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INTRODUCTION

One of the biggest questions people have about real estate is when's
the right time to sell? There are many deciding factors that go into the
timing of selling a home, ranging from financial, practical, and
personal needs.

This decision is not made casually. You may be asking yourself:

This guide is intended to answer some of these questions and help you
understand the process.
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ISIT THE RIGHT TIME
TO SELL?

The housing market often flucuates. Is it a buyer's market or is it a seller's market?
When you are ready to sell your home, it is the right time. Market conditions should
not be the only factor in your decision.

Here are some questions to ask yourself:

¢ Do you need more space to accomodate your family?

e Are your children grown and moved out? Do you have more house than you
need?

e Where do you want to move? Do you have a neighborhood in mind?
e How much house can you afford?

e How much equity do you have in your home?

Answering these questions will help you understand the why behind selling your
home. Rightsizing, relocation, change in life circumstances, financial reasons,
these are all circumstances that will impact the goals and objectives.

Understanding the decision will help you and your agent build a plan that works
for you. This plan will include the timeline, preparation and strategy to get your
home sold as quickly as possible while providing the maximum net proceeds.




CHOOSING AN AGENT

Choosing the right agent is important. Agents will bring their market expertise
and experience to you. Agents are active in the field and know what is available
in the market, what is selling in the market and what buyers are looking for. Use
an agent as your guide to getting this process complete.

What do you look for in an agent?

e Someone you can trust.

e An agent with a proven track record.

e Agents with certification in the field. These agents are always developing
their professional skills and stay current in the marketplace.

e Ask for case studies and testimonials.

The right agent will be able to:

¢ Negotiate on your behalf.

e Provide you with a plan specific to your home and based on current market
information.

e Provide a broad marketing plan to get your home viewed by as many
potential buyers as possible.

¢ Provide you with a professional presentation of your home to the market.
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PREPARINGTO SELL

Once you have the detailed plan to sell your home, it is now time to prepare your
home. This stage is very important. The preparations help potential buyers see
themselves living in your home.

Be prepared to hear honest, sometimes critical, feedback about your home. Be
prepared to not make it personal. The potential buyer needs to see themselves in
your home.

ITake some time to walk through your home and think from a buyer’s perspective,
what would you want to see?

A good Real Estate Agent will work with you to provide you with a plan to position
your home in the marketplace. so it is attractive to potential buyers.
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PRICING YOUR HOME

There are three main factors that go in to pricing your home. The factors are:

e Condition of your home
e Location of your home
e Current real estate market conditions

It will be important to keep all of these factors in mind when pricing your home.
An agent will be able to bring their expertise into recommending the listing price
for your home.



FROM CONTRACTTO
CLOSE

When an offer has been on your home, the agent will be your expert and guide to
get you from contract to close as seemless as possible. An agent can help
explain to you the details of the offer, understanding the agreement that you will
be signing is important. The following steps are what your agent should provide:

e Strategic Approach To Offers

¢ Negotiate to Obtain Best Terms and Conditions

e Vetting the buyer(s)

e Negotiating Inspections [ Repairs

e Appraisal Process

e Conveyance (preparing the home for transfer of title)
e Settlement



NEXT STEPS

Congratulations! You have just taken the first step to preparing to sell your home.
This guide should have provided you with the tools needed to get you started.

Your next steps are to continue this journey and talk to agents that can help guide
your through the process.

The Cyr Team would love to hear from you. We are a full service, full fee, full results
real estate team. We understand that selling a home is more than just a
transaction: it’s a life-changing experience. That's why our team of highly-
seasoned real estate professionals is dedicated to providing exceptional,
personalized service for all of our clients. We take great pride in the relationships
we build and always work relentlessly on the your behalf to help you achieve your
real estate goals.

We look forward to hearing from you!

Vineent & Jane
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