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PRICING

*+ The Right Price Matters!

Even though most property sellers think a mar-
keting discussion comes first when considering
a property sale, it should be stated that the
wrong price might nullify even the greatest mar-
keting efforts. The most important first step
before listing any home is to take the time to
discover the potential, realistic sales price range
for your property. Many property sellers chose to
ignore this fact, to which we reply “then why not
simply increase your price beyond the suggest-
ed market range and see what happens?” Most
likely, the market will penalize the wrong price
and demonstrate that it is much more efficient
than sellers are aware of. This is because today's
buyers are more educated than ever before due
to the ease of access to information via the Inter-
net. However, can buyers actually compare
properties? \Well, yes..

* You Can Compare Apples To Oranges!

The biggest challenge in real estate pricing is
that residential property is not a commodity. For
example, a coffee bean is a coffee bean, howev-
er, because of the many differences from one
property to the next, it's difficult to find the right
price even when properties share many of the
same features. Therefore, the assumption is that
they can't easily be compared. This is inaccurate
thinking. In fact, it's possible and necessary to
compare properties of different styles to each
other, because all final sale prices in any neigh-
borhood have a measureable affect on each
other; but how do you compare true values?
You'll discover that..

- Simple Math Reveals Your True Trading
Range!

Have you ever wondered how it's possible for
technology to deliver an instant home evalua-
tion online? It's because there's more than
enough public data available to accurately pre-
dict the true potential sales price range of your
property. Simply put, all the public data regard-
ing that particular property is run through a

mathematical algorithm that then provides an
estimate of value. It's a good place to start and
shouldn't be ignored, but of course that informa-
tion is only one component of a professional and
thorough market price evaluation. In order to
narrow the trading range you must arrange a
property visit by a professional real estate agent or
appraiser to assess condition, location and many
other factors that will affect the final market sale
price. In spite of this up front effort to determine the
correct price range many sellers will ask, “but why
not just cheat to the highest end of the range and
beyond, can't you just bring me an offer?” Our
answer is because..

* A Price Even Slightly Out Of Your Range
Prevents Offers!

When a property is priced even a few percentage
points outside the predicted trading range, it may
cause low buyer traffic, increase days on the
market and prohibit showings that eventually lead
to offers. This is a price problem, not a market
problem. One of the most painful and perhaps
desperate positions to be in as a seller is when you
end up frustrated saying "why doesnt my agent
Jjust bring me an offer” instead of simply adjusting
the price into the range where multiple buyers
have the incentive to view the property along with
competing properties in the same price range.

- Conclusion

\We realize that discovering your true and accurate
price range is a difficult process, so please feel free
to contact us to arrange for an in home consulta-
tion on how to establish your property's current
price range.

Understanding that you must start the property
sale process by learning how to establish the right
price range will set up course module #2 where
you'll learn how to improve the condition of your
property in order to increase its value.
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CONDITION

+ Compare Your Condition To SOLD
Properties!

When comparing the condition of your property
to others, the smartest path to a reality check
includes comparing the features and condition
of your property closely and honestly with the
properties that most recently sold within your
nearest geographic area. One of the biggest
mistakes that property sellers make is that they
compare their property only to properties that
are currently for sale, not knowing that many of
those properties will expire on the market at the
wrong asking price because the competition
offered a better combination of features and
condition. All property sellers should take the
time to study the true market evidence and to
thoroughly prepare for a sale it's best to..

+ Identify Your Problems via A Seller
Home Inspection!

The best way to prevent a surprise at your home
inspection is to do one yourself before the buyer
does. By doing your own inspection on your
property, you can identify the problems in
advance of the buyer's inspector finding them.
That allows you an opportunity to be proactive in
improving the condition of your property and
move up the value range prior to the sale by..

+ Completing Low to No Cost Projects!

The reason a property seller should make the
effort to complete these projects is because
psychologically buyers will begin to discount the
price that they might offer the more they notice
the need for fix-ups. When you're a selling, that
last think you want your property to be called is
a fixer upper in the mind of the buyer and yes,
even small touch ups can be perceived as prob-
lematic by the most discriminating buyers. You
will certainly improve the value of your property
by completing low to no costs projects, so don't
sweat them, just do them or have them done for
you! However, you should also..

* Price Out Any Deferred Major Upgrades!

One of the biggest obstacles or sticking points

revolves around whether or not major projects
such as kitchen and bathroom renovations
should be completed. If they are in your budget,
then all major upgrades should be considered,
however, these projects should be completed in
way to please a wide array of tastes with a
simple style. Furthermore, when it's not viable to
complete major renovation projects, the next
best step it to have them professionally priced
prior to sale and have the estimate readily avail-
able for all buyers to review so they are fairly
accounted for during the negotiation stage,
rather than over estimated by the buyer. Wheth-
er you complete any of the project suggestions,
the singular most important effort must be made
to..

