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How To Get Your Home YupSOLD® 
 

If you’re planning to sell your home, be sure to visit our HOW MUCH IS YOUR HOME 

WORTH page designed to establish your true current market value. 

 

Listed below are just some of the services you receive from us as your listing 

agents. 

 Evaluating your home 

 Marketing your home 

 Negotiating the contract 

 Qualifying prospects 

 Direct contact with the buyers’ financial institution 

 Direct contact with the buyers’ home inspector 

 Direct contact with the title company and escrow 

 In today’s complex market, you can leave nothing for the “other person to do.” As 

your representatives, we make certain these things happen and happen in the 

agreed-upon time frame. 
 

Now…let’s cut through the hype you may be seeing as regards Internet marketing 

of Ventura and Los Angeles County real estate. Sure, every agent worth its salt has a 

website. And, our website is better than most in presenting our seller listings to 

showcase them to their greatest potential. And, we’re really good at all of that (SEO) 

Search Engine Optimization and Internet Marketing. This is how we get your home 

YupSOLD®! That’s the stuff we do on our site to get as high in search engine results 

as possible to get the most in search engine visitor traffic. However, hyping up this 

https://agreatlistingagent.com/home-value-analysis/
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SEO and site traffic is really ignoring the reality of the Internet and any single 

website’s visibility; unless you’re Yahoo or Google. There is no single real estate 

website that’s likely to enjoy more than a single digit percentage of searches 

performed by buyers looking for local properties. That’s because there are hundreds 

or thousands of real estate sites and they’re all fighting for searchers, but these 

searchers are also using a half dozen search engines or other resources to locate real 

estate in our area. Why tell you this? We want you to learn about the power of 

“syndication,” and why we spend significant resources, time and effort in syndicating 

your listing information to a great many real estate websites much larger and more 

heavily visited than any local real estate websites. We have systems in place to have 

your listing maximized on dozens of websites, including Realtor, Yahoo, Trulia, Zillow, 

and others, and within days of your listing going live. So, although we’re getting great 

search engine exposure, we’re not relying on it to be our only resource to sell your 

home and get it #YupSOLD® through online marketing. Each of those sites to which 

we syndicate your listing will have links back to the original and complete listing 

at our website. It’s there that we shine in marketing your Ventura and Los Angeles 

County real estate property once we’ve attracted visitors from these other sites. 

 

 We take a full and expert suite of professional quality images of your home. These 

images will showcase your property and are critical to Internet marketing. Surveys 

prove beyond a shadow of a doubt that buyers value high quality images more than 

any other feature of real estate listings. 

 Virtual tours when appropriate are created for your property. Some properties are 

better marketed with still photographs, others with a slide show of stills, and some 

with a video and voice–over. We’ll work with you to produce the very best marketing 

approach for your property. 

 Thorough professionally written text descriptions and very thorough MLS® 

information fields to bring every facet of your property to the prospective buyer. 



  

 

   
  

 Once a buyer gets to our site from these many conduits, we don’t just let them look 

and leave. We offer showings and other special information about the market and 

your property in exchange for their contact information. If we can get into direct 

contact with them, it’s going to increase our chances of selling your property to 

them. 
We get a great deal of our listing business from referrals by our satisfied sellers, so 

don’t hesitate. Let us get started in helping you today! But only if you want to get 

your home YupSOLD®. 

 

When we sell your home, we take it all the way to closing, and beyond. We don’t just 

want to be your agent for this transaction…We want to be your Real Estate Resource 

for LIFE! Our business is built upon providing Raving Fan service to our clients over 

and over again! 

Here are some common steps to getting your home YupSOLD®: 
 

1. Prepare:  
Preparing your Home for Market Well before you’re ready to plant that “For Sale” 

sign in your front yard, there is work to be done to prepare your home for sale. 

Remember how keen your eye was to every small detail and defect in the houses 

you saw as a buyer? Now that door to your bedroom that never quite closed 

properly or that leaky faucet that you never got around to fixing will be seen by a 

potential buyer with that same keen eye. Start making the obvious repairs today – 

even if you don’t plan to sell until a year from now. These repairs can cost money 

and take time. Plus fixing it now will allow you to enjoy the results before it’s time 

to move out. If you plan on doing some improvements before the sale, the best 

place to start is where the buyers start: at your curb. Potential buyers base a large 

part of their decision on a property’s “curb appeal,” so make yours say something 

positive. That means a tidy front yard, a house with well-painted trim, a tidy 



  

 

   
  

driveway and a clear, welcoming entryway. Inside, the biggest return on your 

investment continues to be improvements to the kitchen, followed closely by 

improvements to the master bedroom. If you’re making these improvements 

shortly before selling the house, consider painting and decorating the rooms in 

neutral colors, the most appealing choice to the greatest number of potential 

buyers. Inside and outside, start reducing the clutter. When it comes time to show 

your home, less will mean more. Potential buyers don’t want to see how your 

closets overflow with clothes, how every room feels cramped with furniture, or 

how the yard is difficult to maneuver with that rusty swing set in the way. So 

downsize now; it not only will make the preparation for showing your home 

easier, it also will make packing for your move faster. 

 

2. Paperwork: 
Get Your Paperwork Together When you meet with your new listing agent, he or she 

will need a lot of documents from you to prepare your home for sale. Among the 

things he or she will want to see are: Pay-off Notice: A letter to the lender stating 

intention to payoff the mortgage. Assessments or Easements: If there’s a tax 

assessment or easement on the property, documents stating such will have to be 

included in the purchase contract. Property Taxes: Proof of property taxes paid. 

Utilities: Provide a record of the past 12 months’ utility bills. You’ll want to make it 

clear now which items in the home you want to take with you – the heirloom 

chandelier in the dining room, the washer and dryer set you just bought last month – 

and which can stay behind as part of the home sale. Your real estate professional can 

help show you which items you should put away or replace before your house goes 

on the market. 

