


Direct. Determined. Done.

Welcome to the Ultimate Seller’s Guide: Direct.

Selling your home doesn’t have to be stressful—it just
has to be smart. Whether it’s your first time selling or
you're a seasoned homeowner, this guide is your
roadmap to a successful, seamless sale. With my
"Direct. Determined. Done." approach, I'm here to help

and a step-by-step breakdown of what it takes to get
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negotiations, we're covering it all with a direct
approach that gets results.

If you're determined to sell and ready to get it done,
let’s dive in! Your smooth, successful sale starts now.
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Welcome to the
Seller’'s Journey!

Decide to Sell- Is Now the Right Time?

Not sure if now's the right time to sell? Look at the market, your
financial goals, and your personal timeline. Is demand high, and
will selling move you toward your next step? If the answer is yes,
it's time to get that "For Sale" sign ready!

Timing & Market Conditions

To decide if it's the right time to sell, check local market
trends—are homes selling fast and for top dollar? Low interest
rates also attract more buyers. Combine these factors with
your financial goals to make the call.

Personal Readiness

Selling your home is a big emotional step. Ask yourself if
you're ready to part with the memories and make a fresh start.
If the thought excites you more than it worries you, you're
probably ready to move on!
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Prepping Your Castle for
Market

It's all about first impressions!
Learn how to declutter, stage, and
set the scene so buyers fall in love
the moment they step inside.

03
Marketing That Works

From listing photos to social media
magic, this chapter breaks down
how to get your home seen by the
right people—fast!

02

Pricing Like a Pro

Set the right price and the buyers
will come. We'll guide you through
market research and pricing
strategies to make sure your home
is irresistible.

O4

Open Houses & Showings:
Showtime
Tips and tricks for hosting open

houses and showings that leave
buyers saying, "We want this one!"
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Negotiation Ninja Moves

Ready for offers? Learn how to
navigate negotiations like a pro and
seal the deal without breaking a
sweat.

07
Closing the Deal

You've made it! Here's everything
you need to know to navigate the
final steps and hand over those keys
like a boss.

09

Mistakes to Avoid at
Every Stage
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Surviving Inspections &
Appraisals

Inspections and appraisals can feel
nerve-wracking, but with these tips,

you'll handle them with ease and
confidence.

08

Moving Day Without
Mayhem

Your final act! Practical advice on
making your move as smooth and

stress-free as possible, so you can
focus on celebrating your sale.

10

Common Seller Problems
& How to Handle Them
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Prepping Your Castle
for Market

So, you've decided to sell your Inome—your castle, your domain, the
place where you've perfected the art of couch lounging. But now tt's
fime 1o hand over e crown (and the keys), and you want fo make
sure buyers see your lhome as tine royal polace it fruly is. The good

news You dont need a fairy godmotner to get it ready for e
market. With a Itfle prep, some elbow grease, and maybe a fouch of
sporkle, your home wil have buyers lining up fasfer fhan you con say

‘open house!
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Prepping Your Castle for Market

First Things First:
It's Time to Declutter!

And yes, I know that sentimental
collection of ceramic unicorns has
been your pride and joy, but buyers
don’t have your magical connection
to it. They need to envision
themselves living in your home,
which means it’s time to give your
space a clean slate. Think of it as
Marie Kondo-ing with a purpose—if
it doesn't help sell your house, it's
gotta go!

Decluttering Like a Pro

Step I: The Purge

Go room by room and take a critical
eye to every surface. If it's not
essential to daily living (or doesn't
make your home look magazine-
worthy), pack it up or donate it.
Less is more when it comes to
selling!

Step 2: Clear the Counters

Kitchen counters should be as bare
as possible. Yes, the Keurig is a
lifesaver, but buyers want to
imagine their morning coffee
routine, not yours. Keep it simple.

Step 3: Closet Clean-Out

Closet space is gold. Show buyers
just how much room they’ll have
by giving those closets some
breathing space. No more
cramming in clothes like a Tetris
game—you want them to think, "I
could definitely fit my shoe
collection here!"
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Prepping Your Castle for Market

Home Staging
Hacks

Now that you've cleared the clutter,
it's time to stage your home like a
pro. Don’t worry, you don'’t need to
hire a designer or rob a fancy
furniture store. A few strategic
moves can make your home look
like it’s straight out of a real estate
ad.

Think Like a Buyer

The goal of staging is to highlight
your home’s best features. Got a
cozy fireplace? Arrange seating
around it to make it the focal
point. Amazing windows? Ditch
the heavy drapes and let that
natural light pour in.

Go Neutral

As much as you love your bright
orange accent wall, not everyone
shares your bold taste in color. A
fresh coat of neutral paint can go a
long way in making your home feel
bright, open, and move-in ready.

Add Some Greenery

Plants are the unsung heroes of
home staging. They add life and
color without overpowering the
space. Place a potted plant here, a
succulent there, and your home will
feel vibrant and fresh.

-10 -



Prepping Your Castle for Market

SinpRllREiE's

Blig [Mpact

You don't need to remodel the kitchen or install a new roof to make your
home shine. Sometimes, the smallest tweaks can have the biggest impact

on buyers.

Fix the Little Things

Leaky faucet? Squeaky door?
These tiny annoyances might not
seem like a big deal, but buyers
will notice them—and not in a
EOOd way. Take an afternoon to
nock out those small repairs,
and your home will feel well-
maintained and move-in ready.

Freshen Up the Hardware

Outdated knobs, handles, and
light fixtures can drag down your
home’s appeal. Swapping them
out for something modern and
sleek is an easy and inexpensive
way to give your home a mini
makeover.

Let There Be Light

Bright spaces feel bigger and
more welcoming, so replace dim
bulbs with brighter ones and
open the curtains wide. A well-lit
home is a happy home, and
buyers will feel the glow.

-11 -
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Prepping Your Castle For Market

Curb Appeal 101

Remember that first impression we
talked about? It starts the second
buyers pull up to your house. The
outside needs to be just as inviting
as the inside, so let’s spruce it up!

