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Selling a home that you may have lived in 

for many years can be challenging, time-

consuming, and stressful. 

We’ve compiled this Home Seller’s Guide for you 

to make that process much easier and so that 

you can be in control every step of the way and 

RMM]�Ib`�KM`q�U`�qTM�mMnr]qnà�

Here are the steps.

First: Selecting a top-notch Realtor

Second: Preparing your home for sale

Third: Marketing and showing your home 

Fourth: .MwUMxU`S�Ib`qm@Iq�b�Mmn

Fifth: Preparing to move and closing

The Five Steps 
to Selling Your 
Home



We joined Compass to be able to provide our 

I]UM`qn�xUqT�nMwMm@]�HM`M�qn�Rbr`K�b`]z�@q�

Compass.

The Compass Platform

At Compass, our search platform will allow us 

to collaborate seamlessly as we work together 

qb��`K�zbrm�`Mx�Tb_Mà�9UqTU`�qTM�nM@mIT�qT@q�

we set up for you, we can all be looking at the 

same group of homes, making comments, and 

providing feedback. You can also search on 

your own. Being able to communicate within 

the platform puts everyone on the same page, 

@`K�nTbmqM`n�qTM�qU_M�`MMKMK�qb��`K�qTM�mUSTq�

home for you.  

Only-On-Compass Homes

Most homes are on the multiple listing service 

(MLS), but not all homes are found there. At 

Compass, because we have a platform for 

listing homes that can be shared among all 

�b_j@nn�@SM`qnÛ�_@`z�Tb_Mn�xU]]��mnq�@jjM@m�

only on Compass, where they can typically be 

shown and purchased. We also have Compass-

only pricing tours where we have access to 

homes before they go on the market. No other 

broker in this area provides this advantage. 

The Compass 
Advantage

Compass Concierge

If you have a home to sell as part of your move, 

Compass will help you maximize the value 

of your home by fronting the cost of home 

U_jmbwM_M`q�nMmwUIMn�]U\M�j@U`qU`SÛ��bbmU`SÛ�

new appliances, and staging. There are no fees 

or interest. You just repay Compass at closing, 

@RqMm�jbI\MqU`S�qTM�nUS`U�I@`q�U`ImM@nM�U`�Tb_M�

value these improvements provide you.

Compass Bridge Loans

If you need to tap the equity in your existing 

home to make a move, Compass has an 

inexpensive bridge loan program from industry-

leading lenders that can help you fund the 

transition to a new home. 

Nationwide Service

Compass is the largest independent brokerage 

U`�qTM�3`UqMK�/q@qMnÛ�xUqT�b�IMn�Ib@nqùqbùIb@nqà�

If you need to relocate from another region, 

we can connect you with a top Compass agent 

wherever you live.
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Do your due diligence 
We expect you to evaluate us as we begin to 

help you sell your home. You want someone 

on your side who you get to know, like, and 

trust. Don’t just default to a friend, unless they 

have the requisite experience and expertise. 

There is much more to selling a home than 

most people realize.

-r@]U�I@qUb`n�zbrm�.M@]qbmŋ�nTbr]K�T@wMÚ

• Local market knowledge

• Good reviews and testimonials

• Track record of selling homes for 

maximum value in minimum time

• Financial knowledge - can they explain the 

costs of selling a home?

• Good time management and 

communication skills

• Being well connected with contractors, 

photographers, stagers, cleaners, 

title companies, and a host of other 

professionals it will take to sell your home

�]nbÚ�

• Do they know how to evaluate your house 

and advise you how to put it in the best 

light to get the best return? 

• 
b�qTMz�b�Mm�nMmwUIMn�qT@q�bqTMm�

brokerages do not have? 

Step One:
Selecting A 
Top-Notch Realtor

• What will they do to market your home? 

• Do they know how to help you sell your 

home and buy another? 

• Do they communicate with you in a way 

that you understand and feel comfortable 

with?

• Do they show up on time, well prepared?

• Are they full-service? 

• Do they support your interests as opposed 

to working for a corporation? 

• What expenses will they cover in helping 

you sell your house? 

• What other experience and expertise do 

qTMz�T@wM�qT@q�xU]]�HM`M�q�zbrá�

We believe if you ask these kinds of questions 

that Siebel Homes will stand out compared to 

other Realtors you could use. NOVA Real Producers 
Top 500



What we will cover at a 
listing appointment
A listing appointment is an opportunity to 

become comfortable with us as the agents who 

will help you sell your home. 

Before the meeting, we are going to send you 

qTmMM�qTU`SnÚ

• Our Home Seller’s Guide as a digital link

• A blank listing agreement for your 

jurisdiction

• An initial set of neighborhood comparable 

home sales set up as a Compass Collection

Before the meeting, we would ask that you do 

@�RMx�qTU`SnÚ�

• Itemize the things you think you might 

need to do or have done to put your house 

in the best light

• List any renovations or updates you have 

Kb`M�U`�qTM�]@nq��wM�zM@mnÛ�@`K�qTM�@SMn�

of your heating and cooling systems, 

appliances, and roof

• Map out an ideal timeline of when you 

would like to sell and move

• Review the materials we will send you in 

advance

9TM`�xM�_MMq�@q�zbrm�Tb_MÛ�xM�xU]]Ú

• Go through your home to evaluate and 

discuss what could/should be done

• Talk about your options for preparing your 

home for sale, from doing the minimum, to 

KbU`S�_bmM�nUS`U�I@`q�mM`bw@qUb`n

• Discuss your timeline of selling your home 

and moving to your next destination

• Lay out our process for selling your home

• Fill out the listing documents if you are 

ready

• Answer any questions that you have

During our meeting we like to take some photos 

and measurements if it’s okay with you. We like 

to save you time by getting as much done as we 

can in our initial meeting. 