 

 



  

 

   
  

3. Pricing:  
Pricing your Home There are a number of factors that will affect the success of your 

home sale. They include: 

 

• location of the home 

• interest rates 

• economic conditions 

• time of year 

• condition of the home 

• marketing the home 

• terms of the sale 

• accessibility to the home 

 

Some of these are not within you or your listing agent’s control – location of the 

home, interest rates, economic conditions. The other factors are items you should 

discuss with your real estate professional to determine what would benefit the sale 

of this property most. For example, marketing your property in more innovative 

ways, such as on an Internet site like this one or realtor.com, may broaden the pool 

of potential buyers. If you can, waiting for a good time to sell your home – spring or 

fall, the most popularly home buying times – also may help it sell faster. And pricing 

the home properly can make a huge difference in whether a house is snapped up 

within the first several weeks of listing or sits on the market for more than a year. To 

price a home properly, your real estate professional will have to study the local 

market, research comparable properties and consider current market conditions. 



  

 

   
  

This is where the “comparative marketing analysis” will come in handy as a place to 

start. 

 

• Your competition: Are there many properties just like yours for sale in your 

area right now? 

• Listing prices: What are other properties like yours listing for? 

• Selling prices: What are other properties like yours sold for recently? 

 

Based on these findings, your real estate professional should have the experience to 

help price your property at the right price for a sale that benefits you. Be reasonable 

about the price you set. You will always be better off setting a fair market value price 

than setting your price high expecting that someone will come along and be willing 

to pay it. If your home stays on the market too long because it is overpriced potential 

buyers may think that something is wrong with it and you may end up selling it for 

less than what you could have gotten if you had started out with a realistic asking 

price. 

 

 

 

4. Marketing: 
Marketing your Home Products that sell well usually have a good marketing strategy. 

The same can be said for your home. Work with your real estate professional to 

decide where you want to advertise. Will the house be advertised only with a yard 

sign? One of the best advertisements that we do is to actually advertise to all the 

realtors in the area; they are the ones with clients that are ready to buy right now. 



  

 

   
  

Decide what information should be included in the description of your home that will 

make it a must-see – and hopefully, a must-buy. Include one or more photos of the 

home to showcase the most appealing features of your property and help remind 

potential buyers of what they saw as they visit home after home. You may even want 

to include a few lines about benefits of moving to this property, such as good 

schools, convenience to mass transit and other desirable community features. 

Prepare Your Home for Showing You’ll be thrilled that you did the hard work of Step 

1 (Prepare Your Home for Sale) now that there’s little time left to get your house 

ready for visitors. Now is the time to put on the finishing touches, just like that quick 

housecleaning you do before company comes over for dinner.  

Outside: 

• Keep your lawn trimmed 

• Rose bushes pruned 

• Weeds tamed 

• Put away the garden hose and the tools 

• Make sure the bulbs in your home’s exterior lighting fixtures are all in working 

order 

• Be vigilant about removing flyers, handouts and newspapers left on your front 

doorstep or driveway 

 

Inside: 

• Brighten the rooms by opening the drapes 

• Turning on the lights 

• Cleaning the windows 



  

 

   
  

• Clear the clutter on the kitchen counter bathroom sink, coffee table and 

couches 

• Make all the beds 

• Clean all your bathroom and kitchen fixtures 

• Do a quick vacuuming of the entire house 

• Catch any cobwebs in the corners along the ceiling 

• Finally, take out the garbage 

• If you have pets, find a safe place to keep them during a house showing: in the 

garage, in the basement or at a friend’s house 

 

Now leave the work to “US”, your real estate professionals. Try to be away from 

home during a showing, but if you happen to be home when the potential buyers 

arrive, greet them at the door then politely excuse yourself. Make yourself scarce or 

go take a walk. It’s easier for a buyer to picture himself or herself living in the house 

when you’re not there. This is your home’s time to shine. 

 

5. Offer: 
The Offer Process Depending on market conditions, you may receive one or more 

offers for your property from interested buyers. Each offer will include the sale price, 

proposed closing date, proposed move-in date, financing, and contingencies that 

may include an appraisal or sale of the buyers’ current home. Let your real estate 

professional help you sort through the variables to determine whether you should 

accept, counter-offer or reject the offer. If there are multiple offers, each offer will 

be presented to you in the order registered. You don’t need to decide anything until 

after you’ve seen all the offers. If you do accept or counter more than one offer, you 



  

 

   
  

are required to establish an order of precedence noting which is the primary offer; 

followed by the backups in order. This will help you avoid selling the house to more 

than one buyer. Once you have accepted an offer to buy your house, expect to make 

your house available to a housing inspector, a termite inspector and an appraiser. 

After seeing the results of the inspections, the buyer may request additional work is 

completed before purchase, such as repairing a damaged roof or fixing a leaky 

faucet. You should consult with your real estate professional to determine whether 

to comply with the buyer’s request or risk losing this offer. During this flurry of 

activity, try to keep your home in show condition. The deal has not closed and still 

may fall through, which may mean showing your home to more potential buyers. In 

the meantime, the buyer is working with a lender to secure a loan for the purchase. 

When the buyer has written loan approval, a closing date can be set.  

 

6. Closing: 
The Closing Process There will be a final walk-through before all signatures are 

collected and the deal considered done. The buyer will go room by room to check 

that everything is in working condition and, if you had agreed to do so, any additional 

work requested after inspection is completed. Now you can prepare for your own 

move, notify your utility companies of the date to transfer your account to a new 

address and start packing. Congratulations, you’ve YupSOLD® your home! 

Get the facts without the pressure. Call us today at 888-262-8811. 

 

 


