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about us

At Jen�ca Clement Propert�es, we approach the task of sell�ng
your property w�th heart and ded�cat�on.  We want to hear

about the memor�es you’ve made �n your home and when �t’s
t�me for you to sell, we want you to th�nk of us and our

ded�cat�on to our cl�ents.  We know th�s dec�s�on can be
stressful and a d�ff�cult step, depend�ng on your c�rcumstances
but we are here to take the stress and concern off of you.  We

w�ll gu�de you through the sell�ng process and be pro-act�ve �n
nav�gat�ng any problems that could ar�se.  Your trust �s

�nvaluable to us, and we are comm�tted  to hav�ng  your best
�nterests �n m�nd every step of the way.  Let us handle the
�ntr�cac�es, nav�gate the challenges, and make your home

sell�ng exper�ence as smooth as poss�ble. 



WE

Involved

We were made for
We were made We were made 

FOR MORE!



Your Trusted Agent

              I am the Pr�nc�pal Broker at Jen�ca Clement
Propert�es and I have been sell�ng real estate �n Grant
County and surround�ng areas for over 11 years. I make �t
my bus�ness to know everyth�ng about the real estate
market, and buy�ng and sell�ng a home!  I w�ll work
t�relessly for you & w�th your best �nterest at heart! 

J E N I C A  C L E M E N T

Let’'s Sell
YOUR HOME
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Home Seller's
R o a d  M a p

Research real  estate agents in your area
Explore reviews & past sales of agents & f irms

Make sure agent knows the market area and has
experience with the type of property you’re sell ing

What is their  availabil ity? 
How do they market properties?

Let your agent help define any repairs needed
Complete the most necessary repairs with high return on

investment
Allow your agent to recommend l icensed professionals for

the task.
Trust recommendations by your agent on staging of

furniture,  etc.  

Allow your agent to provide comps on recently
 sold properties in your area.  

Ask your real  estate agent about the market!
Discuss the Comparative Market Analysis report

Don't  set a unrealistic price.  The worst thing you can do is
l ist  too high and lose market t ime and potential  buyers.  

Remove al l  unused items to create more space
Deep clean and declutter

Remove as many toys and personal  items as possible
Open blinds and turn l ights on

Use LED l ighting 
Prepare for professional  photos  

RENOVATE, REPAIR OR STAGE 

DECIDE ON LİSTİNG PRICE

PRESENTATİON OF THE PROPERTY 

LIST YOUR HOME

FIND A REAL ESTATE AGENT

Provide al l  details of the home to your agent
Fil l  out property disclosure to the best of your knowledge

Give your agent an extra key to place in the lockbox for
showings

 Agent enters the property on MLS & goes l ive on Zil low,
Realtor,  Trulia etc.

Market your home online & offl ine
Prepare your home for showing day

J e n i c a  
C l e m e n t

870.941.9552

jen�caclement@yahoo.com

www.jen�caclementpropert�es.com

REALTOR



Real Estate
t e r m s

A p p r a � s a l
A n  e v a l u a t � o n  o f  a  p r o p e r t y ' s  v a l u e
c o n d u c t e d  b y  a  l � c e n s e d  a p p r a � s e r  � s
t y p � c a l l y  f o r  t h e  b e n e f � t  o f  t h e  l e n d e r
&  b u y e r .

C l o s � n g
T h e  f � n a l  s t e p  � n  e x e c u t � n g  a  r e a l
e s t a t e  t r a n s a c t � o n .  T h e  c l o s � n g  d a t e  � s
s e t  d u r � n g  t h e  n e g o t � a t � o n  p h a s e ,  a n d
� s  u s u a l l y  s e v e r a l  w e e k s  a f t e r  t h e
o f f e r  � s  f o r m a l l y  a c c e p t e d

C l o s � n g  C o s t s

T h e s e  a r e  f e e s  p a � d  a t  t h e  c l o s � n g  o f  a
r e a l  e s t a t e  t r a n s a c t � o n .  C a n  � n c l u d e
t � t l e  f e e s ,  t a x e s ,  t e r m � t e  c l e a r a n c e ,
s u r v e y ,  c o m m � s s � o n ,  e t c .   S e l l e r s  a n d
b u y e r s  e a c h  h a v e  t h e � r  o w n  c l o s � n g
c o s t s .   Y o u r  R e a l t o r  s h o u l d  p r o v � d e  a
s e l l e r  n e t  s h e e t  w � t h  a n y  o f f e r  s o  t h a t
y o u  c a n  m a k e  a n  e d u c a t e d  d e c � s � o n  o n
o f f e r s  b e � n g  p r e s e n t e d .   

