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Determine Your Price 

 

 

Look at comparables. What have other homes in your neighborhood sold for in the last 

three months? How do they compare to yours in terms of size, upgrades, maintenance, 

and lot size? 

 

Look at competition. Check out the other houses are for sale in your area. Are you 

competing against new construction? Pretend you’re shopping for a house in the area; 

where would yours fall on your list of contenders? 

 

Have a plan. Are there concerns that would impact the price receive? For example, do 

you need to sell asap for a relocation? Do you need a rent-back until your new home is 

built? 

 

Get an appraisal. If you have a “hard to comp” home, you can hire a qualified appraiser 

to give you an estimate of your home’s value. Be sure to ask for a market-value appraisal. 

To locate appraisers in your area, contact The Appraisal Institute 

(www.AppraisalInstitute.org) or ask a REALTOR™ for some recommendations. 

 

Talk to a lender. When you sell your home, you really have to sell it not only to the 

buyers but also to their lender (assuming they will need a mortgage). So it’s important 

that a home’s sale price be in line with a lender’s estimate of its value. 

 

Price accurately. Studies show that homes priced higher than 3 percent over the correct 

price take longer to sell. 

 

Set your personal bottom line. It’s important to predetermine what price you’ll accept 

before entering into negotiations with a potential buyer. 
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Know What Your Closing Costs Will Be 

 

The sale price of your home is a gross number. To determine your net proceeds, add up 

your closing costs and subtract them from the sale price of the house. 

 

Potential Closing Costs for Sellers  

Mortgage payoff and outstanding interest  

Prorations for real estate taxes  

Prorations for utility bills, condo dues, and 

other items paid in arrears 

 

Closing fees charged by closing specialist  

Title policy fees  

Home inspections  

Attorney’s fees  

Survey charge  

Transfer tax or other government registration 

fees 

 

Brokerage commission  

Total (to subtract from sale price)  
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Before You Sell 

 

1. Get estimates from reliable contractors regarding items that need to be replaced 

soon, such as a roof or flooring, for example. This will give buyers a better 

sense of how much these needed repairs will affect their costs and give you a 

firm number to negotiate from. 

 

2. Consider having a pest inspection to assure buyers that the property is not 

infested. 

 

3. Consider getting a home inspection if you are considering making repairs 

before potential buyers see the house. 

 

4. Create a binder with your manuals, receipts, and warranties for the HVAC, 

water heater, furnace, appliances, and other items that will remain with the 

house. 

 

5. Complete your state-mandated disclosure form. Have this available for 

potential buyers who are seriously considering making an offer. 
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Make Your House Attractive to Buyers 

 

1. Get rid of clutter. Toss newspapers and magazines. Box up your small 

decorative knick-knack items. Pack away anything unnecessary in your 

closets to make them seem roomier. Clean out the garage. 

 

2. Wash your windows and screens, keep blinds and curtains open, to create a 

light and bright interior. 

 

3. Be a diligent housekeeper. Do a daily wipe down of any surfaces that gather 

dust or fingerprints. Sweep and mop the floors. Clean the stove and clear out 

the refrigerator of anything you can dispose of. A clean house makes a better 

first impression and convinces buyers that the home has been well cared for. 

 

4. Beware of smells. Shampoo carpeting and steam clean drapes to eliminate 

cooking odors, smoke, and pet smells. Open the windows. 

 

5. Use higher wattage light bulbs to make rooms seem brighter, especially 

basements and other dark rooms. Replace any burnt-out bulbs. 

 

6. Make as many of the minor repairs as you can afford to. Leaky faucets, 

creaky doors, and other trivial issues can give buyers the impression that the 

house has not been well maintained. 

 

7. Think about curb appeal. Make sure the yard is tidy by cutting the grass, 

raking the leaves, trimming hedges and bushes, and edging the walkways. 

Adding a pot flowers near the entryway can be a great colorful boost. 

 

8. Make sure your driveway is free of cracks, potholes, and other flaws. 

 

9. Clean your gutters. 

 

10. Give the front door a sprucing up with touch up paint as needed and a nice 

shiny polishing of the doorknob and house numbers. 
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Steps to a Speedy Sale 

 

1. Price it right. Set a price at the mid to low end of your property’s realistic 

range. 

 

2. Be market-ready for at least two weeks before you begin showing to create a 

habit of always being ready to show. 

 

3. Be flexible and available. Living in your home while you attempt to sell it can 

be stressful and disruptive to your routine. But be ready to show on the spur of 

the moment by keeping things tidy every day. The more showings you can 

schedule, the sooner you’ll find a buyer. 

