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About Benson Property Group, LLC

Benson Property Group, LLC (BPG) is a full-service residential real estate firm serving the Dallas-
Fort Worth Metroplex. As a boutique brokerage founded on a client-first philosophy, we believe
exceptional real estate service begins with understanding each client's unique goals and needs.
At BPG, personalization is at the heart of everything we do. We take the time to listen, tailor our
approach, and deliver solutions designed specifically for you.

While we are intentionally boutique in size, our capabilities rival those of larger national
brokerages. Our nimble structure allows us to adapt quickly to changing market conditions while
leveraging the same powerful technology, marketing tools, and MLS platforms used throughout
the industry. Your property receives maximum exposure across major home buying and selling
websites, ensuring it reaches the right audience at the right time.

Our comprehensive marketing approach includes pre-listing inspections, professional staging,
high-quality photography, and strategic marketing campaigns that tell the unique story of your
home. By investing in preparation upfront, we position every property to stand out and achieve
exceptional results.

With deep market expertise and industry knowledge, we provide the guidance and confidence
our clients need when buying or selling one of their most valuable assets. Our trusted network of
professionals works collaboratively to ensure a seamless experience from start to finish.

Relationships are the foundation of our business. We are committed to delivering exceptional
service, clear communication, and personal attention throughout every step of the process. That
commitment has earned the trust of our clients, with more than 95% of our business coming from
referrals and repeat customers.

At Benson Property Group, you're more than a transaction—you're a valued client and long-term
relationship.

We are honored to serve you in making your real estate dreams into a reality.
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We believe we were put on the face of the earth to help people create homes and
build legacies for themselves and their families through real estate. We believe that
a life worth living is about having great relationships with great people.

Our business model is a simple recipe of joyfully solving problems for great people.

Our Values

We begin with the end in mind.

We pivot - we pray.

Doing the right thing never goes out of style.

We reject the status quo.

Happiness is a choice!

Generosity is about character, not resources.
We'll be so good they can't ignore us!

Gratitude is a lifestyle.

We are committed to relentless consistency.
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Meet Babette

Raised in California’s Central Valley, | come from a legacy of hard
work, integrity, and entrepreneurship. My family’s roots in farming
and a multi-generational welding business instilled in me a deep
appreciation for craftsmanship, commitment, and building
something that lasts—values | carry into every client relationship.

| began my real estate career in February of 2002. | hold both my
Texas real estate broker’s license and my California real estate
sales license. | love what | get to do - helping people make their
homes and build legacies through real estate. It is just so much
fun!

Family is at the heart of my life. My husband Jeff and | are blessed
with six grown children and twelve grandchildren, with our family
spanning Texas, California, Georgia, North Carolina, and the
United Kingdom. These connections shape my understanding of
what "home" truly means.

Outside of real estate, | enjoy an active, outdoor lifestyle—from
biking and skiing to time spent on the water or exploring the open
road with Jeff on our Harley. | value balance, connection, and
making the most of every moment.

I'm committed to delivering a smooth, high-quality real estate
experience, and I'm always available as a trusted resource for you,
your family, and your referrals. | welcome the opportunity to
connect.

Please do not ever hesitate to call - my cell is 214-701-1886.

I'd love to hear from you!
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“I'm never too

busy to help you or
any of your family
and friends.”



Broker / Owner | Direct: 214-701-1886
500 South Main Street #252 | Rhome, TX 76078
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| grew up in Wisconsin, and as much as | love the snow, | love the
warmth of Texas more. | have been married for over 20 years and
was in accounting before | became a stay-at-home mom for three
wonderful children. My attention to detail and enjoyment

in helping others is what led me to become a Transaction Manager
at Benson Property Group.

Over the last 5+ years, | have handled and coordinated titles, “I'm never too

lenders, home warranty companies, and everything behind the
scenes that makes Benson Property Group run smoothly. | expertly busy to help youor

keep everyone up to date and make sure we are meeting all our any OfyOUI’ famlly
deadlines to ensure your seamless closing. | am an intricate part of . "
keeping Benson Property Group moving forward with smiles on our and f”ends'
faces! | am also a licensed realtor.

