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PRICING 
Pricing is not about choosing a number.
It is about positioning your home in the market.

Before marketing works…
Before negotiations happen…
Before offers exist…

Pricing determines whether your home gets attention at all.

Most sellers think of price as a financial decision.
In reality, it is a behavioral decision.

It affects:

How buyers perceive the home
Whether they choose to view it
How quickly they act
How they negotiate

Pricing sets the foundation for everything that follows.

What Pricing Controls

When pricing is aligned with the market:

Buyers engage quickly
Showings increase
The home feels competitive
Leverage stays with the seller

When pricing is misaligned:

Buyers hesitate or skip the listing
Activity slows down
The home loses momentum
Leverage shifts to the buyer

At that point, pricing is no longer helping the sale.
It is working against it.
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The Goal With Pricing

The goal is not simply to list high or low.

The goal is to position the home in a way that:

Maximizes visibility
Creates early interest
Builds momentum
Encourages strong offers

Strong pricing does not chase buyers.
It places the home where buyers naturally respond.

HOW BUYERS INTERACT WITH PRICE

Principle

Buyers evaluate homes quickly, emotionally, and in comparison. 

Understanding this changes how you price your home.

Explanation

Buyers are not studying your home in isolation.

They are:

Scrolling quickly
Filtering options
Comparing multiple homes at once

Every listing is judged in relation to what came before it and what comes after it.

This means your home is never just “$650,000.”

It is:

Expensive compared to one home
A deal compared to another
Or ignored entirely depending on context

Price is not experienced as a number.
It is experienced as a position.
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Framework — How Buyers See Price

There are three consistent patterns in how buyers interact with price:

1. Buyers Search in Ranges

Buyers search using ranges, not exact numbers. 

Common search filters look like:

$400K–$500K
$500K–$600K
$800K–$1M

These ranges create boundaries.

Your price determines whether your home:

Appears in the search
Or never appears at all

Visibility happens before interest.

If the home is not visible, nothing else matters.

2. Buyers Think in Comparisons

Buyers evaluate homes side by side.

They are constantly asking:

“What do I get here vs the next one?”
“Is this better or worse for the price?”

A home can feel:

Strong
Average
Or overpriced

…without the price changing at all.

It depends on what it is compared to.

This is why pricing is about how a home feels relative to the market.

© 2025–2026 Clear Path FSBO LLC. All rights reserved.
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3. Buyers Want a “Good Deal”

Buyers are trying to buy a home and feel confident in the decision.

They want to believe they:

Didn’t overpay
Made a smart move
Acted at the right time

This creates two different reactions:

A well-positioned home creates:

Urgency
Confidence
Faster decisions

A poorly positioned home creates:

Doubt
Hesitation
Delayed or weaker offers

This reaction happens quickly, often without the buyer realizing it.

Action

When thinking about pricing, do not start with what you want.

Start with how buyers will experience the home.

Ask:

Will this show up in common search ranges?
How will this look next to similar homes?
Does this feel competitive or easy to pass on?

Your goal is to make the price clear and easy to act on.
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VALUE IS A RANGE, NOT A NUMBER

Principle

A home does not have one exact value.
It exists within a range.

The goal is not to find a perfect number.
The goal is to understand that range and position the home correctly within it.

Explanation

Most sellers try to answer one question:

     “What is my home worth?”

That question creates problems.

Because it assumes there is one correct answer.

There isn’t.

A home’s value is determined by what buyers are willing to pay in the current market.
And that willingness is not fixed. It moves based on:

Competition
Condition
Timing
Buyer demand

Because of this, your home does not sit at a single price point.

It sits within a band of likely outcomes.

That band is your value range.

Framework — The Value Range

Instead of thinking in one number, think in three zones:

Lower End of the Range
            Where the home feels like a strong opportunity

Middle of the Range
            Where the home feels fair and competitive

Upper End of the Range
            Where the home needs to justify itself

Every home naturally fits somewhere inside this range. Your job is to narrow the range using
real market data.

© 2025–2026 Clear Path FSBO LLC. All rights reserved.
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Explanation (Why This Matters)

When sellers fixate on one number, they tend to:

Overestimate value
Ignore market signals
Price based on emotion instead of behavior

This often leads to:

Reduced visibility
Slower activity
Loss of early momentum

When you understand value as a range:

You become more objective
You can compare properties more clearly
You can position the home more strategically

You stop guessing.
You start analyzing.