 

4. Know your numbers. Be ready for offers by knowing in advance what price 

and terms you’ll acceptable and how much negotiation you’re prepared to do. 

 

5. Create a schedule for price reductions. Decide in advance that if your house 

has been on the market for two weeks with very few showings, you’ll lower by 

X%; if your home has been on the market for more than a month without an 

offer, you’ll lower by X%. 
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Open House 

 

Publicize your open house. Post your open house dates and hours both the weekend 

before and the weekend of the open house. Consider Craigslist, a newspaper ad, open 

house yard signage, and posting on Zillow and Trulia. 

 

Have a flyer available. A summary sheet that gives buyers an overview of your home is 

a great tool. Things to include: dimensions for each room, copies of a property survey, 

summaries of your most recent utility costs, property taxes, and ages of the major items, 

like roof and furnace. 

 

Track your visitors. Have a sign in sheet to capture the name, address, email and/or 

phone numbers of prospective buyers so you can follow up with them after the open 

house. 

 

Signage. A day or two before the open house put directional signs at major intersections 

within three to four blocks of your house, being conscious of anti-sign regulations in your 

area. 

 

Have your house ready. SEE NEXT PAGES FOR DETAILS. Remove clutter, clean 

your house, wash your windows, add flowers, turn on lights, open draperies and blinds, 

remove valuables and breakables, confine or remove pets, turn on soft music, and set up a 

table for your sign in sheet, flyers, and fact sheet near the front door. 

 

Follow up. Get as much feedback on your home from people who attended your open 

house as you can.  This will give you a better understanding of how to make your home 

more appealing to potential buyers.
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Preparing for an Open House 

 

1. Give your house an extra diligent cleaning, or ideally hire a cleaning service. A 

spotlessly clean home is essential; dirt will turn off a prospect faster than 

anything. 

 

2. Mow your lawn, tidy your yard, and make sure all toys and yard equipment are 

put away. 

 

3. Serve cookies and a beverage to create a welcoming atmosphere. Make sure the 

kitchen is clean and use disposable cups and napkins to avoid a sink full of dirty 

dishes. 

 

4. Lock up your private documents, medications, valuables, jewelry, and money. 

Although someone will be on site during the open house, it’s impossible to watch 

everyone all the time. 

 

5. Turn on all the lights, even in the daytime. 

 

6. Remove pets. If that’s not possible, crate them or confine them. 

 

7. Leave. It’s awkward for prospective buyers to look in your closets and express 

their opinions of your home with you there. If you are not working with a real 

estate professional, ask a trusted friend or neighbor to host the open house for 

you. 
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Make Your Home Irresistible at an Open House 

 

1. Spring for fresh flowers and display them throughout the house. 

 

2. An inexpensive bath min-makeover can be as simple as a new shower curtain, 

fresh towels, and new guest soaps. 

 

3. Create an inviting smell with baked goods, a candle, or potpourri. 

 

4. Set the dining room table with your best dishes and linens. 

 

5. Invest in a fresh doormat for an inviting entryway. 

 

6. When staging your home, remove a few pieces of furniture from every room to 

create a sense of spaciousness. 

 

7. Clear your kitchen countertops and bathroom counters to create a sense of 

expansive counter space. 

 

8. Weather permitting, light a fire in the fireplace. Otherwise, decorate the fireplace 

with candles or a basket of flowers. 

 

9. Pack away your personal touches like family photos, mementos, and distinctive 

artwork. This gives the potential buyers a cleaner canvas to imagine themselves 

living in the house. 

 

10. Half an hour before your open house, turn on the sprinklers or water the lawn to 

give it a glistening sparkle. 
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Forms You’ll Need to Sell Your Home 

 

1. Property Disclosure Form. This form requires you to reveal all known defects to 

your property.  

 

2. Purchase and Sale Agreement. This is the contract between you and the buyer 

regarding the terms and conditions of sale.  

 

3. Contingency Clauses. In addition to the contract, you may need to add one or 

more attachments to address specific situations, such as the buyer needing to 

obtain financing or having the right to perform an inspection. 

 

4. Occupancy Agreements. If you are not planning on moving out and the buyer 

moving in on the day of closing, you’ll need an agreement on the terms and costs 

of occupancy once the sale closes. 

 

5. Lead-Based Paint Disclosure Pamphlet. If your home was built before 1978, 

you must provide the pamphlet to all buyers and have them sign a statement 

indicating they received the pamphlet. 

