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MEET YOUR ENT

I'm Chris Dixon, your Texas Hill Country
real estate guide with eXp Realty and a
member of the #1 ranked team in the
state of Texas. My mission is simple: to
help you navigate your home-buying
journey with total confidence and
peace of mind.

Rooted in faith and family, | combine a
tech-savvy, data-driven approach with
a true servant’s heart. Real estate isn't
just about contracts to me-it's about
helping families plant deep roots in
Central Texas.

From find a perfect home for you to
negotiating fiercely on your behalf, I'll
serve as your advocate, strategist, and
neighbor. When you choose me, you
gain a trusted partner dedicated to
making your move a complete success.

737.727.3353
CHRISTOPHER.DIXON@EXPREALTY.COM
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UNDERSTANDING PROFESSIONAL COMPENSATION

In Your Home Sale

When selling your home, it's important to know how real estate agents are
compensated for their services. This page will help you understand the
different compensation options available and how they work in your
transaction.

COMPENSATION FOR YOUR LISTING AGENT

Your listing agent works hard to help you sell your home, and their
compensation is typically based on a percentage of the final sale price or a
fixed fee. This is something you can discuss and negotiate with your agent
before the home goes on the market. Make sure you're comfortable with
the amount, as it reflects the services they provide, such as marketing,
negotiating, and managing the sale process.

COMPENSATION FOR THE BUYER'S AGENT

You have the option to offer compensation to the buyer's agent, though
this is no longer a requirement. Offering compensation to the buyer's
agent can make your property more attractive to potential buyers.
However, you are free to decide whether or not you want to do this, and
the amount you offer can be negotiated.

CHANGES IN HOW COMPENSATION IS SHARED

As of August 17, 2024, real estate agents can no longer list compensation
offers for buyer's agents on the MLS (Multiple Listing Service). However,
your agent may still discuss and disclose compensation through other
means, like directly with potential buyers, through social media, or online
platforms.
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Service Packages

| believe ALL clients should receive the following basic services at a minimum:

Agent availability, responsiveness, precise Comparative Market Analysis (CMA) pricing strategy, full contract negotiation

with your best interest in mind, lockbox installation, and end-to-end transaction management through closing.

Tier 1: Essential
Package

2.5%

COMMISSION

Includes the basic services above

plus:

¢ MLS & Portal Syndication:
Full listing broadcast across
MLS, Realtor.com, Zillow,
Trulia, and Homes.com

« Visual Marketing:
Professional High-Resolution
Photography

¢ Print & On-Site: High-Quality
Yard Signage and Custom
Property Flyers

¢« Web & Social: Basic organic
Social Media Announcements
(Coming soon, Just Listed,
Open House)

e Events: 1 Hosted Launch
Weekend Open House

Who's It For:
Hands-on sellers with
updated, move-in-ready
homes in high-demand
price points who simply
need clean MLS exposure,
professional photos, and
strong foundational
representation. “Just get my
home on the market!”

Tier 2: Preferred
Marketing

20

COMMISSION

Includes Everything in Tier 1, plus:

« Videography: Professional
video tour(s) and home
promo videos

e Web & Social: Greater focus
on organic Social Media
Marketing and outreach |
Examples: YouTube property
tour, social reels / carousels,
posting in groups

« Paid Advertising: Targeted
Paid Online Advertising (Meta
& Google Ads) to launch with
maximum buyer reach.

« Concierge Services: Vendor
Scheduling & Coordination
(Cleaners, painters,
landscapers, and other third-
party home prep vendors)

e Events: Up to 2 Hosted Open
Houses

Who'’s It For:
The busy homeowner who
wants a strong digital reach
through social media with
videos and advertising, and a
completely hands-off
experience where vendor
scheduling is handled for
you. “I don’t have the time,
just get it sold for top dollar!”

Tier 3: Premier
Concierge

COMMISSION

Includes Everything in Tiers 1 & 2,
plus:

Drone Videography:
Professionally shot and edited
Videography: Interactive 3D
Virtual Tour

Staging Concierge:
Professional Interior Staging
Coordination*

Ad Scale: Boosted Digital
Campaign with extended
geographic and demographic
ad targeting

Project Oversight: Direct on-
site management and
oversight for all pre-listing
vendor repairs and cosmetic
upgrades

Web & Social: Custom
Property Feature Page on
Personal Website + Highest
Amount of Social Media
Marketing

Private Network Targeting:
Sharing of your listing with
one of the largest teams in
nation with a large amount of
buyers behind them

Events: Flexible, Recurring
Open House Strategy as
strategically agreed upon
until under contract

Who's It For:

*Staging and agreed upon third-party vendor expenses are paid directly by the seller
upfront and credited back to the seller at closing as a credit from the listing commission
earned.

All listing commissions are negotiable.

737.727.3353
CHRISTOPHER.DIXON@EXPREALTY.COM

High-end or unique listings,
vacant properties needing
professional staging, out-of-state
owners, or homes requiring full
project management for pre-
listing repairs and cosmetic
upgrades.

WWW.CHRISDIXONREALESTATE.COM

exp



The Home Selling Process

The home selling process is a pivotal journey that goes beyond mere transactions;
it's a transformative experience, and as your dedicated real estate agent, my
commitment is to make this journey seamless and rewarding.

PROPERTY ASSESSMENT

Begin by evaluating your
home's condition and
addressing any necessary
repairs or improvements to
enhance its market appeal.

PROFESSIONAL STAGING

Present your home in its best
light by decluttering,
depersonalizing, and
strategically arranging furniture
to create an inviting and
universally appealing
atmosphere.

SKILLFUL NEGOTIATION

Work with your real estate
agent to navigate offers,
counteroffers, and inspection
results, ensuring you secure the
best possible deal while
maintaining a positive
relationship with potential
buyers.

¢
=

STRATEGIC PRICING

Collaborate with your real estate
agent to determine a competitive
and attractive listing price based
on current market trends and your
property's unique features.

MARKETING MASTERY

Utilize a comprehensive
marketing strategy, including
online listings, social media
campaigns, high-quality photos,
and perhaps virtual tours, to
showcase your property and
attract potential buyers.