Power Wash Magic

If your driveway, walkway, or siding
is looking a little grungy, a quick
power wash can make it look brand

new. It’s like giving your house a Lawn Love

1 |
bath before the big debut! Make sure your lawn is freshly

mowed, your hedges are trimmed,
and your flowerbeds are weed-
free. If your yard looks like it
belongs in a nature documentary,
it's time to tame the wild.

Front Door Glow-Up

Your front door is the gateway to
your home, so make sure it shines.
A fresh coat of paint, a cute
welcome mat, and maybe even a
new door handle can do wonders.
Bonus points if you add a pop of
color—who can resist a cheery red
or blue door?

-12 -



Chapter

Pricing Like a Pro

Alright; if's fime 1o tak numbers! Sefting the right price for your
nome i ke trying fo hit the bulseye on a moving target-it's al
about precision, fiming, and a litle bir of strategy. Price 1o laigh,
and your home will sit on the market collecting dust like: finat
freadmil in your basement. Price foo low, and you migit feel lice
you're: gving away your cosfle for fhe price of a lhumble hut Bu
dont worry=I'm here 1o make sure you get t ust righnt. Keady 1o
become a pricing pro° Let's dve inl




Pricing Like a Pro

Understanding Market Treness
Knowledge is Power

Where Do | Begin?

Before you throw a random number
out there like you're playing a game
of “Real Estate Roulette,” let’s take a
step back and look at the market.

Comparative Market
Analysis (CMA):

The key to understanding your
home's value is knowing what
similar homes in your area are
selling for. Your real estate agent
can help you run a CMA, which
compares homes of similar size,
condition, and location that have
recently sold. Think of it as
checking out what the neighbors
got for their castle—minus the
peeking through the bushes.

Neighborhood Vibes

Are you in a trendy, ul];))—and—
coming area? Or ma]}lf € a quiet
suburban retreat? The location and
the surrounding amenities can
affect your home’s price. If you've
got good schools, parks, and a hot
café down the street, that’s all gold
when it comes to pricing.

Timing Is Everything

The real estate market can shift
faster than the trends in avocado
toast toppings. Is it a buyer’s
market (where buyers hold the
power) or a seller’s market (?where
sellers get to call the shots)?
Knowing the current market
conditions will help you decide if
you need to price aggressively or
aim higher.

-14 -



Pricing Like a Pro

The Goldilecks Principles Not
Toeo High, Not Teoo Low

When it comes to pricing, you want
to be like Goldilocks—not too high,
not too low, but just right. So, how
do you find that sweet spot?

Too High

Setting your price too high can feel like
a power move—“Let’s just see what
happens!” But in reality, it can backfire.
Buyers are savvy, and if they think your
price is out of line with the market,
they'll skip right past your listing.
Worse, if your home sits on the market
too long, it starts to get a reputation.
You know, like that party guest no one
wants to talk to.

Too Low

On the flip side, pricing too low might
Eet you some fast attention, but it can
eave you feeling like you missed out
on what your home is really worth.
That said, in certain markets, this
tactic can create a bidding war—if
your home is a hot commodity. Just be
careful; you don't want to end up with
seller’'s remorse.

Just Right

The sweet spot is where you attract
serious buyers, but you still feel like
Kou’re %etting a fair price for your

ome. This is where that CMA we
talked about comes in handy. It’s all
about balancing your goals with market
realities.

-15 -



Price Like a Pro

The Psychology of Pricing:
It’s All in the Numbers

Ah, the fine art of pricing psychology! Believe it or not, the number you choose can affect how
buyers perceive your home—kind of like tricking your brain into wanting that chocolate cake
because it's only 299 calories.

Charm Pricing

Why do so many things cost
S19.99 instead of S20? Because it
feels like a deal! The same logic
works in real estate. Pricing your
home at $299,999 instead of
$300,000 can make it feel like
buyers are getting a better deal,
even if it's only by a dollar. It’s
weird, but it works.

Search Range Strategy

Most buyers are searching online
within specific price ranges, say
$300,000-$350,000. You want to
price your home so it falls at the top
or bottom of those ranges to
maximize visibility. For example, if
you price your home at $350,001,
buyers searching up to $350,000
won't see it. Keep it strategic!




Pricing Like a Pro

When to Adjusts Flexibility
iISHEY

Why adjust?

Sometimes, even the best-laid pricing
plans don't pan out. Maybe the market
shifts, or maybe the buyers just aren't
biting. Either way, it's important to stay
flexible and be ready to adjust.

Watch the Market Reaction

If your home has been on the market for
a while with no offers (or worse, no
showings), it might be time to reconsider
your price. It's a tough pill to swallow, but
sometimes a price reduction is what's
needed to spark fresh interest.

Timing Reductions

Price adjustments can be strategic, too. If
your home has been sitting for a few
weeks with no action, it's better to make a
quick, bold reduction than small,
incremental ones. You want buyers to sit
up and take notice, not wonder why you
keep nudging the price down $1,000 at a
time.

Stay Realistic

It's easy to get attached to what you think
your home is worth, but it's important to
stay grounded in market realities.
Remember, the goal is to sell—not to hold
out for a number that doesn't align with
what buyers are willing to pay.

-17 -



Chapter

Marketing That Works

------ Youve prepped your home ond nailed tne price—now it's fime fo shout
it from fne rooftops (or at least from your phone and computer).
Effective marketing is the key fo gefting your home in front of as

many pofential buyers as possible. But before you grab your camera
and stort snapping pnofos like you're launching a fashion line, let's walk

fiarougn what makes a real estate listing irresistivle. Spoler alert: t's a

mix of stunning visuals, killer copy, and a dash of online savvy. Let's

get starfed on moking your lnome the fak of tie town!

25 Filters
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Marketing That WORKS

Picture Perfects

The Power of Photography

.J‘.I

If there’s one rule to selling a home, it’s this: buyers fall in love with pictures before they
ever step inside. Your home’s photos need to be Insta-worthy, even if your morning
routine doesn'’t usually involve styling your kitchen like a magazine spread.

Lighting Is Everything

Natural light is your best friend. Take
photos during the day when your home is
brightest, and avoid harsh shadows. A
well-lit room feels larger, cleaner, and
more inviting. If you have a dark room,
turn on all the lights or bring in some
extra lamps to brighten things up.