* Professionally Deep Clean Your Property
Inside & Outside!

The most obvious mistake that property sellers
make is to not have their property professionally
cleaned outside by a landscaper - think curb
appeal - and inside by a professional cleaning
service - think lemony fresh. No buyer wants to
move into somebody’'s mess unless they've
received a corresponding discount on the pur-
chase price, which is usually many times the low
cost of hiring cleaning professionals. Even in
cases where there is no ability to complete proj-
ects as mentioned, a thorough deep cleanse
can be transformational. The final sale price of a
property has much to do with the sensory per-
ception of the buyer where Clean equals Peace
of Mind and that translates in to a higher “sense”
of value.

« Conclusion

\We realize that discovering which projects you
should complete can be overwhelming, so
please feel free to contact us to arrange for an in
home consultation on how to improve the con-
dition of your property.

Understanding how to improve the condition of
your property will set up course module #3
where you'll learn how to stage your property in
order to increase its value.
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STAGING

+ The Typical Property Buyer Has Limited
Vision!

It's very costly to assume that property buyers
have a vision for how they would set up their
furniture in a new home. Often, once they decide
that they love the location and layout of the
home, they then begin to do another walk
through trying to imagine how their oversized
furniture will fit inside the spaces that suddenly
seem inadequate . Or conversely, they become
overwhelmed by how much new space they'll
have to fill with the furniture that they don't have
and will now have to buy on top of paying for the
house. Their vision becomes clouded and con-
fused and that's why..

« Staging Spaces Inside & Outside Clarifies
What's Possible!

When a property is staged properly, it demon-
strates more clearly to any buyer what's possible
for their way of living. They begin to see them-
selves ‘living" in the "home" and being able to
substitute their own furniture in place of yours.
The dream of making it their own home starts
becoming more of a reality as they continue to
sell themselves on making an offer and getting
more emotionally involved. So you must..

+ Maximize Open Space & Flow

Because personal tastes vary greatly, the most
important goal in staging a property is to maxi-
mize the feeling of open spaces and easy flow.
There's nothing worse than having a buyer walk
through your space while bumping into personal
items and getting a sense of clutter. Even in
small spaces, it's possible to enhance the flow.
It's best to imagine a walk through from room to
room with the goal of making it easy for several
people at a time to pass through together. This
simulates an actual walk through with real estate
agents and multiple buyers. But that begs the
question, is..

* Personal Staging = Possible or
Professional Staging = Necessary

While it's always best to hire a professional stag-
ing company, it's still possible and important to
stage your home by yourself. Start by thinking
that less is more. Once you've made the decision
to move you'll have to start disconnecting your-
self from the memories by beginning to remove
items of personal attachment. Such items, while
interesting to buyers who are naturally curious
about other peoples lives, are distractions that
keep buyers from focusing on the benefits of the
property and beginning to picture themselves in
the home. The best approach is to think like a
developer who builds a new construction prop-
erty and neutralizes the palette for the next per-
son's vision.

- Conclusion

We realize that staging your property can be
overwhelming, so please feel free to contact us
to arrange for an in home consultation on how to
stage your property.

Understanding how to stage your property will
set up course module #4 where you'll learn how
to market your property in order to increase its
value.
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MARKETING

* New Problem For Listings: Internet
Overload

Although the Internet offers more exposure than
in the past, your listing is the equivalent of a
speck in the ocean and is not necessarily being
seen by the right, serious buyers. The perception
may be that more exposure is better, however, it
should be understood that now there are many
technology companies in the real estate busi-
ness who thrive on selling leads to real estate
agents. The end result is that they attract any
and all whimsical real estate searchers and pass
them off as a real prospects causing complete
overload. They key is to start by..

+ Optimizing The Presentation Of
Property Pictures & Details

Despite its drawbacks, the Internet is still a won-
derful place to display the best features of your
property. Therefore, you must optimize the pre-
sentation of your pictures and describe the hot
points of your listing in order to cause potential
buyers to take action and inquire. The debate
amongst marketers rages on about how much
information is too much, however, it takes very
few quality buyers to create a robust market for
your property, so a clear and through and honest
online presentation of your property will weed
out the casual looker and better attract genuine
buyers. However, beyond the pictures you must
also..

