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SELLERS GUIDE TO MARKETING YOUR HOME
You’re all set to sell your property to embark on a new chapter of your life. Maybe you want to move closer to
your family, have recently switched jobs, or need a larger living space. Regardless of the reason, the best
rational option seem to “Sell Your House”.
But it doesn’t mean that the process of selling your dwelling is easy, especially if you have an emotional
attachment to your home. Aside from parting ways with memories you made there, you may need to make
some needed preparations to get your home ready for prospective buyers.
Selling a property, yourself can be a stressful process. If you want to sell your home quickly, it can make the
process even more challenging. While some sellers require fast cash, others may have personal issues such as
divorce or bankruptcy. Other times, individuals with inherited property become accidental landlords and find
managing a rental property a daunting task.
When sellers have these pressures, they have choices to consider. Traditional methods can take 3-6 months or
more. How can you reduce that wait time?
This is when a professional real estate agent can make your home sale journey hassle-free and fast. Hiring an
experienced and competent realtor can not only help you prepare your property and find prospective buyers,
but also negotiate and close the deal successfully.
This information has been designed to help you with everything you need to know about marketing and selling
your home to potential buyers. We believe a strategic home sale plan is the most important step in the process,
and it can help you receive more money for your home.
We have included a variety of methods that can prove fruitful for a seller. By going through our information,
not only will you understand what it means to market your home, but you will also be able to understand the
importance of working with a professional real estate agent. With that said, let’s dive in to show you how you
can get top dollar for your home through effective strategies. Before we jump into the topic, how about briefly
going through some reasons why homeowners sell their properties?
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TOP REASONS PEOPLE SELL PROPERTY
Family
Move closer to family and friends. The family is growing, and it’s time to look for a larger home. The family
may be thinking about schools or location.
Downsizing
Downsizing is one reason why many “empty nesters” shift to a new place. It can help increase cash flow;
reduce maintenance costs and utility bills.
Changing Circumstances
When a partner passes away, or a relationship changes, the occupants may find the home either too small or
too big. In many cases, grown individuals consider familial property impractical to hold on to after the demise
of a parent. In that case, many estate planners suggest homeowners transfer the property’s title into a trust to
make home selling easier.
Inherited Unwanted Property
In some situations, holding onto an inherited property makes no sense. If the owners live far away, paying
utilities, maintenance costs, and property taxes of a vacant inherited property only makes an additional cost.
Selling an inherited unwanted property fast makes the best option.
Realizing Your Equity
Selling a home that has home equity loans is often the right solution to get fast cash. The line of credit can
turn into more debt, and that is not an appealing option for everyone. Many property owners take benefit of
value appreciation and sell the property when they need instant cash.
Did Not Qualify for Refinance
If you have too much debt, your refinance loan application will be denied. In this case, many lenders
recommend selling the home.
1.

Decision to Move

2.
3.

4.
5.
6.
7.

Initial Consultation with a Realtor
Choosing an Option
• Do Nothing
• Sell On Your Own
• Use a Traditional Realtor
• Work with a Professional Real Estate Consultant
Understanding Your Housing Market
Assessing the Value of your House
Setting the Correct Price
Preparing your House for Sale

8.
9.

Putting your home on the Market!
Marketing Plan Begins

10.
11.

12.
13.

Offer Accepted!
Clearing Contingencies
• Inspection
• Financing
• Appraisal
• Termites
Details, Details, Details...
Closing/Celebration

14.

Finding Your New Home
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FOR SALE BY OWNER
If you don’t want to engage a real estate agent for listing your house, “For Sale by Owner” (FSBO) is an option.
However, the option is rare. National Association of REALTORS® 2020 Profile of Home Buyers and Sellers
showed in its Homebuyers and Sellers Profile that only 8 percent of sellers opted for the FSBO (For Sale By
Owner).
30 percent of sellers who manage their own transactions, sell the homes to their relatives, neighbors, and
relatives. In an FSBO transaction, you can start by setting an “asking price” and stick to it.
Note that FSBO homes sell for 26% less than homes listed by an agent,
which often negates the commission savings.
Be aware that some agents do not show For Sale by Owner homes, so you may have limited showings.
While using FSBO could save you money, it requires a significant amount of effort and time. You will have to
deal with details including home marketing to paperwork. You will need to list the property online, take quality
photos, document all the listing details, and organize showings.
You need to have good knowledge of your local real estate market to price the house accurately. If you’re
comfortable with the process FSBO may work for you.

Listing with a Real Estate Agent- MLS
The MLS is a database used by licensed real estate brokers to assist buyers and sellers with the transference of
ownership of real property.
The MLS is used to market properties based on contractual agreements made between the broker and the seller.
Properties listed on the open market that meet the criteria to be a good investment will probably be highly
sought after. This is where having an investor-friendly real estate agent or realtor can make a difference.
Understanding Real Estate Professional’s Roles
A listing agent is a person that represents the best interests of sellers exclusively. The goal of a listing agent is to
sell the property for the most money in the minimum amount of time. The professional real estate listing agent
serves as an advisor to sellers. The full-service real estate agent offers total transparency by charging all the
sellers the same commission. Plus, the real estate brokerage doesn’t charge fees for digital marketing and
professional photos. On average, a property listed with real estate brokerage sells for more compared to the flat
rate discount brokerages. They do much more than just putting a “for sale” outside a property. They list the
home in MLS and social media platforms that work as instant advertising. They watch the market and position
your home.
Flat Fee Brokers
Flat-fee real estate brokers, agents, and companies can also property owners sell their homes. The only
difference is that they charge a “set flat fee” to sell a house (only on the listing side of the transaction). For
instance, if you have a flat fee rate of $6,000 for your $750,000 home sale, you may think it will save you on
overall commission. Almost 90% of all buyers have real estate agents representing them, so you are likely to
have to pay the buyer’s agent commission or choose to only work with unrepresented buyers. Not having all the
disclosures completed and signed by both parties can potentially leave yourself open to litigation.
You could save the small percentage difference between the flat fee and the listing commission; however, some
flat-fee firms’ big discount offers come with tradeoffs.
That is why it’s always better to work with reliable platforms and professional real estate agents. When you list a
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property with a reliable agent, you don’t need any negotiation.

PREPARING YOUR PROPERTY
1. Improve your landscaping
Curb appeal is crucial to a good first impression, so
make sure your home’s lawn is immaculate. Mow,
prune the bushes, weed the garden and plant flowers.
2. Clean the outside
Be sure to clean the gutters and pressure wash your
home’s siding.
3. Make repairs
In a buyer’s market, you want your home to be in the
best condition possible. Take care of major defects
like broken windows or a leaky roof that could
discourage buyers.
4. Make the front door inviting
A fresh coat of paint, especially in a color that
contrasts with the home, will make the front door
stand out. Replace faded house numbers so buyers
can see them from the curb.
5. Buy a new welcome mat
Let buyers know they’re invited into your home.

