The Deferred Maintenance Playbook for Downsizing
Sellers



A LONG-TERM HOMEOWNER'S BACKLOG AFFECTS BUYER PERCEPTION, INSPECTION OUTCOMES, AND
APPRAISED VALUE ALL AT ONCE

What Deferred Maintenance Really Means — And Why It Hits
Harder When You're Ready to Sell
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THREE WAYS DEFERRED MAINTENANCE WORKS AGAINST YOU AT SALE
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"Every $1 of deferred maintenance can cost up to $4 in future repairs — and buyers price in the uncertainty on top of that.”



E-TIER, RISK-FIRST FRAMEWORK FOR WORKINGC THROQUCH A LONC BACKLOC WITHOUT WASTINGC

The Repair Triage System: How to Decide What to Fix First When
Everything Feels Overdue

TIERS 1 AND 2: FIX THESE BEFORE ANYTHING ELSE

TIERS 3 AND 4: PROTECTING THE ENVELOPE AND FIRST IMPRESSICN

TIER 5: COSMETIC UPGRADES — ONLY IF THE MATH WORKS

THE THREE-QUESTION DECISION RULE

60-70%

"Fresh paint will not offset a roof leak or electrical defect in any buyer's or appraiser’s eyes. Fix what fails inspection before you fix what catches the eye.”



WHERE TO FOCUS LIMITED TIME AND MONEY FOR MAXIMUM RETURN — BACKED BY DOCUMENTED RESALE
DATA

The Repairs That Actually Move the Needle on Sale Price (And the
Ones That Don't)

HOW BUYERS PRICE WHAT THEY FIND — AND WHAT THEY
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"A failing HVAC system can reduce your sale price by $5,000-$15,000. The cost of replacing it is almost always less than what you lose by leaving it."



A CONCRETE, SEQUENTIAL PROCESS FROM THE DAY YOU DECIDE TO SELL TO THE DAY YOU CONFIDENTLY GO
TO MARKET
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Your Step-by-Step Action Plan: From Deferred Maintenance Backlog
to Ready-to-List
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LET'S BUILD A STRATEGY THAT PROTECTS YOUR SALE PRICE FROM THE START
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WHAT THIS GUIDE HAS COVERED

Deferred maintenance is a backlog of postponed repairs that compounds over time — and the average deferred repair now costs
more than §5,600 to complete. Every dollar left unaddressed can cost up to four dollars to fix later, and a meaningful backlog can
reduce your home's value by 5 to 10 percent or more. The five-tier triage system — Safety, System failures, Moisture and
envelope, First impressions, and Cosmetic upgrades — gives you a clear sequence for spending wisely. The repairs with the

greatest impact on sale price are systemic deficiencies: HVAC, roof, electrical, and water intrusion.

YOUR NEXT MOVE

Nicole Kalil works with downsizing sellers throughout the area who want to approach their sale strategically — not reactively.
Whether you are twelve months out or sixty days from listing, the right time to build your repair and pricing strategy is before
the first buyer walks through the door. Nicole can help you identify which repairs will genuinely protect your sale price, which
can be priced around, and how to position your home for the strongest possible outcome in today's inspection-driven market.
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Reach out today for a no-pressure conversation about where your home stands and what your best path forward looks like.

Nicole Kalil

(904) 382-4594 | nicole@RoundTableRealty.com

Contact Nicole Kalil today — (904) 382-4594 | nicole@ RoundTableRealty.com




