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SERHANT.
Seller?s Gu ide
W hether you?re a first -t im e hom e seller or som eone w ho 
been th rough the p rocess before, selling  your hom e can feel 
like a daunt ing  challenge. But  it  doesn?t  have to be! Th is 
gu ide w illl g ive you an  idea of w hat  to expect  during  the 
selling  p rocess and the th ings you shou ld  consider if you are 
th inking  about  selling  your hom e. 

W hen decid ing  w ho to h ire as an  agent , know  that  w e at  
SERHANT. are here to assist  you in  any w ay w e can 
SERHANT. is the first  Brokerage 3.0 of it s k ind . W ith  
innovat ive technology and aw ard-w inn ing  p roduct ion  and  
design  services, w e op t im ize your p roperty for the m arket  
and  reach m ore poten t ial buyers w orldw ide than anyone 
else.

W hen you w ork w ith  a SERHANT. agent , you?re w orking  w ith  
som eone that  com bines m arket  expert ise w ith  
en t repreneurial innovat ion . We w ill listen  to your needs and 
goals and  stand  beside you for every step  of the selling  
p rocess. We know  that  t rust  is earned th rough delivering  
resu lt s and  that  our success is defined  by yours.
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Know  w hy you?re sell ing
your hom e.
 
The first  p lace to start  for any seller is to ask yourself w hy you are selling  
your hom e. Are you m oving? Is your fam ily g row ing  and you need m ore 
space? Are you looking  to cap italize on  an  advantageous m arket?

W hile the quest ion  of w hy you are selling  your hom e is sim p le, 
answ ering  it  in  a thought fu l w ay is im portan t  because you w ill find  
yourself return ing  to it  t h roughout  the selling  p rocess. So, take som e 
t im e to th ink m ore about  your reason for selling  and  let  those reasons 
g ive you a roadm ap for m aking  fu ture decisions. 

You?re m oving.
If you?re selling  your hom e 
because you?re m oving , th ink 
about  t im ing . Do you w ant  to 
beg in  the selling  p rocess w h ile 
you?re in  the m idd le of m oving  
out? Or do you w ant  to focus on  
selling  once your m ove is 
com plete? If it ?s the form er, you 
shou ld  be aw are that  a sale can 
m ove very qu ickly. Buyers w ill 
som et im es put  t im e lim it s on  
their offers or push for closing  
dates that  don?t  align  w ith  your 
m oving  schedu le. How ever, 
suppose you w ant  to sell after your 
m ove is com plete. In  that  case, 
you shou ld  th ink about  how  your 
hom e w ill look w ithout  fu rn itu re 
and  w hat  add it ional steps m igh t  
need to be taken. Hiring  a real 
estate agent  to represent  you is 
one solu t ion  to th is p rob lem .

It?s a  seller?s m arket.
Dem and is h igh . Supp ly is low. You 

don?t  need to sell, bu t  you th ink 

you shou ld  because you w ant  to 

take advantage of the m arket  at  a 

good t im e. In  th is case, it ?s 

im portan t  to th ink about  your 

financial goals. After doing  som e 

research , you shou ld  know  how  

m uch you w ant  to m ake by selling  

your hom e. An experienced agent  

can help  you analyze the m arket , 

determ ine the best  p rice for your 

goals, and  understand  w hat  to 

expect .
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Look ing  for an  ag en t .
Not  every seller uses an  agent  to sell t heir hom e. How ever, m any sellers 
rely on  an  agent?s expert ise and  professional netw ork to help  them  
m anage the en t ire p rocess. Of course, all agents b ring  d ifferen t  levels of 
experience and com m itm ent . If you decide that  you w ant  to w ork w ith  
an  agent , it  is im portan t  that  you feel com fortab le w ith  w hom  you 
choose and that  expectat ions are set  during  the in terview  process. 

Questions to
ask yourself.
W hat  are m y goals in  term s of 
t im e, cost , and  poten t ial p rofit? 
How  m uch involvem ent  do I w ant  
to have during  the selling  p rocess? 
W hat  do I value m ost  in  a real 
estate agent? Do I know  anyone 
that  can  recom m end an agent  for 
m e?

