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Where	do	I	start?	
•  Decide	if	now	is	the	right	.me	to	sell	–	

what	are	the	implica.ons	if	you	wait?		
Your	first	step	is	fact	finding.	

•  Find	the	best	agent	for	the	job	–	
experience,	knowledge,	track	record,	
references	

•  Decide	on	a	marke.ng	plan.	
•  Prepare	your	home	to	sell.	

•  Find	a	REALTOR	who	knows	the	
area,	one	with	whom	you	feel	
comfortable	with	and	one	whom	
works	full	.me	and	has	experience	
in	the	area.		

•  Ask	your	REALTOR	to	set	you	up	
with	automa.c	email	service	for	
new	lis.ngs	and	price	reduc.ons	
based	on	your	criteria.		This	way	
you	will	never	miss	a	lis.ng	and	
stay	ahead	of	the	market.	



	Considera.ons	if	you	wait…	
•  How	long	are	you	prepared	to	wait?	
•  What	are	the	market	condi.ons	predicted	to	be	during	that	.meframe?	
•  What	does	it	cost	you	to	carry	you	home	currently?	
	

	

•  Are	there	any	major	projects	that	will	need	to	be	done	soon.		New	HVAC,	roof,	paint	
etc…	

	

Taxes	 U(li(es	 Pool/Spa	Upkeep	

Insurance	 Mortgage	 Property	Mgmnt	
fees/maintenance	



Determining	List	Price	
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Your	agent	will	look	at	what	has	
recently	sold,	all	similar	homes	
currently	on	the	market	and	how	
quickly	you	would	like	the	home	to	sell.	
The	average	home	on	the	Outer	Banks,	
as	reported	by	the	OBX	Associa.on	of	
Realtors,	takes	over	160	days	on	the	
market	before	it	sells.	This	.me	reflects	
the	first	day	it	is	listed	to	the	day	it	
closes.	
It	is	crucial	to	price	the	home	
accurately	from	the	beginning.		
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Condi.on,	condi.on,	condi.on		
–	making	sure	your	home	is	in	“.p-top”	shape	and	shows	well	goes	a	long	way	to	gebng	
top	dollar	and	selling	in	the	best	possible	.me	frame.	

Selling	Process	



Receiving	an	Offer	
•  The	market	is	always	changing.	I	will	keep	you	informed	of	new	lis.ngs	and	recent	sales.	
•  All	offers	should	be	made	in	wri.ng	and	accompanied	by	a	prequalifica.on	lecer.	
•  Once	the	offer	is	presented	we	will	oden	nego.ate	counter	offers	verbally	and	then	commit	
the	final	terms	in	wri.ng.		

•  Once	under	contract	the	buyer	will	have	a		‘DUE	DILIGENCE’	period.		This	date	should	allow	
enough	.me	for	them	to	complete	any	and	all	inspec.ons	that	they	may	want	to	do	on	the	
home,	review	associa.on	documents,	obtain	a	survey	and	eleva.on	cer.ficate,	complete	pest	
inspec.on	and	allow	.me	for	appraisal	and	final	loan	commitment.		Remember	-	while	in	Due	
Diligence	buyers	can	cancel	contract	for	any	reason	or	no	reason	and	receive	their	earnest	
money	back	in	full.	An	average	.me	frame	is	no	more	than	30	days.	

•  The	most	common	addendums	that	could	be	included	in	an	offer	are	Vaca.on	Rental	
Addendum	and	Bill	of	Sale	(if	applicable)		most	homes,	are	sold	furnished	with	a	separate	bill	
of	sale.			



Nego.a.ng	Tips	
1.  No	emo.on	allowed	in	real	estate.		Once	you	allow	emo.on	to	enter	the	process,	you	lose	

your	edge.			Remember	–	you	are	going	to	be	working	with	these	buyers	for	about	45	–	60	
days,	sebng	the	tone	up	front	can	go	a	long	way.	

