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Disclaimer: 
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Introduction 
 
There are many different reasons owners need to sell the house 

they‟re in; job transfer, need a bigger home, need a smaller home, 

retirement, need to sell due to job loss, need to get rid of a toxic 

asset, or need to sell before the bank forecloses. These reasons will 

determine what kind of sale you have.  

If you are looking to do a short sale skip to chapter 10. 
 
Many decisions will have to be made along the way when selling a 

house. Keeping the selling experience from becoming stressful and 

frustrating - educate yourself. The best place to gain this information 

from is your real estate agent and the internet. Use the check list in 

Chapter 12 to be sure you stay on track and so you don‟t overlook 

something. Your agent will be there to help you stay on track. 

 
With the check list and your calendar schedule each step up to when 

the house is placed on the market. Then with your realtor schedule 

any open houses or other marketing together. Once escrow opens 

you can put that schedule on your calendar. This will help you to see 

the light at the end of the tunnel. It is always nice to check off a list so 

you can see that you are moving in the right direction. Remember it‟s 

not luck that sells your house, it is careful planning. 

Our team welcomes your questions any time – Call us today –  
 

951-675-8795 
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Chapter 2 

Type of House Sales 
 
Knowing which type of sale you will be conducting will help when 

you put your strategy together. For buyers each type of home has 

its benefit and you will want to use it to your advantage. 

 
1. Standard Sale: This home owner has equity and is in control of 

the sale. 

2. Short Sale: This home owner owes more than the market 

value and usually does not have the funds to make the monthly 

payments. This home owner wants to avoid a foreclosure. The 

mortgage company will have to approve selling the home for 

less than what is owed. More about this in Chapter 10. 

3. Probate: This happens most often when a person has died and 

the house is being sold by the executors of the estate. 

4. REO- Real Estate Owned – This is owned by an investor (a 

bank most often) and is selling it. This house has been 

foreclosed on and is now sold in a standard manner.   

5. For Sale by Owner: In some areas at the right time this may 

be a very good option, See Chapter 11. 
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Chapter 3 

Selecting a Real Estate Agent 
 
How do you pick one that will work diligently for you? Number one in 

my book is an agent that is honest with integrity. If you know an agent 

in your circle of friends or if they have a recommendation – that may 

be as far as you need to go.  If you are afraid of giving personal 

information to an acquaintance or realtor, don‟t be, as a seller you 

don‟t need to give personal financial information to the agent, unless 

you are doing a short sale then you will have to. 

 
Remember a Real Estate agent is a salesperson - so, you want a 

realtor that is enthusiastic about selling your house and has a good 

game plan.  

 
Many times agents have to deal with both sides of the transaction – 

will he/she be looking out for your best interest (not just how much 

they will make)? I was fortunate to have first worked as a realtor in 

the new home industry where I was an exclusive agent of the builder. 

However, if I didn‟t watch out for the interest of the buyer too, I could 

have been fired. You want an agent that is able to negotiate both 

sides if need be. 

 

„Experts‟ say to hire the top producer, this may not be the right agent 

for you. Another agent maybe more egger and will give you more 

time and attention. What about new agents? They may be hungrier 
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for the sale and do a super job for you, just be sure a new realtor is 

under a mentor in their office and are receiving guidance. After 

interviewing agents ask yourself if you have good chemistry.  

 
Don‟t forget to check that they have a licensed to sell real estate in 

your state, is he/she a member of the local, state & national realtor 

associations, do they have a MLS membership, do they have a 

website? Go the Department of Real Estate‟s web site for your state 

to check their license. In California the realtor‟s license number must 

be on all advertisement material – this includes business cards – so 

get their card and look to see if it is on it. 

 
Listing Appointments 

This is when the agent meets with you to discuss about using them 

as your agent. You are both interviewing each other. A good agent 

will be prepared with items to show you how much the homes in your 

area are selling for, give ideas on marketing your house, go over 

paper work, walk through your home to give you a list of items to 

clean up for presenting your home in the best light, and answer any 

question you may have. 

