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Would you move
if it was to your advantage?
A much-repeated investment strategy is to buy
low and sell high. People who purchased
around the ﬁnancial crisis of 2010-2012 are
poised to make considerable proﬁts.
The median home price in America is now
$359,900 up from $155,600 in February 2012
which calculates to a 9.76% annual increase.
“Homeowner equity has more than doubled
over the past decade and become a crucial
buﬀer for many weathering the challenges of
the pandemic,” said Frank Martell, president
and CEO of CoreLogic.
Inventory is in short supply while demand is
high causing prices to increase. Factors that
con�nue to contribute to the lower number of
homes on the market are record low mortgage
rates and housing starts have not met expecta�ons since the Great Recession. This year,
people spending more �me at home due to
the pandemic has caused some people to
rethink their current living space which has
added to the demand.
Some experts believe that a signiﬁcant por�on
of the workforce will con�nue to work from
home a�er the pandemic has passed making
the mo�va�on for a larger home more of a
long-term eﬀect.
The median days on the market for a lis�ng is
24 which is a direct result of the low inventory
and heightened compe��on. Sold homes are
receiving an average of three oﬀers with some
situa�ons ending in a bidding war. This is an
advantage for a seller who can not only realize
a higher sales price but also accelerate a move
into another home.

While the pandemic has certainly wreaked
havoc on some businesses like the hospitality
industry, but real estate has con�nued to
boom. Seven out of ten sales contracts are
closing on-�me which can give sellers a great
deal of conﬁdence.
Taxpayers can exclude up to $500,000 of
qualiﬁed gain if they are married and up to
$250,000 if single. Some homeowners are
taking the proﬁt from their homes while at
the top of the market, reserving part of their
equity for investments, and purchasing
another home with a higher loan-to-value
mortgage at the incredibly low mortgage
rates available now.

02
Courtesy of Beth Sierra | Sierra Realty TX
(915) 316-4251 | vinceandbeth@sierrarealtytx.com

Is now the time to sell your
home and buy another?
Some homeowners feel like they may as well throw a dart against the wall to decide whether to
move or not. Other people might invoke a process a�ributed to Benjamin Franklin. Supposedly,
to evaluate the op�ons and bring clarity to the choice, this American founding father would list all
the reasons for and against the decision on a sheet of paper. A�er reducing it to wri�ng, the
choice would appear either by the obvious majority or prac�cality.
Buying a home is an emo�onal decision but selling a home can be also. Separa�ng the ra�onale
from the emo�on can make decisions seem obvious but they may s�ll not be crystal clear.
There is a shortage of homes for sale that have caused prices to rise and market �me to shorten.
In many ac�ve markets, there is less than 30-days’ supply of homes for sale which is half of what
was available a year ago. This will make it easier to sell and maximize the proceeds from your
current home.
69% of economists, who par�cipated in the ﬁrst quarter 2021 Zillow Home Price Expecta�ons
survey, believe home inventory will begin to grow in the second half of this year and or the ﬁrst
half of 2022.
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Is now the time to sell
your home and
buy another?
Cont.

Mortgage rates are near record lows which will keep payments at a minimum. With the inﬂa�on
rate in the United States expected to be between 2-3%, many borrowers consider that it balances
with the mortgage rate to be an eﬀec�ve zero percent.
"Consumers are facing much higher home prices, rising mortgage rates, and falling aﬀordability,
however, buyers are s�ll ac�vely in the market," said Lawrence Yun, NAR's chief economist. "At
least half of the adult popula�on has received a COVID-19 vaccina�on, according to reports, and
recent housing starts and job crea�on data show encouraging dynamics of more supply and strong
demand in the housing sector."
The pandemic has allowed many buyers to have the ﬂexibility to work from home for now and in
some situa�ons, permanently. That opens new loca�on op�ons that would not have existed if
they had to commute to work daily. Economists believe that the increased preference to work
remotely will be a permanent shi� even if it is only a part of the work week.
This provides opportuni�es for homeowners to relocate in an area that doesn’t have the high
demand that their current area does and could beneﬁt from more aﬀordable housing for the
replacement while possibly, maximizing the sales price of their current home.
Good informa�on speciﬁc to your needs is essen�al to making good decisions. Explore the possibili�es with your real estate agent who can provide the facts you need.
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Moving UP or DOWN

