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Selling a home is one of life’'s most significant financial decisions,
and without the right strategy, it can quickly become overwhelming.

That’s where this guide comes in.

Whether you're a first-time seller or a seasoned homeowner, the
Seller's Prep Kit is your ultimate resource for navigating the process
with confidence and maximizing your profit.

Who

What

When

Where

Why

How:

This guide is for any homeowner looking to sell their
property with clarity, confidence, and the best
possible outcome.

It has everything you need—from pricing strategies
and staging tips to finding the right agent.

Whether you're ready to sell tomorrow or years
from now, this guide will ensure you're prepared for
success when the time comes.

No matter where you live, myself and this guide are
here to help! Questions about the guide? Reach
out! | also provide free virtual selling consultations
and agent matchmaking services to connect you
with the best representation in your area.

Selling a home can be stressful, but with the right
tools, knowledge, and support, you can protect your
equity and achieve your goals with confidence.

Throughout this guide you will find everything you
need to know with practical worksheets and tools to
guide you. It is recommended to schedule your free
consultation after completing this guide so that we
can better assist you in the home selling process!



Price vs. Pecacce

Before diving into the selling process, it's important to define your

goals and priorities. Are you looking to maximize profit? Is peace
of mind your top priority? Or, like most sellers, do you want to aim

for a balance of both?

While achieving that balance can be challenging, it's not
impossible. Whether you're navigating the process on your own or
working with a trusted advisor, my goal is to help you create a
strategy that aligns with your needs and priorities.

Flip the page for a worksheet designed to help you discover and
define your goals. This simple tool will guide you through identifying
what's most important to you, so you can approach the selling
process with confidence and focus.

Maximizing Profit

« Requires careful planning, strategic marketing, and possibly
making upgrades to your home.
« May involve a longer timeline to secure the best possible offer.

Peace of Mind

« Focuses on a quicker sale with minimal hassle and disruption.
« May involve pricing competitively or negotiating with flexibility.

A Peaceful Profit Balance

| always recommend finding a middle ground. While it's often
difficult to get the highest price without stress, it's also challenging
to achieve both a stress-free experience and top dollar. Striking a
balance between the two can help you navigate the selling process
with more ease and better results.
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WORKSHEET 1: PRICE VS. PEACE

Let’s work on discovering your goals and motivation. On each of these scales, pick the number that most
resonates with you, then add them all up to determine where your priorities lie. Use the scale below to assess
your preferences and guide your decision-making.

Speed of Sale (P'mnotinarush) 10 9 8 7 6 54 3 2 1 (Il need afast sale)

Preparation Effort (Open to investing in upgrades) 10987 6 54 3 2 1 (Not willing to spend money)

DIY vs

Professional Help (Open to assistance) 109876 54 3 2 1 (I can handle everything myself)

Willingness to

Sacrifice Peace ('m willing to sacrifice peace) 10987654 3 2 1 (I want a stress-free process)

Flexibility with

L (I want to stick to my terms) 10987 654 3 2 1 (I'm flexible and open-minded)
Negotiations

Emotional Toll and

. . (I thrive under pressure) 109876 54 3 2 1 (I want minimal disruption)
Disruption

Flexibility on Price (Price is non-negotiable) 10987 6 54 3 2 1 (Price is negotiable)

Total Score:

40-50: Profit-Focused!

You're ready to put in the work, make sacrifices, and get the highest sale price. Consider staging, making
repairs, or even working with a professional agent who can maximize your return.

30-39: Balanced Approach!

You're flexible and open to negotiation, but also value convenience. This is a good spot for those willing to
compromise on some things to make the process smoother. Consider pricing competitively and offering
incentives to buyers.

20-29: Peace-Focused!

You value ease and minimal hassle over the highest price. A quick sale, fewer disruptions, and a smooth
process are key for you. Consider working with a real estate agent for a hassle-free experience.



WORKSHEET 2: SETTING GOALS

Now that you know what you prioritize, let’'s write down your goals so that you can look back on them
throughout the selling process. Use the space below to define your top goals for selling your home.
Remember to keep your goals SMART (Specific, Measurable, Achievable, Relevant, Time-Bound).

Here are some examples to help you get started:
« Specific: “I want to sell my home for $450,000.”
« Measurable: “I plan to complete any necessary repairs within the next two weeks.”
« Achievable: “I'll price my home competitively based on recent market analysis.”
« Relevant: “Selling my home will allow me to move closer to family or start my next chapter.”
« Time-bound: “I aim to accept an offer within 60 days of listing.”

Profit Goal:
(How much do you want
in your pocket at
closing?)

Repairs and
Upgrades: (When do
you commit to having

these done?)

Sale Price:
(What is an achievable
sale price for your

property?)

Why:
(Why am | selling my
property?)

Closing:
(When do | want this
house sold by?)

The ONE Thing... Why am I Selling:
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Profit Pirates

Selling your home is filled with potential pitfalls—these "profit
pirates” can rob you of equity and delay your sale. Here's how to
avoid them:

I: Not Accommodating
Showing Requests

Buyers often work on tight schedules, and being inflexible with
showing times can cost you valuable opportunities. If your home
isn't available when they're ready to see it, they might move on to
the next option.

- Sierra’s Simple Tip: Be as flexible as possible with showing
requests. The more options you provide potential buyers, the
more likely you are to secure a sale.

- Bonus Action: Set up an online calendar (use Calendly.com)
where buyers can select a showing time that works for both of
you. This streamlines the process and prevents missed
opportunities.

