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I'm Tiffany Mitchell.

571-766-8323

V 2458 N re a_l www.homesbytiff.com
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ome N\ ellers ROADMAP

FIND AGENT PRICING STAGING MARKETING
Match with an agent Find a competitive Clean and decorate! Your realtor will list
that you feel price for your home Get your home ready your home on multiple
comfortable with with your realtor for viewings sites

CLOSING FINAL DETAILS UNDER CONTRACT CGFFERD
Congratulations! Time to move out A legal contract is Time to review and
You've sold your and finalize created between you negotiate offers

house paperwork and the buyer

' e ‘ Follow this high level road map to help you sell your home!
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LISTING

Your home is on
the market!

SHOWINGS

Keep your calendar
open to accomodate
potential buyers

571-766-8323
tiffany@homesbytiff.com
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ESTABLISH A PRICE
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What to look for

Expertise in your neighborhood and your
market

Oversight from brokers and state licensing
officials

Advice on the best way to reach your goals
Skills to market your property

Know-how to present your property to its
best advantage

Ability to overcome typical snags that occur
in all real estate transactions and closings
Understanding of state-required disclosures
Securing of your personal safety and security
for your belongings during showings
Referrals to the best resources from bankers
to home-stagers to contractors

Access to the most accurate data sources,
including the multiple listing service (MLS),
the only data repository that has the most
up-to-date listing and sales information
Negotiating talent
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ESTABLIS

WHAT DETERMINES THE PRICE?
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HOME STAGING TIPS

e The way you style your home can be a make it or break it
point for a potential buyer. They have to be able to
picture themselves living in your space, so be mindful of
what you leave visible to viewers.

e YOU can hire or rent professional props and decorators to
help stage your home.

e Consider getting professional photos taken as these
determine the first impression the potential buyer will You don't get a second chance to
have of your house. make a first impression; most

buyers make an initial decision
within 15 seconds of seeing a
property. That's why proper staged
homes sell 33% faster and for 7-
10% more.
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PREPARING

OUTSIDE THE HOME

Take care of the
landscaping (i.e.: cut
the grass, water the
flowers, trim the trees
and bushes)

Remove weeds
Repaint or re-stain any

porches, entry ways,
and doorways

Fill in any cracks in the
driveway, sidewalks and
foundation

e Clean out the gutters of
any leaves or twigs

e Test all lighting fixtures
and motion sensors

INSIDE THIE
HOME

Repaint the home in a
neutral color

Remove and replace
any personal artifacts

Find arrangements for
pets and children, and
remove toys and
clutter from main
spaces

Make sure that
walkways are clear
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photos you use to
market your home are
bright, clear, and
capture all angles.

R N MARKETING TIPS

e Do not list on one site only, be sure to list your house on

Buyers will teel more several different platforms
comfortable with more ,_ _ '
photos. , e Be detailed in your description

e Keep your calendar as flexible as possible! You don't want

to miss out on any opportunities!
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Private viewings as well as open house viewings will
be set up during the first few weeks of listing your
home.

You should make arrangements for pets and children
during viewing times, to help make the viewing
experience as pleasant and distraction free as
possible.
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For the first few weeks/ weekends, make sure
that your calendar is flexible for showings. This
will help provide potential buyers a greater
number of viewing options.
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At this time, you will be able to accept the offer, negotiate
and make a counter-offer, or reject the offer. If you receive
multiple offers, your real estate agent will help you negotiate
with the buyers to find a price that you are happy with.

e Be willing to negotiate
e Don't worry about lowball offers
e Make sure the buyer is preapproved

Ensure that the process is transparent, and all information
provided to the buyers is accurate and up to date.
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Closing is the final step in your home selling process.

During the closing phase of the sale, you can expect the following:

The deed to the house will be delivered to the purchaser.

The ownership is transferred to the purchaser.

Any other documents including financing, insurance, and legal documents are exchanged.
The negotiated purchase price is paid and any other fees (i.e. commissions) are paid.
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Tiffany Mitchell

571.766.8323
tiffany@homesbytiff.com
www.homesbytiff.com

Homes by Tiffany | TEAJ BROKER LLC
1765 Greensboro Station Place Suite 900
McLean, VA 22102



