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D keys to SELLING YOUR HOME. when SALE.S are SLOW

Ina “Bugcrs Market,” (more homes for sale than there are home buyers), buycrs can be selective when making
their choice on the property thcy Purchasc. Thc]j will take their time in looking and seek out the best value for
their home buying dollar.

When there are more homes listed than serious buycrs, sellers should work on their comPctitive advantagc to
attract buycrs. Homes should be “Best in Show?, meaning that if 20 homes are for sale in certain Pricc range
and area, your listing should be the best value, be in the best condition and offer the best terms. T here are far
too many choices for bugcrs to hold out l’:oPc that your Propcrtg will be cl‘;oscnjus‘c bccauscyou love it.

50, how do you make your house stand out so it will sell when sales are slow?

1) Price Your [ {ome Ag)grcssivclg

Jn tociay’s market — Pricing is critical. T here aren’t cnougl—: bugcrs to Pricc it l—zigh and test the market. You
must get the attention of the serious buycrs immcciiatcly before thcy move on to another Propcrty. Ti‘:c mar~

ket will set your Pricc. |f there are no offers Prcscntccl, be quick to reduce your Price.

lt is hard to be objcctivc about the value oFyour own homc, which is whg it's important to get Profcssiona|s i’]ClP
with this. As an agent mgU'ob is to find out the market value oi:gour home 139 Prcparing a comParativc market
analgsis (CMA) ] research comParal)lc sales and available Propcrtics in your area and advise you of the ap-
Propriatc Pricc range for your property. With this information, you can better determine an accurate aslcing

Pricc for your home. Compctitivc Pricing is the best way to get the most money Possible for your sale.

Aictergou know what your home is likcly to sell i:or, ] can prepare a seller’s net sheet i:oryou. Witl‘n this tool you
can tell aPProximatcly how much cash you will receive from the sale. Ti‘lis information will hclP you in your dis-
cussions with your mortgage broker when cictcrmining what Pricc range you can afford when Purcl'iasing your

rcPIaccmcnt Propcrtg

2) Curb APPcaI

First imPrcssions mean cvcrgthing! When a ProsPcctivc bugcr Pu”s up to your home ’cl’:cy will make and instant



juclgmcnt and you to make sure it is Positivc. Make sure your entry is wclcoming, the lawn is mowed, shrubs

are Prunccl and all the toys and bikes are Put away.

My advice, spcncl time on the little tl’:ings. Paint the front door for a fresh look, and evaluate the door knob.
Qualitg hardware shows Pridc of owncrsl'\iP and is the first thing that the bugcr will notice when thcy are evalu-
ating your home. PDouble up on gourgarclcning, Plant new flowers in the garcl to give a Plcasing curb aPPcal.
Kecp things cleaner than usual, and take serious control of your pets during this time Pcriocl. Futting alittle
extra time into your home to l':clP Potcntial buycrs see it the way you do can make all the difference. You

wouldn’t put your car up for sale without getting it washed and waxed so wh9 treat your home any cthFcrcntly?

5) Stagc Your Homc

Thc objcctivc is to make your home aPPcaling to as many Prospcctivc buycrs as Possiblc. A bright, sPacious
and uncluttered home is very imPor'I:ant to homcbugcrs. OPen the blinds, removed extra furniture that crowds

aroom, add furniture to an cmptg room and Put new linens in the bathrooms.

As bugcrs look tl‘;rough the house, you want bugcrs to imagine themselves living there, not think o{:you as
thcy travel room to room. Thc home should look neutral (think model homc) and not have a lot of your Pcrsonal
or sentimental items. |ts time to put away the broken chairs, fix the holes in the wall, give rooms a fresh coat of

Paint, Paci( up the stuffed animals and toys that aren’t bcing used on a clailg basis.

| am cxpcricncccl in giving clients valuable staging ’ciPs and suggestions. Oftenitis a matter of Packing up non-~
essential items and re-arranging furniture to best show off the features of your home. \Whether you doit your-
self, ask me for l’ICIP or hire a Pro{:cssional, staging is bg far the greatest return on your investment in Prcparing

30UF homc FOI‘ salc.

4) Fix |t, NOW!

Buycrs will notice cvcrgthing. What you don’twantis a bugcr togo tl‘lrough the house with a mental list grow-
ing with items that need to be rcPairecl or done before tl-vcg could move in. |n a market with many homes on the

market, bugcrs can afford to write offers on|3 on homes that are in move in condition.

Faint, uPclatc outdated lig]':’c fixtures, have the roof cleaned or treated, rcPair broken windows, service the fur-

nace, etc.

leou can'tdo it yoursclf, hire a hanclgman or cxPcrt. ] have lots of referrals to get most angjol) done.

5) Usc the Latcst Mar‘«:ting chhnologg

Make the most of the internet. |na 2005 stuclg done by The NAR (National Association of Realtors) it
was found that 25% of buycrs first found about Propcrtics was through the internet. Bc sure your listing is



Postcc’ on internet sites that cater to sPcciFicauy to homcbugcrs like Realtor.com, T rulia, Craig’s fist,
Cybcrl':omcs, etc. ln the same stucly, it was determined that 36% of buycrs found out about homes first from a
Realtor®. For oPtimal visibilitg make sure your home is Postcd on the sites that Realtors® have exclusive ac-
cess to, in Portland, that would be RML.S. T his will allow buycrs agents to search your home when looking
for their clients needs. Fictures say 1000 words, so make sure there are Plcntg of Picturcs that will bcauti)cu”g

rcPrcscnt the best features of your home.

I make sure that each one of my listings is rePrcscntccl on at least 15 of the online sites that I have access to. I
also hire a Pro{:cssional Photographcr and stratcgically select Picturcs that accentuate the home. ] also use
include a 360° virtual tour which further shows off the homes sPccial features. Fcaking interest on the web is a
great stratcgg to get buycrs to schedule and aPPointmcnt. ] also create a website spcci{:icauy for the prop-
erty ~adcling more Picturcs and more detail. As an cxPcricnccd agent, | know where to get the best exposure

FO]" 3OUI" homc.