In my spare time, | am usually at the softball field watching my
daughter or at the ice rink watching my son play hockey. My oldest
daughter attends the University of Arkansas with ambitions of
being a nurse.

| love spending time with my family and curling up with a good
book.
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Listing to Contract

2. PREPARE HOUSE FOR MLS

De-Clutter & Organize The House
Consider Pre-Sale Physical Inspection
Consider Property Staging
Obtain Professional Photos

Determine Wants & Needs
Preview Comparable Sales
Timelines & Expectations

4. INITIATE MARKETING

Web & Print Marketing Materials
Activate MLS Property Website
Install Sign Advertisements on Social Media
Showings, Broker Tours, Open House

5. OFFER RECEIVED 6. UNDER CONTRACT

Pre-Qualify Buyer(s) Deposit Earnest Money at Title Co.
Negotiate Terms Property Inspection Completed
Accept Offer Negotiate Repairs (If Any)

7. LOAN PROCESSING & UNDERWRITING 8. FINAL STEPS TO CLOSING
Buyer’s Lender Works to Approve Loan Loan is Approved
Appraisal Order by Lender Closing Disclosure Issued
Agent Provides Comparable Sales & Property Title Company Receives Loan Docs
Information to Appraisal Set Closing Appointment

9. CLOSING & FUNDING

Final Walk-Through of Property
Sign Closing Documents
Details of Key/s Exchange

Termination of Utility Services

Funding
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We Give Your Property Maximum Exposure

Marketing Your House To Reach Buyers Where They Look For Properties:

Property Video

Unique Property Webpage

Eye Catching Reflective Real Estate Yard Sign
Social Media

Realtor Networking

Property Flyers

Website Promotion

AN N Y U N NN

National Exposure
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WE'RE PART OF A NATIONAL NETWORK

THIS NETWORK OF AGENTS SELLS 1 OUT OF EVERY 8 HOMES

IN NORTH AMERICA!
These top-notch agents are committed to:

v" World-class service
v’ Expert negotiations

v Effective and efficient communication
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Whether buying or selling, we can help you, your family and friends with any relocation
needs throughout North America and Canada.
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Places Where Your Home Shows Up
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Social Marketing to generate buyer leads
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Pre-Sale Home Inspection

Surprise!

It can be great fun at a birthday party, but not when it may -
delay or threaten the sale of your property! : '
o, .

Surprises such as a hidden water leak can result in unseen
wood damage, or require bathroom repairs. Could there be
termites? A crack in your heating unit? Is the electrical system
in your home up to today’'s code requirements? Are there
little things that need attention like a cracked window pane,
drippy faucet or chipped tile?

Having your own home inspection takes the surprise out of the picture for the buyer. It also allows
you the advantage of taking corrective action on the needed repairs so that when the buyer’s

inspector examines your property he cannot make them an issue.

If there are problems, you'll have time to get competitive bids at regular rates... rather than paying
overtime to meet a closing deadline that may be just a couple of days away.

Disclosure of the condition of your home can also protect you by reducing the chance of post-
closing problems.

A pre-sale inspection is something to which you may want to give some thought!
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Inspectors We Work With

home inspectors.

Brian Murphy

A-Action Realty Inspection Service
Office: 817-467-0213

Cell: 972-743-5588

Email: brian@a-action.com
www.a-action.com

Mike Majdeski

Prestige Home Inspection

Cell: 682-803-6886

Email: mike@prestigeinspectiontx.com
www.prestigeinspectiontx.com

Brian Lawson

Prestige Home Inspection

Cell: 817-733-2378

Email: brian@prestigeinspectiontx.com
www.prestigeinspectiontx.com

Let us take the guess work out of who to hire. We work with
a network of trusted, experienced home inspectors who
provide thorough, unbiased evaluations and clear, easy-to-
understand reports. These professionals help our clients
make informed decisions about repairs, maintenance, and
disclosure, ultimately creating a smoother transaction for
everyone involved. Benson Property Group is providing you
with this list as a courtesy and has no affiliation with these
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Rich Parker

Axium Home Inspection
Office: 214-393-9261

Cell: 940-597-8852
www.axiuminspections.com

Jim Starkey

IntelliSpect Property Inspection

Office: 817-590-2630

Cell: 469-964-4590

Email: jstar1000@hotmail.com
www.homegauge.com/shgi/intellispect2

Martin Hestrin, Jr.
NextLevel DFW Home Inspections
Cell: 682-483-6550

These are only suggestions, feel free to use your own home inspector!
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Seller's Disclosure Notice

. . . i T

Texas state law requires sellers of residential property to I ‘9’ L

provide a Seller’s Disclosure Notice to any prospective buyer, . ‘1 =

and makes the seller responsible for full disclosure of items or ” 1 [

conditions that could affect a buyer’s decision to purchase. - , F
.

