Denver Seller
Prep Guide

Cecilia Mayer, Realtor [ eXp Realty

Prepare your home strategically, avoid unnecessary updates, and launch with confidence.
A smarter approach to preparing and positioning your Denver Metro home for sale.

1A

-




Your Strongest Sale Starts Before Your

Home Hits the Market

Selling a home successfully is about much more than
putting a sign in the yard and uploading photos to the MLS.
The preparation that happens before your home reaches
buyers can shape how it is perceived, how confidently it
enters the market, and how smoothly the selling process
unfolds.

My approach is strategic rather than excessive. Instead of
telling homeowners to remodel for a buyer they have never
met, | focus on identifying the improvements that are most
likely to matter, eliminating unnecessary expenses,
presenting the home beautifully, pricing it based on current
market conditions, and creating a strong launch from day
one.

This guide will walk you through the same areas | discuss
with my Denver Metro sellers before we bring their homes
to market. Whether you are six months from listing or ready
to move quickly, the principles here will help you invest
your time, energy, and money in the right places, and avoid
the costly mistakes that too many sellers make before they
ever speak with a professional.

"Preparation should be intentional, not expensive for the
sake of being expensive!

Cecilia Mayer

Realtor, eXp Realty
Wolfpack Team

Denver Metro, Colorado
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Don't Renovate for an Imaginary Buyer

One of the biggest mistakes sellers make is spending heavily on improvements without knowing whether those upgrades will
influence the buyers who ultimately walk through the door. The goal is not perfection, it is presentation. Here is how to think about
what to prioritize and what to set aside.

Worth Considering Think Twice Before Spending

Fresh Paint

Neutral paint can make
a home feel cleaner,
brighter, and better
maintained without
requiring a major
renovation. It is a simple
way to refresh your
home's presentation.

Deep Cleaning

A professionally
cleaned home
photographs better,
shows better, and
creates a stronger first
impression from the
moment a buyer steps
inside.

Strategic Staging

Staging helps buyers
understand a room's
purpose, improve
perceived flow, and
visualize themselves
living in the home,
especially in vacant or
unusually configured
spaces.

Visible Minor
Repairs

Loose handles,
damaged trim, wall
damage, and dripping
faucets can distract
buyers. Addressing
visible maintenance
issues helps your home
feel better cared for.

Clean Exterior
and Yard

Buyers begin forming
opinions before they
reach the front door.
Trim, clean, remove
debris, and keep
exterior spaces neat
and welcoming.

Trendy Upgrades

Trends change quickly,
and the style you
choose may not match
the preferences of the
eventual buyer. Chasing
trends can cost you
money and make a
home feel dated faster.

Fxpensive
Appliances

Unless existing
appliances are
extremely dated or
negatively affecting
presentation, replacing
them with high-end
models may not be
necessary or financially
justified.

Large Remodels

Avoid automatically
remodeling kitchens,
bathrooms, or other
major spaces just
because you think
buyers might want
something different.
Most buyers want to
personalize those
spaces themselves.

Over-Personalized
Improvements

Avoid making expensive
design choices for a
buyer you have not met.
What you love may not
align with the tastes of
the people who will
ultimately walk through
your door.

@ My Rule: Before spending significant money, ask, "Will this meaningfully improve how buyers perceive or experience the

home?" If the honest answer is uncertain, hold off until we talk.



What I Invest in Before Your Home Hits
the Market

Preparing your home should not mean writing check after check before you ever reach closing. When
appropriate for the listing, | invest in key preparation services designed to help your home present at its
best, because strong marketing starts with a home that is prepared to be marketed well.

First Professional Cleaning

| cover the first professional cleaning before

photography so your home is fresh, polished,

and ready for its close-up. A clean home
photographs beautifully and shows with
confidence.

Pre-Listing Inspection

If you choose to have a pre-Llisting inspection,

| cover the inspection cost. This can help
uncover potential issues earlier, giving us
more information before buyers begin their
own due diligence.

Professional Photography

linvest in professional listing photography
because buyers often experience your home
online before they ever experience it in
person. First impressions happen on a screen.
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First Two Months of Staging

| cover the first two months of staging when
staging is part of our listing plan, helping us
create a more compelling presentation that
invites buyers to imagine themselves in the
space.

"Strong marketing starts with a home that is prepared to be marketed well"

Services are subject to the listing strateqgy and individual property needs. Terms should be confirmed in

writing before listing.



