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Before You Make Your Move

Seiiing a significant home is rareiy just a real estate transaction. It may
be connected to a new chapter, a famiiy decision, a reiocation, an estate
transition, or the sense that your current home no longer fits the life

ahead.

The most valuable work often begins before the photography, before the sign,
and before a listing date is chosen.

The goai is not to rush toward the market. It is to

understand the decisions that will shape the result.

You may be weighing timing, privacy, preparation, money, disruption, and what
happens after closing. Those questions deserve to be considered together. A
strong plan should support the larger objective behind the sale.

A thoughtfui sale begins with a thoughtfui decision.
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STRATEGY BEFORE ACTIVITY

The Decisions That Come Before the
Listing

Answering these three questions first can protect your time, limit
unnecessary spending, and keep the launch aligned with the result you

want.

-
a WHERE COULD THIS HOME COMPETE?

Consider the homes buyers may see as alternatives, the property's
condition, and the qualities that make it meaningfully different.

g

-
a WHAT IS ACTUALLY WORTH DOING?

Separate useful preparation from expensive habit. The right work
depends on this property, this market, and likely buyer priorities.

g

-
e HOW SHOULD THE PROPERTY BE POSITIONED?

Decide which features, setting, lifestyle, and practical advantages
deserve emphasis so the marketing has a clear point of view.

PRICING ¢« PREPARATION e POSITIONING
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Protecting Your Equity Starts Before
Pricing
A list price determines where the home appears in a buyer’s search,

which alternatives it is compared with, and what expectations buyers
bring to the first showing.

RELEVANT EVIDENCE CURRENT COMPETITION
Recent sales establish context, Buyers compare what is
but they need interpretation. available now. Active and
Condition, setting, updates, recently pending properties
floor plan, privacy, and timing reveal the choices and

can make nearby homes tradeoffs shaping today's
perform differently. search.

Automated estimates and price-per-square-foot calculations can be starting
points, but they may miss property-specific differences. A sound pricing
conversation brings the evidence and the realities of the home together.

Ask: It a buyer sees this home and its strongest alternatives

on the same day, how will the value comparison feel?
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SPEND WITH PURPOSE

Before You Renovate Anything

The instinct to improve everything before selling is understandable. It
can also lead to disruption and money spent on choices the next owner

may not Value.

WORTH Visible maintenance, selective repairs, lighting,
CONSIDERING landscape cleanup, and presentation details that
address a clear buyer concern.

MAY NEED Condition, function, moisture, systems, or
ATTENTION deferred care that may require investigation and
an informed decision.

MAY BE BETTER Major cosmetic remodels, highly personal
LEFT ALONE upgrades, or replacement of serviceable
finishes solely for resale.
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PRESENTATION THROUGH A BUYER'S EYES

What Today's Buyers Notice

Buyers should see what is special without Working to find it.
Thoughtful preparation helps the home's strongest qualities register
before smaller distractions do.

e FIRST IMPRESSION o CONDITION
Exterior approach, entry, scent, Cleanliness and visible
temperature, and the first view. maintenance reduce unanswered

questions.

e LIGHT & FLOW e VISUAL QUIET
Clear pathways and thoughtful Fewer distractions allow
furniture placement clarify each architecture, scale, and views to
space. lead.

o CAMERA READINESS e COHERENCE
Photography amplifies strengths Consistent quality can matter more
and clutter. Rooms often need than chasing every design trend.
less.
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FEATURES PROVIDE FACTS. POSITIONING PROVIDES MEANING.

Your Home Is More Than a List of
Features

Bedrooms, bathrooms, square footage, lot size, a pool, and finishes

describe a property. They do not automatically explain why the right

buyer should care.
SETTING ARCHITECTURE
HE PROPERT
PRIVACY @— as a complete —® FUNCTION

experience

LOCATION LIFESTYLE

A strong market story connects the qualities that work together: setting,
architecture, privacy, function, location, and lifestyle.

The point is not to invent an emotional narrative. It is to
make the property's real advantages easier for the right buyer
to recognize.
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MARKET TO PRIORITIES, NOT STEREOTYPES

Who Is the Likely Buyer?