2: Unpleasant Odors

Whether from pets, smoke, or cooking, unpleasant smells can linger
and make a negative impression. They may even stop buyers from
considering your home. Cleanliness doesn'’t just refer to what’s
visible!

- Sierra’s Simple Tips:

o Clean drains with hot lemon water and baking soda to
freshen them up.

o Add a few drops of essential oil to air filters to neutralize
lingering smells.

o Keep pet supplies (beds, food, and storage) organized and
cleaned frequently.

o Pine-Sol or natural air fresheners can help eliminate
stubborn odors.

- Bonus Action: Implement a “fresh air” day by opening all
windows and doors a few hours before a showing. Add fresh
flowers or a bowl of potpourri near the entrance to create a
welcoming atmosphere.



3: Bright or Dated Paint
Colors/Wallpaper

Bright or bold colors can turn off buyers, making it
hard for them to envision themselves in the space.
Similarly, outdated colors may signal poor home
maintenance.

« Sierra’s Simple Tips:

o Choose neutral tones like greige, soft beige,
or light gray to appeal to a broad range of
buyers.

o Check out my recommended paint colors on
page __ for the most current shades that
attract buyers!

« Bonus Action: If a room has especially bold
colors, consider refreshing it with neutral tones to
make the space feel brighter and more inviting.

4:Personal Items and
Clutter

Clutter makes rooms feel smaller and less inviting.
Buyers need to picture themselves living in the
space, and that'’s difficult when it’s filled with personal
items.

- Sierra’s Simple Tips:

o Remove family photos (you’'ll need to pack
them up anyway!).

o DECLUTTER! Pack away unused clothes,
books, and knick-knacks. Clear off
countertops, remove toiletries, and tidy
closets.

o Visit model homes for inspiration on staging
minimalistic, clean spaces.

« Bonus Action: Create a decluttering checklist
and tackle one room at a time. Consider renting a
storage unit for unnecessary items. Less is more
when it comes to making your home feel inviting
and spacious. Remember that you will be moving
anyway, so start packing NOW (but don't leave
boxes in the house).

5:Dirt, Dust, and Debris

A dirty home leaves a lasting negative impression.
Dust, dirt, and grime can make your house feel
neglected, which may impact offers.

- Sierra’s Simple Tips:

o Create a daily cleaning schedule so your
home is always show-ready. Make beds, put
away dishes, fluff cushions, and wipe down
surfaces each day.

o Vacuum, sweep, and dust regularly to keep
the space clean and inviting.

« Bonus Action: Hire a professional cleaning crew
for a deep clean before listing your home. This
ensures every surface, from windows to
baseboards, is spotless.

6: Lack of Light

Dark, dim rooms feel smaller and less welcoming.
Bright, well-lit spaces open up the home.

- Sierra’s Simple Tips:

o Replace dim or flickering bulbs with higher-
wattage, warm white bulbs.

o Open all window coverings to let natural light
flood in before each showing.

- Bonus Action: Remove heavy curtains or
drapes that block natural light. If you have
shutters or blinds, ensure they’re in good shape
and adjust them to maximize light.

7:1gnoring Curb Appeal

The exterior of your home is the first thing buyers
see, and it needs to make a strong impression. A
neglected lawn or exterior can immediately turn
potential buyers away.

« Sierra’s Simple Tip: Ensure your lawn is mowed,
bushes are trimmed, and the front door is freshly
painted. Add flowers or plants near the entrance
for a welcoming look.

« Bonus Action: Power-wash your driveway,
walkways, and porch to remove dirt and grime. A
clean, inviting exterior sets the tone for a positive
buyer experience.



Upgrades:

Many homeowners enter the selling process thinking they need to
fix, upgrade, and renovate their entire house to make it sellable.
But before you rush to buy new furniture or rip up your floors, take
a moment to read this guide. You want to avoid spending
thousands of dollars on improvements that don’t actually increase
the value of your home.

This doesn’t mean skipping upgrades altogether. Instead, I'm here
to help you identify which improvements will give you the highest
return on investment. Thoughtful, strategic updates can not only
enhance your home’s appeal but also help you maximize your
selling price—without unnecessary expenses.

High Return Upgrades: [@

These upgrades are worth the investment and should provide a
solid return. However, there is a wide range of prices for high-return
upgrades, so it's important to set a clear budget before committing
to any work. | recommend hiring licensed professionals for tasks
that require expertise. And remember, don’t fix something that isn’t
broken—use common sense and focus on what truly adds value.

Low Return Upgrades: {3

While it might be tempting to invest in upgrades that seem like a
good idea, some improvements tend to offer little to no return on
investment. These projects can often lead to spending more money
than you'll gain in the sale price. Before committing to any low-
return upgrades, | recommend considering whether the expense
aligns with your goals. Sometimes, it's better to focus on simple
cosmetic fixes or maintenance instead of major renovations.

Upgrades to Avoid Entirely: @

Some upgrades simply don’t add value and can end up costing you
more than they’re worth. These include high-end luxury features
that may not appeal to the typical buyer, overly personal design
choices, or renovations that exceed the value of your home.
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Hight Return Upgrades

Low-Cost Upgrades
(Under $1,000)

Medium-Cost Upgrades
($1,000-$5,000)

High-Cost Upgrades
($5,000+)

Repainting walls in neutral
colors like greige, beige, or
light gray.

Replacing hardware (e.g.,
cabinet handles, drawer
pulls, door knobs) with
modern options.
Switching light fixtures to
sleek, energy-efficient LED
options.

