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Sell Your Current Home

Market Conditions

Declutter and Depersonalize

Costs of Selling

Make Necessary Repairs

Stage the Home

Optimize Lighting

Tidy the Garage and External Storage

Pets

Home Equity

Clean Thoroughly

Update and Refresh

Address Odors

Tax Implications

Buyers or Seller’s Market?

remove personal items like family photos, memorabilia, and personal collections. 
Clear out closets and reduce clutter in all rooms. Consider renting a storage 
building for excess furniture or belongings

agent commissions, closing costs, repairs/upgrades, staging, etc

fix leaky faucets, broken windows, repair holes or dents in walls, and ensure all 
appliances are in working order.

Rearrange the furniture to make rooms feel spacious and inviting. Set the dining 
room table or add fresh flowers to create an inviting atmosphere. Consider 
professional staging, especially in higher price points or competitive markets

replace burned out bulbs, and make sure all bulbs in the house are consistent 
with each other - use higher wattage bulbs to make rooms brighter

organize tools and dispose of any unnecessary items and trash. Consider adding 
storage solutions to showcase functionality

repair any damage caused by pets, eliminate pet odors, and keep pets away from 
home during showings if possible.

estimate potential profit

Deep clean the entire home, including carpets, windows, walls, ceiling fans, light 
fixtures, and tiles. Pay special attention to kitchens and bathrooms.

consider a fresh coat of paint for rooms that have bold or personalized colors. 
update lighting, and outdated hardware on cabinets and doors, and replace 
worn carpeting

Clean and replace carpets and curtains that might trap odors. Air out rooms by 
opening windows, and avoid strong air fresheners.

depending on where you live and how long you’ve owned your home, there 
might be tax implications

Things to 

Consider Before 

Selling

Inside the home Prepping Your Home For Market
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Sell Your Current Home

Improve Curb Appeal

List Your Home

Highlight Best Features

Marketing and Promotion

Trim shrubs, mow the lawn, plant flowers, add mulch or rock to flower beds, and 
pressure wash the exterior

your agent with list your home on the Multiple Listing Service (MLS) and other 
relevant platforms

Open curtains or blinds to let natural light in. If you have a fireplace, make sure 
it’s clean and consider lighting it during showings.

a comprehensive marketing strategy to include open houses, social media 
promotion, and traditional advertising

Conduct a Pre-Listing Inspection

Ensure Safety

Organize Important Documents

consider a professional home inspection before listing to identify any potential 
issues.

Test and ensure smoke detectors and carbon monoxide detectors are functional 
and address and potential hazards like loose stair railings or broken steps

Have copies of utility bills, tax bills, surveys, and any home warranty information 
and prepare a list of updates or renovations made to the home, along with their 
dates.

Choose and experienced local agent who has a proven track record

Professional Photography/Videography

Determine List Price from a Comparative Market Analysis (CMA)

professional photos and videos can significantly impact how potential buyers 
perceive your home

Outside the home

Prepare for 

Inspection

Preparing your 

home

Put Your Home on The Market

LIsting and 

marketing your 

home
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Put Your Home on The Market

Reviewing/Accepting Offers

Title Search

Transfer of Funds

Appraisal

Buyer’s Walk Through

Buyer’s Inspection

Obtain Necessary Pre-Closing Documents

Transfer of Ownership

Address Contingencies

Closing

Interested buyers will submit offers, and with your agent’s guidance you’ll 
negotiate the offer terms, which might include price, contingencies, and closing 
date. Once you accept an offer, both parties will sign a binding sales contract.

a title company will ensure that there are no liens or disputes on the property’s 
title

The buyer (or their lender) will transfer funds to cover the home purchase. After 
all costs are deducted, you’ll receive the remaining proceeds.

if the buyer is obtaining a mortgage, their lender will order an appraisal to 
ensure the property’s value matches the sales price.

Typically conducted a day or two before closing, this allows the buyer to ensure 
that agreed-upon repairs were made and the property is in expected condition

The buyer will likely hire a home inspector. Depending on the findings, they 
might request repairs or negotiate terms.

this may include property disclosures, a recent tax assessment, utility bills, or 
HOA documents

Once all documents are signed and funds are dispersed, the property deed will 
be recorded in the buyer’s name, officially transferring ownership

most offers come with contingencies (financing, inspection, sale of the buyer’s 
home). Each contingency needs to be met or cleared for the sale to proceed

Review and sign closing documents, including the deed of trust or mortgage, the 
promissory note, and the closing disclosure

Reviewing offers 

and negotiation

Preparing for 

closing

Closing and final 

transfers
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