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Selling a home is
often seenas a
series of
independent
decisions—pricing,
marketing, showings,
negotiations—
handled as they
come. But in reality,
the most successful
sales don’t happen
by reacting in the
moment. They
happen when each
step is approached
with intention, in the
right order, and with
a clear
understanding of
how one decision
impacts the next.
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What’s Inside

The 7 Steps to Selling Your Home

PRICING 4

How strategic pricing attracts qualified buyers, increases
showings, and sets the stage for strong offers.

CONDITION 6

Understanding what to fix, what to skip, and how to make
improvements that actually pay off.

STAGING 8

Simple adjustments that help buyers imagine living in the
space — without requiring perfection or professional
staging.

MARKETING 10

Using the right mix of visibility, accuracy, and strategy to
bring your home in front of motivated buyers.

COMMUNICATION 12

Staying honest, open, and responsive so your realtor can
guide you effectively through every shift and showing.

NEGOTIATION 14

Using skill, strategy, and clear goals to secure the
strongest possible terms and protect your interests.

CLOSING 16

Managing timelines, documents, and communication to
prevent issues and ensure a smooth, secure final sale.
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I I { I CI N G Positioning Your Home to

Attract Qualified Buyers

Showings = Offers, and Offers = Negotiating
Power

The goal of pricing strategically is simple:

Create enough interest to drive showings, and
enough showings to generate offers.

More offers give me more leverage to negotiate
the strongest price and terms for you. When
pricing is off, showings slow down, momentum
stalls, and your negotiating power disappears.

The Market Decides the Value—Not the
Seller or the Realtor

A property sells for what a ready, willing, and
able buyer is willing to pay on a specific day.

My role is to make sure your pricing strategy
positions your home to capture as many of these
qualified buyers as possible, right away, when
your listing is freshest and most visible.

Pricing is the foundation of your entire selling
experience. When this step is done correctly,

Why Pricing Matters More Than You everything that follows becomes easier — from
Think marketing to negotiations to closing.

Pricing isn’t just a number — it's the But pricing is also complex, and every home,
very first marketing decision you make. neighborhood, and market shift requires expert
Many homeowners price based on what interpretation. If you'd like help applying this
they want or what they feel their home strategy to your home, I'm here to walk you through
is worth. Unfortunately, the market it.

doesn't respond to feelings. It responds
to data, competition, and buyer
behavior.

Buyers Shop in Price Brackets—Not
Emotions
Active, qualified buyers search for
homes within strict price ranges set hy
their lender, budget, and comfort level.
If yvour home is priced even slightly
ahbove the range where the right buyers
are looking, they may never see it, let
alone schedule a showing.
Correct pricing ensures your home
appears directly in front of the buyers
most likely to write strong, serious
offers.
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CONDITION

What You Fix, What You Skip,
and How to Get the Best Return

Your Home Can Sell in Any Condition

It's important for sellers to understand this upfront:

A home can sell in absolutely any condition.

From “turn-key perfection” to “needs everything,” there is a
buyer for every home. The question isn’t whether it will sell —
it's how much it will sell for, and whether the effort to
improve it will pay off.

Not Every Project Pays for Itself
Many sellers assume that every repair or update increases
value — but that's not always the case. Some improvements
create a strong return; others simply drain time, money, and
energy without increasing the final price.
Before you lift a paintbrush or hire a contractor, it's critical
to understand:

» Which projects add value

« Which projects add appeal (but not price)

= Which projects add stress but not results
The wrong updates can cost thousands while returning
nothing.

he

and money
ales price that
breaks even

etic improvements can
impact.

accordingly.
This calculation is difficult to
without who

make someone

understands  current  buyer

expectations, market trends,

and ROI patterns in your area.

Sometimes “Fixing Everything”
Creates More Headaches
Repairs take time. Time adds stress

often snowballs into contractor
permit questions, and
cted discove In some
, doing the work actually costs
e than pricing the
home appropri rand letting the
Knowing when to fix and when to
walk away requir ence
and a clear understanding of the
loeal buver pool.

Conclusion
Condition affects value, appeal, and
negotiating sirength but not
ays in the ways sellers expect.
; : u determine

waste time or money. [
guidance on which proje
most in today's market, 'm here to

help.
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Staging Isn’t About Perfection — It’s About Possibility

Staging doesn’t mean hiring a professional or transforming your home. It simply helps buyers picture
themselves living in the space. A home does not need to be staged to sell — but small, thoughtful adjustments

can make a meaningful difference.

STAGING

Helping Buyers Imagine
Their Life in Your Home

Simple Changes Have Big Impact
Some of the most effective staging touches are quick,
inexpensive, and easy:
e Decluttering and clearing surfaces
= [mproving lighting and opening blinds
* Using neutral colors when possible
s Minimizing furniture to open up rooms
= Removing distracting décor
* Adding light, fresh accents like greenery or linens
These changes highlight the home — not the belongings in it.

Neutral Sights, Neutral Smells

Staging is also sensory. Strong odors — from air fresheners,
cleaners, cooking, pets, smoke, or fragrances — can distract
buyers and create the impression that something is being
covered up. A clean, neutral scent helps buyers feel
comfortable and keeps the focus on the home.

