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Introduction 
Selling your home is a big deal — both emotionally and financially. Whether you're 
relocating for a new job, upsizing, or simply ready for a change, this guide will help you 
approach the process with confidence and clarity. 

 

Inside, you’ll find simple explanations, expert insights, and helpful diagrams to walk you 
through every step — from pricing your home to closing the deal. My goal is to make this 
journey smooth, strategic, and as profitable as possible. 

 

Let’s get started. 

 

Chapter 1: Understanding the Market 
 

• Seller’s Market: More buyers than homes, quicker sales, bidding wars 

• Buyer’s Market: More homes than buyers, longer time on market, buyers have leverage 

• Balanced Market: Equal buyers and homes, competitive and fair pricing 

Pro Tip: Check recent local market reports to understand whether you're in a seller’s 
or buyer’s market. 
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Chapter 2: Preparing Your Home for Sale 
 

• Declutter & Deep Clean: Clear surfaces, hire professionals if needed 

• Curb Appeal: Trim bushes, clean walkways, fresh mulch 

• Staging Tips: Neutral decor, minimal furniture, cozy details 

• Repairs & Updates: Fix broken items, refresh paint and hardware 

Pro Tip: First impressions matter! Your front door and entryway can set the tone for 
the entire showing. 
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Chapter 3: Pricing It Right 
 

• How Pricing Works: Based on recent comparable home sales (comps) 

• Why Overpricing Hurts: Turns off buyers, lingers on market, could sell for less 

• Strategic Pricing: Price just below popular thresholds (e.g., $399,900 vs. $405,000) 

Pro Tip: Homes priced right from the start tend to sell faster and for more money. 
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Chapter 4: Marketing That Moves 
 

• Professional Photography: Wide shots, natural light, lifestyle touches 

• Description Tips: Highlight benefits and community perks 

• Online & Social Media: MLS, Zillow, Facebook, Instagram 

• Showings: Open houses build urgency 

Pro Tip: Professional photos can make your home stand out and attract more online 
views. 
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Chapter 5: Offers & Negotiations 
 

• What’s in an Offer: Price, deposit, contingencies, timeline 

• Compare Offers: Cash vs. loan, flexibility, motivation 

• Smart Negotiations: Stay calm, counter wisely, aim for win-win 

Pro Tip: The highest offer isn’t always the best — consider contingencies and the 
buyer’s financial strength. 
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Chapter 6: Closing with Confidence 
 

• Inspection & Appraisal: Prepare for repair negotiations, meet loan value 

• Documents & Disclosures: HOA docs, utility bills, disclosures 

• Closing Costs: Commission (5–6%), title fees, transfer taxes 

• Key Hand-Off: Final walkthrough, leave keys and manuals 

Pro Tip: Stay flexible — unexpected repairs or timing changes are common before 
closing. 
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Quick Glossary for Home Sellers 
These key real estate terms will help you better understand the selling process. 

 

Contingencies: Conditions that must be met for the sale to go through, such as financing or 
home inspections. 

 

Earnest Money: A deposit made by the buyer to show serious intent to purchase the 
property. 

 

Appraisal: An unbiased estimate of a home’s fair market value, often required by lenders. 

 

Closing Costs: Fees paid at the end of a transaction, including commissions, taxes, and legal 
fees. 

 

Listing: The official posting of a property for sale, typically through a real estate agent or 
MLS. 

 

MLS (Multiple Listing Service): A database where real estate agents share information 
about properties for sale. 

 

Staging: The act of decorating a home to make it appealing to potential buyers. 

 

Comparable Sales (Comps): Recently sold homes in the area that are similar in size, 
condition, and location. 
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Smart Seller Checklist 
Use this checklist to stay organized throughout the home selling journey. Print it out and 
keep it handy! 

Before Listing 
☐ Deep clean and declutter every room 
☐ Complete minor repairs (e.g., leaky faucets, squeaky doors) 
☐ Boost curb appeal (mulch, mow lawn, paint door) 
☐ Stage key rooms with neutral decor 
☐ Take professional listing photos 
☐ Gather documents (deed, utility bills, HOA info) 
 

Pricing Strategy 
☐ Review comparable home sales (comps) 
☐ Discuss pricing strategy with your agent 
☐ Set a competitive and strategic asking price 
 

Marketing & Showings 
☐ List on MLS and major real estate websites 
☐ Promote on social media platforms 
☐ Schedule open houses and private showings 
☐ Keep the home tidy and ready for last-minute tours 
 

Offers & Negotiations 
☐ Review all offer details (price, deposit, contingencies) 
☐ Compare offer strengths beyond just price 
☐ Negotiate respectfully and strategically 
☐ Choose the best offer for your goals 
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About the Author 
Luz María Alderete is a licensed real estate professional with DeFelice Realty Group LLC, 
proudly serving New Jersey. Known for her client-first approach, Luz blends deep local 
knowledge with a calm, confident presence to help homeowners navigate one of life’s 
biggest transitions with ease. 
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