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8 Tips on selling 
your home 

 
1. Setting the Right Price 
Buyers purchase properties on a comparative basis, 
considering style, location, size, amenities, financing 
and most importantly price. Your real estate profes-
sional can help assist you with the appropriate price in 
your area based on the market analysis and years of 
experience. If the price is set too high, prospective 
buyers will be frightened off; too low, and you could 
leave thousands of dollars on the negotiating table. 
 
2. Have a Good Marketing Plan 
Insist on a step-by-step marketing plan of how your 
property is going to be marketed and sold. Look for 
innovative ways to attract home buyers, such as the 
internet or cable advertisements. Your Real Estate 
professional should advertise in at lease three medi-
ums. Demand 24-hour advertising, lead accountability 
and tracking services. The quality of the advertising 
will directly influence how well your home will be 
perceived. 
 
3. Obtain a Good House Inspection 
Preparing your house for sale involves much more 
than just placing a "For Sale" sign in a your yard. To 
increase your chances of an efficient, top-dollar sale, 
obtain a good house inspection to discover problems 
before they become deal killers; do the corrective and 
cosmetic work. 
 
4. Avoid Lockout 
Don't get locked out of a sale. The key to a quick sale is 
having your property accessible for showing at the 
moment a prospect is interested in looking. Not next 
week, or tomorrow afternoon, but right now, when the 
buyer is hot. A lockbox on your doorknob ensures 
instant accessibility. Realtors love to show lockbox 
properties because there are no appointments to set or 
schedule conflicts to resolve. 
 
 5. First Impressions Count! 
Some studies show that 50% of sales are decided 
during the first few minutes. Most real estate profes-
sionals agree that rooms should be painted a light 
neutral color, drapes and miniblinds should be kept 
open, and replace light bulbs with a higher wattage to 
keep rooms "light & bright." Remove unnecessary 

 
 
pieces of furniture, clean out closets, attic, 
basement and garage, keep the countertops from 
being cluttered, clean windows and use potpourri or 
room freshener. 
 
6. Improvements Make a Difference 
Not all home improvements will add value to your 
home. For example, a new slate or aluminum roof may 
not increase the value, but updating a kitchen or 
bathroom fixtures may sell the home at a higher price. 
A minor investment in paint or wallpaper pays big 
dividends in the form of a better price and a quicker 
sale. Your real estate professional can suggest other 
repairs and improvements that can yield a higher 
value to your home. 
 
7. Let the Buyers Use Their Imagination 
If you are in the home during a showing, do not 
follow the realtor around the house; this will only 
hurt you. Each person in a room reduces the size of 
the room in appearance, buyers will not address 
concerns, and it will make you appear too anxious. 
It's best not to be home for showings. The buyer 
will spend more time looking if the seller is not there. 
The goal is to have the potential buyer think of the 
home as theirs. 
 
8. Get the Word Out 
You can make a difference by networking at your 
place of business and around your neighborhood. 
Increase the exposure to more prospects by 
handing out flyers that your real estate professional 
will have made for your property. 