Deep cleaning and

Replacing old carpets with
luxury vinyl plank (LVP) or
refinishing hardwood floors.
Upgrading appliances to
energy-efficient, stainless
steel models.

Modernizing bathrooms
with new vanities, mirrors,
and lighting.

Replacing outdated

Full kitchen remodels
(mid-range): New cabinets,
countertops, and
appliances while
maintaining the current
layout.

Bathroom remodels:
Adding dual vanities, walk-
in showers, or soaking tubs.
Finishing basements to

in a modern style.

modern, insulated designs.
Sealing and repairing
driveways to create a neat
first impression.

B decluttering every room. countertops with quartz or create usable spaces, such
3 Upgrading faucets in granite. as home offices or family
‘E kitchens and bathrooms to Adding a backsplash to rooms.
= modern styles. kitchens for a contemporary Upgrading HVAC systems
Sealing and regrouting tile touch. to energy-efficient models.
in kitchens and bathrooms Installing smart home Installing new energy-
for a fresh, clean look. devices, like thermostats, efficient windows for
Caulking windows and lighting systems, and security improved utility costs and
doors for a polished and cameras. comfort.
energy-efficient seal.
Painting the exterior of the :
inting wert Replacing the roof if
home for a refreshed . .
nearing the end of its
appearance. lifespan
Fresh mulch and flowers to Landscaping p ' .
. . . Adding a deck, patio, or
boost curb appeal. improvements like trimmed .
. outdoor kitchen to expand
Pressure washing the shrubs, new plants, or flower -
. . entertaining spaces.
driveway, siding, and beds. . .
- . N Installing solar panels (if
o walkways. Installing outdoor lighting . .
— s . . buying, not leasing, and
. Painting the front door in a for better ambiance and .
Q . . appropriate for the market).
= trendy, welcoming color. security. . -
x . : . Upgrading siding for a
[IT] Installing house numbers Updating garage doors with

fresh, modern exterior.

Adding or upgrading

fencing for privacy and
security.




Return Upgrades

Low-Cost Upgrades Medium-Cost Upgrades High-Cost Upgrades
(Under $1,000) ($1,000-$5,000) ($5,000+)
. » High-end kitchens or bathrooms that exceed
e Over-customized spaces: - .
_ o neighborhood standards: Spending too much
Adding built-in shelves or . . .
. . on luxury appliances, cabinetry, or fixtures may
¢ Custom paint colors: desks that limit how a room not anoeal 1o buvers o alian with local propert
Bright or bold colors can be used. bp y 9 property
: . . values.
can alienate buyers; e Creating overly niche rooms - .
: ¢ Adding a pool (in areas where pools are not
stick to neutrals (e.g., themed playrooms, :
. . standard): Pools are costly to install and
instead. gaming rooms). L
. . . . maintain, and they may deter buyers who see
¢ Overdecorating: Too o Expensive landscaping with S
; . . them as a liability.
many accessories or no functionality: Elaborate . L .
. : « Major additions like extra rooms: These often
elaborate staging gardens or exotic plants can . s
o . cost far more than they add in value, especially if
elements can require high maintenance and ; . :
they’re overly specific, such as an art studio or
overwhelm buyers. deter buyers.
. . home gym.
¢ Cheap materials or ¢ Installing new wallpaper: ; .
. ! S ¢ High-end entertainment systems or theaters:
finishes: Using low- Wallpaper is highly personal . )
L . These are not universally appealing and may not
quality items like and often seen as a hassle to -
. add significant value.
laminate counters or remove. :
. . « Solar panel leases: Buyers often avoid homes
thin carpets is e Unnecessary upgrades to _ L .
. . . with leased panels due to complications with
noticeable and garages: Installing high-end .
. . S transferring contracts.
unappealing to buyers. cabinetry or specialized . . .
. . o e Specialty upgrades like wine cellars or
equipment isn’t a priority for . ;
saunas: These cater to niche buyers and won't
most buyers. o
appeal to the majority.

Things to Avoid Entirely:

- High-end kitchens or bathrooms that exceed neighborhood standards: Spending too much on
luxury appliances, cabinetry, or fixtures may not appeal to buyers or align with local property values.

« Major additions like extra rooms: These often cost far more than they add in value, especially if
they’re overly specific, such as an art studio or home gym.

- High-end entertainment systems or theaters: These are not universally appealing and may not
add significant value.

« Solar panel leases: Buyers often avoid homes with leased panels due to complications with
transferring contracts.

« Specialty upgrades like wine cellars or saunas: These cater to niche buyers and won’t appeal to
the majority.



WORKSHEET 3: BUYER'S GLASSES (PAGE 1/3)

Let’s Try an Experiment Called "Buyer’s Glasses":

This experiment will give you a fresh perspective on how buyers see your home. It might reveal areas that
need a little extra attention and help you understand what changes can make your home more appealing to
potential buyers.

Step 1: Walk Through a Model Home in Your Area

- Take a tour of a newly built or beautifully staged home in your area. This is your opportunity to see the
latest trends, high-impact design ideas, and smart use of space. Pay attention to what makes these homes
feel inviting and spacious—how they’re staged, the colors, and even the scents. Use this walk-through to
create a "benchmark” for your own home.

o Tip: Take detailed notes on lighting, cleanliness, and the overall atmosphere. This will serve as a
reference for setting the tone in your own home.
o Jot down your observations and ideas.

What made it feel spacious or inviting? (e.g., lighting, open layout, minimal décor)

What did you like about the staging? (e.g., furniture choices, room arrangement)

Any smells or ambiance that made it feel welcoming?