Questions to
ask an agent.
How  m uch experience do you 
have selling  hom es like m ine? 
Have you sold  any apartm ents in  
m y bu ild ing  or hom es in  m y 
neighborhood? How  m any 
propert ies are you curren t ly 
w orking  on? How  w ill show ings 
w ork? How  do you p lan  to m arket  
m y property? Can you g ive m e 
exam ples of how  you overcam e 
d ifficu lt  negot iat ions in  the past?

How  t o review
a list ing  ag reem en t .
Once you?ve chosen an  agent , you w ill likely be p resented  w ith  a list ing  
ag reem ent . The ag reem ent , w h ich  you and the agent  w ill sign , w ill 
determ ine th ings like com m ission  st ructure, how  long  the agent  w ill 
have exclusive righ ts to sell your hom e, and  details about  how  the 
p roperty w ill be m arketed . Many ag reem ents have standard  language 
and can be ad justed  to fit  your specific needs.
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Prepare you r hom e for l ist ing .
Get t ing  your hom e ready to list  is often  the m ost  dem and ing  step  in  
the selling  p rocess and is one of the m ost  im portan t  factors in  
determ in ing  how  successfu l your sale w ill be. Doing  it  w ell can  increase 
the value of the hom e and bring  in  larger offers. Doing  it  poorly can 
turn  off poten t ial buyers and  lead  to low -ball offers. 

W hile the quest ion  of w hy you are selling  your hom e is sim p le, 
answ ering  it  in  a thought fu l w ay is im portan t  because you w ill find  
yourself return ing  to it  t h roughout  the selling  p rocess. So, take som e 
t im e to th ink m ore about  your reason for selling  and  let  those reasons 
g ive you a roadm ap for m aking  fu ture decisions.

De-clutter, clean,
and repair.

Close to everyth ing  m ust  go. All 
personal item s like photog raphs, 
toys, kn ick-knacks, doodads, and  
m ore shou ld  be put  aw ay or boxed 
up  out  of sigh t . Pieces of fu rn itu re 
that  are overly w orn  or too specific 
to your design  taste shou ld  be 
rem oved. Then, it ?s t im e to do a 
deep clean. Every inch  of your 
hom e shou ld  be scrubbed, w iped  
dow n, and  polished. Hiring  a 
p rofessional clean ing  crew  is a 
w orthw h ile investm ent . Last ly, 
m ake sure all your app liances, 
faucets, heat ing  and  cooling  
system s, and  anyth ing  else that  
can  be turned  on  are in  good 
w orking  order. There are few  
b igger tu rn-offs for a buyer than 
find ing  out  the hot  w ater doesn?t  
w ork or that  one of the stove 
burners w on?t  ligh t .

Get ready for
your cover shot.
Buyers like w alk ing  in to alm ost - 
b lank-slates. A fresh  coat  of pain t  
can  t ransform  the look and  feel of 
a hom e, and  having  just  enough 
furn itu re to g ive buyers a sense of 
space goes a long  w ay. 
Professional stagers can t ransform  
each room  of your hom e in to 
m agazine-ready port rait s. If you 
don?t  w ant  to spend as m uch, 
virtual stag ing  is also an  op t ion . 
Your agent  shou ld  be ab le to 
hand le all your stag ing  quest ions 
and  w ill likely have several stagers 
they can refer you to.
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Market  you r hom e.

You?ve cleaned, pain ted , and  staged, and  you?re just  about  ready to list . 
But  first , you?ll need to have p ictures taken of your hom e. W hile you 
m igh t  be a good sm artphone photog rapher, or even have your ow n 
DSLR, h iring  a p rofessional is alm ost  alw ays the best  op t ion . Align  w ith  
your agent  on  w h ich  features of your hom e are the b iggest  selling  
poin ts. Is it  t he natural ligh t? The view s? Certain  arch itectural elem ents? 
Rem em ber, p ictures are a buyer?s first  im pression , so it ?s im portan t  they 
be as invit ing  as possib le. Many agents have photog raphers that  they 
can recom m end to you. 