Action

Start by defining your range before choosing a price.

To do that, you will:

Study comparable homes
Identify patterns in pricing and demand
Narrow down where your home realistically fits

The next section shows exactly how to do that.
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COMPARABLE PROPERTIES (COMPS)

Principle

The market determines your home’s value. You do not.

Comparable properties (“comps”) are how you read the market.

Explanation

Buyers decide what your home is worth by comparing it to other homes.

They are not asking:

      “What should this home sell for?”

They are asking:

      “How does this compare to everything else I can buy?”

That comparison is what determines:

Interest
Offers
Final sale price

To price correctly, you need to see the market the same way buyers do.

Comps allow you to do that.

Framework  — What is a “Comp”

Comparable homes are homes that are similar to yours. 

Similar:

Bedrooms / bathrooms
Square footage
Lot size
Location (1/2 to 1 mile radius, preferably not crossing any major dividing roads)

You are not looking for identical homes.
You are looking for similar alternatives a buyer would consider.

© 2025–2026 Clear Path FSBO LLC. All rights reserved.
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Framework — The 3 Types of Comps

There are three types of comps. Each serves a different purpose.

1. Active Listings (Your Competition)

These are homes currently on the market.

They show:

What buyers are seeing right now
What you are competing against
How your home will be positioned

If your home looks worse than similar options at the same price, buyers move on.

2. Pending Listings (What’s Working Now)

These are homes that recently went under contract.

They show:

What buyers are choosing
What pricing is getting accepted
What is working in the current market

Pending listings are one of the most important signals because they reflect real-time demand.

3. Sold Listings (Confirmed Value)

These are homes that have already closed.

They show:

What buyers actually paid
What appraisers will use to justify value
The most reliable confirmation of price

Sold comps anchor your range.

Explanation

Comparable properties are used to build a clean, objective dataset of how similar homes are
performing.

At this stage, you are not adjusting for:

Condition
Upgrades
Features

Those come later.

© 2025–2026 Clear Path FSBO LLC. All rights reserved.
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Right now, the goal is to isolate homes that are similar at a fundamental level so you can
understand:

     What the market is doing for homes like yours.

To do that, you focus on three core filters:

Bedrooms / Bathrooms
Square Footage
Location (1/2 to 1 mile radius, without crossing any major dividing roads)
Physical experience (stories, architectural style, etc.)

These are the factors buyers use first when narrowing options. If a home falls outside of these, it
is no longer a direct comparison.

Once you apply these filters, you begin to see a group of properties that represent your true
competitive set.

From there:

Sold homes show where value has been confirmed
Pending homes show what buyers are currently offering for
Active homes show what you are competing against

Each type adds context, but they all start from the same foundation:

     Similar homes, grouped objectively.

Action — Build Your Comp List

Start by identifying a group of comparable properties.

This is all about building a reliable sample.

Step 1 — Set Your Filters

Search for homes that match:

Same or very similar bedroom and bathroom count
Similar square footage range
Located within a tight radius of your home

Avoid stretching too far just to find matches.

If you need to stretch, adjust gradually and stay consistent.

Step 2 — Pull All Three Types

From your filtered search, gather:

Active listings (current competition)
Pending listings (recently accepted homes)
Sold listings (closed sales)

© 2025–2026 Clear Path FSBO LLC. All rights reserved.
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Use all three categories together.

Each one gives you a different piece of the market.

Step 3 — Build a Working List

Create a list of these properties.

This can be:

A notes document
A spreadsheet
Or saved listings on a platform

For each property, track:

Status (active, pending, sold)
Basic property details

Keep this list clean and consistent.
You will use it in the next step to identify patterns.

Step 4 — Focus on Quantity Over Perfection

Keep your focus on the full set, not individual comps.

You are not looking for exact matches.

You are building a group of similar properties so you can:

See patterns
Identify clusters
Remove outliers

A strong comp set is built from multiple data points, not one perfect example.

HOW TO ANALYZE COMPS 

Principle

Each type of comp provides a different signal.

To build an accurate value range, you must analyze them correctly.

Explanation

Each type of comp should be read differently.

