costs?
· What is the alternative to this offer? If the home has not attracted an offer in months, then you need to determine if a better deal is possible – knowing that each month you continue to pay mortgage payments, taxes and insurance. 

· Do you have enough time to wait for other offers? 

· What if no other offers are received? 

· What if several offers are received? Do you choose the high offer from the purchaser with questionable finances who may not be able to close, or a somewhat lesser offer from a buyer with pre-approved financing? 

As your agent, I am required by law to present all offers to you, even if they are extremely low and likely not acceptable.  Regardless of the price, you should always review each offer with me taking all things into consideration.
What is a counter-offer?
When an offer is submitted by a buyer, a counter-offer can be made by you the seller, which can then be countered again by the buyer, and so on.  There is no legal limit to the number of counter-offers that can take place.  Counter-offers result in one of three outcomes: 

· Not interested
· Yes, we'll buy on these terms outlined 

· We're still interested and here's our counter-offer 

A counter-offer is nothing more than a new offer. It's an efficient and practical process -- but also one that may contain tricky clauses and hidden costs. That is why it is important that we work on this process together.  Ask me questions and share your thoughts with me at any time.   
6.  Under Contract
It might seem as though once a sales agreement has been signed that the selling process is complete. Well, it’s not over yet and some of the most complex aspects of a real estate transaction now begin.

A sales agreement sets not only a purchase price for the home, but also a series of terms and conditions, including: 

· the ability of a buyer to obtain financing, which is why most sellers prefer buyers with a pre-approval letter from a lender
· the desire for a home inspection, or a physical review of the home, by a trained and independent observer
· other conditions for loan approval including a title examination, title insurance to protect against title errors, surveys and an appraisal to assure that the home has sufficient value to secure the loan
What is an inspection?

An inspection is an important part of any home sale and one the buyer will likely engage.  The inspection process determines the structural soundness of the house.  It is also used to explain the functionality of systems in the house to the buyer (such as how to run the sprinkler system).  It is not unusual for an inspector to uncover items of concern for a buyer.  It can be something as simple as a running toilet to a more costly scenario of a leaky roof.  Please see additional information in the Inspection Information section in this book.
After the inspection is complete, the buyers have the option of submitting an Inspection Notice to you, the sellers.  This notice outlines items of concern that the buyers are asking you to repair.  If these items are not fixed as requested or further negotiated by both parties, the buyer can walk away from the purchase.  It is important that you have some money set aside for possible repairs uncovered in an inspection.  Some sellers will go so far as to pay for an inspection before listing the house to make sure there are no major issues.  
When should you close?
It takes time to arrange financing, conduct inspections, obtain appraisals, locate replacement housing, contact movers, pack and actually move.  Although a faster closing can happen in many instances, a standard closing is approximately 30 days from acceptance of offer.
7.  Closing

What happens?
Closing -- or "settlement" or "escrow" as it is known in some areas -- is essentially a meeting where the closing representative (the third party who conducts settlement) takes in money from the buyer(s), pays out money to the seller(s) and makes sure that the transfer of title is properly recorded in local records along with any mortgage liens.

The closing representative reviews the sales agreement to determine what payments and credits you should receive as the seller and what amounts are due from the buyer. The closing representative also assures that certain transaction costs are paid (such as taxes and title searches).

Closing is also the time when "adjustments" will be made. For instance, suppose you as the seller have pre-paid taxes four months in advance. In this case, the closing agent will compensate you for the prepayment at closing by having the buyer pay additional funds.  It could also work in reverse. If you are behind on property taxes, the closing agent will reduce the money due to you at settlement by the amount of the unpaid taxes.
As a final step, the buyer(s) and seller(s) meet at the “closing table” to sign all documents necessary to transfer the property.  In addition the buyer(s) will sign financial documents as applicable.  Monies are paid and keys are passed.

Congratulations – your home is sold!  
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