CLOSING & TRANSITION

Facilitate a smooth closing
process by coordinating with all
parties involved, from attorneys to
financial institutions, and help the
buyer transition seamlessly into
their new home.
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HOME STAGING

Tips & Tricks

o Declutter:

o Remove excess items to create a clean and spacious look. Clear

countertops, surfaces, and storage areas.
« Depersonalize:

o Minimize personal items like family photos and unique decor to

help potential buyers visualize the home as their own.
« Neutralize Color Palette:

o Use neutral tones for walls and larger furniture pieces to create a

blank canvas that appeals to a broader range of buyers.
« Enhance Curb Appeal:

o Ensure the exterior is well-maintained, with a tidy lawn, trimmed
bushes, and a welcoming entry. Consider adding potted plants or
flowers.

« Maximize Natural Light:

o Open curtains and blinds to let in natural light. Well-lit spaces feel
more inviting and spacious.

« Arrange Furniture Strategically:

o Arrange furniture to highlight the flow of the room and create a
sense of openness. Consider furniture placement that emphasizes
focal points like fireplaces or architectural features.

« Use Mirrors:

o Mirrors can create the illusion of more space and reflect light,

making rooms feel brighter and larger.
« Invest in Quality Bedding:

o Upgrade bedding in bedrooms to create a luxurious and inviting

atmosphere. Neutral colors often work well in bedrooms.
o Add Fresh Flowers or Greenery:

o Bring in fresh flowers or potted plants to add a touch of nature and

freshness to each room.
« Artwork and Decor:

o Use artwork and decor sparingly, choosing pieces that enhance the

room's style without overwhelming the space.

_, _ Y - o0
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HOME STAGING

Tips & Tricks

« Artwork and Decor:
o Use artwork and decor sparingly, choosing pieces that enhance the
room's style without overwhelming the space.
« Repair Minor Issues:
o Attend to minor repairs, such as leaky faucets, squeaky doors, or
chipped paint, to present the home as well-maintained.
+ Create a Focal Point:
o Arrange furniture to create a focal point in each room, drawing
attention to its best features.
« Define Room Purposes:
o Clearly define the purpose of each room so that potential buyers
can easily envision how they would use the space.
« Update Lighting Fixtures:
o Modernize lighting fixtures to add a contemporary touch. Well-
chosen fixtures can enhance the overall aesthetic.
« Highlight Architectural Features:
o Showcase any unigue architectural features your home may have,
such as built-in bookshelves, crown molding, or a fireplace.
« Keep It Tidy During Showings:
o Maintain the staged look during showings by keeping the home
clean, organized, and free of personal items.
o Appeal to the Senses:
o Consider subtle scents, like fresh baked cookies or a mild air
freshener, to create a pleasant olfactory experience.
« Consider Room Size:
o Use appropriately sized furniture for each room. Avoid oversized
pieces that may make a room feel cramped.
« Create Outdoor Living Spaces:
o Stage outdoor spaces like patios or decks with furniture and decor
to showcase potential entertaining areas.
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STAGING YOUR HOME

Pros & Cons

Costs and Investment

Enhanced Visual Appeal

Emotional Connection Inconvenience for Sellers

Optimizes Space Perception Personalization Challenges

Potential Maintenance

Quicker Sale & Higher Offers

Professional Listing Photos Limited Flexibility for Buyers

OF SELLER AGENTS NOTE HIGHER SALES THAN A
THAT STAGED HOMES SELL HOME THAT ISNOT
FASTER STAGED
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Curb Appeal Enhancement

Curb appeal is crucial for home sellers as it forms the first impression potential buyers have of
the property, influencing their perception of the home's overall condition and desirability. A well-
maintained and visually appealing exterior not only attracts buyers but also sets a positive tone

for their entire experience, increasing the likelihood of interest and a successful sale.

Start by focusing on landscaping — trim overgrown bushes, mow the lawn,
and add fresh mulch to flower beds. Colorful, well-maintained flowers and
plants can add vibrancy, and neatly edged pathways create a polished
look. Consider a fresh coat of paint for the front door and shutters, opting
for a color that complements the overall exterior. Power washing the
exterior surfaces, including the driveway and sidewalks, can instantly
refresh the appearance of your home.

In addition, pay attention to small details that can make a big difference.
Upgrade your outdoor lighting fixtures to enhance both safety and
aesthetics, and ensure they are in working order. Replace an old mailbox
with a stylish and matching one, and consider adding house numbers that
are easy to read. Clean windows inside and out, and repair any visible wear
or damage on the facade. Lastly, strategically placed outdoor furniture or
decor can create an inviting atmosphere, such as a well-chosen bench on
the porch or a tasteful wreath on the front door.
——————————————————————————————————————————————
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Repairs & Enchancements

Not only do repairs and improvements enhance
the overall appeal of your property, but they can
also increase its market value and attract a wider
range of potential buyers. Investing in key repairs
ensures that your home presents itself as well-
maintained and move-in ready, mitigating
concerns for buyers and potentially expediting the
selling process.

Consider prioritizing essential repairs such as fixing
any structural issues, addressing plumbing or
electrical issues, and repairing damaged roofing or
siding. These foundational improvements not only
contribute to the safety and functionality of the
home but also convey a sense of diligence in its
maintenance. Additionally, updating cosmetic
aspects can significantly elevate the property's
allure. Consider a fresh coat of neutral paint to
create a clean and modern look, and invest in new
flooring or carpeting to enhance the interior's
aesthetic  appeal. Kitchen and bathroom
renovations, even minor ones such as updating
fixtures or adding a backsplash, can offer a high
return on investment, making your home more
attractive to potential buyers.

Furthermore, boosting your home's energy
efficiency can be a valuable selling point. Consider
upgrading to energy-efficient appliances, installing
programmable thermostats, or enhancing
insulation. These improvements not only appeal to
environmentally conscious buyers but also
contribute to long-term cost savings, making your
property more appealing. Ultimately, by addressing
both functional and aesthetic aspects, we can
position your home as a compelling and well-
cared-for choice in the market, maximizing its
potential for a successful and lucrative sale.