10



WORKSHEET 3: BUYER'S GLASSES (PAGE 2/3)

Step 2: Walk Through Your Home wearing "Buyer’s
Classes'

« Now, let’s switch to buyer mode! Walk through your home as if you were seeing it for the first time.
Look at your space critically—what might turn a potential buyer off? Is there anything that feels
outdated, cluttered, or lacking in light? Make a list of small tweaks that can make a big impact—Ilike
fresh paint, decluttering, or simple fixes that enhance the space.

o Tip: Focus on creating that same welcoming, fresh feeling you experienced in the model home. Pay
special attention to lighting, cleanliness, and scents, which are often the first things a buyer will
notice.

o Record your thoughts and make a plan for what to tackle first.

Areas that feel off-putting, outdated, or cluttered:

Improvements that could increase light or enhance the space:

Smells, cleanliness, and first impressions:

11



WORKSHEET 3: BUYER'S GLASSES (PAGE 3/3)

3. Action Plan:What are the key changes you want to
make based on yvour notes?

Immediate priorities:

Long-term goals or upgrades to consider:

12



WORKSHEET 4: HOME EVALUATION

To get an even better understanding of your home and it’s condition, circle each option as it relates to your

property and then add up the total score.

Your Home?

Component 1 Point 2 Points 3 Points 4 Points 5 Points
Furnace 1-5 Years or N/A  |6-10 Years 11-15 Years 16-20 Years 20 Years +
AlC 1-5 Years or N/A  [6-10 Years 11-15 Years 16-20 Years 20 Years +
Windows 1-5 Years 6-10 Years 11-15 Years 16-20 Years 20 Years +
Kitchen 1-10 Years 6-10 Years 11-15 Years 16-20 Years 20 Years +
Master Bathroom |1-5 Years 6-10 Years 11-15 Years 16-20 Years 20 Years +
Other Bathrooms (1-5 Years 6-10 Years 11-15 Years 16-20 Years 20 Years +
Paint 1-5 Years 6-10 Years 11-15 Years 16-20 Years 20 Years +
Furniture 1-5 Years 6-10 Years 11-15 Years 16-20 Years 20 Years +
Age of Home 1-10 Years 11-20 Years 21-30 Years 31-40 Years 41 Years +
Roof 1-5 Years 6-10 Years 11-15 Years 16-20 Years 20 Years +
Ic:::z::'l:‘ngcy Weekly Monthly Less than Monthly

Seller's Market? [Yes Unsure No

Foundation Excellent Fine Poor

Layout of Home |Excellent Goaod Poor

Location Excellent Good Poor

I\Dllzfii::een(:ance None Some A Lot

Outdoor Space |Excellent Some None

Landscaping Excellent Some None

Floors Hardwood Luxury Vinyl Plank |Tile Carpet Vinyl

Is There a Reason

\?ch)deonTBuy No. It's perfect. Maybe. Not Sure. |Yes

Total Score:

« Low Score (10-30 Points): Your home likely presents well and is in good condition. Minor cosmetic updates

or upgrades may further enhance its appeal.
« Moderate Score (31-60 Points): Your home may require some attention or upgrades to improve its
marketability. Focus on addressing the components with higher point values.

« High Score (61+ Points): Your home may require significant repairs, renovations, or updates to increase its

value and appeal to potential buyers.
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Staging to Attract
Buyers

Staging your home before listing can be a game-changer in the
selling process. It helps buyers visualize themselves living in your
space, speeds up the sale, and could even result in higher offers.
While staging may not be necessary for every home, it's a powerful
tool for showcasing your property in its best light. Let’s explore
when staging makes the most sense and how you can effectively
stage your home—whether it's vacant, owner-occupied, or
somewhere in between.

When Staging Makes Sense:

Staging is particularly effective if:
« Your home feels cluttered or outdated
« It's vacant and difficult for buyers to envision how the space
could be used
« You want to highlight the best features of your home to attract
top-dollar offers
« You need to differentiate your property in a competitive market

However, staging may not be essential if your home is already in
excellent condition, well-decorated, and shows well.

Staging Vacant Propertics:

Professional Staging:
For high-end properties or larger homes, professional staging can
make a significant impact. Stagers bring in furniture and decor that
highlight the home’s best features, creating an inviting and well-
balanced environment. With their expertise, they’ll make sure each
room serves a clear purpose and appeals to potential buyers.
Virtual Staging:
If you're working with a tighter budget or the home is more
affordable, virtual staging is a cost-effective solution. This involves
digitally adding furniture to photos of an empty space. While not as
impactful as physical staging, it can still help buyers visualize the
home’s potential.
Sierra’s Tip:
Did you know many real estate agents, including myself, often
cover the cost of professional or virtual staging as part of their
marketing package? Let’s chat about how | can help make your
listing shine.

14



Staging Owner-Occupied Properties:

When you're living in the home, staging becomes a little more nuanced. While you may not need to rent
furniture or hire a stager, there are still several key steps you can take to showcase your home’s full potential.

Declutter & Clean
The first step in staging any property is cleaning and decluttering. Buyers need to see the space, not your
personal belongings. Here's how to get started:

« Remove any excess furniture or décor that might make rooms feel cramped.

« Clear off countertops and minimize personal items like family photos or collectibles.

« Deep clean every corner of your home to make it look fresh and welcoming.

Rearrange Furniture for Flow

Even if your furniture is functional but not stylish, simple adjustments can make a world of difference.
« Create clear pathways to make the space feel open.
« Arrange seating in conversational groupings to encourage interaction.
« Make sure high-traffic areas like hallways are free of obstacles.