Active listings show competition
Pending listings show market reaction
Sold listings show confirmed value

© 2025–2026 Clear Path FSBO LLC. All rights reserved.
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Treating them the same leads to misleading conclusions.

When you analyze each type properly, you can:

Understand how the market is responding
Identify which price points are working
See where homes are actually closing

This allows you to move from raw data to a clear, reliable range.

Framework — How to Analyze Each Type

Active Listings — Competition

Active listings show how your home will be positioned against other options. They do not show
confirmed value.

Focus on:

List Price → How the home is positioned
Current Days on Market (DOM) → How the market is responding so far

How to interpret:

Low DOM (recent listing)
            → Too early to draw conclusions

Higher DOM (sitting listings)
            → Market resistance
            → Often indicates overpricing

These listings show what buyers are seeing and what they are choosing to ignore.

Pending Listings — Market Reaction

Pending listings show which homes buyers are actually acting on.

They still do not show final value, but they are one of the strongest indicators of correct pricing.

Focus on:

List Price
Days on Market (List → Pending)

How to interpret:

Low DOM
            → Strong initial pricing
            → Immediate buyer interest

Higher DOM
            → Slower response
            → Often required price adjustments
            → Seller likely lost leverage

These listings show what the market is accepting in real time.

© 2025–2026 Clear Path FSBO LLC. All rights reserved.
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Sold Listings — Confirmed Value

Sold listings provide the most complete picture.

They show not only where the home was positioned, but how the market responded and
where it ultimately closed.

Focus on:

List Price vs Sold Price
Days on Market (List → Pending)
List-to-Sold Price Ratio

Key Term — List-to-Sold Price Ratio

The list-to-sold price ratio shows how close a home sold to its list price.

It is calculated as:

     Sold Price ÷ List Price

Examples:

100% = sold at asking price
102% = sold above asking
97% = sold below asking

This is one of the clearest indicators of how well a home was priced.

How to interpret:

Low DOM (<14 days) + High Ratio (≈100% or more)
            → Strong positioning
            → High demand
            → Competitive outcome

Higher DOM (21+ days) + Lower Ratio (<97%)
            → Weak positioning
            → Market resistance
            → Reduced leverage

This is where you can connect the full picture:

What price was chosen
How the market reacted
What the final outcome was

Explanation (Connecting the Data)

You are looking for patterns across multiple properties. Not a single perfect comp.

© 2025–2026 Clear Path FSBO LLC. All rights reserved.
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Ask:

Which price points are getting fast responses?
Which ones are sitting?
Which ones required reductions?
Where are homes actually closing?

When multiple properties point to the same range, that range becomes reliable.

Action

Use your comp list to begin identifying your value range.

Focus on sold properties to establish the core range
Use pending properties to confirm what is currently working
Use active properties to understand competition and positioning

Avoid anchoring to a single property.

Look for clusters and consistency across multiple homes.

Your goal is to identify where the majority of similar homes:

Are being listed
Are being accepted
Are ultimately selling

That concentration becomes your value range.

ESTABLISHING YOUR VALUE RANGE
Principle

Your value range comes from patterns, not individual properties.

The goal is to identify where most similar homes are actually selling.

Explanation

At this point, you have:

A list of comparable properties
An understanding of how to analyze each type

You are looking at them collectively.

Your objective is to find:

     Where the majority of similar homes are consistently performing.

© 2025–2026 Clear Path FSBO LLC. All rights reserved.
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This is not about:

The highest sale
The lowest sale

It is about the cluster.

Outliers exist in every market.
They aren’t what defines value

Consistency does.

Framework — Finding the Range

Start by focusing on your sold properties.

These provide the most reliable data.

Step 1 — Identify the Core Group

Look at all sold comps and begin grouping them.

You will start to notice:

Several homes selling within a similar price band
A few that fall above or below

Focus on where most of the data is concentrated.

That concentration is your core group.

Step 2 — Define the Range

Once you identify the core group:

The lower end of that group becomes your range floor
The upper end becomes your range ceiling

This creates your value range.

Do not stretch the range to include outliers.
Keep it tight around where most homes are selling.

Step 3 — Cross-Check with Pending Listings

Now look at your pending comps.

Ask:

Are homes in this range going under contract quickly?
Are similar homes being accepted at these price points?