Clean & Clear

Your home should look tidy and clutter-
free in every photo. If something doesn't
add to the aesthetic, it doesn’t need to be
in the shot. Say goodbye to countertop
clutter, pet toys, and personal items—it’s
time for your home to shine!

Angles Matter

Don't just point and shoot. Get creative
with angles to highlight the best features
of each room. Stand in the doorway to
capture as much of the space as possible,
and always take photos at eye level for a
natural view.

Consider Hiring a Pro

If your phone photos aren't quite cutting
it, it might be worth hiring a professional
photographer. They'll have the equipment
and know-how to make your home look
its best, and the return on investment can
be well worth it.

-19 -




Marketing That Works




Marketing That Works

Social Medlia
Magjies

Getting Eyes on
Your Listing

You're not just selling a home—you're
creating a buzz. Social media is one of
the most powerful tools for spreading
the word about your listing, so don't
be shy about sharing!

-21-

Facebook, Instagram, &
Beyond

Post your listing on every platform
you can. Facebook is great for sharing
with friends, family, and local
community groups, while Instagram is
perfect for showing off those
gorgeous photos. And don'’t forget to
include some hashtags for extra
visibility .

Stories & Reels

Want to go a step further? Use
Instagram Stories or Reels to give
potential buyers a virtual tour of your
home. Walk them through the space,
highlight the best features, and let
your personality shine through. It's a
fun and interactive way to engage
with your audience.

Targeted Ads

If you want to cast an even wider net,
consider running targeted ads on
social media. These ads allow you to
reach specific groups of people—like
buyers looking in your area—so
you're not just shouting into the void.



Marketing That Works

Leveraging Real Estate
Welbsites: Cast a Wide Net

Zillow, Realtor, & MLS

These are the big players in the online real
estate world. If your home isn’t on these
sites, you're missing out on a huge chunk of
potential buyers. Your agent will likely
handle getting your home on the MLS
(Multiple Listing Service), which feeds into
many of the other platforms automatically.

Virtual Tours & Video
Walkthroughs

More and more buyers are starting their
home search online, and they love virtual
tours. Consider adding a 3D tour or a video
walkthrough to your listing so buyers can
explore your home from the comfort of
their couch. It’s like hosting an open house
24 /7!

Open House Listings

If you're planning an open house, make
sure to list it on real estate websites as
well as social media. The more visibility
you get, the more foot traffic you'll
generate.

-22 -



Chapter

Lights, camera, actionl Now that your home is prepped and primed
for sole, s fime fo roll ouf fhe red carpet for potenfial buyers.
Open hhouses and showings are your home's big debuf, and the
goal 15 fo make it shine so bright, buyers can't nelp bur picture
fhemselves Iving tnere. Here's low fo set fhe stage for success.

-23 -



Open Houses & Showings - Showtime!

Hosting an Open Houses

MhE

DoS anel

DON'tS

Open houses can be a powerful tool to draw in interested buyers, but only if you
do them right. Here’s how to host an open house that leaves a lasting

impression:

Make a grand first impression. Curb
appeal is key, so tidy up your yard,
freshen up your front door, and add
a welcoming touch like a new
doormat or some cheerful potted
plants.

Make it easy to navigate. Clear any
clutter, simplify your decor, and
open up pathways so buyers can
move through the house freely.
They should be able to imagine
their own furniture, not trip over
yours.

Linger around. Once your home is
open to visitors, give them space to
explore without you hovering. Let
your agent take the lead so
potential buyers feel comfortable
discussing the property.

Overwhelm with too much
information. Keep brochures,
flyers, and property details concise
and available. Too much info can
feel like a hard sell, and nobody
likes that.

-24 -




Open Houses & Showings - Showtime!

Creating a Weleconing
Atmosphere

It's not just about what buyers see—it’s about how they feel when they walk
through the door. Creating a warm and inviting environment can make all the
difference.

Lighting:

Open up the blinds and let natural light flood in. If your
showing is at night or the day’s a bit gloomy, turn on
lamps and use soft, warm lighting. A bright, well-lit space
feels larger and more welcoming.

Scents:

Fresh is best! Bake cookies, brew a fresh pot of coffee, or
light a mild, neutral candle scent. Avoid overpowering
fragrances like strong air fresheners or too many
competing aromas.

Music:

A little background music can create a relaxed
atmosphere. Choose something soft and pleasant—think
instrumental or acoustic tunes that set a calming tone
without distracting from the main event: your home.

_25_



Open Houses & Showings - Showtime!

Handling Showihgs Like
a Pro

Showings are your opportunity to let
buyers explore at their own pace, but
there are some tricks to help make
them feel more comfortable and
eager to bid.

Be Accomodating!

Be flexible. Sometimes, showings
happen at less-than-ideal times. If a
potential buyer wants to visit at the
last minute or outside your preferred
schedule, try to accommodate them.
Flexibility can pay off with a quicker
sale.

-26 -

Put It All Away!

Don'’t leave valuables out in the open.
While it's important to trust your
buyers and agent, always remove
personal items, valuables, and
sensitive documents before
showings.

Be Invisible!

Get out of the way! Buyers like to
envision the house as their own,
which can be tough if the current
owner is hanging around. Leave
during showings to give them space.



Open Houses & Showings - Showtime!

Getting Feedbacks
Fihe=-Tuning Your Approach

Buyer feedback is one of the best tools you have to improve your home’s appeal.
Here’s how to use it effectively:

Ask for It;

Your agent should gather feedback from
every buyer who tours your home. Were
there any concerns? [s there anything
they loved or didn’t like? This
information is gold.

Adjust Accordingly:

If you keep hearing the same critique—
like “the rooms feel small” or “the paint
color isn’t neutral enough”—consider
making adjustments. Even small tweaks
can make a big difference in attracting
the right buyer.

Don’t Take It Personally:

Feedback can be tough to hear, but
remember, it's not about you—it's about
creating a space that appeals to the
widest range of buyers. Stay objective
and use it to your advantage.

-27 -



Open Houses & Showings - Showtime!

The Art of Felleow=Ulps
Keeping Buyers Interested

After a showing or open house,
follow-up is key. Your agent will
handle most of this, but it’s good

to know how the process works so

you can stay in the loop.