Update Existing Furniture
You don’t need to buy brand-new furniture to make your home shine. Instead, consider these simple updates:
« Couch Covers or Reupholstery: Neutral-colored slipcovers or reupholstering can breathe new life into tired
pieces.
« Accent Pieces & Pillows: Add throw pillows or light accessories in soft, neutral tones to enhance the room's
look.

Depersonalize the Space
Buyers want to imagine themselves living in the home, so it's essential to make the space feel neutral. Remove
family photos, personalized décor, and anything that might distract from the home’s features.

Boosting Curb Appeal: First Impressions Matter

Remember, the first impression starts before buyers even enter the house. Curb appeal is essential for
drawing potential buyers in.
- Lawn & Landscaping: Keep the lawn tidy and add a few flowers or plants to brighten the entryway.
« Fresh Coat of Paint: If your front door is looking a little worn, consider giving it a fresh coat of paint in a
welcoming color like navy or deep red.
 Lighting: Ensure the front porch or entryway is well-lit for evening showings.

The Power of Staging: It’s About More Than Just Furniture

The goal of staging isn’t just to decorate—it’s to create an emotional connection with the buyer. A staged
home allows buyers to imagine their lives in the space. It can turn a cold, empty room into a cozy, inviting
space or help them see the potential in an odd-shaped living room.

Even small tweaks can make a huge difference in how buyers perceive your home. Whether you're staging a
vacant property or your own home, the goal is to make the space feel bright, clean, and functional.

15



WORKSHEET 5: TO STAGE OR NOT TO STAGE

Instructions: Answer the following questions honestly to determine if staging your home is a worthwhile
investment.

1. What is the overall condition of your home?

a) Good - Recently renovated, modern finishes, well-maintained, maybe only needs minor cosmetic updates.
b) Fair - Needs some updating, noticeable wear and tear in some areas.

c) Poor - Requires significant repairs and renovations.

2. How competitive is the real estate market in your area?

a) Very competitive - High demand, low inventory.

b) Somewhat competitive - Moderate demand, average inventory.
c) Not very competitive - Low demand, high inventory.

3. How long do you plan to keep your home on the market?
a) As short as possible - | want to sell quickly.

b) A few months - I'm not in a rush.

c¢) I'm willing to wait for the right buyer.

4. What is your budget for preparing your home for sale?

a) Very limited - I'm looking for cost-effective solutions.

b) Moderate - I'm willing to invest in some upgrades.

c) Flexible - I'm willing to spend what it takes to get the best price.

5. Do you think your home's current decor and furnishings are appealing to a wide range of buyers?
(How much does your home look like a model home?)

a) Yes, they are neutral and modern.

b) Maybe, they are a bit outdated but functional.

c) No, they are outdated and reflect my personal style strongly.

6. How much time are you willing to dedicate to preparing your home for sale?
a) Very little - I'm busy and don't have much time.

b) Moderate - | can dedicate some weekends and evenings.

c) A lot - I'm willing to put in the effort to maximize my return.

Scoring:
« Mostly "a" answers: You may not need extensive staging. Focus on minor improvements like deep
cleaning, decluttering, and minor repairs.
« Mostly "b" answers: Consider a combination of DIY staging and professional assistance. Declutter,
rearrange furniture, and consider minor updates.
« Mostly "c" answers: Professional staging may be a worthwhile investment to help your home stand out
and attract more buyers.

16



Pricing Strategy:

Pricing your home correctly is the single most important factor in
selling it quickly and maximizing your profit. A well-priced home
attracts more buyers, creates urgency, and can even lead to
multiple offers. On the other hand, overpricing can result in your
home sitting on the market for months, which may cause you to
reduce the price and possibly even sell for less than if you had
priced it right from the start.

In fact, pricing is a delicate balance—too high, and you risk
scaring away buyers; too low, and you leave money on the table.
Here’s a step-by-step guide to pricing your home effectively so that
you can survive the sale with the most money in your pocket.
Remember, it's important to talk with an local real estate agent so
get insight into your unique market.

Step I: Understand the Market

Before setting a price, it's crucial to understand the current market
conditions. The real estate market fluctuates, and pricing should
reflect whether it's a buyer's market, a seller's market, or a
balanced market. Here’'s how these different conditions affect
pricing:

» Seller's Market: There are more buyers than homes available,
S0 you may be able to price above market value and still attract
strong interest.

- Buyer’'s Market: There are more homes than buyers, so you'll
need to price competitively to stand out.

- Balanced Market: Pricing should be aligned with market
conditions to appeal to both buyers and sellers.

Pricing is an art, not a science - you have to be flexible and adapt
to the current environment. Understanding what buyers are willing
to pay and how much inventory is available will help you set a price
that attracts attention.

Seller’'s Market:
< # of Homes
A\ # of Buyers
W # of Days on Market

Buyer’s Market:
A\ # of Homes
W # of Buyers

A # of Days on Market

¥ Pricing Power A\ Pricing Power
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Step 2: Rescarch Comparable Sales (Comps)

The next step is to find out what similar homes in your area (called “comps”) have sold for recently. This
helps you determine what buyers are actually paying for homes like yours and sets a realistic baseline for
your pricing.

To find accurate comps, look for homes that are similar in:
» Size (square footage)
« Number of bedrooms and bathrooms
- Location (neighborhood and proximity to schools, parks, etc.)
« Condition (renovated vs. original, updated kitchens and bathrooms, etc.)

If your home is more updated or in a better location, you might be able to price a little higher than similar
homes. However, if your home has fewer upgrades or is in a less desirable spot, you may need to price
lower to stay competitive.