 

Listing Agreements  

When filling in the listing agreement some of the key items will be; 

name of sellers, address of the property, price, start & ending dates, 

commission, excluded items, any other terms and the signature of 

sellers.  
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Commissions 

Who pays the agent? The seller does – it is usually taken out of the 

proceeds from the sale of the house. That is why it is important to do 

a net sheet so you will see where all the funds will go and what your 

bottom line will be. Most people don‟t realize how much work a realtor 

does. You are not just hiring a realtor to list your house, they also 

negotiate for you, do all the legal paper work, screen prospective 

buyers, market the house, hold home houses, show the house at 

other times, manage the escrow, and make sure the house closes – 

just to name a few.  Ask yourself what level of service are you looking 

for?  

Disclosures 

Every state has them; here in California your pile of paper work will 

almost make a book. Your agent will be able to explain them to you – 

but remember your agent can not give you legal advice. While 

making your list of repairs also write down your disclosure items. For 

example; have you had flood, earthquake, or other natural hazard 

damage – even if has been repaired it should be mentioned. Cracks 

(over ¼ in.) in the drive way or foundation? Trains close by, even 

neighborhood problems. Your realtor will help with this list. Each state 

has different laws about this subject. You would be surprised at what 

people have been sued over – put it in writing, so you won‟t have 

problems later, and keep your copies so you can prove you told the 

buyers about it. 

Incentives 



 8 

Incentives can help sell a house. Not every house needs incentives to 

sell, other times it will be requested from buyers.  

Chapter 4 

Determining your house value 
 
Location:  

Location, Location, Location is the top consideration when 

determining value. This includes - Availability of transportation, 

shopping and schools, also serenity and the neighborhood. 

 
The actual house: 

The square footage, home design, construction quality, the floor plan, 

views, landscaping, and lot size, and the condition of the house, 

house amenities. 

 
Timing:  

The current market will dictate much of the price. This includes supply 

of homes for sale, financing for buyers and interest rates. 

 
Pricing:  

Very seller wants top dollar for their house. But if it is priced too high 

you will loose potential buyers. If priced at or just below market value 

you have a better chance of receiving multiple offers which may 

reach the price you are looking for. Pulling similar comparable listings 

and sold properties will let you know what the homes are really selling 

for. Be sure to compare apples to apples. Find the house that best 

compares to yours and price it about 10% below. Have your realtor 

compare the original listing prices in your area to how much those 
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houses actually sold for. How long were they on the market? This will 

give you a good idea of what to expect for your area.  

 

Be Realistic About Appreciation.  

Since the housing market began to slow significantly in late 2007, 

home prices have fallen all over the country.  Yet understanding 

trends in your specific market is critical - as not all areas have 

experienced the same drops.  Some regions of the country have 

remained steady relative to prices, and are even back to experiencing 

modest appreciations.  If you bought your home many years ago, the 

gains you made in the decades before the downturn may still be far 

more than recent drops. Speak with your real estate professional to 

get a realistic view on how your home has gained or lost, relative to 

its value and potential price. 

Recently I had a lady who wanted to buy another house but wouldn‟t 

sell her current home because “I know how much my house was 

worth a few years ago” 

She had bought her house for $165,000 in 1989. The house went up 

in value as high as $530,000. But now the house is valued at 

$380,000. If she sold today she would made $215,000 – not bad. 

That‟s about $10,000 a year, not many savings accounts would give 

you that kind of return. Would she be „loosing‟ money – NO – it‟s not 

real money unless you sell and get that cash in hand. Equity and 

value go up & down and she still would be making $215,000. I 

understand that it is not as much as a few years ago – but she didn‟t 

sell then. And how many years will it take to get back to that amount? 
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At 5% increase each year it would take about 10 years to get back to 

$530,000. 

The same house she wants to buy will also go up in price, which may 

just knock her out of the area she wants to move to. Don‟t forget you 

will be paying higher taxes and interest rates will most likely go up, 

even insurance will cost more.  So, would it be better for this lady to 

sell now?  What do you think is a better time to sell your current 

house and buy a new one? 

 
 

Chapter 5 

Staging Your House 
 
Having an agent walk through your house may be intimidating but 

can mean thousands of dollars on your final price you receive for your 

property. No matter how wonderful your house is buyers seem to 

always find the negative features, the following ideas will lessen the 

negative and bring out the positive.  Your realtor will be able to give 

you a list of items to repair and clean & de-clutter before your house 

hits the market.  