Prompt Follow-Up

After a showing or open house, your

agent will reach out to the buyer’s
agent for feedback. If a buyer is
interested, they may schedule a
second showing or make an offer.
This is where the real negotiation
begins!

Stay Calm, Stay
Flexible

If you don't hear back right away,
don't panic. Buyers might need
time to discuss, view other
properties, or get their finances in
order. Patience is your best friend
here!

Wrapping It Up

Your open house and showings are
like your home’s big performance.
By setting the right atmosphere,
handling visitors like a pro, and
using feedback to your advantage,
you'll make sure buyers can't wait
to put in an offer. Showtime is your
time to shine! .

- 28 -
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05

Negotiation Ninja Moves

S0, You've gor offers on fhe fable. Congratsl Butnow comes
fine port winere you ineed to furn your seller smarts, info
negotiation nina moves. Whetiner t's decoding tine fine print;
outsmarting bidding wars, or finding fie balance between
standing firmand being flexible, fis chagter will-arm you witia
everything you need 1o know 1o navigate the offer sfage like
a pro.
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Negotiation Ninja Moves

Decoding the Offers

What’s On the Table?

Offer Price

Yes, the price is important, but don't get
tunnel vision. The highest offer isn't
always the best offer. Consider whether
the price matches the value you set for
your home, but don’t stop there.

Financing Terms

Is the buyer offering cash, or are they
financing through a mortgage? Cash
offers can close faster and with fewer
contingencies, making them attractive
even if the price is a little lower. If it's a
mortgage, make sure the buyer is pre-
approved, so you don’t waste time with
financing issues later.

Contingencies

These are the conditions that need to be
met for the sale to go through, like
inspections or the buyer needing to sell
their current home. The fewer
contingencies, the smoother the deal. Be
wary of offers with too many "ifs" and
"buts."

Closing Timeline

Does the buyer want to close in 30 days,
60 days, or immediately? The closing
timeline should align with your own
plans. If you need more time to move out,
a flexible closing date could be worth
considering over a higher price.

-30 -



Negotiation Ninja Moves

Negotiating Smartly: Responcing
Witheut Leaving Money on the
Table

Very few deals are done with the first offer. Most buyers expect a little back-and-forth,
so don’t be afraid to counter. This is where you fine-tune the deal to your liking.

Focus on What Matters:

You can counter on price, contingencies, or the
closing date, depending on what’s most important to
you. Maybe the offer is slightly below your target, but
they're offering cash with a quick close. Weigh the
pros and cons of each part of the offer, and counter
accordingly.

Stay Cool:

Negotiating can feel like a game of chicken—who’s
going to blink first? But it's important to keep
emotions in check. Buyers might come in with a
lowball offer, or they might seem inflexible at first.
Don't take it personally; it's all part of the process.
Keep your eye on the goal: a deal that works for both
sides.

Be Ready to Compromise:

No negotiation is perfect, and getting a deal done
often requires some give and take. Be prepared to
bend on smaller points in order to keep the buyer on
board for the big ones. It’s all about finding that sweet
spot where both parties walk away feeling like they've
won.
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Negotiation Ninja Moves

Handling Multiple Offerss The
Bidding War Bonanhza

Ah, the dream scenario: multiple buyers are vying for your home. When you've got more
than one offer, it's a seller’s paradise, but there are still strategies to handle the situation
wisely.

Compare Apples to Apples:

Look at all the factors—price,
contingencies, financing, and closing
dates—across all offers. The highest price
might not be the best if it comes with
strings attached. Take your time to
evaluate each offer holistically.

Ask for Best and Final:

If you're dealing with several offers, you
can ask each buyer to submit their “best
and final” offer. This encourages buyers to
come in with their strongest bid, and it
makes it easier for you to choose the one
that suits you best.

Bidding Wars: Handle with Care:

>
>
=
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While a bidding war might sound exciting,
it's important to handle it professionally.
Let your agent guide you through the
process of communicating with all buyers
fairly. You don’t want to alienate any
potential buyers by playing them off each
other too aggressively.
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Negotiation Ninja Moves

Conecessions anc Compromisess
Kneowinhg What te Give Up

Negotiation isn’t about winning
every single point—it’s about
winning the ones that matter most.
Sometimes, giving a little helps seal
the deal:

Small Fixes, Big Payoff:

If the buyer asks for minor fixes, you can
often negotiate to have those handled
quickly or offer a small credit to cover
the costs. But if the inspection turns up
more serious issues—like a roof repair or
plumbing problems—you might have to
negotiate a more significant price
reduction or take on the repairs yourself.

Stay Flexible:

Inspection negotiations can feel
like a hiccup in the process, but
they're common. Keep an open
mind and stay focused on the end
goal: getting the deal done.
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The Art of Negotiation - Playing the Offer Game

When to Walk Away

Sometimes, negotiations hit a wall, and it’s okay to walk away. If a buyer is unwilling to
meet you halfway, or if their demands start to outweigh the value of the deal, don’t be
afraid to stand firm. There’s always another buyer out there—especially when you've
prepped and marketed your home like a pro!

Know Your Bottom Line:

Before negotiations even start, have a
clear idea of what you're willing to accept.
Whether it's a certain price or specific
terms, knowing your bottom line helps
you stay grounded and prevents you from
getting swept up in the back-and-forth.

Don’t Panic:

If a deal falls through, it’s not the end of
the world. Sometimes a buyer pulls out
due to financing issues, cold feet, or an
unresolvable inspection problem. Stay
calm and get ready for the next offer—
you've done the hard work, and the right
buyer will come along.

Wrapping it Up...

Negotiation is the final stretch in selling your home, and it can feel like a
rollercoaster. But with the right strategies and mindset, you'll be able to navigate

offers, counteroffers, and inspections like a pro. Remember, the best deal isn’t
always about the highest price—it’s about the right combination of terms that work
for you. So keep your cool, stay flexible, and soon enough, you'll be signing on the
dotted line, ready for your next adventure!
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Chapter

Surviving Inspections &
Appraisals

You've sealed fhe deal—amost. Now, your home's
Inspection and appraisal are all that stand between
you and the finish line. While tinese can be nerve-
Wracking steps, youre not going in blind. With a litle
preparation, youll be ready for wihatever surprises
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Surviving Inspections & Appraisals

What to Expect Durihg an
Inspection

Buyers hire inspectors to give your home a thorough check-up, from roof to
foundation. The goal? Finding potential problems before they commit to buying.
Common issues include:

Plumbing & Electrical:

Inspectors look for leaks, faulty
wiring, and other hazards.