• Professional Videography�sd�UWyO�dtsødTøsdzb�
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• Single Property Website�zW__�VdtpO�yWMOdÛ�
lVdsdpÛ�MdKtaObsp�oO_BsOM�sd�sVO�_WpsWbUà

• Staging�sd�UWyO�|dto�VdaO�sVO�JOps�ldppWJ_O�
loOpObsBsWdb�Tdo�sVO�lVdsdp�BbM�yWMOdà

• Vendor Coordination�zO�zB_^�sVO�UodtbMp�
sd�WMObsWT|�Bb|�K_OBbtlÛ�_BbMpKBlWbUÛ�ldzOo�
zBpVWbUÛ�aBWbsObBbKO�oOntWoOM�loWdo�sd�
lOoTdoaWbU�sVO�lVdsd�BbM�yWMOd�pVddspà�9B_^�
sVO�VdtpO�sd�WMObsWT|�Bb|�sdtKVtlÛ�MOK_tssOoWbUÛ�
lBWbsWbUÛ�BbM�oOlBWop�oOntWoOM�loWdo�sd�
lOoTdoaWbU�sVO�lVdsd�BbM�yWMOd�pVddspà

• Professional Brochures�zWsV�U_dpp|��bWpV�Tdo�
Jt|Oop�sd�sB^O�VdaO�BbM�sd�MWpl_B|�Wb�dto�
��
BoOB�dT�KOpà

• Professional Photography�sd�UWyO�|dto�VdaO� 
sVO�JOps�db_WbO�loOpObsBsWdb�ldppWJ_Oà

Our Marketing Strategy



• Craft a narrative�MOpKoWlsWdb�dT�sVO�VdaO�BbM�
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• Just Listed Mailers�sd�|dto�bOWUVJdop�sd�B_Oos�
sVOa�dT�sVO�_WpsWbUà��s�Wp�adoO�Tdo�sVOWo�bOszdo^�
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• Social Media Campaigns�sd�sBoUOsOM�BtMWObKOp�
db��BKOJdd^Û��bpsBUoBa�BbM��Wb^OM�bà

• Email Campaigns�sd�sVO�sdl��Ň�dT� 
Jod^Oop�oOUWdbøzWMOà

• Broker/Agent Open Houses�sd�pVdzKBpO�|dto�
lodlOos|�sd�BUObsp�zWsV�_W^O_|�Jt|Oopà�2VOoO�Wp�B�
paB__�KdaatbWs|�dT�BUObsp�sVBs�BKstB__|�VByO�
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• Print Advertisement��BalBWUbp�Wb�9VBsĆp�3lá�
�bbBld_Wp� BUB�WbOÛ�
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• The Power of the Compass Real Estate Network  
zWsV�lodlOosWOp�JOWbU�pVBoOM�BKodpp�sVO�Kdtbso|�
sd�dto�WbsOobB_�l_BsTdoapà

• Broker Outreach�KB__WbU�B__�Jod^Oop�BbM�BUObsp�
zVd�VByO�_WpsOM�do�pd_M�pWaW_Bo�lodlOosWOp�Wb�sVO�
_Bps���|OBopà

• Online syndication�BTsOo�JOWbU�ObsOoOM�Wb�sVO�
at_sWl_O�_WpsÛ�sVO�lodlOos|�zW__�B_pd�BllOBo�Bp�Bb�
ObVBbKOM�_WpsWbU�db�sVO�Td__dzWbU�zOJpWsOpÚ� 
sot_WBàKdaÛ�oOB_sdoàKdaÛ�|BVddÛ�zp]àKdaÛ�Bd_àKdaÛ 
b|sWaOpàKdaÛ�]tzBWàKda�î�VWbBïÛ��W__dzàKdaÛ�
�bBbKWB_sWaOpàKdaÛ�dlObVdtpOàKdaÛ�WVsàKdaÛ�
K|JOoVdaOpàKdaÛ�VdaO�bMOoàKdaÛ�VdaOpàKda�
BbM�dsVOopà



You have multiple options when you sell a 

home. You might think of it in tiers. Tier One 

would be to do as little as possible. If the home 

needs a lot of work, or is an estate sale, this is 

an option. Tier Two would be to do a normal 

amount of work to put the house in the best 

]USTqÛ�xUqT�nb_M�IbnqùM�MIqUwM�mM`bw@qUb`à�

Tier Three would be the top of the line, where 

you might invest more money to update and 

renovate the kitchen and baths, as well as 

other portions of the house to maximize its 

value. Our job is to give you the best advice, 

and work with you to implement whatever 

level you decide to reach for when you sell 

your home. 

Deciding whether to move 
before or after you put the 
house on the market
#`M�bR�qTM��mnq�KMIUnUb`n�zbr�`MMK�qb�_@\M�Un�

whether to sell the house while you are living 

in it, or after you have moved out, because this 

xU]]�U`�rM`IM�Tbx�zbr�jmMj@mM�zbrm�TbrnM�Rbm�

sale. This turns on a number of factors.

• 
b�zbr�T@wM�qTM�bjqUb`�bR�_bwU`S��mnqá�

Step Two:
Preparing Your 
Home For Sale

• If you stayed in the house, would you be 

able to declutter and make repairs and/or 

renovations while you are there? 

• Where are you looking to move? Will you 

HM�@H]M�qb��`K�qTM�TbrnM�zbr�x@`q�qb�_bwM�

qb�UR�zbr�jrq�zbrm�Tb_M�b`�qTM�_@m\Mq��mnqá�

We’ve helped many clients move to a new home 

and sell their existing home. We will walk you 

through all the options, and help you make the 

transition as smoothly as possible.

