SEL L E R ’S
G UIDE
A STEP-BY-STEP GUIDE TO
THE SELLING PROCESS

Preparing for a
Successful Home Sale

Welcome
I realize that you have a choice when hiring an agent to help you sell
your home, and I truly appreciate the opportunity to present my proven
approach and the results I’ve achieved for my clients. As your agent, there
are several services you can expect from me, including:
• Accurately pricing your home.
• Enhancing the perceived - and real - value of your home, enabling you to
command a higher asking price.
• Providing unmatched marketing including professional staging
consultation, high resolution professional photography, video, and
custom property websites.
• Securing a qualified buyer with your specific time frame.
• Helping ensure the transaction goes as smoothly as possible, including
anticipating and remedying any problems with the home inspection.
• Fiercely advocating for your wishes and best interests at every step of
the way.
Regardless of the price of your home, when you hire me as your Realtor,
both you - and your home - will be prepared for a successful sale.
Warm Regards,

Tara Ballenger
Oregon Real Estate Broker
MORE Realty

About me
As a Realtor, my top priority is providing attentive one-onone service. I truly listen to my clients - I want to understand
their real estate needs, and I want to be a calming, competent
presence during the often chaotic transitions of life. I
set myself apart with superior communication: I set out
to truly understand my clients’ goals, and to fiercly and
unrelentingly advocate for those goals. I maintain a high level
of communication with lenders, buyers’ agents, inspectors,
appraisers, escrow officers and contractors throughout the
transaction to make this possible.
As a Portlander, I enjoy hiking and exploring
our amazing urban forests. I also venture
out to the Columbia River Gorge and
the Oregon Coast, when I’m not at home
gardening or watching Star Trek with my
giant orange tabby cat, Cosmo (pictured left).

What others are saying
“Tara was quick to respond anytime we had a question.
We also had a good experience with the various experts
(inspection, escrow, etc.) in her network. The price
negotiations were handled in a professional and timely
fashion. Buying real estate can be a difficult experience
with many surprises. Tara made it a pleasant one. We
would be delighted to use her again!”

“Tara made selling our house easy. She was very
involved in the whole process, from dealing with
the buyer’s agent to setting up contractors for
home improvements. Tara was always prompt to
return phone calls and always had the answers for
the questions I had. I highly recommend her.”

Mark Larsen
Beaverton

Steve Trullinger
Hillsboro

“Tara apparently has a reputation in the industry for being friendly, effective, fair and of high integrity
in negotiations, and when necessary, a tough and dedicated advocate for her client. Communication with
Tara was very prompt by text, phone and email. Her connections with real estate brokers and banks, home
inspection professionals, and general contractors turned out to be highly valuable. There were many
examples of Tara going well above and beyond. Her highly quality service was consistent from day one,
through closing, and even with follow up after the sale was wrapped up and her obligations had ended.”
Christopher Brehm
Portland

How homes sell
Understand How Buyers Evaluate Homes
Your home must first compete with other homes in two areas:

Features

and

Price

If your home has more features that appeal to buyers- or your home is priced
lower than comparable homes - your home will stand out as the better value.
Conversely, if your home lacks the features that potential buyers desire, your
only option is to compete on price.
To be effective, your home should stand out as one to the top two or three
best values in your immediate market.

Price
Price your home for a successful sale
Pricing your home accurately is the most effective
way to ensure a successful sale. Allow me to repeat
that: pricing your home accurately is the most
effective way to ensure a successful sale.
No amount of marketing can sell an overpriced
home.
Many sellers are tempted to list their home with
the agent who quotes the highest price.
Please keep in mind, the agent doesn’t set the price
- the market will set the price, or value, of your
home. Location, age, condition, improvements,
and the availability and price of similar homes are
some of the many factors that determine value.