Price your home based on what's actually selling, not what you want to get for it. This approach helps you
avoid the temptation of inflating your asking price based on personal sentiment or wishful thinking.
SEE AN EXAMPLE COMP REPORT HERE:

COMP #1: COMP #2: COMP #3:

12345 Address Lane 23456 Address Lane 34567 Address Lane

3 bedroom 3 bedroom 3 bedroom

2 bathroom 2.5 bathroom 2.5 bathroom
1,600 sqft 1,650 sqft 1,650 sqft

2 car garage 2 car garage 2 car garage

Pool No Pool Pool

Recently updated Outdated Recently Updated

$500,000 $490,000 $480,000 $475,000 $525,000 $525,000

AVERAGE SALE PRICE: $497,000

Appraised Value vs. Market Value: What’s the Difference?
- Appraised Value: Determined by a licensed appraiser, this value is based on your home’s condition,
location, and comparable sales. It's primarily used by lenders for loan approvals.
« Market Value: Reflects what buyers are willing to pay based on current trends, demand, and emotions.
In a competitive market, buyers might pay above appraised value.
Why It Matters
- If your home is priced too high above its appraised value, financing issues could arise. Conversely,
pricing too low could mean leaving money on the table.
o Comps (Comparable Sales) help you strike the right balance by showing what similar homes have
recently sold for.
Sierra’s Tip: A real estate agent can help you analyze comps and market trends to price your home
competitively, avoiding overpricing or underpricing.
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Step 3: Consider Pricing Strategies

Now that you've understood the market and researched comparable sales, you can decide on a pricing
strategy.

Pricing at Market Value: This strategy appeals to the largest pool of buyers and is often the best choice for
most sellers. When you price your home at market value, you're positioning it to sell quickly. Buyers tend to
gravitate toward homes that are priced in line with others in the neighborhood, which can generate strong
interest right away. This often results in quicker offers and can help you avoid the pitfalls of overpricing.
« Why is this so effective? A home priced at market value attracts a steady stream of buyers, which
creates competition. The more buyers interested in your home, the more likely you are to get offers close
to your asking price.

Pricing Below Market Value (Event-Based): This strategy is often used in a seller’'s market when inventory
is low, and buyers are eager to secure a home. Pricing below market value can create a sense of urgency
and may even lead to multiple offers, sometimes pushing the price up to above-market value.
« Why is this so effective? Buyers love a deal, and pricing below market value can create a bidding war.
This is particularly powerful in markets where homes are selling quickly and multiple offers are common.

Pricing Above Market Value (Aspirational): Pricing above market value can be tempting, especially if you
feel your home is special or you want to leave room for negotiation. However, this strategy carries risks.
Overpricing can lead to your home sitting on the market longer, which can make buyers suspicious or lead to
price reductions. In a competitive market, buyers may not even consider homes that are priced above market
value, especially if they feel they’re getting less for their money.
« Why is this risky? Homes priced too high can lead to prolonged market stagnation. Buyers may not
even schedule a showing if they think the price is out of their range, and you could end up needing to
reduce the price, which can hurt your home’s perceived value.

ASPIRATIONAL PRICING

+15% A 10%
& o
\0 +10% 30% oo
QQ- <
<
\é’ Market Value 60% C,L
S <
2] ?p

EVENT BASED PRICING
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Take lots of Step 4: Account for Emotional
photos of the Attachment

SpOtS in your It's common for sellers to have an emotional attachment to their
house that you

homes, especially if they've lived there for many years or made
significant improvements. However, emotional pricing rarely
|0ve SO that yOU aligns with market realities. Remember, the value of your home is
ultimately determined by what buyers are willing to pay for it.

can replicate
. While you might think your home is worth more because of the
them In your next memories or upgrades, it's essential to separate emotions from
hOUSG' business decisions. Be brutally honest with yourself when setting
your price. Keep in mind that the goal is to sell your home for the
highest price possible—without overpricing it.

Head to my

website HERE _
so that you Step 5: Monitor the Market

never miss .
Once your home is listed, the work doesn't stop there.
important Continuously monitor the market to see how your home is
. . performing compared to others. If you're not getting the level of
Informatlon interest you expected, it might be time to adjust the price.

Stay in tune with feedback from potential buyers and agents. If
abOUt the buyers are consistently mentioning that your home is priced too
market_ high, it might be time to reconsider.

Real estate
agents are .
Jc Step 6: Be Ready to Negotiate
trained to
negotiate Pricing your home correctly sets the foundation for negotiations.
Even if you price your home attractively, you may receive offers
HOWEVER, not below asking price. Having a good understanding of your bottom

line and being prepared for negotiations is essential.

all are trained

equally so be
sure to interViEW. negotiation process and avoid making hasty decisions.

Know your walkaway price - which is the lowest price you're
willing to accept. This will help you stay grounded during the
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WORKSHEET 6: PRICING STRATEGY (PAGE 1/2)

Now that you understand what it takes to price your property accurately and maximize your profit, it's time to put
that knowledge into action. Use the following guide to determine the price that makes the most sense for your
listing.

Step 1: Understand the Market

1.What is the current market condition in your area?
o 0O Seller's Market (more buyers than homes)
o 0O Buyer’s Market (more homes than buyers)
o 0O Balanced Market (equal number of buyers and homes)
o 0O Not sure (in this case, schedule your free consult with Sierra so she can connect you with an expert in

your area)

2.How does the market condition affect your pricing strategy?
o O In a seller's market, | can price higher.
o O In a buyer’s market, | need to price competitively.
o O In a balanced market, I'll price in line with similar homes.