Deciding what needs to be 
done
Once you know your timing and whether you 

are moving before or after you put your house 

up for sale, the next step is to decide what needs 

to be done in consultation with us. During the 

listing appointment, we will have toured the 

home with you to point out what you could 

do to get your home ready. We will often take 

informal photos so that we can prepare a list for 

you of your options after the meeting. Before 

_@\U`S�@��`@]�KMIUnUb`Û�zbr�_@z�`MMK�qb�SMq�

estimates of repairs and/or updates.



Getting Estimates
Once we’ve gone through the home with you, 

we can identify the contractors you may need 

to make repairs and bring the house up to date. 

If you have contractors you are familiar with, 

you can get estimates from them. We can also 

recommend contractors for any work that may 

be needed.

Decluttering
Nearly every home needs to be decluttered to 

be shown in its best light.. This can take many 

forms, depending on how many things you 

have, and what your next move looks like. My 

advice is to decide what you need to take with 

you to your next home as a way to identify 

what you don’t need to keep. Anything you 

are not taking with you should either be sold, 

donated, or disposed of. We can help you with 

that process. 

Making Repairs 
Unless you plan to sell a home “as is”, at a 

minimum you should repair broken items. 

You may already have a to-do list that you just 

haven’t gotten around to. When we go through 

the house at the listing appointment, we will 

identify those items, and who might be able to 

�y�qTM_à�

Lighting, Painting, and 
Flooring
These are typically the three areas where you 

I@`�_@\M�qTM�HUSSMnq�KU�MmM`IM�U`�@�Tb_Mćn�

value for the lowest cost. 

• Light sells homes. Therefore, we advise 

adding as much light as possible to sell it. 

This can include changing out light bulbs to 

the brightest wattage, opening curtains and 

blinds, removing screens, and having all 

windows professionally cleaned. 

• Painting is another low-cost way to 

modernize a home. If your color scheme is 

�`MÛ�zbr�_@z�b`]z�`MMK�qb�qbrIT�qTU`Sn�rjà�

If you need more extensive painting, it can 

add a lot to your bottom line. 

• Flooring might involve replacing old 

carpeting, removing it if there are nice 

T@mKxbbK��bbmn�r`KMm`M@qTÛ�bm�mM�`UnTU`S�

worn hardwoods. We will advise what is 

needed and worth the expense. 

Exterior Work
You want your home to have great curb appeal, 

because the outside will usually be a buyer’s 

�mnq�U_jmMnnUb`à�2TMmM�Un�@�m@`SM�bR�UqM_n�qb�

take care of, from repairs, to powerwashing, to 

painting, to landscaping. How old is your roof? 

9M�xU]]�@KKmMnn�@]]�qTMnM�UqM_n�U`�brm��mnq�x@]\�

through. 



Updating
Most people don’t choose to do complete 

makeovers of their homes before selling, like 

what you might see on an HGTV remodeling 

nTbxà�
rq�Uq�I@`�mMqrm`�@�jmb�q�qb�zbr�U`�qTM�

right situation to update a home. 

• Bathrooms are one of the most common 

areas where updating can add more value 

to a home than it costs. New vanities, 

lighting, tiling, shower doors are options. 

• Kitchens are another area to consider 

updating. Once again, there is a whole 

range of options, from replacing appliances 

or counters, to repainting or replacing 

I@HU`MqnÛ�qb�IT@`SU`S�brq�qTM��bbmU`SÛ�bm�

adding recessed lighting. 

If you are considering these options, we 

�mnq�`MMK�qb�SMq�MnqU_@qMn�qb�Mw@]r@qM�xT@q�

your return might be with, or without, these 

updates. 

Staging
2TMmM�@mM�KU�MmM`q�]MwM]n�bR�nq@SU`Sà��b_Mn�

will typically sell for more money if they are 

well staged. The photos will look better, which 

will draw more interest and more visitors, and 

qTM�_bmM�qm@�I�zbr�T@wMÛ�qTM�_bmM�]U\M]z�zbr�

@mM�qb�mMIMUwM�_r]qUj]M�b�Mmn�@`K�qTM�TUSTMnq�

sales value. Staging can be done if you sell 

while living in the home by maximizing the 

look of what you have. If you have moved out, 

a professional staging company will bring in 

furniture and artwork to stage the main living 

areas, the primary bedroom, and the baths. 

Depending on the approach for your home, we 

will make sure it is well staged. 



Maximizing the value of 
your home with Compass 
Concierge
Compass Concierge is the hassle-free way to 

sell your home faster and for a higher price.

By fronting the cost of home improvement 

nMmwUIMn�]U\M�j@U`qU`SÛ��bbmU`SÛ�@`K�nq@SU`SÛ� 

our exclusive Concierge program transforms 

your home with no upfront costs or interest - 

ever.

By investing in your home’s potential, we aim 

qb�jmbwUKM�@�nxURqMmÛ�_bmM�jmb�q@H]M�n@]Mà 

ō�A F T E R  /  B E F O R E  ŉ

�O|�pOoyWKOp 
include:

Fresh paint

Strategic staging

Updated HVAC

Updated plumbing

Cosmetic renovations

Decluttering

Landscaping improvements

Custom closets

Moving support

Storage support

.bb�`S�mMj@Um

Upgraded electric

Structural fencing

Compass 
Concierge



“Compass Concierge was a true gift. Suddenly I 

T@K�qTM��`@`IMn�qb�SMq�_z�Tb_M�bR����zM@mn�mM@Kz�

to sell, with no upfront cost to me. It ought to 

be called the ‘Concierge stress relief program.’ It 

exceeded all my expectations of the home-selling 

process.”

