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So you have decided you are ready to take the plunge
and sell your home! Congratulations! To cut costs and
save on commission, you have decided to take on this
task yourself. I can completely respect and understand
saving money. 

I am sure you have already discovered that you will
have many agents calling to convince you that you will
not have any success, that this will be a costly mistake,
and try and scare you into working with them.

My approach is different. I want to help you. I want to
help give selling your own home the best shot. And if it
doesn't work out, I hope to have earned enough respect
demonstrating my knowledge and experience in my
trade, that you might allow me to work with you. 

For now, I wish you the best of luck! Feel free to take a
look through my tips on selling your own home and call
if you have any questions. I am happy to help if I can!

HELLO!

Roshan S. Patel
REALTOR® | Broker- Associate 
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01
PRICE

Pr ic ing  your  home correct ly  the  F IRST t ime might
be the  s ing le  most  important  s tep  to  get t ing  your
home so ld  fast .  The  f i r s t  2  weeks  of  l i s t ing  your
home y ie ld  the  h ighest  po int  of  opportun i ty  to  se l l
your  home for  top do l lar  and a l l  factors  need to  be
just  r ight .  

I f  a  home i s  overpr iced you r i sk  be ing over looked
by prospect ive  buyers  and end up be ing on the
market  longer  than expected and lose  the  pr ime
t ime to  rece ive  the  best  of fer .  Af ter  a  home has
been on the  market  for  a  wh i le ,  buyers  beg in  to
wonder  i f  someth ing i s  wrong w i th  the  home as  i t
hasn ’ t  been purchased yet .
 
Th is  doesn ’ t  mean you shou ld  underpr ice  your  home
ei ther .  You shou ld  put  your  emot ions  as ide  and f ind
what  your  home i s  t ru ly  worth  in  today ’s  market .  I t
i s  very  important  to  f ind  out  what  homes have
RECENTLY so ld  for  in  your  ne ighborhood .  Do your
research  and f ind  out  what  the  average l i s t  pr ice ,
sa le  pr ice ,  and days  on  market  have been for  a
home your  s i ze  in  your  ne ighborhood and base  your
l i s t ing  pr ice  of f  of  those  numbers .
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PRO TIP:
F ind out  what  the  AVERAGE L IST PRICE,  SALE
PRICE,  and DAYS ON MARKET  have been for  a
home your  s i ze  in  your  ne ighborhood and base
your  l i s t ing  pr ice  of f  of  those  numbers .
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The second most  important  s tep  to  l i s t ing  your
home i s  prepar ing your  home for  the  market .  F irst
impress ions  are  everyth ing!  You want  your  home
to make a  pos i t i ve  s tatement  and to  do th i s  you
must  inspect  your  home through the  eyes  of  a
potent ia l  buyer .  Whi le  th i s  sounds  re lat ive ly  easy ,
most  home se l lers  s t ruggle  w i th  th i s  s tep .  

DECLUTTER - Remove excess home decor, furniture,
and personal items. You want your home to feel large
and full of potential . Leave walls and corners as open
as possible. You may feel l ike the room feels empty,
buyers will think it has tons of potential for all of their
things. 

DEEP CLEAN -  A  d i r ty  house  can be  a  red f lag  for
buyers ,  who might  suspect  a  home has  not  been
taken care  of .   A  spot less  home sends  the  unspoken
s igna l  that  your  home i s  a  we l l -mainta ined
property .

REPAIR -  Do not  g loss  over  repa i rs  that  need to  be
made .  Buyers  w i l l  not ice  them.  Keep in  mind you
compete  w i th  other  homes and each repa i r  need ing
to  be  made w i l l  be  a  notch  aga inst  your  home

NEUTRALIZE -  Make sure  to  use  neutra l  co lors  f rom
the f loor ing to  the  wal l s .  A  neutra l  co lor  pa let te  in
your  home opens  i t  up  to  appeal  to  a  w ider
aud ience .  

SPRUCE UP -  Pay spec ia l  a t tent ion  to  curb  appeal .
Pa in t  the  f ront  door ,  add a  new rug ,  and pot ted
p lants .
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PRO TIP:
Declutter ,  deep c lean,  repair ,  neutra l i ze  and
spruce up  your  property  to  appeal  the  w idest
aud ience poss ib le .
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As I  am sure  you have a l ready d iscovered . . .most
buyers  are  shopp ing on l ine  for  homes .  And the
in ternet  i s  a  huge and overwhe lming space !  So
where  shou ld  you l i s t  your  home to  get  the  most
exposure?  Z i l low and Tru l ia  (owned by Z i l low)  are
p laces  that  get  the  most  v iews  and you can l i s t
your  home for  f ree  there .  