Step 2: Research Comparable Sales (Comps)
1.Find 3-5 similar homes that recently sold in your neighborhood:

o Home #1: Sale Price: $ , Size: sq ft, Bedrooms: ___, Condition:
o Home #2: Sale Price: $ , Size: sq ft, Bedrooms: ____, Condition:
o Home #3: Sale Price: $ , Size: sq ft, Bedrooms: ___, Condition:

2.What is the average sale price of the homes you researched?
o Average Price: $
3.How does your home compare?
o O Larger/similar size
o 0O Newer or updated
o DO Better location
o 0O Needs repairs/updates

Step 3: Consider Pricing Strategies
1.Which pricing strategy do you feel aligns with your goals?
o 0O At Market Value: Price my home to sell quickly, attract the most buyers.
o 0O Below Market Value: Price below market to create urgency and potentially spark a bidding war.
o 0 Above Market Value: Price higher with room for negotiation (caution: risks price reductions).
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WORKSHEET 6: PRICING STRATEGY (PAGE 2/2)

Step 4: Account for Emotional Attachment
- Do you have an emotional attachment to your home that might influence the price?
o O Yes, I've lived here a long time and have strong memories.
o O No, I'm ready to let go and focus on the market value.
« Are you willing to adjust the price if necessary to align with market conditions?
o O Yes, I'm open to adjustments.
o 0 No, | want to hold firm on my price.

Step 5: Monitor the Market

« Once listed, will you track the following regularly?
o 0O Interest level (showings, inquiries)
o 0O Feedback from buyers and agents
o O Market trends (are prices of similar homes rising or falling?)

- If feedback indicates the price is too high, would you be willing to adjust?
o O Yes, I'm flexible with pricing.
o 0O No, I'd prefer to stay firm on the price.

Step 6: Be Ready to Negotiate

- Based on the above, at what price are you thinking to list your house?
o List Price: $

- What is your walkaway price (the lowest you’re willing to accept)?
o Walkaway Price: $

« Are you prepared to negotiate if offers come in below the asking price?
o O Yes, I'm ready for negotiations.
o O No, | expect full price offers.

Action Step: Once you've determined your ideal list price, send me your list price

and loan balance, and I'll create a personalized net sheet for you. This will give you

a clear picture of your potential proceeds after closing costs. It's a great way to see
how your pricing aligns with your financial goals!

N
SIERRA HOLT
REAL ESTATE

@SierraHoltRealEstate | SierraHoltRealEstate.com
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IFinding the Right
Agent:

Choosing the right agent is one of the most crucial steps in selling
your home. An experienced, skilled agent can significantly impact
your selling experience, ensuring that the process is smooth,
profitable, and stress-free. A good agent isn't just there to list your
home—they’ll actively market it, handle negotiations, and guide you
through the complex closing process. Finding the right match for
you and your home is key to achieving your goals. Why is it so
important?

The right agent can elevate your selling experience by handling
every aspect of the transaction, from pricing strategy to marketing
to final negotiations.

A Skilled Agent Will:

- Develop a tailored marketing strategy to make sure your
home stands out from the competition and reaches the right
buyers.

- Offer expert advice on pricing to ensure your home is
positioned for success in the market.

- Negotiate on your behalf to ensure you get the best possible
deal while keeping your interests front and center.

- Manage the complexities of the closing process—from
inspections and appraisals to paperwork—ensuring everything
is completed smoothly and on time.

A great agent will not only help you sell your home quickly but will
also help you maximize your profit by getting the best possible deal
in today’s market.
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What to Look For in a Real Estate Agent:
Experience in Your Market

Just like you wouldn’t hire a surgeon who hasn’t gone through medical school and practiced on cadavers,
you shouldn’t hire a realtor who isn’t trained and practiced.

NOW, that is not to say that you shouldn’t hire a newly licensed real estate agent, but you absolutely
should ensure they have guidance, a supportive broker, have completed some sort of post-licensing
education, and (a plus) have had shadowing experience.

Regardless of how long they’'ve been a practicing real estate agent who you hire should be able to explain
your local real estate market and how it is relevant to the sale of your property.

A Clear Marketing Plan

Marketing is one of the most critical elements in selling your home quickly and for the best price. You want
an agent who has a clear and effective marketing plan that will put your home in front of as many
potential buyers as possible.

« Ask about their online presence (and see it for yourself!)

« Ask for their detailed marketing plan for your specific property.

« Ask what they do differently than other agents.
A comprehensive marketing plan ensures that your home is not only seen but also stands out from the
competition. A good agent will be able to craft a strategy that highlights your property’s unique features,
creating a compelling narrative that will capture the attention of buyers.

Excellent Communication & Negotiation Skills

Effective communication and negotiation skills are essential for an agent to succeed in selling your home.

« Clear and timely communication: You’ll want an agent who keeps you updated regularly and answers
your questions in a timely manner. Selling a home can be stressful, so knowing you have an agent who
will keep you in the loop can help ease the process.

« Strong negotiation abilities: When offers come in, a skilled negotiator will work to get you the best price
and terms. They will also guide you through counteroffers, help you assess buyers’ offers, and advise
on the best course of action.

An agent who is an effective communicator and skilled negotiator can make the difference between a
frustrating experience and a smooth, profitable sale.

SIERRA’S TIP:

Don’t be afraid to interview several agents and ask several questions. You shouldn’t hire an
agent just because they are a friend or family member. Ensure you’re hiring a market
expert with experience, guidance, a clear marketing plan, and strong negotiation skills.




