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Preparing to Sell

Preparing your home for sale is a critical
first step, and your real estate agent plays
a key role in guiding you through this
process. They will assess your home’s
current condition and recommend
essential repairs, such as fixing leaks,
painting walls, or upgrading outdated
fixtures, to enhance its appeal. 

The agent will also advise on decluttering
and depersonalizing the space, helping
potential buyers envision themselves
living there. Additionally, they may
suggest professional staging, which has
been proven to attract higher offers and
reduce time on the market. Their
expertise ensures your home is presented
in its best possible light to prospective
buyers.

Getting Started



Marketing

Marketing

Marketing your property effectively is
essential for attracting potential buyers,
and your real estate agent will craft a
comprehensive strategy to maximize
exposure. They start with professional
photography and video tours, showcasing
your home’s best features and making a
strong first impression online. The
property is then listed on the Multiple
Listing Service (MLS) and other major
platforms like Zillow and Realtor.com,
ensuring wide visibility.

The Price is Right

Setting the right price is crucial,
and your real estate agent’s
expertise ensures you get it right.
They conduct a thorough
comparative market analysis
(CMA) to assess recent sales,
market trends, and your home’s
unique features. 

This approach helps determine a
competitive yet realistic price,
maximizing profit while avoiding
the risks of overpricing or
underpricing. By strategically
pricing your home, your agent
ensures it attracts serious buyers
and sells efficiently.

 Your agent will also leverage their
network, social media, and
targeted email campaigns to reach
a broader audience. By
highlighting your home’s unique
selling points and creating a
tailored marketing plan, your
agent ensures it stands out in a
competitive market.



Negotiating

Negotiating offers is a critical stage in
selling your home, and your real estate
agent is your advocate throughout the
process. They’ll carefully review each
offer, considering not just the price but
also contingencies, financing terms,
and closing timelines. With their
market knowledge and negotiation
skills, they’ll craft counteroffers that
protect your interests while keeping
buyers engaged. Your agent’s expertise
ensures you secure the best possible
terms, making the negotiation process
smoother and more favorable for you as
the seller.

Keep in Mind

Know the Market: Understand
current trends to leverage your
negotiating power effectively.
Evaluate Offers Holistically:
Consider contingencies, financing,
and closing terms, not just the price.
Anticipate Counteroffers: Be
prepared for negotiations and work
with your agent on strategic
responses.
Stay Objective: Focus on financial
and practical aspects, leaving
emotions out of the decision-
making.

Negotiating



Last Steps
Closing

Closing the deal involves finalizing
the sale, and your real estate agent
will guide you through this crucial
step. They’ll ensure all paperwork is
accurate, manage communication
with escrow and title companies,
and handle any last-minute issues,
such as inspection repairs,
ensuring a smooth and timely
closing process for you.

STATS TO KNOW

Timeline: The average time to close a home sale in the U.S

is around 30 to 45 days.

Costs: Sellers typically pay 1-3% of the sale price in closing

cost fees, Title insurance, transfer taxes and escrow fees.

Inspections: About 90% of sales need one. 20% of

inspections lead to renegotiations or repairs.

Tech Savvy: Around 60% of home sales involve digital

transactions or electronic signatures.

Concessions are made in 15% of sales leading to sellers

covering part of closing or repair costs.

We Can Do This Together!


