
Selling Your Home
This Seller’s Guide has been designed to assist you in selling your home for the optimum 
sales price, in the shortest period of time, and with the least possible inconvenience to 
you. While many sellers wish their homes would be snapped up as quickly as possible, 
you should first take some time to think, being as honest as possible with yourself about 
the condition of your home and your commitment to selling. Supposedly, the seller is the 
one who should be making the profit, but there are some ways you can lose money. This 
is especially disheartening if you have invested in your home for many years. Take note of 
the following issues and keep them in mind throughout the selling process.

Mishandling Contract-to-Closing
Unfortunately, most real estate deals come apart, even after the contract has been signed. 
Inspections, appraisals, condition allowances, communication with the title company, 
working with your Buyer’s lender - all of these factors have to be properly handled in order 
for the transaction to actually close.

Unqualified Buyers
Don’t make the mistake of taking your property off the market without knowing that your 
buyer can qualify for the necessary mortgage loan. Your agent can refer you to a loan 
officer willing to pre-qualify any buyers.

Poor Availability
Be there. When selling a home, buyers can be a rare commodity. Make sure your agent can 
easily reach you when you are out of town in the case that your assistance is needed by a 
potential buyer.

Inaccurate Pricing
Obviously, no one wants to price their property too low, but many people make the 
mistake of pricing too high with the thought, “I can always come down.” While this 
strategy seems logical, it is the single biggest mistake that sellers make. Buyers will not 
pay more than what a property is worth, and they usually will not even make an offer if 
they perceive the price is too high. The better strategy is to properly price the home, and 
when a buyer brings in a “low ball” offer, hold firm on your price. The initial offer is merely 
their attempt to gauge your commitment. Contact your real estate agent for a free market 
analysis to determine the most suitable value of your property.

Low Curb Appeal
Poor curb appeal costs you money as a potential buyer’s perceived value of your house 
declines from the first look. Take a fresh look at your home. Is your lawn neatly 
maintained? Does your front door need a new finish? Other matters of first impressions go 
along with this point. Take a look at the photos your real estate agent is using for his/her 
website and any other advertising. Web listings are a valuable tool potential home buyers 
use in their search. They’re equivalent to the drive-by glance from the street and the 
images should be well lit and showcase your home in a positive way.


