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Welcome to your comprehensive guide to
selling your home! As your dedicated real estate
professionals, we are committed to leading you

through the fulfilling journey of selling your

property. With our vast experience in the real
estate market and deep understanding of the
complexities involved in property sales, we are
unwavering in our commitment to your success.
We firmly believe that every homeowner
deserves to maximize their investment, and our
mission is to ensure you achieve the best
possible outcome from your sale.
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DAVID GERMANN

REAL ESTATE AGENT - BROKER/OWNER

Advantage Realty, founded in 2021 by David Germann, is
built upon core values of honesty, integrity, passion, hard
work, responsibility, and communication. Specializing in
residential and investment real estate, David leads a
dynamic team dedicated to assisting buyers, sellers, and
investors in navigating the ever-evolving market with
confidence. The team offers deep local market knowledge,
strong negotiation skills, and innovative marketing
strategies for every transaction. Committed to community
growth and industry excellence, Advantage Realty is an
active member of the National Association of Realtors and
regularly engages in professional development to stay
ahead of market trends. The team is ready to work for you.
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DAVID GERMANN
REAL ESTATE BROKER

KATIE PFAFF
REAL ESTATE BROKER

BRITTNEY SCHMITZ
REAL ESTATE AGENT

MIKE GERMANN
REAL ESTATE AGENT

DONNY PFAFF
REAL ESTATE AGENT

BECCA GONZALEZ
REAL ESTATE AGENT

MIKE LEWIS
REAL ESTATE AGENT

THOMAS PFAFF
REAL ESTATE AGENT
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TES TIMONIALS

Lyle L.

IThis was our 1st experience selling a house and we're
blessed that Michael Lewis was there to guide us
through it.He recommended updates and made
suggestions and we listened to him.He absolutely
knew what he was talking about . It was a great
experience.Not only was this sale quick,an excepted
offer in 3 days,but it was way above asking price .
Your communication and insight were spot on .
Thanks for making this a wonderful experience.

Samantha N.

We worked with Brittney to sell our house and then
buy a new home. She was very professional,
resourceful, and explained everything and
communicated well. We toured multiple homes with
Brittney, she kept an upbeat attitude but also
pointed out issues in the homes that were things to
keep in mind when we were making our decision, it's
good to have a realtor point out things that most
people overlook during the whole excitement of
buying a house!
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WHY USE A REAL TOR®

Exposure to a Wide Network of Buyers:

As a Realtor®, | can connect your property with a
broad network of potential buyers, including those
whose interest may not be publicly listed, ensuring
your home receives maximum exposure. Additionally,
through professional partnerships with platforms like
Zillow, Realtor.com, and Redfin, we can further
enhance your property's visibility to a wide audience.

Skilled Negotiation on Your Behalf:

Armed with an in-depth understanding of current
market conditions, a Realtor® adeptly negotiates to
maximize your sale price. Their expertise ensures that
you achieve the best possible outcome, whether
you're looking to sell quickly or at the highest price.

Expertise in Market Valuation:

Realtors® bring a wealth of knowledge regarding
local real estate values, pricing strategies, and market
trends. This insight is invaluable in setting a
competitive price for your home that attracts buyers
while ensuring you get a fair return.

Streamlining the Selling Process:

The selling process involves intricate paperwork and
strict legal requirements. Realtors® manage these
complexities, from listing agreements to closing
documents, ensuring a smooth, compliant, and
hassle-free sale.
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THE SELLING JOURNEY

PREPARATION:

e Hire a trusted real estate
agent to assist you.

e Declutter, Clean, and Fix
any major or minor issues
with the home.

LISTING AND MARKETING

e Have your Realtor® list
your home on various
platforms, including MLS.

e Employ professional
photos, virtual tours, and
open houses for effective
marketing.

OFFERS AND NEGOTIATION
e Collaborate with your
Realtor® to assess all
received offers.
e Strategize negotiations to
secure the best sale terms
and price.

CLOSING

e Permit the buyer's final
walkthrough before the
closing date.

e Complete the sale by
signing all necessary
documents to transfer
home ownership.
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PRICING YOUR HOME

e Determine a competitive
price with a comparative
market analysis.

e Align your pricing strategy
with current market
trends for a swift sale.