Have you ever watched HGTV? They have some great programs that 

will help you in the creative department of what would be best to do 

for your home. You can also catch them on the internet at 

www.hgtv.com . It‟s always interesting to see what small style 

improvements they make and what a dramatic impact it has. Also go 

to www.myhomeideas.com . Goolge some of the key words below on 

the internet for some great ideas that may be just the remedy your 

http://www.hgtv.com/
http://www.myhomeideas.com/
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house needs. Put yourself in the buyers shoes, what are they seeing? 

Analyze each area of your house and get to work! When you get to 

the point that people wonder if anyone lives there – you‟re ready!  

 
Repairs 

As you make your way around your house look for the areas that 

need repairs. Take your clipboard and write everything down. Check 

the condition of the exterior wall, paint around windows and doors, 

stucco or vinyl siding repairs, caulking around windows and doors. 

When inside check all the caulking around tubs and sinks, is the toilet 

running?  I think you get the idea. Now take that list and with your 

realtor prioritize it and get to work. 

 
Curb Appeal 

I have seen people pull up to a house and not even get out of the car. 

They will never know if the inside was spectacular or if the outside 

told them not to expect anything from the inside – what does your 

house say when people drive by? Drive around your neighborhood 

take pictures of nice looking houses, watch HGTV‟s Curb Appeal 

program. What does your Realtor suggest? It may be that all you 

need is the bushes trimmed, some fresh flowers, and your lawn 

cleaned up. Or, you may need to paint and do some other repairs. 

 
De-clutter, De-personalize 

We all collect an amazing amount of junk. You‟ve heard the saying „if 

you haven‟t used it in over a year – get rid of it, others will say after 6 

months throw it away. Start packing! Take most all books off shelves; 
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pack-up those knickknacks, clean off the kitchen counters, clean out 

the closets. Take your pictures off the wall – help them to visualize 

their family in the house – not invading someone else‟s. 

 
Rent a Storage Unit 

What do you do with all this stuff? Rent a storage unit. They are 

inexpensive and will make your move that much easier in the end.  

 
Clean, Clean, Clean ~ Sparkle, Sparkle, Sparkle 

When you step into your friends homes – what do you smell? Cats, 

dirty diapers, smoke, musty?  Clean top to bottom, scrub that toilet, 

even behind it! Clean out the refrigerator, wash the windows, wipe 

down the walls and door jams, clean the air vents, and don‟t forget to 

clean the fan blades. Buyers love to look inside of cabinets and 

closets, take time to make them look good too and show off how 

much storage you have.  Alphabetize spice jars, line up coffee cups 

with the handles all the same way, stack the dishes neatly, hang your 

clothes all facing the same way with the hook part facing in, line up 

your shoes. If it is summer pack all your winter clothes and put them 

in your new storage unit. Now you can make it sparkle with fresh 

towels, tie them with ribbon – just like a model. In fact take a walk 

through some „New Home‟ models see how they stage them. 

Vacuum daily, dust regularly. Put some nice air fresheners around 

the house.  

 
Rearrange Rooms 

Rooms usually show better with less furniture. Remove pieces that 

block walkways or are not needed and put them in your storage unit. 
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If you only need a few of your bookcases for staging your house put 

the others in storage. To make your dinning room appear bigger 

remove leaves from the table. Each room should have a purpose, if 

you have toys and office items in a room make it either the office or 

play room. That way you won‟t confuse the buyers as to what the 

room is for. 

 
Replace Favorite Items 

If you want to take that beautiful chandelier replace it with a different 

light. The same goes for anything else you want to take. Replace it 

now; you don‟t want to blow a deal because the buyer can‟t have an 

item you are taking. 

 
Personal valuables 

Store any valuables out of the house in your storage unit or bank 

vault. You want to protect yourself from scam artist, they can fool the 

best realtors.  

 
Check out the competition 

Remember you are selling a product, take a tour inside of other 

homes for sale in your area, this is the competitions product how 

does it stack up to yours? This will give you an idea of how you 

compare to them. 

 
 

Chapter 6 

Marketing 
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Good marketing can make a difference whether it is a seller‟s market 

or a buyer‟s market – it will bring in prospective buyers. Marketing will 

not sell your house but it will get buyers to look at it. 

 
Pictures 

One of the first things an agent should do is take a good picture of the 

front of your house – before the „For Sale‟ sign goes up. You want 

this picture to be free of cars, toys, and signs. The picture should be 

close-up in the bright sun so there is no shade, but not into the sun. 