HVAC Systems:

[s your heating or air conditioning
in good shape? These systems are
expensive to repair or replace, so
buyers will pay attention.

Roof & Foundation:

Structural integrity is key. They'll be
looking for cracks, leaks, or signs of
wear.

Cosmetic vs. Critical:

Not every issue is a deal-breaker.
Minor wear and tear? Normal. But
bigger issues like mold or faulty
wiring may need addressing.
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Surviving Inspections & Appraisals

RE0AlIHRECUESHS:
To Fix or Not to [Fix?

After the inspection, buyers will likely come back with a list of repair
requests. Here’s how to handle them:

Tackle the Big Stuft:

If the issue is significant—think
structural repairs, major systems
like plumbing or HVAC—it’s often
better to handle it. Buyers are more
likely to walk away over serious
issues.

Small Stuff? Negotiate a
Credit:

For minor repairs, offer the buyer a
credit at closing so they can handle
it themselves. This saves you time
and keeps the process moving.

Draw the Line:

Not every request is worth the
hassle. Be prepared to say no if a
buyer is nitpicking over cosmetic
issues or requests that seem
excessive.
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Surviving Inspections & Appraisals




Surviving Inspections & Appraisals

Handling Surprisess

Inspections and appraisals can uncover
surprises, and not always the good kind.
Maybe there’s a hidden issue you didn't
know about, or the appraisal throws a
wrench in your plans. Here’s how to
handle those last-minute hiccups:

Stay Calm:

Surprises happen. Don't panic if the
inspection report isn't glowing or if the
appraisal comes in lower than expected.
Work with your real estate agent to
explore your options.

Keep Communication Open:

Whether it's negotiating repairs or
discussing appraisal adjustments,
communication with the buyer is key. A
calm, collaborative approach often keeps
deals from falling apart.

Be Ready to Pivot:

If a deal can’t be salvaged, don't lose hope.
You've done the work, and another buyer
is likely around the corner.
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Chapter

Closing the Deal

The finish line is In sight, but tnere are stil a few
final steps before fhe deal is officially closed Dont
worry=closing doesn't have fo be complicated, and
with a Iitfle preparation, you can sail fiarough with
Minimal stress. Here's what to expect as you close
fhe deal and hand over your keys.
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Closing the Deal

Understanding Closing Costss
\e Who Pays for What?

Real Estate Agent Commissions:

The largest seller expense, usually 5-6% of the home’s sale price, split between the buyer's and
seller's agents.

Transfer Taxes

Sellers in New Jersey are responsible for paying a realty transfer fee, which is based on the
home’'s sale price. This fee increases with higher-priced homes.

Prorated Property Taxes

Sellers are responsible for paying property taxes up until the closing date. Since taxes are paid
quarterly in NJ, theyll often be prorated if you've already paid beyond your closing date, and
you'll be reimbursed by the buyer.

Attorney Fees

While not legally required, many sellers hire a real estate attorney in NJ, and their fees can
range from $1,000 to $2,500 depending on the complexity of the transaction.

Outstanding Mortgage

Any remaining balance on your mortgage will be paid off using the proceeds from the sale,
along with any applicable fees for early payoff.

Title Insurance (for the buyer)

In some cases, sellers may cover the cost of the buyer's title insurance as part of negotiations,
though it's more common for buyers to pay.

Miscellaneous Fees

Recording fees, courier fees, or wire transfer fees can range from a few hundred dollars. These
cover the paperwork filing with county offices and processing transactions.
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Closing the Deal

Understanding Closing
ﬁa‘@@gﬁgo Whe Pays for What?

09

Buyers typically pay this fee to the lender for processing their loan, which ranges from
0.5% to 1% of the loan amount.

Mortgage Origination Fees

Title Insurance (for the lender)

Buyers need title insurance to protect the lender, which can range from $1,000 to
$2,500 based on the purchase price.

Home Inspection & Appraisal Fees:

Buyers cover the cost of inspecting and appraising the home, usually around
S300-S500 for each.

Attorney Fees

Similar to sellers, buyers often hire attorneys in New Jersey to review contracts and
oversee the closing process. These fees are typically between $1,000 and $2,500.

Recording Fees

Buyers pay to record the mortgage and deed with the county. This is usually a few
hundred dollars.

Escrow Fees/Prepaid Costs

Buyers may also need to prepay certain costs like homeowner’s insurance, property
taxes, and private mortgage insurance (if applicable), which will be held in an escrow
account.
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Closing the Deal

The Paperwork Maze: What You'll Be Signing

-01-

Listing Agreement

Due: Before the property is officially listed.
Purpose: This is the contract between the seller and the listing agent (real estate agent) outlining the terms of
the sale, agent commissions, and the duration of the agreement.

-02-

Property Disclosure Form

Due: Before or shortly after listing the property.
Purpose: This form provides details on the home’s condition, including any issues with plumbing, electrical
systems, roofing, and environmental concerns like lead or asbestos.

-03-

Offer to Purchase /Agreement of Sale

Due: Once an offer is made by the buyer and accepted by the seller.
Purpose: This contract outlines the agreed-upon purchase price, contingencies (like inspections and financing), and
timelines for the transaction. Once signed by both parties, it becomes legally binding.

-04-

Deed

Due: Signed at closing.
Purpose: The deed transfers legal ownership of the property from the seller to the buyer. In NJ, this is
typically prepared by the seller’s attorney or title company and must be notarized before being recorded
with the county.

-05-

Closing Disclosure

Due: 3 days before closing (for both seller and buyer).
Purpose: This document outlines the final details of the sale, including the sale price, closing costs,
prorated taxes, and fees. It ensures both parties know the exact amount of money changing hands.
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Closing the Deal

Paperwork Continued...

