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Inside This Special Report…

How To Sell Your Home For The
Highest Possible Price, In The

Shortest Time, With The Fewest
Problems!

Dear Homeowner,

The title of this report makes a pretty big promise, and it may seem just a little hard to
believe. But it really isn’t as difficult as you might think. Achieving your goals when selling
your home all starts with one thing:

Knowledge!

You see, when you are armed with the proper information, all of the complicated pieces
of the home selling puzzle will fall into place. An organized, planned approach to selling your
home will eliminate the guesswork, insure that you avoid the costly pitfalls, and enjoy a
successful, low stress transaction.

Learning the true inside story of how the real estate sales industry works may surprise
you! (NOT the way it used to work 10 or 20 years ago, but how it is today!) Most real estate
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agents try to keep a lot of this information secret, only giving out bits and pieces where they
have to. Many don’t even know it themselves!

It’s time to reveal the full truth about selling your home!

This report will cover the “Real Story” about selling your home. You need to know
what to expect, so you can make the right decisions and avoid the common mistakes that can
cost you thousands of dollars and foul up all of your plans.

For most people, their home is their biggest financial asset. But it is often much more.

It is HOME!

It’s where family gathers for holidays.

It’s backyard barbecues.

It’s where your child first rode down the driveway without training wheels.

It’s where you eat, where you sleep, it’s where you LIVE!

It’s memories, good and bad.

Yes, most people get mighty emotional about their homes. The thought of selling your
home may bring on deep feelings of sadness, joy, fear, uncertainty, and excitement – all at the
same time!
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This brings us to the first thing you’re going to have to do in order to successfully sell
your home:

Realize that selling your home is a dollars-and-cents business transaction, and you
need to put your emotional attachments to your home aside.

This is sometimes easier said than done. Just try to keep in mind that potential buyers
are not looking to buy your home, they want a house that they can make into their home!

You need to understand that the buyer is not interested in nor affected by your own
personal memories of your home. It’s natural to feel like your home is worth more than others
just because it’s yours, but DON’T FALL INTO THIS TRAP.

It will affect your judgment and cause you to make poor decisions… decisions that may
end up costing you plenty!

One thing you can be sure of when you decide to sell your home is that you will be
confronted with Lots Of Choices!

From the moment the thought of selling first enters your mind, the choices, decisions,
and uncertainties just keep coming at you.

Is selling the right thing for us to do?

Is now a good time to sell?

How will it affect the family?
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Typical real estate advertising does not do this. It is the same old boring stuff. It all
blends in to a sea of ads, and none of them grab any attention.

To be effective, advertisements need to strike at people’s emotions! To really get
people to respond, you need to arouse their curiosity and greed.

Remember the ad that you responded to in order to get this free report? It had a
headline that grabbed your interest, and the copy got you curious about finding out
information that could save you time and money.

If the ad had a big glamour shot photo and next to it said “I am the greatest real estate
agent that ever lived” do you think that you would have rushed to the phone to call? Not
likely.

Great advertising focuses on the customer, not on yourself!

Your ads need to stimulate interest and curiosity, and cause the reader to want to call for more
information.

The key is to always stress BENEFITS, not just features. The difference between the
two may not be clear to you, so here are a couple examples.

FEATURE: New high efficiency heating/cooling unit

BENEFIT: Lower utility bills, comfort

FEATURE: State of the art security system

BENEFIT: Safety, peace of mind
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FEATURE: 3 Bathrooms

BENEFIT: Privacy

Benefits answer the first question always on everyone’s mind:

What’s in it for me?

A SYSTEMATIC APPROACH

The key to avoiding the problems and stress that plague many home sellers is to have
a system for handling all of the details. When you have a step-by-step system that you can sit
down and implement, one step at a time, the entire task of selling your home becomes much
clearer and more manageable.

To put the odds of achieving your goals strongly in your favor, you need to know and
understand the six-step home selling process. This process is not based on some theory out of
a textbook. It has been tested and proven over many years and thousands of successful
transactions.

Step 1 - Understanding Market Conditions And Pricing Your Home

Step 2 - Calculating Your Bottom Line

Step 3 - Preparing Your Home For Sale

Step 4 - Marketing And Showing Your Home
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What is happening in your area? Are home sales brisk, or a bit on the slow side? Are there
factors such as new businesses or factory openings/closings that are affecting your market?

The value of anything, including houses, is determined by the supply and demand. If
there are lots of sellers and few buyers, prices tend to go down and houses take longer to sell.
This is referred to as a “Buyers market”.

On the other hand, if there are many eager buyers, but few homes for sale, prices will
rise and houses will sell very quickly. This is a “Seller’s market”.

Your area may be at one extreme or the other, but most likely is somewhere in
between.

Next, take a look at your neighborhood. Compare your home to others based on
criteria such as style, size, number of bedrooms and baths, garage, basement, pool, view, lot
size, etc.

You should soon get a good feel for what price your home should bring given the
current market conditions.

Remember: Keep your emotions in check and just look at the facts!

“But where in the heck do you get all of this information?”

All of the information about closed sales is public record, so you could obtain it from your
local city or county records. Also, most title companies and real estate agents can provide you
with a variety of facts about your market.
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LET THE SCRUBBING BEGIN!

The first order of business is to make your house shine from top to bottom, inside and out.
There is no such thing as too clean. Pay special attention to the kitchen and bathrooms.

People don’t buy dirty, messy homes!

You would think that this is obvious, but an amazing number of people put their home on the
market without cleaning it up first.

Your home should be clean, but that’s just the beginning. Odors from smoking and pets will
scare buyers away fast. Now is also the time to fix all of those little items that you’ve been
meaning to get to.

IT’S SHOW TIME!

Once the price is set and the preparation is done, bring on the buyers!

But be careful, knowing what to say and what to do when potential buyers arrive to look at
your home can make a big difference. Always greet them courteously, and hand them a home
information brochure. If they are with a real estate agent, try to stay out of the way.

If you are selling your home yourself, casually guide them through your home, starting with
your homes most outstanding features. Stay with them, but give them room to breathe, or you
may make them uncomfortable.

Don’t Forget The Paperwork
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“WHICH AGENT SHOULD WE PICK?”

This can really be quite a difficult decision, especially if you don’t know what to look for and
what questions to ask. The thing that makes it the toughest is that most all real estate agents
say the same thing:

“We are the biggest” “I sell the most” “We are #1” “Blah-blah Specialist”

“The only choice” “Top Producer” “Meaningless-To-You Award winner”

Everything most agents say focuses on one of two things… themselves and their company!

As a seller, you don’t care about any of that stuff! Remember what we said about the
Buyer’s concerns above? Same thing – what’s in it for you!

You only care about how the real estate agent can help you achieve your goals. How
will the agent’s services directly benefit you? What specific benefits do they offer that are
above and beyond what every other agent does?

That’s what you really want to know, isn’t it?

OF COURSE IT IS! AND IT’S YOUR RIGHT TO KNOW IT!

The heck with all of the sales hype and double talk!

I am not saying that you shouldn’t go with an agent that is with a strong company and
has a track record of success – not at all. What I am saying is that you should look for an
agent whose primary focus is on helping you, not blowing their own horn!

WHERE DO WE GO FROM HERE?