Remove Personal Items to Create Space for the Buyer

Packing away personal photos, collections, and highly specific
décor helps buvers envision themselves in the home. When
the space feels less personal to you, it becomes more inviting

[ : 2l to them.

Conclusion

Staging is about creating clarity, comfort, and connection —
not perfection. Whether you choose simple adjustments or
none at all, I can help you decide which steps will have the
biggest impact for your home and your goals.






JAG Realty Group

P
L
t'.'.\

m\s \..%\Nm
E“ESEW&\\ 2% M

AISTONERSS i QRS = \ARKET

STRMEN 2 PROKCT WERNTE

\"'_'

SAES \.u

b '\ (da]
(\%_1\\\\&‘3\?&‘

Photos Should Help — Not Hurt — Your Listing
Buyers value accuracy more than anything.

But accuracy doesn’t always require a full album of
photos.

Sometimes a home actually performs better with
just a single strong exterior image — especially
when the pricing is highly attractive for the
location, size, or time of year. This creates curiosity
that motivates qualified buyers to schedule a tour
instead of scrolling past.
When photos are used, they must be professional.
Poor-quality or misleading photos damage
credibility and reduce buyer engagement faster
than having fewer photos ever could.

Pricing and Marketing Must Work Together
Marketing doesn't function in a vacuum.

The success of any marketing strategy depends on
landing your home in the correct price bracket,
because that's how buyers filter their searches.
When pricing and marketing are aligned, your
home shows up in front of buyers who are both able
and motivated to purchase it. This is where
showings — and strong offers — come from.

Curiosity is a Tool — Not a Gamble

Some homes benefit from a full photo presentation.
Others benefit from letting buvers feel that they
might “miss something” if they don't schedule a
showing.

MARKETING

Bringing the Right
Buyers to Your Door

Marketing Is Strategy — Not Just Exposure
Marketing is about intention, not volume. The
goal isn’t to throw everything online and hope
buyers show up — it’s to position your home so
the right buyers see it, feel confident about it,
and take the next step.

Marketing is the connection point between your
home’s value and the buyers who are ready Lo
act.

Curiosity works when:

¢ The price is compelling

e The property type is in demand

¢ The location pulls strong buyer activity
The strategy is never to hide things — it's to
highlight the right things, in the right way, at
the right time.

Conclusion

Marketing is never one-size-fits-all. The right
approach depends on your home, the timing,
and how buyers are searching within your price
range. Whether your home needs a full visual
story or a strategic spark of curiosity, I can help
you choose the approach that attracts the
strongest, most qualified buyers.
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Honesty Makes Everything
Work Better

Successful selling requires
honest, ongoing
communication — both

between you and your realtor,
and between vou and yourself.
Your realtor can only advocate
effectively when they fully
understand your goals,
concerns, and expectations.

Feedback Is Valuable, Not
Personal

Every showing, every comment
from another agent, and every
reaction from a buver provides
insight. Feedback isn’t criticism
— it's information that helps
you understand how the market
is responding so you can make
the right adjustments.

Being open to what the market
is saying helps your home stay
competitive and appealing.

Be Willing to Adjust When
Needed

Markets shift, buyer
preferences change, and
sometimes the plan needs
refinement.

Small adjustments — in pricing,

presentation, marketing, or
timing — can have a big impact.
Being flexible keeps your listing
moving in the right direction.

Your Realtor Guides the
Strategy

Good communication
your realtor to  handle
questions, filter feedback,
address concerns, and guide
you through decisions with
clarityy. =When you share
honestly and stay receptive,
your realtor can present the
best options and move the
process forward with
confidence.

allows

COMMUNICATION

Staying Open,
Honest, and
Responsive

Throughout the

Process

Conclusion

Communication is what keeps
your sale aligned, informed, and
effective. Staying open and
responsive makes every step
smoother and every decision
stronger. If you'd like help

interpreting buyer feedback or
planning next steps, I'm here to
guide you.
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NEGOTIATION

Protecting Your Interests and
Maximizing Your Results

Offers Are More Than Just

Price

Many sellers focus solely on the

number on the offer. But strong

negotiation looks at the entire

package:

¢ Closing timelines

e Inspection terms

* Appraisal gaps

* Repair requests

* Earnest money strength

e Buyer financing type

e Likelihood of a smooth
closing

Sometimes the highest price is

not the best offer. The best offer

is the one that gives you the

greatest net benefit and the

least risk.

Conclusion

Negotiation is where
preparation, strategy, and
expertise come together. With
the right guidance, you can
secure the strongest possible
result while protecting your
time, money, and peace of mind.
If you'd like to understand how
negotiation would work for your
specific home and goals, I'm
here to help.
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CLOSING

Managing Details, Timelines, and
Communication to Protect Your Sale

Closing Is About Precision and Prevention

Closing is far more than final paperwork — it's a complex
sequence of deadlines, legal requirements, inspections,
lender conditions, and communication among multiple
parties. Deals fall apart when small details are missed,
which is why great realtors begin protecting the closing
long before an offer is accepted.

