
Selling Your Home
Are you ready?
The home-selling process typically starts
several months before a property is made
available for sale. It's necessary to look at
a 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.
While part of the "getting ready" phase
relates to repairs, painting and other
home improvements, this is also a good
time to ask why you really want to sell.
Selling a home is an important matter
and there should be a good reason to sell
- perhaps ajob change to a new commu­
nity or the need for more space. Your
reason for selling can impact the negoti­
ating process so it's important to discuss
your needs and wants in private with the
REAL TOR® who lists your home.
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Pricing Your Home
What is your home worth?
All homes have a price, and some­
times more than one. There's the

price owners would like to get, the
value buyers would like to offer and
a point of agreement which can re­
sult in a sale.

In considering home values, several
factors are important:
• The value of your home relates

to local sale prices. The same
home, located elsewhere, would
likely have a different value.

• Sale prices are a product of
supply and demand. If you Jive
in a community with an ex­
pandingjob base, a growing
population and a limited hous­
ing supply, it's likely that prices
wi11rise. Alternatively, it's im­
portant to be realistic. If the
local community is losing jobs
and people are moving out, then
you'll likely have a buyer's mar­
ket.

• Owner needs can impact sale
values. If owner Smith "must"

sell quickly, he will have less lever­
age in the marketplace. Buyers may
think that Smith is willing to trade a
quick closing for a lower price -­
and they may be right. If Smith has
no incentive to sell quickly, he may
have more marketplace strength.

• Sale prices are not based on what
owners "need." When an owner
says, "I must sell for $300,000 be­
cause I need $100,000 in cash to
buy my next home," buyers will
quickly ask if$300,000 is a reason­
able price for the property. If similar
homes in the same commUl1itYare
selling for $250,000, the seller will
not be successful.

• Sale prices are NOT the whole deal.
Vlhich would you rather have: A
sale price of $200,000, or a sale
price of$205,000 but where you
agree to make a "seller contribution" ,
of $5,000 to offset the buyer's clos­
ing costs, pay a $2,000 allowance
for roof repairs, fund two mortgage
points, re-paint the entire house and '
leave the washer and dryer?