Factors that influence market value:
• Supply and demand
• Economic conditions
• Asking & selling prices of
comparable homes
• Buyer’s perception of your home
Factors with very little influence
on market value:
• Price the seller paid for the house
• Seller’s expected net proceeds
• Amount spent on improvements

The Listing Process
An overview of the major phases of the sale
Meet & Greet

Pre-Listing Appointment

Receive pre-listing packet
Have Tara check out the house
Get started on staging checklist

Discuss listing process
Ask questions
Complete paperwork

Active Listing
Pictures/video taken
Sign placed in front yard
Home marketed by Tara
Showings begin

Accepted Offer +
Negotiations

Closing Process

Home inspection
Repair negotiations
Buyer Appraisal

Final walk-through

Transfer utilities
Closing papers signed

Pre-listing Inspection
Inspect the Property and Make Repairs Early
In a typical transaction, you only discover
potential deal-killing repairs after you are already
under contract - when the buyer hires a home
inspector to scrutinize every
aspect of your home.

to buyers to focus on how they would live in your
home - not what they would have to repair.
Additionally, your house will stand out from the
competition as a better value
and command a higher price.

In a Maritz Research poll,

Discovering and repairing
If important repairs are needed
63%
of
buyers
responded
problems early in the marketing
on your property, I will also
that they would pay more
process places you in control,
recommend and collect bids
for a home that was
eliminating the stress of making
from professional contractors
repairs on the buyer’s schedule.
to address any repairs that are
move-in ready.
Having your house in move-in
needed. The extent that these
condition also helps to avoid
repairs are made will directly
delays to closing and to demonstrates to buyers,
affect your listing price. You have the ability to
agents and the buyer’s home inspector that your
command a higher asking price, and substantiate
house has been very well maintained. We want
it, when your home is in top condition.

Staging & Photography
Staging to maximize appeal
Well staged homes look better,
photograph better, show better, and
sell faster than non-staged homes. You
will only get one opportunity to make a
positive first impression with potential
buyers.
When you list your home with me, I will
pay for a consultation with an experienced
home stager, who will go through your
home and give you a detailed list of
things you can do to highlight your
home’s best features. When buyers
can imagine themselves living in your
home, they are one step closer to making
an offer on it!

The value of professional photos
After you home is staged, I will pay to
have your home photographed by a leading
Portland real estate photographer.
With 95% of buyers using the Internet
to search for homes, professional
photography is essential to any
comprehensive marketing plan.
Most people will view your home online
than will ever visit it personally. Getting,
and holding, their attention online
with professional photography greatly
increases the probability of an in-person
showing.

Marketing
Internet Exposure

High Definition Video

Choose me as your realtor, and your home
will be appear on 600 of the world’s leading
real estate websites for unmatched exposure.
Each site will feature 25 oversized photos,
video, detailed description of your home
and open house dates.

In addition to professional photography, I
will create a high-definition of video of your
home. Video encourages buyers to form an
emotional connection with the home.

Custom Website for Your Home

Targeted Facebook Ads

I will create a custom mobile-optimized
website for your home. Potential buyers can
access a detailed description and photos of
your home, and I will receive immediate
notification with the buyer’s contact
information so that I can follow up and
answer any questions.

Facebook represents an opportunity to
reach tens of thousands of local residents.
More importantly, Facebook advertising
allows for pinpointed audience specification
- including age, gender and homeownership
status. This lets me advertise directly to
those people who are most likely to buy
your home. I also use retargeting - ensuring
those buyers who showed initial interest
continue to see iterations of the ad in their
social media feeds.

The video will be integrated into the
Facebook campaign for your home. Video
will cause your home to rank higher
in Zillow search results and boosts the
performance of Facebook ads.

Marketing
Custom Designed Home Flyer

Open Houses

I’ll create a flyer for distribution to friends,
neighbors, and open house attendees. There
will also be a digital version and an oversized
laminated perma-flyer for the outside of the
house.

To get as many potential buyers into your
home as quickly as possible, I will hold an
open house the first weekend it is listed.
The event will be advertised on home
search websites and to other Realtors via the
Multiple Listing Service. I’ll also personally
invite your neighbors!

Just Listed Announcements

Investors and other Realtors

I’ll make postcards announcing that your
home has been listed and hand delivere them
to 200 of your neighbors. Often, neighbors
have friends or relatives who are interested
in moving into their neighborhood, so this
generates great word-of-mouth advertising.

I will also market your home internally to
my network of other Realtors, as well as
local investors. This will ensure that your
property is being seen by as many potential
buyers as possible.

