
 

  

WHAT TO KNOW BEFORE 

PUTTING YOUR HOME 

ON THE MARKET 

EXPERIENCED SELLERS SAY THAT SELLING IS MOST 

STRESSFUL AFTER GETTING AN OFFER. THAT’S WHEN 

HAVING A PROFESSIONAL REALTOR MATTERS MOST.  

HOWEVER… 
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During the pre-marketing phase—before getting an offer—

there are several places where a little fore-knowledge can 

made a big difference in how much you walk away with.  

Here are 5 things that experienced sellers want other sellers 

to know before putting their home on the market. 

1. HOME SELLING COSTS 

MONEY 
You will eventually reap the rewards of increased equity. But 

selling will take a nibble out of your profits. There are Realtor 

fees, escrow fees, and unpaid taxes. And there's money 

you'll spend on repairs, cleaning, and visible updating to sell, 

such as painting, staging, and landscaping.  

When your home has a lot of equity, you might easily absorb 

those costs. But when your home has less equity, you'll need 

to carefully evaluate what and how to spend on selling.  

Discuss this with your Realtor. Don't just start throwing 

money at the wall! Your Realtor can give you an estimate of 

closing costs, plus ideas about where to put your money for 

the biggest return. 

2. PREPARE TO SELL THE SIZZLE 
Make 3 lists, and share these with your agent. These should 

become part of the marketing of your home… 

The “I’ll miss it” list 

What are you going to miss when you move? It may be the 

spacious living room, ideal for entertaining. Or the nearby 
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park, perfect for walking and biking. Or the large deck that 

has just the right amount of shade and sun. Whatever you’ll 

miss, put it on the list and add the benefit. Those are 

features and benefits will interest buyers too. 

The “Just the facts” list 

What are the facts about your property that a buyer needs to 

know in order to consider purchasing it? This may include 

such items as total square footage, number of bedrooms and 

bathrooms, property taxes, and size of the lot. Include 

neighborhood features, such as walking distance to the 

grocery store. 

The “Repairs and improvements” list 

Buyers are interested any improvements you have made. On 

this list, include all major upgrades or repairs you have done 

in the past five years and, if possible, attach receipts. It’s 

especially important to include anything that has been 

replaced, such as a furnace or roof.  

3. ACE THE OPEN HOUSE 
Can you do an open house with COVID going on? Unless 

stay-at-home orders are in place, the answer is yes. And in 

most cases, an open house will help you sell your house. 

Especially with COVID, buyers are eager to see inside 

houses without the laborious effort of having to set individual 

appointments.  
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Your agent will take precautions, including requiring masks, 

limiting surface touching, and only allowing one or two 

people at a time inside. They'll capture interested "lookers" 

and follow up with them, helping them get over their 

reservations and make an offer. 

4. SEIZE A GOOD OFFER 
Don't be surprised if your home gets offers quickly. That's 

not a sign you priced your home too low. It's a sign you 

priced it right, and someone's been eagerly looking for just 

that property. 

You don't need to accept immediately, if you don't want to. 

But don't sit on it too long, since an interested buyer could 

quickly cool off if they feel they're being played. Be quick to 

start negotiations with a legitimate buyer. Your first offer is 

often the best, because they’re super interested in buying! 

 

 



  

5 

5. JUSTIFY YOUR PRICE 

DECISION TO YOUR AGENT 
An agent has his or her finger on a lot of data. But even so, 

all the data may not account for subtleties about your 

specific house or location.  

I saw a house with drop dead gorgeous back garden sell for 

$10,000 more than a neighbor's house, simply because the 

garden was so attractive. That subtlety didn't show up in the 

data. Another time I saw a home located near a very popular 

cafe. The popularity of the cafe raised the value of that 

home, but that information wouldn't show up in the data.  

Unique and attractive are the operative words! 

WORK WITH A PROFESSIONAL 

REALTOR 
I'm a professional at pricing and marketing homes. My goal 

is getting you the highest profit possible for your home. I can 

offer advice and make suggestions, and together we can 

come to a sound valuation for your home and get it sold 

quickly. 

Call today for an appointment to get the 

ball rolling. 

 