6. Remove clutter & depersonalize
Buyers want to envision their belongings in your
home. Clean up by renting a storage unit for
knickknacks, photos, extra furniture and other
personal items.
7. Organize closets & drawers
Messy closets give the appearance that your home
doesn’t have enough storage space.
8. Make every surface shine
From ceiling fans to floors and everything in between,
clean your home until it sparkles.
9. Take color down a notch
Paint your walls a neutral color that will appeal to a
wide range of buyers.
10. Eliminate bad odors
|Hide the litter box and spray air neutralizer
throughout your home. When showing the home, fill
it with inviting smells by putting out fresh flowers &
baking a batch of cookies.

THE SELLING PROCESS-WHAT DOES IT INCLUDE
Requesting a value estimate to calculate the market of your is always a good place to start. Make sure you seek
the assistance of a qualified professional real estate agent to help you make a preliminary estimate of
property value. Experienced real estate agents have comprehensive details of recent sales records, market
trend data, and last sale price.
With a professional agent, you can navigate through your home sale tasks in manageable ways. A real estate
agent can help you get the best price regardless of what shape your property is in, though it is advisable to
prepare your property to the extent possible.
Ø Location - The single most important factor in determining the value of your home.
Ø Buyer exposure - Open houses, broker’s tours, ease of agent showing property.
Ø Timing - A flexible marketing plan should be developed which analyzes the current marketing conditions and
individual features of the property.
Ø Condition - Optimizing the physical appearance of your home will maximize the buyer’s perception of value. A buyer
will buy what they see, not what “can be.”
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STEP: 1 GET YOUR HOME SALE AFFAIR IN ORDER
How Do You Assess Your Home Value?
Traditionally, you can contact an appraiser for home value analysis by performing an onsite visit. This
professional evaluation or advice carries a fee.
Today, many homeowners plug their addresses into a price check tool available online and get a free estimate
for their home value. Most of these online tools pair personal property insights with the latest housing market
data. Note that these online tools, regardless of their efficiency, don’t provide total precision. Their accuracy
depends on the available data of real estate in the locale. They are not end-all-be-all to price the home
accurately. For the most part, on-line service pull data from a geographic are and divide the number of homes
by the sales price, this is not accurate. Consider hiring a professional real estate agent to get an accurate
estimate of your home value. They consider multiple factors; including location, trends, interest rates, timing,
condition and more.
Calculate Equity
It is the right time to calculate the home equity of your property. Home equity is the home value after
subtracting your mortgage payoff. While some states have relatively low home values, homes in states like
California, Hawaii, and New Jersey have much higher home costs, meaning people pay more for their mortgage
each month. Additionally, mortgage interest rates vary by state. The average mortgage is $33,400 nationwide.
Try to spend less than 30% of your gross income on your home. A standard rule that lenders use as a criterion
for approval is to not allow people to spend more than 30% of their gross income on their mortgage.
Estimate Your Net Proceed
Estimating home equity isn’t
enough to determine the money
you will pocket from your home
sale. You must account for all the
selling expenses, such as taxes,
fees, and agent commission. If
you’re a first-time seller, hire an
agent to help you guide you
through
approximate
calculations.
Start Decluttering and Packing
Already! When you start boxing up
before time, you will find moving
into the next place easier.
Remember that moving takes
longer and needs significant
preparations.
Starting early will make paring
down the clutter for staging and
showings relatively simple. You
can start with bulky and heavier
kitchen appliances, excess towels,
and out-of-season outfits. A less
cluttered home makes the home
seem larger to the prospective
buyer.
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STEP: 2 FIND A PROFESSIONAL REAL ESTATE AGENT
Once you’re done with this preliminary task, find an experienced real estate agent to determine updates and
repairs required to make before the sale. Check out the given steps to find a professional real estate agent.
Interview Candidates
Of course, you need someone who can understand your property and knows the right ways to make the selling
process hassle-free. You must consider multiple options before hiring the best one. Narrow down your search
by making a short questionnaire. Shortlist the ideal candidates and interview them either in person or over the
phone. You can determine the communication style and personality of agents by interviewing them. Here are a
few questions to ask:
Ø
Ø
Ø
Ø
Ø
Ø
Ø
Ø

Are you a member of MLS and hold a state license?
How many sales did you have in last year?
How will you arrive at a listing price?
What are the commissions and closing fees?
What is your sales and marketing plan?
How will you help get the home ready for sale?
How will we communicate?
What is the estimated length of the process?

Look for Experienced Agent
Experience is perhaps the most important quality you need to look for in the agents’ profile. It is especially true
if you‘re a first-timer and have no idea about selling the property. Pay close attention to the agents' statistics.
You must find out that the agent you choose is familiar with various property types, whether they are
townhouses, single-family, or condos. Check for the designation of the chosen agent in a particular niche. For
instance, if you choose an agent with a CRS designation, they are a Certified Residential Specialist, a member of
the Residential Real Estate Council, have completed the required education and received the official CRS
designation.
A good seller’s agent aligns his interest with the interests of the sellers. It is because the more a house nets
from the sale, the more the agent will earn. Select a real estate agent who can give you the time necessary;
otherwise, they may lack the time to service your listing. Also, not all agents can provide you with the same
services. The agent you hired to buy a property is not necessarily an ideal choice to sell the house. It is because
home selling requires different expertise and sets of skills.
Sign a Listing Agreement
Once you know who you want to work with, it is time to sign a listing agreement. It is typically a contract
between the listing agent and the homeowners in which they agree to compensate the efforts of the agent for
selling the house. If the agent finds the buyer for the property before the contract expires, the seller will pay
the commission fee at the commission rate, which is approximately 5-6 percent total for both the sellers and
buyer side.
Pricing right = equals more money to sellers - When a property is priced right, buyers are much less likely to
make a low offer, for fear of losing out on a great deal.
Increased Salesperson Response - When salespeople are excited about a property and its price, they make a
special effort to contact all their potential buyers and show the property whenever possible. Creating urgency
is a key component to success.
Advertising - Buyer inquiry calls and e-mail are more readily converted into showing appointments when the
price is not a deterrent.
More money To sellers - When a property is priced right, the excitement of
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the market produces a higher sales price in less time. You net more due to the higher sales price and lower
carrying costs

STEP 3: PRICE YOUR HOME
Get a Home Inspection
Pre-inspections can make or break a
sale. The inspection is typically a
contingency of the offer, which
means the buyers can back out if
they discover any serious problems
on the property. If you’re selling to
lenders, they also expect an
inspection to ensure that they are
making a safe investment. In short,
inspections can greatly help sellers
negotiate deals with their clients.
Keep in mind that when you list a
property on the real estate market,
the most vital selling feature is its
size, the way it’s laid out, or how it
looks. Having the property drawn
out, renovated, and measured gives
credibility to the listing and
comforts the buyers, as they know
that a specialized professional has
handled this critical feature of the
inspection.
Many homebuyers get information from the home and pest inspectors that provide them with leverage when
negotiating with the sellers. Based on this information, they request repairs and get concessions on the issues
the home inspector has highlighted. The inspections give the seller the opportunity to fix some of the items,
making your sales proposition stronger and buyers negotiation weaker.
Your realtor is qualified to negotiate for the repairs and price. They can determine the importance of
inspection information and know when and who to keep in the loop. A competent realtor is aware of the
customer's interests and knows how to make the process as easy and smooth as possible.
Review your Real Estate Agent’s (CMA) Comparative Market Analysis
As mentioned above, estimating the value of the home without an expert’s opinion will not give you accurate
stats. Experienced real estate agents have in-depth knowledge of the local market and can provide you with
comprehensive market analysis as a part of the services.
The comparative analysis allows agents to compile sold properties in the area and make a comparison to the
property you’re selling. It helps them calculate the fair market value. CMA, in general, analyzes raw data,
including square footage of the property, bedroom count, proximity to streets, remodel value, and local
attractions. Every aspect is important in drawing a full pricing picture.
Consider Price Filters
Did you know most buyers set the home purchasing budget in the round figures? For instance, a home
purchasing budget may range between $900,000 and $1,000,000. If you price the property at $899,999, you
might be missing potential buyers who are looking for homes in the $900,000 range. This is when you need an
agent who can set the home value that doesn’t straddle in a specific price bracket. It is one way to ensure
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your home gets seen by as many home buyers as possible.