The Best Closings Start Early

Experienced realtors anticipate potential issues from the
very first conversations with a buyer: financing strength,
likely inspection concerns, needed repairs, timeline risks,
and possible red flags. Identifying problems early
prevents emergencies later.

Timelines Are Everything

Real estate closings involve strict deadlines for
inspections, repairs, loan commitments, disclosures,
appraisal dates, escrow tasks, and signing appointments.
Missing even one can cause delays or legal complications.
A strong realtor tracks every deadline, stays ahead of
shifts, and keeps all tasks moving on time.

Communication Keeps Deals Alive

Closings require constant coordination between lenders,
escrow, the buyer's agent, inspectors, appraisers,
contractors, and both parties. Silence leads to confusion
— and confusion leads to problems. A great realtor
maintains steady communication so nothing is
overlooked.

Protecting You From Liability

Disclosures, repair agreements, contract terms, and
funds transfer all carry legal implications. A skilled
realtor ensures documenls are accurate, promises are
documented, and risks are minimized. Good closing
management isn't just about finishing the sale — it’s
about protecting you throughout it.

Conclusion

Closing is where details matter most. With a proactive,
organized realtor, you can avoid surprises, reduce stress,
and protect yourself from unnecessary risk. If you'd like
help navigating what closing would look like for vour
home and timeline, I'm here to guide you every step of
the way.







Common Seller Mistakes
(and How to Avoid Them)

QUICK INSIGHTS TO AVOID FRUSTRATION, DELAYS,
AND LOST VALUE.

1. Pricing Emotionally Instead of
Strategically

Basing price on what you “want”
instead of market data pushes your
home out of the right price bracket
and reduces showings.

2. Ignoring Showing Feedback
Feedback isn't criticism — it's
information from active buyers.
Ignoring it can keep your home from
competing effectively.

3. Skipping Basic Preparation

Clutter, odors, poor lighting, and

easy-to-fix  issues  hurt first Avoiding these common pitfalls helps you create a smoother sale,

impressions. Small changes often atfract stronger offers, and reduce stress.

make a big impact. Every small decision contributes to the bhig picture — and heing
prepared is one of the most powerful advantages a seller can

4. Being Home During Showings e

Buyers rush and hesitate when
sellers are present. Give them space
to freely explore and imagine
themselves in the home.

5. Taking Things Personally

Offers and comments can feel
emotional, but emotional reactions
lead to poor decisions. Stay strategic,
not defensive.

6. Slow Communication

Real estate moves fast. Delayed
responses can stall interest or derail
strong offers. Stay timely and clear.
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How to Prepare for a Home Inspection

Simple steps sellers can take to prevent surprises
and keep the process running smoothly.

Make Access Easy for the Inspector
Inspectors need clear access to everything.
¢ Attic and crawlspace entry
e Utility rooms, panels, water heater
¢ Allrooms, closets, and gates
¢ Garages and sheds unlocked

Fix Small Issues Ahead of Time
Minor problems add up on reports.
Quick fixes include:

¢ Replacing bulbs

¢ Tightening hardware

= [Fixing small leaks

¢ Changing furnace filters

¢ Testing smoke/CO detectors

Clean and Declutter
A tidy home signals good maintenance.
* C(Clear counters and floors
¢ Remove clutter
e Secure or remove pets
* Keep sinks and tubs empty

Test Major Systems
Turn on anything that hasn't been used recently.
e Furnace and AC
= Appliances
¢ Windows and doors
+ Water heater access

Keep Odors Neutral
Avoid strong smells from cleaners, cooking, candles, or
fragrances. Fresh and neutral is best.

Plan to Be Away
Inspections run more smoothly when the seller isn’t
home. It allows the inspector and buyer to work freely
and ask questions.

20
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Moving Checklist & Transition Planning

Declutter First

Lighten the load before packing.
e Donate or recycle unused
items
» Pack seasonal and rarely used
items early

Pack in Stages

Break it into manageable chunks.

« 4 weeks out: Décor, storage
items

* 2 weeks out:
kitchenware

« Moving week: Daily-use items

Closets,

21

A simple plan keeps your
move organized, saves time,
and helps you transition
smoothly to your next home.

Prepare a “First Night” Box

Keep essentials easy to reach.

« Medications, toiletries,
chargers
¢ Clothes and basic kitchen

items
¢ Important documents

Handle Utilities Early

Avoid service gaps.

¢ Schedule shut-off/activation
for power, water, gas, trash,
and internet

Change Your Address

Update key organizations.
* USPS, banks, insurance,
employer, subscriptions

Plan for Pets

Reduce stress for animals.

* [Jpdate tags

» Pack food, meds, and comfort
items

Schedule Donations or Haul-
Away Services

Take care of hig items and

shredding early.

Plan for Cleaning

Decide on DIY vs. professional
move-out cleaning.

Gather Keys & Access Items

Collect: house keys, mailbox keys,
remotes, gate cards, manuals.

Plan Your First Week in the
New Home

Think ahead: essentials, temporary
coverings, quick-fix tools, delivery
updates.
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