THE 4 PRINCIPLES OF A

SUCCESSFUL SALE
Simplicity. Confidence. Peace of Mind.

GUIDING CLIENTS THROUGH CHANGE

TIME TO PUT YOUR HOUSE
ON THE MARKET.
In the pages that follow we explain to
you the important steps we follow in
the home selling process.
From pricing to marketing, we’ve laid it all out. You’ll see the
expertise we can apply at every turn in the home selling process.
Through each section, we explain the critical components and
offer our best suggestions to help you anticipate the road ahead.

WE’LL SHOW YOU THE WAY.
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4SALE

THE

STAGES OF A
SUCCESSFUL

Every seller has the same goal:
Maximum price under
the most convenient terms.
Achieving this requires a clear understanding of each of the four stages that lead
to a successful sale: Market conditions, price, staging and promotion.
Poplar Hill Realty carefully plans and implements each step of the process, with
special attention to the small details that lead to the best possible result.

➥ MARKET CONDITIONS
➥ PRICING
➥ STAGING
➥ PROMOTION
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MARKET CONDITIONS
The first and most critical step in the home selling process is the only one that
can’t be controlled by the seller or by Poplar Hill Realty. Nevertheless, a thorough
understanding of the local residential real estate market is the linchpin of a timely
sale on favorable terms. Suppy and demand, economic forces, and season are a
few of the factors to consider.
Poplar Hill Realty will not only apply its intimate knowledge of the most recent
home sales in your area, we will also do the intensive research necessary for a
broad yet detailed understanding of the entire marketplace. This is one of the
most difficult parts of the process but vital to ensuring full market value and the
shortest time on the market.

TIP:

Difficult as it is, remember that your home’s value has nothing
to do with what you paid for it, what your next house will
cost, appraisals, anecdotal “guy down the street” estimates
or any other subjective factors. A broad-based and objective
analysis will give you a fair market price range. At that point,
staging and promotion will determine if your home sells at the
low or high end of that range.
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PRICING

“Fair Market Value”
A home’s value is determined by the buyer. Sellers can ask any price they choose, but the
sale won’t occur until the buyer agrees. So an overvalued property costs the seller every
month it’s on the market, both in mortgage payments and perceived loss of value.
Good buyer agents will educate their clients about local market conditions and steer
them toward the most reasonably priced properties. When a house has been on the
market too long, buyers will attribute that staleness to an underlying problem with the
property.
To minimize the time on the market and the chance of a property “going stale”, it is
critical to respond quickly and decisively to the market’s reaction to your listing. Poplar Hill
Realty’s market analysis efforts will help you determine a fair asking price, and it will help
you adjust to ever-changing marketplace realities.

TIP:

Buyer’s agents love an over priced property. They show
it first as set-up for a more fairly priced yet comparable
home that will be shown later. Keeping your asking price
comfortably below the market high keeps your home
from being the set-up for someone else’s sale.

GUIDING CLIENTS THROUGH CHANGE

STAGING “We’ll take it!”
Create an environment from which no one wants to walk away. Landscaping should be
fresh, neat and clean, the interior warm, inviting and clutter free.
Successfully staging your home will shift the buyer’s focus from price to time. With a clear
mental picture of what their life could be in your house, the buyer will begin to feel a sense
of urgency to complete a purchase.
Staging involves meticulous attention to detail.

LANDSCAPING
First impressions start the moment the buyer arrives. Mowing, trimming
and adding fresh mulch can transform an otherwise ordinary yard.

MINOR REPAIRS
Buyers are going to open every door and drawer and look into every corner.
Performing a few simple tasks instills a sense of confidence that the house
has been well maintained and won’t be a burden after the sale. To start:
• Replace all light bulbs
• Replace HVAC intake filters
• Apply caulk in all cracked joints, especially in bathrooms
• Repair/reseal the driveway
• Clean doors of hand prints
• Pressure wash siding and decks as needed

TIP:

1. Buyers will use defects in the property as leverage for reducing the
asking price or obtaining credit for repairs. Obtaining a professional
home inspection early in the marketing process eliminates
last-minute surprises and contributes to the buyer’s sense of
confidence. It also reduces the risk of future claims.
2. Next to the kitchen, the master bedroom will get more attention
than any other room. Give it yours as well.
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CLUTTER
No matter how well organized, any
space that is full reduces the perception
of size. Clean out all closets, cabinets
and drawers, leaving only the most
essential items and even the smallest
home appears to have ample storage.

TIP:
1. Allow buyers to take their time viewing
your house. Plan to be away from
home during all showings.
2. Through donation, garage sale or
storage, remove everything but
what you need for daily living.
3. Create a spacious room by turning
on every light and opening shades in
every room prior to showing.
4. Hold a yard sale to help clear out the
clutter. The cash you earn can be
applied toward moving expenses.
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PROMOTION
YARD SIGN
Our attention to detail starts here.
An attractive yard sign grabs attention
and makes a statement about quality
from the beginning.

SHOWING BROCHURES
A buyer who has taken the time to
attend a showing deserves all the facts.
Our professionally designed brochures
showcase the home and provide all the
details that go into making a buying decision.

PHOTOGRAPHY
VIDEO
OPEN HOUSE
DIRECT MAIL
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PROMOTION
EMAIL
SOCIAL MEDIA

YOUR
LISTING
INTERNET SYNDICATION
- realtracs
- realtor.com
- zillow.com
- trulia.com
- homes.com
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THE NEXT

STEPS
Following a review the
principles behind a
successful sale we’ll
perform a detailed analysis
of your property and
offer our recommendations.
When you're ready, we'll
begin marketing your home
and do our best to secure a
buyer. That's just the beginning.
Through the entire process,
we'll be there to guide
you and we'll be working
behind the scenes to ensure
everything progresses smoothly.

1

COMPLETE
FORMS

2

EXECUTE
MARKETING PLAN

1. Sign listing agreement

SEND OPEN HOUSE
ANNOUNCEMENTS
to Brokers and FF & N list

9
13

FOLLOW UP WITH
GUESTS FOR
FEEDBACK

MANAGE ALL PARTS
OF THE CONTRACT
1. Home inspection
2. Loan follow up
3. Termite inspection

SET SIGN &
LOCKBOX

1. Photograph the property

2. Sign Multiple Listing input form
3. Complete and sign Tennessee
Residential Property Disclosure

5

4

3

2. Input listing – MLS,
Rampyrealestate.com,
Realtor.com, Realtracs.com
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RUN OPEN
HOUSE AD

10

WEEKLY REVIEWS
WITH CLIENT

14

NEGOTIATE CHANGES
TO CONTRACT

GET YOUR HOME LISTED TODAY | CALL 615.673.9205

CLIENT
COMPLETES
STAGING

8

7
CONTACT KEY
BROKERS & AGENTS
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PRESENT OFFERS
1. Review and advise
2. Determine buyer’s position
3. Verify buyer’s ability

15
FOLLOW UP WITH
CLOSING ATTORNEY

HOLD OPEN
HOUSE

12

BINDING AGREEMENT
1. Negotiate most favorable terms
SIGN
2.
Get all FINAL
pertinent OFFER
documents signed."

16
TRANSFER OWNERSHIP
AT CLOSING

