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Forward 

 

Selling a house is not rocket science- it's business science, 
which has a right way, and a wrong way. I have written this 
book to help consumers avoid the wrong way(s) and 
capitalize on the right way. 

I'd like to say I've seen it all, but that would not and could 
not be true, because I'm still living and practicing real 
estate- an industry that deals with humans and their nature, 
which is never entirely predictable. 

I've seen plenty, that you can take to the bank (and it's the 
content of a future book). The wisdoms shared in this book 
were gathered over a 15 year period of working with 
buyers and sellers mostly in the Napa Valley real estate 
market. I've had two advantages many agents have not had: 
first, I founded, launched and sustained an independent 
real estate brokerage in a small market dominated by big 
chains, so i've had to do things better and smarter. 

Second, I was an active real estate consumer prior to 
getting licensed in 1999, and have worked with a number 
of real estate agents as a buyer and a seller.  

 

(finish content)
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When is the Best Time to Sell? 
 

 The best time to sell is based on two key factors:  

 

First and foremost, the best time to sell is when you are ready to move. The absolute 

worst time to sell is trying to sell when you’re fishing for a fantasy price. In other words, 

if you are expecting the price to motivate you to sell, you are starting down a self-

destructive, albeit well-worn path. The exit out of this strategy is like backing up on tire 

spikes. It deflates the desirability and credibility of your listing and your property. 

 

The second factor that determines the best time to sell is when your property looks its 

best. I’m not necessarily talking about waiting until spring for flowers to bloom. I’m 

talking about when the apple is shined to a brilliant shine. Cleanliness and order far 

outweigh blooming roses and leafy trees.  

 

(Pearl of Wisdom: take photos of your landscaping at various 

seasons and have your agent use them for marketing your house 

during whatever season you decide to sell). 

 

Every real estate market has months and seasons that are more active than others. 

However there is yin and yang to every situation. If your area’s most active real estate 

time is summer, keep in mind that every seller knows this. The inventory swells with the 

heat and the competition swells with it. During winter months, when perhaps there aren’t 

as many buyers out looking, keep in mind that the ones that are looking are quite serious, 

and there is far less competing properties on the market. Timing is all relative and 

secondary to the two key factors above. 

 

(Pearl of Wisdom: have your Realtor create a chart for you showing the 

number of closed transactions in your area for every month of the year for 

the last five years. You’ll be able to track the most active selling times this 

way. Don’t necessarily list your house based solely on this information. 

It’s just useful to know and it helps balance expectations.) 
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Be a Seller Not an Owner 
 

This is one of the most difficult transitions to make when you decide to sell your home. If 

you don’t make the transition to a state of objectivity you will harm your chances of 

selling your home quickly and for the most money the market will bear. 

 

There are several reasons why it is imperative that you change your mind-set from owner 

to seller. First, it creates objectivity and allows you to put yourself in the shoes of buyers 

and their agents. Perspective is everything when it comes to pricing and preparing your 

home for sale. If you are emotionally invested in your personal taste and preferences you 

will inhibit your chances of putting a product on the market that buyers want to buy. 

 

Second, buyers need to picture themselves living in your home with their things. If you 

have peppered your personal taste in every corner they will be turned off and will turn 

away from considering your house. From the moment you sign the listing agreement 

consider your house as a product, not your home. Inform your family that while the 

house is for sale you are tenants living softly in the home. It’s a temporary and necessary 

sacrifice in order to move on to the next chapter in your life.  

 

Sellers who are still emotionally holding on to their homes make the worst clients! They 

aren’t open to suggestions. They don’t want to pack anything away. Their resentful, 

hostile energy emanates from every molecule of the house. Before you list your house, 

celebrate the life you lived there, grieve the pending change and transition into a state of 

objectivity. Remember, when you put your house on the market it needs to be a 

commodity, not a personal statement of your style or an ongoing memory box of the life 

you have lived there.  

 

(Pearl of Wisdom: A House for Sale is Not a Home) 
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How to Price Your Home to Sell Quickly, Without Leaving 
Money on the Table 
 

When pricing your home there are a few caveats to consider: 

 

 Pay no attention to asking prices- they have no foundation in reality. If you knew 

how many houses are put on the market through agents who have had zero input 

in the asking price you would understand why this caveat is so important. Sellers 

intimidate agents into listing their property for prices based on whacky ideals such 

as: “This is how much money I need to retire on”, or “This is how much money I 

owe, plus how much I want to net and if I don’t get this price I’m not selling.” It 

happens. A LOT! Think of asking prices as pure fiction when you are pricing 

your house to get sold. 

 

 Only consider “sold” properties as comps. 

 

 Get three objective opinions of value from three local, respected Realtors.  

 

(Pearl of Wisdom: Never tell a Realtor what your price expectations are. 

Let them give you a totally objective opinion of value based on solid 

research and based on their experience and instincts about the market).  

 

 Make sure you get all three opinions in writing with some science behind them. 

 

 Never price your house based on an appraisal for a re-finance. These appraisals 

only take into account the bank’s risk factors, not market factors. Many sellers 

have re-financed their homes and get married to some arbitrary number that had 

nothing to do with actual market value. Don't fall into this trap, and don't even 

consider it in the equation when your Realtor values are presented. It is not 

relevant, period. 

 

 Never price your house based on a comment someone made to you once about 

what they thought your house was worth, even if he/she was a Realtor, contractor, 

appraiser, lender or any other professional related to the real estate business. It 

just doesn’t matter today. Remember that old saying that everyone has two of? An 

opinion is one of them. 

