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BEFORE YOU TRUST A NUMBER

Your Price Is the Most Important Decision You Will
Make

Every seller starts somewhere. Most start with a number from an app, a neighbor's sale price, or a
guess based on what feels right. None of those are pricing. They are starting points, and starting
points are not the same thing as a real number.

Price too high and your home sits, collects a price cut, and starts to look like something is wrong
with it. Price too low and you hand a buyer equity that should have stayed in your pocket. Either
mistake costs you money, and across the Indianapolis metro, the right number can look
completely different from one town to the next, sometimes from one school district boundary to
the next.

This guide walks through where a real number actually comes from, and what specifically moves it

across this market.

HOW TO USE THIS GUIDE

Read this before you trust an online estimate again, or before your next conversation about listing. Each

section builds on the last, starting with why the easy number is usually wrong, and ending with how a real
number gets built for your specific home.
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SECTION ONE

@ Why Online Estimates Miss

WHY IT MATTERS

An online estimate is a starting point, not a price. It cannot see your home, so it fills the gaps with
assumptions, and assumptions are where the number goes wrong.

These tools work from public records and past sales, not a walkthrough of your home.
They cannot see a renovated kitchen, a finished basement, or a foundation crack. They only know what is on file.

The estimate carries the most error while your home is off market.

Once a home is actively listed, these tools can see the asking price and lean on it. Before that, they are working
with less information and more guesswork.

A small percentage miss is still real money once it is attached to a real price.
A modest miss in either direction adds up to thousands of dollars, not a rounding error you can shrug off.

These tools cannot see condition, only category.

A home with original 1990s finishes and a fully renovated home two doors down can show nearly the same
estimate if the square footage and bed and bath count match.
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SECTION TWO

© What a Real CMA Actually Measures

A comparative market analysis, or CMA, is the real version of what an online estimate is trying to
fake. It is built by a person looking at your specific home against homes that actually sold near
you, then adjusting for what makes yours different.

Closed sales, not active listings.
Active listings show what sellers hope to get. Only closed sales show what buyers actually agreed to pay.

A tight, recent window.

Sales from the last three to six months carry the most weight, since older sales reflect a market that may already
have shifted.

True comparables, not just nearby homes.
Similar square footage, bed and bath count, lot size, and age matter more than simple proximity on a map.

Condition and update adjustments.

A comp with a dated kitchen and one with a fully renovated kitchen are not the same data point, even if
everything else matches. A real CMA adjusts for this. A computer usually cannot.

Current competition, not just past sales.

What else is actively listed right now that a buyer will cross-shop against your home matters just as much as
what already sold.
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SECTION THREE

© Appraised Value Is Not Market Value

These two numbers get treated like the same thing constantly, and pricing off the wrong one is an
expensive mistake to make.

Appraised Value

* Set by a licensed appraiser for a lender

* Backward looking, based on recent closed sales
* Follows a formal, standardized process

* Exists to protect the lender's loan amount

* (Can lag behind a fast-moving market

Market Value

* Set by what a real buyer is willing to pay right now

* Forward looking, based on current demand and competition
* Shaped by condition, timing, and presentation

* Exists to reflect what your home is actually worth today

* Moves in real time as conditions change

What "lag” actually looks like

A home that closes today usually went under contract three to six weeks earlier. The appraiser is
confirming a price that buyer agreed to a month ago, built on comps from before that. In a market
moving quickly, the appraisal you see at closing is looking at where the market was, not where it is right
now.

WHY THIS MATTERS

Your list price should reflect market value, the number a real buyer will pay today. The appraisal comes
later, after you already have a buyer, and exists to confirm the lender's loan, not to set your price.
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SECTION FOUR

° Home Value Myths That Cost Sellers Money

MYTH
My neighbor's house sold for a certain price, so mine is worth the same.

Layout, condition, updates, and lot position can separate two homes on the same street by a meaningful
amount. A sale two doors down is a data point, not your price.

MYTH
Pricing high gives me room to negotiate down.