Buyer’s Market Versus Seller’s Market
A high absorption rate means there’s a high demand for homes and that homes don’t stay on the market for
long. A market with an absorption rate at or above 20% is typically called a seller’s market, whereas an
absorption rate below 15% signals a buyer’s market. Relatively low mortgage rates, supply shortages and the
work-from-home trend will encourage home sales. However, the price trend will be more moderate compared
to housing market predictions. The median home sales price is predicted to rise 2.9% in 2022, according to
Realtor.com, which will create a more balanced market.
•

Supply shortages: Construction of new homes has been stymied by supply chain and labor
shortages. In the past, new home construction has helped regulate the demand for homes. Home
prices may continue to climb because of these shortages.

•

Work-from-home trends: Continued interest in remote work will drive up real estate costs. One in
five homeowners will look to move to the suburbs because they no longer need to situate
themselves close to their jobs in a city center, creating a demand in selected areas.

Home price growth means that home buyers will need to make sure they can afford the homes they plan to
buy, particularly in certain pockets of the country. Prospective home buyers may want to use mortgage
calculators to determine home price affordability in advance and potentially save more for a down payment.
Home Values
Home value is different from home price–home value refers to the amount a buyer is willing to pay to purchase
a home. It's sometimes called the "current market value.” What will happen to home values in 2022? Bidding
wars changed home values in 2021 because real estate-hungry buyers were willing to pay more for homes than
homeowners' asking price. According to data from Rocket Homes, home values were up 10.74% from January
2020 to the same time in 2021. From January to November 2021, prices are up by 17.48%. Home values
should continue to rise in 2022, and balance out to a more moderate market.
Based on forecasts, the housing market will change. Mortgage rates, home prices and home value will rise.
Though many aspects of the housing market will experience a slowdown, home price appreciation will occur.
As more homeowners list their homes for sale in 2022, these homes may remain on the market for longer
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periods of time. Even so, buyers will need to act quickly because the housing market is still a seller's market
due to the demand that still outpaces supply.

STEP 4: PREPARE HOME FOR MARKET
You can see we have stressed the importance of marketing your home in the introduction, but there is more to
this process than meets the eye.
What Preparations Will Add The Most Value?
Did you know the real task of property selling begins even before you list it on the market or allow buyers to
see it to buy?
Cleaning
The first step of the home sale process is to prepare it for the buyers. You can start with the basics such as
cleaning. Deep cleaning the house is something you usually do before visit of special guests. It goes the same
for the home selling. Scramble around the home, clean everything, and clear the mess.
You can do it by;
ü Cleaning up clutter and debris, keeping walkways clean
ü Mowing the lawn, weeding the garden beds, pruning trees, and trimming hedges
ü Washing or wiping down the windows and siding, having the windows cleaned
ü Including essential curb appeal boosters such as flower planters, decorative seats, and a vibrant mailbox
ü Buyers will typically enter by the front door, make sure outside fixtures look good and function properly,
that you have a welcome mat, and maybe some potted flowers or plants
ü Clean up the outdoor furniture, kids’ toys, get a couple of new pillows to make the outdoor furniture look
and feel comfortable
Does your Property Need Upgrades?
Upgraded bathrooms, granite countertops, and other large-scale remodeling can prepare the house for sale by
making it more appealing to prospective buyers. Look at upgrades as an investment. If you put $25,000 into
upgrades, will you get close to $50,000 out?
Home renovation is a popular trend, especially when you sell your home. While making over rooms of the
house is important, kitchen and bathroom updates make a huge impact on the house's overall value. A single
new appliance, like a stainless-steel refrigerator, can give the appearance that other items throughout the
home are updated as well. Smart home makeovers change the dynamics of the entire home.
The average Return On Investment (ROI) of a kitchen upgrade is around 54 percent while upgrading a
bathroom can offer you 70 to 75 percent ROI. The upgrades not only just boost the value of the home but also
help you attract buyers.
Make Advisable Updates Not Major Renovation
Updating the property you want to sell doesn’t mean you need to demolish it. It is always better to consult
with a professional real estate agent to determine which repairs will add value. Not all repairs can have
positive returns on your investment. That is why you must spend on the must-fix items or updates listed in a
property inspection, as well as cosmetic changes.
High impact, low cost updating includes fixtures, faucets, paint, patch up any cracks or holes in the drywall and
apply a fresh coat of paint, replace worn cabinet hardware, old light fixtures, and lightbulbs. Put some WD40
on your squeaky doors and hard to open windows. Have the carpets, drapes and windows cleaned, add fresh
flowers for an open house, new couch cushions that add flair.
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Improve Curb Appeal
Curb appeal can do wonders when it comes to improving the overall value of your home? Think First
Impressions, and as the saying goes, “you never get a second chance to make a good first impression”. The
front door is a focal point and the first entry point, make it look good by replacing a worn or loose doorknob
with a deadbolt and knob combination (typically about $100) that will make the home visibly more secure.
More than 75 percent of real estate agents believe that well-landscaped properties are worth between 1
percent and 10 percent. Fortunately, sprucing up the property’s curb appeal is not expensive. Even a few minor
makeovers can help you achieve it.
Allow Some Natural Light
Who doesn’t like airy, open, and bright home? Most buyers look for dwellings that are open and have windows
to bring in natural light. Even if your home is small, you can try some of the given tips to make your property
look airy and well-maintained. Keep the windows clean. Replace worn-out or broken windows before the
inspection. Put brighter bulbs, LED bulbs can be added to the sales description of the listing.
Take High-quality Photos for the Listing
You can enhance your internet listings with professional photos. Photographing your to-be-sold property in it’s
best light will show the prospective buyers it’s potential. Typically, this is when your effort for cleaning,
decluttering, and staging can pay off.
Many real estate agents consider premium-quality, professional photos of every room crucial to improving the
value of the home. Photography is often a part of the real estate agents ‘marketing strategy. Once taken, your
agent can use these pictures to promote your property on various social media platforms and real estate sites.
Do You Know the Hot Buttons of Your Property?
People don’t purchase homes; they purchase hot buttons, and the rest of the property goes with it.
For example, location is the most important hot button for some people who want to live in a particular
neighborhood. They look for a house that is near the mainstream market, malls, downtown, or their
workplaces. Similarly, fireplaces, gardens, dynamite kitchens, or views are critical for some buyers.
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When you work with a real estate agent, they can highlight these features, which may increase your chances
getting multiple offers.

