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It might sound like a good idea to sell your house yourself and skip 
paying an agent, but trust us, an undertaking this big is worth hiring a 
professional for. Below are just a few reasons to hire a REALTOR®:

• Agents have the knowledge of the market to price your home competitively. Sure, free home 
search sites like Zillow and Trulia give their recommended prices, but the truth is they’re not linked 
directly to the MLS and cannot tell what makes your house unique from others on the market; 
therefore, their price recommendations are often pretty far off.

• Agents have access to a large market of buyers. Not only do they have their own potential buyers, 
but they’re also friends with other agents who might know of an interested buyer for you. Plus they 
have access to the MLS, which they can use to market your house to other agents and get more eyes 
on your property. 

• Agents can weed out unqualified buyers. This provides essential security when showing strangers 
through your home. Experienced agents will have sold hundreds of houses and they’ll know the 
games and warning signs of a nervous or disingenuous buyer. 

• Real Estate is a full-time job. It’s one you might not have time for, but your agent certainly does. 
Agents can show your house while you’re at work, take calls from potential buyers when you’re 
busy, and constantly keep an eye out for any market updates or marketing adjustments that need 
to be made to your property. For every hour an agent spends with you, she will spend an average 
of nine hours behind the scenes working on your behalf.

• Research shows that agents typically earn sellers more money for their home, even after paying 
commission. Negotiating takes skill. Better negotiation means your house sells for a better price - 
and more money in your pocket. 

• Agents aren’t emotionally tied to your home, which means they can see the flaws that you don’t. 
They can walk through your home with you and point out changes you need to make to attract 
buyers and get the best offers.

• A lot of legal paperwork is involved in a home sale, and it needs to be completed correctly by an 
expert. Some of the most important items are the seller’s disclosures. The seller can be held liable 
for fraud, negligence, or breach of contract if he or she does not disclose properly.

StepStep11 Call an Agent!

Where do we start?
THE IDEA OF SELLIING YOUR HOUSE CAN BE PRETTY OVERWHELMING, BUT 
DON’T WORRY - WE’VE GOT A COMPREHENSIVE LIST OF STEPS TO HELP YOU GET 
ORGANIZED AND PREPPED. TOGETHER, WE CAN MAKE THE PROCESS AS SMOOTH 
AS POSSIBLE AND SELL YOUR PROPERTY FOR TOP DOLLAR. SO LET’S GET STARTED!
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Q: Is this your full-time job?
Full-time agents are typically much more experienced and can dedicate all of their time 
to marketing and selling your home. If your agent is part time, you may want to gauge 
their experience and availability during off-hours.

Q: How many homes have you sold in this area, and how long did it take?
An agent with local experience is always preferable. They will have a better idea of the 
market and prices in your area. Keep in mind market conditions that may affect the 
length of time the properties have been on the market.

Q: Do you have advice for me about the 
condition of my home, and what could be 
improved to glean a higher sales price?
A good agent knows what repairs and 
investments will get you the greatest return.

Q: What is your marketing plan?
Proper marketing can sell your home quicker 
and at a better price.

Q: Can you recommend contractors, 
photographers, moving companies, etc.?

Q: Are you a member of the National 
Association of Realtors®?
(Realtors® must abide by the group’s code of 
ethics.)

Q: How often will you touch base with me?

Q: Are you planning any vacations, and if so, 
who will back you up?

Questions to Ask
Tips:Tips:
when Hiring an Agent
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StepStep33Preparing to List
Believe it or not, there is a HUGE difference between deep cleaning and 
getting your home ready to list. Below is a list of things to check off before 
you put your home on the market for buyers to see:

1. Perform any necessary renovations. Updated kitchens and bathrooms have the BIGGEST 
impact on the value of a home. Make sure you put your money where it counts!

2. Repair the little things. Have a dark spot on the ceiling from a leak that’s been fixed? 
Repaint it! A dripping faucet? Repair it! Believe it or not, the little things like that often scare 
off buyers. They want to make sure the home was immaculately cared for. Additionally, 
anything you don’t repair will most likely be discovered by the home inspector and end 
up getting negotiated. If the inspector dings you on too many items, the buyer may try 
to negotiate a lower price than it would have been worth for you to fix it in the first place.