Buyers searching online filter by price range. Price too high and you disappear from the search results of
buyers who would have loved your home at the right number.

MYTH
| can always lower the price later if it does not sell.

The first weeks on market bring your most traffic and your most motivated buyers. A price cut after that
window signals hesitation and tends to attract harder negotiating, not less.

MYTH

Renovations always add dollar for dollar to my price.

Some updates move price meaningfully. Others simply bring a home up to what buyers already expect at
that price point without adding value beyond it.
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SECTION FIVE

° Why Pricing High Is More Dangerous Than It
Feels

Pricing a little high feels safe. It is not. Overpricing is the single most common reason a home sells
for less than it should, and the damage starts working against you from day one, not after you
finally agree to a price cut.

Buyers search by range, not by your specific number.

Buyers set a maximum budget and search within it. Price your home even a small amount above a common
threshold, and you disappear entirely from the results of every buyer sitting just under that line.

Your first two weeks are worth more than the rest of your listing combined.

A new listing gets its highest traffic and its most motivated buyers in the first ten to fourteen days. Price it wrong
and you burn that window on the wrong audience, and it does not come back.

Days on market becomes a red flag buyers read against you.

Once a listing sits, buyers start asking why. They assume something is wrong with the home, or that you are
motivated and will take less. Either belief works against you at the negotiating table.

A later price cut rarely undoes the damage.

Even sellers who eventually reduce back to true market value tend to net less than if they had priced correctly
from day one. The listing now carries visible history, and buyers negotiate harder against a home that already
looks passed over.

WHY THIS MATTERS

The right price does not cost you money. It makes you money, by putting your home in front of the most

buyers at the moment they are paying the most attention. Pricing correctly the first time is the single
highest-leverage decision you will make in this entire process.
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SECTION SIX

° Strategies That Protect Your Price

The right number only works if everything around it supports it. These three moves are what make
a correctly priced home actually perform like one.

A pre-listing inspection removes your biggest unknown

Buyers almost always order an inspection, and it almost always finds something. Getting ahead of it with
your own inspection means you choose how to handle each item, fix it, price for it, or disclose it, instead
of reacting to a buyer's inspector on their timeline. It also means the negotiation that happens after a
buyer's inspection has far fewer surprises in it, since you already know what is there.

Staging changes the offer, not just the showing

A staged home photographs better, and better photos drive more clicks, more showings, and more
competition. Competition is what protects your price. Staging is not decorating. It is removing every small
reason a buyer might hesitate, so the decision to make an offer feels easy instead of uncertain.

Photos are your actual first showing

Most buyers decide whether to schedule a showing based entirely on photos before they ever see the
home in person. If the photos look average, a buyer scrolls past and you never find out they were
interested. Professional photography is not a nice extra. It is the difference between a buyer walking
through your door and never knowing your home existed.

WHY THIS MATTERS

Pricing gets you found. Preparation gets you chosen. Both have to work together, or the other one cannot
do its job.
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SECTION SEVEN

° What Actually Moves Price Across This Metro

There is no single Indianapolis market. There are dozens of smaller ones, and the line between
them is often a school district boundary, a township line, or a highway corridor, not a city limit
sign. This applies whether your home sits in Marion County, Hendricks County, or Hamilton
County. Here is what actually moves your number depending on where your home sits.

The pull toward Hendricks and Hamilton County

Buyers priced out of the closer-in parts of Marion County look in two directions. Some head west along
the I-74 and US-136 corridors into Avon, Brownsburg, Plainfield, and Danville. Others head north into
Hamilton County, toward Carmel, Fishers, Westfield, and Noblesville, chasing top-ranked schools and
newer construction. Both directions keep demand strong even when the broader metro cools, and it is
one reason these counties can hold price better than a citywide average would suggest.

Hamilton County is not one market either

Carmel tends to command a premium tied to established location and amenities. Fishers offers a mix of
newer development and established neighborhoods near its Nickel Plate District and Geist Reservoir.
Westfield draws buyers to newer construction and its growing reputation around Grand Park. Noblesville
often gives buyers the most space and value for the price while staying inside the county. Four cities, four
different buyer pools, four different pricing conversations.

