
HOME SELLER'S
GUIDE



To Our Clients,

In the tapestry of life, our homes are not just significant financial assets; they are the
backdrop to our most treasured moments and memories. Recognizing the profound
significance of these sanctuaries, we approach the sale of each home with a deep sense of
responsibility, empathy, and professional diligence.

At eXp Realty, we hold the conviction that every client is entitled to the utmost in knowledge
and customer care. Our commitment to you is unwavering: to deliver the most professional,
enlightening, and devoted service in the real estate sector, underpinned by an
uncompromising dedication to ethics, transparency, and integrity.

Your interests are the heart of our mission. They guide our actions and decisions, ensuring
that your priorities are always placed above our own. Our goal is to not just facilitate
transactions, but to cultivate enduring client relationships built on trust and mutual respect.

We are honored by the opportunity to collaborate with you and are committed to earning
your trust and referrals through our steadfast dedication to your real estate needs.

We eagerly anticipate the privilege of being your chosen Real Estate Team, guiding you
with expertise and care through every step of your property's journey.

With warm regards,

Olivia Bardinelli
eXp Realty - Founder of All Business Real Estate Group



OUR 
STORY





EVERY HOME
HAS A STORY

and we'd love to share yours

At the eXp Realty,  we f i rmly bel ieve in the indiv idual i ty
of  every c l ient  and their  homes. Our dedicated team is
commit ted to understanding your unique needs, making
them our top pr ior i ty.  Regardless of  the pr ice range or
locat ion,  we str ive to del iver the utmost level  of  service
to each and every c l ient  throughout the ent i re process.

Our team consists of  h ighly-qual i f ied agents and support
staf f ,  a l l  dr iven by a common goal :  to l is ten at tent ively to
your requirements,  help you achieve your object ives,  and
provide you with the except ional  service and at tent ion
you deserve. We are exci ted to share our story wi th you
and bel ieve that th is guide wi l l  empower you throughout
the home sel l ing journey.



EVERY HOME
HAS A STORY

OUR STORY





WE WERE BORN  
OUT OF A DESIRE

for something more meaningful

Welcome to eXp Realty 's Al l  Business Real Estate Group, your
premier local  real  estate resource in the South Flor ida region,
backed by a network of  g lobal  partners.
 

At  the heart  of  our approach is a revolut ionary real  estate
model embraced by our founder.  This model empowers our
agents,  g iv ing them unparal le led support  so they can genuinely
pr ior i t ize their  c l ients '  needs. We take great pr ide in our
hyper local  focus on the communit ies we serve, l ive,  work,  and
contr ibute to.  This dedicat ion has honed our expert ise,
providing us wi th a compet i t ive edge that benef i ts each and
every one of  our c l ients.

When you choose our team, you gain a t rusted advisor who wi l l
s tand by your s ide at  every step of  the process. Our pr imary
focus is on helping you navigate the complexi t ies of  sel l ing
your home, whi le ski l l fu l ly  negot iat ing a deal  that  a l igns
perfect ly wi th your ul t imate goals.

OUR STORY

Our success stems from a clear vision
that we've upheld since our inception.



Since our founding in 2009, eXp Realty has steadi ly r isen to become the
4th largest nat ional  brokerage and fastest  growing global ly,  a testament
to our dedicat ion and success in the real  estate industry.  

In addi t ion,  the Al l  Business Real Estate Group is a proud partner of  the
largest independent ly operated team in the South Flor ida region,
boast ing an impressive annual  sales record of  over $552 mi l l ion in 2022.

Our unwaver ing commitment to excel lence has enabled us to establ ish a
strong presence across Palm Beach, Broward, Miami,  Mart in and Saint
Lucie count ies.  With every mi lestone, our mission remains steadfast  – to
make the most s igni f icant posi t ive impact on both our c l ients and the
communit ies we serve.