Some webs i tes  w i l l  put  your  home on MLS for  a
smal l  fee ,  but  be  carefu l  when dea l ing  w i th  these
k inds  of  companies .  As  soon as  you l i s t  on  the  MLS
your  home wi l l  have a  "d ig i ta l  record"  d isp lay ing
how many t imes  i t ' s  been re- l i s ted ,  pr ice  changes ,
e tc . ,  and other  rea l  es tate  agents  and the i r  buyers
wi l l  use  th i s  in format ion  to  get  a  good dea l  on  your
home.  L i s t ing  here  w i l l  a l so  put  you in  a  pos i t ion  to
be potent ia l ly  be  dea l ing  w i th  someone that  has  a
lot  of  exper ience in  rea l  es tate  and that  cou ld
potent ia l ly  cost  you .  

I f  you are  choos ing to  se l l  on  your  own my
suggest ion  wou ld  be  to  s tay  away f rom the  MLS and
avo id  compet ing aga inst  a  buyer  that  has  someone
protect ing  the i r  in terest  and leav ing you vu lnerab le .

Be  sure  to  get  a  s ign  in  your  yard  and around the
ne ighborhood .  Ask  your  ne ighbors  i f  they  know of
anyone want ing to  move in to  the  area .

WHERE TO LIST
W

H
ER

E 
TO

 L
IS

T
03

WHERE

PRO TIP:
L is t  your  home for  f ree on Zi l low and Trul ia .  These
s i tes  g ive FSBO's  the most  t raff ic  on l ine .  Be sure to
get  a  s ign in  your yard  and around the
ne ighborhood.  
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There  are  many important  lega l  documents  that
you must  complete  and unders tand .  You shou ld
assemble  and complete  the  fo l lowing documents :

  Se l ler  D isc losure

 Mortgage Payoff

  Depos i t  Rece ipt

  Buyer ’ s  Cost  Sheet

  Persona l  Proper ty

  Property  Survey/P lot  P lan

 Purchase Contract

  Loan Appl icat ion

 Property  Prof i le  Fact  Sheets

  C los ing & Set t lement  Documents

  Exc lus ion  L i s t

  Se l ler ’ s  S tatement  of  Representat ion

PREPARE DOCUMENTS
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PRO TIP:
I t  i s  very  important  to  have a l l  legal  documents
completed and understood  for  a  contract  and
sa le  to  run  smooth ly .
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Advert i s ing  your  home in  i t s  best  l ight  i s  c ruc ia l  to
a  qu ick  sa le !  There  are  MANY ru les ,  regu lat ions ,
laws ,  that  a  homeowner  has  to  fo l low when se l l ing
the i r  home.  There  are  too many to  l i s t  here .  My
suggest ion  wou ld  be  to  v i s i t  HUD.gov and research
"fa i r  hous ing" .  I t  i s  not  the  most  in terest ing  read
but  cou ld  keep you f rom fac ing a  potent ia l  lawsu i t .

PHOTOGRAPHY :  Look in to  h i r ing  a  profess iona l
photographer  to  take  photos  of  your  home.  Wi th
over  93% of  home buyers  f ind ing the i r  home on l ine ,
you want  to  show your  home compet i t i ve ly .
Profess iona l  photography can make your  home
stand out .  

DESCRIPT IONS :  Most  homeowners  have put  b lood ,
sweat ,  and tears  in to  the i r  home and i t  i s  on ly
natura l  to  be  proud of  i t .  Try  and s t ick  to  the  facts
and bu l le t  po int  spec ia l  features  w i thout  seeming
l ike  you are  gush ing about  your  home.  Th ink  about
your  potent ia l  buyer  and speak to  what  they may
be look ing for  and h igh l ight  those  po ints .  Aga in
take extreme caut ion when wr i t ing  these  po ints .
Any words  l i ke  fami ly  or  wa lk ing d is tance can be
taken as  d iscr iminatory .

ADVERTISING YOUR HOME
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PRO TIP:
Look in to  hir ing a  profess ional  photographer  to
take photos  of  your  home.  A lso  take t ime to  wr i te
your  homes descr ipt ion .  Be  un ique and in terest ing
but  a lso  carefu l  to  not  say anyth ing
discr iminatory .
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Disc lose  everyth ing and anyth ing that  i s  or  has
been an i ssue  w i th  your  home.

PRO TIP:

Disc losures  are  a  way to  le t  potent ia l  home buyers
know of  any prob lems that  your  home has ,  have
had ,  and what  you have repa i red .  I t  i s  ex t remely
important  to  make sure  you have d isc losed a l l
i ssues  your  home has  had .  

DO NOT cover  th ings  up ,  o r  t ry  and h ide  these
th ings .  I f  an  i ssue  does  come to  l ight  af ter  purchase
and a  buyer  th inks  you knew about  i t  and d idn ' t
d isc lose  i t ,  you  cou ld  f ind  yourse l f  in  a  lawsu i t .  

