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Congratulations on putting your home on the market. I have compiled some of the more important aspects of selling Real Estate in Nevada and hope you find it helpful. This guide includes information on the following:

· Preparing Your Home For Sale

· Qualifying Potential Buyers

· Understanding the Paperwork

· Opening Escrow

· Completing the Transaction

PREPARING YOUR HOME FOR SALE

Home buyers want to be knocked off their feet…they want the yard filled with flowers… and the lawn mowed… the carpet clean… and the front door washed… and the clutter removed… and all the lights on… and anything else that would make a “normal” home look like a “model” home.

Getting your home ready for sale and keeping it in good condition during the selling process is one of the most important and crucial aspects of selling your home yourself. If you make the effort and do the work up front it will come back to you in your bottom-line net profit at the closing table.

Always remember – buyers see what is in front of them. Which means, don’t ever expect a buyer to see the “potential” your home has to offer. That being said, the following is a checklist of top priority items that need to be taken care of in order to give your home its top appeal. 

Remove Clutter

This is the most important of all the basic preparations.  Rooms, closets and cupboards need to be orderly and uncluttered in appearance to make your home and storage look as large as possible.

Being cluttered can make large homes seem very small… and too much clutter is one of the biggest mistakes many “For Sale By Owners” make.

The solution to the clutter is to simply get rid of it.  Everything that you don't use on a regular basis should be put in storage or moved out of plain sight. 

KITCHEN: Go through each of your cupboards and remove all unnecessary items, then straighten and organize. Make your pantry as neat as possible because this is one of the most important features of the kitchen. And clear the counters off; put away all small appliances and remove any other miscellaneous items. Also, remove all pictures and notes from the outside of your refrigerator. 

BEDROOMS: Organize closets and remove shoes and clothes you don’t wear on a regular basis.

The best way to see if your house is cluttered or messy is to find an objective person to go through each square foot of your home and inspect it. This may be a neighbor, a friend or even a relative –  it doesn’t matter as long as that person can be brutally honest with you if need be.

Thoroughly Clean Your Home

Most people are turned off by even the smallest amount of dirt or odor when buying a resale home! Sellers lose thousands of dollars when they sell because they do not adequately clean.  If your house is squeaky clean, you will be able to sell your house faster and net hundreds, if not thousands, of dollars more.  

It's wise to pay special attention to the bathrooms in your home.  Eliminate all the mold and mildew and shower residue in your bathrooms. Make the glass and mirrors look as new as possible… and double check the caulking around the toilet and the tub.

Lighting

Be sure that all household lighting works inside and out… and make sure that your home is well lit when showing it to potential buyers.

Exterior Preparations

Creating Curb Appeal

“Curb appeal” is the common real estate term for everything prospective buyers can see from the street that might make them want to take a further look.  Improving curb appeal is critical to generating traffic.  While it does take time, it need not be difficult or expensive.

· New paint, an immaculate lawn, picture-perfect shrubbery, a newly sealed driveway, potted plants at the front door—put them all together and drive-by shoppers will probably want to see the rest of the house. Make sure that the front of your home is spotless and the exterior walls are washed down.  If you are going to repaint, stick to light, neutral colors.  Keep the yard free of gardening tools and toys.  Remember, when a family looks at a house they are trying to paint a picture of what it would be like as their home.  You want to give them as a clean a canvas as possible.  

The Front Door

When a prospect comes to look at your house, the first thing he or she will see is your home’s front door! 

· The front door greets the prospective buyer.  Does it need to be painted?  Make sure the front door and/or screen door are in excellent condition.  If not, replace them.  

· Make sure the doorbell works.

· Make sure the front door is scrubbed clean (and there are no fingerprints visible).  

· Roll out the welcome mat—literally. Place a rough textured doormat at the front door which is inviting and will help keep your floors and carpets cleaner during showings.  

The Yard

· Make sure your house number easy to see from the road. 

· Make sure that the front yard, in particular, is fresh, clean, and well “scrubbed.” 

· Keep your lawn and landscaping well maintained and trimmed.  Add charm with flowers along the entry walk or in cheerful window boxes. 

·  Keep your flowers blooming. The cost of replacing flowers is usually minor in comparison to the perceived value it gives your home.

· Pull all weeds.  Rake all leaves.  Water the lawn and keep it green.  

· Prune and trim the trees and shrubs.  Remove dead trees and shrubs. It’s not a bad investment, especially in the front yard, to add new trees and/or shrubs.

· Keep hoses and garden equipment out of sight.