SHOWINGS AND OPEN

HOUSES

e Maintain flexibility for
showings to welcome
more potential buyers.

e Utilize open houses to
broaden your pool of
interested buyers.

CONDITIONAL PERIOD

e Facilitate the buyer's
home inspection and
lender's appraisal.

e Tackle any contingencies
from inspections or
appraisals promptly.
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1 PREPARATION

Embarking on the journey of selling your home marks the beginning of a new chapter in
your life. The first, and perhaps most crucial, step in this process is choosing the right
Realtor®. Partnering with a knowledgeable and experienced real estate professional not
only sets the tone for a smooth and successful sale but also ensures that every aspect of
the preparation stage is expertly handled. From pricing your home accurately to staging
it for maximum appeal, your Realtor® will guide you through each step, making the
path to selling your home as seamless as possible.
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DECLUTTER

Maximize space and appeal by
decluttering. Sort belongings into
keep, donate/sell, and discard
categories, removing personal
items and excess clutter
throughout, including closets and

garages.

Remove personal photographs and memorabilia.

Clear kitchen countertops. and hide small appliances.
Clear bathroom countertops and hide personal items.
Organize closets and cabinets.

Declutter storage areas and get rid of items.

Thin out bookcases and shelves.

Clean up toys and children’s items.
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CLEANING

A clean home makes a strong impression. Deep clean every room, focusing
on kitchens and bathrooms, floors, windows, and surfaces. Don't overlook
small details like light switches, door handles, and baseboards.
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Dust ceiling fans, light fixtures, and vents and room corners.

Clean windows inside and out, including sills and tracks.

Wipe down all doors, door frames, moldings, and knobs.

Clean and polish mirrors, glass surfaces, and picture frames.
Vacuum all flooring, including edges and under furniture.
Shampoo carpets and rugs, or steam clean for a deeper cleanse.
Mop hardwood, tile, and linoleum floors with appropriate cleaners.
Replace any burnt-out light bulbs.

Consider a fresh, neutral air freshener.

Ensure pet areas are clean and odor-free.
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KITCHEN

Deep clean the refrigerator inside and out; discard old food.

Clean the oven and stovetop, microwave, and dishwasher.

Wipe down all countertops, backsplashes, and cabinets.

Organize pantry and cabinets, removing excess items.
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. Degrease the range hood and filter.
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Clean and disinfect the bathtub, sink, toilet, and shower.
Polish faucets and mirrors.

Wash or replace shower curtains and liners.

Clean out and organize cabinets and drawers.

Refresh grout and caulk as needed for a clean appearance.

EDS & LIVING

Dust furniture, shelves, and decorative items.

o

Clean under beds and furniture where dust accumulates.

Organize closets, and donate unused items.

Clean and declutter nightstands, dressers, and desks.

Wash exterior doors, decks, and welcome mats.

Tidy up the yard, trim bushes, and remove any debris or dead plants.

Clean out gutters and downspouts.
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1. Neutralize Colors: Choose neutral paint to broaden appeal and brighten rooms.

2. Declutter: Remove personal items and excess furniture for a spacious feel.

W

Feature Highlights: Use decor to draw attention to the home's best assets.
Enhance Lighting: Mix overhead and ambient lighting to warm up spaces.

Use Mirrors: Place mirrors to expand smaller spaces and increase light.

Boost Curb Appeal: Clean up the exterior and add welcoming touches like plants.
Update Fixtures: Swap old fixtures for modern ones for a quick refresh.

Organize Storage: Tidy closets and shelves to showcase storage options.

© ® N o 0 ok

Ensure Cleanliness: A spotless home signals good maintenance.

10. Add Soft Accents: Incorporate throw pillows and flowers for a cozy atmosphere.
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UPGRADLE
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Addressing minor repairs before listing can prevent buyers from
being deterred by easy fixes. Check for leaky faucets, squeaky
doors, loose handles, and ensure all light fixtures are working,.
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Investing in major or minor renovations can significantly increase
your home's value. Focus on high ROl rooms like kitchens and
bathrooms.