Try it from different angles to see which shows off your home in the 

best way. Be sure to clear away vegetation blocking the path and 

door. Once inside your agent should take pictures of every room, 

even if you are not going to publish them all. Your agent may need to 

come at different times of day to catch different rooms in the best 

light. 

  
MLS – Multiple Listing Service 

The MLS is a web based site that a realtor will use to list the property 

that all realtor members can view. There are two sides to the MLS. 

The first is where only members, other realtors, can view all the 

information about the property. The second is the public side; this is 

published to the internet and has limited information A few MLS 

services across the nation may not have this service and the realtor 

will have to place the listing manually with sites on the internet.  

 
Yard Signs & Flyers 

Your realtor will have the for sale sign placed in your yard, or window 

if a condo. If you have an HOA be sure to check with them as to the 
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rules regarding the placing of signs. Many realtors will also have a 

flyer box attached to the sign post for more information for people 

driving by. Buyers drive the neighborhood they are interested in – be 

ready, even if you say by appointment only they will still knock on 

your door. Have your realtor‟s business card to give them to set up an 

appointment. You may keep a stack of the flyers so that the box can 

be replenished when needed with out the realtor having to come by 

everyday. In some markets you may choose not to even place a sign 

in the yard as homes may be selling quickly.  

 
The Internet 

In the information age most buyers start with the internet. A few of the 

„big sites‟ like www.Realtor.com may have the listing show up 

automatically on sites which will help to broadcast your home to the 

world. Depending on the market you can even have a special web 

site just for your home.  

  
Newspaper & Print Advertisings 

Most local areas have magazines whose soul purpose is to showcase 

available homes and land. This is a great way to see what is 

happening around your area, and possibly be used by your realtor. 

News papers are still a vital means of showcasing your property too. 

Usually these types also have links to the web. This type of 

showcasing may not be necessary but always a possibility. 

 
Open Houses 

Done right this is a great way to get the word out about your property 

being on the market. Be sure the whole neighborhood knows of your 

http://www.realtor.com/
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open house. Neighbors may have their eye open for a family member 

or friend to move in the area – and so the word gets out.  Advertized 

in papers and on the internet – get some eye catching gimmicks – 

like a jumper. 

Another type of open house is when realtors do caravans and tour 

homes on the market. This will help build excitement about your 

house.  Be sure you plan a day out and not hang around during an 

open house. 

 

Chapter 7 

Showing Your House 
 
Lockbox 
 
In order for realtors to get into your house when you are not around, 

they place a lock box on it. There are two types of lockboxes 

available. The first is a combo of some kind. The combo number is 

made available on the MLS that only a realtors, appraisers, etc can 

see the number. Another way to get the combo is to call the realtor or 

their office to receive this combo number. A realtor can give out the 

combo number to clients and let them go in the house by themselves; 

you don‟t want potential clients going inside your house without their 

realtor. Some times any person will call to get the combo from the 

realtors office posing as a realtor, some offices will ask for the 

realtors license number to be sure they are a realtor. The other type 

of lock is an electronic device. There are different styles out, each 

local realtor association will use one type for the whole area. The 

electronic device is the better choice, every time it is used it is 
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recorded so you know which realtor was at the house, only realtors 

and appraisers have this kind of access. You may choose to not have 

a lockbox – but this means you will have to make yourself available 

for showings. 

 
Setting appointments 
 
You can have all appointments go through your realtor first. This way 

he/she can pre-screen them. You don‟t want to be showing your 

house to buyers who have not been pre-qualified by a lender as to 

their ability to purchase your house. Don‟t feel you have to make 

appointments any old time, it is ok to say what is a good time for you. 

Never let anyone in the house without their realtor there with them! 

Your safety is first! Scam artist will try to distract you while the other 

partner will steal items. The worse is they will physically harm you. 

 
Pets & Children 
 
Lock them up – well maybe not the children. Be sure it is mentioned 

on the MLS if you have a dog in the back yard or a cat you don‟t want 

out of the house. Clean your cats litter box every day! Pick up 

droppings in the back yard daily. Lock up your dog - even the nicest 

dog, even when you are there, potential buyers do not know your dog 

and don‟t want a dog barking and jumping on them or scaring their 

children. Have your children go outside to play while buyers are 

touring through the house. You can also have them sitting at the 

kitchen/dinning room table doing their school work or coloring. It is 

very awkward to walk through a home and open a bedroom door with 
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a person in it. You feel like you are intruding on them. Don‟t make 

appointments during the baby‟s nap time. 