C o m p a r a t � v e  M a r k e t  A n a l y s � s  

A  r e p o r t  t h a t  � n c l u d e s  r e c e n t  s a l e s  o f
h o m e s  � n  t h e  a r e a  s � m � l a r  t o  y o u r s .  I t  � s
u s e d  t o  h e l p  d e t e r m � n e  a  r e a s o n a b l e
l � s t � n g  p r � c e .   A l s o ,  t h � s  d a t a  h e l p s
p r o v � d e  s e l l e r s  w � t h  � n s � g h t  o n  w h a t
m a y  b e  u s e d  d u r � n g  a p p r a � s a l .  

C o n t � n g e n c y

A  c o n d � t � o n  t h a t  m u s t  b e  m e t  � n  o r d e r
f o r  a  r e a l  e s t a t e  c o n t r a c t  t o  b e c o m e
b � n d � n g   &  b u y e r  t o  m o v e  f o r w a r d  w � t h
t h e  s e l l .  T h � s  c o u l d  b e  a  h o m e  a  b u y e r
n e e d s  t o  s e l l .  

C o u n t e r  o f f e r

A n  o f f e r  m a d e  � n  r e s p o n s e  t o  a
p r e v � o u s  o f f e r ,  � n  w h � c h  t h e  t e r m s  o f
t h e  o r � g � n a l  o f f e r  a r e  c h a n g e d

P r o p e r t y  D � s c l o s u r e

A  s t a t e m e n t  b y  a  s e l l e r  a b o u t  a
p r o p e r t y ’ s  k n o w n  d e f e c t s  &  u t � l � t y
� n f o r m a t � o n .

H o m e  I n s p e c t � o n

A n  e x a m � n a t � o n  o f  a  r e a l  e s t a t e
p r o p e r t y ' s  c o n d � t � o n ,  u s u a l l y
p e r f o r m e d  b y  a  p r o f e s s � o n a l
h o m e  � n s p e c t o r .  I t e m s  t o  b e
r e p a � r e d  a r e  n e g o t � a t e d  o n  a n
� n s p e c t � o n  a d d e n d u m .

T � t l e  I n s u r a n c e

A n  � n s u r a n c e  p o l � c y  t h a t  p r o t e c t s  t h e
h o l d e r  f r o m  f � n a n c � a l  l o s s  s u s t a � n e d
f r o m  d e f e c t s  � n  a  t � t l e

U n d e r  C o n t r a c t

A  t e r m  u s e d  t o  d e s c r � b e  a  h o m e  t h a t
h a s  a n  a c c e p t e d  o f f e r  b u t  t h e  s a l e  h a s
n o t  y e t  b e e n  c o m p l e t e d





O n e  o f  t h e  m o s t  c r � t � c a l  a s p e c t s  o f  s e l l � n g  y o u r  h o m e  � s  d e t e r m � n � n g  t h e  r � g h t
a s k � n g  p r � c e .  P r � c � n g  y o u r  h o m e  c o r r e c t l y  f r o m  t h e  s t a r t  c a n  m a k e  t h e
d � f f e r e n c e  b e t w e e n  a  s w � f t ,  l u c r a t � v e  s a l e  a n d  a  d r a w n - o u t  p r o c e s s  w � t h
m u l t � p l e  p r � c e  r e d u c t � o n s .

C o m p a r a t � v e  M a r k e t  A n a l y s � s  ( C M A )

A  C o m p a r a t � v e  M a r k e t  A n a l y s � s  ( C M A )  e x a m � n e s
t h e  p r � c e s  a t  w h � c h  s � m � l a r  p r o p e r t � e s  � n  t h e
s a m e  a r e a  h a v e  r e c e n t l y  s o l d .  T h e  C M A  � s  t h e
b e s t  � n d � c a t o r  o f  w h a t  b u y e r s  a r e  w � l l � n g  t o  p a y
f o r  a  h o m e  l � k e  y o u r s .