737.727.3353 WWW.CHRISDIXONREALESTATE.COM
CHRISTOPHER.DIXON@EXPREALTY.COM



Pricing Stratcgics
g otrateg
COMPETITIVE PRICING
ABOVE MARKET PRICING
BELOW MARKET PRICING
PERCEIVED VALUE PRICING
INCREMENTAL PRICE DROPS
ROUND NUMBER PRICING
ODD-EVEN PRICING
ANCHOR PRICING
VALUE RANGE PRICING
NO-HAGGLE PRICING
DYNAMIC PRICING
CONDITIONAL PRICE DROPS
PREMIUM PRICING
LIMITED TIME OFFERS
SEASONAL PRICING
RENOVATION-ADJUSTED PRICING
SELLER FINANCING
LEASE WITH OPTION TO BUY
ESCALATION CLAUSE
BULK SALE PRICING
BUYER INCENTIVES
AFFORDABILITY MAPPING
PRE-LISTING APPRAISAL PRICING
ABSORPTION RATE PRICING
SELLER'S CONTRIBUTION
JOINT VENTURE PRICING
COMING SOON PRICING
AUCTION PRICING
DIGITAL MARKETING PREMIUM
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Pricing Strategics

EXPLAINED

COMPETITIVE PRICING

Setting the price based on recent sales of similar properties in the area.

ABOVE MARKET PRICING

Pricing the property slightly above the current market value to allow for negotiation room.

BELOW MARKET PRICING

Intentionally pricing the property below market value to attract multiple offers quickly.

PERCEIVED VALUE PRICING

Emphasizing the value of specific features or upgrades to justify a higher asking price.

INCREMENTAL PRICE DROPS

Gradually reducing the listing price over time to attract renewed interest.

ROUND NUMBER PRICING

Using rounded figures (e.g., $500,000 instead of $499,999) for simplicity and psychological appeal.

ODD-EVEN PRICING

Pricing just below a round number (e.g., $499,900) to convey a more affordable perception.

ANCHOR PRICING

Highlighting a higher initial price before lowering it to make subsequent reductions seem more
significant.

VALUE RANGE PRICING

Providing a range (e.g., $450,000 - $475,000) to attract a broader range of potential buyers.

NO-HAGGLE PRICING

Setting a firm, non-negotiable price to streamline the buying process.

DYNAMIC PRICING

Adjusting the price based on market conditions, buyer interest, or feedback.

CONDITIONAL PRICE DROPS

Lowering the price in response to specific conditions, such as lack of buyer interest or market
changes.

PREMIUM PRICING

Pricing the property higher due to unique features, location, or a luxury status.

LIMITED TIME OFFERS

Creating a sense of urgency by presenting a discounted price for a specific period.

SEASONAL PRICING

Adjusting the price based on seasonal demand and market trends.



Pricing Strategics

EXPLAINED

RENOVATION-ADJUSTED PRICING

Factoring in the cost of recent renovations or upgrades to justify a higher price.

SELLER FINANCING

Offering financing options that may justify a higher asking price.

LEASE WITH OPTION TO BUY

Providing a lease option that allows tenants to purchase the property later at a predetermined price.

ESCALATION CLAUSE

Including a clause that allows for price increases based on certain conditions, such as competing
offers.

BULK SALE PRICING

Offering a discount for buyers interested in purchasing multiple properties.

BUYER INCENTIVES

Offering incentives, such as covering closing costs or providing a home warranty, to sweeten the deal.

AFFORDABILITY MAPPING

Using geographic and demographic data to determine an optimal price point for the target market.

PRE-LISTING APPRAISAL PRICING

Pricing the property based on a professional appraisal before listing.

ABSORPTION RATE PRICING

Considering the pace at which similar properties are selling in the area to determine pricing.

SELLERS-CONTRIBUTION

Offering to contribute to the buyer's closing costs as part of the pricing strategy.

JOINT VENTURE PRICING

Collaborating with other agents to create a joint venture and pool resources for a higher-priced
property.

COMING SOON PRICING

Generating anticipation and demand by pricing the property attractively before it officially hits the
market.

AUCTION PRICING

Selling the property through an auction, allowing buyers to bid competitively.

DIGITAL MARKETING PREMIUM

Pricing higher for properties with an extensive digital marketing campaign.



THE IMPORTANCE OF

Accurate Pricing

Setting the right listing price for your home is a
pivotal factor in ensuring a successful and timely
sale. It's not just a number; it's a strategic decision
that can significantly impact the entire selling
process. Pricing your home accurately from the
start is crucial for attracting potential buyers,
generating interest, and ultimately securing the
best possible value for your property.

An accurate listing price is like a magnet for
qualified buyers. When your home is priced
competitively based on market conditions and
comparable sales in your area, it stands out to
serious buyers who are actively looking within your
price range. On the contrary, an inflated price
might deter potential buyers and extend the time
your property spends on the market, leading to a |
perception that something might be amiss.

Moreover, a precise listing price is key to
maximizing the financial return on your
investment. Overpricing can lead to your home = ,
languishing on the market, potentially 2 =
necessitating price reductions that might give the | :
impression of desperation. On the other hand,
underpricing could mean leaving money on the e s
table. By working together to determine an
accurate listing price, we position your home . oh
competitively, attracting the right buyers and gt . ~ , k.
facilitating a smoother sales process. It's a strategic -
decision that not only optimizes your property's
market appeal but also ensures a successful and
financially rewarding sale.
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Listing Descriptions

First and foremost, your listing description is the window through which
buyers glimpse the unique and inviting world your home offers. Begin by
highlighting the distinctive features that make your property stand out.
Whether it's the charming bay window in the living room, the newly
renovated kitchen with state-of-the-art appliances, or the serene backyard
oasis, vividly describe these aspects to paint a compelling picture for
prospective buyers.

While illustrating the physical attributes, also consider the lifestyle your
home affords. Is it an ideal space for entertaining guests, a peaceful retreat
for relaxation, or a haven for a growing family? Infuse your description with
the emotions and experiences that living in your home can provide. Buyers
often connect with a property on an emotional level, and this connection is
fostered through a well-crafted narrative.

Moreover, emphasize the practical benefits of your home. Buyers
appreciate efficiency and convenience, so if you have recently upgraded
the HVAC system, installed energy-efficient appliances, or added smart
home features, be sure to highlight these in your description. Practical
details can significantly enhance your home's appeal.

When it comes to the actual writing, keep the description clear, concise,
and engaging. Use descriptive language that evokes a positive response,
and avoid clichés or overly complex jargon. Remember, we are aiming for a
balance between providing essential information and creating an enticing
narrative.

Lastly, consider the importance of impeccable grammar and spelling. A
well-edited listing reflects professionalism and attention to detail, qualities
that resonate with buyers. Before publishing, review the description
carefully or even consider seeking the assistance of a professional editor for
a polished final touch.