 

 Never price your house based on a generally agreed market value, then add the 

Realtor’s commission to that. This is an insane approach and has no common 

sense as to how the real world works. Buyers do not care what your net needs are. 

They will pay you what they can justify as the fair market value. If your house is 

worth $500,000 according to market research, but you want to net $500,000 you 

simply cannot simply add on an extra $25,000 to the asking price to cover you 

commission and closing costs and expect to be competitive in the market. This 
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expense-added concept is not the same as adding some wiggle room to your 

asking price. 

 

 Know the difference between what you need to sell your house for, what you 

want to sell your house for, and what your house WILL sell for. The only factor 

that matters is the last. The sooner you come to grips with this reality the easier it 

will be for everyone involved to conduct a professional marketing campaign and 

close an escrow so you can move forward with your life. 

 

Before you get married to a particular asking price you need to select your Realtor (see 

next Chapter: How to Choose the Best Realtor) because your Realtor needs to have 

agreement and conviction about your asking price. When you ask three local Realtors to 

give you their opinion of value tell them two things: 

 

1. That you are interviewing other agents.  

2. That you will not make your selection based on whichever agent has the highest 

opinion of value.  

 

Then ask each Realtor for two price opinions:  

 

1. A devil’s advocate price- i.e., the price they think it will end up selling for. The 

devil’s advocate price should be the amount the agent would recommend to one 

of their buyers to offer on your house if they were not representing your interests, 

but trying to get the best deal under current market conditions for the buyer..  

  

2. The pushing-the-envelope price-i.e., the highest price they would take the listing 

for but still within reason of market value. 

 

Once you have your price recommendations from three Realtors, find the matrix of their 

price points and review their logic. Are they using the same or similar comps? If not, 

why? Lastly, you should see as much of the competition as possible, once you've selected 

your Realtor .Also refer to Chapter:What is a Comp?) 

 

The reason I recommend you go through this process is so you understand and relate to it, 

because it's the same  process your potential buyers will go through, and hopefully, arrive 

at a similar conclusion of value. 

 

Once you've determined the likely selling price range with your chosen Realtor, give 

yourself a little wiggle room in your asking price as a gimmie- to let a Buyer feel that 

they’ve negotiated something.  

 

(Pearl of Wisdom: Ask your Realtor to provide you with the asking price 

versus selling price percentage on all sales in your area for the past few 

months. This will tell you what kind of wiggle room to work into your asking 

price.) 
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In addition to your initial asking price make sure you devise a price reduction plan with 

your Realtor if the initial asking price does not produce an acceptable offer (See Chapter: 

Why Isn't My House Selling) within your area's average days on market, aka DOM (the 

expected time to receive an offer can vary from a week to 60 or 90 days). 
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What  is a Comp? 

(content being updated)
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How to Choose the Best Realtor 
 

This is often a sticky situation since nearly everyone has a relative or friend who is a real 

estate agent. The thing to remember about choosing your Realtor is that selling your 

home is a business transaction, not a test of your loyalties to friends and relatives. The 

first thing you must do, especially if you are making the selection with a partner, is 

neutralize your decision making criteria. Personal relationship obligations are the worst 

criteria to consider. 

 

Criteria you should consider in making your selection: 

 

1. Referrals count. If someone you trust and respect had a transaction with a Realtor 

that was so impressive that they took the time to tell you about her/him, with no 

agenda, pay close attention to that recommendation. 

 

2. Success counts. Who is actually closing escrows in your price range around your 

market area? Research agents who are currently listing and/or have recently sold 

properties similar to yours in location, price range, assets, etc. Why?  They are 

likely to have residual buyers, and they are more likely to be better educated on 

your direct competition at that time. 

 

3. Marketing savvy counts. Which real estate agents’ ads attract your attention? Go 

on-line and read the agent’s personal website and see if there is consistency in 

their marketing qualities. 

 

4. Reputation counts. Select an agent who is well liked in the community and 

respected by their peers. Remember your agent’s job is to get as many other 

agents as possible to like and show your house, and people like to do business 

with people they like.  

 

5. Compatibility counts. This person is going to be a part of your life in an intense 

way for a good period of time. Make sure your personalities are compatible. If an 

agent doesn’t warm up to your pets, or your kids, or your live-in mother or any 

other thing that is important to you, don’t select that agent. You don’t have to be 

best friends. In fact, you don’t want your best friend as your agent. Your agent 

needs to be objective for you when you cannot be. Your agent needs to be able to 

tell you honest feedback and give you unconditional sage advice.  

 

6. Trust counts. The Realtor you choose will have keys to your house, access to your 

home when no one is there. If you have an inkling of doubt that you cannot 

completely trust someone to respect your boundaries and to protect your interests 

in the presence of strangers do not select that agent. 

 

7. Experience counts. New agents will resent this advice. After all, everyone has to 

start somewhere, right? Well, if you are comfortable placing the most financially 

significant transaction in the lap of an agent who will be cutting their teeth on the 
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process of selling your house, then by all means, be kind and cut a guy a break. 

Occasionally a very savvy business person will transition into real estate with 

excellent instincts and solid basic knowledge about people and negotiations. If 

you encounter a Real estate savant, and he/she can prove to you that their lack of 

closed transactions experience will not put you at a disadvantage, you might 

consider them. One other way to give a newer agent a break is to suggest they 

team up with another veteran agent in their office. 