Staying at home during the pandemic has caused of lot of owners to think about how nice it would
be to have a larger home to accommodate the addi�onal ac�vi�es that come along with isola�ng.
Par�cularly for people with children at home or possibly, the poten�al of either adult children or
parents coming to live with them.
There is an opposite con�ngent who are trying to weigh the pros and cons of selling their larger
home and downsizing. A smaller home is easier to maintain and usually, has lower u�li�es, insurance, and property taxes.
Some people might be considering the convenience and ease of mobility of a single level home. It
may be ﬁnding a loca�on with proximity to the ac�vi�es they are interested in now. A newer
home might have less maintenance and be more energy eﬃcient.
Married taxpayers who have owned and occupied a principal residence for two years can exclude
up to $500,000 of capital gain while a single taxpayer can exclude up to $250,000. Liquida�ng the
equity in their home without a tax liability could have mul�ple beneﬁts.
Some people might choose to pay cash for the replacement home. Others might put 20% down to
avoid mortgage insurance and possibly, even get a 15-year loan to get the lowest rate. The
balance of the equity could be invested at a rate higher than, the interest on their new mortgage.
S�ll, others might want to have some reserve funds available for whatever the next unan�cipated
crisis might be.
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Moving UP or DOWN Cont.
It could be a way to fund a long�me goal like children’s or grandchildren’s educa�on, or a wedding,
or a once-in-a-life�me trip. Maybe, part of the equity could be used to start a business or make a
grant to a worthwhile charity.
Selling a home and purchasing another will have expenses involved that must be taken into considera�on. Purchase costs could be 1.5 to 3% while sales expenses could easily be 2.5 �mes that
much.
Regardless of whether you are moving to a larger home or a smaller one, now is a good �me to
make the move. Due to the low inventory in most markets, homes are selling quickly, many �mes,
in less than three weeks. Normally, the winter months have less ac�vity which means less compe��on also. And then, there are the mortgage rates which are near record lows. Check the current
rates.
Like any other big change in life, it is recommended that you take your �me to consider the possible alterna�ves and outcomes. Your real estate professional can provide informa�on that can be
valuable in the discernment process such as what your home is worth, what you will net from a
sale as well as, alterna�ve proper�es for your next stage in life.