High ROl Rooms to Update:

e Kitchen: Consider updates like new countertops, cabinet
hardware, or modern appliances.

e Bathroom: Small changes like new fixtures, fresh caulk, or
updated lighting can make a big difference.

e Overall: Painting with neutral colors, updating flooring, or
adding smart home features can also boost appeal.
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PRICING
YOUR HOME
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We begin by evaluating the current market conditions, focusing on whether it's a
buyer's or seller's market, inventory levels, and how quickly homes are selling in
your area.

By analyzing recent sales data and emerging trends, we can identify patterns
that affect home values, ensuring your pricing strategy is informed and
competitive.

Phicng Gt fone

Utilizing a Comparative Market Analysis (CMA), we will compare your home to
similar properties that have recently sold, are currently on the market, or were
taken off the market. This comparison will account for differences in size,
location, features, and condition to accurately determine your home's market
value.

We also consider unique aspects of your home and how they contribute to its
value, ensuring we price it not just competitively, but also in a way that highlights
its unique selling points.

Our goal will be to set a price that attracts potential buyers while ensuring you
receive a fair market value for your property, balancing the need for a timely sale
with maximizing your return on investment.

By carefully analyzing market conditions and trends, we can set a strategic price

for your home that aligns with your selling goals and the current real estate
landscape.
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2 LISTING AND

MARKE TING

BROKER TO BROKER

Agent Networks
Investor Outreach
Community Events

VISUAL MARKETING

Photography
Video + Drone
Floor Plans
Signage
Virtual Staging

TARGETED ADS

Social Media Ads
Local Media
Google Ads
Professional

partnerships with:

é & More
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4 SHOWINGS 6

OPEN HOUSES

As your Realtor, I'll guide you through maximizing the appeal of your home for
showings and open houses. These events are crucial in the selling process, providing
potential buyers with a firsthand look at your property. Here's a list of dos and
don'ts to ensure your home leaves a lasting impression:

Don't Stay During Showings

Allow buyers to explore your home
comfortably without feeling watched
or pressured.

Don't Overdo Scents:

Avoid strong air fresheners or candles.

Some visitors may be sensitive or
interpret it as covering up odors.

Don't Ignore Curb Appeal:
Keep lawns trimmed and pathways
clear for good first impressions.

Don't Leave Valuables Exposed:
Secure jewelry, electronics, and
personal documents to prevent theft
or privacy issues.

Don't Forget About Maintenance:
Minor repairs left undone can be red
flags for buyers, suggesting neglect.

Do Keep It Clean:
Ensure your home is spotless and well-
maintained, inside and out.

Do Depersonalize:
Remove personal items to help buyers
envision themselves in the space.

Do Maximize Light:

Open curtains and blinds, and turn on
all lights to make spaces appear
brighter and more inviting

Do Secure Pets:

Keep pets away during showings and
open houses to avoid distractions or
discomfort for visitors.

Do Provide Information:
Have detailed property information

available for potential buyers, including
recent upgrades and utility details.
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OFFERS AND
o

N\EGO TIATION

What's Next? Both you and the buyer have a few checkboxes, like
financing and home inspections, to tick off before sealing the deal.

Your Part: Help the buyer cross their T's by providing easy access for
inspections and any info they might need.

Watch the Clock: Keeping an eye on those condition deadlines is
crucial - we don't want any hiccups delaying your sale.

Talk It Out: If the inspection reveals a few quirks, we'll chat about the
best way to handle repairs or adjust the terms.

Onward to Closing: Once we clear the conditions, it's all systems go for
closing. Time to get those papers ready and start planning your move!
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CONDITIONAL
6

PERIOD

The Conditional Period is a pivotal phase in your home-selling journey,
marking the stretch between accepting an offer and sealing the deal. It's
a time for due diligence, ensuring all parties meet their obligations and
that the sale progresses smoothly. Here's how we'll tackle this together:

Understanding Conditions:

Typically, the buyer needs to secure financing and conduct a home
inspection. As a seller, your role is to facilitate these steps, providing
access to your property and necessary documentation.

Keeping an Eye on Deadlines:

Each condition comes with a deadline. Staying organized and responsive
is key to ensuring these are met without a hitch, keeping the sale on
track.

Addressing Inspection Findings:

It's common for home inspections to unearth a few issues. Depending on
what's uncovered, we might enter negotiations regarding repairs or price
adjustments. Rest assured, we'll strategize together to make decisions
that align with your best interests.