STEP 5: MARKET THE PROPERTY
Prepare Your Home for Showings
You need to stand out from your competition by offering differentiated features that are beyond the
ordinary to attract potential buyers. The way you put up your property for marketing or showings can help
you secure more buyers. When it comes to preparing your home for showings, you can rely on your real
estate agent for the following:
Drone video footage of a Home
This can be a unique approach to feature your home and may help you increase the number of potential
buyers. Your agent teams up with a high-quality videographer to creatively showcase the property you’re
selling. You can win over potential buyers and create a great impression through aerial drone photography.
Your agent adds eye-catching imagery to attract and impress prospective buyers.
Virtual Tours
There is no denying that aerial drones are great for capturing a virtual tour. Room by room footage with
voiceovers and music is a high impact tool.
Creates Better Impression- Keep in mind that buyers observe even the minute details when they visit the
home. In fact, they assess it on various levels using different parameters. If your property is well styled and
staged, it creates a great impression on the buyers and most importantly helps them feel welcomed and
comfortable in the house. Staging should be minimalistic. Buyers are attached to homes with light and open
space.
Boosts Property Value -When you’re considering listing your property in the market, you must estimate the
property value. A properly styled dwelling can significantly boost the overall value and increase chances of
getting multiple offers.
Helps Buyers Envision their Lives in the House – Help home buyers connect to the home. A styled home
allows buyers to envision their lives in the home or imagine how life will look like in the living space.
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TIPS TO STAGE YOUR HOME FOR SALE
Before you put up your homes for sale on the housing
market, follow these home staging tips from top experts
to fetch the right price from the buyer.
Get Rid of the Mess - Show the maximum space it has to
the potential buyers.
Clean and Keep the Place Fragrant - A good-smelling
place can do wonders. A batch of cookies before an
open house makes the home feel inviting. Organize your
pantry, closet, and places where home shoppers will
look.
Use the Magic of Antique Accents - Vintage antiques not
only add warmth to your house but also can
complement the color scheme in the home.
Add Natural Wood for Interior Spaces - Light brown
wood is always more appealing and can make any home
look inviting and comfortable. On the other hand, dark
brown will make your interior space appear luxurious.
Virtual Staging Services /Or In-Home Live Staging
Services
It does not make an impact when you show your
prospective buyers empty and lifeless homes. You can
demonstrate properties that everyone desires by
utilizing virtual home staging services. Through digital
staging or in-home staging, you enable your buyers to
see how an empty house, office, or flat would look if
they decorated it with furniture.
Maximum Exposure Marketing Via social media,
YouTube, Craigslist.
A professional real estate agent maximizes the use of
exposure marketing to engage with your prospective
buyers. By elevating online your presence you attract,
and nurture leads for your home. An agent also interacts
with your prospective buyers through social media
platforms like YouTube, Facebook, and Instagram.
Visual Pricing Tools to Help Home Sellers Better
Understand the Market Creative visual tools can help
you sell houses and properties & communicate pricing
to your buyers in a smooth & clear manner. Each tool
visually presents the pricing data to potential customers
and buyers to help them understand the whole
process. Most reputable agents use the MLS to find out
comparable properties or specific neighborhoods.
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By leveraging different methods and channels for
advertising your property, not only will you be able
to reach out to more buyers, but also you will be able
to find people who would match your demand or
offer an amount closer to it.
Also, promoting your home with an effective and
well-planned marketing strategy helps you cast a
wider net in terms of the target audience, and this
means that people living further from your location
can find out everything there is to know about your
property.
In essence, they can ‘visit’ your home without even
leaving their homes. If you have utilized the proper
channels and laid out everything in detail about the
property, people will be able to decide whether to
visit the property, and more likely to make an offer.
Be Flexible for Showings
No matter how comprehensive a real estate
marketing plan you use for your property; your
prospective buyers want to see the house before
getting into the deal. This is when the role of house
showing comes into play. Buyers are more interested
in visiting the house and ask the agent to schedule a
tour. If you have a competent agent working for you,
you don’t have to manage this communication or deal
with the buyer’s agent directly. A qualified agent
makes sure your showings are booked and scheduled
on time.
But it is crucial that you accommodate the tour. That
means your buyers can pay the visit anytime and you
need to be ready for an unplanned showing. So, if
you’re living in the house, it is better to let your
agent plan scheduled visits. We recommend you not
stay in the property during the tour.
Your agent will:
ü Plan the tours and Open Houses
ü Always coordinate schedules
ü Inform your agent about your availability
ü Don’t leave your pets at home when a tour is
scheduled
Real estate agents are responsible for keeping
everyone informed, and that includes the agent of
buyers as well.
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Hire a competent agent who is completely aware of his customer's interests and knows how to make the
whole process easy and stress-free.
Negotiating – How to Handle Offers
Negotiating the primary points that the seller wants to add to the contract is a vital step in the process. Before
finalizing a deal, he or she wants to negotiate the important aspects, including terms, inclusion, exclusion,
closing, and most importantly price.
Also, when you get an offer for your home, it is crucial to tackle it smartly and weigh its pros and cons.
Consider yourself lucky if your home gets multiple offers and triggers a bidding war. Your agent can help you
determine which offers are worth considering. Timing and closing are very important. Sometimes one party or
the other is in the process of buying or selling their home to make the next move. Negotiating the timing
aspect is sometimes as important as the price. It is always best there is a win-win aspect to the agreement.

STEP 6: CLOSE SALE
Selling a property requires not only preparation but patience or it’s a lengthy process from making a
connection to closing a deal. In short, if you enter the closing phase, it means your sales process has come to
an end.
Review Your Settlement Statement
Before you close the deal, you must look over the settlement statement your title company and/or agent will
provide you at closing. It comprises a list of credits, fees, and a summary of the finances of the real estate
transactions, which include your property taxes. It typically is a record that shows how money has been
16
exchanged line by line.

Receive Home Sale Proceeds
Once you negotiated and finalized the deal, it is time to sign the settlement agreement. After that, you’re
allowed to officially collect your funds or have them wired from the escrow company to complete your
contractual requirements. Congratulations!
Transfer Utilities
Home
sellers should have their utilities on for a couple of days after the closing. They can do it until the next
business day. If the closing of the house is at 5.00 pm on Friday, the property will not record right away. That
means the property remains in the name of the seller over the weekend.
The utilities of the home shouldn’t be shut off; they may be transferred to the buyers or new owners. Keep in
mind that turning on the utilities after you turn off them takes time. Typically, for some properties, they take
one to two days to turn on again. The new buyer will need to call the utility to transfer or visit to physically
get them running.
Give Buyers a Good Move-In Experience
Experience is what matters the most when you hand over your possession to someone. Though it is not a
requirement, giving buyers a good move in experience will create a good impression of you as a seller.
What can you do to achieve that?
•
•
•