PriceS e t t � n g  t h e  r � g h t

U n d e r s t a n d � n g  t h e  M a r k e t

T h e  r e a l  e s t a t e  m a r k e t  � s  d r � v e n  b y
s u p p l y  a n d  d e m a n d ,  w h � c h  v a r � e s  b y
l o c a t � o n ,  s e a s o n ,  a n d  e c o n o m � c  c l � m a t e .
A s  y o u r  a g e n t ,  I  w � l l  h e l p  y o u  u n d e r s t a n d
t h e  c u r r e n t  m a r k e t  c o n d � t � o n s  a n d  h o w
t h e y  s h o u l d  � n f l u e n c e  y o u r  p r � c � n g
s t r a t e g y .

H o m e ' s  U n � q u e  F e a t u r e s

W h � l e  t h e  C M A  p r o v � d e s  a  b a s e ,  w e ' l l
a l s o  c o n s � d e r  t h e  u n � q u e  a s p e c t s  o f
y o u r  h o m e .  U p g r a d e s ,  a d d � t � o n a l
f e a t u r e s  l � k e  a  p o o l  o r  a  l a r g e  g a r d e n ,
a n d  t h e  o v e r a l l  c o n d � t � o n  c a n  a d d
v a l u e .

M a r k e t  T r e n d s

B r o a d e r  m a r k e t  t r e n d s  c a n  � m p a c t  y o u r  h o m e ' s  p r � c e .
F o r  � n s t a n c e ,  l o w  m o r t g a g e  r a t e s  c a n  l e a d  t o  � n c r e a s e d
b u y � n g  p o w e r ,  p o t e n t � a l l y  a l l o w � n g  f o r  a  h � g h e r  a s k � n g
p r � c e .

R e m e m b e r ,  s e t t � n g  t h e  r � g h t  p r � c e  � s  b o t h  a n  a r t  a n d  a  s c � e n c e .  I t ' s  a b o u t
u n d e r s t a n d � n g  t h e  d a t a  b e h � n d  r e c e n t  s a l e s  w h � l e  a l s o  f a c t o r � n g  � n  t h e  u n � q u e
q u a l � t � e s  o f  y o u r  h o m e .  A s  y o u r  r e a l  e s t a t e  a g e n t ,  m y  r o l e  � s  t o  g u � d e  y o u  � n
s e t t � n g  a  p r � c e  t h a t  m e e t s  y o u r  o b j e c t � v e s ,  b a c k e d  b y  a  d e e p  u n d e r s t a n d � n g  o f
t h e  m a r k e t .



 Jenica Clement Properties has an office percentage of 
Sale Price to List Price (List Side)

of 98.44% 
*as of Aug 2024 

MLS AVERGE of Sale Pr�ce to L�st Pr�ce
�s 94.95%

our listings go 



homeL � s t � n g  y o u r
L � s t � n g  y o u r  h o m e  e f f e c t � v e l y  � s  a  c r � t � c a l  s t e p  � n
a t t r a c t � n g  t h e  r � g h t  b u y e r s  a n d  g e t t � n g  t h e  b e s t  p r � c e .
H e r e  a r e  t h e  k e y  c o m p o n e n t s  o f  a  s u c c e s s f u l  l � s t � n g :

H i g h - q u a l i t y  p h o t o s  a n d  i m m e d i a t e
m a r k e t i n g  c a n  m a k e  y o u r  h o m e
s t a n d  o u t  o n l i n e ,  w h e r e  m o s t
b u y e r s  s t a r t  t h e i r  s e a r c h .  T h e y
s h o w c a s e  y o u r  h o m e ' s  b e s t
f e a t u r e s  a n d  g i v e  p o t e n t i a l  b u y e r s
a  s e n s e  o f  w h a t  i t ' s  l i k e  t o  l i v e
t h e r e .