Together, we'll create a listing description that not only accurately
represents your home but also sparks the interest of potential buyers. Let's
showcase your property in the best possible light and embark on this
journey towards a successful sale.



HIGH Q

UALITY

Photography

In the realm of real estate, the role of
high-quality professional photography
cannot be overstated when it comes to
selling your home. These images serve as
the initial introduction to your property,
forming the basis for a potential buyer's
decision to explore further or move on.
Professional photographers possess the
expertise to capture your home in the
most flattering light, showcasing its
unique features, architectural details, and
overall ambiance with precision and
clarity. This visual storytelling not only
captures the attention of potential
buyers but also entices them to envision
the lifestyle and possibilities your home
offers.
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Quality visuals have a direct impact on
the perceived value of your property.
Crystal-clear, professional photographs
elevate your home's presentation,
conveying a sense of care and attention
to detail. In a digital age where
homebuyers begin their search online,
investing in high-quality photography
ensures that your listing not only stands
out but also makes a lasting impression.
The professional images become a
virtual tour that invites buyers to explore
the full potential of your home, creating a
compelling narrative that can significantly
influence their decision-making process.
As your real estate partner, | am
committed to leveraging the power of
professional photography to enhance
the marketability of your home and
ensure its optimal presentation in the
competitive real estate landscape.



PROFESSIONAL

Videography

Professional videography has emerged
as a pivotal tool in the realm of real
estate, playing a crucial role in the ¥ _
effective marketing and sale of your
home. A well-produced video provides a
dynamic and immersive experience for
potential buyers, allowing them to
virtually tour your property and gain a
comprehensive understanding of its
layout, features, and overall ambiance.
This immersive storytelling goes beyond
static images, providing a more engaging
and memorable way for buyers to
connect with your home, fostering a :
sense of attachment and facilitating a
deeper understanding of its unique
offerings. k

In addition to offering a compelling
narrative, professional videography
enhances the online presence of your
listing. With the majority of homebuyers
initiating their search on digital
platforms, a captivating video serves as
a powerful introduction, capturing
attention and encouraging buyers to
delve deeper into your property details.
Professionally shot and edited videos
showcase your home's distinctive
attributes, creating a lasting impression
and setting the stage for an in-person
visit. As your real estate advocate, |
recognize the significance of this visual
medium in the modern real estate
landscape and am dedicated to
employing professional videography to
showcase your property in its best light,
maximizing its market appeal and
ensuring a successful sale.




Video Tours

A virtual home tour for sellers is a cutting-edge marketing strategy that
leverages digital technology to provide potential buyers with an
immersive and interactive experience of your property without physically
being on-site. This innovative approach allows prospective buyers to
explore every nook and cranny of your home through a virtual platform,
typically an online listing or dedicated website. Virtual home tours utilize
360-degree panoramic views, high-quality images, and sometimes even
video footage, giving buyers the ability to navigate through rooms, view
details, and get a comprehensive feel for the layout and design of the
property from the comfort of their own devices.

INCREASED TIME &
EXPOSURE & COMPETITIVE RESOURCE
REACH ADVANTAGE EFFICIENCY




Where Buvers Find Homes

This pie graph illustrates the diverse channels through which homebuyers discover
their properties, shedding light on the predominant sources such as online listing
platforms, real estate agents, traditional methods, and other avenues.

10%

Websites like Realtor.com,
Zillow, and Trulia

20% Real estate agency

websites

50%

Referrals from real estate
agents

For Sale Signs & Open
Houses

20%
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TRADITIONAL

Marketing Methods

PRINT

Traditional print advertising involves showcasing property listings in
newspapers, real estate magazines, and local publications. This
strategy targets a local audience and is particularly effective in areas
where print media remains a popular source for real estate
information.

DIRECT MAIL

Direct mail campaigns involve sending physical marketing
materials, such as postcards or flyers, directly to targeted
households. This traditional approach allows real estate agents
to reach specific neighborhoods or demographics, making it a
personalized way to promote property listings.

OPEN

Hosting open houses is a time-tested strategy for showcasing a property
to potential buyers. By inviting individuals to physically explore the home,
real estate agents can create a direct and personal connection, answer
guestions, and receive immediate feedback.

FOR SALE

Placing a distinctive "For Sale" sign on the property is a classic and
effective way to attract local attention. These signs not only indicate the
property's availability but also provide essential contact information for
interested buyers to connect with the listing agent.

737.727.3353 WWW.CHRISDIXONREALESTATE.COM
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ONLINE

Marketing Methods

PROFESSIONAL

Utilizing dedicated real estate listing platforms such as Zillow, Realtor.com, and Trulia
ensures maximum exposure for your property. These websites attract a large audience
actively searching for homes, providing a centralized platform for potential buyers to
discover your listing.

SOCIAL MEDIA

Leveraging social media platforms like Facebook, Instagram, X and
YouTube. This enables real estate agents to showcase properties to a broad
audience. Creating visually appealing posts, virtual tours, and targeted
advertisements can generate engagement and attract potential buyers.

E-MAIL MARKETING

Building and maintaining an email list allows agents to send property
updates, newsletters, and announcements directly to potential buyers.
Email campaigns are a personalized and efficient way to stay connected
with leads and nurture relationships.

ONLINE

Pay-per-click (PPC) advertising on search engines and social media
platforms allows agents to target specific demographics and
geographic locations. This targeted approach ensures that the
property is showcased to individuals most likely to be interested in
the listing.

737.727.3353 WWW.CHRISDIXONREALESTATE.COM
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TIPS FOR YOUR

Open House

ENHANCE CURB APPEAL

Ensure the exterior of the home is well-maintained, with
trimmed lawns, clean walkways, and a welcoming entrance
to make a positive first impression.

.

3" DECLUTTER & DEPERSONALIZE

Remove personal items and excess clutter to allow potential
buyers to envision the space as their own. Neutralize decor to
appeal to a broad range of tastes.

= COMPLETE MINOR REPAIRS

Address any minor repairs or maintenance tasks before the
open house. Fix leaky faucets, replace burnt-out light bulbs,
and touch up paint where needed

CLEAN & STAGE

Thoroughly clean the home, paying attention to high-traffic
areas and key rooms. Consider professional staging to
showcase the property's potential and highlight its best
features.

