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With a background in interior design and more than a decade of real
estate experience, | bring both creativity and strategy to every
transaction. Licensed since 2013, consistently ranking among the top
1.5% of agents in the DC Metro area. My passion for helping clients
find their perfect home or sell their property with confidence drives me
every day. | focus on delivering personalized service and expert
guidance to make the buying or selling process smooth and
successful.
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1. Understand the Market Before You Price

Pricing is the single most consequential decision you'll make as a seller. Set your price too high and you train
buyers to scroll past your listing. Set it too low and you leave money on the table that belongs in your pocket.

In Upper Northwest DC neighborhoods like Spring Valley, Wesley Heights, and Forest Hills, the market rewards
precision. Homes priced within 2—3% of market value consistently generate stronger early interest, more
competitive offers, and better final sale prices than homes that require reductions after 30+ days on market.

* Sold comparable properties from the past 90 days — ideally within 0.5 miles
« Active and pending listings that define your current competition

» Expired and withdrawn listings that reveal where pricing goes wrong

* Adjustments for lot size, interior square footage, condition, and updates

» Seasonal demand patterns specific to your neighborhood

2. Prepare Your Homefor the Market — Strategically

Buyers in this market are sophisticated. They're comparing your home against others they've toured in
Bethesda, Chevy Chase DC, and McLean. First impressions — online and in person — drive offer decisions.

e Deep clean and declutter every room. Remove personal items, reduce furniture volume by 20-30%, and
create clear sightlines. Buyers buy space.

e Address deferred maintenance. Leaky faucets, sticking doors, cracked grout — small issues signal larger
neglect to buyers and inspectors.

* Neutral, fresh paint. A new coat of paint in warm neutrals is one of the highest-return investments you can
make before listing.

e Curb appeal. The first photo buyers see is the exterior. Refresh landscaping, power-wash walkways, and
ensure the front entry reads clean and welcoming.

e Lighting. Replace any burned-out bulbs, maximize natural light, and add warm-toned lamps in darker
rooms.

As a licensed interior designer (NCIDQ, CID, ASID), | bring a distinct perspective to home presentation that
goes beyond standard staging checklists. | assess how buyerswill move through your home, where attention
lands in each room, and what edits will photograph most effectively. Thisis one of the ways working with me
directly translates into better results at the closing table.

3. Professional Photography and Online Presentation
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Over 95% of buyers begin their search online. The quality of your listing photos, video tour, and written
description determines how many buyers walk through your door — and how motivated they are when they
arrive.

Marketing Element Why It Matters

Professional photography High-resolution, properly lit images drive click-through rates
Video walkthrough or Matterport 3D Extends reach to relocating and out-of-area buyers

MLS listing description Noun-dense copy optimized for Zillow, Google, and Al search
Social media distribution Reaches buyers not yet actively searching on portals

Print materials Reinforces quality positioning at showings and open houses

4. Price Reduction Strategy — When and How

Even well-prepared homes sometimes require a price adjustment. The key is recognizing the signal early and
acting decisively rather than incrementally.

e 10+ showings with no offers in the first 2—-3 weeks
e Consistent buyer feedback pointing to the same objection
« New comparable sales closing below your list price

< Days on market climbing past neighborhood average

A meaningful reduction — typically 3-5% of list price — re-triggers algorithmic alerts on Zillow and Realtor.com
and brings the home back to the top of saved searches for active buyers. Small, hesitant reductions of 1% often
produce no measurable change in showing activity.

Timing matters. A price adjustment in weeks 2—3 lands differently than one in week 8. The longer a home sits,
the more buyers assume something is wrong — even when nothing is.

5. Negotiation — Protecting Your Net Proceeds

The best offer is not always the highest number on paper. Evaluating an offer requires looking at the full picture:
financing contingencies, inspection terms, closing timeline, earnest money deposit, and appraisal gap
coverage.

¢ Financing vs. cash: Cash offers close faster and eliminate appraisal risk. Financed offers may be equally
strong with the right terms.
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e Contingencies: Fewer contingencies reduce your risk of a deal falling through after you've taken the home
off market.

¢ Closing timeline: A buyer who matches your preferred timeline has real value — price it accordingly in a
multiple-offer situation.

e Escalation clauses: Understand the ceiling, verification method, and terms before accepting an escalation
offer.

* Appraisal gap coverage: In competitive DC and Bethesda markets, buyers offering to cover any gap
between appraised value and contract price provide meaningful protection.

My 99.52% sale-to-list price ratio is a product of understanding when to hold firm, when to counter, and when
a well-structured offer at asking is actually the right move.

6. Closing— What to Expect and How to Prepare

Once you're under contract, the transaction moves into a critical phase. Here's what the final weeks typically
look like in DC, Maryland, and Virginia:

Buyers will hire a licensed inspector to evaluate the property. Expect a detailed report. Items flagged are often
negotiating points, not deal-breakers. Having pre-listing inspection data or documentation of recent work
reduces surprises and accelerates resolution.

For financed offers, the lender will order an independent appraisal. Prepare a packet of improvements,
upgrades, and relevant comparable sales for the appraiser. Your agent should be present or available to
provide context.

Title work, lender conditions, and final walk-through precede settlement. DC, Maryland, and Virginia each have
distinct settlement procedures — working with a local agent who closes regularly in all three jurisdictions
reduces friction and keeps timelines intact.

Frequently Asked Questions

Kitchen and bathroom refreshes — not full renovations — tend to deliver the strongest return. Updated fixtures,
fresh cabinet hardware, and new countertops in kitchens can move a buyer from interested to committed. In
Wesley Heights, Spring Valley, and similar neighborhoods, buyers expect well-maintained homes. Deferred
maintenance is a bigger liability than a dated aesthetic.

Sherine Monir | NCIDQ, CID, ASID | Realtor® | Compass Real Estate — Sherine Monir Group
202.536.4043 | sherinemonir.com | Licensed in DC, Maryland & Northern Virginia



sherine monir
SELLER GUIDE S\/I GROUP

Median days on market fluctuates with inventory and rate conditions, but well-positioned homes in Bethesda
and Chevy Chase MD have historically moved in under 3 weeks when priced and presented correctly.
Overpriced homes in the same neighborhoods can sit for 60+ days before requiring reductions. Ask for current
MLS data specific to your price point and property type.

This depends on your financial position, local inventory conditions, and risk tolerance. In the DC/Bethesda
market, many sellers negotiate a rent-back agreement — allowing them to stay in their home for 30—60 days
post-closing — which provides time to identify and close on a new property without the uncertainty of carrying
two mortgages simultaneously.

Ready to talk through your home's value?

Call or text me directly at 202.536.4043 — or visit sherinemonir.com to get started.
Listing consultations are confidential, pressure-free, and always tailored to your
situation.

Sherine on Your Side
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