© 2025–2026 Clear Path FSBO LLC. All rights reserved.
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If pending listings align with your range, it confirms that the market is still behaving
consistently.

Step 4 — Reference Active Listings

Finally, review active listings.

Ask:

How does your range compare to current competition?
Are similar homes sitting above this range?
Are any positioned inside it?

This helps you understand how your home will be viewed when it enters the market.

Explanation (What You Should See)

When done correctly, your range will feel clear.

You will see:

A consistent band of sale prices
Similar homes performing within that band
Supporting signals from pending and active listings

You are now working from market-backed data.

At this point, you have everything needed to determine your value range.

Action

Define your value range.

Use sold comps to establish the core range
Use pending comps to confirm current behavior
Use active comps to understand positioning

Keep your range:

Based on clusters, not extremes
Grounded in multiple properties
Narrow enough to be useful, but wide enough to reflect reality

This range becomes the foundation for your pricing decision. 

© 2025–2026 Clear Path FSBO LLC. All rights reserved.



Principle

Your value range shows where similar homes are selling.
Your pricing decision determines how visible your home is and how it competes within the
market.

Explanation

Once your value range is established, the next step is to choose a price that aligns with how
buyers search and compare homes.

Buyers do not search using exact numbers.
They search within ranges, and those ranges are built around predictable price points.

Because of this, small differences in price can significantly impact how many buyers see your
home and how it is perceived.

The goal is to position your home as close to its true market value as possible, while maximizing
visibility and competitiveness.

Framework — Understand Visibility

Your list price determines how many searches your home appears in. 

For example, let’s say there are two buyers:

Buyer 1 is searching from $400K-$500K
Buyer 2 is searching from $500K-$600K

Your list price determines which buyer will see your home. 

A home priced at $499K will only appear in Buyer 1's search
A home priced at $505K will only appear in Buyer 2's search

Both reduce visibility.

A home priced at $500K will fit into both buyers’ searches. 

That small difference in pricing can double the home’s visibility.

25

POSITION & BRACKETING
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POPULATES IN SEARCHES? 
$400,000-$500,000
$500,000-$600,000

LIST PRICE: $499,000

POPULATES IN SEARCHES? 
$400,000-$500,000
$500,000-$600,000

LIST PRICE: $505,000

POPULATES IN SEARCHES? 
$400,000-$500,000
$500,000-$600,000

LIST PRICE: $500,000

Framework — Price Bracketing Strategy

Pricing is aligned to consistent increments, called brackets.

Use the following:

$0–$1M → $25K increments
$1M–$2M → $50K increments
$2M+ → $100K–$250K increments

These increments are based on how buyers commonly set their search filters.

For homes under $1M, buyers frequently search using ranges built around $25K multiples, such
as:

$275K–$350K
$425K–$525K
$550K–$650K
$850K–$1M

For higher price points, buyers tend to expand those increments:

$1M–$2M → $50K multiples
$2M+ → $100K or $250K multiples

Because these numbers are used as boundaries in search filters, pricing exactly on these
increments increases the likelihood that your home appears across overlapping searches.

© 2025–2026 Clear Path FSBO LLC. All rights reserved.



A bracket price acts as a shared edge between search ranges.

When your home is positioned exactly on that edge, it captures more visibility than prices
slightly above or below it.

Step 1 — Identify Relevant Brackets

Start with your value range.

Example:

      Value range: $480K–$520K

Relevant brackets:

$475K
$500K
$525K

These represent the realistic pricing options within your range.

Step 2 — Determine Your Position Within the Range

Now determine where your home fits within your value range.

This is where you factor in:

Condition
Age
Features and upgrades
Overall presentation

Compare your home directly to the sold comps used to establish your range.

If your home is better than most comps → position at the higher bracket
If your home is similar → position at the middle bracket/s
If your home is inferior or outdated → position at the lower bracket

You are not changing the range.
You are selecting your position within it.

Step 3 — Use Competition as a Strategic Reference

As explained previously, buyers evaluate your home in direct comparison to other options.

This is where active listings become important.

Ask:
At your chosen price, how does your home compare to current listings?
Does it feel stronger, similar, or weaker than competing homes?

27© 2025–2026 Clear Path FSBO LLC. All rights reserved.



When your home appears stronger than nearby options at a similar price, it creates a more
compelling choice for buyers.

