
SELLER’S GUIDELINES

Step 1. Identify your motivation for selling and address finances

Spend some time exploring your reasons for selling. The process can be arduous
and expensive, so make sure you’re certain you want to sell before you get too
far into it.

Address finances: Call your current loan servicer to discuss your remaining
mortgage balance. It’s your first step toward understanding how much equity
you’ll have when you sell. Knowing this figure can help you budget for
improvements you’ll need to make before listing or help you plan for your future
home purchase.

Step 2. Research the best time to sell.

Understanding the state of your local real estate market — including whether
you’re in a buyers or sellers market — can help you identify the best time to sell.
If you have flexibility in your timing, you might consider waiting for a sellers
market, which occurs when there are more buyers searching for homes than
there are homes available. It gives sellers the negotiation power and can drive
up prices.

Step 3. Commit to a representation strategy.

One of the first things you’ll need to decide is if you’re going to sell your house
on your own (which is called “for sale by owner” or “FSBO”) or if you’re going to
use a real estate agent. In 2018, just 10 percent of sellers who reported selling in
the past year completed the sale of their home without ever engaging an
agent. Another 10 percent tried to sell on their own but eventually turned to an
agent or broker for help.

Consider the pros and cons of each option, including how quickly you need to
sell, the temperature of your local market, and any challenging features of your
home that may require expertise in negotiations.
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If you plan to hire an agent:

● Interview each potential agent.
● Don’t hesitate to negotiate your contract.
● Trust your agent’s home-selling advice.

Step 4. Complete home improvements

Preparing to sell your home typically takes some work, whether that’s your own
sweat equity or some professional improvements. After all, you want buyers to
fall in love with your home, like you did when you first bought it. Spend some
time getting your home move-in ready, in a way that will appeal to the
broadest range of potential buyers.

Opt for a pre-inspection: While it’s likely that your buyer will do an inspection as
part of the purchase process, sellers often opt to do their own pre-inspection.
Among sellers who worked with an agent, 25 percent had an inspection done
before contacting an agent. Why? A pre-inspection can help you avoid
surprises down the road and gives you a chance to fix the items that an
inspector would flag for a buyer.

Increase ROI with popular improvements: Consider adding some of the home
features that today’s buyers love, like a steam shower, professional kitchen
appliances, covered garage, security features, etc.

Don’t forget curb appeal: To make that all-important first impression, spend some
time on your front yard. Powerwash driveways and sidewalks, add some
seasonal plants to pots and garden beds, cut back overgrown plants and rake
leaves.

Avoid improvements by selling as-is: While you will likely pocket less money in
the end, selling a home as-is, without completing any major improvements, is a
way to speed up your overall sale process and limit upfront out-of-pocket costs.
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Step 5. Price your home competitively

Finding the right listing price for your home can be a challenge, but it’s one of
the most important factors in a successful home sale. Homes that are accurately
priced are more likely to sell in a timely manner. To sell quickly, use all the tools at
your disposal to help you price your home for sale.

Research comparables: Also known as “comps,” comparables are records of
recent homes that have sold and their sale price. It’s important that the comps
you use as reference are of a similar size and condition as yours, and in a very
similar area — the closer to your home, the better.

Hire an valuator: Having a professional appraisal done on your home can cost a
few dollars, but it can be a small price to pay if it helps you sell your home
quickly and for an appropriate price.

Lean on your agent: Your real estate agent should be an expert in home values
in your area, so they’re a great resource for finding the right listing price. Plus,
they can provide guidance on a pricing strategy that will spark the most interest
and maybe even inspire a bidding war.

Step 6. Stage your house to sell

Preparing your home to sell should also include arranging your furniture,
organizing and decorating in a way that appeals to the widest range of
potential buyers.

Staging your home can take many different forms and require varying levels of
effort, but here are a few key tips:

Declutter, clean and depersonalize: Too much stuff in a room can make your
home feel small, crowded and lacking in storage. And having too many
personal items, like family photos, can make it hard for buyers to picture
themselves living in the home.
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Select a staging plan that fits your needs: There are multiple degrees of home
staging to choose from, based on your budget, timeline and how valuable
staging is in your local area. Some staging can be done in a DIY manner, while
other larger staging projects are typically completed by a professional.

Pare down pets’ and kids’ belongings: While many buyers are pet owners or
parents of young kids, they want to visualize their own families in the home, not
yours. Take the time to repair pet damage, remove pets’ belongings, and clear
away kids’ items like gates, highchairs and piles of toys.

Step 7. Let us market your listing effectively

Once your home is ready for buyers, the next step is getting your listing in front of
as many buyers as possible. Here are some tips for how to list a home for sale.

Advertise across multiple channels: Today’s home buyers search for homes in
many ways, from surfing online listings, to looking for ‘for sale’ or ‘open house’
signs in front yards. The more places your listing shows up, the more buyers will
see it — and the more likely you are to find a buyer.

Step 8. Watch for closing hurdles

If your home has been on the market for a while and isn’t selling as quickly as
you had hoped, you may need to rewind and address some of the steps
discussed above, such as making home improvements and setting a
competitive price.

Getting that great offer is probably the biggest hurdle to the home-selling
process, but once your home goes under contract, that doesn’t necessarily
mean the challenges have ended. Consider these potential issues that can
come up between the time you accept an offer and closing day.

Home appraisal too low: If your buyer is financing the home, their lender will
typically order an appraisal to make sure the home is worth the amount being
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financed. If the value of the home comes in below the loan amount, the buyer
will have to come up with the difference in cash or walk away from the deal.

Financing failure: During the underwriting process, it’s possible that your buyer’s
financing could fall through. This can be caused by many different things, such
as new debt, missed credit card payments, or a change in employment that
makes the bank feel like there’s too much risk in financing the home.

Step 9. Move out

Plan for moving costs: No matter where you’re moving, moving is expensive and
time-consuming. Make sure you take steps to prepare to avoid any costly
surprises on moving day.

Time it right: Not only is moving expensive, but the timing is crucial. If you’re
buying and selling simultaneously, you might consider temporary housing so you
don’t have to worry about timing your sale and purchase perfectly, which rarely
happens.

Be prepared to move quickly: The average time it takes to sell a house  is
between 60 and 90 days, from list to close, so you’ll need to be prepared to
move out in a short period of time. It’s a must that you be out of the home by
the closing date.

Step 10. Fulfill closing obligations

When it comes time to close on the home, you as the seller are responsible for
some legal documents and processes.

Complete repairs and obtain certifications: If you are obligated to complete
repairs as a condition of your post-inspection negotiations, it is your responsibility
to complete those tasks before closing. Additionally, if the buyers asked for (and
you agreed to) any specific inspections or certifications, like a sewer line
inspection, those should be completed as well.
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Sign documents: One of the very last steps is showing up for your closing
appointment, where you’ll sign all the legal documents related to the sale of
your property. Depending on law firm’s Covid-19 Social distancing policies, you
may sign during the same appointment as your buyer, or you may do it
separately.

Hand over keys: The keys are handed over to the buyer once you vacate the
premises, and as dictated in your contract with the buyer. If the buyer is taking
immediate possession, you might hand over the keys at the closing
appointment. Or, depending on the terms of your agreement, it could be much
later.

Close the transaction: At closing, the settlement agent (either the closing
attorney or escrow company hired at the outset of the transaction) will record
the new deed for the home with the county, pay off your remaining mortgage
balance, pay all closing costs and make sure you receive your profit.
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