Clean the property one last time. Deep cleaning the house once it is empty will give the owners a fresh
feel.
Leave the important things such as extra home keys on the counter or in the kitchen drawer so that the
new owners can find them easily.
Gather warranty information and electrical appliances manuals for the owners and keep them in one
place for new homeowners.
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FINAL TIPS FOR SELLERS
Efforts like hiring a professional agent to list the property, make important upgrades, and keeping the house in
pristine condition for buyers’ tours can attract potential buyers. By saying potential buyers, we mean
customers who are willing to pay a good price for your home.
TIMING YOUR PROPERTY TO SELL
The time your property takes to sell can widely vary and depends on certain factors. Some of these factors
include the current trends in the housing market, your marketing strategy, and the condition and location of
your property. If your property is ready for listing, it may need a few days or weeks for photography, cleaning,
and inspections. However, if it needs renovation or repairs, you may need a few extra weeks to freshen up the
interior and landscaping.
Put simply, the time a property takes to sell significantly depends on its condition, the location of the area, and
the overall value. But when you enter the contract, you will get the closing date, typically 30 days. It allows the
buyers to have the property inspected and lenders to evaluate it for loan approval. That is why it is crucial to
consider the timeline you set for the home sale, as it affects both your personal needs and external factors.
We have discussed the importance of timing your house sale. However, “how fast do you want to sell the
home” is also crucial to consider for a successful selling journey. Though you don’t always get the option to
choose the time frame for your property sale, you must inform your agent about the time you to complete the
task.
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ESTIMATE THE COST OF HOME SALE
Even a minor miscalculation in price can make or break your deal with potential buyers. When you
underestimate the cost, it reduces overall profits. At worst, you can lose money. If you overprice the home, it
can sit on the market for an extended time. It is more difficult to sell when “chasing the price down”; some
buyers may think there must be something wrong with the home since it did not sell.
Figuring out all the potential expenses is one way to avoid this. It is better to overestimate the costs to cover
any miscalculation. Things usually cost more compared to what you estimate in the first place. Home sales
come with several holding costs, including taxes.
For instance, if you’re selling your property, determine the renovation budget, along with its “After Repair
Value”. Make sure you calculate vacancies, if your property is a rental. Check out these items you must
consider when calculating expenses and income.

EXAMPLE OF PRE-SALE RENOVATION AND CLOSING COSTS
Renovations Prior to Sale

Closing Statement Example

Debit

Credit

New Roof

$

18,000

Sale Price

Painting

$

29,000

Seller Broker Commission 2.5%

$

30,625

Plumbing

$

3,500

Buyer Broker Commission 2.5%

$

30,625

Inspections

$

875

Real Estate Property Tax

$

1,574

Total Renovation

$

51,375

Natural Hazard Disclosure

$

99

Home Warranty

$

755

Renovation Costs

$

51,375

Notary Services

$

150

Closing Costs from Statement

$

69,039

Franchise Tax withholding

$

1,215

Total Selling Costs

$

120,414

Escrow Fees

$

1,282

Title Charges

$

1,367

County Transfer Tax

$

1,347

Due To Seller

$

Total Percent of Sale Costs

9.8%

1,155,961

$

1,225,000

$

1,225,000

Boosting the curb appeal of the home you want to sell helps the buyers decide. I can show 5 homes to buyers
and 90% of the time they pick the home that needs less work; largely gone are the days of people looking for
sweat equity, except for home flippers and they want to pay less in order to resell and make a profit.
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HAVE A NEGOTIATION STRATEGY
A realtor will help you negotiate the right offer or price for a purchase. they are aware of the value of what
you’re selling and can analyze the market value to advise you on the initial offers and managing the response
from buyers.
They know how to negotiate effectively, using in-depth knowledge and understanding of the factors that can
affect the price and value of the home.

PAYING OFF EXISTING LOANS
If you’re selling to purchase another home, consult with your lender to make sure it’s in your best interest;
sometimes paying off credit cards and car loans prior to a new application can help your credit score, but you
need to allow some time to filter through the credit agencies.

FULL DISCLOSURE OF PROPERTY
One document which is particularly crucial in the home selling and marketing process is your disclosure
statement. The document typically advises buyers to look for the issues with the property they are buying. It
can shield both buyers and sellers from costly legal problems.
That is why expert real estate agents recommend sellers to provide a full disclosure of property before the
sale. It can help sellers speed up the property selling journey. Be transparent with what you know.

WHY YOU NEED A QUALIFIED REAL ESTATE AGENT TO MAKE A SUCCESSFUL SALE
No matter how many properties you have sold in the past, home sale is a demanding and cumbersome task.
That means whether you sell a residential, commercial, or single-family unit, complications are
inevitable. New laws and regulations continues to increase, and a professional realtor will be up to date on the
legal requirements.
Working with a licensed real estate agent gives you confidence and provides peace of mind throughout the
home sale process.

SUMMARY OF WHAT A REALTOR PROVIDES
An expert real estate professional ensures that they meet the seller or visits his or her property to help
determine the selling goals. They discuss home selling features with the client and suggest improvements
that may increase the asking price. An agent also performs a comparative market analysis to determine
comparable homes in the same neighborhood. Employing a good marketing strategy, the agent aims to help
the seller get the right price of his or her property.

ARRANGES A PROPERTY WALKTHROUGH
• Builds Rapport and Trust
• Ask all the pre-listing questions to support effective marketing
• Establish the seller’s expectations
• Qualify the Property: Look at the location, condition, features, amenities, floor plan, and size of the house.

MARKETS THE PROPERTY TO POTENTIAL BUYERS
As we said earlier, marketing the property using effective strategies is crucial to attracting potential buyers.
An experienced and knowledgeable agent ensures to employ the tactics that work the best for your property.
From promoting a home sale on social media channels to distribute flyers to putting the property on various
listing services and real estate sites, an agent focuses on visibility for your property.
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In addition, they make sure to maintain consistent communication with sellers to help them throughout
process.

HIRES PROFESSIONAL PHOTOGRAPHER FOR LISTING PICTURES
Real estate agents can also provide free professional photos to their seller clients. It is part of their service.

HANDLES PAPERWORK
This is one of the important reasons why you should hire a professional real estate agent. The realtor has an
understanding and the expertise to handle the necessary paperwork a home sale process requires.
There are many documents you need to sell your house.
•
•
•
•
•
•
•
•
•
•

Application records
Home appraisal
Pre-listing home and pest inspection
Property survey if requested
Listing agreement
Market analysis
Leased equipment disclosure
Purchase offer
Transfer tax declaration
Closing statement

When you work with a professional agent, they maintain all the required paperwork without having you worry
about the technicalities and legal aspects associated with the home sale.

SUGGESTS NECESSARY REPAIRS
Identifying the areas that need repair in the property needs a critical eye. Your home is your beloved
possession. It is possible that you missed some of the damages or structural flaws that need repair to prepare it
for the sale.
Working with a real estate agent makes it easier to determine what upgrades and repairs your property needs.
The agent has a wealth of experience that helps them highlight the areas that need an upgrade or can impact
the property value.
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CLOSES THE DEAL
Your agent will review all the offers a property gets.
Negotiate terms with the buyers to get the best possible
deal. Guide the seller to get through the paperwork and the
important steps to complete the closing process.
FINALIZES LOOSE ENDS FOR CLOSING
Closing a deal involves plenty of details. It is important to
wrap up everything before your buyer officially becomes the
owner of the new home. If you fail to take care of the minor
details, it can affect the closing.
One of the main duties of your agent is to finalize the details
to make the closing go through without any hitch. Your
realtor works alongside the seller at the closing to advise and
support him or her.
PROACTIVE PARTNER WHO CUSTOMER CAN TRUST
Sellers want a realtor who looks out for their needs and
interests and guides them through the process. That is why
they need a real estate agent who is just not concerned with
selling the property and making profits. Hiring a competent
agent can efficiently handle everything about listing, the
property, and finalizing the deal.
SUMMING UP
Being a property owner requires utmost efficiency and
diligence; especially when you need to market and sell the
property. From listing your house on multiple listing services,
marketing it, finding buyers to negotiating the offers, you
need to tackle a lot.
Sell your house at the best price by hiring a dependable real
estate agent. Offering valuable professional services, agents
can promote your property and provide the objective support
you need throughout the home selling process.

