How to Get Top Dollar for Your Home—Fast!

Selling your home is likely one of the most significant financial decisions you’ll ever make. While it
requires careful planning and strategy, once your property hits the market, things can move
quickly. Research shows that homes have the best chance of selling within the first seven
weeks—and the longer a property sits, the lower the final sale price tends to be.

To maximize your return and minimize time on market, follow these proven steps:

1. @ Clarify Your Selling Goals
Your motivation will shape your strategy:
¢ Quicksale? You’ll need to price aggressively and prepare thoroughly.
¢ Maximum profit? Be ready for a longer process and invest in presentation.

Understanding your goals helps determine how much time, effort, and budget to allocate toward
staging, pricing, and marketing.

2. 5 Price It Right from the Start

Overpricing—even by a few thousand dollars—can:

Reduce showings and offers

Limit financing options

Shrink your buyer pool

Result in a lower final sale price

Set your asking price based on current market value, not personal expectations. If you’re
unwilling to list at market value, consider postponing the sale.



3. @ Do Your Homework

Visit open houses in your area, especially homes similar to yours. Take notes on:
¢ Floor plans and finishes
e Lotsize and location
e Asking prices and presentation

Compare these details before setting your own price. Remember: buyers compare homes, and
yours must stand out for the right reasons.

4. Consider a Pre-Listing Appraisal
An appraisal can:

e Validate your asking price

¢ Reassure buyers about financing

e Strengthen your marketing strategy

However, it’'s an added cost and may not reflect the value you expect. Use it strategically, based on
your goals.

5. @a Choose the Right REALTOR®
Your REALTOR® plays a critical role in:
e Pricing and marketing strategy
¢ Negotiation and buyer engagement
 Navigating market conditions
Interview multiple agents. Ask about:
e Local experience and recent sales
¢ Marketing plans and negotiation style
o Clientreferences and testimonials

Look for someone whose personality, professionalism, and strategy align with your goals.



6. Prioritize Cleanliness
Buyers notice everything—especially odours and clutter. Before showings:
e Declutter and depersonalize
e Deepclean everyroom
e Eliminate pet and smoke odours
e Airoutthe home and use neutral scents

A spotless home signals care and value.

7. Ensure Easy Access
Make your home easy to show:
e Provide a key or lockbox for agents
o Keep lights on, doors unlocked, and blinds open
e Leave during showings if possible—buyers feel more comfortable exploring freely

If you must stay, be discreet and unobtrusive.

8. % Refresh the Interior
Small updates can yield big returns:
e Apply fresh, neutral paint
e Replace worn or outdated carpet
e Repair minor flaws and enhance lighting

Even one updated room can sway a buyer’s decision.

9. Boost Drive-Up Appeal
First impressions start at the curb:

e Trim trees and mow the lawn

Sweep walkways and porches

Paint the front door and add a new doormat

Clean windows and exterior surfaces



A well-maintained exterior invites buyers in with confidence.

Ready to take the next step in your real estate journey?

The Twin Waterfalls Team combines expert guidance, strategic insight, and a proven track record to help you
build lasting wealth through smart property investment.

Whether you're a first-time buyer, seasoned investor, or exploring new opportunities, we're here to help you
move forward with confidence.

t. Contact the Twin Waterfalls Team today Let's turn your goals into reality—one property at a time.
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