06
Courtesy of Beth Sierra | Sierra Realty TX
(915) 316-4251 | vinceandbeth@sierrarealtytx.com

Pre-Listing Inspections
Can Lead to Faster Sales
Imagine what happens when there is not a pre-lis�ng inspec�on. The buyer contracts for the
home with a provision for professional home inspec�on. The inspec�on could discover things the
buyer didn’t expect or even, an�cipate. If it doesn’t trigger an ac�on to terminate the contract,
the buyer will inevitably, ask the seller to make all the repairs.
When presented with the buyer’s request, the seller takes the opposite posi�on of not wan�ng to
do any of the repairs. The buyer could accept the property in its “as is” condi�on or nego�ate the
repairs or a reduced price with the seller.
Any experienced agent can tell you that some�mes, a mutually agreed nego�a�on is reached and
other �mes, an impasse is met that cannot be resolved. The contract is terminated, and the house
must go back on the market but this �me, a disclosure has to be made to all par�es looking at the
home which may deter showings.
Taking a pro-ac�ve approach, by obtaining a pre-lis�ng inspec�on, the seller can ﬁnd out about
things that will probably show up in a buyer’s inspec�on. They can get them repaired before the
home is shown and it will help the buyer feel more conﬁdent with the home. Another op�on
would be to disclose them as not working and make a price adjustment, either way, the seller is in
control and is taking a posi�on of transparency with poten�al buyers.
In some cases, the pre-lis�ng inspec�on may show things in working order that the buyer’s inspec�on indicates as needing repair. With two disinterested par�es having opposing opinions, nego�a�ons have a more likely chance for a mutual agreement.
Disclosing things that are not in working order can reduce liability in the future. Some deﬁciencies
with the home are not discovered prior to the closing and the surprise issues could lead to liability.
The pre-lis�ng inspec�on by a professional combined with the seller disclosing it properly can
reduce poten�al liability.
For the small investment, the beneﬁts of a pre-lis�ng inspec�on are well worth the expense. You
and poten�al buyers will have a be�er idea of the condi�on of your property and know what to
expect. You can present the property in a transparent way that will build conﬁdence with the
buyer. You’ll avoid unpleasant surprises as well as possible delays. Pre-lis�ng inspec�ons can lead
to faster sales and sa�sfac�on for everyone involved.
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Equity, Price, and
the Agent You Select
A Seller’s equity in their home is the
diﬀerence between what the home is
worth and what they owe. At any
point in �me, it is an es�ma�on
because value is a very subjec�ve
term. If the seller thinks the home is
worth more than an actual buyer will
pay for it, the es�mated equity is too
high. If a buyer is willing to pay more
than the seller believes the home is
worth, the es�mated equity is too low.
A true determina�on of equity becomes more objec�ve when the home is sold, and the value is
solidiﬁed by the sales price. This value is determined by nego�a�ons between a seller and buyer
and eliminate specula�on and conjecture because money and �tle are being exchanged.
The equity being deﬁned above is more accurately referred to as Gross Equity. A�er the ordinary
and necessary expenses connected with the sale of a property are deducted from the sales price,
along with any mortgage balance and/or liens, the proceeds are referred to as Net Equity.
Like in business, the goal is to maximize revenue and minimize expenses, the same is true in
selling a home. The goal is to achieve the highest possible sales price while keeping the expenses
as low as possible.
Se�ng the price of a home is ul�mately, the seller’s decision. It is cri�cal because not only will it
impact the amount of proceeds the seller realizes, but it can also aﬀect the length of �me it takes
to sell, how much ac�vity it will generate from buyers, and eventually, whether it sells at all.
The cost of a home is what the seller paid for it and the improvements made. Cost has no rela�onship to value. Market value is the most probable price willing and informed buyers and sellers
can agree upon in a compe��ve market in a reasonable period.

Price the home too low and the seller has unrealized proceeds.
Price it too high and it eliminates interested buyers.
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Preparation to Market
Preparing the home to go on the market has
expenses involved. Things like pain�ng the front
door or adding landscaping to increase the ini�al
appeal is an investment to a�ract the buyer’s a�en�on. While it may not add value to the home, it is an
important element.
Declu�ering the home takes �me and may even
involve temporarily ren�ng a storage facility for
things that may make your home feel smaller or
detract from making your home as visually appealing
as possible.
There are obviously selling expenses involved in the
sale of a home which can vary based on the price of
the home, what is customary in your area and nego�a�ons in the sales contract. Your agent can advise
you on these so that you don’t pay anything out of
the ordinary and can provide you an es�mate of
what is to be expected.
Your real estate professional can provide you the
informa�on necessary to decide on price. However,
do not confuse your decision on whom to market
your home by the price indicated by the market and
reported by the agent.

The market determines the value, and the seller sets the price.
Your decision in selecting an agent should be based on trust, reputation,
integrity, and the ability to execute a successful marketing plan.

