


I WANT TO SALE MY HOUSE NOW WHAT? 
 
The process of selling a home can sometimes be complicated—the terminology can be confusing, 

procedures may be unclear, and even the participants can be ambiguous! But you can sort it out 

and understand the process if you learn a few terms, get to know the people involved and their 

roles, and become familiar with your obligations and what you should expect. 

 

First of all, brokerages ( Real Estate offices) cooperate with each other to help you sell your 

home. That means any licensed agent in the state is capable of showing and writing a contract on 

your home.  

 

The first step you take is to meet with a real estate agent at your home. This is called a listing ap-

pointment, and it’s your first contact with a listing broker (or listing agent). You hire the listing 

agent (who works for a listing broker/owner of the Real Estate Company) to sell your property 

through a listing agreement. You pay the broker with a listing commission, and the agent’s 

(buyer’s agent and seller’s agent)  receives a split of the payment. In many sales, the property is 

listed by one broker, while the buyer is provided by another broker. This is called a cooperative 

sale, with the listing broker receiving the listing commission and the selling broker receiving the 

seller’s commission. Sometimes the broker who lists the property also provides the buyer, in 

which case the agent receives both listing and selling commissions. This is called Dual Agency.  

THE LISTING APPOINTMENT 

 
When you first make a listing appointment, the broker will ask you to compile a list of documents 

pertinent to the property and sale. Meanwhile, the broker will study recent neighborhood sales 

(“comps”) and begin to determine how to price and market your property. By the time the listing 

appointment arrives, both you and your listing broker will be well prepared, but there is a lot of 

work to do.  

 

The listing broker you meet with will want to inspect your house and yard to become familiar 

with it. If your home has special features, tell the broker about them; they’ll help sell your prop-

erty. Be specific about schools, transportation, shopping, and parks and recreation opportunities. 

Prospective buyers are always comparison shopping, and features of your home and neighbor-

hood that set it apart from others may make a difference. After visiting with you and reviewing 

the property, your listing broker will help you set an asking price for the house. The basis for your 

selling price is its market value, commonly defined as the amount a willing buyer will pay, and an 

amount acceptable to the seller. The best indicators of market price are the comps that your listing 

broker researched before meeting with you.  

 

A rule of thumb is that homes priced more than 5% over market value won’t sell. That’s because 

a buyer who feels your home is overpriced will more readily buy “more house” elsewhere for the 

same amount. 



Working the Numbers 
Once the sales price is determined, the listing broker will crunch numbers to determine the net 

cash from sale of the home. This simply anticipates the money you will receive from the home 

sale, once all fees and charges are settled. The listing broker will leave such a “net sheet” with 

you. The other side of the numbers deals with the financing a buyer will need to arrange to 

make the property purchase. Just as a more attractive home will attract more buyers, more at-

tractive financing options will appeal to a larger range of prospects. Your broker should explain 

the basic financing options, including Veterans Administrations (VA) and Federal Housing Ad-

ministration (FHA) loans, plus conventional financing. You should also learn about “discount 

points.” A point is one percent of a buyer’s mortgage loan. A point on a $100,000 loan is 

$1,000, while a point on a $350,000 loan is 

$3,500. Points are charged by lenders to sellers, buyers, or both in order to increase the yield of 

their loans. 

Property Profiles 
The listing broker prepares a folder of information on the property based on information from 

the seller. It’s an extensive list, but it includes such things as water and school districts, 

neighborhood and subdivision identification, and tax boundaries. 

 

Along with the property profile for your home, you will have to provide or arrange with the list-

ing broker to obtain other documents and information: If you’re on a well and septic system, the 

listing broker may need any current  inspection form; the new lender will require an appraisal to 

verify the home warrants a loan of necessary amount; it will be the buyers responsibility to have 

pay for the appraisal, but your responsibility to make the home available for the appraisal in-

spection.  You must arrange to pay or transfer any tax assessments or easements, as well as pro 

rata reimbursement of property taxes or condominium fees.  

On top of that, you should provide any information on the physical condition of the property. 

(Depending on your jurisdiction, a disclosure form may be mandatory.) If possible, you can 

helpfully provide a record of recent (12 months) utility bills, plus any bylaws, HOA documents, 

floor plan, warranties, or homeowners insurance policies that a buyer would find useful. At the 

same time you’ll be asked to sign a letter called a payoff notice for your mortgage lender that 

will inform them of your intention to pay off the mortgage in the event of a sale. This is a step 

that smooths the way for new financing and helps prevent the seller from incurring interest pen-

alties on the old mortgage. 

 

Another step toward a smooth transition is supplying your broker with a list of personal prop-

erty that will be conveyed to the buyer upon sale. This may include window treatments, appli-

ances, yard equipment or landscaping, or window-mounted air conditioners. Be sure to clearly 

tag or remove items that will not convey upon sale. 