The Right Price Is More Than a
Number

Strategic pricing is not about choosing the highest number, the lowest number, or relying on an
automated estimate. It is about understanding exactly where your home fits in the market buyers are
seeing today, and positioning it accordingly. Pricing done well is one of the most powerful tools

available to any seller.

Your Neighborhood Current Buyer Activity

Real estate is local. Pricing should reflect the We look at how actively buyers are engaging
specific neighborhood and micro-market with homes like yours and what current demand
surrounding your home, not just a broad zip tells us about how the market will respond to
code average or a county-wide trend. your listing and your price point.

Recent Closed Sales Active Competition

Closed sales show what buyers have actually The homes currently on the market matter
been willing to pay, not simply what sellers because those are the properties buyers will
hoped to receive. These are important data compare directly with yours. Understanding
points in any pricing conversation. your competition is essential to positioning

yours well.

| bring each of these data points into our pricing conversation when available.

"Pricing is not just valuation. It is positioning.



Your Launch Should Feel Like an Event

Once the home is prepared and strategically priced, the next goal is concentrated exposure. A strong launch

gives buyers multiple opportunities to discover, experience, and engage with your property, all within a

focused window of time that creates energy and urgency in the market. The first days matter more than most

sellers realize.
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Professional Photography

High-quality imagery designed to create a strong first impression online. Most buyers encounter
a home on a screen before they ever request a showing, and these images set the tone.

Social Media Promotion

Strategic social exposure puts your property in front of additional audiences beyond traditional
real estate platforms, reaching buyers who may not be actively searching the MLS yet.

Direct Phone Outreach

Personal outreach can help create awareness among people and professionals who may know a
potential buyer, activating a network that digital marketing alone cannot always reach.

Email Marketing

Targeted email communication introduces the property to relevant contacts and buyer
audiences, bringing the listing to people who are already engaged and looking.

VIP Launch Weekend

A concentrated launch period featuring buyer events designed to build awareness, encourage
showings, and give interested buyers a focused opportunity to experience the property in person.

“Your home should not simply

appear on the market. It

should arrive.'




The Denver Seller Prep Checklist

You do not need to have every item complete before we speak. In fact, | recommend creating the
preparation plan together before you spend a single dollar. This checklist is designed to give you a
clear picture of what the process involves, and to make sure nothing important falls through the cracks
when it is time to move forward.

Interior

Exterior Strategy

[ ] Clean up the yard [ ] Review recent
(] Trim landscaping neighborhood sales

[] Remove debris and [ ] Review active competing

unnecessary exterior listings

(] Walk through every room
with your Realtor

(] Identify visible repairs
worth addressing

items Discuss current buyer
[] Clean the front entry activity

[ Check exterior lighting Determine pricing strategy
Decide on pre-listing

(] Touch up or repaint
where needed

(] Remove excess furniture

[J Remove highly personal []) Create a strong first

items inspection

impression at the front
(] Declutter closets and door Finalize staging plan

storage spaces Schedule professional

(] Deep clean the home photography

(] Prepare the home for Prepare the marketing

launch

Plan the VIP Launch
W¥eekend

staging

[ ] Replace burned-out
bulbs

(] Make sure every room
feels bright and
intentional

) You do not need to do everything before calling me. In fact, | recommend we create the
preparation plan together before you spend money. One conversation can save you
significant time, stress, and unnecessary expense.



Thinking About Selling?

Before you start remodeling, replacing appliances, or spending thousands preparing your home, let's
first determine what your property actually needs. Every home is different. Every neighborhood is
different. And every successful selling strategy should begin with a plan built specifically around the
property, the competition, and today's buyer activity in your area of the Denver Metro.

A single conversation, before you spend a dollar, can help you avoid unnecessary costs, identify what
actually matters, and approach your sale with a clear, confident strategy. That is exactly the kind of
conversation | look forward to having with you.

Discover My Home's Market Value

Start with an online estimate, then let's refine the number using your home's condition, neighborhood
competition, recent sales, and current buyer activity.

Want to talk through your selling plans
personally?

Cecilia Mayer, Realtor

eXp Realty | Wolfpack Team

Phone: 720-699-0598

Email: Cecilia.mayer@exprealty.com

Serving homeowners throughout the Denver Metro area.

All commissions negotiable. Please follow all applicable local laws
including TCPA requirements.
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