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THE ESSENTIAL GUIDE TO

elling

your
Home

These days, selling your home isn’t a marathon — it’s a sprint. The average

time to sell a house, from listing to closing, is 70 days. There’s a lot to do
in between — not to mention beforehand, so let's do a walk-through,
step by step.

SMOOTH

Selling

Here’s a quick roadmap to help you
stay grounded and on track. SALE

e Is now a good time to sell?
* Pick a date to list

¢ Make repairs
P R E PA R E » Deep clean and stage
e Get a preappraisal
¢ Hire a listing agent OR

@ CHOOSE AN AGENT Jgtssee

e Determine asking price

e Learn about the buyer

@ CONSIDER OFFERS * Weigh loan options

e Settle on a down payment

* Escrow
¢ Closing disclosures

* Necessary documents
¢ Your bottom line
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Homes listed on Thursdays

IISt your house sell for more money on

average than homes that

for sale oFthoweek S
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Pre-Sale
Improvements

Which extras are most likely to pay off? Honest answer:
Not many. Here are 5 popular improvements and what
you can expect for the return on your investment.
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According to a Consumer Reports survey,
home improvements for energy efficiency can
increase a home’s resale value by 5 to 7 percent.
HowS
It's about more than
just the lawn.
o
House numbers Front
and mailbox porch decor
Announce that you take pride in How you present your front porch
your home with a mailbox and house previews how your home looks and
numbers in the style of your home. feels inside — so make it inviting.
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Front door Lighting
Your front door should wave Attractive lighting can add
hello! Consider a splash of color beauty and security — real
that fits your home's character. pluses for potential buyers.
Deep clean

At listing time, your home
needs to sparkle!

I I u s t Depersonalize
Seeing your home as a clean
slate helps buyers envision

s themselves living there.

before your home goes Stage

Give your space a new, fresh
on the market feel that allows anyone to see

its potential.

Helps with
cleaning and
staging

I:l N D T H E ? Provides guidance

on markets and
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LISTING +
. AGENT

Clearly about A good listing agent wears many
VIeWINgs hats. Look for one that offers
and offers ) )
services like these.

Delivers
professional-quality
photography and
video services

Advertises across
many channels

What’s your @

price

The real question is:
How much is your home
worth — and to whom?
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Seller’s
Market

* Trust your gut

* Get trusted advice

» Pay attention to market value

Market * Use a round number
(ex. $200,000/$250,000)

* End your price with a 99
J (ex. $350,499)

Buyer’s

Loan funds guaranteed
by the Veterans
Administration

Empowers veterans
and active-duty

¢ Conventional Here are some PROS for the servicemembers to
Ty — most common loan types become NOMEeoOwWners
earnest money may with no down payment

be higher than with
other offers

VA loan borrowers
among the most

* Sometimes perceived reliable homeowners

as being more
reliable

Down Payment
Conventional y A

Down Payment ®
Loan funds guaranteed
by the Federal Housing .
Administration IFit's high...

* May signal the buyer
Buyer bears Is more prepared and
responsibility for reliable
FHA closing costs

If it's low...

* Could come with a higher
earnest-money deposit

It’s

Closing
day

You scrubbed, you staged, you appraised, you
upgraded...and you waited. You’'re finally here.

To read more about all of these topics, check out
“The Essential Guide to Selling Your Home” eBook.