 

8. Availability counts. The agent with the most listings in town isn’t necessarily the 

best agent to choose. Often these power agents have a formula for success that 

does not involve a whole lot of personal attention. A friend of mine (who did not 

hire me because we are such close friends) recently hired a power agent (against 

my advice) to sell her house and signed a 6 month listing agreement. After six 

months the power agent sent her a form letter asking her to renew his contract and 

misspelled her name and addressed her husband by a completely different name).  

 

(Pearl of Wisdom: to test an agent’s availability and accountability, try 

this: When you contact the three agents to give you an opinion of value, 

see how quickly each agent responds to your initial call? Call late on a 

Friday and a weekend day to see who works weekends!) 

 

Finally, if you are really in a bind about hiring a friend or relative, one option is to offer 

your friend a consulting fee, which is really just a referral fee that comes out of a portion 

of the hired agent's commission. Tell them you need their opinions, but that you want to 

have objectivity from an agent not so close to you.  A referral fee is typically 20% or less 

in this situation, but always negotiable. Just make sure your ‘friend’ consults only with 

you and stays out of the way of the Realtor you hired to do the job. 
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Getting From 'For Sale' to Sold 
 

Once you've selected your Realtor, determined your initial asking price, shined the apple 

(de-cluttered and cleaned like crazy), and maximized your curb appeal, a for -sale sign is 

placed in the yard and your Realtor adds your property information to the local MLS. 

Here is what you can (and can't) do to improve your chances of getting a good offer: 

 

Make sure your Realtor shows you how your listing looks on the MLS. I'm shocked at 

how many sellers never see under the hood of how their property is being marketed to 

agents. Most MLS systems provide a Buyer's version of a listing that is available to 

public websites such as Zillow and Trulia, etc. But there is a second, more detailed 

version of your listing that is available only to licensed Realtors and appraisers. You want 

to see both versions because Realtors are allowed to make confidential comments about 

the listing and instructions on how to show your house that you should approve. 

 
If at all possible, make it possible for your home to be shown without requiring your  real 

estate agent to be present at all showings. This may sound controversial, as you may 

presume having your agent at showings insures that the less obvious assets will be 

pointed out, and your agent will get good feedback for you. While these two points are 

true, they don't outweigh the advantage of flexibility.  

 

(On average agents show many more properties to one buyer than they used to. This is 

because buyers are so much more educated in the inventory and involved in selecting 

what properties they wish to see, which is MORE. Buyers often dictate the entire list of 

properties they wish to see. Making your property easy to show as part of a long itinerary 

makes it more likely you'll get shown at all.) 

 

Have your agent place the lockbox somewhere less obvious (not the front door) and state 

that the property can be shown without an appointment, but agents need to call your 

Realtor to learn the location of the lockbox. This method achieves several things: 

 It allows your agent to ask questions about the buyers who are looking. 

 It prevents agents from seeing a lockbox on the door, assuming it's available to 

look at anytime they want, and just walking into your house unannounced during 

dinner. 

 It allows your agent to give you a heads up in case someone is home sick, or you 

didn't prepare the house before you left (bad). 

 

Always always always prepare your house for a potential showing, each and every day, 

no exceptions.  

 

(Pearl of Wisdom: Give each family member an assigned check list to prevent 

arguments and forgotten details) 

 

Stay out of sight unless requested by your Realtor. Buyers don't want to encounter sellers, 

at all. When a buyer runs into a seller they clam up and close off from imagining 
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themselves living in your house. (This is one reason it is so important to remove personal 

items and neutralize the decor) 
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The Sight, Sound, Smell, Touch and Taste Test 
 

Since you only get one chance to make that all important first impression, here are some 

basic guidelines to follow: 

 

Sight:  
Instant curb appeal 

Uncluttered, updated interior 

Clean surfaces 

No overwhelming personal effects and knick knacks  

No cluttered closets and cupboards 

 

Sound: 
Pleasant, tasteful water feature(s) 

Pleasant, instrumental music playing (consider installing exterior speakers should if you 

have created a pleasant outdoor/patio area) 

No loud air-conditioners/heaters 

 

Smell: 

Clean and fresh (no strong Pine or flowery room fresheners) 

Foul scents or odors must be eliminated- spices, pets, smoke, musty, mold 

 

(Pearl of Wisdom: Dab light bulbs occasionally with an essential oil such 

as lavender or lemon for a lively fragrance) 

 

Touch: 

Clean surfaces 

Operating doors, sliders, hinges, smooth drawer closures 

No pet hair or fleas 

 

Taste (Style): 
No loud wallpaper 

No 1970’s linoleum floors 

No bad art 

No wood paneling 

No faded, heavy drapes or aluminum blinds 

No stained shower curtains 

No stained resin patio chairs 

No Christmas lights unless it’s December 

No door knob holes in the walls- repair and install stoppers 

No basketball hoop clothes hampers overflowing 

No closets without doors unless it's part of a chic decor 

No visible extension cords 

No dirty window sills 

No dead bugs in window sills 
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No mold stains in bathrooms 

No weeds  

No dog poop  

No unframed or taped wall posters 

No dead or dying plants 

No cobwebs 

No chipped paint 

No office furniture or equipment in any room but an office or defined office area. If you 

must have an office area clearly define the space with an area rug and/or a room divider 

No dirty or clean and folded laundry visible 

No dirty dishes, ever! 

