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LETO0S SELL YOUR
HOME!

PRICING YOUR

PROPERTY TO SELL:

Selling your home is a major commit-
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ment of time and energy. How much of I- comes to pricing, ithut |etds
i i if- Spring clean—even i f it’'s ot
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ference! sales in your
i Call the window washers. neighborhood I
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The value of your home goes up 1 Mulch, mulch, mulch. Multiple 'Listing
with each brush stoke of paint and Make any needed repairs, or Servic(:je and tax
i records.
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lights on, including closets. Take pets and
kids with youl!

Don’t | et a —no showl
pate that some buyers and their agent will
decide not to come in because the property
is not right for them on the outside.
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est price for your home in
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Get ready.

amount of time. 1 Anticipate a lot of buyers driving by—leave

on the market longer than necessary. Re-
ahs‘t;/ccglsuhlng prices get I:éelsf_resulfs. Buy-

are suspicious of homes that linger on

the market...resulting in lower sales prices
and tougher home inspections. Best offers
usually come at the beginning of the listing
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each showing. Remember: it only takes

GETTING STARTED:

fear - is usually impossible, if you do
your homework.
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vise, we will present the home. It may save you money at closing. more, if a property is —pri
side of your home! So...
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for my house today?l I f yo
more than what the market w

likely that no one else will either.