Preparing for the Next Steps:

Once all conditions are satisfied, the sale moves towards closing. This
means finalizing paperwork and getting ready for the big move.
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7 CLOSING

Closing is the final, crucial step in selling your home, transferring ownership to the buyer
through essential steps and documents. Here's a concise guide for sellers:

FINAL PREPARATIONS:
Complete agreed repairs and collect necessary documents (warranties, appliance
manuals, keys).

THE CLOSING MEETING:
All parties sign off on paperwork, transferring property title, and settling any debts.

CLOSING COSTS:
Sellers cover costs like agent commissions, title fees, and pro-rated taxes. Your agent will
outline these expenses.

HANDING OVER THE KEYS:
After paperwork and payments, the keys are given to the buyer, marking an official
ownership transfer.

POST-CLOSING:
Disconnect or transfer utilities and save closing documents for taxes and records.
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QI‘-JI:J Take Inventory of belongings and keep, sell, or toss
LLl
§9 Research Moving companies and book
T
com Organize all moving-related documents and checklists
@Lu Buy moving boxes, tape, and packing materials
i 5 |
'%Jh Pack items you rarely use
om Notify Schools and Employers of your move
(Q"u File a change with the post office, banks, etc
(0
H_,JO Schedule utilities for disconnection and connection
LL
20 .
<0 Transfer records and prescriptions
(QIS:J Pack and label boxes by room and contents
L
§Cﬁ) Plan for the transport of pets and plants
MM Use up perishable food items
(QIS:J Verify details with the moving company
Ll
§9 Pack an essentials box for the first few days
L
o~ m Pack important docs and valuables to move personally
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3 DAYS
BEFORE

MOVING
DAY

POST ARRIVAL
MOVE AT HOME

EXTRA
INFO

Confirm set-up for phone, internet, and services

Pack last-minute items.

Ensure your new home is ready

Provide specific instructions to movers
Check all closets & cabinets in your old home

Keep medications, chargers, and docs, with you

Ensure all items arrive. Note any damages
Unpack essentials, set up beds

Do a detailed inspection to check for any issues

Pack and label boxes by room and contents
Plan for the transport of pets and plants

Use up perishable food items

Locate and test smoke detectors, carbon monoxide
detectors, and fire extinguishers in your new home

Consider changing locks for added security
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How Do | Determine My Home's Selling Price?

Identify the ideal asking price through a market analysis and
your Realtor's insight into current market trends and

comparable sales.

How Can | Make My Home More Attractive to Buyers?
Enhance appeal by decluttering, staging, performing essential
repairs, and ensuring your home is clean and welcoming.

What's the Expected Timeline for Selling My Home?
The sale timeline varies based on market conditions, pricing
strategy, and home presentation, with your Realtor guiding you

through each step.

Should Repairs Be Made Before Listing?
Prioritize repairs that boost home value and buyer interest,
focusing on cost-effective fixes that offer significant return on

investment.

How Do Open Houses and Showings Benefit the Sale?
Open houses and private showings introduce potential buyers to

your property, increasing the chance of receiving offers.
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What Marketing Strategies Will You Use?

Utilize a mix of online listings, social media promotion,

professional photography, and targeted advertising to reach

potential buyers.

Who Pays Closing Costs?
Closing costs are typically shared between buyer and seller, with

specifics negotiable depending on the sale agreement.

How Should Multiple Offers Be Handled?
Evaluate all offers with your Realtor, considering both the

financial and contractual terms to select the best one.

What If the Appraisal Is Lower Than Expected?
Options include renegotiating the sale price, requesting a

second appraisal, or the buyer making up the difference in cash.

How Do | Prepare for Closing Day?
Finalize all necessary paperwork, complete any agreed-upon
repairs, and plan your move to ensure a smooth transition to the

new owners.
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GLOSSARY

Adjustable-Rate
Mortgage (ARM)

A mortgage with an interest rate that changes over
time based on an index.

Amortization

The process of spreading out a loan into a series of
fixed payments over time, covering both principal
and nterest.

Appraisal

An expert estimate of the value of a property.

Closing

The final step in the property purchase process
where the title is transferred to the buyer.

Closing Costs

Fees and expenses paid by the buyer and seller
during the closing.

