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he decision to sell your home can be an 
emotional one, and it may not always be 
straightforward. Given the evolving conditions 

that are shaping the 2024 real estate market, it’s perfectly 
reasonable to wonder whether it might be better to wait.

At any given time, there are many factors you need to consider before 
listing your home for sale. Some of them are personal, but especially 
now, many are more intricate issues that only a licensed, experienced 
real estate agent is expertly equipped to help you understand. It’s 
essential to have a professional who can properly guide you through 
determining whether selling your home now is right for you.

This guide is designed to assist you in making that decision. It 
includes a review of the current housing market, questions you’ll 
want to ask yourself and an agent, and some basic information that 
will allow you to better understand and assess the answers you 
receive. And if you do decide to list your home, the included seller’s 
checklist will help ensure that nothing is missed along the way.

The current US housing market is facing an unusual but not unique set of challenges, 
characterized by a shortage of available homes and high interest rates. This low-
inventory environment presents both opportunities and risks for buyers and sellers alike.

INVENTORY SHORTAGE
One of the defining features of the current market is a lack of listings, which can be 
attributed to various factors, including:

•   The lingering impact of COVID-19: The pandemic disrupted construction and supply 
chains, leading to a backlog in new home construction.

•   The availability of remote work options and low interest rates: These two factors 
fueled a surge in homebuying, outpacing the available supply.

•   Homeowners’ reluctance to sell: Many homeowners with low-interest mortgages are 
hesitant to sell, fearing they won’t be able to find a new home with a similarly 
favorable rate in the current market.

THE CURRENT HOUSING MARKET: 
A COMPLEX LANDSCAPE
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HIGH INTEREST RATES
The Federal Reserve’s interest-rate hikes have 
significantly impacted the housing market. 
Even as Fannie Mae, the Mortgage Bankers 
Association, the National Association of 
Realtors®, and other organizations anticipate 
a modest decline to at or below six percent at 
least through mid-2024, monthly mortgage 
payments are still more expensive than they 
used to be. This has pushed some potential 
buyers out of the market, leading to a slight 
decrease in demand and a slowdown in price 
growth in certain areas.

RELUCTANT SELLERS
As noted earlier, homeowners with low-
interest mortgages are reluctant to sell in 
the current market due to fear of getting 
stuck with a higher rate and, thus, higher 
monthly payments on a new home. 
This dynamic creates a vicious cycle, 
limiting the supply of available homes 
and contributing to rising prices.

POTENTIAL IMPACT 
OF A RECESSION
A recession could have significant implications 
for the already complex housing market, 
though it’s unclear how severe that impact 
would be. There are several possible scenarios:

•   Reduced demand: A recession could lead 
to job losses and a decrease in consumer 
confidence, resulting in fewer buyers and 
potentially lower prices.

•   Increased inventory: As demand cools, 
some homeowners may be forced to 
sell, potentially leading to an increase in 
available inventory.

•   Stalled market: The combination of rising 
interest rates and a recession could create 
a stagnant market, with little movement in 
either prices or sales volume.

UNCERTAINTY FOR 
BUYERS AND SELLERS
The current low-inventory market 
combined with higher interest rates and 
the potential for a recession creates a 
great deal of uncertainty for both buyers 
and sellers. In such an environment, it’s 
essential that home sellers not go it alone. 
A knowledgeable real estate agent can 
help you market your home effectively and 
get the best possible price. And if you are 
simultaneously looking for a new home, 
they’ll help you navigate the landscape and 
get the best possible deal on that end as well. 
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Ultimately, the answer to this question may depend more on your personal 
needs than on market conditions. For example, it could be that you’re tired of the 
upkeep, your lifestyle has changed, you need to relocate for a job, or you’re preparing 
to retire. Maybe you find that you need more space or, conversely, want to downsize. 
Or perhaps you have a good deal of home equity you want to cash in on or mortgage 
payments and taxes have become a burden. You may even simply be looking at your 
neighborhood and noticing it has appreciated in value (suggesting you could get top 
dollar for your home) or depreciated (meaning you may want to sell before prices fall 
any further).

If you’re thinking about selling your home in 2024, you’ll need to understand the 
market conditions to make an informed decision. Right now in most areas of the 
country, there is more demand for homes than there are houses available, which 
traditionally gives sellers an advantage. But the particulars of any market are dictated 
by what is happening in the area, making the knowledge and expertise of a local agent 
indispensable when determining whether now is the right time for you to sell.

Determining your home’s value and pricing it accurately are crucial for 
a successful sale. The goal is to ensure your property isn’t overpriced 
(which may prolong the time your home is on the market) or 
underpriced (which means leaving money on the table).

An agent will have access to vast amounts of data on recent sales 
of comparable properties in your area, which they will use to create 
a detailed comparative market analysis (CMA) that establishes the 
market value of your home compared to similar homes in your 
neighborhood. This analysis, combined with consideration of the 
current market trends and an assessment of the unique features of 
your home, will allow the agent to determine an optimal asking price. 