Jo Ann, Seller | San Francisco Bay Area

How it works 

01 

We will work together to decide which home 

improvement services can increase your home’s 

value the most and set an estimated budget  

for the work. 

02

Once approved, I will be by your side as you  

engage vendors and commission work.

03 

When your home sells, you will simply pay the  

cost of the services provided - and nothing more.

Learn more at compass.com/concierge  

(terms and conditions apply)

$200k
above list price

ŉ�B E F O R E  /  A F T E R  ō 

4
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How can Concierge help you?
Compass Concierge fronts the cost of home 

improvement services with no interest and 

no fees. Concierge is the hassle-free way to 

sell your home faster and for a higher price! 

To get funds directly in your hands, Compass 

has partnered with Notable, an independent 

lender to provide Concierge Capital, an 

interest-free loan.

Common use cases
Staging & Decor

Appliances

�USTq��yqrmMn


�;�+mb[MIqn�bm��MyUH]M�rnM�bR�wM`Kbm

Landscaping elements

Painting

Open house materials

Inspection Items

Moving & Storage

& many more!

 

How Compass Capital works
Step 1: Apply For A Loan

Work with your agent on a Compass Concierge 

mMRmMnT�j]@`Û�HrKSMq�@`K�nUS`�@`��yI]rnUwM�

�UnqU`S��SmMM_M`q�ï���ðà

Complete the 5-minute loan application 

through Notable’s website at 

Concierge Capital

TqqjnÚææIb`IUMmSMà`bq@H]M�àIb_æ@jj]zænq@mq�qb�

KMqMm_U`M�]b@`�M]USUHU]Uqzà�.MlrUmMK��M]Kn�U`�qTM�

@jj]UI@qUb`�U`I]rKMÚ�]UnqU`S�@KKmMnnÛ��b_j@nn�

agent, listing price, requested loan amount, 

seller contact name, email, phone number, 

birthday, social security number, annual income, 

and outstanding debt on the property. Please 

note Sellers must submit applications. Having 

an agent do this on your behalf will delay 

application processing.

*This information is collected for a soft credit 

ITMI\�xTUIT�KbMn�`bq�@�MIq�zbrm�ImMKUq�nIbmMà

�RqMm�zbr��]]�U`�qTM�@jj]UI@qUb`��M]KnÛ�zbr�

will be conditionally approved or denied. If 

approved, you will be prompted to choose how 

zbr�xbr]K�]U\M�qb�mMIMUwM�Rr`KnÚ��b`IUMmSM�

Capital Debit Card or via Direct Deposit.

/sOl��Ú��UObs��db�oaBsWdb�œ��tbMp�.O_OBpOM

Once you are conditionally approved, your 

Compass agent will receive an automatic 

mMlrMnq�wU@�M_@U]�@`K�qMyq�_Mnn@SM�qb�Ib`�m_�

zbr�T@wM�@�nUS`MK��yI]rnUwM��UnqU`S��SmMM_M`qà

3jb`�@SM`q�Ib`�m_@qUb`Û�Rr`Kn�xU]]�HM�

disbursed to sellers via their preferred payment 

method (Debit Card or Direct Deposit).


UmMIq�
MjbnUqÚ��r`Kn�KUnHrmnMK�qb�@IIbr`q�

within 2-5 business days.

�b`IUMmSM��@jUq@]�
MHUq��@mKÚ�8Umqr@]�I@mK�

issued immediately and physical card will be 

delivered within 2-3 business days.



Step 3: Complete Your Project

You will select vendors to complete the work 

on your Concierge project. Using Concierge 

Capital, sellers are able to pay vendors as work 

is completed.

Ö�R�zbr�ITbbnM�qb�mMIMUwM�Rr`Kn�wU@�qTM�I@mK�@`K�

wM`Kbmn�mMlrUmM�I@nT�bm�ITMI\�j@z_M`qÛ�zbr�I@`�

mM@IT�brq�qb�!bq@H]M�qb�mMlrMnq�qb�qm@`nRMm�qTMnM�

Rr`Kn�qb�zbrm�@IIbr`q�@`K�j@z�wM`Kbmn�xUqT�

I@nT�bm�jMmnb`@]�ITMI\à

/sOl��Ú�!dsWT|�!dsBJ_O�dT��_dpWbU�œ�.OlB|aObs

Funds borrowed from Notable are due at 

I]bnM�bR�n@]MÛ�bm�qTM��mnq�@jj]UI@H]M�_U]Mnqb`M�

in your lending agreement (for example, 

delisting the home, if 12 months pass from 

borrowing date etc.)

When a Concierge listing is about to go 

into contract, sellers must notify Notable 

1-2 weeks prior to closing by emailing 

nrjjbmqņ`bq@H]M�àIb_�bm�Hz�I@]]U`S�

833.615.0252. 

Your questions, answered
-rMnqUb`Ú�
bMn�@jj]zU`S�Rbm��b_j@nn��@jUq@]�

@�MIq�_z�bwMm@]]�ImMKUq�nIbmM�@`K�RrqrmM�]b@`�

eligibility or hit my credit report?

�`nxMmÚ�!bÝ

-rMnqUb`Ú��bx�]b`S�KbMn�qTM��b`IUMmSM�

Capital application take?

�`nxMmÚ�#`]z�@�RMx�_U`rqMnÝ

-rMnqUb`Ú��mM�qTMmM�@`z�rjRmb`q�RMMn�bm�

interest?

�`nxMmÚ�!bÝ�2TUn�Un�@�`b�rjRmb`q�RMMÛ��Ļ��+.�

loan .

-rMnqUb`Ú�9T@q�UR�_z�wM`Kbmn�Kb ć̀q�q@\M�KMHUq�

card?