Closing Statement

A detailed accounting of all transactions and fees in
a real estate sale, provided at the closing.

Contingency

A condition specified in a purchase contract that
must be met for the transaction to proceed.

Conventional Mortgage

A home loan not insured by the government.

Debt-to-Income Ratio
(DTI)

A percentage showing how much of a person's
income is used to pay for debt.

Down Payment

The portion of the home's price paid upfront by the
buyer.

Earnest Money

A deposit made by the buyer to the seller as a show
of good faith when the purchase agreement is
signed.

Equity

The market value of a homeowner's unencumbered
interest in their property.

Equity Loan

A loan based on the current equity in a home,
allowing homeowners to borrow against it.
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GLOSSARY

A financial arrangement where a third party holds
funds or documents until certain conditions are met.

Escrow

A mortgage with a constant interest rate throughout

Fixed-Rate Mortgage the life of the loan.

The legal process by which a lender takes control of a
Foreclosure property after the homeowner fails to make mortgage
payments.

The current market value of a home minus any

H Equit :
ome equity outstanding mortgage balance.

An examination of a property's condition, usually

Home | ti i
ome Inspection conducted by a qualified inspector.

Insurance covering damage to a homeowner's

Homeowners Insurance et L
property and liability for injuries on the property.

A legal claim against a property that must be paid off

Lien when the property is sold.

A ratio comparing the amount of the mortgage loan to

Loan-to-Value Ratio (LTV)
the value of the property.

The amount for which something can be sold on a

Market Value .
given market.

A loan used to purchase a home, where the property

Mortgage
serves as collateral.

An individual or company that arranges mortgages

Mortgage Broker
ga9 between borrowers and lenders.

A lender's conditional agreement to lend a specific

Mortgage Pre-approval )
ga9 PP amount before a home is chosen.
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GLOSSARY
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Offer

A proposal to buy a property at a specified price and terms.

Private Mortgage
Insurance (PMI)

Insurance that protects the lender if the borrower defaults on a
conventional loan.

Property Taxes

Taxes paid by a property owner for municipal and educational
services.

Real Estate Agent

A licensed professional who represents buyers or sellers in real
estate transactions.

Refinancing

Obtaining a new mortgage to replace the original for better
interest terms and rate.

Seller's Market

A market condition with more buyers than homes for sale,
leading to higher prices.

Short Sale

A sale of real estate where the net proceeds fall short of the
debts against the property.

Title

The legal right to own, possess, use, control, and dispose of
property.

Title Insurance

Insurance that protects against loss due to disputes over
property ownership.

A check of public records to ensure the seller is the legal owner

Title Search : . . .
of the property and there are no liens or claims against it.
Underwater Occurs when a homeowner owes more on their mortgage than
Mortgage the home is worth.
: Regulations governing the use of land and the types of
Zoning g g g yp

structures that can be built on it.
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Conduct a pre-listing home inspection for repairs.

BEFORE LISTING

Declutter personal items and excess furniture.

Deep clean the house, including windows and carpets.
Fix minor issues (leaky faucets, squeaky doors).
Upgrade kitchen and bathrooms for value increase.

Stage home to highlight best features.

MARKETING YOUR HOME
Share listing on social media and networks.

Prepare home for open houses and showings.

RECEIVING OFFERS
Review all offers with Realtor®.

Negotiate terms for the best deal.

UNDER CONTRACT
Facilitate buyer's home inspection and appraisal.
Address any inspection or appraisal issues.

Ready documents and plan for closing.

CLOSING AND MOVING OUT

Ensure home is set for final walkthrough.
Attend closing to sign paperwork.

Hand over keys, codes, and remotes to buyer.

Complete move, leaving home clean and empty.
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BASIC PROPERTY INFORMATION

Property Address:

Year Built: Property Type (Single family, Condo, Townhouse) Square Ft:

Lot Size: Bedrooms: Bathrooms: Owners Name:
HOME FEATURES
Foundation Type: Roof Age: Roof Material:
Heating: Cooling: Window Material:
Power Type: Sewage Type: Water Source:
HOA Fees: Known Defects: Yes No
Fireplace
Appliances Included: Waterfront
Pool
Reason for Selling: Views
Suite
Preffered Closing Date: Garage
Acreage
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