 

6. Receipt for Earnest Money. If you will be receiving earnest money from your 

buyer, you will need to have a system in place for depositing that earnest money 

into escrow with a title company and documenting that. 
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Is Your Buyer Qualified? 

 

Unless the buyer who makes an offer on your home is paying cash, they will need to have 

the ability to qualify for a mortgage. Just because the offer is made and accepted, you 

may not really have a sale if they do not qualify for financing. Determine a buyer’s 

financial status before accepting an offer and signing a purchase and sale agreement. 

 

1. Has the buyer been prequalified or preapproved (better) for a mortgage? Such buyers 

will be in a much better position to obtain a mortgage promptly. Ask your potential 

buyers to provide a preapproval letter from their lender. 

 

 

2. What type of loan is your buyer going to be using? Certain loans have different 

requirements on the part of the seller.  

 

3. If you are unable to get a preapproval letter or speak with the buyer’s lender, try to 

determine whether or not the buyer has enough money to make a down payment and 

cover their closing costs. If not, they may ask you, the seller, to contribute toward their 

expenses at closing in order to keep the deal alive. 

 

4. If the buyer is not preapproved, is their income sufficient to afford your home? Ideally, 

buyers should spend no more than 28 percent of total income to cover PITI (principal, 

interest, taxes, and insurance). 

 

5. Does your buyer have good credit? Ask if he or she has reviewed and corrected a credit 

report. 

 

6. Does the buyer have too much debt? If so, he or she may not qualify for a mortgage. 

Again, if they have been preapproved by a lender you will not need to investigate this as 

the lender will have already done so.
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Verbiage to Watch for in a Purchase Contract 
 

1. The closing date. Should be convenient for both parties. 

 

2. Date of possession. Make sure the date the buyer wants to move in is 

reasonable for you. 

 

3. The earnest money. Look for the largest earnest-money deposit possible. A 

large deposit is usually a good indication of a sincere buyer. 

 

4. Fixtures and personal property. Check the list of items that the buyer 

expects to remain with the property and what they expect to have removed. 

 

5. Repairs. If the buyer is requesting repairs, decide if you’re willing to do the 

work or would rather lower the price by that amount. 

 

6. Contingencies. What other factors does the buyer want met before the contract 

is final? Do they need to sell a home? Will they perform an inspection? Do 

they need to qualify for a mortgage? Set time limits on contingencies so that 

they won’t drag on and keep your sale from becoming final or costing you 

valuable market time if they cannot be met. 

 

7. The contract expiration date. How long you have to make a decision on the 

offer? 
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Web Site Resources for Consumers 

 

Credit Union Consumer Facts, 

http://www.cuna.org/data/consumer/advice/retire_home/hometoc.html 

EnergyGuide.com 

Provides an easy way to assess energy use and get quick tips on saving energy. 

Environmental Protection Agency, www.epa.gov 

A one-stop shop for advice on testing for and mitigating pollutants, from lead paint to 

radon to mold. 

Equifax, www.eqifax.com 

A source of credit reports. 

Experian (formerly TRW), www.experian.com 

A source of credit reports. 

Federal Citizen Information Center, 

http://www.pueblo.gsa.gov/results.tpl?id1=17&startat=1&-- 

woSECTIONSdatarq=17&--SECTIONSword=ww 

Offers a list of consumer articles about home sales, financing, and maintenance. 

Ginnie Mae, http://www.ginniemae.gov 

Provides advice to buyers on affordability and homeownership, including calculators. 

U.S. Department of Housing and Urban Affairs, 

http://www.hud.gov/buying/index.cfm 

Offers advice to buyers on finance, fair housing, and more. 

ImproveNet, www.improvenet.com 

Provides links to contractors and architects for remodeling projects for buyers and repair 

services for sellers. For a small charge, buyers can use the site’s Estimators to determine 

how much renovating a property they’re 

considering would cost. 

Moving.com 

Helps buyers and sellers with packing tips and timetables, online mover links, and places 

to store belongings so 

that homes look less cluttered. 

REALTOR.com 

Offers consumer information for buyers and sellers as well as home listings and links to 

service providers. 

Real Estate Buyer’s Agent Council (REBAC), http://www.rebac.net/hbk.html 

Offers a homebuyer’s kit with useful information and checklists. 

Trans Union Corporation, www.transunion.com 

A source of credit reports. 

 

 

 

 

 
Information compiled from a variety of online sources, including REALTOR® Magazine Online and TopProducerWebsite.com 

 

mailto:sobrien@bhhsnw.com