HOW DOES A REAL ESTATE AGENT HELP YOU BUY A
HOUSE?
•
•
•
•
•
•
•
•
•
•

Uses the Right Tools
Is Visible in the Real Estate Community
Unique Value Proposition to Show the best homes
Communicates with the Sellers’ Agent
Monitors Your Mortgage Commitment
Helps You Find a Home
Determines the Right Location
Negotiates Offers
Helps You Pick a Home Inspector
Schedules House inspections with the Clients and
Home Inspector

HAPPY HOME SELLING!
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30 DAY ESCROW - THE TIMELINE TO EXPECT
Ø Day 0 - Offer accepted by the Seller. You are officially “in Escrow”!
Ø Day 1- Contact your lender and start the loan paperwork.
Ø Day 2 - Schedule home and pest inspections if not already completed by the seller.
Ø Day 3 - “Verification of Down Payment and Closing Costs” and Preapproval due to seller.
Earnest money deposit due to escrow
Ø Day 4 - Confirm with lender that the appraisal has been scheduled
Ø Day 5 - Think about moving. Are you going to use a moving company or do it yourself? I can
help w/recommendations and planning
Ø Day 7 - Seller is required to deliver ALL disclosures and HOA docs if applicable
Ø Day 8 - Day 12 - We will sit down together and review all the disclosures and reports. If you feel
that there is information obtained in these documents that devalues the house, we can ask for
either a credit or a price reduction. Remember, the Seller does not have to agree to your
request, and you can walk away from the deal at any time during this period and receive your
deposit money back.
Ø Day 13 - Day 16 - Schedule any follow-up inspections or contractor visits. Start shopping for
homeowners’ insurance.
Ø Day 17- Remove physical investigation and appraisal contingencies. Remove HOA contingency
if applicable
Ø Day 21 - Remove loan contingency. Once all contingencies are removed the increased deposit is
due to escrow
Ø Day 26 – Meet with agent to do a walk through prior to closing escrow
Ø Day 28 - Meet at the escrow company for the final sign-off on the loan documents.
Ø Day 29 - The lender sends the value of the loan to the escrow company
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Ø Day 30 – Grant Deed Records. Congratulations, you get the keys to your new house!

2021 PROFILE OF HOME BUYERS AND SELLERS*
CHARACTERISTICS OF HOME BUYERS
• First-time buyers made up 34% of all home buyers, an increase from last year’s 31%.
• The typical first-time buyer was 33 years old this year, holding steady from last year, while the typical
repeat buyer age continued to climb to an all-time high of 56 years old.
• 60% of recent buyers were married couples, 19% were single females, 9% were single males, and 9%
were unmarried couples.
• 11% of home buyers purchased a multigenerational home to take care of aging parents or because of
children over the age of 18 moving back home.
• 82% of buyers were White/Caucasian, 7% were Hispanic/Latino, 6% were Asian/Pacific Islander, 6% were
Black/African-American, and 2% identified as other.
• 89% of recent home buyers identified as heterosexual, 4% as gay or lesbian, 2% as bisexual, 1% preferred
to self describe and 6% preferred not to answer.
• 14% of recent home buyers were veterans and 3% were active-duty service members.
• At 28%, the primary reason for purchasing a home was the desire to own a home of their own. For first-time
buyers, this number jumps to 65%.
CHARACTERISTICS OF HOMES PURCHASED
• 15% of buyers purchased a new home, and 85% of buyers purchased a previously owned home. In
comparison, in 1989, 29% of buyers purchased a new home.
• Most recent buyers who purchased new homes were looking to avoid renovations and problems with
plumbing or electricity at 36%. Buyers who purchased previously owned homes were most often
considering better overall value at 38%.
• Detached single-family homes continued to be the most common home type for recent buyers at 82%,
followed by townhomes or row houses at 7%. In 1981, 76% of homes were detached single-family homes.
• Senior-related housing held steady this year at 14%, with 16% of buyers typically purchasing condos and
7% purchasing a townhouse or row house.
• The median distance between the home that recent buyers purchased and the home they moved from was
only 15 miles.
• Convenience to friends and family was the second most important factor in influencing neighborhood
choice, after quality of the neighborhood. This surpassed convenience to job and affordability, which were
more important last year.
• Buyers typically purchased their homes for 100% of the asking price, with 29% purchasing for more than
the asking price.
• The typical home was 1,900 square feet, had three bedrooms and two bathrooms, and was built in 1993.
• Overall, buyers expected to live in their homes for a median of 12 years, while 18% said that they were
never moving.
THE HOME SEARCH PROCESS
• For 41% of recent buyers, the first step that they took in the home buying process was to look online at
properties for sale, while 19% of buyers first contacted a real estate agent.
• 91% of recent buyers found their real estate agent to be a very or somewhat useful information source.
• Buyers typically searched for eight weeks and looked at a median of eight homes and viewed three homes
only online.
• Nearly all buyers used online tools in the search process at 95%.
• When asked where their internet searches were conducted, home buyers were split; they typically conducted
50% of their search on a desktop/laptop and 50% on a mobile device(s).
• 94% of recent buyers were at least somewhat satisfied with their recent home buying process.
HOME BUYING AND REAL ESTATE PROFESSIONALS
• 87% of buyers recently purchased their home through a real estate agent or broker, and 7% purchased
directly from a builder or builder’s agent.
• Having an agent to help them find the right home was what buyers wanted most when choosing an agent at
52%.
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• 47% of buyers used an agent that was referred to them by a friend, neighbor, or relative and 13% used an
agent that they had worked with in the past to buy or sell a home.
• 73% of buyers interviewed only one real estate agent during their home search.
• 90% of buyers would use their agent again or recommend their agent to others.
FINANCING THE HOME PURCHASE
• 87% of recent buyers financed their home purchase, down from 93% in 2003.
• The typical down payment for first-time buyers was 7%, while the typical down payment for
• repeat buyers was 17 percent.
• For 61% of buyers, the source of the down payment came from their savings. 56% of repeat buyers cited
using the proceeds from the sale of a primary residence, while 28% of first-time buyers used a gift or loan
from friends or family for the down payment.
• For first-time home buyers, 29% said saving for a down payment was the most difficult step in the
• process.
• The majority of first-time buyers did make financial sacrifices to purchase a home. For those who did, the
most common sacrifices buyers reported were cutting spending on luxury goods, entertainment, and clothes.
• Buyers continue to see purchasing a home as a good financial investment. 86% reported they view a home
purchase as a good investment.
HOME SELLERS AND THEIR SELLING EXPERIENCE
• The typical home seller was 56 years old, with a median household income of $112,300.
• For all sellers, the most commonly cited reason for selling their home was the desire to move closer to friends
and family (18%), that it was too small (17%), and the neighborhood has become less desirable (11%).
• Sellers typically lived in their home for eight years before selling, the biggest one-year change in tenure since
1985.
• 46% of sellers traded up to a larger home and 28% purchased the same size home.
• 90% of home sellers worked with a real estate agent to sell their home, 7% sold via FSBO, and less than 1%
sold via iBuyer.
• For recently sold homes, the final sales price was a median of 100% of the final listing price, the highest
recorded since 2002.
• Recently sold homes were on the market for a median of one week, a drop from three weeks last
• Year.
• Only 26% of sellers offered incentives to attract buyers, a drop from 46% of all sellers last year.
• This year, home sellers cited that they sold their homes for a median of $85,000 more than they
• purchased it, a jump from $66,000 last year.
• 92% of sellers were at least somewhat satisfied with the selling process.
HOME SELLING AND REAL ESTATE PROFESSIONALS
• 68% of sellers found their agent through a referral from a friend, neighbor, or relative or used an agent they
had worked with before to buy or sell a home.
• 82% of recent sellers contacted only one agent before finding the right agent they worked with to sell their
home.
• 53% of sellers used the same agent to purchase a home, as sell their home. A share which rises to 85% for
sellers who purchased a new home within 10 miles.
• 89% of sellers listed their homes on the Multiple Listing Service (MLS), which is the number one source for
sellers to list their home.
• 76% of sellers reported that they provided the agent’s compensation.
• The typical seller has recommended their agent twice since selling their home. 27% of sellers recommended
their agent four or more times after selling their home.
• 89% said that they would definitely (74%t) or probably (15%) recommend their agent for future services.
FOR-SALE-BY-OWNER (FSBO) SELLERS
• Only 7% of recent home sales were FSBO sales this year. This is slightly down from last year and is a
historically low share recorded since this report started in 1981.
• The majority of FSBO sellers, 57%, knew the buyer of the home.
• Within rural areas 12% sold via FSBO compared to 4% of sellers in urban areas.
• FSBOs typically sell for less than the selling price of other homes; FSBO homes sold at a median of $260,000
25
last year, significantly lower than the median of agent-assisted homes at $318,000.
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SANTA CRUZ COUNTY, CA - SALES STATISTICS 2021-2022
2022
Month
January
February
March
April
May
June
July