Through our cont inued growth and success, we str ive to be the dr iv ing
force that not only fu l f i l ls  our c l ients '  real  estate needs but also
contr ibutes posi t ively to the wel l -being and prosper i ty of  the communit ies
we cal l  home. As we move forward, our dedicat ion to del iver ing
except ional  service and upl i f t ing our neighborhoods remains the
foundat ion of  our cont inued accompl ishments.

OUR 
JOURNEY

local roots, global reach

network to increase
market ing exposure 

coverage through our
nat ionwide real  estate

partnerships

89,000 50
AGENTS STATES



LARGEST U.S. BROKERAGE BY
Transact ion Sides

#1
LARGEST U.S. BROKERAGE BY

Agent Count
#1

LARGEST U.S. BROKERAGE BY
Sales Volume

#4

Source: T3 Sixty 's 2023 Mega 1000

OUR STORY

represented with eXp
Realty wor ldwide

of unparal le led
growth 

24 14
YEARSCOUNTRIES



LOVE IN OUR
COMMUNITIES

a culture of giving back

At our core,  we understand that homeownership is not just  about
invest ing in a property;  i t 's  about invest ing in a place you truly love and
cal l  home. As a real  estate company, we embrace this phi losophy and
mirror i t  in our act ions.

Our commitment to giv ing back to the communit ies we serve is
unwaver ing. Through f inancial  donat ions and grassroots volunteer ism,
we act ively support  causes that hold great importance to us.  Our aim is
to extend a helping hand to those in need, making a posi t ive impact on
the l ives of  others.

When you choose to work wi th us,  you become an integral  part  of  th is
ef for t  to enr ich our community.  Sel l ing your home through us means
contr ibut ing to these in i t iat ives that upl i f t  and support  the very place we
al l  cal l  home. Together,  let 's  make a di f ference and create a better,
br ighter future for  everyone in our community.



OUR STORY

CHARITY INVOLVEMENT

As an involved part of our community, 
we donate a portion of our profits and volunteer at

the following various local charities.

We value giving back.



PREPARING 
TO SELL





YOU'VE DECIDED 
TO SELL

guidance throughout every step

You can rely on your agent to be your t rusted advisor f rom the
f i rst  interact ion unt i l  long af ter  your home sel ls.   They wi l l  work
di l igent ly to protect  your best interests,  resolve any chal lenges,
and ensure a wel l -organized process.

What to expect from your REALTOR:
We have high standards for exceeding your expectat ions and we
take your t rust  very ser iously.

You will see this illustrated throughout our relationship in the following
ways:

Real- t ime, informat ive communicat ion and support

Industry knowledge, analyt ical  insight,  and local  market
knowledge expert ise

Detai led market ing plan for maximum sales exposure

Management of  contacts,  home showings, and
transact ional  detai ls

Presentat ion,  evaluat ion,  and guidance on al l  incoming
offers

Management of  t i t le and escrow throughout the
transact ion

Coordinat ion of  c losing

Help you f ind a new home



LISTING
TIMELINE

PRE-MARKET PREPARATION

PREPARING TO SELL

Listing Meeting & Discovery

Property Preparation

Marketing

ON MARKET

IN CONTRACT

CLOSE OF ESCROW

Receive Offers

Live on Market

Sale Pending

Contingency Removals

Review Sel ler 's Goals
Evaluate Property Condi t ion
Market Analysis
Pr ic ing Strategy

Repairs
Home Upgrades and Renovat ions
Staging
Inspect ion /  Appraisal
Disclosures & Documents

Professional  Photography
Floor Plan, Vir tual  Tour,  Videography
Emai l  Campaigns
Targeted Pr int  Ads

Broker Tour
Open House Dates
Review Agent & Buyer Feedback
Market Update

Present Offers Prompt ly
Review Financial  Qual i f icat ions
Negot iat ions
Execut ion

Escrow Deposi t
Buyer Inspect ions & Repairs
Property Appraisal
HOA or COA Approval

