THE HOME SELLING
CHECKLIST

GETTING READY TO SELL YOUR
HOME?




Deciding whether or not to sell your home is one of
the biggest decisions you'll ever make. While it seems
like a complicated process, it doesn’t have to be. In
fact, the key to a smooth

home sale is in Step 1, finding an agent who
understands your needs and wants and has a system
to ensure the process is catered to you.

THIS CHECKLIST IS DESIGNED TO HELP YOU NAVIGATE
YOUR WAY THROUGH THE SELLING PROCESS WITHOUT
ANY TROUBLE.

Here are the key pillars:

« GETTING STARTED

« RESEARCHING THE MARKET
« PREPARING FOR A SALE

« NEGOTIATING OFFERS

« CLOSING AN OFFER

« THE FINAL STAGES




GETTING STARTED

STEP 1: FIND A REAL ESTATE
AGENT

e Interview afew agents and see if their personality
e matches your needs/wants. You want to “click”
Qualifications your agent should have:
o Ask about their process (or system) for selling your
home
o Local market knowledge
o Good reviews or testimonials
o Financial Knowledge - they can walk you through the
numbers!
o Works full time in the industry
o Great time management and communication skills
(ie. did they show up on time & prepared? Do they
communicate with you in a way that you understand
and feel comfortable with?)
Network connections (Effective real estate agents rely
on their relationships. Do they work with other agents
regularly?)

o They should ask about your Housing Goals and future
vision

o Ask about their marketing strategies (ie. preparing
your home for the market, staging, photography,
advertising, pricing the home, etc.)

o Create alist of 10 things you LOVE about your home
to share with your agent (sell them on your home
first)

STEP 2: PLAN YOUR TIMELINE

Determine when would be the best time to put your
house on the market with your agent

Meet with an agent to discuss the best listing strategy
based on the local market

Have an idea of where you'd like to move before you put
your home on the market




RESEARCHING
THE MARKET

STEP 3: WALKTHROUGH

e Walkthrough your home with your agent

* Show them the10 things you love about your home

* Point out any repairs or renovations you've done to the
home

Ask your agent for advice on repairs, upgrades, and
staging

If you are unsure, ask your agent if a general pre-
inspection should be scheduled before the sale (popular
in Toronto)

STEP 4: DETERMINE THE
LISTING PRICE & MARKETING
PLAN

Work with yourreal estate agent todetermine the best
listing price - every home is different! If youoverprice a
property, it could potentially hurt your chances of getting
top dollar for your home

Review a comparative market analysis with your agent,
which determines price point based on the sale price of
similar homes in your neighbourhood

Determine if any renovations could increase the value of
your home

DID YOU KNOW...?

The listingprice of your home is based on many factors.
This includesthe lot size, the square footage, location,
home’s condition, the year the home was built, who built
it, price per square foot, the current market, upgrades
and so on.



PREPARING FOR

A SALE

STEP 5: PREPARE YOUR HOUSE
FOR VIEWING

e Declutter/Depersonalize
o Whilewelove thememoriesthatyour home
represents, we suggest hiding anything that might be
considered “clutter” & personal.
e Clean
o Deep clean forgotten places (baseboards, light
switches, etc.) OR hire a cleaning crew - a few hundred
dollars on cleaners can help get you thousands in the
sale!
e Neutral / Properly-sized decor and furnishings
o We want potential buyers to be able to imagine
themselves in this space.
e Improve Curb Appeal
o Maintain landscaping
o Keep sidewalks clear of snow and/or debris
o Hide eyesores like trash cans or compost bins
o Clean up the front entrance way (consider adding a
pop of color to the front door)
o Hire a professional stager or ask your real estate agent

for suggestions

STEP 6: MARKET
YOUR HOME

e Discuss your agent's marketingplan with them to create
thebest strategy for your unique home

e Have your agent schedule high-quality real estate
photography and/or videography for your home. (Buyers
look online before anything else and first impressions
are often digital these days, resulting in more traffic and
qualified buyers)

e Schedule a time with your agent to do the pre-listing
marketing they need - video walkthroughs, social media
blasts,floor plans,etc.

STEP 7: SHOWING YOUR HOME

e Discuss where the lock box should go & scheduling
appointments around your schedule

e Have a plan to tidy, clean and leave the house for
showings

e Store important financial documents and valuables in a
safe place away from the public eye




NEGOTIATING
OFFERS

STEP 8: NEGOTIATE
PURCHASE OFFERS

* Discuss theoffers with yourrealestateagent
* Prepare astrategy for multipleoffers

PRO TIP:

Don't gethung up on only the offer price! There are
many termswithin an offer that should be taken into
consideration.

= _

STEP 9: SIGN A PURCHASE SALE
AGREEMENT

e After selectingthe strongestoffer, signthe Purchaseof
e Sale Agreementandanyadditional paperwork
Buyerswillsubmit thedepositas described inthe offer

STEP 10: CONNECT WITH
YOUR LAWYER

e Discuss thetimelineof the transaction with youragent

e Dbased on the accepted offer
Connect with your lawyer and schedule an appointment
to review the documents and sign for title. Need a
recommendation? We have a list of preferred vendors we
can share




CLOSING AN
OFFER

STEP 11: BUYER’S DUE
DILIGENCE PERIOD

e Be prepared to allow the buyer reasonable accessto
your home and property for them to conduct inspections

e |f the buyer submits a request for repairs, work with your
agent to negotiate a solution between both parties.

e [fany reports were required in the accepted offer,
provide thebuyer with them.

STEP 12: BANK ORDERED APPRAISAL

e The buyer'slendermay conductan appraisal to verify
that the marketvalueof thehome supports the
contract price.

STEP 13: THE HOME
STRETCH

Once the buyer has liftedcontingencies and their
deposit is locked in, complete any agreed requests
before closing.

Expect the buyer to schedule a final walk-through, where
they will verify that the condition of the property is the
same as when they made the offer. This also allows the
buyer to ensure that any agreed upon repairs have been
completed.




STEP 14: CLOSING A DEAL STEP 15: CELEBRATE!

® Both parties will pay any settlement or adjustment fees and Congratulations! You sold your home!
documents are recorded.
* Titles are officially transferred to the new owners.
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REALTY PLUS BROKERAGE

INDEPENDENTLY OWNED AND OPERATED

HAVE ANY
QUESTIONS?

Using our The Move & Grow Method,
we strive to make the process as fun
and exciting as possible as we guide
you through the transaction from
start to finish.

LET US KNOW HOW WE CAN HELP YOU
FIND YOUR DREAM HOME!

START CHAT IN FB
MESSENGER

905-599-4014
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