Inventory
126
165
168
211
263
304
302

New
118
155
78
202
245
184
163

Sold
86
93
138
180
210
143
119

DOM*
31
24
23
15
15
18
20

Average
$1,395,064.00
$1,576,006.00
$1,556,126.00
$1,575,410.00
$1,368,438.00
$1,478,658.00
$1,379,071.00

Median
Absorption
$1,250,000.00
68%
$1,380,000.00
56%
$1,365,000
82%
$1,410,000.00
85%
$1,252,500.00
80%
$1,325,000.00
47%
$1,250,000.00
39%

New
136
158
223
262
289
234
273
214
171
149
113
58

Sold
124
114
149
204
194
221
188
217
186
163
162
133

DOM
39
45
42
15
19
13
15
19
26
25
19
31

Average
$1,239,515.00
$1,159,202.00
$1,253,686.00
$1,377,098.00
$1,351,651.00
$1,351,065.00
$1,348,600.00
$1,352,498.00
$1,321,205.00
$1,278,528.00
$1,399,490.00
$1,343,802.00

Median
Absorption
$1,110,000.00
55%
$1,058,000.00
46%
$1,100,000.00
58%
$1,265,000.00
73%
$1,300,000.00
57%
$1,175,000.00
65%
$1,192,500.00
52%
$1,255,000.00
69%
$1,185,000.00
63%
$1,120,000.00
68%
$1,262,500.00
87%
$1,200,000.00
141%

190

171.25

25.67

Condo/
2022 Townhomes
Inventory New
Month
January
24
25
February
32
34
March
33
42
April
33
38
May
33
38
June
67
37
July
73
49

Sold
21
18
33
41
41
35
31

DOM
24
6
10
13
13
12
17

Average
$924,433.00
$857,791.00
$879,240.00
$1,041,177.00
$1,041,177.00
$858,164.00
$850,151.00

Median
$860,000.00
$839,750.00
$810,000.00
$945,000.00
$945,000.00
$800,000.00
$745,000.00

Absorption
88%
56%
100%
124%
124%
52%
42%

Condo/
2021 Townhomes
Inventory New
Month
January
73
40
February
59
43
March
57
50
April
59
60
May
57
43
June
57
51
July
67
66
August
69
55
September
53
45
October
37
31
November
40
34
December
21
17

Sold
30
39
51
53
44
44
47
42
60
43
40
36

DOM
38
58
40
16
30
11
12
24
19
26
13
25

Average
$682,538.00
$672,912.00
$687,028.00
$753,367.00
$882,729.00
$785,691.00
$832,484.00
$817,463.00
$751,239.00
$813,662.00
$854,847.00
$668,500.00

Median
$671,500.00
$625,000.00
$637,000.00
$709,000.00
$802,500.00
$745,250.00
$700,000.00
$775,000.00
$697,500.00
$699,000.00
$797,000.00
$692,914.00

Absorption
41%
66%
89%
90%
77%
77%
70%
61%
113%
116%
100%
171%
89%

Single Family
Homes
Month
Inventory
January
225
February
250
March
259
April
278
May
343
June
339
July
361
August
316
September
294
October
238
November
187
December
94
2021

265.33

69%

Statistics from Santa Cruz County Association of REALTORS®
* DOM - Day on Market

What Is
Absorption Rate
In Real Estate?
Absorption rate is a
term used in real
estate to describe
the speed homes
are sold in a specific
market in a specific
time frame. It’s
determined by
dividing the number
of homes sold by
the number of
available homes
within the time
frame. A high
absorption rate
means there’s a
high demand for
homes and that
homes don’t stay on
the market for long.
A market with an
absorption rate at or
above 20% is
typically called a
seller’s market,
whereas an
absorption rate
below 15% signals
a buyer’s market.
With an increase in
mortgage rates
there are now more
homes in inventory
for sale, prices look
to be stabilizing and
the absorption rates
are lowering.
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HOME SEARCH WORKSHEET
Main Requirements
Price range: _______________________ Lot size: _________________
Location:__________________________ Square footage: __________
Detached/Attached:________________ # of bedrooms: ___________
House style(s): ____________________ # of bathrooms: ___________
Age of property: ___________________ Garage: __________________
Specific Features
(e.g., School district, golf, waterfront, view, large lot, pool, fireplace, garage size, appliances, distance to school,
additional room preferences, etc.):
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
Additional Comments/notes:
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
Title / Escrow ____________________________________
Name: __________________________________________
Company: _______________________________________
Address: ________________________________________
City / State / Zip: _________________________________
Office: __________________________________________
Cell: ____________________________________________
E-mail: __________________________________________
Fax: _____________________________________________
Notes: __________________________________________
_________________________________________________
_________________________________________________