-06-

Bill of Sale for Personal Property
Due: At closing, if applicable.
Purpose: If personal property (like appliances or furniture) is being sold along with the home, a bill of
sale is needed to transfer ownership of those items.

-07-

Payoff Authorization & Statement
Due: Before closing.
Purpose: This document allows the closing agent to request a payoff amount from the seller's mortgage lender
to close out any remaining mortgage balance. It details how much the seller owes and how it will be paid off
from the sale proceeds.

-08-

Transfer Tax Forms

Due: At closing.
Purpose: In New Jersey, sellers are responsible for paying a real estate transfer tax. The amount is
calculated based on the sale price, and the seller’s attorney or title company will submit the required
forms to the state.

Keys, Garage Door Openers, and Security Codes

Due: At closing or the time of possession.
Purpose: The final exchange of access to the property.
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Closing the Deal

Final Walkthrough:
One Last Check

The buyer will likely do a final
walkthrough just before closing to
ensure the home’s condition matches
their expectations. Here’s what
happens:

Fixes Checked:

If the buyer requested repairs after the
inspection, this is their chance to make
sure the work was completed.

Move-Out Condition:

The buyer will check that you've moved
out (unless otherwise agreed) and that
the home is clean and ready for them.

Smooth Handovers:
Passing the Keys

Once the paperwork is signed and the
deal is done, it's time to hand over the
keys. Here'’s how to keep it stress-free:

Leave Instruction Manuals:
If you have any manuals for appliances
or systems, leave them for the new

owner. It’s a nice touch and helps them
settle in.

Double-Check the Property:

Do a final sweep to ensure you haven't
left anything behind. Don't forget the
attic, garage, and closets.



Chapter

Moving Day Without Mayhem

Moving can be a chaolic exps i doesn't

have to be mayhem. With smart planning, you'l be

packed, moved, and on 1o your next adveniure i no
fime.




Moving Day Without Mayhem

Packing Smarts
Organizing for a Seamless Move

The key to a successful move is packing like a pro. Here’s how:

Declutter First:

Before you start boxing up, take the time to sort
through your belongings. Donate, sell, or toss
anything you don’t need in your new place.

Label Everything:

Label boxes by room and content. It'll save you a
headache when it’s time to unpack.

Essentials Box:

Pack a box of essentials (toiletries, chargers, a
change of clothes) for the first few days in your
new place. You'll thank yourself later.
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Moving Day Without Mayhem

Timihg the Moves
Coordinating with the Buyer

One of the trickiest parts of moving is lining up your move-out with the
buyer’s move-in. Here’s how to make it work smoothly:

Ol

Set Clear Expectations:

Make sure you and the buyer have
agreed on the move-out date in
advance, especially if you need a
few extra days after closing to finish
packing.

02

Hire Movers Early:

If you're hiring movers, book them
well in advance, especially if your
move falls during a busy season.

03

Overlap Days:

Consider overlapping a few days
between closing on your new place
and moving out of the old one. It
gives you breathing room for the
transition.
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Comprehensive Pre-Move Checklist for Sellers

6-8 Weeks
Before
Moving

Creqate a
Moving
Plan

Declutter
and
Downsize

Notify
Service
Providers

Organize
Important
Documents

NN

N

N

Choose a moving date based on your
closing date.

Decide whether you will hire
professional movers or do it yourself
(DIY).

If hiring movers, start researching
companies and get quotes. Be sure to
check reviews and verify licenses.

Go through each room and decide
what to keep, donate, sell, or discard.

Host a yard sale or list items online to
sell unwanted items.

Donate or recycle items you no
longer need.

Contact utility companies (electricity,
water, gas) to schedule shut-off for
the day after you move.

Notify cable, internet, and phone
providers of your move-out date and
schedule cancellation or transfers.

Inform other service providers like
lawn care, pest control, and cleaning
services.

Gather important paperwork,
including warranties, repair
records, and manuals for
appliances you're leaving behind.

Collect all documents related to
the sale of your home, such as
closing paperwork and contracts.



Comprehensive Pre-Move Checklist for Sellers

4-6 Weeks
Before
Moving

Sl
Packing
Early

Transfer or
Cancel
Subscriptions

Arrange for
School or

Work Transfers

N

AV

N

Begin with non-essential items
(books, décor, out-of-season
clothing).

Label boxes by room and note
contents. Consider color-coding
for easy identification.

Create a "Moving Essentials" box
for items you'll need immediately
upon arrival (toiletries, snacks,
phone chargers, important
paperwork).

Update your address for any
magazine or subscription services.

Notify your bank, credit card
companies, and any other billing
services of your new address.

If you have kids, notify their school
about the move and arrange for
records to be transferred.

Make arrangements for time off
work if needed during the move.



Comprehensive Pre-Move Checklist for Sellers

2-3 Weeks
Before
Moving

(@elalildaa
Movers or
Truck Rental

Change Your
Address
Start
Packing
ssential Items

AV VA V4

Finalize arrangements with your
moving company or truck rental.
Confirm arrival time and details.

If DIY, arrange for help from
friends or family.

File a change of address with the
post office to forward your mail.

Notify your bank, credit card
companies, and any other billing
services of your new address.

Pack up items you won't need in
the last few weeks, such as
kitchenware, most clothing, and
bathroom supplies.

Wrap fragile items carefully and
use padding, blankets, or bubble
wrap for protection.



Comprehensive Pre-Move Checklist for Sellers

1 Week
Before
Moving

Prepare Your
Home for Final
Walkthrough

Finalize
rrangements
for Pets and

Plants

Repair any damage you may
have caused while moving
furniture.

Clean the home thoroughly, or
hire a professional cleaning
service to handle this.

Make sure all systems (HVAC,
plumbing, appliances) are
functioning properly for the final
walkthrough.

Make arrangements for pets and
plants to be safely transported,
whether with you or through
specialized services.

If leavin%large plants behind,
ensure they are healthy and
ready for the new owners.



Comprehensive Pre-Move Checklist for Sellers

2-3 Days
Before
Moving

Pack a "First

Night" Bag

Disconnect
Utilities

Defrost
nd Clean
the Fridge

Pack essentials for the first night
at your new place, including
toiletries, medications, clothes,
and important documents.