· Clean/ repaint/replace all outdoor furniture.

· Keep walkways and driveways free of debris.  

· Gates and fences should be cleaned, repaired and painted.  

· Shades and awnings should be in good condition.  Replace them if the color has faded.  

· Keep trash cans covered and out of sight, and deodorized.

Garage/Driveway/Walkways/Patios

· Tidy up the garage and show off its size.

· Ensure that the garage door opens with no problem.

· Rid the driveway of grease stains with kitty litter or a chemical solvent.  

· Smooth over any foundation cracks in the sidewalk, patios, walkways and driveway.

The Roof

· Fix the roof if it leaks.

· Secure or replace all loose roof shingles and tiles.  

· Paint the chimney vents; inspect and repair loose bricks or stones.  Caulk where the chimney meets the roof.

· Clean, repair and paint gutters and downspouts.

Interior Preparations

Odors

Odors must be eliminated especially if you have dogs, cats, young children in diapers, or if you are a smoker.  You may not notice the smell, but buyers do!

· Place an air freshener inside closets.  Close all other closet doors and cabinets.

· Use potpourri types of smells throughout the house.

Kitchen

· Clean the range hood, oven, stove top, and walls of all grease.  

· Replace any burner pans that need replacing (this is usually easier than cleaning them).

· Repair/replace faucet if leaking or outdated.

· Fix any faulty appliances.

Flooring

· Shampoo the carpets.  If the carpet does not clean well consider replacing it (with a neutral color).

· All hardwood floors should be waxed.

· The grout of all tile floors should be crack-free and as even as possible.

Bathrooms

Bathrooms can literally make or break a sale — make sure they are ultra clean and shiny!  

· Polish chrome faucets and handles in the tubs and sinks. 

· Re-caulk if any caulking is damaged or discolored in the bathroom or showers/tubs.  

· Replace toilet bowls if they do not become spotlessly clean.

· Replace shower curtains.

· Clean out medicine cabinet(s).

· Remove any rust stains, and replace faucet washers.  

· If your home’s water pressure is low, work on improving it.  

· Dripping water discolors sinks and suggests faulty or worn-out plumbing. (Any indications of plumbing problems will cause concern on behalf of the buyer, even if it is unwarranted.)

· Replace any tiles which are cracked or chipped.    

· Be sure that towels and area rugs are bright and clean.  

Painting and Walls

While washing the walls may improve their look, consider a complete paint job.  It will brighten each room and make it look larger.

· Use a neutral color (off-white would be the best choice).  Any bright or dark walls should have two coats.  

· Repair or replace any wallpaper that has become loose.

· Rather than re-hang all the pictures after painting, it would be wise to putty the holes and paint over them, then consider putting back only a few.  All walls should be clean and free of gouges, scratches, smudges, scotch tape, posters, thumbtacks, etc. 

Storage:

· All clothing, shoes, hats, accessories, tools, paper, magazines, books and personal items not contributing to the decor of the room should be stored in closets or dressers.

· Tidy up all closets.  

Additional Items:

· Remove/replace any special items that you don’t intend to leave behind. For example, the chandelier in the dining room that you intend to take with you, replace it now before a buyer falls in love with it.

· Repair or replace all doors and closet doors if there are holes or cracks.  

· Check that your doors don’t stick or have loose knobs.  

· Make sure your cabinet drawers have no loose knobs.  

· Pack up all your personal photos.

· Any cobwebs should be removed.  

· Organize closets; remove items which are not necessary and put them in storage.  Large closets sell houses; well-organized closets look much bigger.

· Remove excess extension cords, especially those in traffic ways.

· Dress up windows in freshly laundered curtains or dust/clean window blinds.

· Open doors to the areas you want the buyer to see such as walk-in closets, pantries, etc.  Make sure those areas are neat.  

· Ensure that all light fixtures are cleaned and that there is a light bulb in every fixture.

· Caulk any windows that leak.

· Clean all window sills, as well as any space between windows and storm windows.  

· Windows should be in good repair with no cracks.

· Fix any squeaky hinges on doors.

· Replace air filters and clean vents.

· Clean the curtains and window coverings.

· Screens should be clean, in good condition, free of rust and holes.

· Any paint on window panes should be removed with a razor blade prior to cleaning.  

· Make sure all stair railings are secure and the stairways are uncluttered.

· Straighten all pictures and mantel decorations.

· Have the furnace cleaned and inspected if you haven’t done it in over a year. 

