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THE BUDGET-SMART P '
SELLER CHECKLIST

Where to Spend, Where to
Save, and What Actually
Matters Before You List
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WHY BUDGET-SMART
PREP MATTERS

Pre-listing prep is not about making your home
perfect. It is about making your home feel clean, cared

for, and easy for buyers to picture themselves living in.

When sellers spend without a plan, they often put
money into projects buyers may not value enough to
justify the cost.

Budget-smart prep helps you:

e Improve first impressions without major
renovations

e Reduce buyer objections before showings begin

e Help the home photograph better online

e Protect your net by avoiding unnecessary
spending

e Focus time and money where it can influence
offers

The goal is not to renovate your home for the next
owner. The goal is to remove distractions, highlight
strengths, and create confidence.

THEDELIAGROUP.COM



TDG
RESIDENTIAL

ik

START WITH THE
HIGHEST-RETURN ITEM:
CLEANLINESS

A truly clean home is one of the most powerful and
affordable ways to improve buyer perception.
Buyers may overlook dated finishes if a home feels
well cared for, but dirt, odors, and clutter can
quickly create doubt.

Focus on:

e Baseboards, trim, vents, and ceiling fans

e Windows, mirrors, and light fixtures

e Kitchen appliancesinside and out

e Bathroom grout, tubs, showers, and toilets

e Floors, carpets, and high-traffic areas

e Pet odors, smoke odors, or musty spaces

o
Professional deep cleaning is often a smart
investment because it changes how buyers feel the
moment they walk in. Clean sighals maintenance.
Maintenance builds trust. Trust can lead to
stronger offers.
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SPEND ON
SMAI.l REPAIRS
BEFORE BIG
UPDATES

Small repairs may not seem exciting, but they matter.

When buyers notice minor issues throughout the
home, they often assume larger problems may be
hiding. That can lead to hesitation, lower offers, or
more aggressive inspection requests.

Prioritize repairs like:

e Leaky faucets or running toilets

e Loose handles, hinges, or cabinet pulls

e Burned-out bulbs and mismatched lighting

e Cracked caulk around sinks, tubs, and counters
e Small drywall dents or nail holes

e Sticking doors, squeaky hinges, or broken blinds
e Damaged outlet covers or switch plates

These fixes are usually low-cost, but they make the
home feel more complete. Buyers are more likely to
trust a home that feels maintained from the small
details up.
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Paint can be one of the best returns before listing, but
you do not always need to repaint the entire home.
The key is identifying where paint will make the biggest
visual difference.

Consider painting:

e Rooms with bold or highly personal colors

PAI NT STRATEG I BAI_I_Y e Walls with visible scuffs or marks
e Dark rooms that need to feel brighter
NUT EVERYWH ERE e Entryways and hallways with heavy traffic

e Trim or doors with noticeable wear

Stick with neutral tones that photograph well and
appeal to a wide range of buyers. Fresh paint helps

51"::{{1{1&%3%?{*?“{“ buyers focus on the space, not the seller’s style. When
A0S T ?a:’“": ﬁ:ﬁ‘?i used strategically, it can make a home feel cleaner,
PRGN ST LA newer, and more move-in ready without the cost of
f‘ 3 ; "‘ : : \ major updates.
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SAVE MONEY BY
SKIPPING THE
WRONG PROJECTS

Not every project is worth doing before you list. Some
renovations take too long, cost too much, or do not return
enough value at resale. Sellers often feel pressure to update
everything, but buyers do not always pay a premium for
improvements they would not have chosen themselves.

Think twice before spending on:

e Full kitchen remodels right before listing

e Major bathroom renovations without a clear return

e Expensive custom finishes

e Highly specific design choices

e Flooring replacements if cleaning or small repairs would
work

e |Large projects that delay your listing timeline

Before committing to a major expense, ask whether the project
will truly increase your net or simply make the home look
different. Sometimes the smarter move is pricing appropriately
and letting the buyer make their own updates.
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cu RB APPEAI_: I_ﬂw Curb appeal is one of the most budget-friendly ways to
improve buyer interest. It affects listing photos, drive-by
BUST HIGH IM PABT impressions, and the emotional tone of the showing before
?

buyers ever step inside.
Smart curb appeal updates include:

e Fresh mulch and edged landscaping beds

e Trimmed shrubs and cleaned-up lawn areas

e Seasonal flowers or simple planters

e Power washing walkways, porch areas, or siding
e Cleaningthe front door and entryway

e Replacing a worn doormat

e Making sure house numbers are visible and neat
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You do not need a full landscaping overhaul. Clean, simple,
and well-maintained is usually enough to make buyers feel
good before the showing begins.
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PRESENTATION
CHOIGES THAT COST
LITTLE BUT MATTER

Some of the most effective listing prep steps cost
ittle or nothing. These are the details that help a
nome feel brighter, larger, and easier to imagine

ving in.

Before photos and showings:

e Open blinds and curtains to maximize natural
light

e Remove excess furniture to improve flow

e Clear kitchen and bathroom counters

e Organize closets so storage feels generous

e Use consistent light bulbs throughout the home

e Remove personal items and overly specific décor

e Keep rooms simple, clean, and easy to
understand

Buyers should be able to quickly recognize each
room’s purpose. When a home feels open and easy to
navigate, it photographs better and creates a
stronger in-person experience.
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The smartest sellers do not spend the most. They spend
intentionally. Before listing, every dollar should have a
purpose: improve photos, reduce buyer objections, increase
confidence, or help the home feel more move-in ready.

[ |
FI NAI' TH 0 u G HTS' Before you spend, ask:
SPEN D WITH e Will this help the home show better?
STRATEGY e Willitreduce a buyer concern?
e Will it improve perceived value?
e Will it protect my net proceeds?
e Willit help us launch faster and stronger?
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If you’re preparing to sell in Rochester, MI, The Delia Group
can help you identify which prep items matter most for your
home, your timeline, and your target buyer so you can list
confidently without overspending.
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248-244-0703
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thedeliagroup.com

ADDRESS:
440 SOUTH MAIN STREET, ROCHESTER, Ml, 48307

PAINT CREEK

KELLERWILLIAMS

SOCIAL MEDIA:
@thedeliagroup
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