Walk Through Property
Final  Signatures



BEFORE YOUR
HOME IS SHOWN

positioning it in the best light

Present ing your home in the best l ight  before
showing i t  to potent ia l  buyers is crucial  for  at t ract ing
a wide pool  of  qual i f ied buyers and making an
outstanding f i rst  impression. Here is a l is t  of
common preparat ions that can help achieve these
object ives:

Clean, declutter, & organize [Client Guide]

Paint interior with neutral tones [Client Guide]

Complete necessary repairs

Focus on curb appeal & make exterior visually attractive

Add final touches (eg. fresh flowers, air freshener, plush
towels)

https://neatmethod.com/
https://drive.google.com/file/d/1AXwqFV8IYZ4pTWGK8rim5kTOr2NKT3qi/view?usp=drive_link
https://www.southernliving.com/home/colors/barely-there-paint-colors
https://drive.google.com/file/d/1sZuh6xettOVLOkPyVGYOK95BvSQylTbE/view?usp=drive_link


PREPARING TO SELL

Keep the decor neutral  so as not to distract
f rom the desirabi l i ty  of  the home i tsel f .

Keep personal  i tems and photographs to a
minimum so the prospect ive buyer can
envis ion themself  in the home.

Brighten up the space by opening window cover ings
and al lowing natural  l ight  to enter the space

Remove oversized furni ture in spaces that
may already feel  overcrowded to make a
room feel  larger.

To secure the highest sales pr ice wi th in the
shortest  possible t ime, i t  is  essent ia l  to posi t ion
your home as one of  the most desirable
propert ies on the market.  This strategic approach
sets your home apart  f rom the compet i t ion and
swif t ly  at t racts potent ia l  buyers.  Here are some
effect ive ways to achieve this:

Focus on staging the main l iv ing areas,
pr imary bedroom, and ki tchen

Enhance curb and yard appeal  wi th
landscaping, potted plants,  and outdoor
furni ture.

https://rehinteriors.com/luxury-home-staging
https://rehinteriors.com/luxury-home-staging


PRICING
YOUR HOME

the art and science

By harnessing the power of  cut t ing-edge technology and
combining i t  wi th the hyper local  expert ise and extensive
industry knowledge of  your agent,  we guarantee that your home
wil l  be pr iced to achieve the most prof i table and swif t  sale.

In addi t ion to conduct ing a thorough Comparat ive Market
Analysis (CMA), your agent can tap into the advantages of
company-wide col laborat ion and unmatched insights into the
local  market.

The following factors may also affect the pricing strategy:

Supply and demand

Market activity & time of year

Interest rates and availability of credit

Price and status changes of similar properties

Economic factors

Room count and square footage

Condition of property

Lot size, usability, privacy, & location

Desirability of unique features



PREPARING TO SELL



DISCLOSURES
AND INSPECTIONS

what they mean and why they matter

Both the sel ler  and the l is t ing agent are
required to disclose al l  known defects,
repairs,  and al terat ions made to the
home so that the buyer has an
opportuni ty to review everything in detai l
before wr i t ing an of fer .

The home inspect ion is a v isual
examinat ion conducted by a l icensed
professional  to examine al l  inter ior  and
exter ior  components of  the home.

Examples of items that need to be disclosed:

Age and warrant ies for  roof;  HVAC, hot
water heater,  appl iances, and storm
protect ion.  (provide manuals i f  avai lable)

Dates of  home improvement projects,
remodels,  and repairs

Permits and cert i f icat ions of  compl iance
that apply

Wri t ten and verbal  est imates of  work to
be completed

Tit le report  showing clear t i t le and loan
balances

Anything that af fects the value,
desirabi l i ty ,  and safety of  the property



PREPARING TO SELL

GENERAL DISCLOSURES

HOMEOWNERS OR CONDOMINIUM ASSOCIATION PROPERTIES

Rules and Regulat ions

Declarat ion of  Condominium Art ic les of  Incorporat ion

By Laws

Frequent ly Asked Quest ions and
Answers

Mi lestone Inspect ion Report
Summary (Every 40 Years)

Preliminary Tit le Search

Preliminary Permit Search

Seller Conducted Appraisal

Property Inspection Disclosure

Termite or Pest Inspection

Home Warranties

Recipts of Recently Completed
Work

Property Insurance Information

Any  Assessment Informat ion

Financial  Statement or Budget
(current year)



MARKETING
YOUR HOME





BRINGING YOUR
HOME TO LIFE

Regardless of  the pr ice point  or  locat ion,
exposure is everything.