�`nxMmÚ�;br�I@`�ITbbnM�KUmMIq�KMjbnUq�@`K�j@z�

vendors with any method needed or contact 

Notable to transfer funds from the card to your 

account to pay out vendors with cash. Please 

only submit one cash transfer request at once. 

Submitting multiple requests will result in 

transfer delays.

Want to learn more about 
Compass Concierge?
Visit www.compass.com/concierge For any 

loan related questions, please contact Notable 

KUmMIq]z�@q�nrjjbmqņ`bq@H]M�àIb_�bm�I@]] 

833.615.0252.



Once your home has been prepared according 

to the items we laid out in Step Two, we will 

jrq�qTM��`UnTU`S�qbrITMn�b`�Uq�HMRbmM�Uq�SbMn�

on the market.

Deep cleaning, window 
washing, and photography
We will cover the expense of having your 

home deep cleaned. This is typically done the 

same day we will have professional window 

washers come to remove your screens and 

have all your windows washed. Then we 

have a professional photographer take photos, 

jmMj@mM�@��
�qbrmÛ�_@\M�@��bbm�j]@`Û�@`K�SUwM�

precise room measurements. 

Highlight your home’s best 
features
Remember the list we asked you to make 

before our initial meeting of any updates you 

T@wM�_@KM�U`�qTM�]@nq��wM�zM@mná�9TM`�zbrm�

Tb_M�Un�mM@KzÛ�xM�xU]]�Ib_j]MqM�@�Tb_M�jmb�]M�

sheet that gives a full breakdown of what is 

b�MmMK�U`�zbrm�Tb_MÛ�@`K�xU]]�TUST]USTq�Uqn�

Step Three:
Marketing and 
Showing Your Home

best features. The more we know, the more we 

can share to make your home stand out. 

Pricing your home for sale
We will likely have discussed a market price 

as early as the listing appointment. Depending 

on how long it takes to put the house on the 

market, and how much work you decide to 

have done, that preliminary price might change. 

You only need to set a price when we put it on 

the market. Before making that decision, we 

will show you updated comparable homes and 

discuss pricing strategies to get you the best 

return. 

The three stages of putting 
your house on the market
Our goal is to help you get the best return when 

you sell your home. When we put your house 

on the market, we want to generate interest and 

Hr}}Û�@`K�r]qU_@qM]z�qm@�I�@`K�b�Mmnà�9M�T@wM�

found that the best way to do that is through 

pre-market build up and outreach. Accordingly, 

xM�b�Mm�qTmMM�nq@SMn�qb�nM]]U`S�zbrm�Tb_Mà�



• Compass Coming Soon. Before your 

home is publicly advertised in the Multiple 

Listing Service (MLS), we can put it on the 

Compass platform, which can be seen by 

all Compass agents in the DC metro area 

and nationwide, and any of their clients 

who are receiving search feeds that would 

include your home. In this status, which 

we can create while the home is being 

prepared, we can target interested agents 

and buyers, and if they make an attractive 

b�MmÛ�zbr�I@`�KMIUKM�UR�zbr�x@`q�qb�@IIMjq�

it, or to move to the next stage. To make 

sure you receive top value, you can set an 

aspirational price while in this status. This 

price will not be seen, nor will days on 

market be counted, if and when we enter 

your home in the MLS. 

• MLS Coming Soon. If your home does not 

sell in the Compass Coming Soon stage, 

we can put it in MLS as Coming Soon. In 

this status, the house cannot be shown, 

but this stage can be used to generate 

additional anticipation for going active. 

• MLS Active. Most homes end up selling 

in this status, once the house is fully 

prepared, cleaned, and photographed. 

Once we move a house from Private 

�yI]rnUwM�qb� �/Û�xM�I@`�nMq�@�KU�MmM`q�

price without the prior status or days on 

market showing up. 

Marketing your home
�`�qTM��b_j@nn��b_U`S�/bb`�nq@SMÛ�xM�xU]]Ú

• Put your home on the Compass platform

• Reach out to Compass agents and others 

we know who work in your neighborhood

• Discuss your home on Compass virtual 

pricing tours

�`�qTM� �/��b_U`S�/bb`�nq@SMÛ�xM�xU]]Ú

• �`qMm�zbrm�]UnqU`S�U`� �/��b_U`S�/bb`Û�

typically a week or so before it goes active

• Send out broad-spectrum emails to area 

agents regarding your homes features

• Begin to put your house out on social media

• Have a yard sign installed 

�`�qTM� �/��IqUwM�nq@SMÛ�xM�xU]]Ú

• Make your property active, which shares it 

on hundreds of websites

• �@wM�qTM�jTbqbSm@jTzÛ��bbm�j]@`nÛ�@`K��
�

tour posted

• Set the showing schedule, and have a 

Sentrilock installed to allow for showings

• Set up and host open houses

• �yj@`K�brm�M_@U]Û�b`]U`MÛ�@`K�nbIU@]�_MKU@�

outreach

• Prepare print materials for people who visit 

your home



Open houses
�@IT�Tb_M�Un�KU�MmM`qÛ�Hrq�xM�qzjUI@]]z�Tbnq�

both a Saturday and Sunday open house the 

�mnq�xMM\M`K�zbrm�Tb_M�Un�b`�qTM�_@m\MqÛ�

with further open houses scheduled as 

necessary. We want to maximize your home’s 

MyjbnrmM�b`IM�Uq�Un�@IqUwM�HMI@rnM�qm@�I�Un�qTM�

HMnq�x@z�qb�SM`Mm@qM�U`qMmMnq�@`K�b�Mmnà� 

Showing your home
Showings can depend on whether you are still 

living in the home. Ideally, you want to make 

it as easy as possible for potential buyers to 

see your home. If you are still living there, you 

_@z�x@`q�qb�q@\M�@�_U`Uùw@I@qUb`�qT@q��mnq�

weekend. By staying away for a few days, the 

home will remain in the pristine shape it was 

in after it was cleaned and photographed. That 

is the best way to maximize your return. We 

will provide you with a checklist of items to 

take care of when the time comes. 