In today’s market, on average, homes, are selling in 17 days and sellers are seeing an average of
ﬁve oﬀers. It is not uncommon for homes to sell for more than the list price, assuming they are
not priced drama�cally over the market in the ﬁrst place.
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ONE-BUTTON PRICING
An Automated Value Model, AVM, is a computer model
that looks at public records and determines price based on
square footage, comparable sales, and other elements. It is
as easy as pu�ng your address in a blank but unfortunately,
AVM results are only accurate about 20% of the �me.
A popular AVM, Zes�mate®, states “It is considered a starting point at determining a home’s value.” While an AVM
contains some of the same informa�on as a comparable
market analysis, it lacks a cri�cal human factor.
Having a pair of experienced eyes consider aspects that are
not easily quan�ﬁed can make a big diﬀerence. A skilled
professional can tell which proper�es are truly comparable.
A knowledgeable expert can recommend marke�ng strategies that can drama�cally improve a seller’s net proceeds.
Even if a person isn’t ready to sell yet, they like to know the
value of their investment. It is easy to ﬁnd the price of
stocks or mutual funds on any given day, but the value of a
home is more diﬃcult.
Regardless of whether you’re just curious as to how much
your home is worth or are ready to mone�ze your equity,
the experienced opinion of a real estate professional can
yield a more accurate value.
Discuss with your real estate professional pricing your
home slightly below market value and using a “coming
soon” promo�on to encourage increased buyer interest and
possibly a bidding war.
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Pricing Properly
A common ra�onale that sellers entertain is that “we
can always start a li�le higher and come down but we
can’t go up on our price.” The problem with this logic is
that the buying public is very savvy in today’s Internet
informa�on era.
Buyers have access to the very same data that seller’s
use to price their home properly. And even if they were
not completely up to date, they usually ask their agent’s
opinion before wri�ng an oﬀer.
Even if a buyer were willing to pay more for a home
than it was worth, consciously or unconsciously, if
they’re ge�ng a mortgage, it will require a mortgage.
The appraiser will be looking at the same comparables
to jus�fy the price. Most buyers are reluctant to pay
more than the appraisal.
Overpricing causes several diﬃcul�es:
Reduces sales associates’ ac�vity because they know it is over-priced and don’t want to waste their
�me showing it because the seller is unrealis�c. Increasingly more o�en, selling agents are representing the buyer and have a responsibility to ﬁnd the best values for their clients.
Reduces adver�sing response because buyers as well as agents looking for a home in a certain area
become familiar with what is available.
Loses interested buyers who might have looked at it but didn’t think the seller would consider what
they thought it was worth. Not all buyers are willing to go to the eﬀort to write an oﬀer, put up
earnest money, and take the �me it takes to ﬁnd out if the seller will take less.
A�racts the wrong prospects because they are expec�ng more ameni�es in the home based on the
price and once they see it, it won’t compare to the other homes in that price range.
Eliminates oﬀers for the same reason because the wrong prospects are looking at the home.
Helps sell the compe��on by making the other homes in that price range look like they have more to
oﬀer.
Can cause appraisal problems even if you were to ﬁnd a buyer who was willing to pay more than
market value. The lender would require an appraisal which would demand factual, objec�ve proof
that the home was indeed worth what the buyer was willing to pay for it. The lender does this so that
if they must take the home back because the buyer defaults, the loan would be covered by the sale of
the property.
Extends market �me because of all the reasons listed above.
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A lesson from a Pro
A well-known professional home stager, recently, decided to sell the 4,000+ square foot home
which she lived in with her husband. It certainly was well maintained and by most standards,
could have gone on the market immediately. However, she s�ll went through a full staging eﬀort
before she listed the home.
The work included pain�ng inside and out especially, changing the kitchen cabinets from gray to
white. The carpet was replaced along with a few dated light ﬁxtures. They stained the fence and
added minor landscaping to make it look fresh and invi�ng. They removed personal items from
the home that might be distrac�ng and replaced some furniture that was too large and might have
limited a buyer’s imagina�on.
The home looked and smelled clean. It had great drive-up appeal. Each room looked like it
belonged in a magazine and the professional photos let poten�al buyers see the home before they
visited it in person. When the home did come on the market, it sold in ﬁve days, above list price,
with mul�ple oﬀers, and for a considerably higher sales price than previous comparable sales had
indicated it would.
The lesson to be learned is that even if a home is in good condi�on, taking the �me to go through
the steps to make it look its best will generate the kind of results that every seller hopes for when
selling their home: the highest possible price, in the shortest �me with the least amount of inconvenience.
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A sad story relived over and over –
The Home is not Sold with a Counteroffer
Ask any real estate agent and they can
tell you a similar sad story. The seller,
whose home just hit the market, received
an oﬀer which was less than the list
price, but felt certain that their home
would sell quickly and countered for
more. For whatever reason, the buyer
did not con�nue to nego�ate and moved
on.
A�er a week or two and no other oﬀers,
the seller instructed the lis�ng agent to
contact the buyer’s agent and say that
the seller had reconsidered and would now accept their original oﬀer. However, the buyer’s ini�al
enthusiasm was gone and were looking elsewhere.
This is a story that frequently happens across America, in all price ranges. The lesson to be
learned is that some�mes, the ﬁrst oﬀer is the best. Consider the ra�onale, a home is fresh on the
market and buyers, especially the ones who have lost bids on other homes, act quickly to hopefully avoid some of the compe��on.
When an oﬀer is not accepted, it voids the original oﬀer and, in this case, the seller makes the
buyer a counteroﬀer; the buyer can accept it, make a counteroﬀer, or walk away. Even if the seller
reconsiders and says that he will accept the terms of the original oﬀer, the buyer is under no
obliga�on to accept it.
Alterna�vely, if the seller accepts the buyer’s original oﬀer, a contract has been agreed upon based
on the terms within. The house is sold and closed once any con�ngencies such as ﬁnancing and/or
inspec�ons have been sa�sﬁed.
Think of an example where a seller countered for an addi�onal $5,000. If he had accepted the
original oﬀer, the home would have been sold. In essence, he bought the home back from himself
in hopes of making an extra $5,000.
To put it in perspec�ve, on a $350,000 home, the addi�onal $5,000 would have been 1.4% of the
value. As an investor, the risk involved in having to con�nue to own the property may not be
jus�ﬁed by such a low rate of return. Having the property sold may provide peace of mind and
convenience that far exceeds the $5,000.
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When the seller receives an offer,
they are faced with three options
When a seller receives an oﬀer, they are faced with three op�ons.
1