· Gather the operating manuals and warranties for all major appliances.

5 Feng Shui Concepts to Help You Sell Your Home

To put the best face on your home and appeal to buyers who follow feng shui principles, keep these tips in mind.

· Pay special attention to the front door, which is considered the "mouth of chi" (chi is the "life force" of all things) and one of the most powerful aspects of the entire property. Abundance, blessings, opportunities, and good fortune enter through the front door. It's also the first impression buyers have of how well the sellers have taken care of the rest of the property. Make sure the area around the front door is swept clean, free of cobwebs and clutter. Make sure all lighting is straight and properly hung. Better yet, light the path leading up to the front door to create an inviting atmosphere.

· Chi energy can be flushed away whenever there are drains in the home. To keep the good forces of a home in, always keep the toilet seats down.

· The master bed should be in a place of honor, power, and protection, which is farthest from and facing toward the entryway of the room. It's even better if you can place the bed diagonally in the farthest corner. Paint the room in colors that promote serenity, relaxation, and romance, such as soft tones of green, blue, and lavender.

· The dining room symbolizes the energy and power of family togetherness. Make sure the table is clear and uncluttered during showings. Use an attractive tablecloth to enhance the look of the table while also softening sharp corners.

· The windows are considered to be the eyes of the home. Getting the windows professionally cleaned will make the home sparkle and ensure that the view will be optimally displayed.

Showing Advice / Preparations

When an appointment has been made to show your property, we suggest a few special preparations such as:

· Tidy-up – wipe down bathrooms, run the vacuum, wipe any spots on the floors, etc.

· Keep all doors unlocked within the home.  Buyers want to see all the rooms (and closets); if they can’t, it slows up or stops the buying process.

· Turn on all lights—day or night!

· Open all the drapes and shutters.  Make your property as bright as possible.  Buyers typically want homes with lots of light!

· For a night showing, turn on all of your inside and outside lights, creating a glowing warmth around your home as the potential buyers drive up.  

· Make sure the sink is clean and free of dirty dishes.

· Wipe down counter tops.

· Freshly mop the floors and baseboards of your kitchen — make them gleam.

· Make all beds! This seems obvious but it’s amazing how many homes I’ve shown with the beds not made and the rooms a mess.

· Leave soft music playing.  Turn off any blasting television or radio.

· Create a positive mood.  If it is a cold day, make sure your home is heated, and if it is summertime, keep your home cool.  

· Add a special accent to make your house appear comfortable and inviting:  an open cookbook, cut flowers in a vase, or something baking in the oven.

· If at all possible don’t have too many people present during a showing since the potential buyers will feel like intruders and want to hurry through your house.  The goal is to encourage them to spend as much time in your home as possible so that they can “get comfortable.”  

· Keep pets out of the way when showing, preferably out of the house. (One type of prospect is annoyed and another gets their attention diverted).  Some buyers do not like animals or their odors and they may raise undue concerns about the condition of carpeting.  

QUALIFYING POTENTIAL BUYERS

How To Handle Callers

The telephone is the first-line of defense against time wasters. By asking the following questions you’ll eliminate most of the “tire-kickers.” These are direct questions that get to the point with your buyer-prospects and are crucial to your success.

· What is your desired home size and square footage?

· What is your desired number of bedrooms and bathrooms?

· Do you have a lot size in mind?

· Are you looking for a home with a fireplace?

· Is this home in your price range? 

· What is a most important thing about the home you’re looking for?

· Have you looked at other homes in this area?

· When do you have to move by?

· Are you currently renting or owning?

· Do you have a home to sell?

· Are you currently employed?  

· Is your spouse currently employed? 

· What is your approximate gross monthly income (combined)?

· Are you working with a real estate agent?  

· What type of financing are you going after?  

· How’s your credit?

· Have you had the opportunity to speak with a lender yet? 

· Are you pre-approved? For how much? What type of financing?

I can’t stress enough how important it is to ONLY show your home to qualified buyers. It is best to develop a relationship with a lender so if a buyer calls and wants to see your house but hasn’t been pre-approved, you can direct them to call your preferred lender first to get their pre-approval. Once they have the “green light” from your lender, you can show them your house. 


Recommendation: Melanie Dages; Southern Fidelity Mortgage 702-468-8737

.

If the buyer is already pre-approved or says they are a CASH buyer, tell them to bring their pre-approval letter or Proof of Funds with them when they come to view your home.

UNDERSTANDING THE PAPERWORK

The Purchase Contract

The following is a list of sections found in any common real estate contract… review them now. 