CREATE A WELCOMING ATMOSPHERE

Set a comfortable temperature, play soft background music,
and add pleasant scents to create a welcoming and inviting
ambiance during the open house.

MAXIMIZE NATURAL LIGHT

Open curtains and blinds to maximize natural light, making
the home feel bright and airy. Well-lit spaces are more
inviting and appealing to potential buyers.

SECURE VALUABLES

Prior to the open house, secure any valuables or personal
items that could be easily accessible. While rare, it's important

. to take precautions during these events.
v / OFFER REFRESHMENTS
¥ Provide light refreshments to «create a hospitable

‘ environment. This encourages potential buyers to linger,
/i giving them more time to explore the home and envision
p-A / themselves living there.




Offers & Negotiations

When selling a home, offers and negotiations play a pivotal role in determining the terms
and conditions of the sale. Here's an overview of the process:

RECEIVE OFFERS

Once the property is listed, potential buyers may submit written
offers through their real estate agents. An offer typically includes
the proposed purchase price, any contingencies, and details
regarding the financing and closing timeline.

REVIEW & CONSIDERATION

The seller, often with guidance from their real estate agent,
reviews each offer. Considerations include the offered price, the
buyer's financial qualifications, proposed contingencies, and any
additional terms.

ACCEPTANCE, REJECTION, OR COUNTER OFFER

The seller can respond to an offer in three ways:

« Acceptance: If the offer meets the seller's terms, the seller
can accept it outright.

« Rejection: If the offer is unsatisfactory, the seller can reject it.

o Counteroffer: If there are aspects of the offer that the seller
wishes to modify, they can submit a counteroffer,
suggesting changes to the purchase price, closing date, or
other terms.

NEGOTIATIONS

Negotiations often involve back-and-forth communication
between the buyer and seller, facilitated by their respective real
estate agents. Negotiable aspects may include the purchase
price, closing costs, repairs, contingencies, and the timeline for
closing.

MUTUAL ACCEPTANCE

Once both parties agree on the terms, a mutual acceptance is
reached. This agreement signifies that the buyer and seller have
agreed on all aspects of the offer, and the contract becomes
binding.



The Escrow Process

« Opening Escrow:

o Once the buyer and seller have a mutually accepted purchase
agreement, the escrow process is initiated. The buyer's initial
deposit, often referred to as earnest money, is submitted to an
independent third party known as the escrow agent.

« Escrow Instructions:

o The escrow agent receives instructions from both the buyer and
seller, outlining the conditions that must be met for the transaction
to proceed. These instructions include contingencies, timelines,
and specific details regarding the sale.

« Title Search and Preliminary Report:

o The escrow agent works with a title company to conduct a title
search on the property. A preliminary title report is provided to the
parties, outlining any existing liens, encumbrances, or other issues
that may affect the property's title.

« Inspections and Contingencies:

o The buyer typically has a specified period to conduct inspections
and address any contingencies outlined in the purchase
agreement. This may include a home inspection, pest inspection,
or other assessments.

 Loan Approval:

o If the buyer is obtaining financing, the lender works through the
loan approval process during escrow. The lender may require
additional documentation from the buyer and conduct an
appraisal of the property.

« Addressing Contingencies:

o Based on inspection results, the buyer may request repairs or
negotiate changes to the terms of the sale. The seller has the
option to agree to these requests, deny them, or propose
alternatives. The resolution of contingencies is a key aspect of the
escrow period.

« Finalizing Financing:

o The buyer's lender finalizes the loan details, ensuring that all
conditions for loan approval are met. The lender coordinates with
the escrow agent to prepare the necessary loan documents.

« Signing Documents:

o Both the buyer and seller sign the required documents, including
the closing documents and the deed. The escrow agent ensures
that all parties have fulfilled their obligations before proceeding.

——EEEE——————————————————————————
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The Escrow Process

Closing Funds:

o The buyer provides the remaining funds needed to complete the
purchase. This may include the down payment, closing costs, and
any other agreed-upon expenses.

Distribution of Funds:

o The escrow agent ensures that all funds are in place before
officially closing the escrow. Once confirmed, the agent distributes
the funds to the appropriate parties, including the seller, real estate
agents, and any third parties involved.

Recording the Deed:

o After all documents are signed and funds are distributed, the deed
is recorded with the county recorder's office. This legalizes the
transfer of ownership from the seller to the buyer.

Closing Escrow:

o The escrow process concludes when all conditions are met, and the
transaction is officially closed. The parties receive confirmation, and
the buyer takes possession of the property.




UNDERSTANDING THE

Home Inspection Process

A home inspection is a thorough examination of a property's
condition conducted by a qualified inspector. During this
process, various aspects of the home, including its structural
integrity, electrical systems, plumbing, HVAC, and overall safety
features, are assessed to identify any potential issues or needed
repairs. The inspection provides valuable information to the
buyer about the property's condition, helping them make
informed decisions and negotiate with the seller based on the
findings.




Inspection Day

TIPS

PRE-INSPECTION PREPARATION

Conduct a pre-inspection before listing the property. Identifying
and addressing potential issues in advance can help prevent
surprises during the buyer's inspection and instill confidence in
potential buyers.

COMPLETE REPAIRS PROMPTLY

Address any known issues promptly. If the pre-inspection reveals
repairs, taking care of them before listing can improve the overall
condition of the home and avoid negotiation hurdles later.

MAINTAIN ACCESSIBILITY

Ensure that all areas of the home, including the attic, crawl
spaces, and utility areas, are easily accessible to the inspector.
Clear away any clutter or obstacles that may hinder the
inspection process.

CHECK MAJOR SYSTEMS

Prioritize checking and servicing major systems such as HVAC,
plumbing, and electrical before the inspection. Well-maintained
systems are less likely to raise concerns during the inspection.

CLEAN & DECLUTTER

A clean and organized home not only leaves a positive impression
but also makes it easier for the inspector to access various areas.
Decluttering also helps in showcasing the property's features
more effectively.

DOCUMENT MAINTENANCE

Provide documentation of any recent upgrades, renovations, or
routine maintenance. This information can highlight the
property's positive aspects and reassure buyers about the care
the home has received.

HIGHLIGHT SAFETY FEATURES

Ensure that safety features like smoke detectors, carbon
monoxide detectors, and fire extinguishers are in good working
order. This can positively impact the overall impression of the
home's safety and readiness for occupancy.