T h e  l i s t i n g  d e s c r i p t i o n  s h o u l d
h i g h l i g h t  t h e  u n i q u e  f e a t u r e s  a n d
s e l l i n g  p o i n t s  o f  y o u r  h o m e .  I t ' s
n o t  j u s t  a b o u t  l i s t i n g  f a c t s ;  i t ' s
a b o u t  t e l l i n g  a  s t o r y  t h a t  m a k e s
p o t e n t i a l  b u y e r s  w a n t  t o  s e e  y o u r
h o m e  i n  p e r s o n .

T h e  l i s t i n g  p r i c e  s h o u l d  b e  c o m p e t i t i v e ,  b a s e d  o n  t h e  c o m p a r a t i v e  m a r k e t  a n a l y s i s
( C M A ) ,  y o u r  h o m e ' s  u n i q u e  f e a t u r e s ,  a n d  c u r r e n t  m a r k e t  c o n d i t i o n s .

A c c u r a t e l y  l i s t  i m p o r t a n t  d e t a i l s  s u c h  a s  s q u a r e  f o o t a g e ,  t h e  n u m b e r  o f  b e d r o o m s
a n d  b a t h r o o m s ,  l o t  s i z e ,  l o c a t i o n ,  u p g r a d e s ,  a n d  u n i q u e  f e a t u r e s .  C h e c k  y o u r
p r e v i o u s  a p p r a i s a l  o r  s q u a r e  f o o t a g e  t o  m a k e  s u r e  y o u ’ r e  l i s t i n g  f o r  t h e  b e s t
p r i c e  p e r  f t .  
T h e  w o r s t  t h i n g  y o u  c a n  d o  i s  o v e r  p r i c e  t h e  h o m e  a n d  i t  s i t  o n  m a r k e t  o r  m o n t h s .
Y o u ’ l l  m i s s  o u t  o n  b u y e r s  a n d  p r o v i d e  a  s t a l e  l i s t i n g   t h a t  w i l l  b e  p a s s e d  u p .  I f
t h e r e  i s  e v e r  t h e  c h a n c e  t h a t  a  h o m e  i s  u n d e r p r i c e d ,  t h e  m a r k e t  w i l l  m a k e  t h e
a d j u s t m e n t  f o r  y o u .   T h e  h o m e  w i l l  r e c e i v e  m u l t i p l e  s h o w i n g s  a n d  m u l t i p l e  o f f e r s .
L i s t  w i t h i n  a  c o m p a r a b l e  r a n g e .  

O n c e  t h e  l i s t i n g  i s  l i v e ,  i t ' s  t i m e  t o  a t t r a c t  b u y e r s .  T h i s  m i g h t  i n v o l v e  a d v e r t i s i n g
o n  r e a l  e s t a t e  w e b s i t e s ,  s o c i a l  m e d i a  p l a t f o r m s ,  d i r e c t  m a i l  c a m p a i g n s ,  o p e n
h o u s e s ,  o r  p r i v a t e  s h o w i n g s .

B e  p r e p a r e d  f o r  i n q u i r i e s  a n d  s h o w i n g s .  T i m e l y  r e s p o n s e s  a n d  f l e x i b i l i t y  i n
s c h e d u l i n g  v i s i t s  c a n  m a k e  t h e  d i f f e r e n c e  i n  s e c u r i n g  t h e  r i g h t  b u y e r .

Ask a Jenica Clement Propert ies 

agent about complimentary staging



L � s t � n g  

M L S  L i s t i n g

G e t t � n g  y o u r  h o m e  l � s t e d  o n  t h e  M L S  � s  e s s e n t � a l .  T h � s  p l a t f o r m  � s  u s e d  b y
r e a l  e s t a t e  a g e n t s  t o  f � n d  h o m e s  t h a t  m a t c h  t h e � r  b u y e r s '  c r � t e r � a  a n d  a l s o
s y n d � c a t e s  t o  n u m e r o u s  o n l � n e  r e a l  e s t a t e  s � t e s .