No medicine bottles visible 

No stains on carpets, walls, counters, doors- no exceptions 

No bugs in light fixtures 

No raw bulb light fixtures 

No broken or leaning fences/gates 

No trash cans visible from the curb 

If you have a messy neighbor now would be a good time to request specific things you 

would appreciate them cleaning up, nicely of course 
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Why Curb Appeal Is So Important 
 

Buyers should be excited to see the interior of your house in anticipation of what they see 

on the exterior. An unattractive exterior sets the tone for a buyer’s expectations, and it’s 

the last thing they see when they leave (which is the time they start thinking what they 

would pay for the house).  

 

Having an unimpressive entrance is the best way to start leaving money on the table 

when price negotiation time comes. Also, buyers who may be considering a purchase of 

your home will likely drive back by, several times. If the only thing they’re seeing is the 

outdated foliage, chipped paint on eaves and a worn front door with gold glass panels 

they can more easily talk their way out of your house and into a house that turns them on 

from the curb. If you’re counting on your interior swaying a buyer, don’t. The exterior 

and curb appeal is all they will see on these drivebys so it is imperative that you make the 

best impression possible with the exterior. 

 

(Pearl of Wisdom: A freshly painted front door in a bold color will add instant 

freshness to the curb appeal of your house.) 
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How Buyers Will Look At Your House 
 

Never be present when a potential buyer looks at your house. No one from your family or 

a personal friend should be there either. Buyers need total anonymity when they walk 

into your home. They need to speak freely, good and bad. This cannot be accomplished if 

you are anywhere near, including the backyard. Potential buyers should not even see you 

as you’re leaving to walk the dog if possible. It changes the chemistry of their objectivity. 

If they see you, even briefly, they are instantly reminded that they are intruding on 

YOUR home. At best, buyers need to pretend that no one actually lives in a home, and 

that it was simply staged for their benefit. 

 

Your agent should not guide people through your home unless you live in a 3 story 

mansion. Buyers should be able to follow their interests and instincts. If they backtrack 

and return to rooms more than once, they’re already remodeling in their mind and they’re 

interested.  

 

If a buyer or their agent asks your agent these questions during the showing, they’re 

interested! 

1. How long has the house been on the market? 

2. Have there been any offers? 

3. Have there been any inspections done? 

 

If they start remodeling in their heads they're  really interested. 

 

Kitchens and backyards are two of the first things buyers look at and linger. They check 

out the basic floor plan and flow. They examine flooring. Is there a powder room or a rest 

room guests can use without going through a bedroom? What is the grouping of 

bedrooms if they have children? The location of the laundry room. Do they like attached 

window coverings (shutters, blinds, drapery).  

 

The garage is often the last thing looked at. I have never known a buyer to "not" buy a 

house because the garage is messy but I have seen buyers walk away from a home if the 

garage isn't  attached to the house. Nevertheless, an uncluttered garage does help sway 

the overall impression. 

 

An interested buyer will go through the home more than once. A really interested buyer 

will go through several times, possibly sit outside, at a dining table or at the kitchen 

island and talk with their agent about the house.  
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Commissions and Real Estate Relationships 
 

All commissions are negotiable. When you are considering selling your home and are in 

the process of interviewing Realtors, or perhaps already know which Realtor you’re 

going to hire, there are some key issues to decide: 

 

(I use the term Realtor because I strongly suggest you hire a Realtor, not a licensed agent 

who is not a Realtor). The Realtor designation means that a licensed agent or broker is 

willing to be more accountable for their professionalism, ethics and on-going training 

associated with being a member of the California and National Association of Realtors. 

 

Keep in mind that all listings are with a Brokerage, not an individual agent, even though 

the agent is serving you directly. Though commissions are negotiable it is likely that you 

will be presented with a request to pay a commission within the range of the current area 

“norm”. This is NOT a set number, but in Napa County, for example, the commission 

range is between 5 and 6 percent typically. A lower commission may be suggested or 

agreed to on listings of higher value, in the multi-million plus dollar range for example. 

 

Sellers sign an agreement with their listing agent on behalf of the agent’s Broker for a 

negotiated commission, which is usually based on a percentage of the selling price of the 

house. Most listing agreements request the authority of the seller to allow their agent to 

share their commission with another agent who may bring the buyer for the house. This 

split is negotiable as well. Industry wide practice is 50% but this is not set in stone. 

 

In essence, you, the seller, are paying both agents but are committed only to paying 

YOUR agent the full amount. Your agent becomes committed to sharing a portion of that 

commission with the agent who secures a buyer when they put your property on the local 

MLS. 

 

When considering whether to pay the low end or the high end, do the following research: 

 

 Ask the agents you interview to supply you with a list of recently sold homes, 

including the commission paid. This will give you a range of what other sellers 

are paying, though this should not be your only guiding principle. 

 Some agents are quick to discount their commission to get your listing. Be wary 

of this as ‘discounting’ can be an indication of the agent’s financial need or lack 

of experience. Remember that you want an agent who is going to give you advice 

based on what is best for YOU, not what is best to get the deal closed because 

they need the commission. 

 Consider the level of expertise you are hiring. Veteran agents who bring a lot of 

value to the table do not typically offer their services at a discount. As in anything 

else in life- you get what you pay for when you’ve hired one of the best agents 

around. 

 In a seller’s market, when buying competition is fierce, hiring the best agent is 

crucial for their pricing and negotiation skills. 
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 In a buyer’s market you’ll need the edge over your competition. This means 

professional marketing, exposure and pricing the house to sell for the most money 

a softer market will bear. Buyer’s markets are no time to hire an agent who is 

cutting their teeth on your transaction. 