BE TRANSPARENT

Be transparent about the property's condition. Disclose any
known issues or past repairs to the inspector. Honesty fosters
trust and can lead to a smoother inspection process and
subsequent negotiations.



UNDERSTANDING THE

Appraisal Process

A home appraisal is a professional assessment conducted by a
licensed appraiser to determine the fair market value of a property.

Scenario 1 0

Home Appraisal Above Offer Price:

The home appraisal comes in above the buyer's offered price, indicating that
the property's appraised value is higher than what the buyer agreed to pay. In
this case, the buyer may feel reassured about the equity in their purchase and
can proceed with the transaction without major concerns. The lender is likely to
be comfortable with the loan amount, and the sale can proceed smoothly.

Scenario 2

Home Appraisal Below Offer Price:

In this scenario, the home appraisal returns with a value below the buyer's
offered price, signaling that the property is appraised at a lower market value.
This situation can pose challenges, as the buyer's lender may be hesitant to
approve a loan amount that exceeds the appraised value. The buyer and seller
may need to renegotiate the purchase price, with the buyer potentially needing
to bring additional funds to meet the lender's requirements, or the parties may
explore other solutions such as reevaluating the terms of the sale.
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Closing Day

TIPS

PREPARE FOR FINAL WALKTHROUGH

Ensure that the property is in the agreed-upon condition for
the final walk-through with the buyer. This includes addressing
any repairs or agreed-upon improvements and leaving the
home clean and well-maintained.

GATHER IMPORTANT DOCUMENTS

Have all relevant documents ready for the closing, including
the property deed, any HOA documents, and records of repairs
or maintenance performed. This helps facilitate a smooth
closing process.

COORDINATE UTILITIES TRANSFER

Coordinate the transfer of utilities to the buyer's name effective
from the closing date. This ensures a seamless transition for
the new homeowners.

SECURE VALUABLES

Prior to closing, remove any personal belongings or valuables
that are not part of the sale. Double-check closets, storage
areas, and garages to ensure nothing is left behind.

CLOSING COSTS

Be aware of your closing costs and how they will be handled.
Understand the breakdown of expenses and be prepared to
settle any outstanding amounts. Your real estate agent can
provide guidance on this.

PLAN FOR POSSESSION EXCHANGE

Clarify the timing of the possession exchange with the buyer.
Ensure that you've moved out by the agreed-upon time, and
leave behind any necessary keys, garage door openers, or
access codes for the new owners.

BE FLEXIBLE & PATIENT

Closing days can be unpredictable, and delays may occur. Be
patient and flexible with the process. Stay in communication
with your real estate agent and be ready to address any last-
minute issues that may arise.



W
Post-Closing Checklist

NOTIFY UTILITY COMPANIES

CANCEL HOMEOWNER'S INSURANCE
COMPLETE CHANGE OF ADDRESS
PROVIDE MANUALS AND WARRANTIES
DISPOSE OF UNWANTED ITEMS
SECURELY STORE CLOSING DOCUMENTS
CONFIRM LOAN PAYOFF

HANDLE OUTSTANDING REPAIRS
FOLLOW UP ON ANY CONTINGENCIES
RETRIEVE PERSONAL SECURITY DEVICES
COORDINATE KEY EXCHANGE

MONITOR PROPERTY TRANSFER RECORDS

O O O O O O 0 O & O O 0 o

ADDRESS OUTSTANDING INVOICES:

Congratulations!




FREQUENTLY ASKED

Questions

HOW DO | DETERMINE THE RIGHT ASKING PRICE FOR MY HOME?

Your real estate agent will conduct a comparative market analysis (CMA), considering
recent sales, current market conditions, and your home's features to determine an
optimal asking price.

WHAT COSTS SHOULD | EXPECT WHEN SELLING MY HOME?

Sellers commonly incur costs such as real estate agent commissions, closing costs,
and potential home improvement expenses. Your agent will provide a breakdown of
expected costs.

HOW CAN | PREPARE MY HOME FOR SALE?

Your agent will provide guidance on decluttering, staging, and addressing any needed
repairs to enhance your home's appeal to potential buyers.

HOW LONG WILL IT TAKE TO SELL MY HOME?

The time to sell varies, influenced by factors like location, market conditions, and
pricing. Your agent will give you an estimate based on the current market dynamics.

WHAT IS THE ROLE OF A HOME INSPECTION, AND SHOULD | MAKE
REPAIRS BEFOREHAND?

A home inspection assesses the property's condition. While making major repairs
upfront isn't mandatory, addressing significant issues can improve the sale process.
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YOUR HOME MATTERS

Thank you for choosing me
— to help you in the task of
. buying your home. My
commitment to you doesn’t
end at your home purchase.
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REALTOR ®

737.727.3353

www.chrisdixonrealestate.com

christopher.dixon@exprealty.com

LEANDER, CEDAR PARK, LIBERTY HILL, LAGO VISTA



	SELLER
	GUIDE
	MEET YOUR AGENT

	Chris Dixon
	I’m Chris Dixon, your Texas Hill Country real estate guide with eXp Realty and a member of the #1 ranked team in the state of Texas. My mission is simple: to help you navigate your home-buying journey with total confidence and peace of mind.
	Rooted in faith and family, I combine a tech-savvy, data-driven approach with a true servant’s heart. Real estate isn't just about contracts to me—it's about helping families plant deep roots in Central Texas.
	From find a perfect home for you to  negotiating fiercely on your behalf, I’ll serve as your advocate, strategist, and neighbor. When you choose me, you gain a trusted partner dedicated to making your move a complete success.
	737.727.3353

	UNDERSTANDING PROFESSIONAL COMPENSATION

	In Your Home Sale
	COMPENSATION FOR YOUR LISTING AGENT
	Your listing agent works hard to help you sell your home, and their compensation is typically based on a percentage of the final sale price or a fixed fee. This is something you can discuss and negotiate with your agent before the home goes on the market. Make sure you’re comfortable with the amount, as it reflects the services they provide, such as marketing, negotiating, and managing the sale process.

	COMPENSATION FOR THE BUYER’S AGENT
	You have the option to offer compensation to the buyer’s agent, though this is no longer a requirement. Offering compensation to the buyer’s agent can make your property more attractive to potential buyers. However, you are free to decide whether or not you want to do this, and the amount you offer can be negotiated.