M a r k e t  T i m i n g

T h e  t � m � n g  o f  y o u r  l � s t � n g  c a n  s � g n � f � c a n t l y  � m p a c t  y o u r  s a l e .  C e r t a � n  t � m e s  o f
t h e  y e a r ,  o r  e v e n  s p e c � f � c  d a y s  o f  t h e  w e e k ,  c a n  g e n e r a t e  m o r e  b u y e r
� n t e r e s t .  A s  y o u r  a g e n t ,  I  c a n  p r o v � d e  a d v � c e  o n  t h e  b e s t  t � m � n g  b a s e d  o n
l o c a l  m a r k e t  t r e n d s .

P r e - l i s t i n g  w a l k  t h r o u g h

H a v � n g  a  p r e - l � s t � n g  w a l k  c a n  u n c o v e r  a n y  � s s u e s  t h a t  m � g h t  � m p e d e  a  s a l e .  I t
o f f e r s  t h e  c h a n c e  t o  a d d r e s s  n e c e s s a r y  r e p a � r s  b e f o r e h a n d ,  a l l o w � n g  y o u  t o
p r e s e n t  p o t e n t � a l  b u y e r s  w � t h  a  h o m e  � n  e x c e l l e n t  c o n d � t � o n .



MarketingP r o p e r t y

O n l � n e  A d v e r t � s � n g

Successfully sell�ng your home

�nvolves a strateg�c approach to

promot�on, reach�ng potent�al

buyers across a var�ety of

med�ums. Here's how we'll market

your property:

A l l o w � n g  p o t e n t � a l  b u y e r s  t o  e x p e r � e n c e  y o u r
h o m e  f � r s t h a n d  c a n  b e  a  p o w e r f u l  s e l l � n g
t o o l .  W e ' l l  c o o r d � n a t e  t h e s e  v � s � t s  t o  f � t  w � t h
y o u r  s c h e d u l e .

 P r � v a t e  S h o w � n g s

W e ' l l  l � s t  y o u r  p r o p e r t y  o n  p o p u l a r  r e a l  e s t a t e
w e b s � t e s  a n d  u s e  t a r g e t e d  s o c � a l  m e d � a  &  g o o g l e
c a m p a � g n s  t o  c a p t u r e  t h e  a t t e n t � o n  o f  p o t e n t � a l
b u y e r s .

A  p r o f e s s � o n a l  a n d  e y e - c a t c h � n g  " F o r  S a l e "
y a r d  s � g n  c a n  a t t r a c t  p a s s e r s b y  a n d  s p a r k
� n t e r e s t  � n  y o u r  h o m e .

Y a r d  S � g n s

W e ' l l  c r e a t e  e n g a g � n g  p o s t s  a n d  e y e - c a t c h � n g
g r a p h � c s  &  v � d e o s  t o  r e a c h  p o t e n t � a l  b u y e r s .
F a c e b o o k  &  I n s t a g r a m ' s  v � s u a l l y  d r � v e n
p l a t f o r m s  a r e  � d e a l  f o r  s h o w c a s � n g  y o u r
h o m e ' s  a e s t h e t � c s .

S o c � a l  M e d � a  P r o m o t � o n

At Jen�ca Clement
Propert�es we

�mmed�ately process your
property onl�ne and on

soc�al med�a to create an
urgency to buyers.

Gett�ng �nformat�on out
on all webs�tes &

platforms qu�ckly
benef�ts our sellers and

prov�des opportun�ty for
more show�ngs and

offers.  Our goal �s to
market your home to the

best of our ab�l�ty for
max�mum exposure and

prof�t for you!  



PropertyS h o w � n g  y o u r

Show�ng your home to potent�al buyers �s a
cruc�al part of the sell �ng process. Th�s �s when
buyers get to see and feel what �t would be l �ke
to l �ve �n your home. Here's how we can make
the most of th�s opportun�ty:

Open Houses: Open houses can be an effect�ve way
to get a number of potent�al buyers through your
door. We'll plan these strateg�cally to generate
max�mum �nterest. Open houses may not work well
�n certa�n areas.  D�scuss opt�ons w�th your agent. 

O P E N  H O U S E S

Schedul�ng Show�ngs: We'll work together to
schedule show�ngs at t�mes that are conven�ent
for you, wh�le also be�ng cons�derate of when
potent�al buyers are most l�kely to be ava�lable.
Th�s often �ncludes even�ngs and weekends.