If there are now, or have been in the past, problems or

repairs and you know of them, you must disclose them to any
prospective buyer. Disclosure should be made before an offer
to purchase is written.

A blank Seller’s Disclosure Notice is included for your use. It must be completed, signed and dated
by the seller and furnished to any prospective buyer. The form must be updated if changes occur
during the listing period.

The Top 7 Problems
v Foundations v Water Penetration v Termites v" Roof Problems
v Asbestos v Septic Tanks v Repairs

Exemptions to Providing the Seller's Disclosure Notice

Sellers may be exempt from providing the notice if they are:

v Selling pursuant to a court order

A trustee in a bankruptcy

A lender selling at foreclosure

Transferring to a lender after foreclosure or deed in lieu

A fiduciary in the administration of an estate, guardianship, conservatorship or trust
A co-owner selling to another co-owner

Selling to a spouse or a direct descendant

Spouses transferring pursuant to court order

Selling to a governmental entity

AN N N N N U
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Seller's Home Features Worksheet

“Beauty is in the Eye of the Beholder”

To help us market your property most effectively, please list
your favorite features of your home. We will focus on these

in our marketing. Example: The den faces southeast, so early
morning sunshine makes it a great place to read the paper and
have morning coffee.

1.

2.

3.

What two things would you change about your home if you decided to stay at least five years
longer? Example: Remodel kitchen, add another bath, etc.

1.

2.

When friends, relatives, and other visitors come to your home, what are the two most commonly
heard “comments”? Example: ‘Your kitchen is just fabulous!’ or “Too bad it's such a small patio.’

1.

2.

Address:
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What we will need to get started...

These are available from your Closing Documents (when
you purchased your current home):

O

Ooo0oo O oOoooo O

O O

In the listing and selling of your home, please provide
the following items.

Note/Deed of Trust (for proper title/legal)

Prepayment/Current mortgage information
i.e. Lender Name, address, phone number and email address

Loan number/payoff, and survey
Current property tax information
Utility information i.e. gas, electric, water (average bills/providers)

Alarm system information (code/location of pads/contract)
O Leased O Owned

Solar panels
O Leased O Owned

Telephone numbers, texts and voice mail where you can be reached
Key to your home
Any floor plan, blueprints you may have from purchase

A list of any items that do not remain with the property
i.e. any special window coverings, light fixtures, fire equipment, etc.

Copies of all home inspections and reports for prospective buyers

Your comments/thoughts on why you originally decided to buy this particular home.
What will you miss the most about your home? What are its best features?

Where are you moving to?
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An ldea List from Benson Property Group

To Show and Sell Your Home

Look At Your Home From The Outside,
Then Work Your Way In

e A well-manicured lawn, neatly trimmed
shrubs and clean walkways always make a
good first impression

* Repair or replace damaged screens, glass
panes and door hardware

* Remove driveway stains and eliminate
exterior clutter or distracting décor

* Free gutters of debris and replace missing
shingles

* Place flowers or potted plants by front door

* Be sure the doorbell works

Invest In Paint

* Paint improves a room and makes it clean
and appealing

e Use white or neutral tones that are soothing

e Check walls for split or peeling papers and
replace or repair if needed

* Polish woodwork and paneling throughout
your home

Let Sunshine In

* Open curtain shades or drapes on nice days

e Add sparkle to windows by washing inside
and out

® Turn on lamps or accent lighting
® Replace and match missing light bulbs

Fix Minor Flaws
* Make sure windows and doors open and
close easily

® Address plumbing problems and present
these facilities in working order

® Check doorknobs, drawers and glass doors
for ease of operation, lubricate and adjust
as needed

* Clean rust and soiled spots

Decorative Kitchens Sell AHome

e Clear counters of appliance and make space
in cabinets

e Clean cabinets inside and out

® Check and clean appliances, floors and walls

e Add green plants or bowls of fruit

e Create a comfortable atmosphere with
colorful curtains, cup towels and place mats