We manage showings through Sentrilock and 

Showingtime. These tools allow us to control 

who visits your home, and when. We follow up 

with them for feedback and to gauge interest. 

If you remain in the house, we will coordinate 

showing requests with you. 

Monitoring interest in your 
home
We have several analytical tools to keep track 

of how your home is being seen.

• Showingtime will give us data on 

showings, and feedback from agents. If 

they do not respond to automatic requests, 

we can call them for feedback. 

• Your home photographs are linked to a 

platform that gives us data on viewings

• We can track Compass page views and 

insights and third party websites to gauge 

interest

We will keep you up-to-date on how things are 

going and answer any questions you may have. 

Making adjustments if 
necessary
We have a very strong track record of being 

able to sell homes quickly and for top dollar. 

We have shared that data with you separately 

from this guide. If for any reason your home 

does not sell in the time we might expect, we 

will work with you to make any adjustments 

that might be necessary. . 



2b�jmMj@mM�qb�mMIMUwM�b�Mmn�b`�zbrm�Tb_MÛ�

there are a few additional details to take 

care of. 

Contract information sheet
Before your house is actively on the market, 

we like to make it easy for anyone writing an 

b�Mm�b`�zbrm�Tb_M�qb�T@wM�IMmq@U`�KMq@U]nà�

We will create a contract information sheet 

that we will post in the MLS, listing the 

utilities, conveyances, and other information 

@Hbrq�zbrm�Tb_M�qT@q�b�Mmbmn�`MMK�qb�xmUqM�

an accurate contract. 

Step Four:
Reviewing Contract 
#�Mmn

Disclosures
If your home is in Maryland or the District of 

Columbia, you will need to prepare a number of 

disclosures. We will provide these to you once 

you have listed the house with us. For some of 

qTM�Rbm_nÛ�xM�@mM�`bq�@]]bxMK�qb�TM]j�zbr��]]�

them out, but we will share them with you and 

give you an overview. In Virginia, there is a very 

simple general disclosure form, and it typically 

requires no disclosure. In all jurisdictions, 

if your house was built before 1978, you will 

`MMK�qb��]]�brq�@�]M@Kùj@U`q�KUnI]bnrmM�Rbm_�bm�

forms. These disclosures are also posted in the 

documents section of your listing in the MLS. 



Deciding how to handle 
offers
Depending on the condition of your home, 

its pricing, and how hot the market is, you 

_@z�mMIMUwM�_r]qUj]M�b�Mmnà��bxMwMmÛ�`bq�

MwMmz�Tb_M�xU]]�SMq�_r]qUj]M�b�Mmnà��q�Un�

generally the move-in ready homes that 

T@wM�HMM`��yMK�rj�ùù�qTM�2UMm�2TmMM�Tb_Mn�

we discussed above -- that generate the most 

qm@�IÛ�U`qMmMnqÛ�@`K�b�Mmnà�9M�_USTq�HM�@H]M�

qb�@`qUIUj@qM�_r]qUj]M�b�Mmn�b`�zbrm�Tb_MÛ�

but we won’t know until it is active and 

mMIMUwMn�Ib`nUKMm@H]M�qm@�Ià�

9M�@mM�r`KMm�@�Krqz�qb�jmMnM`q�@`z�b�Mmn�

that we receive on your home. But you have 

some choices on how you decide to review 

and respond to any that come in. There are 

many variables here, but generally there are 

two main approaches.

• 2@\M�b�Mmn�@n�qTMz�Ib_Mà�You might 

KMIUKM�qb�M`qMmq@U`�b�Mmn�@n�nbb`�@n�

they come in. If your house does not sell 

KrmU`S�Uqn��mnq�xMM\M`K�b`�qTM�_@m\MqÛ�

this is most often the approach, but it 

can also be employed from the outset. 

We will discuss the pros and cons of how 

you want to proceed before your house 

goes active. 

• /Mq�@�KM@K]U`M�Rbm�b�Mmnà The other 

typical approach is to set a deadline, 

usually after the weekend open houses 

@`K�nTbxU`SnÛ�Rbm�b�Mmnà�2TM�UKM@�TMmM�

is to give everyone a chance to submit 

qTMUm�HMnq�b�Mmn�rj�Rmb`qà�9M�xU]]�q@]\�

through this option as well before your 

home is active.  

Evaluating Offers
If you are not familiar with the contract in 

your jurisdiction, we can share one with 

you and discuss it before you start receiving 

b�Mmnà��b`qm@Iqn�I@`�HM�]b`S�@`K�Ib_j]UI@qMKÛ�

but we will explain them and answer any 

questions you may have. My background as a 

lawyer is quite useful here. 

9TM`�mMwUMxU`S�@`K�Mw@]r@qU`S�b�MmnÛ�qTMmM�

@mM�@�`r_HMm�bR�qMm_n�qb�Ib`nUKMmÛ�U`I]rKU`SÚ

• Sales price

• Is there an escalation addendum?

• �bx�@mM�qTMz��`@`IU`S�qTM�jrmIT@nMá�

Who is their lender? Cash buyer? 

• Are they asking for a home inspection? 

Full or void-only? Radon test?

• Is there an appraisal contingency?

• What is the closing date?

• How much earnest money? 