IS NOW THE RIGHT 
TIME TO SELL?

WHAT IS MY 
HOME WORTH?
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As noted above, the current housing market is facing a shortage of inventory, meaning there are 
fewer homes available for purchase than buyers looking to buy. This can lead to fierce competition 
and higher prices, but it doesn’t mean you’re out of luck. An agent with experience in low-
inventory markets, the right approach, a positive attitude, and a commitment to open and frequent 
communication will have the resources to help you navigate this market and achieve your goals.

There are several strategies you can use to prepare to sell and buy at the same time:

WILL I BE ABLE TO FIND 
ANOTHER RESIDENCE?

•   Get preapproved for a mortgage. If you 
won’t be making a cash offer, then get 
preapproved (not just prequalified) to 
demonstrate your financial strength. In a 
competitive market such as this, doing so 
will help shore up your position.

•   Identify your must-haves. Define the 
nonnegotiable requirements of your next 
home, like location, size, and essential 
features, and be prepared to compromise 
and adapt regarding the nonessentials.

•   Be proactive in your search. Attend open 
houses, network with neighbors, and let 
people know you’re looking for a home.

•   Expand your search. Work with an agent 
to explore off-market listings and less 
traditional listing platforms.

•   Be open to alternative options. Consider 
fixer-uppers, new construction, or even 
short-term rentals to bridge the gap 
between selling and buying.

•   Don’t be afraid to make an offer. Even 
if a home is listed above your budget, 
a well-crafted offer can be enticing to 
sellers in a competitive market.

•   Maintain a positive attitude. It may 
take longer to find a home than you 
would ideally like, but stay optimistic 
and trust the process.
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THE ESSENTIAL SELLER’S CHECKLIST

One of the greatest benefits of working with an experienced real estate agent is having access to their 
network of professional partnerships. Agents often work with preferred legal and financial experts, 
which means they have excellent insight into the options available to clients who are simultaneously 
buying and selling. They should be able to explain your various possibilities, including:

•   Sale contingency: By including a sale 
contingency in your offer, you make the 
purchase of your new home dependent on 
the sale of your current one. It can provide 
a valuable layer of protection if the latter 
encounters complications.

•   Bridge loan: This is a short-term loan that 
helps you pay for your new home while you 
wait for the money from the sale of your old 
home to come in.

•   Rent-back agreements: You may find that 
your buyer is willing to negotiate a rent-back 
agreement, whereby you pay them rent to 
stay in your home for a period after closing.

•   Temporary housing: Depending on your 
situation, it may make sense to evaluate your 
budget and assess if you can afford temporary 
housing while looking for a new home.

•   Back-to-back escrow: If you are selling 
your current home and buying your next 
within a short period, perhaps even on 
the same day, a viable option may be to 
arrange for back-to-back escrow. Also known 
as concurrent escrow and simultaneous 
closing, this is when the proceeds from 
your sale go directly toward the purchase 
of your new property, dramatically 
reducing the timeline and lowerging your 
chances of carrying two mortgages.

Use this checklist to get your house in order, 
put your buyer at ease, and avoid any potential 
roadblocks that may delay closing.

PREPARE FOR SALE
It is entirely possible that in a hot seller’s 
market, an agent may suggest there is little 
you need to do to prepare your home for sale. 
Even so, you will always do whatever you can 
to present your property in the best light to 
attract buyers and higher bids.

Make necessary repairs and updates. 
A real estate agent may advise you to get 
a pre-listing inspection to identify and 
address any problems before listing your 
house for sale. This can help to avoid 
surprises and prevent potential buyers 
from backing out of the deal. Make any 
minor repairs that can be completed 
inexpensively, such as leaky faucets, 
loose doorknobs, and chipped paint. An 
agent can also suggest improvements 
that may add value to your home and 
yield a high return on investment. 
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Stage your home. Create inviting and 
functional living spaces, and highlight 
key features of your home, such as a 
fireplace, built-ins, and architectural 
details. Many agents have partners they 
work with to stage a home for show; 
some even have trained stagers as a part 
of their teams.

Declutter and depersonalize. Your 
goal is to create a clean and welcoming 
environment that appeals to potential 
buyers. Remove excess furniture, 
personal belongings, and family photos 
to create a sense of spaciousness. Pack 
away collections and hobbies, and store 
items that aren’t essential for everyday 
living, such as extra appliances, seasonal 
decorations, and exercise equipment.

Thoroughly clean. You want to make a 
positive first impression, so make sure 
your home is spotless. A local agent can 
likely recommend a professional service 
to clean all floors and carpets, surfaces, 
windows, and upholstery as needed.

Enhance natural light. Open window 
blinds and curtains, and trim back any 
overgrown landscaping that is blocking 
sunlight. Use lamps and light fixtures 
to brighten dark areas, and consider 
adding reflective surfaces like mirrors to 
help bounce light around your rooms.