 Make sure your agent shares the commission 50% with another agent who brings 

you a buyer. 
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Dual Agency (representing both buyer and seller): Should I 
or Shouldn’t I? 

 
This is another one of those uncomfortable subjects to discuss and negotiate but it should 

be done right up front. When an agent takes your listing it is their fiduciary responsibility 

to act in YOUR best interest. It is also their goal to sell your house, which is why they 

advertise it with their contact information. When a potential buyer contacts your agent as 

a result of a seeing an ad or the sign on your property, one of the first questions your 

agent will ask is, “Are you currently working with another agent who can give you 

information and show you the house?” 

 

If the answer is ‘yes’, the agent will ask for their agent’s contact information and may 

give the inquiring buyer basic information, but will encourage them to have their agent 

show them the house, etc. If the inquiring buyer’s answer is ‘no’, the agent will proceed 

two ways, depending on the discussion you have had with them about dual agency: 

 

If you are comfortable having your agent represent your interest and your buyer’s interest 

the agent will proceed with that potential buyer by giving them information and setting 

up a showing appointment. If you expressed to your listing agent that you are NOT 

comfortable having them represent both interests the agent will get another agent from 

their office involved, though technically this is still considered dual agency since all 

listing agreements are with the Brokerage and not with any particular agent. Therefore 

the same brokerage stands to receive both sides of the commission.  

 

If you are still not comfortable with this option you need to inform the listing agent that 

when they are approached by a potential buyer you’ll want them to be referred.  

 

There are advantages and disadvantages to dual agency, and much depends on the 

policies, ethics and experience of your listing agent and the trust you have in them to 

fairly represent what is best for YOU in all dealings. 

 

Realtors are governed by very strong ethics regarding dual agency. For example, an agent 

is not allowed to reveal to either buyer or seller a “bottom line” selling price, nor are they 

allowed to tell a seller that they are aware of a “maximum price” a buyer will pay. 

 

From my perspective, when an agent becomes a dual agent they give up the role of 

advocacy for either party and become a moderator and communicator. Remember, agents 

have a fiduciary responsibility to put the needs and best interests of their clients first. The 

only way this can be accomplished as a dual agent is through transparency, strict ethics 

and fair dealings toward both parties. 

 

The advantages of having the same agent are actually quite numerous: 
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 Knowing the motivation levels and concerns of both parties, dual agents are more 

likely able to build bridges between the seller’s expectations and the buyer’s 

 There is less chance of miscommunication 

 There is less chance of allowing emotions to get out of hand because a dual agent 

can better neutralize issues and keep an escrow on track 

 The transaction becomes less “us against them” and more “single goal oriented” 

 Dual agents are more likely to look for win/win solutions, which lead to 

successfully closed escrows with fewer chances of remorse afterwards 

 

The disadvantages could be: 

 A lack of trust between the parties 

 Feelings that the agent is more dedicated to one party than the other 

 Lack of objectivity in negotiations 

 Concern of both parties that a larger commission may transfer the agent’s 

fiduciary commitment to the ‘transaction’, rather than the best interest of the 

buyer or the seller.  

 

Dual agency problems most often arise with perception, not necessarily reality, so you 

must have complete faith in your listing agent’s ethics in order for dual agency to 

work for you. Discuss the possibility before the situation arises.  

 

(Pearl of Wisdom: Make sure you discuss whether or not you will pay a full 

commission if the agent represents both sides of the transaction. Some agents are 

willing to negotiate a discount for dual agency. However, based on my 

experience, dual agency is much more difficult than representing just one party. It 

is stressful, demanding and the increased liability is substantial. If my clients 

authorize me to represent a potential buyer I explain in advance the increased 

demands and skills that are required to see the escrow through to the point where 

both parties walk away feeling positive about the transaction.) 
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Why Buyers are Liars and Sellers are Tellers 
 
Understanding these two axioms can remove a lot of mystery and frustration from the 

process of selling your house. They are not meant as literal translations of course, but do 

point to consistent patterns of many buyers and sellers. 

 

Buyers are liars because they often say one thing and do another. Most buyers don’t start 

out knowing exactly what they want. They’ll tell their agent what they think they want at 

that particular time, which is why you will get showings with feedback that “it wasn’t 

right for these buyers”. Don’t take these showing rejections personally. It’s par for the 

course. 

 

Some if not most buyers require the process of looking at properties before they discover 

what is it they really want. I can’t tell you how many times I have started out looking 

with a buyer who ended up buying something completely different than they initially 

described. 

 

Buyers also mislead their agents about how much they can afford, more or less. Again, in 

the process of looking the buyer’s true motivation and capability is discovered. this is 

another reason you should consider allowing agents to show your house without your 

agent present. While driving about  
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HARD CORE ADVICE 
 

What You Must Always Do 

 

 Price your house according to SOLD comps only 

 Remove anything from the house that isn’t essential to living there while the 

house is being marketing to potential buyers 

 Be open to price reductions if the market speaks to you by not speaking to you 

(few showings, no offers means you’re way off. Many showings no offers means 

your price is still not within reason of a negotiated current market value price) 

 Be a seller, not an owner 

 Stage your house if budget allows- staged houses sell quicker and for a higher 

asking-price to selling-price ratio 

 Disclose anything and everything you know about your house that could remotely 

affect the material value or a buyer’s living experience in the house- when in 

doubt DISCLOSE 

 