Prepare a box of cleaning supplies
in case you need to clean your
new home before unpacking.

Schedule final readings for
utilities and confirm shut-off
dates for electricity, gas, and
water.

Take photos of meter readings for
your records.

Empty your refrigerator and
freezer, and defrost it at least 24
hours before moving day.

IClean all kitchen appliances,
including the oven and
microwave.
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Mistakes to Avoid at Every
Stage

Seling a Inome Is an emotional rollercoaster, and t's
easy fo make mistakes dlong the way. But dont
worryl By knowing the common pitfalls, you can steer
clear of them and sail tnrough te seling process =
without foo many.‘bumps. Let's break down the fop Mﬂm
mistokes sellers make—and now 1o avoid tinem, =S
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Pricing the Home
Unrealistically

Neglecting
Home Repairs
and Updates

Not Decluttering
and Staging

Skipping
Professional
Photography

Overlooking
Curb Appeal

Choosing the
Wrong Agent

Mistakes to Avoid:

Pre-Listing Phase

Setting a price
based on
emotional

attachment or
unrealistic

expectations.

Ignoring
necessary repairs
or leaving
outdated features
unchanged.

Failing to
declutter or
leaving your

home cluttered
with personal
items.

Using low-
quality photos

for the listing, or

taking pictures
yourself.

Not paying
attention to the
exterior
appearance of
your home.

)
)
)
)
)

Hiring a real
estate agent
based solely on
personal
connections or
the lowest
commission.

NN N NN

Conduct o comparative market analysic
(CMA) with your agent fo determine a
compefiive price based on recent sales in
your area

Address minor repoirs and moke cost-
effective updates 1o increase your
home's appeal without over-investing.

Declutter and stage your home 1o make
it more appealing o buyers, ensuring tnat
spaces feel open and invifing.

Invest in professional real estate
profography 1o highlight your home's best
features and create a strong onine
presence.

Spruce U fne front yard with landscaping,
power-wosh the driveway, and fouch up paint
fo create a welcoming first mpression.

Inferview several ogents, asking about their
experience, local market knowledge, and
marketing strategies before choosing one.



Mistakes to Avoid:

Listing & Marketing Phase

Listing your
Cl home at a price Price. your home correcty from fne start o
Overpricing the farl above maé“ket drack serios buers and oo proonged
value, expectin )
Home to neggtiate 3 fine on tne market
down.

Limiting showing
times or being
inflexible with

Be os accommodating os possible with

Being Unavailable showings, even if I means temporarly

for Showings

viewing odusting your scheduie.
schedules.
: Relying solely on Ensure your agent is ufiizing online
Neglecting traditional markefing channels, including social imedia,

methods like yard

_ real estate websttes, and emal campaigns.
signs or flyers.

Online Marketing

NN NS
NN NN

Not Providing Listing vague or Provide comprehensive defals in your
Enough incomplete isting, including square. footage, lot size,
D t information number of bedrooms and bafhrooms, and
roperty about the any recent Upgrades.
Details ropEL
Being .
SaaE S\E}fi]fénpgoz‘]cg?]l;g? Le,;.ve WthUST dury fk@wﬁgs fo alow
: ; uyers o explore freely and envision
During b”ye}l;zrtﬁ;r Ui femseives n the space.
Showings




Mistakes to Avoid:

Offer & Negotiation Phase

Letting :2?;33%:&?2?{:3' Stay focused on the facts and your
i d home to influence financiol goals. Let your agent hande fine
Emotions Drive your decisions fough conversations to avoid reacting
Negotio* tions during negotiations. emofonally.

Evaluate each offer carefully, especialy

early ones, as they might be the best.

Consider warket condfions and buyer
qualifications before rejecting.

Declining the
first offer
outright,

thinking better
ones will come.

Not Reviewing Not Reviewing
the Offer Terms the Offer Terms
Carefully
Carefully

Rejecting Early
Offers

Pay affertion fo all ferms, including
confingencies for inspections, financing, or
sale of the buyer's current home. Look

for timelines and financing detals thot
coud impact the deal

Mishandling a
bidding war by
accepting the
highest offer
without further
negotiation.

Consider countering muttigle offers to
extract the best ferms from pofential
buyers, not just the highest price.

Neglecting
Multiple Offer
Management

NN NN




Mistakes to Avoid:

Inspection & Appraisal Phase

Th Leaving the home in
FCH””Q to dﬂisa%r;ny o:‘lnpt
Prepare for the e
: before the
InSpeCtlon inspection.
Being Stubborn Refusing to make
) repairs or offer
About Repair concessions after
the buyer’s
Requests inspection.
; Dismissing the
Igf'*?ormg appraisal if it
Appraisal Results comes in lower
than expected.

Make sure your home is clean and
accessble for e inspector. Address any
minor lssues, such as leaky faucets or
loose: doorknobs, before the inspection.

Be wiling 1o negotiate repar requests.
Understand winich repairs are reasonable
and which you con counter with a credt

or price reduction.

Be prepored fo renegotiote if the
approisol comes I low. You can etiher
lower fhe price or ask the buyer fo
cover the dfference, depending on the

sifuation.



Mistakes to Avoid:

Closing Phase

Being surprised Understand and budget for ol seler-

Failing to Prepare by closing costs relofed closing costs, such as agent
for Closi c and not commissions, fiie fees, and fransfer taxes.
SRS i ee budggg;g for These can add up to 6-I0% of the sale
' price.

Not completing
or returning

Stay on fop of all required documents,

Delavin s including ttie trancfer poperwork, and be
ying ‘Ic)ii?:l;wn?;i;lgf responsive 1o requests from fne tiie
Paperwork e g dela;f company, lender, or atforney.
closing.
Leaving behind Encure the home is move-in ready for

trash, not cleaning
thoroughly, or
removing agreed-

tne buyer, with al personal belongings

Leaving the Home : :
removed, agreed-upon ifems left in place,

in Poor Condition

upon items. and the property cleoned
. Assumin
Not Havi ng a everything%vil] Have o confingency plan in case the deal falls
Backup Plan go smoothly aport af the last minufe, such os being
] without prepared to re-ist the home quickly or
if the Sale considering hegotiating on extension i necessary.

potential last-
minute issues.

