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REAL ESTATE GUIDE

Selling your home is a big deal -- For many, the idea of selling their home 

brings up feelings of anticipation, excitement even fun. For others, words like 
frustration, fear and anxiety come to mind. Selling your home does not have to be 
that complicated, this guide contains a wealth of information to help you make 
the right decisions during the process of selling your home. It is designed to bring 
you confidence by making the right decisions in the proper order.. 

PREPARING FOR A SUCCESSFUL HOME SALE



CHAPTER 1

If you decided to buy  a new home. It means that you’re going to have to do 
something about your old one.

What action should you take first? Will you sell it before moving? Or should you 
just buy first and sell your current home later? 

This is the age-old question that owners can spend a significant amount of time 
thinking over to avoid a pitfall that could cost them a lot of money.

Weigh the pros and cons of these options in the chart below  to ensure you pick 
the best one for you.

SHOULD YOU BUY OR SELL FIRST? 

BUY FIRST SELL FIRST 

PROS PROS

CONSCONS

• You will have a home already 

secured so you won’t stress if your 

old home sells too quickly. 

• May have the ability to use a bridge 

loan as a way to secure a mortgage  

for your new home. 

• You can spend as much time as you 

like shopping around for a new 

home for sale and moving at your 

own leisure

• If your old home sells at a less than-

desirable price later, you may have to 

fund the difference in costs.

• You might be stuck for a while with 

two homes and paying two mortgages.

• You might have to sell it quicker at a 

lesser price because of your bridge 

loan coming due

• The proceeds from the sale of your 

home can be used on your new home.

• You will know exactly how much you 

can spend on your new home.

• Time is on your side, so you’ll have the 

freedom to negotiate deals and offers 

for a better price with no pressure.

• If your home sells quickly, you could be 

left to make a rushed purchase on a 

new home that you may not like.

• Property prices could rise in the time 

between selling and buying a new 

home.

• You might have to rent before you buy  

while between homes.

The Art of a Simultaneous Closing  might be a better option for you. 

It is about orchestrating a SELL & BUY transaction with the assistance of a true 

professional facilitating a successful and smoother process for both transactions 

while protecting your best interests.



CHAPTER 2

Your decision may be affected more so by your personal situation and 

economic factors… than timing the current market.

TAXS RETURNS RECEIVED 
This is the month for rain and flowers 

and lots of green all around. 

The green also translates to money. 

Buyers like to move when there is a 

break in the school calendar year.

Because of it’s popularity, Spring also 

brings a fierce level of competition 

from other sellers and buyers.

CHOICES ABOUND

Fall is considered the next best time to 

list your home on the market. Many 

buyers want to spend the holidays in 

their new homes…with the leaves 

turning fabulous colors and nice cool 

crisp temperatures, you have a good 

shot at selling your family home 

before the cold weather sets in.

HOT SAVINGS 
Summer is a great time to move for 

a variety of reasons which is why so 

many homes are sold during these 

months, unfortunately the number of 

buyers declines because  of people 

going  away in vacations during the 

Summer months. 

SERIOUS AND FOCUSED

Many sellers want to sell before the 

end of the year for tax reasons.

Buyers looking to buy during the 

Winter months are more focused to 

buy and in general they are 

considered highly motivated buyers. 

Many sellers hold off selling their 

homes…less competition for you. 

SPRING FALL

SUMMER WINTER

WHEN IS THE BEST TIME TO SELL YOUR HOME? 



CHAPTER 2

When Seasonal Selling Should Not Be Considered. . .

ECONOMIC FACTORS 

Interest rate reductions can cause buyer

confidence levels to rise. More people may think 

about purchasing property when borrowing 

money is readily available. In this case, it does not 

matter 

What season a buyer elects to buy in? 

WAITING FOR MARKET TO GET BETTER

Selling your home on what you know will happen  

in the market is not a good idea. Don’t base your 

decision on what you perceive the market will be. 

No one can forecast accurately the future of real 

estate. Base your decision on your personal 

reasons and market conditions NOW and NOT 

what you hear your neighbors  say. .

WHEN IS THE BEST TIME TO SELL YOUR HOME? 

MARKET CONDITIONS  

The current LOCAL market conditions can also 

have an influence on when you decide to sell. 

A seller’s market is one where buyers demand 

exceeds the number of houses for sale. This could

lead you to obtain a high sale price due to 

competition amongst all the  buyers. There is no 

correlation to seasonal selling in this instance.

PERSONAL FACTORS 

When is the best time of year to sell your home? 

When you are ready, As long as your house is 

priced correctly, you should be able to sell it 

When your personal reasons dictate is time to 

sell. That’s the best time to sell!



CHAPTER 3

SELECTING THE RIGHT AGENT AND THE RIGHT PRICE

IS ALL ABOUT PRESENTATION , PERFORMANCE AND EXPERIENCE. . .

