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 HIRING AN AGENT 

You may be asking yourself: do I need to hire a real 
estate agent? Even if you aren’t listing your home on 
the market, hiring a real estate agent can decrease 
your workload and stress. Licensed real estate 
professionals possess negotiation skills and 
experience handling transactional, contract, and title 
details. Unless you’re selling a home to a friend or 
family member, you should always hire a licensed real 
estate professional. 



HIRING AN AGENT 
STEP 1 - CONSIDER PROS + CONS 

• Homes sold with an agent sell at an 
average of $55,000 more 

• Homes sold with an agent sell 19 days 
faster on average 

STEP 2 - CONSULT FAMILY + FRIENDS 

• Ask family + friends for referrals 
• Ask if their agent sold within their 

desired time and price range 
• Narrow down your selection by 

experience and market familiarity 

STEP 3 - REVIEW TRACK RECORD 

• Ask each agent you interview details 
about your neighborhood’s market and 
how familiar they are with local prices 

• Ask agents for referrals, check their 
website and social media for more 
indicators of credibility 

STEP 4 - BE AWARE 

• Real estate agents, like any other 
service provider, have varying levels of 
quality 

• The average real estate commission is 
5-6% 

• Commission percentage is generally 
continent upon the services rendered 
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  PRICING YOUR HOME 

Never rely on online home value reports to set a 
price. Experienced agents can use their knowledge of 
your local market to accurately price your home. They 
will take into account the comparable historic sales in 
your market as well as seasonality when pricing your 
home. A good agent will also consider your desired 
time frame for selling to ensure you move into your 
next home smoothly.  



PRICING YOUR 
HOME 
STEP 1 - REQUEST A CMA 

• A CMA (Comparative Market Analysis) 
is a document derived from the local 
MLS (Multiple Listing Service) 
database. It lists nearby sold home 
details. You’ll see homes of similar 
value with sold prices and sale dates. 
The report will analyze these sales as 
well as current market conditions to 
provide a suggested listing price. 

• A real estate agent should provide you 
with a CMA during their listing 
presentation. 

STEP 2 - MEET WITH YOUR AGENT 

• After selecting your agent, meet again 
to finalize a price. Be sure your agent is 
familiar enough with your market to 
strategically price, position, and 
represent your home. 

STEP 3 - BE FLEXIBLE 

• Have realistic expectations going into 
your listing presentation. 

• Do not rely on home search sites (i.e. 
Zillow or Trulia) to provide an accurate 
listing price. 

• Consult agents familiar with your 
market 

REQUEST A CUSTOM CMA 

http://www.humbleabode.com/cma
http://www.humbleabode.com/cma
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  STAGING YOUR HOME 

A common mistake sellers make is in the appearance 
of their home when placing it on the market. A house 
should feel welcoming and lived in, but should also 
keep a clean and more neutral design pallet to appeal 
to a wide array of potential buyers. Ideally, buyers 
should be able to easily picture themselves living in 
your home. Be sure to follow these tips for staging in 
order to increase the quality, quantity, and speed of 
offers. 



STAGING  
YOUR HOME 
STEP 1 - BOOST CURB APPEAL 

• Curb appeal is the physical appearance 
of a home’s exterior. It is the first thing 
buyers see before entering your home 
and it leave a lasting impression. 

• Your real estate agent should be able 
to suggest local landscapers should 
your property need one. 

STEP 2 - GET FRESH 

• Make your home look lived in and loved 
with a fresh flowers, house plants, and 
vibrant local farmer’s market produce. 

• Open windows when possible and add 
activated charcoal bags or other odor 
neutralizers to freshen the air. Refrain 
from lighting any scented candles or 
using fragrant room sprays. 

STEP 3 - HIRE A PROFESSIONAL 

• Hiring a professional stager typically 
increases a home’s sale price by 20% 
and decreases time on the market by 
88%. It is worth the spend to hire a 
professional. 

• Hire a professional cleaning service to 
tidy up and clean all the nooks and 
crannies of your home. 
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  NEGOTIATIONS 

When you sign an exclusive sales agreement with 
your real estate broker, they have a fiduciary 
responsibility to represent your best interests during 
all stages of the marketing and sales process. The 
negotiating period is a critical time for you and your 
agent to communicate and ensure that critical 
aspects of a deal are recorded before going into 
contract with the buyer. 



NEGOTIATIONS 
STEP 1 - REVIEW OFFERS 

• After preparing your home for sale and 
placing it on the market, you’ll likely 
receive several offers. 

• Be sure to carefully review every detail 
of the offers within your ask range. 
Every offer contains specific terms of 
purchase, including closing and 
possession dates, any contingencies, 
and desired repairs. 

STEP 2 - LEAN ON YOUR AGENT 

• Experienced agents know how to 
negotiate the deal without revealing 
any of your potential vulnerabilities. 
They know how to express your 
priorities and win you the best possible 
deal based on your needs. 

• Ask questions about each offer so you 
have full clarity. 

STEP 3 - RESPECT THE BUYER 

• Even if you are selling your home during 
a seller’s market, it is important to 
respect the potential buyers and their 
offers. 

• A good agent will understand how to 
professionally negotiate with the buyer 
or buyer’s agent without compromising 
your needs. 
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  CLOSING 

The closing process typically goes smoothly. You, as 
the seller, will usually be present for the meeting 
which is conducted by a closing or settlement officer. 
This third party agent will handle the closing process 
including reviewing the sales agreement, witnessing 
signatures, collecting monies, keys, and all other 
physical documents. 



CLOSING 
STEP 1 - COLLECTING PAPERWORK 

• When you work with an experienced 
agent this process will go smoothly. 

• Common documents needed from the 
seller include:  

• Original sales contract with 
purchase price 

• Deed or other title document 
• Evidence of title (title report) 
• Discharge of mortgage 
• Property inspection reports and 

proof of repairs 
• Bill of sale for any personal 

property included in the deal 
• Surveys 

STEP 2 - KNOW YOUR COSTS 

• Though some may be negotiable, the 
following are among the costs that 
sellers can generally expect to incur: 

• Attorney fees 
• Broker commission 
• Existing lien payments 
• Recording fees 
• Transfer taxes 

• Your agent should be able to help 
estimate these fees for you. 

STEP 3 - COMPLETING THE SALE 

• Double check that the buyer’s title is 
properly recorded in your local record’s 
office along with mortgage liens. 



NEXT STEPS 
BEGIN YOUR AGENT SEARCH 

Consult family and friends for a listing agent, search local agents online, 
and familiarize yourself with the experts in your neighborhood. 
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