Falls Through

NN
NN N




Chapter

10

¢ Dodging Deal Disasters &
Buyer Blunders

Seling a home s ke hosfing a dinner party—you plan for everything
to go smootily, bur fhere's aways that chance sometiing wil burn, a
guest will show up uninvifed, or worse, the souffie wil colapse! The
real esfafe world is no different. From lowbal offers fo inspection
nigntmares, sellers face a buffet of pofential problems that can sour
the experience. But dont worryl In this chapter, we'l help you dodge
the biggest deal disasters and hande buyer blunders with finesse. With
the right strategies up your sleeve, youll sall tinrough the seliing
process ke a seasoned pro—soufflé intact

E
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Dodging Deal Disasters & Buyer Blunders

Low Offers

o)

Sine v Clellns

Avoid emotional reactions. Remember, it's
just the beginning of a negotiation.

02

Counteroffer:

You can respond with a counteroffer
that’s closer to your desired price,
keeping the negotiation alive.

03

Evaluate the Market:

Assess whether your asking price is
realistic based on market conditions. If
homes in your area are selling for less,
you may need to adjust your expectations.

O4

Find Common Ground:

Sometimes it's not about price but terms.
You might accept a lower offer in
exchange for a quicker closing, fewer
contingencies, or other favorable terms.

Deals Falling
Through

O]

Prequalify Buyers:

Work with serious buyers who have
mortgage pre-approval. This minimizes
the risk of financing issues.

02

Stay Positive:

Don't panic if one deal falls through. It’s a
common occurrence, and another buyer
may come along.

03

Have a Backup Plan:

Consider accepting backup offers, so if
one deal collapses, you have another
buyer lined up.

O4

Communicate Clearly:

Ensure all parties understand the
timeline and their responsibilities to
prevent misunderstandings that could
cause a deal to fall apart.
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Dodging Deal Disasters & Buyer Blunders

Difficult 02
B uye rs Use Your Realtor:

Let your agent act as a buffer between
you and the buyer, helping to negotiate
on your behalf and handle delicate

07 situations.

Set Boundaries:

Keep communication professional and 03
don’t allow unnecessary requests to derail Stay Flexible:

the sale.
While it’'s important to hold your ground,

be willing to compromise where
reasonable to keep the deal moving
forward.

Inspection 02
ISS ues Negotiate Smartly:

If the buyer requests repairs, assess
whether the demands are reasonable. You
can offer a credit instead of making

07 repairs or negotiate which items to
address.

Be Proactive:

Conduct a pre-listing inspection to 03
identify potential issues and fix them -
before putting your home on the market. ~ G€t Multiple Quotes:

For major repairs, get several contractor
estimates to avoid overpaying and to
show the buyer you're working in good
faith.
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Dodging Deal Disasters & Buyer Blunders

Appraisal
Problems

O]

Appeal the Appraisal:

You or the buyer can challenge the
appraisal by providing recent comparable
sales that support your sale price.

02

Negotiate the Price:

Be prepared to lower the price to the
appraised value if necessary to keep the
deal moving forward.

03

Ask the Buyer to Cover the
Difference:

In some cases, the buyer may be willing to
make up the difference in cash between
the appraisal and the sale price.

Pricing Too High

Ol

Consult with Your Realtor:

Use a Comparative Market Analysis (CMA)
to price your home accurately based on
current market conditions.

02

Be Willing to Adjust: |

If you're not getting any showings or
offers, it may be time to lower your asking
price.

03

Consider Market Conditions:

If it's a buyer’s market, pricing
aggressively is key to attracting interest.
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Dodging Deal Disasters & Buyer Blunders

Lack of Offers

O]

Reevaluate Your Marketing:

Make sure your home is being marketed
effectively with high-quality photos,
virtual tours, and well-written
descriptions.

02

Update Your Listing:

Sometimes small improvements, like fresh
paint or landscaping, can make a big
difference in attracting buyers.

03

Reassess Your Price;

If the market feedback is that your home
is overpriced, consider reducing it to
generate interest.

Emotional
Attachment

o)

Think Like a Seller:

Remember, you're selling a property, not
your memories. Tty to emotionally detach
and approach the sale from a business
perspective.

02

Focus on Your Next Chapter

Keep your eyes on the goal—whether it’s
moving to a new home, downsizing, or
relocating. This will help you stay
motivated to sell.
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Dodging Deal Disasters & Buyer Blunders

Staging
Problems

Ol

Invest in Staging:

Professional staging can help your home
appeal to a broader range of buyers by
highlighting its best features.

02

Declutter:

Remove personal items and excess
furniture to make rooms look larger and
more inviting.

03

Make Minor Upgrades:

A fresh coat of paint, new fixtures, and
modern décor can help make a big
impact.

Moving
Delays

O]

Coordinate Early:

Plan your move as early as possible,
booking movers and preparing for
packing well in advance.

02

Negotiate Flexible Terms:

If youre worried about timing, negotiate
a lease-back agreement with the buyer,
where you rent the home after closing
until you're ready to move.

03

Keep Communication Open:

Ensure clear communication with the
buyer and other parties involved to avoid
misunderstandings about move-out
dates.
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About The Realtor

Who Am I?

Hi, I'm Jamie Tansky, the Realtor behind the "Direct. Determined. Done." approach. I'm all about
finding smart solutions and navigating the complexities of real estate with clarity and precision. My
focus is always on providing creative strategies tailored to each client’s needs, ensuring we get the
best possible results—whether that's negotiating the perfect deal or making your home stand out in

the market.

I thrive on thinking outside the box, adapting quickly, and keeping things moving forward. I'm
highly organized and detail-oriented, which means you can count on me to handle everything from
big-picture strategy to the fine print. Selling homes is more than just a transaction to me—it's
about helping you achieve your goals with confidence and ease.

When I'm not helping clients, you'll find me digging into the latest market trends or coming up with
innovative ways to tackle real estate challenges. My passion for real estate is driven by the
satisfaction of seeing my clients succeed. Let's work together to get your home sold, and I'll make
sure the process is smooth, efficient, and—most importantly—done right!

Jjamietansky@kw.com
Jjamietansky.kw.com

908.499.2749
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