® Empty trash baskets

Blend Color and Convenience In
Bathrooms

® Remove clutter from vanities and cabinets

® Scrub sinks, tub and shower; polish mirrors
and chrome

* Clean floors and walls

* Repair tiles and re-caulk if needed
* Put out white towels

* Add scented soaps or candles

® Empty trash



Living and Dining Areas Reveal Interests

* Arrange furniture to create an open affect
e Straighten bookshelves

e Clean carpets

* Polish furniture and hardwood floors

* Put logs in the fireplace

e Add magazines, books and flowers to coffee
table and discard excess papers

* Place a centerpiece on the dining room table

Family Rooms Are for Relaxation

e Store games and sport equipment or
arrange them in attractive containers

e Eliminate clutter

e Turn off all entertainment units and play soft
music

* Place easy chairs and sofas in conversational
group

* Showcase books and magazines; aesthetics
are more important than functionality

® Deodorize pet areas

Bedrooms Must Invite Rest And Peace

* Avoid a crowded look

* Remove excess furniture and personal items
e Attractive, colorful bed linens are important
* Arrange books or plants on nightstand

* Place decorative pillows and shams on bed

* Keep room light and bright

Value Goes From Top To Bottom

* Permit clients to see the value of your
property from the attic to the basement and
through to the garage

® Remove junk, cartons and unnecessary
artifacts

e Straighten, box and store cartons neatly

e Organize workbenches

e Lighten dark spaces with paint or additional
lights

* Provide adequate lighting for stairs

Closets Count

* Make closets appear larger by having them
clean, neat and well organized

* Remove old clothes and cartons

e Add a cedar block or air freshener for a
refreshing aroma

* Use decorative storage box

Smart Moves

* Your Benson Property Group Associate will
make arrangements to show your home to
truly interested buyers

e |f possible, arrange to be away during
showings

® Your real estate professional will answer
questions and discuss negotiations

* Your cooperation in scheduling showings
will be appreciated by potential buyers

Finally

* Set household thermometer at a comfortable
level before leaving

* Make a final check of every room and if time
permits, do a quick once-over straightening
and light dusting

® Turn on accent lighting

* Put your pet(s) in a secured area, preferably
in the yard.
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Who Does What, in a Real Estate

Transaction
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Buyer

® Chooses a Real Estate agent

* Gets letter of pre-approval from lender and gives to
Real Estate agent

* Makes an offer on home. Once accepted, earnest
money is deposited into Escrow

* Finalizes application for loan with lender. Lender
provides a Loan Estimate

* Completes and returns information forms from Title
agency

* Schedules inspections. Reviews Title Commitment

* Gives requested paperwork to lender. All invoices/
approvals should be to the lender no later than 10
days prior to loan consummation

* Lender prepares Closing Disclosure (CD) and
delivers to buyer at least 3 days prior to loan
consummation.

® The Escrow Officer or Real Estate agent contacts the
buyer to schedule signing

® Buyer signs loan and settlement documents,
deposits funds via wire transfer

® Documents are recorded and buyer receives the
keys

Seller

® Chooses a Real Estate agent
* Accepts buyer's offer to pruchase a home

* Fills out and returns information to Title company.
Forms include information such as payoff contact
information, loan numbers, and forwarding address

* Orders work for inspections or repairs to be done as
required in the contract

® The Escrow Officer or Real Estate agent contacts
Seller to schedule signing

* Documents are recorded and proceeds from the sale
are received

Escrow Officer

* After receipt of contract and earnes money deposit,
orders title work

e Gives buyer and seller information forms to be
returned to Title agengy

® Reviews Title Committment

* Upon receipt of information forms, orders demands
for payoffs. Keeps in contact with buyer or seller as
information is needed for commitment

¢ All invoices and fees must be collected and sent to
lender no later than 10 days prior to loan
consummation

e Coordinated with lender on preparation of the CD

* Reviews all documents and instructions to prepare
required settlement forms

e Schedules signing and informs buyer of funds due at
closing

e Sends funding package to lender for review
e Submits documents for recording
* Documents are recorded and funds dispersed

Lender

* Begins qualification process after receiving buyers
application. Provides Loan Estimate

* Orders/reviews preliminary report, appraisal, credit
report, verification of employment and funds

* Reviews and requests any additional information for
final loan approval

* Loan package goes to Underwriting for approval

* Works with Escrow Officer on preparing the CD,
which is delivered to buyer at least 3 days prior ro
loan consummation

* Delivers loan documents to escrow company

e After reviw of loan documents, authorizes fudning
of loan
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Glossary for Terms Used in

Real Estate

AMENDMENT: A modification to an existing
contract, mutually agreed to by all parties.

APPRAISED VALUE: An evaluation of a property’s
value based on a given point in time that is
performed by a professional appraiser during the
mortgage origination process. The appraiser isusually
chosen by the lender, but the appraisal is paid for by
the borrower.