Your agent wi l l  work wi th di l igent ly to ref ine
our market ing strategies,  ensur ing they are
effect ive and cohesive.  The goal  is  to
present your home attract ively to qual i f ied
buyers.  We aim to make your property shine
in a compet i t ive market,  faci l i tat ing a swif t
sale at  the most favorable pr ice.

Placing your home in the best light possible:

Professional photography

Floorplan & Virtual Tour

Professional videography

Professional home staging

Your home will be available for viewing on the
top real estate websites:

exprealty.com

zillow.com

realtor.com

trulia.com

redfin.com

homes.com

to gain maximum exposure

https://www.pictureyourlistings.com/real-estate-photography
https://drive.google.com/drive/u/0/folders/1grrMdB780pSR9dLCHpSBTzO8mWVCGedM
https://youriguide.com/3659_nw_5th_terrace_boca_raton_fl/
https://www.youtube.com/watch?v=sexRtHtEnGs
https://rehinteriors.com/luxury-home-staging
https://exprealty.com/
https://www.zillow.com/
https://www.realtor.com/
https://www.trulia.com/
https://www.redfin.com/
https://www.homes.com/


MARKETING YOUR HOME

eXp Realty provides in network l is t ing
exclusive market ing to work wi th in our
brokerage to f ind a buyer that  is looking for
a property l ike yours.  We have several
channels to not i fy thousands of  agents
internat ional ly.

We work to provide professional ly
designed Coming Soon and Just
Listed mai lers to prospect ive
buyers to showcase your property.

Connect ing your property on a
hyper local  level  in publ icat ions that
potent ia l  buyers read to enhance the
exposure to the masses.

Introducing your home to
interested buyers through
professional ly designed emai ls
that are sent to a targeted
audience and network.

Showcasing your property v ia
social  media and providing to the
masses al lows us to not only gain
an addi t ional  market ing angle,
but to also provide informat ion to
a network of  local  brokerages
with potent ia l  qual i f ied buyers.

Brokerage Network Advertising

Direct Mail

Print Advertising

Email  Marketing

Social  Media



THE VALUE OF
RELATIONSHIPS

when marketing your home

Our brokerage values the cul ture of  col laborat ion and
relat ionships,  creat ing business partners and furthur ing
our networks to achieve our sel ler ’s end goal .

We are staunch advocates for  the power of  technology,
market ing,  and advert is ing in the home-sel l ing process.
However,  we also recognize that the strength of  personal
relat ionships of fers a unique compet i t ive edge. These
connect ions complement our digi ta l  ef for ts,  creat ing a
robust and comprehensive approach to sel l ing your home.

Leveraging our establ ished industry relat ionships,  we wi l l
s t rategical ly promote your property across mult ip le
channels.  This approach ampl i f ies the v is ib i l i ty  of  your
home, connect ing i t  wi th a wider network of  d iscerning,
potent ia l  buyers.  Our aim is to ensure your property
receives the at tent ion i t  deserves from the most qual i f ied
audience.  

Zenlist / eXp Realty Exclusives

Brokerage Network

Team Communications

Buyers & Past Clients

Sphere - Family, Friends, Community Involvement  



MARKETING YOUR HOME



CONTRACT  
TO CLOSE





EVALUATING AND
CHOOSING

the best offer

As your t rusted advisor,  your agent wi l l  share local  market
condi t ions,  recent comparable sales,  and a number of  other
factors that  wi l l  a l low you to make an informed decis ion.