• Do you need a rent-back? What terms are 

qTMz�b�MmU`Sá�

• Do they need a seller subsidy? 

We will walk you through all of these terms, 

@`K�_bmMÛ�xTM`MwMm�@�Ib`qm@Iq�b�Mm�Un�

submitted. We have an ethical obligation to 

jmMnM`q�@]]�b�Mmn�qb�zbrà�3]qU_@qM]zÛ�Uq�Un�zbrm�

decision which contract to accept. If you 

`MMK�qb�Ibr`qMm�@`�b�MmÛ�xM�xU]]�`MSbqU@qM�b`�

your behalf with your interests at heart. Once 

all terms are agreed upon, you will have a 

m@qU�MK�Ib`qm@Iqà�

  



Once you are under contract and you have a 

closing date, you can accelerate your moving 

plans. You need to make sure that none of 

the contract contingencies, if they exist, will 

be used by the buyer to back out, before you 

_@\M��`@]�j]@`nà�
rq�qTUn�Un�`bq�Ib__b`à� 

From contract to closing
As soon as you are under contract, we 

will send you a Dates and Deadlines 

document listing the important milestones 

in the contract, including any contingency 

deadlines and the closing date. 

• Home inspection. If the buyer has been 

able to negotiate a home inspection, you 

will need to allow the buyers and their 

inspector(s) to evaluate the house. If it is 

a full inspection with a requested list of 

repairs, that will bring up a second round 

of negotiations. 

• Radon. If this contingency is in the 

contract, you will need to allow access for 

the testing, which takes a few days and 

requires you to keep the house buttoned 

up. If your home is in Maryland, special 

rules apply that we will explain.. 

Step Five:
Preparing 
to Move 
and Closing

• Appraisal. �wM`�UR�qTM�HrzMm�x@UwMn�@`�

appraisal, their lender will typically require 

an appraiser to come to your house. You 

will need to give them access and leave the 

home as you would with any showing. If 

the home is contingent on an appraisal, we 

will provide the appraiser with as much 

information as we can to support the value 

of your home so the appraisal comes in at or 

above the sales price.

• Financing. This is up to the buyer to 

Ib_j]MqMÛ�Hrq�UR�qTMmM�Un�@��`@`IU`S�

contingency, we will check to make sure 

they are proceeding with the loan and able 

to close on time. 

• Condo or HOA documents. If your home 

is a condo or in an HOA, you will need 

to produce those documents, and may 

need to have your home inspected by the 

association. Buyers have a right to void the 

contract after they receive these documents, 

so we will discuss when to have them ready.  

• Walkthrough(s). Buyers are entitled to do 

one or more walkthroughs within a week of 

closing. They want to check to ensure the 

condition of the house is the same, and if 

there was a list of home inspection repairs, 

to make sure these were done properly. You 

need to allow access.



• 2Uq]M�Ib_j@`z�ITbUIMà�The buyer is 

allowed to choose a title company to close 

their side of the transaction. You can use 

the same title company, or you can choose 

your own. We will discuss those options 

b`IM�zbr�T@wM�@�m@qU�MK�Ib`qm@Iqà�

• Reviewing the closing numbers. The 

HrzMm�Un�SUwM`�qTM��`@]�I]bnU`S�`r_HMmn�@q�

least three days before closing. You should 

be able to see the numbers at the same 

time. We can go over them if you need us 

to. 

• /ITMKr]U`S�zbrm�I]bnU`Sà�Most closings 

today are done separately. That was true 

even before Covid-19. As a seller, you can 

sign your documents before or on closing 

day, depending on what is best for you. 

We will help you schedule your closing. 

You will need photo IDs.

Preparing to move
There are many steps to moving. Here are some 

bR�qTM_Ú

• Line up a mover.  If you need 

recommendations, we can provide them. 

• Deciding what to keep and what to let go. 

We recommend doing most of this work 

before your house goes on the market. We 

can help you execute your plan. 

• �b`wMz@`IMnà Anything itemized in the 

contract must be left for the buyer. 

• Change of address. Notify people you will 

have a new address. File a change of address 

xUqT�qTM�+bnq�#�IMà

• Insurance. Make sure you keep your 

insurance active until the house is closed 

and you have received your closing 

proceeds.

• Utilities. Keep the utilities on for the same 

period as you retain insurance. 

• Garbage collection. If you have a private 

collection service, you need to cancel. 

• Rent-back. If you have a post-settlement 

occupancy, you will need to keep insurance 

and utilities in your name, keep the house 

in the same condition it was in at closing, 

and provide a security deposit. 

• Moving out. Once you have moved out, 

you need to leave the house in broom clean 

condition, and the same shape it was as of 

qTM�K@qM�njMIU�MK�U`�qTM�Ib`qm@Iqà�

• �Mznà We typically allow the buyer’s agent 

qb�q@\M�@�]bI\Hby�\Mz�KrmU`S�qTM��`@]�

walkthrough. You can leave the remaining 

keys and any garage door openers inside the 

house. 



Once you close and move into your new 

home, we hope that you will think of us 

whenever you need anything related to your 

home, whether it’s a contractor, or a question, 

or a problem you need someone to help solve. 

We are also here as a resource for your 

friends and family, and will be more than 

happy to meet and help them just like we 

have helped you. 

Referrals are the greatest compliment you 

can give us for the job we have done. We will 

always be there to help you in any way that 

we can. 

Congratulations! You 
have sold your home!!

We have also begun an annual pie giveaway at 

Thanksgiving, and may be sending invites to 

you for other events that we decide to host. We 

hope you will take advantage of them. 

We love helping people like you, and are 

grateful for the opportunity.  