Pr�or to each show�ng, ensure your home �s clean, t�dy,
and well-l�t. It's often a good �dea to vacate the
property dur�ng show�ngs, allow�ng potent�al buyers to
comfortably explore and env�s�on themselves l�v�ng �n
the space.

P R E P A R İ N G  F O R  S H O W İ N G S

Dur�ng show�ngs and open houses, we'll prov�de potent�al
buyers w�th a fact sheet that deta�ls your home's key
features, upgrades, and sell�ng po�nts.

P R O V İ D İ N G  P R O P E R T Y  D E T A İ L S



Once we beg�n rece�v�ng offers on your property, �t's

�mportant to carefully rev�ew each one to understand

�ts mer�ts and potent�al drawbacks. Th�s �s where �t �s

�mportant to have a knowledgeable agent by your s�de!

Here's what th�s process enta�ls:

offers
R e c e � v e  a n d
R e v � e w

Understand�ng the Offer: Each offer w�ll �nclude the
proposed purchase pr�ce, f�nanc�ng deta�ls, clos�ng
date, cont�ngenc�es, and any add�t�onal requests or
cond�t�ons. It's cruc�al to understand all these
elements before dec�d�ng how to respond.

Evaluat�ng the Offer: Not all offers are created equal. A
h�gher purchase pr�ce m�ght be attract�ve, but the offer
could also �nclude cont�ngenc�es or f�nanc�ng that �s less
secure. On the other hand, a sl�ghtly lower offer w�th fewer
cont�ngenc�es or a qu�cker clos�ng date m�ght be more
appeal�ng, depend�ng on your c�rcumstances.
Another th�ng to cons�der �s delayed occupancy.  Do you
need add�t�onal t�me to move? Is the buyer cons�der�ng
that �n the�r offer?

Each offer represents a potent�al sale, so �t's cruc�al to rev�ew them carefully. As your
real estate agent, I w�ll gu�de you through th�s process, help�ng you understand the

nuances of each offer and adv�s�ng on the best course of act�on to reach your sell�ng
goals. As your agent, I can prov�de you w�th a net sheet and suggest�ons on counter�ng

or accept�ng the best offer for you. 



the InspectionU n d e r g o � n g

After an offer on your home �s accepted, �t's
t�me for one of the most cr�t�cal stages �n the
home sell�ng process—the home �nspect�on.
Don't worry; we've got you covered on what to
expect.

Understand the Purpose: Home �nspect�ons
are des�gned to protect the buyer from any
unforeseen �ssues w�th the property. The
�nspector w�ll conduct a thorough
exam�nat�on of your home, look�ng for
anyth�ng from structural problems to m�nor
ma�ntenance �ssues.

Be Prepared: Ensure your home �s clean and
access�ble for the �nspect�on. Clear away any
clutter that m�ght h�nder the �nspector's access
to areas l�ke the basement, att�c, and electr�cal
panels.

Expect Some F�nd�ngs: No home �s perfect, and
�nspectors are tra�ned to f�nd �ssues. It �s ent�rely
normal �f the report comes back w�th a few (or
several) �tems.



It's a moment of ant�c�pat�on �n the home-sell�ng process: the appra�sal! Th�s key step prov�des a
concrete f�gure for your home's value. Here's a br�ef rundown of what to expect:

 P r e p a r a t � o n

Just as you'd stage for a show�ng, ensure your home �s clean
and presentable for the appra�sal. H�ghl�ght any recent
upgrades or renovat�ons you've made—they can add to your
home's value.

AppraisalY o u r  H o m e ' s  
V a l u e  R e v e a l e d

T h e  B a s � c s

An appra�ser, h�red by the buyer's lender, w�ll evaluate your
home based on a var�ety of factors, �nclud�ng s�ze, cond�t�on,
and recent comparable sales, to determ�ne your home's
current market value.
Good th�ng you p�cked an awesome agent to help sell your
home! Our agents w�ll meet the appra�ser and prov�de comps
& �nfo on your home.  WE are PROACTIVE! Th�s �s �mportant.