Accept as 
Written

Reject the
Offer

Offer a 
Back-up

The highest offer is

not always the best

offer.  Not all  offers

are equal.  Factors

such as all  cash,  a

request to rent

back,  home

warranty,  a date of

closing, deposit ,

and preapproval

letter all  affect the

value.  Your agent

will  serve as your

guide to ensure you

understand the

process of

evaluating offers.   

I f  you accept the of fer  as wr i t ten,  you
are under contract  to sel l  your home.

An of fer  wi th a revis i ted purchase
pr ice,  length of  escrow, or other terms.  
This can cont inue unt i l  both part ies
come to an agreement.

You are stat ing that you are not
interested in the of fer .

This is to posi t ion another buyer ’s
of fer  behind the accepted of fer .

Counteroffer

Upon your agent reviewing each offer,  you wil l  have four
choices when responding to purchase offers:



Contingent Offers

A cont ingency can be explained is a c lause in a formal real  estate contract  that  states there are
certain condi t ions that must be met by ei ther the buyer or the sel ler  in order to cont inue to the
next step in the contract .  There are many types of  cont ingencies and almost every contract  wi l l
have them. They serve to protect  the buyer and sel ler .  I f  they are not met,  that  could resul t  in a
fai lure to c lose.

Financing

Appraisal

Inspection

A Note For Sellers

This is when the buyer requires an appraisal
for  the property at  or  above the purchase pr ice
whether needed for f inancing or a lender ’s
wri t ten commitment to f inance. In exercis ing
this cont ingency, the buyer shal l  re ly upon an
appraisal  f rom an independent l icensed
appraiser.

As a sel ler ,  you are obl igated to make the property reasonably avai lable for  a l l  buyer inspect ions
and appraisals.
Dur ing contract  per iod,  the sel ler  is  obl igated to maintain the property,  including landscaping and
al l  i tems in the contract .  This is to keep in the same condi t ion as when of fer  was accepted.

CONTRACT TO CLOSE

Home Sale

Association Approval

[Client Guide to Cont ingencies ]

I f  a buyer enters into a contract  cont ingent
upon obtaining a wr i t ten lender commitments
for the loan amount and the lender
commitment cannot be obtained, the buyer has
the r ight  to cancel  the contract .

The contract  is  cont ingent upon the
buyer ’s approval  of  a l  condi t ions,
disclosures,  and circumstances relat ing to
the property and any other matter,  that
mater ia l ly  af fects the value and/or
desirabi l i ty  of  the property.

The home sale cont ingency can al low t ime
for buyers to sel l  their  home before the
home purchase is f inal ized. I f  the buyer ’s
current home doesn’ t  sel l ,  they can back
out of  the deal

A cont ingency stat ing that the buyer must
obtain condo or homeowners associat ion
approval  pr ior  to c losing.

https://exprealty.com/guides/contingent-definition-what-homebuyers-and-sellers-need-to-know/
https://www.rockethq.com/learn/home-buying/selling-a-house?qls=QMM_12345678.0123456789


NEGOTIATING
STRATEGIES

everything is negotiable, especially in real estate

Our team posesses a vast  expert ise in the art  of  negot iat ion,  f rom doing the necessary
research to unearthing the best strategy and explor ing common object ives.   Deals of ten
can fal l  apart  over the smal lest  and seemingly inconsequent ia l  detai ls,  so having the
negot iat ion intel l igence of  an exper ienced agent can be the essent ia l  e lement in
prevent ing a deal  f rom fal l ing through.

I t  is  important to conduct al l  communicat ion through the sel ler ’s and buyer ’s agent.  This
ensures that al l  personal  informat ion and circumstances are handled conf ident ia l ly  and in
the most professional  manner.

Your agent wil l  take many
elements into account when
conducting the negotiation
process:

What personal i t ies are involved?

Who is the decis ion maker?

What are the non-negot iable points?

In what areas might concessions be
possible?