Other than that , you and your agent  shou ld  sit  dow n and review  your 
m arket ing  p lan . Set t le on  a schedu le for hold ing  open houses and 
doing  show ings, decide on  your p ricing  st rategy, and  ask w here your 
hom e w ill be listed . Is it  going  to be featured  on  popu lar list ing  sites? Is 
there going  to be a t rad it ional m ed ia buy in  new spapers and  
m agazines? W hat  about  social m ed ia?

One other th ing  to keep in  m ind . Som et im es hom es have un ique 

h istories or stories at tached to them . If your hom e has a story, m ake 

sure to talk to your agent  about  it  early on  so your agent  can th ink 

about  how  to t ie it  in to overall m arket ing  and  brand ing  effort s. 
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Offers.
Receiving  your first  offer is incred ib ly excit ing . How ever, it ?s 
im portan t  to stay level- headed and know  that  one offer doesn?t  
necessarily m ean that  fu ture offers are going  to be h igher or low er. 
Every buyer is d ifferen t .

Under-asking.
Receiving  an  offer under your asking  p rice is d isappoin t ing , but  it ?s 
not  the end  of the w orld . Buyers are alw ays looking  to get  the best  
deal they can. Discuss these offers w ith  your agent  and  decide 
w hether you w ant  to m ake a counter-offer and  at  w hat  p rice.

At- and Over-asking.
Receiving  an  offer at  your asking  p rice can m ean m any th ings. You 
m ight  assum e that  m ore offers w ill com e in  and  that  having  
com pet ing  offers w ill d rive up  the p rice. You m ay receive m ore offers 
at -asking , but  it ?s also possib le that  you m ay not . Th ink about  som e 
of the goals you had w hen you first  decided  to sell your hom e. 
If you get  an  offer that?s over your asking  p rice, it ?s likely because 
you?ve already received  m ult ip le offers and  your agent  is m aking  
new  buyers aw are of th is. Th is is w here your agent?s experience and 
m arket  know ledge can help  you get  m ore than you in it ially thought  
you w ould .

All-cash vs. financing.
All-cash offers m ean that  a buyer is m aking  their offer w ith  assets 
they already have. A financing  offer m eans that  a buyer is m aking  
their offer th rough a bank. An all-cash offer m eans that , as a seller, 
you don?t  have to w orry about  a buyer poten t ially get t ing  den ied  a 
m ortgage by their bank. Therefore, all-cash offers are alm ost  
alw ays bet ter.



SERHANT. Seller?s Guide   serhan t .com  | hello@serhan t .comFollow  @serhan t  on  social!

If  you r hom e isn?t  sell ing .
W hether the offers you?re get t ing  are too low  or you?re not  get t ing  any 
at  all, you m ay reach a poin t  w here you feel like your hom e just  isn?t  
selling  the w ay you w ant  it  to. There can be m any reasons for th is. Your 
hom e m ight  not  be p roperly p riced , the m arket  cou ld  be dow n, or your 
hom e is not  reach ing  the righ t  aud ience. Your agent  shou ld  be ab le to 
g ive you an  idea about  w hy it ?s not  selling  and  suggest  ad justm ents to 
your selling  st rategy. Reducing  your p rice, de-list ing  and  w ait ing  for a 
bet ter t im e to sell, and  re-stag ing  are viab le op t ions. Again , your in it ial 
selling  goals w ill help  in form  w hat  you decide to do if you find  yourself 
in  th is situat ion .

Con t ract , Closing , and  
Celeb rat ion .
Once you?ve accepted  an  offer, t he p rocess of send ing  out  a cont ract  
and  negot iat ing  the finer poin ts of the sale beg ins. Everyth ing  from  the 
m ove-in  date and  ow nersh ip  app liances to decid ing  w ho pays for flip  
taxes and closing  fees gets ironed out  un t il both  part ies are sat isfied . 
Real estate law yers are necessary for th is step  in  the p rocess. If you 
don?t  have one, your agent  shou ld  be ab le to recom m end one to you. 