Showing Checklist
Prepare for staging, photographing, and showing:
INTERIOR

EXTERIOR

☐
☐
☐
☐

Make all beds
Put away toys
Clean and put away dishes
Empty wastebaskets

☐
☐
☐
☐

Pick up after pets
Remove yard clutter
Rake up leaves and needles
Touch up outdoor paint

☐
☐
☐
☐
☐
☐
☐
☐
☐
☐
☐
☐
☐

Remove clutter throughout the house
Organize closets, cupboards, and storage areas
Set out show towels in bathrooms
Air out the house
Deodorize pet areas
Set the thermostat to a comfortable temperature
Dust and vacuum
Turn on all lights
Turn off the television
Open drapes and shades
Repair nail holes in walls
Clean worn carpets and drapes
Remove smudges or marks on walls

☐
☐
☐
☐
☐
☐
☐
☐
☐

Make sure all exterior lights work
Water your grass
Mow the lawn
Sweep walkways and driveway
Park vehicles in the garage or street
Add color with flowers and potted plants
Remove dead and dying plants
Trim shrubs and low-hanging branches
Remove anything that looks old or worn

NOTE:
• Depending on how many possessions you normally keep in your home, it
may be worthwhile to rent a storage unit for the duration of the sale. Large
or unusual items or equipment may distract potential buyers when they tour
you home.
• Generally, sellers are expected to not be present at the house during
showings. This will allow buyers to spend time in the home, privately and
unhurried, to really imagine themselves living there.

The Life Cycle of a Transaction
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Evaluating Offers
An Accepted Offer
After reviewing the offer, you may decide to
counter-offer. The buyer can either accept these
terms, or they may draft their own counteroffer modifying them. This negotiating through
counter-offers will continue until an agreement
is reached or one party walks away. Even if you’re
in the middle of negotiations with one potential
buyer, if another, better offer comes to you,
you can accept it - you are under no obligation
to continue working with the previous buyer.
If both parties agree to and sign all terms specified
in the purchase/sales contract, then you have
an accepted offer. Typically, it is at this point of
mutual acceptance that the clock will begin
ticking on any timelines that were agreed upon
in the contract to carry out various tasks within.
When the buyer confirms his or her intent to buy,
the buyer’s agent will ensure that the check for
earnest money is delivered to the escrow office.

Opening Title and Escrow
Opening title is the process in which the title
officer begins to research correct ownership and
all liens currently against the property, while
also preparing to insure the title. The earnest
money check is given to the escrow officer at
this time and deposited into an escrow account.
This is the initial deposit toward the purchase
from the buyer. The escrow officer then awaits
the loan documents and, if applicable, the down
payment, which will finalize the transaction.

A Primer on the main Points of
Negotiation Within an Offer
These are the most vital compononents of an offer.
When you counter-offer a buyer’s offer, it usually
changes the terms of one or more of these points.
Sales Price: Without a doubt, this is the most
important point of negotiation will be the final amount
that you agree to accept for the property.
Seller Concessions: Oftentimes, the offer will be
structured in a way that asks you to cover a specific
amount of the buyer’s closing costs. Subtracting this
figure from the total amount offered will determine
how much you will
actually net.
Contingencies. A contingency is a condition specified
in the offer that must be met before the contract is
legally binding. Depending on the contingency, you
may also need to specify a time frame by which it will
be removed. A common example is the sale being
contingent upon the approval of the inspection.
Earnest Money. The offer will include the proposed
amount of earnest money that the buyer is willing to
deposit into an escrow account.
Provisions and Inclusions. The offer will specify
what the buyer wants included in the sale of the home.
For example, this is where any appliances would be
requested as part of the transaction.
Closing Date. The buyer will specify the date upon
which the purchase is to be finalized.

Inspecting the Property
After you have accepted an offer, the buyer will arrange for an inspection of the property. A professional inspector will be hired to examine the structure, components, and systems of the property to determine if there
are problem items to be addressed.

Resolving Inspection Issues
When items arise in the inspection, the buyer will put forth what they think should be addressed in some
way prior to closing. The matters that the buyer thinks require attention, along with how he or she wishes
for them to be handled, will be drafted into an addendum which will be presented to you and your agent.
Most often the buyer will ask you to provide credit toward the buyer’s closing costs equal to the repair
expenses, lower the sales price an appropriate amount, or simply make the repairs prior to closing. Many
contractors will even do the work and wait to get paid out of escrow. Very rarely is the requested work
allowed to be done after closing.
When replying the repair addendum, you have 3 choices:
• Agree to some or all of the repair requests
• Counter back with an alternative solution (like a price reduction or closing
cost credit)
• Reject the requests entirely

If you agree to make repairs, the buyer will perform a walkthrough to inspect the changes, and
if it meets the conditions of the contingencies then the closing will continue. Invoices showing
that work was done by a licensed and bonded tradesperson will also need to be produced.

