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KELLER WILLIAMS

Keller Williams Professionals Frank T. Gémez
One Tunnel Road REALTOR®

Office (828) 254-7253 Mobile (828) 216-7693
Fax (828) 254-8351 franktg@charter.net

HOUSE SELLING FLOWCHART

Meet w/ me, Discuss needs & Fill out forms and Go over how to
discuss agency concerns re: sale review disclosure prepare your house
relationship > of house —> documentation 7 to sell -l
List most desirable :
aspects of house Receive an offer with earnest Wait for another offer
> money Buyer’s Agent presents b consider what ytou’ve
¢/ offer to Seller/Seller's Agent learned from 1% offer

Prepare House to »L T

sell, clean, stage Your have many choices, rejection
home, paint, lawn ' - ' .
paint, ‘aw counteroffer, acceptance...| will —>  You Reject the Offer

& landscaping etc. guide you every step of the way.

Y 7

Go over Marketing
Plan: discuss sign, You Accept the Offer or —> Home Appraisal
lockbox, open eventually agree after
houses, warranty, counteroffers / negotiation
communications ¢ ¢
¢ Title Search
Measure house Home Inspection, Radon
Take Photos & Test, Pest Inspection \L
Submit Listing ‘l‘
Final Inspection
»L Make repairs and/or review
List on MLS, price impacts ¢
advertise, install
signs, flyers CLOSING

TIPS:
Remember: I, as your agent, have a fiduciary duty to represent you to the best of my ability using all legal &
ethical means to help you. | am your advisor, consultant, and assistant. Ask questions about your concerns.

If you meet any agent that is not representing you refer them to me (do not answer their questions even if they
seem harmless). Other agents will use any information they can gather against you during negotiations. You are
in the strongest position when they know as little as possible.

-Frank T. Gémez, REALTOR®