This increases the likelihood of:

More showings
More interest
More offers

Step 4 — Validate with Market Behavior

Use your comps to confirm your decision.

Pending listings
            → Are homes near your chosen price going under contract quickly?
            → Low DOM indicates strong buyer response

Active listings
            → Are overpriced homes sitting at higher DOM?
            → Does your pricing position you competitively against them?

This ensures your pricing aligns with both:

Market data
Buyer behavior

Explanation (Why This Works)

Correct pricing does more than place your home in the market.

It increases the number of buyers who see it and improves how it compares to other options.
Increased visibility leads to more buyers seeing the home at the same time, which creates
competition.

When more buyers see the home at the same time and it feels competitive within its price
range:

Interest increases
Activity increases
Multiple buyers may pursue the same property

This is where leverage is created.

The strongest outcomes in real estate do not come from a single buyer negotiating. They come
from multiple buyers competing.

That competition can push both:

Price
Terms

beyond what a single negotiation would achieve.

28 © 2025–2026 Clear Path FSBO LLC. All rights reserved.



Action

Choose your pricing using this process:

Start with your value range
Identify the nearest bracket options
Determine where your home fits within the range based on condition and features
Select the bracket that keeps you closest to market value while maximizing visibility
Compare your home to active listings at that price
Confirm that similar homes are moving quickly using pending comps

Price on a bracket when it keeps you aligned with the market and improves exposure.

BONUS — Comps Worksheet (Educational Use Only)
Accurate pricing starts with clear comparison. This worksheet is
designed to help you organize and evaluate comparable homes
side by side, including key details such as size, condition,
features, and price. By structuring your comps in one place, you
can more easily identify patterns, spot differences, and
understand how your home fits within the market. The goal is
not to guess a price, but to see the data clearly. When your
comps are organized properly, pricing becomes more objective
and decisions become easier to make.

Scan the code to access
your worksheet.
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EXCEPTION — FIXER-UPPERS & HEAVY RENOVATION HOMES

Principle

Not all homes are evaluated the same way.

Homes that require significant repairs or renovation follow a different pricing dynamic.

Explanation

The pricing system in this playbook is designed for homes that are generally market-ready.

These are homes that:

Can be lived in as-is
Require minimal or no major repairs
Compete directly with similar move-in-ready properties

Fixer-uppers are different.

© 2025–2026 Clear Path FSBO LLC. All rights reserved.



When a home requires significant work, buyers evaluate it differently.

Instead of asking:

     “How does this compare to other homes like it?”

They are asking:

     “How much will it cost to make this livable or improved?”

Because of this, buyers factor in:

Cost of repairs
Time to complete the work
Risk of unexpected issues

This changes how the home is valued.

Framework — Adjusting for Condition

With fixer-uppers, the value range cannot be based purely on similar homes by size and location.

It must account for the work required.

This typically means:

Starting with comparable homes
Then adjusting downward based on the condition of the property

The more work required, the larger the adjustment.

Buyers are not paying for the finished product.
They are paying for the current condition, minus the effort needed to improve it.

Action

If your home:

Requires major repairs
Is not move-in-ready
Has significant cosmetic or structural issues

You should:

Compare against homes in similar condition when possible
Or adjust your expectations based on the scope of renovation required

Account for the difference when comparing against fully updated homes.

Important

This playbook is designed for homes that are generally market-ready. If your home requires
significant renovation, the same principles still apply, but the value range and positioning must
reflect the additional work involved.

30 © 2025–2026 Clear Path FSBO LLC. All rights reserved.
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BONUS — Rehab Rules Guide 
One of the most common mistakes sellers make is putting
money into updates that do not meaningfully improve the
outcome of the sale. This guide provides clear benchmarks for
where improvements typically add value and where they do
not. It is designed to help you make more disciplined decisions
about what to fix, update, or leave as-is. The goal is not to over-
improve the home. It is to allocate time and money in a way
that supports stronger positioning in the market.

Scan the code to
access your guide.

COMMON PRICING MISTAKES

Principle

Most pricing mistakes are not caused by lack of information.

They are caused by incorrect assumptions about how the market works.

Explanation

By this point, you understand:

How to build a value range
How buyers search
How to position your home within the market

The mistakes below happen when sellers ignore those principles and rely on intuition instead.