Choosing the right Real Estate Agent to help you decide on the pricing of your home, the 

marketing of your property and negotiate the sale for the best outcome to your bottom line. 

This  is one of the most important steps in the process of selling your home. 

Also, determining what your real estate agent can do for you online is extremely important, 

(over 93% of buyers now find their homes online)  but there are also many other aspects of his 

or her expertise, communication methods and background that you will need to assess 

before signing the listing contract.



CHAPTER 3

SELECTING THE RIGHT AGENT AND THE RIGHT PRICE

Hard Questions to Ask Before Choosing a Real Estate Agent. . 

How long have you been in the business?

The first thing you want to know is how long have they been in business.

Your equity represents a lot of money and you are putting this cash in the hands of your real 

estate agent.  Shouldn’t you demand for the most experienced with proven results? 

What is your marketing plan and can I see samples?

A real estate agent typically has a listing presentation, some flash cards and a business card. 

If that is the only way they are marketing themselves to you…it reflects the way they will 

market your home when they get the listing. Nowadays you need more to command 

attention among a sea of hundreds of listings coming everyday.

How many buyers have you attracted in the last 30 days?

A valid question. If they are not attracting buyers now, then how would they attract buyers for 

your property. A good listing agent has systems in place to attract buyers everyday. Ask for 

proof. 

How often should I expect to hear from you when my home is on the market?

This is the #1 complain sellers mention after firing their real estate agents. Communication is 

key when you team up with someone to help you sell your home. 

A preferred system that I teach other agents  while training is to pick one day every week and 

have a complete update about their listings, including new inventory feedback, weekly 

CMA’s and most important the feedback from prospective buyers that have seen the home.

How many sales?    Real estate license?

Staging?      Can I see your resume? 

Internet presence?  Are you full time?

Are your fees negotiable? Part time? 

Are you a broker or just an agent?  



Here are a few more 

important features you 

should look for in a real 

estate agent: 

• License: The agent should 

be appropriately licensed 

by the state government 

• Experience: Find an agent 

who has a good knowledge 

of marketing and extensive 

experience selling homes. 

• Trustworthy: Honesty and 

trust are key to any good 

relationship 

• Approachable: You’ll need 

to find an agent who is 

approachable, by you and 

future prospective buyers. 



CHAPTER 3

SELECTING THE RIGHT AGENT AND THE RIGHT PRICE

How Much Is Your Property Worth?

The price of your property may be the most important factor and incredibly influential to 

buyers; therefore, it’s an extremely important piece of information to get it right.

But How Do You Know How Much Your Property is Worth?

“The wrong price and your home could be out of the reach 
from all qualified buyers” 

By dropping the price later and you’ve  just discouraged buyers from paying you top 
dollar for your home. They know you couldn’t sell it earlier at a much higher price…. 
now you look desperate at the lower price.

A BALANCED PRICE CAN BE ACHIEVED 
WITH EXPERT HELP. . .



CHAPTER 3

Best Ways  to Determine Your Home's Value

VERY BEST

Hiring a licensed professional appraiser 

BEST 

OK

NOT OK

Checking the neighborhood sales by talking to your neighbors. . .

Real estate agent that specializes in the area performs a full CMA plus visits and drives 

around competing properties for detailed comparison report. It is advisable that the
homeowner accompanies the real estate agent while visiting properties for  best results.

Real estate agent performs a CMA from a computer using latest comparables from the 

local MLS

BAD OK
Computer generated values directly from Internet sites (eg Zillow, Trulia)

This is an automated process that has not been perfected yet. It creates confusion  

and false hopes for homeowners around the USA.  

Only use them to get a ballpark figure -- but don't bet the farm on the dollar amounts.

REMEMBER, ZILLOW DOES NOT COME INTO YOUR HOUSE….
YOUR AGENT DOES!



CHAPTER 4

Everybody knows first impressions are everything when selling a home, 
a good presentation will assure best results. Making sure your home is 
in tip-top condition once it hits the market will give you the best chances 
for a TOP DOLLAR SALE.

Preparing Your Home To Sell

•DECLUTTER
•CLEAN
•REPAIR
•REVITALIZE
•SHOW 

THE IMPORTANCE OF CURB APPEAL

Experts all agree that curb appeal is one 

of the most important aspects to 

consider when selling your home. When 

selling, it's the appearance from the 

street that determines if the buyer never 

gets out from their car. The shortcut to a 

fast sale always begins with a great curb 

appeal

According to the National Association of  Realtors, “CURB APPEAL " 

sells 49% of  all houses . .the rest is all inside. . 



CHAPTER 4

Preparing Your Home To Sell

•DECLUTTER
•CLEAN             
• REPAIR
•REVITALIZE
•SHOW 

Be ruthless 

and put a buyer’s hat on and get rid of it!