Inspection Checklist
If a buyer is using an FHA or VA loan to buy your house, a special HUD-approved appraiser will
need to inspect the home to make sure it meets specific safety standards. However, many of these
requirements also apply to conventional loans.

The following are items that must be completed for inspections:
☐ 1.

All utilities (water, gas, electricity) must be active/hooked up during the FHA inspection.

☐ 2.

If the home was constructed before 1978, any chipped or peeled paint that has left exposed wood
or the possibility of moisture intrusion from the elements must be repaired.

☐ 3.

The plumbing, furnace, central air, and hot water heater must be functional.

☐ 4.

All bedroom windows must be able to be opened.

☐ 5.

A smoke detector must be on each level.

☐ 6.

The attic must be available for a head-and-shoulders inspection.

☐ 7.

The garage must have firewall finish on shared walls, unless the home is older and it passed code at
the time of construction.

Notes about FHA inspections:
FHA does not require older homes to be modernized. There may be older homes that have
conditions that may not meet current building codes. In some instances, those conditions
for older homes may be grandfathered. However, if a condition affects safety, soundness or
structural integrity, repair or replacement will be required.
If there is a condition that appears to potentially impact safety, soundness for
structural integrity, an inspection by a property inspector may be required and/or the lender
may be given the option of requiring a property inspector report to verify what, if any, action
should be taken to remedy a condition.
The items that most often are issues & typically cause a re-inspection: smoke detectors on
each level, bedroom windows that won’t open, chipped/peeled paint, utilities turned off, attic
scuttle that is painted shut.

Appraising the Property
Given that an appraisal will almost always be required by the lender, the buyer’s mortgage lender will
be proactive and order the appraisal for the property early on in the process. Unless the house is vacant,
the appraiser will typically contact one of the two real estate agents. Unlike the inspection, it is seldom
necessary or recommended that you be present for the appraisal. Once the property has been seen, it will
usually take the appraiser anywhere from one to seven days to complete the final report and submit it to
the buyer’s mortgage advisor.
If the financed offer contain the standard appraisal contingency, then the house must appraise for the sale
price, or else buyer has the option to walk away from the transaction, with their earnest money. However
- it is far more common for buyer and seller to work together to solve low appraisal issues. In this
scenario, 1) buyer can bring more money to close to bridge the gap between appraised value and sale
price, 2) Seller can lower the price to the appraised value, or 3) a combination of the two.
Because the appraisal is so crucial to the buyer’s financing and the sale, it’s important that your home
make the best impression it can on the appraiser. Make sure your home is clean, tidy, in good repair!

The Final Documents
Submission for Underwriting
After the appraisal is completed and approved, the buyer’s file is submitted for final underwriting. This
is the last major step before the lender agrees to fund the loan so the buyer can purchase your property.
The lender will give final approval to the buyer’s application during this time.

Ordering + Signing Documents
When the underwriter has signed off all conditions, the next step is for the lender to order the loan
documents, which the buyer will need to sign in person at title. The loan documents are prepared and
proofed by the lender, and are then e-mailed directly to the escrow officer. Sometimes an escrow officer
will not schedule a signing appointment until the loan documents are actually in hand.
During this time, you will also sign closing documents, which are perpared by escrow. By signing them,
you agree to transfer the deed (before this time, the title/escrow company will have ensured that the title
to the property is clear and can be transferred upon sale). Even though you sign the documents, their
execution is contingent upon the buyer’s loan funding.

Funding the Loan + Recording the Deed
Once the loan documents have been signed, they will be sent back to the lender’s funding department to
be proofed. It is usually a matter of hours before the loan funds. After the loan funds, escrow will record
the sale to the county. Usually with one day, you will receive the proceeds of the sale. Then the only thing
left to do is CELEBRATE! And to make sure you are moved out on time, of course!