Boost your curb appeal. The exterior of 
your home creates its first impression, 
and you want it to be a positive one. 

•   Mow the lawn, trim hedges 
and shrubs, and weed flower 
beds. Plant colorful flowers and 
greenery, and consider adding 
potted or hanging planters. 

•   Freshen the paint on trim and 
shutters. Pressure-wash siding and 
walkways, and clean the gutters and 
downspouts to prevent water damage. 

•   Ensure there is plenty of lighting 
for evening showings. Illuminate 
pathways, update outdoor light 
fixtures, and install a welcoming 
porch light.

•   Augment your main entry door 
with a fresh coat of paint and a new 
doorknob, and add house numbers 
that are easy to see. Placing a door 
mat and a seasonal wreath will lend a 
welcoming touch. And if your mailbox 
has seen better days, replace that too.

•   Clean and declutter your porch and 
patio furniture. Stage your outdoor 
space with seating and a table 
so potential buyers can envision 
themselves enjoying it.
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Warranty information: Gather any 
appliance warranties, roof warranties, 
and others applicable to your home. 

Owner’s manuals: Provide manuals 
for appliances, HVAC systems, security 
systems, and other equipment. 

Work permits: If your local government 
required permits, give these to the 
buyers for peace of mind.

Homeowners association documents: 
If applicable, supply copies of 
the homeowners association 
rules and regulations, governing 
documents, and contact information 
for key association members.

Maintenance records: Collect any 
records of past maintenance and repairs 
done on the property. 

Security system information:  
Share all relevant details about the 
security system, including codes, 
instructions, and contact info for 
the service provider. Make sure 
you also give the new owners any 
automatic garage door openers.

•   Trash pickup and recycling schedules.

•   A list of paint colors and brands used 
throughout the home. 

•   Names of businesses that provide lawn-care 
and snow-removal services.

•   A list of nearby amenities, such as parks, 
grocery stores, restaurants, and post offices.

•   Contact information for utility companies 
and waste-management services. Include 
average monthly bills for gas, electricity, 
water, and others to help buyers budget 
their expenses.

COLLECT HELPFUL DOCUMENTS
While not mandatory, providing certain documents demonstrates good faith and can significantly 
enhance the buyer’s experience by boosting their confidence and easing their transition into their 
new home. Organize these documents clearly and logically, making them easy for the buyer to 
access and reference. In addition, gather receipts you have for improvements that may provide you 
with tax advantages after closing. 

Some of the documents you may want to 
assemble include: 

Additional information that new homeowners 
appreciate are:
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SELLING A HOME IS 
ALWAYS A BIG DECISION
Selling a home is a significant and 
often emotional decision, and while the 
circumstances confronting the housing 
market in 2024 may make it feel particularly 
consequential, it doesn’t have to be quite so 
stressful. With the information provided here 
and the expertise of a professional real estate 
agent to guide you through the process, you 
can get answers to your questions and make an 
informed decision that is best for you.

Remember to put your needs first. 
Before diving in, take some time to consider 
your personal reasons for selling. Are you 
looking for a bigger home, downsizing, or 
relocating? Knowing your goals will help 
you make educated choices throughout 
the process.

Understand the market. The current housing 
market does present some challenges, with 
lower inventory and rising interest rates. But 
don’t let that discourage you! There are still 
plenty of buyers out there, and a good real 
estate agent can help you navigate the market 
and get the best possible price for your home.

Know the value of your home. 
From determining how much equity is in 
your home to providing a comparative market 
analysis, a real estate agent can give you a clear 
picture of your home’s worth in today’s market.

There are ways to buy and sell at the same 
time. Don’t worry if you haven’t found your 
next home yet. With an open mind and smart 
strategies like preapproval, you can buy and 
sell simultaneously. An agent can also advise 
you on options such as sale contingencies, 
bridge loans, and temporary housing to make 
the process smoother.

And utilize the seller’s checklist to . . . 

Prepare your home for sale. Remember that 
first impressions matter! Make minor repairs, 
declutter and depersonalize your space, and 
give it a thorough cleaning. A little effort will 
go a long way in attracting buyers.

Build confidence with buyers. Provide buyers 
with helpful documents like warranties, 
manuals, and maintenance records. This will 
show transparency and make them feel more 
comfortable with their purchase.

Stay positive and flexible. Selling a home 
takes time and patience. Remain optimistic, 
and communicate openly with your agent. Be 
prepared to adjust your expectations and adapt 
to market conditions as they change.

YOUR PARTNER IN SUCCESS
Real estate agents have the expertise to guide 
you through the complexities of the market 
and help ensure a smooth and successful sale. 
With the right guidance and a positive attitude, 
you’ll be well on your way to achieving your 
goals. Reach out to discuss your needs today!