 
Avoid giving the grand tour 
 
We all want to say how great our house is – but let the house speak 

for it‟s self. The best thing to do is leave the house while people are 

touring through it. Save your errands for the times you will need to be 

out of the house. If you are staying at home have a good book ready 

to sit and read. If there is anything special you want to say put it in a 

flyer that is by the front door for potential buyers to have while touring 

through your house. Maybe there is a spot on a ceiling that would 

question the condition of the roof, and you have repaired or replaced 

the roof, but just didn‟t repaint the ceiling, put it in the flyer. You will 

have to disclose it anyway so be upfront about it. If they have any 

other questions – they will ask. 

 

Chapter 8 

Negotiation Strategies 
 

Discuss offer with agent, review what your net will be 
 
The offers are now flowing in! Your next step will be to review them 

and pick the one you feel is the strongest. What will your bottom line 

be? Your agent should have given you a net sheet at the listing 

appointment that would show how much you will be walking away 

with. There are other items to consider besides the highest number. 

Check how strong the buyer‟s financial backing is, what is their credit 

score, how much of a down payment are they putting in, what kind of 
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loan is it, are they requesting repairs, are they requesting 

contributions, how long of an escrow are they looking for? These are 

all questions you need to review when deciding which offer to take.  

Seller’s Contributions 
 
This is where the seller will pay for items through escrow. Could be 

anything; escrow fees, home warranty, termite report or repairs, 

home inspection, closing cost. These are all negotiable.  

 
Sign the offer, counter back, or reject 
 
Once you decide on an offer there are three things you can do; 

accepted and sign the offer, counter back the offer, or reject the offer. 

The most common reason to counter is because of price. Be sure you 

are fair about the value of your home. Check the comparable homes 

in the area again, most of us want more then our house is really 

worth. Other reasons you may counter is, they want too many 

concessions, like closing cost. They may just want you out of your 

house sooner then you are able to move, but if you have de-cluttered 

then you will be ready for the final push out to your new home. If you 

are rejecting the offer due to price, again be sure you are fair about it. 

 
Buyer will review counter 
 
 Buyer with their agent will sign, counter back or reject.  Now it is 

back in the hands of the buyer, so you can go back and forth a few 

times until all is agreed upon. Many times the agents are able to talk 

it out before it is on paper, this helps with unnecessary time delays. 

But be sure it is all on paper in the end. 
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Discuss moving date  
 
Once all the other details are worked out and the final papers are 

signed, don‟t forget about the moving dates. You can request your 

last day to be three days after the close of escrow – this is standard 

and should be free. Any more time and you may be paying a per-day 

denim. The new owners will take their mortgage payment and divide 

by the number of days of that month and that will be your per-day 

amount. Although you have de-cluttered and move things to a 

storage – so you are ready to move! 

 

Chapter 9 

Escrow 
 

Here is a general flow of an escrow: 
o After offer is accepted and signed „earnest funds‟ will be 

deposited into escrow 
o Contingency Escrow Period: 
Á Fill out Seller‟s Transfer Disclosure statement and any other 

disclosures 
Á Appointments will need to be made for access to the 

property for the appraiser, the home Inspection company, 
and agents 

Á A termite inspection and certification will be performed 
o Sign documents 
o Closing the Escrow 
Á Lender sends balance of purchase price to escrow 
Á Deed is recorded with County Recorder‟s office 
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Á If you have funds coming to you, you can have it wired to 
your bank. 

 
The one item that takes the longest during an escrow is not on your 

side – it is the lending portion of the buyer. They can only go so fast 

for all the loan paper work to be done. Hopefully the realtor on the 

buyers side has been working on this the buyer to get all the paper 

work to the lender that would be needed so the time frame can be cut 

down.  

 

Chapter 10 

Short Sales -  The new exit strategy. 
 
If you don‟t qualify for a loan modification then a short sale may be 

your answer.  A short sale happens when a lender will accept less 

then what is owed on the mortgage. So, the lender comes up „short‟ 

of the funds needed to cover the amount still owed on the mortgage. 