What You Must Never Do 
 

 Price your house according to a net amount of money you need or wish to garner 

 Hang around while your house is being shown 

 Put your house on the market “as is” if you can avoid it 

 Ignore curb appeal and the effect it has on a buyer’s interest and what they will 

offer 

 List with the agent who suggests the highest listing price as your only criteria 

 Take low ball offers personally and/or refuse to counter any semi-reasonable offer  

 

(Pearl of Wisdom: Some agents and buyers use the low ball approach in hopes of 

fishing out your bottom line. If they’re a real buyer and want to buy your house 

they will pay a fair market value. If not, they’ll simply move on and you’ve lost 

nothing.) 
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The Home Seller’s Checklist 
 

 

Exterior 
 

Front Porch: 
 Paint or power wash front porch, railings, etc 

 Vacuum eaves of all spider webs 

 Put new welcome mat at front door 

 Stage front porch area with rocking chair, café settee or porch swing  

 Paint front door if necessary and put on new, contemporary hardware 

 Replace front door if damaged in any way 

 Keep front porch area and steps free of ALL personal effects 

 Add a soft flowing water feature if possible and potted plants or flowers 

 Replace front porch light fixture with something contemporary 

 Eaves should be free and clear of cobwebs 

 Screen doors should be or look new 

 

Landscaping: 
 Remove outdated bushes such as Junipers, Oleanders 

 Remove any foliage that is not healthy 

 Replace with contemporary foliage such as citrus, olive trees, ornamental grasses. 

 Fill all planters with new bark or new soil 

 Power wash driveway 

 All grass should be green! 

 Strategically place and group large rocks- this can be an inexpensive garden 

feature 

 If you have old fencing that is leaning repair or replace  

 Repair hinges on gates 

 Enhance views of anything pleasant 

 Hide views of neighbor’s yards or anything unpleasant with high fences, vines or 

shrubs 

 Replace cracked stones or broken bricks in walkways 

 

Garage: 
 Empty entire garage of EVERYTHING if possible 

 Clear floor entirely and paint or power-wash 

 Install pegboards for remaining tools 

 Properly and legally discard hazard materials 

 Organize walls, storage rafters and shelves neatly 

 Paint or power wash garage door, inside and out 

 Replace garage door if it is too out of date 
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 Hang all tools, brooms, etc on pegboards 

 Keep laundry out of sight if your washer/dryer are in garage 

 Vacuum cobwebs, including around furnace, hot water heater, eaves and rafters 

 Be conscious of foul odors in the garage and eliminate 

 Remove any oil or other stains from garage floor and driveway 

 

Patios/Decks: 
 Remove worn furniture including plastic resin and web chairs, faded cushions 

 Vacuum or power-wash all surfaces and overhangs 

 Re-stain decks or paint surfaces if faded or chipping 

 Roll up hoses, or better yet, purchase hose reel or large clay pot 

 Plant new flowers in clay pots and place strategically and generously 

 Stage with welcoming furniture 

 No faded or torn umbrellas 

 Set an outdoor table with table cloth, placemats, outdoor table settings 

 If barbeque is old, keep out of site, cover 

 Install outdoor speakers for ambience during showings 

 Remove hanging lights unless they are very tasteful. Daylight hours make outdoor 

lights look shabby 

 Thoroughly clean and shine patio doors 

 Place new mats at any exterior doorway that leads into the house 

 De-cobweb everything and do this frequently 

 

Misc Exterior: 
 Clean and shine all windows, inside and out 

 Vacuum eaves throughout the exterior 

 Power-wash exterior (be careful not to strip paint!) 

 Trim any shrubs and trees that are growing into others to define them 

 Remove antiquated lawn ornaments 

 Add a water feature to create ambience- especially if you hear road noise 

 Replace mail box and post with something contemporary 

 Pay a local gardener to clean up your property, spread bark and new soil 

 Keep walkways, patios and decks leaf free for showing appointments 
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Interior 
 

Kitchen 
 Completely clear off all countertops- store your counter top appliances away for 

showings 

 Stage counters with a bowl of citrus or apples, a stack of cook books and a vase of 

flowers- nothing else 

 Make floors as shiny clean as possible 

 Remove old throw rugs, replace with new contemporary style  

 Replace ceiling light fixture(s) with contemporary fixture 

 Remove any dated décor such as wall plates, paintings 

 Remove wall paper if dated or too loud, and paint walls a light, clean color 

 Replace cabinet door knobs with contemporary/artistic knobs 

 Thoroughly clean or re-face cabinet doors 

 Fix all hinges and make sure all doors close 

 Check drawers and shelves to make sure they close and open smoothly- repair if 

they don’t 

 De-grease and shine oven door glass 

 Thoroughly clean oven/stove 

 De-grease and thoroughly clean range hood 

 Clean ceiling if grease splatters or stains are present 

 Remove personal effects from refrigerator door 

 Refrigerators often convey so buyers will look inside. Thoroughly clean and keep 

neat 

 Re-grout countertop tile if stained 

 Replace all power switch plates if they are faded, greasy 

 Thoroughly clean or buy new trash can and empty often- keep out of sight if 

possible  

 If cupboards are at all crowded, put anything you can afford to be without in 

storage 

 Replace sink faucet if it is outdated, dripping or leaking 

 Throw citrus in disposal and run prior to showings to deodorize and improve 

smell of kitchen 

 

Dining Room 

 De-clutter completely, nothing should be in the dining room but dining furniture 

 Don’t crowd chairs, store extras if necessary 

 Place contemporary table cloth, mats and place settings as if guests are coming for 

dinner 

 Put a dramatic centerpiece on the table, in keeping with your interior design style 