2.  Cash	Offers	allow	a	buyer	to	close	in	a	shorter	.me	frame,	without	the	added	steps	of	the	
lending	process.		As	such,	cash	buyers	may	be	looking	for	a	becer	price.		Make	sure	you	get	
proof	of	funds.	

3.  If		a	buyer	is	obtaining	a	loan,	be	sure	they	have	a	prequalifica.on	lecer	to	present	with	their	
offer.	

4.  Make	sure	their	offer	is	not	con.ngent	upon	them	selling	a	home	first.			
5.  If	they	are	asking	for	an	extended	due	diligence	period	then	asking	them	to	offer	a	due	

diligence	fee	is	may	be	a	good	idea.		Note:		Due	Diligence	Fee	is	paid	directly	to	the	seller	and	
IS	NOT	refundable.		They		are	paying	you	to	keep	your	property	off	the	market	for	an	
extended	.me.		

6.  Earnest	money	is	deposited	into	a	trust	account	and	is	credited	towards	the	buyer’s	purchase	
at	closing	



Due	Diligence	-	Now	What?		
•  Period	of	.me	that	is	defined	in	the	NC	

Offer	to	Purchase	and	Contract	
•  Allows	the	buyer	.me	to	fully	inves.gate	

a	property	and	decide	whether	or	not	to	
proceed	with	the	purchase	

•  Buyers	can	cancel	for	any	reason	or	no	
reason	during	this	.me	and	receive	their	
earnest	money	deposit	back	in	full;	note	
generally	sellers	cannot	cancel	without	
being	in	breach	

•  	In	most	cases	this	period	of	.me	takes	
the	place	of	most	con.ngencies.	
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What	to	expect	from	a	Home	

Inspec.on?	
•  Purpose	of		professional	home	inspec.on	is	to	provide	informa.on	to	the	buyer	concerning	any	structural	

or	mechanical	problems	that	may	exist	with	a	par.cular	home		
•  Buyer	may	opt	to	have	more	specific	inspec.ons	of	HVAC	system,	pool/spa,	structural	issues,	as	advised	by	

home	inspector	
•  During	Due	Diligence	the	Seller	will	make	the	home	accessible	to	the	buyer’s	inspectors.			
•  If	any		issues	are	uncovered	during	the	home	inspec.on	buyers	can	choose	to	accept	the	home	as	is,	walk	

away	and	retain	their	earnest	money	or	ask	the	seller	for	the	issues	to	be	repaired	or	give	a	credit	at	closing	
•  The	home	inspec.on	is	to	uncover	defects	that	the	average	person	would	not	be	aware	of	by	simply	walking	

through	the	home;	it	is	important	to	be	sebng	the	right	expecta.ons	with	buyers,	up	front	,	during	contract	
nego.a.ons.	

•  Just	remember	–	any	results	from	a	home	inspec.on,	once	known,	become	a	material	fact	and	must	be	
disclosed	unless	remedied.	



																															
Closing	Costs:		

AForney	Fees	 $500	-	$700	

Real	Estate	Commission	 Nego(ated	at	(me	of	lis(ng		

Land	Transfer	Tax	 1%	of	Sales	Price	

Revenue	Stamps	 $2.00	per	$1,000	in	Sales	price	

Pro-rated	Property	Tax	 Determined	based	on	Closing	Date	

Loan	Payoff	(s)	

Pro-rated	Homeowner	Dues		 If	applicable	based	on	Closing	Date	



Walk-Through	
•  Many	buyer’s	are	from	out	of	state	and	do	not	

come	to	closing	
•  If	they	are	not	coming	to	closing	their	agent	may	

perform	the	walk	through	for	them	on	the	day	
of	closing	

•  This	is	to	assure	the	buyer	that	the	home	is	in	
the	same	general	condi.on	and	that	all	items	
that	are	supposed	to	convey	are	indeed	there.			