	CHANGES IN HOW COMPENSATION IS SHARED
	As of August 17, 2024, real estate agents can no longer list compensation offers for buyer’s agents on the MLS (Multiple Listing Service). However, your agent may still discuss and disclose compensation through other means, like directly with potential buyers, through social media, or online platforms.
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	Service Packages
	I believe ALL clients should receive the following basic services at a minimum:
	Tier 1: Essential Package
	2.5%
	Tier 2: Preferred Marketing

	3%
	Tier 3: Premier Concierge
	4%
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	The Home Selling Process
	PROPERTY ASSESSMENT
	STRATEGIC PRICING
	PROFESSIONAL STAGING
	MARKETING MASTERY
	SKILLFUL NEGOTIATION
	CLOSING & TRANSITION
	HOME STAGING

	Tips & Tricks
	Declutter:
	Remove excess items to create a clean and spacious look. Clear countertops, surfaces, and storage areas.
	Depersonalize:
	Minimize personal items like family photos and unique decor to help potential buyers visualize the home as their own.
	Neutralize Color Palette:
	Use neutral tones for walls and larger furniture pieces to create a blank canvas that appeals to a broader range of buyers.
	Enhance Curb Appeal:
	Ensure the exterior is well-maintained, with a tidy lawn, trimmed bushes, and a welcoming entry. Consider adding potted plants or flowers.
	Maximize Natural Light:
	Open curtains and blinds to let in natural light. Well-lit spaces feel more inviting and spacious.
	Arrange Furniture Strategically:
	Arrange furniture to highlight the flow of the room and create a sense of openness. Consider furniture placement that emphasizes focal points like fireplaces or architectural features.
	Use Mirrors:
	Mirrors can create the illusion of more space and reflect light, making rooms feel brighter and larger.
	Invest in Quality Bedding:
	Upgrade bedding in bedrooms to create a luxurious and inviting atmosphere. Neutral colors often work well in bedrooms.
	Add Fresh Flowers or Greenery:
	Bring in fresh flowers or potted plants to add a touch of nature and freshness to each room.
	Artwork and Decor:
	Use artwork and decor sparingly, choosing pieces that enhance the room's style without overwhelming the space.
	737.727.3353

	HOME STAGING

	Tips & Tricks
	Artwork and Decor:
	Use artwork and decor sparingly, choosing pieces that enhance the room's style without overwhelming the space.
	Repair Minor Issues:
	Attend to minor repairs, such as leaky faucets, squeaky doors, or chipped paint, to present the home as well-maintained.
	Create a Focal Point:
	Arrange furniture to create a focal point in each room, drawing attention to its best features.
	Define Room Purposes:
	Clearly define the purpose of each room so that potential buyers can easily envision how they would use the space.
	Update Lighting Fixtures:
	Modernize lighting fixtures to add a contemporary touch. Well-chosen fixtures can enhance the overall aesthetic.
	Highlight Architectural Features:
	Showcase any unique architectural features your home may have, such as built-in bookshelves, crown molding, or a fireplace.
	Keep It Tidy During Showings:
	Maintain the staged look during showings by keeping the home clean, organized, and free of personal items.
	Appeal to the Senses:
	Consider subtle scents, like fresh baked cookies or a mild air freshener, to create a pleasant olfactory experience.
	Consider Room Size:
	Use appropriately sized furniture for each room. Avoid oversized pieces that may make a room feel cramped.
	Create Outdoor Living Spaces:
	Stage outdoor spaces like patios or decks with furniture and decor to showcase potential entertaining areas.
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	STAGING YOUR HOME
	Pros & Cons

	5%
	23%
	OF SELLER AGENTS NOTE THAT STAGED HOMES SELL FASTER
	HIGHER SALES THAN A HOME THAT IS NOT STAGED

	Curb Appeal Enhancement
	Start by focusing on landscaping – trim overgrown bushes, mow the lawn, and add fresh mulch to flower beds. Colorful, well-maintained flowers and plants can add vibrancy, and neatly edged pathways create a polished look. Consider a fresh coat of paint for the front door and shutters, opting for a color that complements the overall exterior. Power washing the exterior surfaces, including the driveway and sidewalks, can instantly refresh the appearance of your home.
	In addition, pay attention to small details that can make a big difference. Upgrade your outdoor lighting fixtures to enhance both safety and aesthetics, and ensure they are in working order. Replace an old mailbox with a stylish and matching one, and consider adding house numbers that are easy to read. Clean windows inside and out, and repair any visible wear or damage on the facade. Lastly, strategically placed outdoor furniture or decor can create an inviting atmosphere, such as a well-chosen bench on the porch or a tasteful wreath on the front door.
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	Repairs & Enchancements
	Not only do repairs and improvements enhance the overall appeal of your property, but they can also increase its market value and attract a wider range of potential buyers. Investing in key repairs ensures that your home presents itself as well-maintained and move-in ready, mitigating concerns for buyers and potentially expediting the selling process.
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	Pricing Strategies
	Pricing Strategies
	EXPLAINED
	COMPETITIVE PRICING
	ABOVE MARKET PRICING
	BELOW MARKET PRICING
	PERCEIVED VALUE PRICING
	INCREMENTAL PRICE DROPS
	ROUND NUMBER PRICING
	ODD-EVEN PRICING
	ANCHOR PRICING
	VALUE RANGE PRICING
	NO-HAGGLE PRICING
	DYNAMIC PRICING
	CONDITIONAL PRICE DROPS
	PREMIUM PRICING
	LIMITED TIME OFFERS
	SEASONAL PRICING

	Pricing Strategies
	EXPLAINED
	RENOVATION-ADJUSTED PRICING
	SELLER FINANCING
	LEASE WITH OPTION TO BUY
	ESCALATION CLAUSE
	BULK SALE PRICING
	BUYER INCENTIVES
	AFFORDABILITY MAPPING
	PRE-LISTING APPRAISAL PRICING
	ABSORPTION RATE PRICING
	SELLERS-CONTRIBUTION
	JOINT VENTURE PRICING
	COMING SOON PRICING
	AUCTION PRICING
	DIGITAL MARKETING PREMIUM
	THE IMPORTANCE OF