School district lines can be worth more than square footage

Two homes a few blocks apart can sit in different school districts, or even different attendance zones
within the same district. Buyers with kids search by district first and everything else second. If your home
sits inside a strong, in-demand district, that boundary line is part of your price. If it sits just outside one, it
is worth knowing before you set expectations.

Township boundaries shape more than you think

Within a single county, township lines affect school assignment and can affect property tax rates. Two
similar homes on opposite sides of a township line can carry different ongoing costs for a buyer, which
factors into what they are willing to pay.
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SECTION SEVEN, CONTINUED

More Local Factors That Move Your Number

New construction competition, and the incentives that come with it

Fast-growing towns across Hendricks and Hamilton County keep adding new subdivisions. A resale home
does not just compete with other resales, it competes with brand new construction down the road.
Builders often sweeten that competition further with incentives like a temporary or permanent interest
rate buydown, something a typical resale seller cannot easily match. That combination of new finishes
and a lower rate changes what buyers expect for the price, and it is worth planning for rather than being
surprised by.

Commute corridors carry real weight

Easy access to I-74, 1-465, 1-69, or US 31 shortens the drive into downtown Indianapolis or out to the major
employment centers. Homes with an easy commute tend to hold buyer interest even when inventory
rises elsewhere in the county.

Established neighborhood versus new subdivision

An older, established neighborhood close to a town center can price differently than a newer subdivision
on the edge of town, even at a similar size and condition. Lot size, mature trees, and walkability to a
downtown area factor in for the right buyer.

Urban core versus suburban growth towns

Homes closer to downtown Indianapolis draw a different buyer than homes in the growth corridors to the
west and north. Walkability, lot size expectations, and renovation potential all price differently depending
on which buyer pool you are actually competing for.

WHY THIS MATTERS

A generic Indianapolis number means very little. Your price needs to reflect the specific pocket of this
metro your home sits in, and the specific buyer pool competing for it.
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SECTION EIGHT

o Before You Sign With Anyone

The number an agent suggests during your first conversation tells you a lot about how they
operate. A few things worth knowing before you sign with anyone.

Ask to see the actual comps behind any suggested price.
A real number comes with evidence. If an agent gives you a price with no closed sales to back it up, ask why.

Watch for the highest number in the room.

Some agents suggest an inflated price to win the listing, then pressure you into a reduction a few weeks later
once the home has not moved. Ask every agent you interview how they would handle it if the home does not get
showings in the first two weeks.

Talk to more than one agent before deciding.

Comparing approaches, not just numbers, tells you who has an actual strategy versus who is telling you what
you want to hear.

Bring an agent in early, even before you are ready to list.

A conversation months ahead of time gives you room to plan updates that matter and skip the ones that do not,
instead of scrambling right before listing.
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THE PROCESS

How Your Real Number Gets Built

Your price is not a guess, and it is not a single number pulled from one tool. It is built, piece by
piece.

Pull actual sold comparables from the last three to six months

Not active listings. Active listings are asking prices. Only closed sales show what buyers actually paid.

Adjust for your home's specific condition, updates, and layout

This is the step a computer cannot do. It takes an actual look at your home against what sold.

Check current competition, not just past sales

What else is actively listed right now that a buyer will cross-shop against your home before making an
offer.

Layer in the local factors specific to your pocket of the metro

School district, township, commute corridor, and new construction competition all factor into the final
number.

WHY THIS MATTERS

That is the number that should set your price, not the one on your phone.
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YOUR NEXT STEP

Get Your Real Number

Every example in this guide is general. Your home has its own comps, its own competition, and its
own pocket of this metro. That number is worth getting right before you make any decision about
selling.

If you want an actual comparative market analysis on your home, not an algorithm's guess, reach
out and | will build it with you.

Ready to get your real number

Name: Kim Phelps

Company: Strategic Advantage Realty
Phone: 317-964-9021

Email: kim@kimphelps.com

Website: kimphelps.com
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