 Replace any area rugs that are worn or dated in style 

 Replace old drapes 

 Replace dining light fixture(s) if outdated 
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 A wine magnum on the dining table with wine glasses makes the perfect Napa 

Valley style statement 

 

Bathrooms 
 Replace vanity if dated and worn 

 Replace door and drawer handles to update 

 Replace light fixture(s) with contemporary ones 

 If hard water deposits cannot be removed from shower doors, replace the door 

 Replace dated or faded throw rugs and linens 

 Replace vinyl floors if dated 

 Replace plumbing fixtures if dated, dripping or leaking 

 Put new electrical faceplates if necessary 

 Completely clear off ALL surfaces of personal items, no exceptions 

 Stage with small vase of flowers or dish of specialty soaps 

 Purchase new light-scent plug in deodorizer 

 Remove dirty clothes hampers (store in closets if possible) 

 Replace mirror/vanity if dated, cracked or has fading edges 

 Remove wallpaper if dated 

 Wainscoting is a great way to update a bathroom 

 Clear and organize all cabinetry 

 No meds should be visual anywhere! 

 No robes or towels on door hooks 

 Pumice clean all hard water rings in toilets 

 Remove carpeted toilet seat and toilet vanity covers 

 Remove any bathroom art unless it is very contemporary and understated 

 Replace shower curtain 

 Remove all black mold stains in tubs, showers. Re-caulk and seal all tile if moldy 

 Replace fan if loud 

 

 

Adult Bedrooms 
 New bed ensemble including skirt, comforter, throw pillows (think B&B) 

 Remove almost all wall decor 

 Remove all personal photos and knick knacks 

 No trophies, plaques, ribbons, diplomas 

 Remove dated wallpaper 

 Replace light fixtures or wall sconces with contemporary ones 

 Paint walls and baseboards if they are dull or a dark color 

 Clear dresser and night stand surfaces of all personal effects 

 Strategically place a small stack of books and a reading light on night stands 

 Place a small flower vase on dresser- Orchids are nice in bedrooms 

 No clothes hampers visible 

 De-clutter and organize closets 

 Deodorize closets (scented soaps placed in the foot of old nylons) 
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 Replace sliding closet doors if they are dated or do not slide easily 

 Replace window coverings if dated- no heavy drapes or aluminum blinds 

 Replace reading lamps if dated with something contemporary 

 No personal relationship items in view, ever (you’d be surprised what I’ve seen) 

 

Young Child Bedroom 

 Remove everything that isn’t absolutely necessary 

 Nothing pinned or tapped to walls 

 Nothing on walls that isn’t framed 

 No trophies, ribbons, plaques 

 Put new bed ensemble on bed(s) 

 Replace outdated window coverings- no faded pull down or aluminum blinds 

 De-clutter down to the bare bone necessities 

 Beds must be made up by an adult for showings 

 Nothing on floor 

 Closets de-cluttered to bare bones necessities 

 Less is more! Theme rooms are often overdone 

 

Teenage Bedroom 
 No push-pin posters 

 No ceiling décor of any kind 

 High wattage light bulbs will brighten up the dungeon look 

 Nothing offensive on walls 

 De-clutter to bare bone necessities 

 Make sure everything isn’t shoved into closets 

 No incense or strong scented candles 

 Dresser and night stand surfaces completely cleared off 

 No dark colored walls or tapestries 

 Window coverings should be light to allow natural light 

 Bed ensemble should be neutral and made up everyday – neatly! 

 Deodorize closets, shoes, hampers 

 Musical instruments and sports equipment kept to minimum if possible 

 Ribbons, trophies, certificates should be de-cluttered and put in storage 

 

Pets 
 Keep all dishes and food supplies out of sight and tucked away in a corner on a 

place mat 

 Deodorize (preferably remove) pet bedding- see de-odorizing tips below 

 Cat urine is a foul, unmistakable odor. Do whatever it takes to eliminate it, 

including replacing carpet, padding and even floorboards that have been soaked 

through 

 Keep cat boxes/litter out of sight and covered 

 Remove dogs from home for showings if possible 

 Be diligent about picking up pet droppings anywhere 
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 Clean the outside of any dog house and tidy the area around it  

 

Misc Interior 
 Paint all interior doors a soft, contemporary color and put one universal, 

contemporary door knob on all interior doors to create a modern interior design 

look 

 Wash all walls and ceiling surfaces with Spic and Span to brighten paint and 

remove stains and scuff marks 

 Have all cottage cheese ceilings scraped- no exceptions (see asbestos warning 

below) 

 Deodorize carpets and drapes, if pet or smoke or cooking odors remain, replace! 

 Pay a professional to clean every window, inside and out and let the sun shine in! 

 Nothing dates a home faster than wood paneling and vinyl floors- replace if 

possible 

 Replacing items such as outdated lighting fixtures, drapes and door handles with 

contemporary styles can make the interior of a home look remodeled 

 Rent a storage space nearby and use it until you move! 

 

 

 

Tricks of the trade 
 Fill a knee-high nylon sock with Gain laundry detergent and place anywhere to 

deodorize- hang from a hangar in closets, pet areas 

 Nothing replaces the scent of clean 

 Dab lavender essential oil on light bulbs 

 Grind up a lemon in the garbage disposal to freshen smell in kitchen  

 Large, cushy bathroom rugs can do wonders for less-than-desirable bathroom 

floors 

 Strategically hang a few wind chimes (outside a bathroom window, or master 

bedroom, a front porch entryway) to create a soothing ambience 

 When in doubt, take it out! 