Hoarder houses do not sell for TOP DOLLAR and 

your results are proportional to the level or 

“hoardness” inside your own house.

“When you show your home, you want to engage the buyer inside an 

emotionally level… because their decision to buy will be based more on 

emotions rather than logic “

Like your “Mother in Law” is coming for a visit. All counters, 

tables or any surface areas should be 75% clear or less!

At a minimum fix obvious eyesores and bad maintenance  

spots, such as cracked windows, tiles, and plaster Your 

Realtor should be able to tell you about your ROI when 

repairing  your home. Spend $1 and sell it for $3 more!

Add some houseplants, less furniture, a little paint, 

new hardware on cabinet handles and above 

all…pay attention to the smell of your home. Pet 
smell? You won’t sell …at TOP DOLLAR

• Be flexible and really welcome them by being  gracious of their 

consideration  to consider your home as their own.

• Check the temperature of the home

• Create a mood of comfort and romance, soft music?  

• No candles or overpowering smells…no smell? then it will sell

• Light it up and brighten every room of the house.

• Consider information cards where you feel a story needs to be told 

like “You can see the 4th of July fireworks from this window” 

“Antique 80 year old chandelier purchased on auction from..” ..etc.



FOR SALE 



CHAPTER 5

MARKETING AND SHOWCASE

Marketing Your Property For Results 

When you first list your home with your real estate agent, he or she will discuss 
their marketing plan that is a suitable strategy for your particular property.
There are many different channels of marketing you can use to promote 
property. This includes print, videos, photos,  online distribution , social media, 
target marketing, PPC advertising, Facebook sponsored ads and open houses

For the widest level of exposure, it’s best to use a mixture of all channels 
recommended by your agent with particular attention to the one that 
matches your property the most.

What MARKETING REALLY MEANS

What marketing really means to a professional real estate agent:
It is learning, anticipating, listening, engaging, contributing, 
compelling, submersing, innovating, capturing, captivating, 
motivating, inspiring, responding, adapting, personifying, 
influencing, converting, conversing, differentiating, through 
various methods, vehicles and mediums until the sale of the 
home occurs. . .

What NO-MARKETING REALLY MEANS

The house sells by price when is accidentally discovered by a buyer
Or the house sits on the dark. . . unnoticed ..until expires



CHAPTER 5

MARKETING AND SHOWCASE

Marketing Your Property For Results 

The marketing game has completely changed. An afternoon open house will no 
longer do, a few pictures here and there does not cut it anymore.. . 

Everything, from the photography to the text and the introduction of the property 
to buyers — has to be perfectly orchestrated to bring the most attention to your 
property.

From videos to staging and the way your agent sells your home trough 
networking, their social media presence and most importantly the way your home 
is targeted to the right buyers…

Someone has to do this very well….or risk underselling or not selling your home at 
all..

“Using a professional stager may give you an additional edge 
in a market where buyers are calling the shots. This is 

especially true if you are selling a luxury property.
This is a simple strategy that gives you the edge in a 

competitive market” 

SHOWCASING YOUR PROPERTY





CHAPTER 6

From Contract to Settlement Day. . .and Beyond

THE CONTRACT

When signing the contract of sale for your property, you 

and the buyer are agreeing upon some specific

conditions. Usually, these conditions are there for

the buyer’s purpose and may include final inspection, or 

the full commitment in financing. 

DAY OF THE SETTLEMENT

On closing day, the property will be transferred from the 

seller to the buyer. you will sign a number of documents 

that will be explained by settlement attorney. The 

Settlement Statement (The HUD-1, as it is referred to) 

outlines all of the costs for both the buyer and sellers 

associated with the closing. It is the blue print of the sale 

of your home.

SOLD IT! . . NOW WHAT? 

CONTINGENCIES   

A contingency is a condition that  becomes part of a 

binding sales contract when both parties (i.e., the seller 

and the buyer) agree to the terms and sign the contract. 

The condition has to occur and agreed of its completion 

by both parties in order to continue with the sales 

contract. A Home Inspection could be a contingency.

….AND BEYOND 

At the time of the settlement, the attorney will  make 

sure the title of the home has been transferred to the 

new owner. You give the keys, transfer and turn off all 

your utilities, and simply move on to your next home. 



This eBook is provided with general 
information that is current as at 
publication release. Maxus Realty Group 
and ReallyNiceHomes.com principals and 
associates do not  take responsibility for 
any factors that may change thereafter. 
As seller, you are advised to contact a 
broker and/ or accountant before making 
any decisions. This information is to be 
used as a guide only and is subject to 
change at any time.

Herboso & Associates LLC 2015





THANK YOU
For taking the time to read this publication. 
I hope that you found it valuable and helpful
For more information, and to reach the author
Visit: www.ReallyNiceHomes.com

http://www.reallynicehomes.com/