T h e  O u t c o m e

The appra�sal report w�ll come �n one of three ways:
at value, above value, or below value. If �t's at or
above the contract pr�ce, great! If �t's below, don't
pan�c. We can negot�ate w�th the buyer or contest
the appra�sal.

K n o w  Y o u r  O p t � o n s

Remember, �f the appra�sal comes �n lower than the sale
pr�ce, �t's not the end of the road. You can reduce your
pr�ce, or the buyer can br�ng more money to the table.
 Somet�mes, a second appra�sal m�ght be an opt�on.



for Closing
P r e p a r � n g

F � n a l  C o u n t d o w n !
You've made �t! The journey of sell�ng your home �s near�ng �ts end, and
clos�ng day �s almost here. But before that day arr�ves, there are a few cruc�al
steps to prepare for. Here's what you need to know:

Understand the HUD-1 Settlement Statement: Th�s document outl�nes all the costs
for both the buyer and seller related to the clos�ng. Your agent w�ll rev�ew �t
carefully. As your real estate agent, I'll help ensure everyth�ng �s correct and as
expected.

Funds for Clos�ng: If you owe any funds at clos�ng, be prepared to prov�de these �n
the form requ�red by the escrow company, typ�cally v�a a cash�er's check or w�re
transfer.

Gather Necessary Documents: Br�ng all necessary paperwork to the clos�ng, such
as �dent�f�cat�on, cop�es of pert�nent documents, and keys to the property.



Purpose: The f�nal walkthrough g�ves buyers the

opportun�ty to ver�fy that the home's cond�t�on rema�ns

unchanged s�nce the�r last v�s�t and to ensure that all

agreed-upon repa�rs were completed.

Preparat�on: Ensure the home �s clean and vacant,

except for any �tems �ncluded �n the sale.

Documentat�on of completed repa�rs should be

prov�ded for the buyer's reference.

T�m�ng: Typ�cally, the f�nal walkthrough occurs 24

hours before clos�ng. Th�s t�m�ng allows any �ssues

to be addressed before the transact�on �s

f�nal�zed.

Problem-Solv�ng: If the buyer �dent�f�es new

�ssues, don't pan�c. Solut�ons can range from

negot�at�ng a pr�ce reduct�on to address�ng the

�ssues before clos�ng.

Walkthrough
L a s t  L o o k :
             F � n a l

The f�nal walkthrough �s the last m�lestone
before the f�n�sh l�ne �n your home-sell�ng
journey. Here's what to expect:



Issues
D e a l � n g  w � t h
U n f o r e s e e n

In the home-sell�ng journey, surpr�ses can and do
occur, but don't fret. From sudden repa�rs to
renegot�at�ons, your real estate agent (yours truly) �s
equ�pped to handle these bumps �n the road.

We'll work together to address �ssues sw�ftly,
keep�ng your sale on track. Remember, a hurdle �s
just another opportun�ty for problem-solv�ng and
growth.



day
T h e  G r a n d  F � n a l e !      

C l o s � n g

Congratulat�ons! You've made �t to the end of your home-sell�ng journey: Clos�ng
Day. Th�s �s the day when ownersh�p of your home off�c�ally transfers to the buyer.
Here's a br�ef rundown:

The Clos�ng Table: Clos�ng usually takes place at the
off�ce of an escrow agent, clos�ng agent, or t�tle
company. All part�es �nvolved �n the transact�on w�ll be
present at d�fferent t�mes, and �t's where you'll s�gn the
f�nal paperwork. Typ�cally less than 30 m�nutes of your
t�me. 

Rev�ew the Documents: You'll be s�gn�ng a lot of
legal documents, ma�nly the deed of the home,
wh�ch transfers ownersh�p to the buyer, and the
clos�ng statement, wh�ch �tem�zes the f�nanc�al
transact�ons enacted �n the process.

Br�ng Necessary Items: Don’t forget your photo ID and
any other documents relevant to the sale. Be ready to
hand over keys, garage remotes, and any other dev�ces
the new owners w�ll need.

The F�nal Farewell: Once all the documents are
s�gned and payments are exchanged, you've
off�c�ally sold your home!