	Accurate Pricing
	Setting the right listing price for your home is a pivotal factor in ensuring a successful and timely sale. It's not just a number; it's a strategic decision that can significantly impact the entire selling process. Pricing your home accurately from the start is crucial for attracting potential buyers, generating interest, and ultimately securing the best possible value for your property.
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	Listing Descriptions
	HIGH QUALITY

	Photography
	PROFESSIONAL

	Videography
	Video Tours
	INCREASED EXPOSURE & REACH
	COMPETITIVE ADVANTAGE
	TIME & RESOURCE EFFICIENCY

	Where Buyers Find Homes
	This pie graph illustrates the diverse channels through which homebuyers discover their properties, shedding light on the predominant sources such as online listing platforms, real estate agents, traditional methods, and other avenues.
	50%
	20%
	20%
	10%
	TRADITIONAL


	Marketing Methods
	PRINT
	ADVERTISING
	DIRECT MAIL

	CAMPAIGNS
	OPEN

	HOUSES
	FOR SALE

	YARD SIGNS
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	ONLINE


	Marketing Methods
	PROFESSIONAL LISTING WEBSITES
	SOCIAL MEDIA
	MARKETING
	E-MAIL MARKETING

	CAMPAIGNS
	ONLINE

	ADVERTISING
	737.727.3353
	TIPS FOR YOUR


	Open House
	ENHANCE CURB APPEAL
	DECLUTTER & DEPERSONALIZE
	COMPLETE MINOR REPAIRS
	CLEAN & STAGE
	CREATE A WELCOMING ATMOSPHERE
	MAXIMIZE NATURAL LIGHT
	SECURE VALUABLES
	OFFER REFRESHMENTS

	Offers & Negotiations
	RECEIVE OFFERS
	Once the property is listed, potential buyers may submit written offers through their real estate agents. An offer typically includes the proposed purchase price, any contingencies, and details regarding the financing and closing timeline.

	REVIEW & CONSIDERATION
	The seller, often with guidance from their real estate agent, reviews each offer. Considerations include the offered price, the buyer's financial qualifications, proposed contingencies, and any additional terms.

	ACCEPTANCE, REJECTION, OR COUNTER OFFER
	The seller can respond to an offer in three ways:
	Acceptance: If the offer meets the seller's terms, the seller can accept it outright.
	Rejection: If the offer is unsatisfactory, the seller can reject it.
	Counteroffer: If there are aspects of the offer that the seller wishes to modify, they can submit a counteroffer, suggesting changes to the purchase price, closing date, or other terms.

	NEGOTIATIONS
	Negotiations often involve back-and-forth communication between the buyer and seller, facilitated by their respective real estate agents. Negotiable aspects may include the purchase price, closing costs, repairs, contingencies, and the timeline for closing.

	MUTUAL ACCEPTANCE
	Once both parties agree on the terms, a mutual acceptance is reached. This agreement signifies that the buyer and seller have agreed on all aspects of the offer, and the contract becomes binding.


	The Escrow Process
	Opening Escrow:
	Once the buyer and seller have a mutually accepted purchase agreement, the escrow process is initiated. The buyer's initial deposit, often referred to as earnest money, is submitted to an independent third party known as the escrow agent.
	Escrow Instructions:
	The escrow agent receives instructions from both the buyer and seller, outlining the conditions that must be met for the transaction to proceed. These instructions include contingencies, timelines, and specific details regarding the sale.
	Title Search and Preliminary Report:
	The escrow agent works with a title company to conduct a title search on the property. A preliminary title report is provided to the parties, outlining any existing liens, encumbrances, or other issues that may affect the property's title.
	Inspections and Contingencies:
	The buyer typically has a specified period to conduct inspections and address any contingencies outlined in the purchase agreement. This may include a home inspection, pest inspection, or other assessments.
	Loan Approval:
	If the buyer is obtaining financing, the lender works through the loan approval process during escrow. The lender may require additional documentation from the buyer and conduct an appraisal of the property.
	Addressing Contingencies:
	Based on inspection results, the buyer may request repairs or negotiate changes to the terms of the sale. The seller has the option to agree to these requests, deny them, or propose alternatives. The resolution of contingencies is a key aspect of the escrow period.
	Finalizing Financing:
	The buyer's lender finalizes the loan details, ensuring that all conditions for loan approval are met. The lender coordinates with the escrow agent to prepare the necessary loan documents.
	Signing Documents:
	Both the buyer and seller sign the required documents, including the closing documents and the deed. The escrow agent ensures that all parties have fulfilled their obligations before proceeding.
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	The Escrow Process
	UNDERSTANDING THE

	Home Inspection Process
	Inspection Day
	TIPS
	PRE-INSPECTION PREPARATION
	COMPLETE REPAIRS PROMPTLY
	MAINTAIN ACCESSIBILITY
	CHECK MAJOR SYSTEMS
	CLEAN & DECLUTTER
	DOCUMENT MAINTENANCE
	HIGHLIGHT SAFETY FEATURES
	BE TRANSPARENT
	UNDERSTANDING THE

	Appraisal Process
	A home appraisal is a professional assessment conducted by a licensed appraiser to determine the fair market value of a property.


	Scenario 1
	Home Appraisal Above Offer Price:

	Scenario 2
	Home Appraisal Below Offer Price:
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	Closing Day
	TIPS
	PREPARE FOR FINAL WALKTHROUGH
	GATHER IMPORTANT DOCUMENTS
	COORDINATE UTILITIES TRANSFER
	SECURE VALUABLES
	CLOSING COSTS
	PLAN FOR POSSESSION EXCHANGE
	BE FLEXIBLE & PATIENT

	Post-Closing Checklist
	Congratulations!
	FREQUENTLY ASKED

	Questions
	HOW DO I DETERMINE THE RIGHT ASKING PRICE FOR MY HOME?
	WHAT COSTS SHOULD I EXPECT WHEN SELLING MY HOME?
	HOW CAN I PREPARE MY HOME FOR SALE?
	HOW LONG WILL IT TAKE TO SELL MY HOME?
	WHAT IS THE ROLE OF A HOME INSPECTION, AND SHOULD I MAKE REPAIRS BEFOREHAND?
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	YOUR HOME MATTERS
	Thank you for choosing me to help you in the task of buying your home. My commitment to you doesn’t end at your home purchase.

	Remember, you’re family now.

	Chris Dixon
	REALTOR ®
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