2��!��;#3Ý



Testimonials
ă/VBbO��B__�O{KOOMOM�O{lOKsBsWdbp�BbM�lodyWMOM�
O{KO__Obs�K_WObs�pOoyWKOà��O�MOadbpsoBsOM�
WalOKKBJ_O�WbsOUoWs|Û�zBp�O{soOaO_|�oOpldbpWyOÛ�
BbM�zBp�KdbpWpsObs_|�oOKOlsWyO�sd�bOz�WMOBp�
BbM�ptUUOpsWdbpà��O�tpOM�_dKB_�^bdz_OMUO�BbM�
soBbpBKsWdb�O{lOosWpO�sd�OTTOKsWyO_|�bOUdsWBsO� 
dto�MOB_à���aBo^OsWbU�BbM�sOKV�pByy|�BUObsà�
�WUV_|�oOKdaaObMOMÛ�bd�oOpOoyBsWdbpàã

– Seller

ă9O�zdt_M�VWUV_|�oOKdaaObM�zdo^WbU�zWsV�
/VBbOÝ�9O�oOKObs_|�JdtUVs�dto��ops�VdaO�Wb�sVO�
�bbBld_Wp�BoOB�BbM�Kdt_Mbäs�JO�adoO�l_OBpOMà� 
�s�zBp�WaldosBbs�Tdo�tp�sd�VByO�B�lodTOppWdbB_�
BbM�ObOoUOsWK�oOB_�OpsBsO�BUObs�zVd�Kdt_M�JO�
oOBMW_|�ByBW_BJ_O�sd�pVdz�tp�_WpsWbUpà�/VBbO�zBp�
B_pd�yOo|�VO_lTt_�Wb�OMtKBsWbU�tp�db�sVO�oOB_�
OpsBsO�aBo^Os�Wb�dto�MOpWoOM�BoOBà��O�zBp�yOo|�
lBsWObs�BbM�^bdz_OMUOBJ_O�BbM�zBp�BJ_O�sd�
BbpzOo�B__�dT�dto�ntOpsWdbpà�9VOb�zO�TdtbM�sVO�
KdaatbWs|�zO�_W^OMÛ�/VBbO�KoOBsWyO_|�KdbsBKsOM�
B__�dT�sVO�bOWUVJdop�_OssWbU�sVOa�^bdz�sVBs�zO�
zOoO�WbsOoOpsOM�Wb�Jt|WbUà�2VO�oWUVs�l_BKO�KBaO�
db�sVO�aBo^Os�B�TOz�adbsVp�_BsOo�BbM�Ws�KVOK^OM�
B__�sVO�Jd{Op�zO�zOoO�_dd^WbU�Tdoàã

– Seller

ã/VBbO�zBp�O{KO__Obs�Toda�sVO�psBos�dT�sVO� 
lodKOpp�B__�sVO�zB|�tl�tbsW_�K_dpWbUà��O�sdd^� 
sWaO�sd�O{l_BWb�MWTTOoObs�BoOBp�dT�
B_sWadoO�sd� 
aOÛ�sVOoO�BoO�BMyBbsBUOp�BbM�MWpBMyBbsBUOpÛ�
BbM�MWMbäs�zBbs�aO�sd�aB^O�Bb|�MOKWpWdbp���
zBpbäs�KdaTdosBJ_O�zWsVà��O�zBp�yOo|�oOpldbpWyO�
BbM�B_zB|p�ByBW_BJ_O�sd�sB_^à��O�BbpzOoOM�aBb|�
ntOpsWdbp���zBp�tbptoO�dT�BbM�zBp�B�oOB_�UoOBs�
lOopdb�sd�UOs�sd�^bdzà��T���OyOo�Jt|�lodlOos|�
BUBWbÛ��äa�tpWbU�/VBbO��B__àã

– Buyer

ã/VBbO�zBp�BzOpdaOÝ��O�VO_lOM�tp��bM�Bb�
BlBosaObs�Tdo�dto�pdbÛ�zVW_O�zO�oOaBWbOM�Wb�
!;à��O�MWM�Ws�B__å�BooBbUOM�Tdo��bBbKWbUÛ�sWs_O�
WbptoBbKO�BbM�WbplOKsWdbpà��b�!;�BssdobO|p�
oOloOpObs�sVO�Jt|Oop�BbM�pO__Oop�Jts�bds�Wb�
 Bo|_BbMÛ�pd�/VBbOäp�O{lOosWpO�BbM�ByBW_BJW_Ws|�
zOoO�OyOb�adoO�yB_tBJ_O�sd�tpàã

– Buyer

ã9do^WbU�zWsV�/VBbO�VBp�JOOb�Bb�BJpd_tsO�
l_OBptoOÝ��O�Wp�lodTOppWdbB_Û�sVdtUVsTt_Û�oO_WBJ_O�
BbM�Bb�O{soOaO_|�VBoM�zdo^OoÝ�9O�zOoO�_tK^|�
sd�VByO�VWa�UtWMO�tp�sVodtUV�zVBs�Kdt_M�VByO�
JOOb�B�yOo|�psoOppTt_�O{lOoWObKOÝ�/VBbO�VO_lOM�
tp�JdsV�_Wps�îBbM�pO__ï�dto�VdaO�Wb�oOKdoM�sWaO�
BbM�ltoKVBpO�B�bOz�VdaOà��O�zBp�B_zB|p�
loOlBoOM�BbM�yOo|�^bdz_OMUOBJ_O�BJdts�sVO�
aBo^Osl_BKOà�9O�zdt_M�VWUV_|�oOKdaaObM� 
VWa�sd�Bb|dbOÝã

–Buyer and Seller
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Shane Hall

The Shane Hall Group

Real Estate Advisor
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