D isc lose  everyth ing and anyth ing that  i s  or  has
been an i ssue  w i th  your  home.

DISCLOSURES
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Make sure  your  home i s  t idy  and smel l s  f resh ,  turn  on
a l l  l ights ,  put  away va luab les ,  and  G IVE THE BUYER
SPACE.  MAKE SURE ALL BUYERS SHOWN THE HOME
ARE PRE-APPROVED.

PRO TIP:

Buyers  somet imes  avo id  a  home that  i s  for  sa le  by  the
owner  because i t  can be  awkward .  Do not  be  too
pushy .  I f  a  buyer  i s  in terested you w i l l  know.  I f  you
come across  as  desperate  you may lose  leverage .  To
make showing your  home a  b ig  success  fo l low these
steps :

 *Make sure  you c lean up any c lu t ter

*Turn  on  a l l  l ights  and open b l inds

*Take out  the  t rash

*Ensure  the  home smel l s  f resh  but  not
overpower ing

*Put  away any va luab les

*Be f r iend ly  upon meet ing and g ive  them space

*Don ' t  fo l low them around the  home as  they tour

When they are done touring you can ask them if  they
noticed A FEW key features,  don't  point out every
detai l .  Have a f lyer that covers al l  detai ls and special
features that they can take with them if  they wish.

QUALIFY ALL BUYERS FOR SHOWINGS.  You want  to
make sure  anyone coming to  v iew your  home cou ld
qual i fy  for  buy ing your  home.  I f  they  are  not
qua l i f ied  then you both  are  wast ing  your  t ime .  I t  i s
commonplace to  ask  them to  prov ide  the i r  pre-
approva l  by  a  reputab le  lender  before  the  showing .

SHOWING YOUR HOME
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Negot iat ing  a  contract  can be  s t ressfu l  because
there  are  so  many mov ing par ts .  I t  i s  poss ib le  a
buyer  cou ld  come wi th  an  exper ienced rea l  es tate
agent  who i s  look ing out  for  the  buyer ' s  best
in terest .  I f  you are  se l l ing  w i thout  an  agent  to  do the
same for  you . . . i t  m ight  be  best  to  have a  rea l  es tate
at torney rev iew your  of fer .

I t  i s  perce ived that  the  process  happens  l i ke  th i s :
The  buyer  makes  an  of fer1 .
You counter  the  of fer  at  a  h igher  number2 .
Buyer  comes back  a  l i t t le  h igher  than the i r  in i t ia l3 .
You counter  and "sp l i t  the  d i f ference"4 .

Wouldn ' t  i t  be  n ice  i f  that  i s  actual ly  how i t  a l l
happened!  Somet imes i t  does  happen just  l ike  that
but  often there are  others  factors  involved.  Sales
pr ice ,  terms ,  inspect ions ,  what  s tays ,  what  goes ,
possess ion  date ,  buyer  concerns ,  and object ions  are
a l l  th ings  that  come in to  p lay .  Carefu l ly  go over  the
contract  and make sure  you fu l ly  unders tand i t  and
make any amendments  to  the  sa le  that  are
necessary .

NEGOTIATE EFFECTIVELY
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NEGOTIATING

Carefu l ly  go over  the  contract  and make sure  you
fu l ly  unders tand sa le  pr ice  and possess ion  dates
ent i re ly .  Hire  a  real  estate  attorney  to  ensure  you
understand and that  your  best  in terest  i s  protected

PRO TIP:
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An appraisa l  i s  a lso  a  stressful  part  of  se l l ing or
purchas ing a  home.  An appraiser  i s  a  th i rd  party
who surveys  your  home and wr i tes  a  report  g iv ing
their  opinion on the va lue of  your  home.  

I t  may be r ight  on target  with the amount  you and
the buyer  agreed on,  but  i t  commonly  comes in
lower  than what  the house is  worth .  I t  i s  very
di f f icult  to  persuade them to  change this  number .
You can contest  i t  and provide the appraiser  with
some comparable  sa les  in  the area but  there  is  no
guarantee they wi l l  change i t .  This  can be a  st icky
s i tuat ion for  someone who is  not  exper ienced in
deal ing with appraisers .  

So  what  can you do i f  i t  does  come in  low?
1 .  Match the appraised amount and lower the sales
price
2. Ask the buyer to agree to make up the difference and
put more money down.
3. Walk from the current deal and hope that another
appraisal doesn't come in that low.

It might be helpful to have some comps for the appraiser
to survey and offer it to them without being too pushy.
You have to walk the fine line carefully,  if  you come off
pushy it can have an adverse effect.  

APPRAISAL
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Be respectful  and f r iendly  to  the appraiser .  G ive  them
space and of fer  them comps for  the area without  being
too pushy .

PRO TIP:
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