CD/CLOSING DISCLOSURE : A five-page form that
provides final details about the mortgage loan you
have selected. It includes the loan terms, your
projected monthly payments, and how much you will
pay in fees and other costs to get your mortgage
(closing costs.)

CLOSING COSTS: Costs the buyer must pay at the
time of the closing in addition to the down payment,
which may include points, title charges, credit report
fee, document preparation fee, mortgage insurance
premium, inspections, appraisals, prepayments for
property taxes, deed recording fee, and homeowners
insurance.

CLOUD ON TITLE: A claim or encumbrance that
impairs the title to real property.

COMMITMENT: The document by which a title
insurer discloses to all parties connected with

a particular real estate transaction all the liens,
defects, and burdens and obligations that affect the
subject property.

CONTINGENCY: A provision in a contract that
requires that occurence of a specific event before
the contract can be completed.

DEED: A written instrument by which title to land is
conveyed.

DEED RESTRICTIONS: Limitations in the deed to a
property that dictate certain uses that may or may
not be made of the property.

ESCROW FEE: A fee charged by the title company to
service the transaction, to escrow, and cover
documents.

EARNEST MONEY: Down payment made by a
purchaser of real estate as evidence of good faith.

EASEMENT: A right to use another person’s real
estate for a specific purpose. The most common type
of easement is the right to travel over another
person’s land, known as a right of way. In addition,
property owners commonly grant easements for the
placement of utility poles, utility trenches, water
lines or sewer lines.

HAZARD INSURANCE: Real estate insurance
protecting against fire, some natural causes,
vandalism, etc. depending upon the policy.

HOA ASSESSMENT FEES: Charged by the
homeowners association as set out in subdivision
restrictions.

HOMEOWNERS INSURANCE: Protects the property
and contents in case of loss; must be for at least the
loan amount or for 80% of the value of
improvements, whichever is greater.

LEGAL DESCRIPTION: A description of land
recognized by law, based on government surveys,

spelling out the exact boundaries of the entire piece
of land.

LIEN: A monetary claim against a property.

LOAN TITLE POLICY: Required by the lender to
insure that the lender has a valid lien; does not
protect the buyer.



MARKET PRICE: The actual selling price of a property.

MARKET VALUE: The most probable price that a
property should bring if exposed for sale in the open
market for a reasonable period of time, with both the
buyer and seller aware of current market conditions,
neither being under duress.

MINERAL RIGHTS: The legal rights to explore, extract
and profit from the minerals beneath a piece of
property, which can include oil, gas, coal and metals.
These rights can be separate from surface rights,
meaning one person can own the land while another
owns the minerals below it.

NET LISTING: A price below which an owner will not
sell the property, and at which price a broker will not
receive a commission; the broker

ORIGINATIONFEE: A fee the buyer pays the lender to
originate a new loan.

OWNERS TITLE POLICY: Owners title insurance
provides protection to the homeowner if someone
sues and says they have a claim against the home
from before the homeowner purchased it. When you
purchase your home, you receive a document most
often called a deed, which shows the seller
transferred their legal ownership, or title to their
home, to you. Title insurance can protect you if
someone later sues and says they have a claim against
the home from before you purchased it. Common
claims come from a previous owners failure to pay
taxes or from contractors who say they were not paid
for work done on the home before you purchased it.

POWER OF ATTORNEY: A written authorization by
a person to another person to act for him on his behalf.

REAL PROPERTY: Land, and generally whatever is
erected upon or affixed thereto.

REALTOR: A real estate broker or an associate who
holds active membership in a local real estate board
that is affiliated with the National Association of
Realtors®.

REALTOR FEES: An amount paid to the REALTOR as
compensation for his/her services.

SURVEY: Confirms lot size and any encroachments or
restriction violations.

TITLE: Evidence that owner of land is in lawful
possession thereof; evidence of ownership.

TITLE INSURANCE: A policy of insurance which
indemnifies the holder for any loss sustained by reason
of defects in the title.

WATER RIGHTS: The right of a property owner to use
water on, under or adjacent to the land for such
purposes as irrigation, power or private consumption.




500 South Main Street #252 | Rhome, TX 76078

BENSON www.BensonPropertyGroup.com

PROPERTY GROUP 1€

What is a

Title Commitment?

Atitle commitmentis the title company's promise to issue a title insurance policy for the property
after closing. The title committment contains the same terms, condisitons and exclusions that will be

inthe actual insurance policy.

The commitment is divided into four sections called "schedules," which are organized to provide
information in a relatively stardard format. Below are brief descriptions of each schedule.