What would be a win-win for  both
sides?

What has happended so far that  we
can use to our advantage?



CANCELING
A CONTRACT

With most purchase contracts in Flor ida,  there is
minimal recourse to terminate a purchase agreement
once i t  has been accepted. Therefore,  i f  you have
any reservat ions about the terms of  the of fer  you've
received, i t 's  advisable to refrain f rom signing the
contract  unt i l  you have ful ly resolved your concerns
and are completely conf ident in moving forward.

There are speci f ic  scenar ios in which the sel ler  may
have cont ingencies in the contract  to f ind a
replacement property,  remove exist ing tenants,  or
complete other tasks.

In th is type of  s i tuat ion,  i f  you as the sel ler
determine, in good fai th,  that  any ci rcumstances
relat ing to your contract  cont ingencies are
unacceptable,  then you are permit ted to cancel  wi th in
the prescr ibed t ime frames or pr ior  to the expirat ion
of a Not ice to Perform by del ivery of  wr i t ten Not ice of
Cancel lat ion to the buyer.   The buyer is ent i t led to a
refund of  the escrow deposi t ,  less any non-
reimbursable fees and costs.

Al l  cancel lat ions of  real  estate contracts should be
discussed with your real  estate professional  and an
attorney before making a f inal  decis ion,  as potent ia l
legal  impl icat ions could ar ise f rom improper
cancel lat ion.

what you need to know

CONTRACT TO CLOSE



TITLE’S ROLE
and why it 's  important

The t i t le company’s role starts when we accept
an of fer  and go under contract .  They assist  to
hold the buyer ’s deposi t ,  conduct numerous
tasks to assist  in the c losing process unt i l
brought to complet ion at  the c losing table.

Ensur ing mutual ly agreed upon instruct ions la id out by the pr incipals and
part ies to the t ransact ion are executed in a t imely manner.

Paying any bi l ls  speci f ied in the instruct ions

Responding to requests f rom part ies to the t ransact ion

Handl ing any funds or documents as directed in the instruct ions

Closing escrow only when al l  the terms have been sat isf ied

Providing f inal  account ing detai ls wi th the Closing or Sett lement Statement

Typical Tit le Duties Include:



CONTRACT TO CLOSE

The title
company is  a
third, entirely
neutral,  party
and does not
represent
anyone’s
interests  in a
transaction.

The Transaction Flowchart
While al l  t ransact ions are unique, the fol lowing
are typical ly accompl ished when under contract
dur ing the home sale process:

Review and sign disclosures,  some may
be provided by the t i t le company.

A refundable deposi t  is  p laced and held
in escrow account through t i t le company.

Buyer ’s lender prepares loan documents
and col lects necessary informat ion for
approval .

Any inspect ions mandated in the of fer
are performed.

Property appraisal  is  completed by the
lender.

Ti t le documents are s igned and sel ler
provides mortgage payoff  to informat ion.

Cont ingencies removed to meet
deadl ine.

Final  walkthrough to make certain that
the property is in the same condi t ion as
i t  was when the buyer s igned the
contract .

Closing the sale and funding to sel lers
af ter al l  condi t ions have been sat isf ied.



YOUR NEXT
CHAPTER

after the sale

Our support  does not end when escrow
closes. Regardless of  where your next chapter
leads you, your agent is there to of fer
resources and assistance to faci l i tate
anything that is happening in conjunct ion wi th
your move, including helping you f ind your
next home.

Additional areas your agent can be of assistance:

Relocation 

Refinancing

Consultancy on purchasing investment properties

Assisting family members to purchase or sell
properties, even outside the area.







Thank you for your t ime!

Please let  me know what quest ions you have and when we can get started market ing your
property.  Download my digi ta l  business card by c l ick ing the l ink below and put me to work

for you today.

CLICK HERE

https://hihello.me/p/42780225-c9db-4f64-8510-5cec3f3b59c7


ALLBUSINESSRE.COM

DRE 3507020