+ Attach Buyer Solutions To Your Property
Listing

Although many buyers will be interested in
buying your home, there still exist many reasons
why those buyers will not take action. The best
marketing plan includes solutions to those chal-
lenges, such as obtaining financing in a timely
manner or solving the need to sell another prop-
erty prior to purchasing yours. Beyond those
technical challenges, there are emotional obsta-
cles, such as buyer's remorse or buyers worry-
ing about the distress caused by the fear of the
move not being coordinated properly and

something going horribly wrong and resulting in
loss. All of these factors could lead to buyer
paralysis and must be dealt with aggressively
and professionally. In any case, your marketing
plan must..

+ Create Competition and Maximize A
Bidding Environment

Ultimately, a combination of the right price, the
sweet spot, and marketing that creates excite-
ment and scarcity is the only way to drive the
sale price of any property to its highest achiev-
able level possible. Most sellers make the critical
mistake of over pricing their property, which
renders even the best marketing less affective.
The key to creating buyer competition can only
be reached by finding the right price range that
will by itself open the doors of interest. Then and
only then will the correct, aggressive marketing
push the property to the forefront of the media
channels that best attract high quality buyers
who are truly interested in buying your property.

» Conclusion

We realize that marketing your property can be
overwhelming, so please feel free to contact us
to arrange for an in home consultation on how to
market your property.

Understanding how to market your property will
set up course module #5 where you'll learn how
to communicate during the sale of your property
in order to increase its value.






COMMUNICATION

« Start With Personal Honesty About Your
Motivation To Sell

The biggest mistake that most property sellers
make is not properly preparing for communicat-
ing honestly with themselves and others
because of the fear of loss. Furthermore, no
property seller wants to be taken advantage of,
so the natural reaction is to not trust anybody
and therefore, not share the truth about the mo-
tivation to sell. The best way to prepare for a
property sale is to simply decide whether it's
really time to sell or not. When it is the right time,
it's critical to be honest and allow yourself to feel
motivated at a level 10 on a 1 to 10 scale. With
this approach you'll be able to fight through the
fears that are a natural part of engaging in such a
large financial and emotional transaction as the
sale of a property. So you must..

« Communicate The Truth With Your
Agent

When you decide to hire a professional real
estate agent to guide you through your sale
choose wisely so that you feel safe and comfort-
able with open communication. If you've started
off by admitting you high level of motivation
remember that nobody can make you sell your
property so avoid saying self-sabotaging state-
ments such as, ‘I'm not going to give it away!”
Those words are based in fear driven emotion
that begins to interfere with how you approach
your property sale. Remember that this process
IS a business transaction and should be handled
professionally; letting negative emotions get a
hold of you will cost you in many ways. So the
first good habit is to..

* Listen To Buyers & Co-Agents
Post-Showing Feedback

On your way to a successful sale you'll need to
make adjustments based on the feedback of the
buyers and their agents. One of the most critical
tasks that a professional real estate agent should
perform is the gathering of honest feedback.
Most buyers will be viewing multiple properties

during their search and that offers the seller a
critical opportunity for real-time market feed-
back. Your property is being compared to others
and the buyer agents are helping those buyers
look for the properties that offer the most
features at the best price. Therefore, if you're
losing out to other properties, you must make
adjustments in your price and or condition to
stay competitive. Always..

+ Accept Feedback Openly & Avoid Being
Defensive

The best action to take when receiving market
feedback is to simply listen and consider. Most
sellers make the mistake of becoming defensive
when they hear critique and begin to "sell’ them-
selves as to why that feedback is incorrect. The
key is to remember that it's an opinion and, in the
case of selling a property, the opinion of the
buyers market does matter. Another mistake is
to look only for positive feedback to substantiate
the current positioning of the property price and
condition especially when that feedback is not
leading to offers. Look for honest critiques that
allow you to take immediate action and adjust
your competitive standing in the current market
place.

« Conclusion

We realize that preparing for communication
during the sale of your property can be over-
whelming, so please feel free to contact us to
arrange for an in home consultation on how to
prepare for the challenges communication will
present during the sale of your property.

Understanding how to communicate during the
sale of your property will set up course module
#6 where you'll learn how to prepare for the
negotiation of the terms and conditions of the
sale of your property in order to receive top
dollar.






NEGOTIATION

+ Control Your Emotions During
Negotiation By Being Prepared

The biggest mistake that property sellers make
during the negotiation phase is that they don't
prepare themselves properly. The best negotia-
tors are the best prepared. It's important to walk
through what really happens during your negoti-
ation with your real estate agent so that you'll
never be surprised. The first step is to study the
potential trading range for your property and
understand that the buyer is most likely to start
at the lower end of that range unless the market
place is so competitive that there are multiple
offers by default. You must understand that most
likely..