They can accept the oﬀer and the house is sold considering the con�ngencies can be met.

2

The seller can reject the buyer’s oﬀer outright and wait for an acceptable oﬀer.

3

The seller can counteroﬀer the buyer with terms that are agreeable to the seller.

Many agents feel that if the oﬀer is not acceptable, the counteroﬀer alterna�ve presents a greater
likelihood of nego�a�ng to an acceptable agreement between the par�es. Every situa�on is
unique, but compromise has brought buyers and sellers to agreement in many situa�ons.
One of the valuable advantage’s sellers have is their agent’s experience and lack of emo�onal
connec�on to the property. Your agent can provide objec�vity and alterna�ves for you to consider
in making your decisions.
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Handling
Multiple
Offers

Based on the current compe��on from similar homes to yours, it is possible to ﬁnd yourself on the
beneﬁciary side of a bidding war. Two or more par�es may be trying to buy your home at the
same �me and because of the compe��on, they increase the purchase price, possibly, remove
unnecessary con�ngencies and try to make their oﬀer as a�rac�ve as possible.
This can pleasantly result in you realizing higher-than-expected sales price and proceeds of sale.
While it may not materialize, it is good to understand what could happen and the best way to
handle it. Your real estate professional is posi�oned to oﬀer you speciﬁc advise but the following
are some things to consider.
One tac�c is to delay showings for a short period of �me. Some agents will create this by pu�ng a
sign on the property with a rider that indicates “coming soon” and depending on the local MLS
rules, it may even be put in the system. No showings will be allowed un�l a publicized date, usually, a few days, at which �me, the goal is to have them standing in line to see the home.
This might even be combined with an open house scheduled for the ini�al showings. Agents using
this method have some�mes found many people wai�ng for some �me, outside the home to see
it ﬁrst.
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Handling
Multiple
Offers
Cont.
When mul�ple oﬀers are made, invariably, there will be some disappointed people and for that
reason, it is essen�al to follow a strict procedure to see that no one is given an advantage over
other buyers. Discuss the following sugges�ons with your professional:
All oﬀers are countered by asking the buyer to make their “best and ﬁnal” oﬀer which will
include not only price but terms also.
The seller may authorize the lis�ng agent to disclose that there are mul�ple oﬀers. (Ar�cle 1,
Standard of Prac�ce 15 of the Na�onal Associa�on of REALTORS® code of ethics.
Discuss with your professional their thoughts on revealing informa�on, like price and terms,
on other oﬀers you are considering. In most cases, they are allowed with your permission,
and it can make a diﬀerence in the nego�a�ons.
If one oﬀer is substan�ally be�er than the other oﬀers, the seller can accept or counter-oﬀer.
Have your real estate professional advise you of countering more than one oﬀer at a �me
which could result in contrac�ng to sell your home to more than one person. They can
advise you alterna�ve ways to do this.
Keep this in mind. Some�mes, the highest oﬀer is not the best oﬀer. Even though the buyer is
willing to pay a high price for your home and possibly, willing to remove the ﬁnancing condi�on, if
they are going to get ﬁnancing and it doesn’t appraise, it can cause issues. Have your real estate
professional tell you about asking for proof of funds from a cash buyer or conﬁrming their ability
to pay above appraised value.
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INTERESTING FACTS
The NAR Proﬁle of Home Buyers and Sellers reports 87% of all buyers cited real estate agents as
their number one source used in the home search. 43% of all buyers looked online for proper�es
for sale as the ﬁrst step taken during the home buying process.
Interes�ngly, 88% of buyers purchased their home through a real estate agent or broker compared
to only 68% in 2001. The agent services deemed most valuable to buyers were help ﬁnding the
right home to purchase (51%) and help to nego�ate the price and terms of sale (24%).
Compe��on for homes being sold has greatly increased over the previous two years, according to
a recent REALTORS® Conﬁdence Index Survey from NAR. In April of 2021, there were nearly ﬁve
oﬀers for every home sold which increased from two oﬀers in 2019 and 2020. 89% of homes sold
in July 2021 were on the market for less than a month.
Utah reported the highest number of oﬀers per home sold with seven while Arizona, Georgia, New
Hampshire, and Washington had six. California, Colorado, Tennessee, and Texas each had ﬁve
oﬀers per home sold.
To make their oﬀers appear more a�rac�ve, more buyers are making cash oﬀers to eliminate
ﬁnancing con�ngencies and reduce the chance of rejec�on. Cash oﬀers represented 25% of oﬀers
