
Selling a Home 

Goals: 
! Our Duty to You 

! The Steps in the Process 

! Advice 

! What to Expect 
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1. Select a licensed, qualified team. 
!  Smoothly functioning team 
!  Attention to you. Attention to Detail 
!  Years of experience. 
!  Specialization 
!  Distressed Market Experience 
!  Knowledge of Market Dynamics 
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2. Pricing Your Home 

" Get Your Own appraisal (≈$400) 

" We will do Comparables and analyze 
your immediate market 

" Consider getting an 
inspection (≈$400) 

 
" “You will find the 

market. The market will 
not find you.” 
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3. Preparing for Sale 

"  Get a termite inspection or confirm your warranty (≈
$50) 

 
"  Know what buyers might find before they find it 
 
"  Make a budget for repairs: 

•  What is worth repairing, based on the market? 
•  What is better left alone? 
 

"  What is your time line to sell? 

"  Do you need to purchase another home before you 
sell? 
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4. Staging Your Home 

"  Resources 
•  Pinterest 
•  Good Ol’ Google 

 
"  De-clutter, de-clutter! 
 
"  Allow the buyer to imagine themselves in the house. 
 
"  Put valuables out of sight before showing. 

 
"  Ask your friends or trusted neighbor to give you 

feedback on your staging job 
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5. Listing your home 

A.  Good photos are key 

B.  80% of buyers find their 
home on line. 

C.  Smart phones are 
increasingly popular 

D.  The easier to show, the 
more people will come 
see it.  
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6. Taking Offers 

1.  Is the offer so high that an appraisal will not 
likely come in at that price? 

2.  How is the buyer financed? How solid is their 
financing? 

 
3.  If the offer seems low, is it really low? 
 
4.  Emotions are your biggest adversary. 
 
5.  Outline several possible responses before 

responding. 

6.  Counter, reject or accept 
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7. Escrow Period 

A.  Buyer will present their earnest money 
deposit to the title company (“enter 
escrow”). 

 
B.  Escrow period begins when you have 

contract acceptance and ends when you 
either close or leave the transaction. 

 
C.  Title company has two roles: 

i.  Insure title 
ii.  Handle paperwork Convenient Tool: 
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8. Inspection Period 

1.  Conduct a general inspection of the property; 
 
2.  Conduct a termite inspection of the property; 
 
3.  You can: 

•  Agree to repair all requests, 
•  Agree to repair some requests, 
•  Refuse to repair anything (say “as-is” up front) 
 

4.  Appraisal period may occur concurrently, or may 
occur later. 

 
5.  Expect to give buyer, inspectors and appraisers 

access to the property. 
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9. The Three Contingencies 

A.  Inspection Contingency 
•  If buyer finds something, they can cancel. 

B.  Loan Contingency 
•  If buyer’s lender won’t fund, they can cancel 

C.  Appraisal Contingency 
•  If no meeting of the minds, buyer can cancel 

>>If you get past these three, call the movers!<< 
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10. Appraisal and Underwriting 

A.  If there is agreement on the price, buyer’s lender 
will go to underwriting. This means they are in 
final stages of approval. “Three 

underwriters 
walk in to a 
bar…” 

 
B.  Once all “flags” and questions are 

cleared, the underwriter will send 
loan documents to the title company 
for buyers to sign, along with title 
documents.  

C.  You will go in to sign closing docs. 
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11. Final Walk-through and Signing 

Buyer will see the property 
one last time, a day or two 
before COE.  
 
Everything should be in the 
same condition as when they 
signed the contract.  
 
All repairs must be completed. 
 
You will get a Settlement 
statement a few days before 
COE. 
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12. TITLE AND ESCROW FEES 

You will see the following on your Settlement 
Statement a few days before close : 
 
•  Title and escrow fees 
•  Title insurance for buyers (paid by you) 
•  Concessions to buyers (maybe) 
•  Commissions paid listing and selling agents 
•  Payment of any past liens due 
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13. Close of Escrow 

you are going to sign title documents 
 
Bring a bank check for settlement charges, 
unless charges are covered in sales price 
 
Wait for “Recordation” 
 
CONGRATULATIONS! 
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