3. Declutter and depersonalize. When buyers tour a home, they want to visualize                         
themselves living there. This is difficult to do when they see pictures of your family in the 
house or your favorite team’s flag in the yard.

4. CLEAN, CLEAN, CLEAN! We’re talking REAL deep cleaning here. Like, scrubbing the 
baseboards and dusting off the ceiling fans kind of clean. And remember, your buyers 
want to check out the storage space the property has to offer. You can’t just shove your 
messes into closets anymore!

5. Touch-ups. These are the little things that aren’t big enough to count as “repairs” but 
still make a big difference. For example, using grout paint over stained grout that won’t 
bleach out, fresh kaulk in the bathrooms, or replacing your worn-out welcome mat. And 
of course, a fresh neutral paint job always helps brighten up a house!

6. A little curb appeal can go a long way! This doesn’t have to be anything too major - just 
things like mowing the lawn or planting some fresh flowers. Remember that this is the first 
impression buyers will get of your property!

Once you decide to list your home, your agent will do a walk-through 
of the property and perform a Comparitive Market Analysis (CMA). 
This basically means your agent takes into consideration anything that 
might affect the value of your home when compared to other homes 
for sale in the area.

Things considered include: any renovations that may have increased your property’s value, 
location, number of rooms, etc. The final price is often based on the price per square foot. 

StepStep22
Establish Price
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StepStep44 Showings + Opens
Your house looks great, photos have been taken, and your property has 
been listed in the MLS. Great! Now it’s time to open your house to all of 
those eager buyers. For both private showings and open houses there 
are a few very important instructions to follow.

SHOWING INSTRUCTIONS:
1. Keep the place as tidy as possible. If you’re 

still living in the property, make sure to keep 
up on the decluttering, depersonalizing, 
and cleaning instructions you followed 
before listing. Buyers may want to see the 
property on short notice, and you don’t 
want to deny a showing just because your 
house wasn’t clean.

2. Staging. If the property is vacant, you may 
want to consider staging it. This creates 
a warm and homey feeling that helps the 
buyer visualize what it would be like to live 
there.

3. Turn on all lights and open any blinds. 
Keep the home as bright as possible for any 
showings.

4. Take your pets with you! Take your furry 
friends for a short trip in the car until the 
showing is over. The last thing you want is 
for something to happen to them or anyone 
else while you’re not home. 

5. Watch your language! If you do happen to 
speak with some potential buyers, be careful 
not to refer to the listing as your “home”. 
Use the terms “property” or “house”. This 
will help prevent the buyer from feeling like 
they’re intruding on your space.
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Under Contract
StepStep66

When an interested buyer submits an offer on your property, you will 
decide whether you want to accept their offer as-is, counter it with 
different terms, or reject it entirely. Your agent MUST disclose every 
offer to you, regardless of how ridiculous it may be!

The buyer’s offer should include:
• An offer amount
• A proof of funds or pre-approval letter showing they can purchase at the offer price
• An escrow deposit amount (A.K.A. a “good faith deposit” or “earnest money”)
• Terms of the contract

StepStep55
Negotiations

Once you and the buyer agree on terms, you are officially under contract! Your buyer will 
typically have 10 days (or however many days are specified on the contract) to complete any 
desired inspections on the property. Depending on what the inspections find, the buyer has 
the right to back out of the contract or renegotiate the terms.

If the buyer plans on receiving financing for the home, the contract will also be contingent on 
whether or not the home appraises for the agreed upon price.
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StepStep77Prepare
    to Close!
CLEAR TO CLOSE:
Once you get the all clear, you’ll typically be able to schedule the closing for 3 days later.

REVIEW THE CLOSING DISCLOSURE:
You should receive this after the Clear to Close, at least 3 days prior to closing. Please review 
thoroughly.

FINAL WALKTHROUGH:
This is typically completed a couple days before closing to ensure that any repair requests 
were completed and that the home is in the expected condition.

CLOSING:
Sign the papers, hand over the keys, and receive your funds!
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Thank you!
Thank you for 

trusting us with the 
sale of your property. We 
look forward to working 
with you and making the 
home selling process a 
breeze. If you have any 
questions, please don’t 

hesisate to call, email, or 
text us at any time.
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Donna Palm Group
(As pictured left to right)

Deaven Palm, Donna Palm, Ramona Glanz
donnapalmgroup.com