in April and 21% in the ﬁrst quarter of 2021 compared to 18% in 2020.
Buyers who are not able to make cash oﬀers are increasing their down payment. Nearly half of
homebuyers are pu�ng 20% or more down during the ﬁrst quarter of 2021. Even ﬁrst-�me buyers
are using an 80% mortgage to make their oﬀers more a�rac�ve to sellers.
The median days on the market for lis�ngs was 17, up from 21 days a year ago. 30% of residen�al
sales were made to ﬁrst-�me homebuyers which is down from 32% in March 2021 and down from
36% one year ago.
While nearly ¾ of homes closed on �me, 5% were terminated and 22% were delayed but eventually went into se�lement. Appraisal and ﬁnancing issues were the major contributors to the delayed
transac�ons. The two major contributors for the terminated transac�ons were also appraisals and
inspec�ons issues.
Today’s environment requires a strong, sensi�ve agent who understands your goals as well as the
intricacies of the market to be able to devise a plan to make it happen. Your agent and their
recommenda�ons for the other professionals involved are the boots on the ground necessary
whether you are a buyer or a seller.
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Selecting
the Right Agent
in a Seller’s Market
Even in the current, low inventory housing market, sellers are resis�ng the urge to sell it themselves and s�ll seeking the help of a real estate professional. It may be more important than ever
and there is too much at stake to risk going it alone.
The number of people a�emp�ng to sell on their own has been in steady decline since 2003 from
14% to 8% in the latest Proﬁle of Home Buyers and Sellers produced by the Na�onal Associa�on of
REALTORS®.
The most frequently men�oned diﬃcul�es that owners who decided to sell it without the beneﬁt
of an agent included preparing the home for sale, understanding, and performing the paperwork,
ge�ng the price right and selling it within the length of �me planned. Another commonly cited
challenge was having enough �me to devote to all aspects of the sale.
The other nine out of ten homeowners who are selling with a real estate professional are many
�mes faced with the ques�on: “How do I determine which agent to use?” In some situa�ons,
owners know more than one agent and the dilemma becomes picking the right person for the job.
To get the answers that will lead to selec�ng the right agent, an owner needs to ask the right
ques�on. Open-ended ques�ons will give you a more descrip�ve answer that can bring clarity to
your decision. Ques�ons that begin with who, what, when, where, why and how will elicit a much
more robust answer.
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Agent Interview
Questions
The following sugges�ons should be helpful for homeowners considering selling:
How long have you been selling homes and is this your full-�me job?
What designa�ons or other creden�als do you have?
How many homes did you and your company sell last year?
What is your average market �me compared to MLS and your top compe�tors?
What is your sales price to list price ra�o?
When will you report to me on the progress of my transac�on?
Who can you recommend for service providers like mortgage, inspec�ons, repairs, and maintenance?
Why do you want to work with me?
Where are the biggest opportuni�es to expose my home to the largest market?
What is your marke�ng plan for my home?
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Additional questions
to help you identify
the best agent
for the job in
today's market
Speciﬁc to today’s market, addi�onal ques�ons to help you iden�fy the best agent for the job
could include:
With the shortage of homes for sale, is it necessary to update the home prior to lis�ng?
In this compe��ve market, is staging the home important?
What are your thoughts on professional photography and video?
Is there a way to s�mulate compe��on among to buyers?
Explain to me range of pricing and how it applies to home search on the Internet.
Can you proﬁle the most likely buyer for my property?
These ques�ons can guide your interview, which is exactly what it is. You are trying to ﬁnd out
how this prospec�ve agent is going to handle some of the intricacies in the selling process that can
aﬀect the successful sale of your home.
A�er evalua�ng the answers you receive, you will either move forward to have this agent represent you or you move in a diﬀerent direc�on. A third op�on, from our perspec�ve, that occasionally develops is that we determine that we may not be able to manage the outcome that you are
expec�ng.
Selecting the right agent to represent you, even in a Seller’s market, is an important decision and
you need to have all the help you can get making the right one. We’re happy to provide the
answers you want and need and will disqualify ourselves if we believe that it is not in your best
interest. Our reputa�on depends on sa�sfactory results from every transac�on we handle.
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Steps in Listing Process