WORKSHEET 7: AGENT INTERVIEW

In order to ensure that you hire the absolute best real estate agent for your needs, ask these questions and
analyze the answers!

What is your experience like and do you have guidance/support?

What exactly do you do differently than other agents?

How do you expect today’s market conditions to affect the outcome of the sale of my property?

Can you explain your marketing plan for my specific property in detail?

What is your online presence like?

What is your communication style and how often will | hear from you?
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How Can I Help?

I'm based in Las Vegas, NV, and specialize in listing properties across the Southern Nevada region. But my
service doesn't stop there. Thanks to my nationwide network of trusted, experienced agents, | can match you
with the perfect professional no matter where you are. Additionally, I'm happy to service your referrals,
ensuring they get the same level of expertise and care. Finding an agent who is reliable, capable, and a
good fit for your needs can be overwhelming—that's why | offer this service completely free of charge,
making the process easy and hassle-free for you.

Southern Nevada Services for Other
Scrvices: States:

Free Consultation Free Virtual Listing Prep &
Agent Match-Making
20 minutes to discuss your
needs, timeline, and goals. From} In a 20 minute meeting, | will
there, we will schedule a time for] examine photos of your home
me to see your property in and make professional
person and | will give my recommendations on items to
professional recommendations | add or upgrade and advise you
on changes to make before on what's NOT worth your time
listing. We will also discuss the and money.
listing process, timeline, and
pricing. | will also match-make you with a
trusted real estate agent in your
Once you feel comfortable that | area who will take over and list
hiring me is the best decision you] Yyour prepped property on the
can make for the sale of your market!
property, we’'ll get it listed and
begin marketing!




The Closing
Proccss:

The closing process begins once we accept an offer
on the home. Here are the major milestones to expect:

- Escrow: The buyer typically places an earnest
money deposit into an escrow account as a sign of
good faith. Escrow is a neutral third-party account
that holds funds until the transaction is completed.

« Buyer's Due Diligence: The buyer conducts
inspections, appraisals, and any other necessary
investigations to ensure the property's condition
and value align with their expectations.

« Loan Approval and Appraisal: The buyer's
lender evaluates the property's value to determine
if the buyer qualifies for a mortgage. An appraisal
ensures the property's value matches or exceeds
the agreed-upon purchase price. Depending on
the contract, meeting these approvals may be
contingencies of the sale.

« Final Walkthrough: Just before closing, the buyer
usually conducts a final walkthrough to ensure the
property is in the agreed-upon condition.

- Closing Day: The buyer signs the mortgage
documents, pays closing costs, receives keys and
takes possession of the property. You receive the
proceeds from the sale.
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HOME SHOWING CHECKLIST:

Remember that when buyer's come see
your home, they are seeing it for the very
first time. Not only that, but they are picking
it apart and noticing all of the negative
things about the house. | recommend
maintaining a clean house so that you are
always prepared for showings!

Create a welcoming entrance by
sweeping the porch, cleaning the
door, and adding a mat or wreath.

Remove personal items, documents
excess furniture, and clutter to
create an inviting atmosphere.

Ensure there are no unpleasant
odors; however don’t overdo it with
air fresheners. Open the windows
for fresh air ahead of time.

Turn on lights and open curtains
to invite natural light.

Close toilet seats and shower
curtains. Put out fresh, crisp linens.

Arrange furniture to create a sense
of space and flow in each room.

Arrange for pets to be taken out of
the house during showings, and tidy
up any pet-related messes.

Add fresh flowers or a bowl of
fruit to add a welcoming touch.

Use staging strategies to showcase
your home's best features.

Set the thermostat to a comfortable
temperature well before guests arrive.
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MOVING CHECKLIST:

4-6 WEEKS BEFORE MOVING

Declutter, discard & donate

Collect quotes from moving
companies

Locate schools, healthcare
providers in your new location

O O OO0

Secure off-site storage
if needed

O O O0O0d

Choose a mover and sign contract

Create a file of moving-related
papers and receipts

Contact homeowner’s insurance
agent about coverage for moving

Contact insurance companies to
arrange for coverage in new home

3-4 WEEKS BEFORE MOVING

Notify the following about your
change of address:

[ ] Banks + Post Office

[ ] Credit Card Companies

[ ] Insurance Companies

Notify utility companies of date to
discontinue or transfer service

O
O

O

Electric [ | Gas
Water [ | Internet
Trash [ ] TV

2-3 WEEKS BEFORE MOVING

[ ] Notify DMV of new address

[ ] Discontinue additional home services
(housekeeper, gardener/lawn
service)

[ ] start using up things you can't
move, such as perishables

Close/open bank accounts

Arrange for child and pet care
on moving day

Notify HOA about upcoming
move, reserve elevator usage

1 WEEK BEFORE MOVING

[] cConfirm final arrangements

[ ] Arrange transportation for your
pets and plants

[ ] Review your moving-day plan
with
moving company

Take a picture in your home

Pack an essentials box for
quick access at new home

Label moving boxes with
the contents inside
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cXt Steps

Let’s set up a quick 20-minute meeting to discuss your needs
and create a plan of action.

Click or Head to www.SierraHoltRealEstate.com/Booking

I'm so excited to help you prepare your home for sale and | am
confident that with my help we can get your home sold for the most
amount of money possible, in the least amount of time, and with the

least amount of hassle.

Al

A
SIERRA HOLT
REAL ESTATE

@SierraHoltRealEstate | SierraHoltRealEstate.com
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