
WHY IT MATTERS

Your home is likely your largest asset; selling requires strategy and planning
Best chance of selling is within the first 7 weeks on the market
The longer a property sits, the less it typically sells for
Preparing in advance increases speed and sale price

ESTABLISH YOUR REASON FOR SELLING

Define your main goal: quick sale or maximum price
Motivations shape pricing, preparation, and timelines
Clarity helps guide every decision in the process

PRICING
Set a competitive market price from the start
Overpricing can lead to fewer showings, limited offers, financing challenges, and a lower final price
If you’re not satisfied with the current market value, consider delaying the sale instead of overpricing

DO YOUR HOMEWORK

Visit local Open Houses, especially those similar to your home
Compare features: floor plans, lot size, finishes, location, and asking price
Aim to set a price in line with or slightly more attractive than nearby listings

CONSIDER AN APPRAISAL

Pro: Adds credibility, reassures buyers about financing, can boost confidence in your asking price
Con: Costly, short lifespan, and results may not match your expectations
Weigh whether it fits your overall selling strategy

CHOOSE THE RIGHT REALTOR®

Look for experience, local knowledge, and a clear marketing plan
Assess personality fit and enthusiasm; they’ll be your partner throughout the process
Ask about: time in business, recent sales in your area, negotiation style, and client references
A great REALTOR® makes the difference in both speed and price

CLEANLINESS

Deep clean every space; buyers notice even small messes
Declutter and remove excess furniture to create a sense of space
Eliminate odors by airing out the home, keeping pets outside, and sending smokers outdoors
A clean home equals higher perceived value

How to Get Top Dollar for Your Home, Fast!



ACCESSIBILITY

Make it easy for agents to show your home; ensure keys are always available
For showings: turn on lights, unlock doors, open drapes and shutters
Leave during showings if possible; buyers feel more comfortable exploring without the owner present

UPDATED INTERIOR

Fresh paint is one of the best low-cost investments; instantly refreshes your home
Replace old or worn carpets and avoid outdated colours or patterns
Small updates can prevent your home from being overlooked

DRIVE-UP APPEAL

First impressions are critical; many buyers decide before entering
Keep lawn trimmed, walkways swept, and shrubs neat
Repaint the front door, polish hardware, and add a new doormat
Present a cared-for, welcoming exterior

Preparation is the key to speed and top dollar. A well-priced, well-presented home attracts serious buyers
and creates competition that works in your favor.