Appraisa l.
A crucial step  during  the 
cont ractual p rocess is w hen a 
licensed appraiser assesses your 
hom e on behalf of t he buyer or 
lender. An appraiser w ill inspect  
your hom e and determ ine it s 
actual value. An appraisal can  
change the negot iat ion  dynam ics 
and  even lead  to a buyer backing  
out  of an  offer.  

Closing.
W ith  cont racts signed and 
everyth ing  in  order, closing  is the 
final step  in  the selling  p rocess. It  
is w hen you w ill t ransfer legal 
ow nersh ip  of your hom e to the 
buyer and  w hen you w ill receive 
your funds from  escrow. Your 
agent  can w alk you th rough the 
specifics of w hat  w ill happen. Most  
often , you w ill need to be p repared  
to sign  closing  docum ents and  
pay closing  costs. Buyers are 
allow ed final w alkth roughs of the 
p roperty to ensure that  
negot iated  item s like repairs and  
furn itu re have been honored .
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W ho You´ ll Encoun t er.
The sale of a hom e involves m ore than just  a buyer and  seller. Here?s a 
qu ick list  of som e professionals you m ay encounter.

Agents.
Real estate agents are licensed professionals that  represent  buyers and  
sellers during  the sale of a hom e. They g ive advice, negot iate offers, 
m arket  p ropert ies, set  up  show ings, and  m ore. Their com pensat ion  is 
based en t irely on  com m ission .

Stagers.
Stagers can help  t ransform  the look and  feel of your hom e in  
p reparat ion  for sale. They have access to a d iverse range of fu rn itu re, art , 
and  ligh t ing  op t ions and  have invaluab le in terior design  experience.

Photographers.
Professional photog raphers know  how  to m axim ize space and natural 
ligh t  to m ake your hom e look as spacious and invit ing  as possib le.

Lawyers.
Real estate law yers are necessary to help  sellers d raw  up  and negot iate 
cont racts and  hand le all docum ents related  to ow nersh ip  t ransfer.

Appraisers.
An appraiser is h ired  by the buyer or the buyer?s lender to assess your 
hom e?s t rue value using  m ult ip le factors
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Con t act  us t oday t o f ind  ou t  
how  SERHANT. can  help  you  
sell you r hom e!

SERHANT. ADX
Our tech-pow ered  innovat ion  p lat form  puts your p roperty in  fron t  of 
m ore peop le w orldw ide than anyone else. We can also p inpoin t  
specific target  m arkets and  reach buyers that  aren?t  availab le using  
t rad it ional sales techn iques.  

SERHANT. Studios
Our aw ard-w inn ing  film -quality p roduct ion  stud io creates un ique, 
h igh-im pact  conten t  designed to help  your hom e resonate w ith  the 
largest  real estate aud ience in  the w orld .

SERHANT. ID Lab
Our st rateg ic sales collect ive and  ideat ion  w orkshop generates 
com pelling  com m unicat ions for your hom e. We believe your hom e is 
un ique and deserves to have it s ow n ident ity. 

Your Success Is Our Success
We know  that  poten t ial is in  everyth ing  and  everyone. But  to spot  
w hat?s h idden in  p lain  sigh t , laten t , or und iscovered? in  a person, 
p roperty, or even an  en t ire indust ry? w e need to look at  the w orld  
d ifferen t ly. And seizing  that  poten t ial t akes som eth ing  m ore. At  
SERHANT., w e have a healthy d isregard  for the status quo, and , above 
all, w e are relen t less in  the pursu it  of w hat?s possib le. 
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100M+ im pressions
per m on t h  and  g row ing  

daily

Dig ital Am plificat ion  and In fluence

Put t ing  you r p roper t y in  f ron t  of  
m ore eyes t han  anyone else

6M+ follow ers
across social p lat form s
75M+ Youtube view s
6.5M+ w atched hours on  
Youtube
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W e?d  love t o hear f rom  you !
E-m ail hello@serhan t .com

to speak w ith  a SERHANT. agent  today.

Your Success. Am p lif ied .

Follow  @serhan t  on  social!
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