· Date

· Buyer’s Name – The name under which the buyer wishes to take title. 

· Legal Description and Street Address – The legal description is the technical information from the government regarding plat location, section, etc. The street address is the name by which the property is commonly referred (i.e., 123 Maple Street, Anytown USA).

· Purchase Price and Terms – This section details the agreed purchase amount and the terms of down payment, loan amount, interest rate, and other loan conditions. A description of the loan will be required.  If the buyer has not yet received loan approval, they will need to specify the interest rate, loan conditions, and down payment limits. (For example, your contract can specify “offer is contingent upon buyer’s ability to obtain a 20%, 8% interest rate, 30-year loan within 15 days.” Therefore, if they cannot find such a loan, these stipulations will allow them to be released from the contract, should they desire. If they are planning to assume your existing loan, the contract will need to specify “offer contingent upon lender’s approval of loan assumption..”)

· Earnest Money Deposit – The amount of Earnest Money due is negotiable and varies with the value of the property. The range is usually between 2% and 5% and is rarely less than $500.00. Its purpose is to show good faith that the offer is serious. It also serves as a source of payment for damages to you should the buyer default on the terms of the contract. It is made payable to the title company.

· Inclusions and Exclusions – This section details any items that are to be included in the purchase price that are not permanently attached to the real property. Also, this section details any items you do not wish to leave that may be construed as attached or staying with the property. For example, these items may include window coverings, refrigerator, stove, dishwasher, microwave, shed, dog house, garage door opener, etc.

· Liens, Encumbrances and Restrictions – The contract should detail all liens, encumbrances, easements, restrictions, etc. which are not recorded. 

· Special Assessments – Any special assessments should be noted in contract. For example, if a property recently got a special assessment to build new sewers, who is to pay for it, etc. 

· Appraisal – If the buyer is financing the purchase, the contract will be contingent upon the appraisal.

· Inspection – The buyer has the right to request a physical inspection of the property. If the inspection proves unsatisfactory, both buyer and seller have a set time to reach a settlement of how to correct the unsatisfactory conditions. 

· Title Insurance Policy – A title insurance policy is required by the lender. As the seller, you will pay for the title insurance policy. The buyer is required to purchase a mortgage policy which is part of their loan fees at closing. 

· Closing Procedures – This section details who is to be responsible for conducting the closing. Usually all monies and documents are handled by a title company (i.e., the closing agent). The closing agent acts as a depository for funds. They disburse funds to the proper parties, handle the adjustment of taxes, insurance, etc. between the buyer and seller. They are also responsible for obtaining pertinent documents such as the deed, title insurance policies, and are responsible for the recording of documents with the state, etc.

· Date of Closing – Specify a closing date. If the buyer is obtaining financing, the closing date should be at least 45 days from date of contract.  

· Date of Possession – Although this date is negotiable between buyer and seller, it is customary for possession to occur on the day of recording.

· Occupancy – This section details what happens if you do not give occupancy. 

· Terms of Contract Termination – The number of days you have to accept the offer. 

· Additional Provisions – This is where you put all items which may be in doubt or which could be contested later. 

· Signatures – In most states, an offer and acceptance must be in writing. If acknowledged in the body of the contract, fax signatures will be binding until original signatures are obtained.

Disclosures

Sellers are required, By Law, to provide the Buyer(s) with certain disclosures. Get familiar with which ones are required for your particular type of sale (single family, condo, townhouse, vacant land, mobile home, high rise, etc.) and make sure you have them ready for the Buyer(s) of your property. 

Make sure you disclose all material facts about your property. The penalty for not disclosing is too high to ignore this advice.

OPENING ESCROW

What is Escrow?


The technical definition of an escrow is a transaction where one party engaged in the sale, transfer or lease of real or personal property with another person delivers a written instrument, money, or other items of value to a neutral third person called an escrow agent or escrow holder. This third party holds the money or items for disbursement upon the happening of a specified event or the performance of a specified condition (closing the real estate transaction).

Simply stated, the escrow holder impartially carries out the written instructions given by the principals. This includes receiving funds and documents necessary to comply with those instructions, completing or obtaining required forms, and handling final delivery of all items to the proper parties upon the successful completion of the escrow. 