•  Most	closings	involve	at	least	one,	if	not	two,	out	of	town	par.es	

•  Closings	in	this	area	not	done	with	all	par.es	sibng	around	a	closing	table.		All	nego.a.ons	are	
done	prior	to	closing.	

•  It	is	not	uncommon	for	both	the	buyer	and	seller	to	review	and	sign	their	documents	in	
advance	and	overnight	them	back	to	the	acorney	for	the	scheduled	closing	date.		This	normal	
in	our	market	and	is	known	as	a	“mail	away	closing”	

•  It	is	important	to	remember	that	in	NC	the	sale	is	not	complete	un.l	RECORDATION	at	the	
Register	of	Deeds	has	taken	place.	

•  Funds	will	not	be	able	to	be	dispersed	un.l	the	deed	has	been	recorded	

•  Keys	will	not	be	released	un.l	the	deed	has	been	recorded	

	

Closing	



WORKING	WITH	REAL	ESTATE	AGENTS	

When	buying	or	selling	real	estate,	you	may	find	it	helpful	to	have	a	real	estate	agent	assist	you.	Real	estate	agents	can	provide	many	useful	services	and	
work	with	you	in	different	ways.	In	some	real	estate	transac.ons,	the	agents	work	for	the	seller.	In	others,	the	seller	and	buyer	may	each	have	agents.	And	
some	-	.mes	the	same	agents	work	for	both	the	buyer	and	the	seller.	It	is	important	for	you	to	know	whether	an	agent	is	represen.ng	you	as	your	agent	or	
simply	assis.ng	you	while	ac.ng	as	an	agent	of	the	other	party.	This	brochure	addresses	the	various	types	of	agency	rela.onships	that	may	be	available	to	
you.	It	should	help	you	decide	which	rela.onship	you	want	to	have	with	a	real	estate	agent.	It	will	also	give	you	useful	informa.on	about	the	various	services	
real	estate	agents	can	provide	buyers	and	sellers,	and	it	will	help	explain	how	real	estate	agents	are	paid.	

Sellers	
Seller's	Agent		
If	you	are	selling	real	estate,	you	may	want	to	“list”	your	property	for	sale	with	a	real	estate	firm.	If	so,	you	will	sign	a	“lis.ng	agreement”	authorizing	the	firm	
and	its	agents	to	represent	you	in	your	dealings	with	buyers	as	your	seller’s	agent.	You	may	also	be	asked	to	allow	agents	from	other	firms	to	help	find	a	buyer	
for	your	property.		
Be	sure	to	read	and	understand	the	lis.ng	agreement	before	you	sign	it.	Your	agent	must	give	you	a	copy	of	the	lis.ng	agreement	ader	you	sign	it.		
	
Du(es	to	Seller:	The	lis.ng	firm	and	its	agents	must	•	promote	your	best	interests	•	be	loyal	to	you	•	follow	your	lawful	instruc.ons	•	provide	you	with	all	
material	facts	that	could	influence	your	decisions	•	use	reasonable	skill,	care	and	diligence,	and	•	account	for	all	monies	they	handle	for	you.	Once	you	have	
signed	the	lis.ng	agreement,	the	firm	and	its	agents	may	not	give	any	confiden.al	informa.on	about	you	to	prospec.ve	buyers	or	their	agents	without	your	
permission	so	long	as	they	represent	you.	But	un(l	you	sign	the	lis(ng	agreement,	you	should	avoid	telling	the	lis(ng	agent	anything	you	would	not	want	a	
buyer	to	know.	
	



Services	and	Compensa(on:	To	help	you	sell	your	property,	the	lis.ng	firm	and	its	agents	will	offer	to	perform	a	number	of	services	for	you.	These	may	
include	•	helping	you	price	your	property	•	adver.sing	and	marke.ng	your	property	•	giving	you	all	required	property	disclosure	forms	for	you	to	complete	•	
nego.a.ng	for	you	the	best	possible	price	and	terms	•	reviewing	all	wricen	offers	with	you	and	•	otherwise	promo.ng	your	interests.		
For	represen.ng	you	and	helping	you	sell	your	property,	you	will	pay	the	lis.ng	firm	a	sales	commission	or	fee.	The	lis.ng	agreement	must	state	the	amount	
or	method	for	determining	the	sales	commission	or	fee	and	whether	you	will	allow	the	firm	to	share	its	commission	with	agents	represen.ng	the	buyer.	
 