Schedule A

Schedule A contains basic information about the transaction. Here you will find the effective date, the
proposed policy coverage amount, the name of the current record title owner of the property, and a legal
description of the property. There may be a problem if the amount, owner, or legal description varies from the
contract terms. Likewise, if the effective date is well before the closing, the buyer may wish to request an
update to ensure that the information is current.

Schedule B

Schedule B contains a preprinted list of standard exceptions that the title policy will not cover. Because much
of this language is ‘boilerplate,” some buyers tend to skim over Schedule B. This is a mistake. In addition to
many preprinted terms, Schedule B will also list some matters specific to the transaction, including restrictive
covenants, easements and rights-of-way, and mineral reservations. Any one of these items may seriously
impair the usefulness of the property, so buyers should carefully review Schedule B and copies of any
documents referenced there.

Schedule C

Schedule C lists the requirements that must be satisfied for the issuance of the title policy. For example, the
title company may require information regarding the marital status of one of the parties, copies of records
from probates or bankruptcies, clarification of homestead status, or a new or updated survey. On Schedule C
you will also find descriptions of mortgage, mechanic’s liens, tax liens, judgments, lawsuits, assessments, and
other such encumbrances affecting the title. The seller is primarily responsible for resolving exceptions noted
in Schedule C.

Schedule D

Schedule D discloses basic information regarding ownership of the underwriter and the title company.
Schedule D will also show the total policy premium, and a breakdown indicating how the premium is divided
among the various parties who may be responsible for examinig title and issuing the policy.
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Why Stage Your Home Before

Selling?

Staging your home is one of the most
effective ways to make a strong first
impression on potential buyers. A well-
staged home helps buyers envision
themselves living in the space, highlights
your home's best features, and creates an
inviting atmosphere that photographs
beautifully online.

Today's buyers often begin their home
search on the internet, and professionally
staged homes tend to stand out in listing
photos, generating more interest and
showings. Staging can also help rooms
appear larger, brighter, and more
functional while minimizing distractions
that may prevent buyers from seeing your
home's true potential.

When combined with the guidance of an
experienced real estate agent, staging can
help your home appeal to a broader
audience, increase perceived value, and
potentially lead to stronger offers and a
faster sale. Simply put, staging is an
investment that can make a significant
difference in how quickly and profitably
your home sells.




HOME STAGING
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REAL ESTATE STAGING ASSOCIATION® (RESA®)
2025 HOME STAGING STATISTICS &
QUARTERLY MARKET INSIGHTS

The latest data from 1,200+ real estate professionals
across the U.S. |

WHY STAGING MATTERS

@ 6 O

83% 86% 29% 49%

of buyers’ agents said of buyers’ agents of REALTORS® said of sellers’ agents
staging makes it easier for reported that staging staging resulted in a observed that staging
buyers to visualize a affects buyers' 1%-10% increase in the reduced the amount of
property as their perception of a dollar value offered time a home spent
future home. home in some way. by buyers. on the market.

—— 2025 QUARTERLY HOME STAGING HIGHLIGHTS —
AVERAGE T

SALE-TO-LIST

rreamme® 1107% 1109% 1109%

surveyed)

gxsg gcli\lEMARKET 1 2 9 19
2 i 2 +2.334% +4.415% +3.551%

$3.500 to $4,400

Source: Real Estate Staging Association® (RESA®)

2025 Home Staging Statistics & Quarterly Market Insights
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Let's Get Started

A step-by-step guide to help you prepare, list, and sell your home with confidence.

@n PREPARE YOUR HOME
(] Declutter and depersonalize [ ] Organize and stage your home
W —
LA ] Deep clean every room [} Update fixtures if needed

[ ] Make necessary repairs [] Consider a pre-listing inspection

(] Enhance curb appeal

PRICE IT RIGHT

(] Research comparable homes [] Understand your local market

[ ] Work with a real estate agent [ | Be open to feedback

] Seta competitive price

LIST AND MARKET YOUR HOME

[ ] List with a real estate agent | Market online and on social media

|| Professional photos L] Schedule showings

[ ] Write a compelling listing

REVIEW OFFERS
] Review all offers carefully [ ] Accept the best offer
[] Consider price and terms ] Open escrow

[ | Negotiate if needed

CLOSE THE SALE

[ ] Complete inspections and appraisals [ | Sign closing documents
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D Resolve any contingencies D Hand over the keys!
[ | Review closing documents [ | Celebrate your next chapter! @