When all of the instructions in the escrow have been carried out, the closing can take place. At this time, all outstanding funds are collected and fees—such as title insurance premiums, real estate commissions, termite inspection charges—are paid. Title to the property is then transferred under the terms of the escrow instructions and appropriate title insurance is issued. The following items represent a typical list of what an escrow holder does and does not do:

The Escrow Holder:

· Deposits earnest money into their escrow account;

· Serves as the communications link to all parties in the transaction;

· Prepares escrow instructions;

· Requests a preliminary title search;

· Requests a beneficiary’s statement if debt or obligation is to be taken over by the buyer;

· Complies with lender’s requirements, specified in the escrow agreement;

· Orders Demand Statements from HOAs, sewer/trash;

· Receives purchase funds from the buyer;

· Prepares or secures the deed or other documents related to escrow;

· Prorates taxes, interest, insurance and rents according to instructions;

· Records deeds and any other documents, as instructed;

· Requests issuance of the title insurance policy;

· Closes escrow when all the instructions of buyer and seller have been carried out;

· Disburses funds as authorized by instructions;

· Prepares final statements for the parties and accounts for the disposition of all funds;

· DOES NOT offer legal or investment advice, or negotiate the transaction.

Who Pays What?

A Guide to Closing Costs

	The SELLER can generally be expected to pay for:


	The BUYER can generally be expected 

to pay for:

	· Owner’s title insurance premiums

· Real Estate commission

· Escrow fee: ½

· Transfer Tax

· Any loan fees required by buyer’s lender per contract

· Payoff of all loans in seller’s name (or existing loan balance if being assumed by buyer)

· Interest accrued to lender being paid off--Statement Fees, Reconveyance Fees, and any Prepayment Penalties

· Termite inspection (according to contract)

· Termite work (according to contract)

· Home warranty (according to contract)

· Any judgments, tax liens, etc. against the seller

· Recording charges to clear all documents of record against seller

SELLER'S COSTS CONT'D

· HOA Demand

· HOA Resale Package

· Tax pro-ration (for any taxes unpaid at time of transfer of title)

· Any unpaid Homeowner’s Association fees due. 

· Any bonds or assessments (according to contract)

· Any and all delinquent taxes


	· Lenders’ title policy premiums

· Escrow fee: ½

· Document preparation (if applicable)

· Notary fees (if applicable)

· Recording charges for all documents in buyers’ names

· Homeowner’s Association Transfer Fee

· All new loan charges (except those required by lender for  seller to pay)

· Interest on new loan from date of funding to 30 days prior to first payment date

· Assumption/Change of Records fees for takeover of existing loan

· Beneficiary Statement Fee for assumption of existing loan

· Home warranty (according to contract)

· Fire insurance premium for the first year

· All pre-paids




COMPLETING THE TRANSACTION

Your Real Estate Transaction Checklist

Contract Date __________________
Closing Date ______________________

Buyer’s Name(s) _______________________________________________________

Phone _______________

    Fax ________   Email____________________

Address ______________________    City _______________  State ____ Zip ______

Buyer’s Agent __________________   Phone _____________  Fax ______________

Title Officer ____________________  Phone _____________  Fax ______________

Lender          ____________________  Phone _____________  Fax ______________

Home Inspector_________________   Phone _____________  Fax ______________

Attorney       ____________________  Phone _____________  Fax ______________

CHECK OFF ITEMS WHEN THEY’RE COMPLETED

Lender Letter Received 






_________

Title Work Ordered







_________

Title Work Received







_________

Earnest Money Deposited






_________

Contract Faxed To Lender






_________

Contract Faxed To Title Co.





_________

All State Required Seller Disclosures Delivered to Buyer

_________

Disclosures received back from Buyer




_________

HOA Resale Package Ordered





_________

HOA Package Delivered






_________

HOA Package Receipt Received





_________

Inspection Completed






_________

Inspection Objections Received 





_________

Inspection Work Complete






_________

Loan Approval Complete






_________

Homeowners Insurance Ordered 





_________

Home Warranty Ordered






_________

Appraisal Ordered







_________

Appraisal Complete







_________

Closing Date Scheduled






_________

I hope you find this reference guide helpful. If you have any questions, please feel free to contact me.  Thank you and good luck with the sale of your home!

Jennifer Moran Foland

702-232-7721

Keller Williams Realty Las Vegas

3100 S. Durango #106

Las Vegas, NV 89117

www.JenniferMoranFoland.com
EarthAgent@HelloWorld.com
Buying or selling a home (or other piece of real property) usually involves the transfer of large sums of money.  It is imperative that the funds and related documents from one party to another be handled in a neutral and secure manner.  For the protection of the buyer, seller, and lender, the escrow process was developed.