 The Final Price Will Fall Within The
Reality Range

Your final sale price will most likely fall within or
very close to the reality range that you estab-
lished with your agent before the process ever
began. When you're aware of this range you'll
avoid over reacting negatively to lower offers,
The next step is to prepare yourself to counter
any and all offers, even ifit's a small token count-
er to keep the discussion moving. It doesn't
matter where a buyer begins their opening bid, it
only matters where they end up. ALWAYS give a
counter offer to at least encourage the buyer to
continue; harsh negative responses from sellers
end more potential deals than anything else.
Every buyer needs to experience their own pro-
cess and many will increase their offer dramati-
cally when they encounter a positive, inviting
reaction. So..

- Don't Overthink & Stay Connected With
Why You're Selling

Most sellers try to read too far into the negotia-
tion techniques of the buyer and become too
easily offended. Don't over think what the buy-
er's strategy might be, rather, realize that it's just
a business transaction and that the market place
is simply trying to find the true current market
value for your property. The key to staying calm

and professional during your negotiation is to
stay focused on why you're selling in the first
place so that you continue to move towards the
goal of a successful sale. In order to move on
with your life..

+ Everybody Has To Agree In The End So Think
Win-Win

Remember that at the end of any property nego-
tiation, both buyer and seller have said 'yes' and
agreed to a meeting of the minds on price and
terms. Neither party will ever feel that they've
achieved a perfect deal, because there is no
such thing. The final deal is influenced by so
many variables that it's impossible to experi-
ence a perfect negotiation. The best thought
process is to be thankful that a ready, willing and
able buyer has agreed to buy your property,
which, ultimately, is a win-win situation.

« Conclusion

We realize that preparing to negotiate the sale of
your property can be overwhelming, so please
feel free to contact us to arrange for an in home
consultation on how to thoroughly prepare your-
self for the negotiation of your sale.

Understanding how to negotiate the sale of your
property will set up course module #7 where
you'll learn how to prepare for the closing pro-
cess so that you avoid the loss of your deal.






CLOSING

* The Closing Process Requires Attention
To Detail

Once a sales contract has been agreed upon,
there are many details that must be accounted
for. Of course, the most important detail is to
protect against the loss of deposit monies. The
way to properly protect the money is to adhere
to all critical dates and deadlines. Whenever a
deadline cannot be met, it's critical to secure the
properly written extensions or withdrawal forms.
There are many parties connected to a closing
including, but not limited to, attorneys or title
companies, insurance agents, mortgage lenders
and inspectors for smoke detector and septic
system compliance where applicable. Proper
communication with all parties is critical. Howev-
er, most importantly, you should..

« Stay Focused On What You Must Do

The most important lesson is to assume 100%
responsibility for the outcome of your closing
even when you're being assisted by a team of
competent professionals. Primarily, you must
understand your personal closing responsibili-
ties. For example, you should be arranging for a
moving company immediately so that you can
meet the conditions of the closing date, which
typically include delivering your property in pro-
fessionally cleaned condition. Don't assume
anybody but you has your best interests in mind
and ask questions any time you're not com-
pletely sure what you must do to close with care.
Always..

« Consider Dates Seriously

You must understand that selling a property is a
large financial transaction that typically follows a
written contract, which contains legal obliga-
tions that must be met or the parties might
become subject to penalties under contract law.
Given that, we always recommend the use of an
attorney to ensure that you are always in compli-
ance and protected. In addition to that, the best
way to protect yourself is to adhere to the dates
and deadlines that you as the seller are obligat-

ed to meet. However..
+ Be Flexible And Anticipate Challenges

Areal estate transaction is one of the single larg-
est financial and emotional transactions that mot
people make in a lifetime. The transaction
includes the orchestration of many parties and
therefore requires a greater level of flexibility.
While it's important to stick to dates and dead-
lines to avoid financial loss, you should also
expect and prepare for timeline adjustments to
ensure a less stressful experience.

- Conclusion

Well congratulations! If you've completed all of
the modules then you're well on your way to
successfully selling your property for top dollar!

Of course, you should recognize that selling a
property is a complicated transaction, so we
certainly understand that for most sellers, this
course is simply an orientation rather than the
full education that we offer as professional real
estate agents.

We also realize that preparing for the entire sale
process of your property can be overwhelming,
so please feel free to contact us to arrange for an
in home consultation on how to be more thor-
oughly prepared for the sale of your property.

We wish you a successful sale and thank you for
taking your valuable time to complete our
course!
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