
SELLER:  
WHAT TO EXPECT

ONE. Gauge your need to sell
Define your goals for the next 5-10 years

Weigh the pros and cons

Can you afford to sell, buy, and move?

Consider remodeling your home to fit your needs

Weigh the pros and cons of renting out your home 

Calculate your home equity (your Realtor® can help!)

Research the local housing market (use your 
Realtor’s® expertise!)

THREE. Selling expenses/Selling strategy
List the repairs and projects you’ll have to do to get 
your home in selling condition and estimate the costs 
of purchasing supplies and hiring contractors.

See what projects you can afford and adjust how 
much you expect to get for selling your home.

To get top dollar, consider remodeling projects and 
green upgrades that increase your home value.

And factor in these costs:
•  Professional home pre-inspection
•  Capital Gains Tax, Land Gains Tax
•  Mortgage payoff
•  Staging and marketing expenses
•  Moving expenses
•  Cost of living in new city or neighborhood
•  Costs related to getting a mortgage for new home

Determine how quickly you need to sell your house

With your Realtor, choose the best time of year to list 
your home (this is largely determined by the market 
in your area); don’t forget to consider yourself and 
your needs - you may wish to work backwards from a 
potential “Closing” date to determine the best time 
for you to list.

TWO. Value your home w/your Realtor®

You have a choice in which Realtor® to use. Ask 
your friends and colleagues for recommendations; 
interview reputable Brokers; invite them to provide 
you a CMA (*see below);

To create a CMA (Comparable Market Analysis), a 
Realtor® will consider the following in determining a 
suggested listing price for your home: 

location 
condition 
other comparable homes and their selling prices 
other properties for sale/current market conditions
/current market trends

A highly motivated seller may be interested in pricing 
more aggressively. A less motivated seller may want 
to stick with an appropriate market value

Once you’ve chosen a Realtor®, you will sign an 
“Exclusive Right To Market Agreement” (your 
Realtor will inform you of this and other options, as 
well); Review the Listing Agreement carefully, and 
ask questions - it is your Realtor’s job to keep you 
informed, and yours to indicate when you’re unsure 
of the details. Remember, the Listing Agreement is a 
Contract.

FOUR. Pre-Listing Stage
Once you complete the “PRE-LISTING CHECKLIST”, we are 
ready to stage your home for marketing (SEE MARKETING 
WORKSHEET), showings, and Realtor Open Houses.
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FIVE. Staging
Once you have completed the prep and staging of your 
home (use our STAGING CHECKLIST), we will schedule 
imaging services (please reference our IMAGING 
CHECKLIST). Proper staging readies your home for photos, 
the Broker Open House, and subsequent showings. Below 
are a few of the more important preparations you’ll be 
making.

Have a yard sale!

Make necessary repairs

Consider curb appeal improvements

Consider hiring: a home stager, personal assistant, 
or a move manager if you could use help during the 
process!

Declutter, depersonalize, decorate

Paint

Replace outdated lighting fixtures, window 
treatments, bedding, etc.



SELLER:  WHAT TO EXPECT cont. TEN. Escrow to Closing
When an offer is acceptable to you, you will sign a 
Purchase and Sale Agreement

IPJ Real Estate will send you a Closing Checklist, which 
details the many pieces you can review/prepare, to 
make the closing transaction a smooth and stress-free 
process 

Your Realtor® will offer suggestions as to whom to 
use as an Attorney/Escrow Officer (they will draft a 
deed, request payoff information for your mortgage 
and other liens on the home, prepare and record 
documents, hold and dispurse funds and prepare 
closing statements

Create a formal plan for handling home repairs, 
including when they should be made and who pays 
for them.

Clean and prepare the home for the appraisal and 
home inspections.  SEE SELLER: INSPECTION CHECKLIST

Check out our MOVING GUIDE to help you during this 
labor intensive and sometimes overwhelming stage - 
you can do this!

Prepare for the final walk-through inspection 24 hours 
prior to closing; house should be clean and empty

Sign the closing documents at closing (you are not 
required to attend the closing - a representative 
Power of Attorney may be assigned to sign for you if 
you prefer)

Keep copies of all documents in order to report the 
sale on federal and state tax forms; IPJ Real Estate 
sends an end-of-year reminder as to your Attorney’s 
contact info, in the case you’ll need a copy of your 
Closing/Settlement Statement

34 MAIN STREET  |  MIDDLEBURY, VERMONT
802.388.4242  |  IPJREALESTATE.COM
INFO@IPJREALESTATE.COM

Questions?  
Your IPJ Broker is happy to help!
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SIX. Advertising/Marketing
We will take photos (and other visual media if 
appropriate) - SEE SELLER: STAGING CHECKLIST! 

Your Realtor® will input the info necessary to list your 
home in the MLS (Multiple Listing Service)

We will place a sign at your property

We will advertise the new listing in the local paper

We will host a Broker Open House at your property to 
allow Addison County-based Agents to preview your 
home/ask questions

We advertise in several local and regional 
publications, as well as digitally; when we place your 
home in additional media, we’ll let you know!

SEVEN. Showings & Broker Open House
Keep your home show-ready at all times

Communicate with your Realtor® important 
scheduling notes (eg, your Aunt is in town for the 
week so you’d like to avoid showings)

The Broker Open House will be held on a Tuesday; 
your Realtor® will introduce your home to other 
County professionals (they’ll be helping to sell it too!)

Your Realtor® will communicate with you after each 
showing, to let you know what the comments were 
- you and your Realtor® use feedback from other 
Agents and Buyers to make informed decisions 
moving forward!

EIGHT. Purchase Offers
Your Realtor® delivers each and every offer to you in 
a timely manner; they will assist you in reviewing offers 
carefully, considering: offer price, preapproval letters, 
contingencies, earnest money amounts, proposed 
closing dates and offer expiry dates

If it is a multiple offer situation, your Realtor® will help 
you to establish decision making criteria; it helps to 
have a process in place for weighing the pros and 
cons

Try to keep emotions in check; less than stellar offers 
are not a personal affront

NINE. Counteroffers/Negotiations
Each offer is an opportunity to negotiate!

There are several options as to how to respond and 
with what considerations - your Realtor® will help you 
review these options and from every angle - keep an 
open mind and your Realtor® will keep you educated 
and equipped to make well-informed decisions!