Contact_________________________________________
Name: __________________________________________
Company: _______________________________________
Address: ________________________________________
City / State / Zip: _________________________________
Office: __________________________________________
Cell: ____________________________________________
E-mail: __________________________________________
Fax: _____________________________________________
Notes: __________________________________________
_________________________________________________
_________________________________________________

Contact ________________________________________
Name: __________________________________________
Company: _______________________________________
Address: ________________________________________
City / State / Zip: _________________________________
Office: __________________________________________
Cell: ____________________________________________
E-mail: __________________________________________
Fax: _____________________________________________
Notes: __________________________________________
_________________________________________________
_________________________________________________

Contact ________________________________________
Name: __________________________________________
Company: _______________________________________
Address: ________________________________________
City / State / Zip: _________________________________
Office: __________________________________________
Cell: ____________________________________________
E-mail: __________________________________________
Fax: _____________________________________________
Notes: __________________________________________
_________________________________________________
_________________________________________________

Paul Burrowes, CRS, CCEC, SFR, REALTOR® I DRE# 01955563
(831) 295-5130 I paul@burrowes.com I www.PaulBurrowes.com
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CHECKLIST FOR MOVING
Before You Leave:

On Moving Day:

Address Change
q Post Office: Provide Forwarding Address
q Charge Accounts, Credit Cards
q Subscriptions: Notice requires several weeks
q Friends and Relatives

q Carry enough cash or travelers checks to cover cost
of moving services and expenses until you make
banking connections in your new city
q Carry jewelry and documents yourself; or use
registered mail
q Plan for transporting pets; they are poor traveling
companions, if unhappy
q Let a close friend or relative know route and
schedule you will travel including overnight stops;
use him or her as message headquarters
q Double check closets, drawers, shelves to be sure
they are empty
q Leave all old keys needed by new tenant or owner
with Realtor® or neighbor

Bank
q Transfer funds, arrange check-cashing in new city
q Arrange credit references
Insurance
q Notify company of new location for coverages:
q Life, Health, Fire & Auto
Utility Companies
q Gas, light, water, telephone, fuel, garbage, cable
q Get refunds on any deposits made
Delivery Service
q Laundry, newspaper, changeover of services
Medical, Dental, Prescription Histories
q Ask doctor and dentist for referrals; transfer
needed prescriptions, eyeglasses, X-rays. Obtain
birth records, medical records, etc.
Pets
q Ask about regulations for licenses, vaccinations,
tags, etc.
Don’t Forget To:
q Empty freezer; plan use of foods
q Clean refrigerator
q Have appliances serviced for moving
q Remember arrangements for TV
q Clean rugs or clothing before moving; have them
moving wrapped
q Check with your Mover; insurance coverage,
packing and unpacking labor, arrival days, various
shipping papers, method and time of expected
payment
q Plan for special care needs of infants or pets

At Your New Address:
q Obtain certified check, cashiers check or wire money
necessary for closing Real Estate Transaction
q Check on service of telephone, gas, electricity, water
and garbage
q Check pilot light on stove, hot water heater and
furnace
q Have appliances checked
q Ask Mail Carrier for mail he or she may be holding
for your arrival
q Have new address recorded on driver license
q Visit city offices and register for voting
q Register car within five days after arrival in state or
a penalty may have to be paid when getting new
license plates
q Obtain inspection sticker and transfer motor club
membership
q Apply for state driver license
q Register family in your new place of worship
q Register children in school
q Arrange for medical services: doctor, dentist,
veterinarian, etc.
Moving expenses can be tax deductible of a qualifying
move. You can deduct the cost of trips to the area of a
new job to look for a home, shipping costs of furniture
including insurance and storage up to 30 days and more.
You can also deduct certain costs associated with selling
your old home including real estate commission, legal
fees, appraisal and title fees. For a full description of
IRS deductions please contact a professional 28or go to
www.irs.gov.

ABOUT ME
Paul Burrowes, CRS, CCEC, SFR, REALTOR® I DRE# 01955563
(831) 295-5130 I paul@burrowes.com I www.PaulBurrowes.com
Licensed REALTOR® with over 15 years of experience and expertise. Commits to being
on time and transparent. Acts as your consultant to ensure you make the best decisions
to fit your transaction at every step in the process. Negotiates towards a low stress,
win-win outcome. Handles all the details for you, ensuring the hundreds of steps in
your real estate transaction go smoothly. Proudly serving Silicon Valley, Santa Cruz,
Monterey, and Santa Clara Counties!
BUYER SERVICES:
• Personalized guidance to determine your priorities
• Drawing upon market knowledge and research to
find the right solutions
• Negotiating requests and offers
• Coordinating contracts and documentation
• Delivering support after the sale
SELLER SERVICES:
• Researching the local real estate market
• Preparing and staging home to sell
• Recommending asking price for maximum profit in
current market conditions
• Identifying the key selling points
• Comprehensive, strategic marketing to potential
buyers
• Negotiating with buyers on your behalf
REAL ESTATE CONSULTING
• Selling or Purchasing Property
• Single Family Homes
• Minor Land Divisions
• Planned Unit Developments
• Multi-Residential, Infill
• Apartments, Ranch, Acreage
• Sandhills Mitigation
COMMUNITY SERVICE:
• Member, Chamber of Commerce
• Member, Exchange Club of Scotts Valley
Paul Burrowes, REALTOR®
David Lyng Real Estate
5522 Scotts Valley Drive, Scotts
Valley, CA 95066
C 831-295-5130
C 408-497-3989
O 831-438-5700
DRE# 01955563
paul@burrowes.com
http://www.burrowes.com

MARKETING STRATEGIES:
• Sourcing leads directly from expansive network
• High-resolution photography/high quality
production
• Comprehensive social media and traditional media
marketing campaigns
• Individual property website
• Syndicated listing on high-visibility websites
• Utilization of the Multiple Listing Service
• (MLS)
• Open Houses
EDUCATION:
• REALTOR® License
• Certified Residential Specialist
• Short Sales and Foreclosure Resource
• California Clean Energy Certification
• San Jose State University
MEMBERSHIPS:
• Santa Cruz Association of REALTORS®
• California Association of REALTORS®
• National Association of REALTORS®
• Residential Real Estate Council
AWARDS:
• David Lyng President's Club Elite (3 Years)
• Cover Article in Top Agent Magazine
• Who's Who in Real Estate
• Most Prominent Agent
• Best of Scotts Valley
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LET’S GET STARTED!
I would like to get started with a Comparative Market Analysis to determine the market value of your property
compared to similar properties that have recently sold. Let me know your location, total square footage, the
number of bedrooms & bathrooms, size of yard, year built, renovations or major changes since the last time the
home was sold, and any features on your property. I will determine the overall market movement, what has sold
nearby in the past 12 months and closed within a reasonable timeframe and look at the active listings currently
for sale. When a property is priced right, buyers are much less likely to make a low offer, for fear of losing out on
a great deal. At this point together we can determine strategies based on your situation. Send an email with your
contact information and details and let’s get started!

Paul Burrowes, REALTOR®
David Lyng Real Estate
5522 Scotts Valley Drive,
Scotts Valley, CA 95066
C 831-295-5130
C 408-497-3989
O 831-438-5700
DRE# 01955563
paul@burrowes.com
http://www.burrowes.com
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