Dual Agent: You may even permit the listing firm and its agents to represent you and a buyer at the same time. This “dual agency relationship” is most likely to 
happen if an agent with your listing firm is working as a buyer’s agent with someone who wants to purchase your property. If this occurs and you have not 
already agreed to a dual agency relationship in your listing agreement, your listing agent will ask you to amend your listing agreement to permit the agent to act 
as agent for both you and the buyer. It may be difficult for a dual agent to advance the interests of both the buyer and seller. Nevertheless, a dual agent must 
treat buyers and sellers fairly and equally. Although the dual agent owes them the same duties, buyers and sellers can prohibit dual agents from divulging certain 
confidential information about them to the other party. 
Some firms also offer a form of dual agency called “designated agency” where one agent in the firm represents the seller and another agent represents the buyer. 
This option (when available) may allow each “designated agent” to more fully represent each party. 
If you choose the “dual agency” option, remember that since a dual agent’s loyalty is divided between parties with competing interests, it is especially important 
that you have a clear understanding of • what your relationship is with the dual agent and • what the agent will be doing for you in the transaction. 

WORKING	WITH	REAL	ESTATE	AGENTS	

Buyers:  
When buying real estate, you may have several choices as to how you want a real estate firm and its agents to work with you. For example, you may want them 
to represent only you (as a buyer’s agent). You may be willing for them to represent both you and the seller at the same time (as a dual agent). Or you may agree 
to let them represent only the seller (seller’s agent or subagent). Some agents will offer you a choice of these services. Others may not. 



WORKING	WITH	REAL	ESTATE	AGENTS	
 
Buyer's Agent  
 
Duties to Buyer: If the real estate firm and its agents represent you, they must • promote your best interests • be loyal to you • follow your lawful instructions 
• provide you with all material facts that could influence your decisions • use reasonable skill, care and diligence, and • account for all monies they handle for 
you. Once you have agreed (either orally or in writing) for the firm and its agents to be your buyer’s agent, they may not give any confidential information 
about you to sellers or their agents without your permission so long as they represent you. But until you make this agreement with your buyer’s agent, you 
should avoid telling the agent anything you would not want a seller to know. 
	
Unwritten Agreements: To make sure that you and the real estate firm have a clear understanding of what your relationship will be and what the firm will do 
for you, you may want to have a written agreement. However, some firms may be willing to represent and assist you for a time as a buyer’s agent without a 
written agreement. But if you decide to make an offer to purchase a particular property, the agent must obtain a written agency agreement before writing the 
offer. If you do not sign it, the agent can no longer represent and assist you and is no longer required to keep information about you confidential. Be sure to 
read and understand any agency agreement before you sign it. Once you sign it, the agent must give you a copy of it.  
	
Services and Compensation: Whether you have a written or unwritten agreement, a buyer’s agent will perform a number of services for you. These may 
include helping you • find a suitable property • arrange financing • learn more about the property and • otherwise promote your best interests. If you have a 
written agency agreement, the agent can also help you prepare and submit a written offer to the seller.  
A buyer’s agent can be compensated in different ways. For example, you can pay the agent out of your own pocket. Or the agent may seek compensation from 
the seller or listing agent first, but require you to pay if the listing agent refuses. Whatever the case, be sure your compensation arrangement with your buyer’s 
agent is spelled out in a buyer agency agreement before you make an offer to purchase property and that you carefully read and understand the compensation 
provision. 



Please	feel	free	to	contact	me	any.me	with	addi.onal	
ques.ons	you	may	have	or	to	get	a	customized	market	
analysis	for	your	home.	
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