Why do a short sale? 

V Doing a short sale will minimize the damage to your credit.  
V You have more control of parts of the sale. 
V You can stay in the house until the close of escrow. 
V You don‟t have to pay the real estate agent to sell the house – 

all cost are taken out of the proceeds form the sale. 
V A short sale will have less impact on your current or future 

employment. You could be denied security clearance and fail 
back round checks for employment with a foreclosure. 

V Many times you can negotiate with the lender to fully discharge 
the „deficiency Judgment.‟ 

 
Don‟t try to do a short sale yourself; you need an experienced agent 

working for you. You will need to qualify with the bank to do the short 

sale some of the reasons for the hardships are:  
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ü Loss of job or lower income 
ü Divorce, death, illness 
ü Do you owe more than what your house is worth? 
ü Do you have an adjustable loan? Is it about to reset? Won‟t be 

able to make the new payments? 
ü Avoid or stop a foreclosure that is in or near default status. 

 
The lender will ask for proof of your financial condition in the form of 

tax returns, banks statements, paystubs, W-2‟s, if there are assets 

the lender may not grant the short sale or may ask for a contribution 

from the owner, many times you can get this paid for by the buyer.  

All fees, commissions, escrow fees, taxes, HOA fees, are paid out of 

the funds from the sell of the house.  

 
Steps of a short sale: 

1. Seller signs a listing agreement with a real estate agent.  
2. A buyer makes an offer for less than what is owed on the 

mortgage. 
3. Offer is sent to the lender for approval. This can take anywhere 

from 30-90 days or more. 
4. Seller‟s lender accepts, or counters the offer. 
5. Escrow is open and follows the normal escrow flow.  

 
With a short sale you do have control over some items like; showing  

the house, which offer will be sent to the lender. If you don‟t like what 

the lender will require of you, possible funds from you, you can back 

out – but then the bank will foreclosure and they still may be able go 

after you for the difference from what the house sold at and the 

amount that was due to pay off the mortgage. Visit our website 

www.LakeMathewsRealty.com for a „Homeowners Guide to Short 

Sale,‟ this e-book will answer many of your questions. Or give us a 

call to answer any questions 951-675-8795. 

http://www.lakemathewsrealty.com/
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Chapter 11 

For Sale by owner 
 
If you are up to it you can sell your own house.  Write down the pros 

and cons on paper. A few of these are: 

ü You can save on fees – like real estate commissions. 
ü You will be getting knocks at your door at all times day and night. 
ü You will be showing people your house by yourself. 
ü You will have to make sure the buyer is really qualified. 
ü You will be paying for all advertising. 
ü You will not be able to have the exposure of the MLS. 
ü You will be managing the escrow. 
ü You will have to have make sure the buyer is performing. 
 

The basic steps of selling yourself are: 

Step 1: Prepare the house 
Step 2: Price the Home 
Step 3: Market the Home 
Step 4: Paperwork & closing. Pick an escrow company. 

 

Chapter 12 

Packing and Moving 
 
You‟ve already gotten a head start when you packed up your knick-

knacks and de-cluttered your house. Make a check list to be sure you 

don‟t forget anything. There are many other things to take care of 
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besides the moving truck. Here are some tips to make it all go 

smoother. 

V First thing is to buy a note book and a portable file box. Keep all 
important papers here for easy access  

V If you are packing your own boxes buy the plastic flip top for your 
breakable items. Number all the boxes and write the number and 
what‟s in it in your notebook. When you go to unpack things they 
will be easy to find. i.e. Box #7 – good china dishes. 

 

Chapter 13 

Top 10 Mistakes a Seller Makes 
 
1. Picking a realtor because they quote you the highest selling price. 

2. Estimating Value – priced too high – or too low. 

3. Basing Asking Price on needs or emotion not market value. 

4. House in bad condition and no curb appeal. 

5. Bad Marketing - it could be as simple as a poor picture in the MLS. 

6. Questioning the First Offer – holding out for more money. 

7. Not using a written purchase agreement. Not proofreading the 

closing statement 

8. Failing to disclose. 

9. Overdoing home improvements. 

10. Not planning your move earlier enough. 

 

 
 
 

„Where can I get answers to any pressing 
questions I may have?‟ 

Call 951-675-8795 
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