Step 1 – Prepara�on includes examining the home through cri�cal buyers’ eyes to determine what things
must be done to the house to maximize the purchase appeal. These can include declu�ering the home,
removing furniture and belongings that make rooms or closets appear small. Determining what needs
pain�ng or what ﬁxtures need replacing. Does the landscaping need a�en�on? Is the drive-up appeal
what it should be?
Research includes knowing your numbers and your neighborhood. What homes are on the market that
the subject property will be compe�ng with in price and how it compares to them in condi�on, loca�on,
and terms. It is important to know average market �me, days on the market, days under contract, sales
price to list price ra�o and whether appraisals are mee�ng the sales prices.
Step 2 - Mo�va�on describes the reasoning for selling the home currently. Wan�ng to move to a larger
home in another area is very diﬀerent than tes�ng the market to see if there is a buyer willing to pay an
unusually high price. It takes a tremendous amount of �me, eﬀort, and expense to put a home on the
market. Some of the expense is borne by the seller but the agent also incurs hard expenses, as well as a
considerable amount of �me.
A seller’s objec�ves could include achieving the best price, within a predetermined �me, and with the
fewest inconveniences. Another common objec�ve could be the coordina�on of the sale and occupancy
of the exis�ng home with the purchase and occupancy of the replacement home.
Step 3 – Agents should tailor a marke�ng plan to ﬁt your home, your situa�on, and the current market.
Even in a seller’s market, the plan can make the diﬀerence in a quick sale at the right price or a property
that lingers on the market for weeks, if not months. Ask ques�ons about things you don’t understand, and
which items are cri�cal, and which might be op�onal.
Step 4 – The agent you select is an integral part of the overall success of the sale of your home. This
professional needs to be experienced, knowledgeable, and commi�ed to advocate your best interests.
They should be detail oriented, organized, and focused on your needs.
Step 5 – Your agent will provide you with accurate informa�on on the homes in your immediate area that
have sold recently, are currently for sale and even, proper�es that failed to sell. Adjustments can be made
for diﬀerences in size and condi�on to arrive at an indicated market value. Your agent’s job is to provide
you the data and your job is to establish the price. While it may be ideal to maximize the price and
proceeds, remember what your mo�va�on and objec�ves are which could be more related to �ming or
convenience than money.
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