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Ready to move up to your dream house? Your income has increased steadily and you have saved and saved. Now you are ready to embark upon a great adventure. One little detail to get out of the way—first you must sell your home.

Yes, selling your home can be very stressful…interviewing real estate agents, negotiating with purchasers, listening to someone laugh at the window treatments that you spent 100 hours sewing can be slightly nerve-racking. This report is designed to help you move through the process with less stress so that you do have more fun. Here are a few guidelines.

Set some reasonable, but specific goals.  The only way to achieve success is to know what you would like to achieve.   You must set goals regarding your desired financial achievements—in other words, with what would you like to walk away from the table?  Other possible goals might include timing and piece of mind.

Find a compatible real estate professional.  Yes, you could try to sell the home yourself. In reality, selling a home is much more complex and more significant than selling a car. In today’s competitive world you will need top of the line technological and marketing tools to be successful. And don’t just hire any Realtor®. Make sure they are someone with whom you have compatibility—especially with regard to achieving your goals.
 
Get the home ready.  Sure, you would like to leave without increasing your investment. Why paint if you are not going to live in the house? Besides, if the purchasers give you the right price, you will paint the house for them. Remember, in most cases your home will be up against very stiff competition—including new homes. Unless you are advertising the home below market as a fixer upper, the home must be kept neat at all times, look like it is in tip-top shape and be light and airy. Redo decorative features which are outdated or will appeal to only very specific tastes. Accent the positive aspects of the home. For example, if there is a large yard—make sure the yard is well kept and can be viewed from the living areas. 

Get yourself ready. There is much you can do to prepare yourself for the process. First, make sure that you are familiar with the nuances of selling. Do you know the cost basis of your home? Next, get yourself pre-approved for your next mortgage. One competitive advantage almost anyone can achieve is the presence of quick availability. Don’t put off shopping for your next home until your home is in contract. Finally, get yourself ready by lining up all the contractors necessary for the transaction. Don’t leave details such as moving 20 years worth of clutter for the last minute. 

Stay out of the way. Don’t insist that you be home for the Realtor® open house and for all subsequent showings. Let your real estate professional perform their job function.  Sure you know the house well, but you are also too emotionally involved. Prospects are likely to be quite inhibited with the owners present. Besides, how are you likely to react when someone laughs at your wall paper—or talks about cutting down the tree you planted fifteen years ago?










Don’t be emotional. Yes, it is hard to deal with someone you feel is trying to steal something which means a lot to you. You are asking $200,000 and they have the nerve to offer $125,000. Perhaps they are not serious. Perhaps they are only testing you for future negotiations. One thing is for sure, they are not likely to be trying to insult you. They don’t know who you are and they are not trying to be insensitive. Every time  you slam the door in someone’s face before you receive the full story, you are never going to know whether they were serious or not. Your First  So You Think You Are Ready To List Your Home…page 2


Don’t expect miracles. Regardless of all the stories you have heard, homes do not usually sell within 24 hours at above full price except in very unusual markets. Let the process take its course. Be flexible—if the lack of activity dictates a new list price or incentives, be ready.  

It is never easy to part with that which has become a part of you.  Sometimes growth dictates that we must discard part of our life so that we can start a new Chapter.  When we are dealing with emotions, it is best that we are prepared so that we can make decisions regarding our future…The Complete Mortgage Marketing Kit
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