Framework — Common Mistakes to Avoid

1. Pricing Based on What You Want, Not the Market

Setting a price based on:

What you hope to get
What you need financially
Or what you “feel” the home is worth

does not influence buyer behavior.

Buyers respond to the market, not your expectations.

© 2025–2026 Clear Path FSBO LLC. All rights reserved.



2. Treating Value as a Single Number

Trying to find one “perfect” price instead of working within a range leads to poor positioning.

Value is not exact. It exists within a band. The goal is to position correctly within that band, not
guess a precise number.

3. Ignoring How Buyers Search

Pricing slightly above or below key brackets (e.g., $499K or $505K instead of $500K) can reduce
visibility.

Small differences in price can significantly impact:

How often your home appears in searches
How many buyers see it

Pricing should align with how buyers actually search.

4. Comparing Against the Wrong Properties

Using homes that are not truly comparable:

Different size
Different location
Different property type

creates a misleading value range.

Accurate pricing depends on accurate comps.

5. Overvaluing Upgrades and Improvements

Sellers often assume that money spent on upgrades directly increases value.

In reality:

Not all upgrades are valued equally
Some improvements do not return their cost
Buyers compare the home to alternatives, not your investment

Condition affects positioning within the range, not the range itself.

6. Ignoring Days on Market Signals

When homes sit on the market with higher DOM, it often indicates resistance from buyers.
Ignoring this signal can lead to:

Repeating the same pricing mistakes
Overestimating value
Misreading demand

DOM reflects how the market is responding.

32 © 2025–2026 Clear Path FSBO LLC. All rights reserved.



7. Expecting to “Test the Market”

Starting high and adjusting later reduces:

Early visibility
Buyer interest
Momentum

The strongest activity happens at the beginning.

Poor initial pricing is difficult to recover from.

8. Relying on a Single Data Point

Relying on a single comp, opinion, or data point to determine price leads to unreliable
conclusions.

Pricing should be based on patterns, not isolated examples.

Explanation (Final Reminder)

Correct pricing is about understanding the market, positioning within it, and aligning with
buyer behavior.

It is about:
Understanding the market
Positioning within it
Aligning with buyer behavior

When those three are in place, the process becomes predictable.

Action

Before finalizing your price, review the following:

Is your value range based on consistent comps?
Are you aligned with a clear pricing bracket?
Does your position reflect your home’s condition and features?
Have you validated against active and pending listings?

If all four are true, your pricing is aligned with the market.
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Principle

Correct pricing is not about guessing a number.

It is about understanding the market, positioning your home within it, and aligning with how
buyers behave.

The Clear Path Pricing System

Follow this sequence:

1. Define Your Value Range

Use comparable homes to identify where similar properties are consistently selling.

Focus on sold listings to establish the range
Use pending listings to confirm current demand
Reference active listings to understand competition

Look for patterns across multiple homes.

2. Identify Your Pricing Brackets

Align your pricing with how buyers search.

$0–$1M → $25K increments
$1M–$2M → $50K increments
$2M+ → $100K–$250K increments

Positioning on these increments increases visibility across buyer searches.

3. Position Within the Range

Determine where your home fits compared to your comps.

Factor in:
Condition
Age
Features and upgrades
Stronger than comps → position toward the higher bracket
Similar → position near the middle
Inferior → position toward the lower bracket

You are not changing the range.
You are selecting your position within it.

PRICING RECAP
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4. Validate with the Market

Confirm your pricing using real-time signals.

Pending listings → Are similar homes going under contract quickly?
Active listings → How does your home compare at your chosen price?

Your pricing should align with both:

Data
Buyer behavior

What This Achieves

When done correctly, this system:

Maximizes visibility
Increases buyer interest
Creates stronger competition
Improves leverage during negotiations

Pricing is not just about where you list.

It determines how the entire sale unfolds.

Final Check

Before listing your home, confirm:

Your value range is based on consistent comps
Your price aligns with a clear bracket
Your position reflects your home’s condition
Your pricing is validated against current market activity

If all four are true, your pricing is aligned with the market.

35

STEP 1: DEFINE
VALUE RANGE

STEP 2: IDENTIFY
BRACKETS

STEP 3: POSITION
WITHIN RANGE

STEP 4: VALIDATE
WITH MARKET
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