 Turn your answering machine volume down- you never know what kind of 

message can be overheard by a potential buyer while looking around your house 

 Never leave mail visible 

 Power-wash and scrape any moldy walkways to prevent an accident 

 

 

Absolute Turn-Offs 

 Sellers who are present at showings, no exceptions 

 Pet Urine 

 Pet odors in general are a real turn-off, even to pet-loving buyers. Sellers are often 

not sensitive to the odor, so ask a friend or neighbor you trust to tell you the truth.  

 Cigarette/Cigar smoke-It permeates paint, fabric, wood and clothing in closets and 

linens. Wash everything! If the odor is still there paint, replace wall coverings and 

even flooring if you have to.  
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 Weeds, dead lawn. Nothing says “it only gets worse inside” like dead grass and 

weeds.  

 Dark, exotic colors- Be a seller, not an owner. Get over your attachment to purple. 

Interior colors should be neutral and light. 

 Themes versus Style- A southwestern style is not the same as a southwestern 

theme. Every item in your home does not need to be “themed”.  Wall art, throw 

rugs, knick knacks go way over the top and don’t allow buyers to see through the 

“theme” to their personal style and taste.  
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Pearls of Wisdom Summary 
 Be a seller not an owner 

 Choose the right Realtor 

 Selling your house is a business transaction, not a personal test of loyalties 

 Price your house so the value is OBVIOUS 

 Don’t expect the interior to make up for the exterior, and visa versa 

 A prospective buyer is more likely to see the front of your house more frequently 

than the interior 

 A dead lawn and weeds equals a fixer upper price 

 Protect your privacy! No mail, meds or any personal business affects of any kind 

should be visible 

 Theme does not equal style 

 Cheap resin patio chairs will cheapen the value of your house 

 Don’t be present at showings 

 Adults need to make young children’s beds (and some teens too!) 

 Pet and/or smoke odors must be completely eradicated at any cost-get an honest 

opinion 
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 10  Best Things a Seller Can Do 

1. Reduce the amount of furniture you have in a room.  You want the home to 

have a large floor area and all doorways and halls to be open and clear.  

2. Get rid of clutter.  The photos that you cherish and are hung throughout your 

home are a distraction to future buyers.  They want to imagine themselves in the 

house and not what kind of family currently lives there.  Remove knick knacks 

from counters and shelves and throw away or hide magazines.  Begin packing and 

store boxes in a storage unit or in your attic or donate to a good cause. 

3. Repaint those colorful walls.  Create a neutral canvas for buyers, paint walls an 

off white or light beige color.  You may have loved that bright orange in your 

kitchen and adorable pink in your little girls room, however, it's time to paint and 

create a generic look for future buyers.  Paint is cheap and will make a huge 

difference when your home is on the market.  It will look fresh and clean with a 

good coat of paint. 

4. Organize closets.  Buyers want to look in every door and sometimes the cabinets 

as well.  Take a day or two to throw away, donate or pack items that you aren't 

using.  Closets can get very cluttered and you want to show off your storage space 

as it is a great asset to your home. 

5. Put valuables in a safe deposit box or in a hidden safe.  Remember that 

strangers will be coming into your home to view.  Don't put your grandma's 

wedding ring or your rare baseball cards in drawers or counters where people can 

take them.  

6. 6.  Make your home sparkle. Keep your home as tidy as possible by vacuuming, 

dusting, keeping dishes out of the sink, hang fresh towels in the bathroom, get 

your windows washed, dust fan blades, replace worn out rugs, remove cobwebs. 

7. Do the sniff test.  If you made fish the night before you may want to open some 

windows and boil a pot of water with some cinnamon sticks, light a candle or 

bake some cookies.  

8. Do some minor repairs.  Fix leaky faucets, replace old grout, put some W2 on 

squeaky hinges, replace any burnt out bulbs, repair holes in drywall, remove 

wallpaper, etc.  Walk into each room and really look around to see what you can 

do to repair anything that is visible.  

9. Check your curb appeal.  The first impression your buyers will have begins 

before they ever enter your front door.  Lure them in with fresh planted flowers, 

neatly trimmed bushes, green and well manicured lawns, clean sidewalks and 

patios and clean exterior paint.  Make sure your address is easy to read from a car. 

10. Recruit your Realtor or best friend to do a walk through and give any advice 

after you have completed the previous 9 items.  Everyone sees things 

differently and they may have some great advice on something that was 

overlooked.  
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Why Isn't My House Selling? 
(content being updated) 
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HOW TO SELL YOUR HOUSE: insider secrets and wisdoms 
that increase net return and decrease risk and stress. 
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book is not a do-it-yourself, for sale by owner guide, but rather strongly supports the 
value of finding and working with the right, local agent. The information is presented 
objectively, plainly and honestly. Katie's advise is written in a light-hearted, 
conversational style, which is easy to read and follow, and includes how-to's for 
deodorizing a teenage boy's room, incentives for small children to keep their room tidy 
while your house is on the market, and finding  your home's sweet spot asking price in 
any market. There's even an Emergency Drill plan for that last-minute showing request. 
 
In addition to the soup to nuts guidance, the book is sprinkled with helpful 'pearls of 
wisdom' insights that only a seasoned real estate veteran could know and share. There 
are several helpful refrigerator-magnet checklists for varying stages of selling a home to 
stay organized and on track. The book is designed to make selling a home as stress-free 
as possible, and to enable sellers to net the most money possible. 
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