When presentation reflects real buyer priorities, the people most likely
to value the home can recognize 1€S advantages faster. Focus on needs
and priorities - never proteeted characteristics or assurnptions about

who belongs.

LOCAL MOVE-UP RELOCATING PROFESSIONAL

Space, location, convenience, Efficient information, local
and the cost of improving context, virtual access, and
alternatives. condition.

DOWNSIZING OWNER MULTIGENERATIONAL NEEDS

Quality, storage, manageable
upkeep, and ease of living.

LIFESTYLE-DRIVEN

Outdoor living, hobbies,
entertaining, amenities, or
neighborhood access.

Flexible rooms, privacy within
the plan, parking, and
circulation.

PRIVACY & CONVENIENCE

Discretion, personal
information, travel routes, and
daily services.
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Marketing Should Begin With

Positioning

Professional photography matters, but beautiful images cannot answer
a question the strategy never asked: What should a buyer understand
about this property, and Why should it matter among the available

alternatives?
1. PROPERTY 2. POSITIONING
Facts and context The strategic angle
3. PRESENTATION 4. MESSAGE
The visual experience Clear reasons to care

5. DISTRIBUTION 6. RESPONSE

Appropriate exposure Feedback and action

Clear positioning helps buyers understand value sooner -
and gives you better feedback about price, presentation, and

fit.
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PROTECT THE EXPERIENCE OF HOME

Privacy, Access & Showings

A thoughtful showing plan protects privacy, security, and daily life

while giving serious buyers appropriate access.

BEFORE

Set notice
requirements
and privacy
boundaries.
Secure
valuables,
documents,
schedules, family
information, and
any spaces that
should remain
private.

DURING

Use controlled
appointment
windows.
Coordinate
access, gates,
alarms, pets, and
household
routines with
security and
discretion.

AFTER

Review feedback
in context.
Separate
personal taste
from repeated
market signals,
then change
presentation or
messaging only
when evidence
supports it.
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PRICE IS ONLY ONE PART OF STRENGTH

An Offer Is More Than a Number

Two offers with the same headline price can create different levels of
certainty, responsibility, timing, and risk for a seller.

PRICE & PROCEEDS  Purchase price, concessions, credits, included
property, and other economic terms.

FINANCING & Cash or financing, lender progress, appraisal
APPRAISAL terms, and available funds.
CONTINGENCIES Inspection, financing, appraisal,

sale-of-property, and other conditions.

TIME & LOGISTICS Deposits, inspection period, closing,
possession, and coordination.

COMPLEXITY & Moving parts, clarity of terms, documentation,
CERTAINTY and ability to perform.

Compare the complete offer, not only the largest number. Legal, tax, and
financial questions should be addressed by the appropriate professionals.

1
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PLAN BEYOND CLOSING DAY

Your Sale and What Comes Next

A successful sale should fit the life decision behind it. The earlier the
next move is considered, the more options you may have when timing,
offers, and 10gistics become real.

e N A
BUYING NEXT RELOCATING
Should the next purchase What can be arranged before
happen before, after, or with the home is under contract?
L the sale? )L )
e N A
DOWNSIZING ESTATE TRANSITION
What will move, be stored, be Who has authority, and which
sold, or be given away? professionals should be
L )L involved? )
. N A
TEMPORARY HOUSING MOVING LOGISTICS
Would flexibility reduce Which dates, pets, travel, and
pressure or create more household needs affect timing?
L expense? )L )

You do not need every answer before beginning. You do
need to know which decisions depend on one another.

12
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Six Decisions That Protect Your Time,
Money & Control

Make these decisions early SO deadlines, expenses, and buyer reactions

do not begin making them for you.

STRATEGY

Define why you are selling, preferred timing,

PROPERTY

MARKET

PREPARATION

POSITIONING

NEXT MOVE

and what success should make possible.

ldentify known concerns and distinctive
qualities before deciding what matters.

Understand competing homes and recent sales
in property-specific context.

Spend where buyers may notice value - and
avoid work unlikely to change the result.

Connect the home's strongest advantages to
the priorities of likely buyers.

Coordinate the next move before deadlines

create pressure.

13
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Experience You Can Use Before You List

The value ofexperience 1s not a bigger sales pitch. It is seeing risk
earlier, explaining tradeofts Cieariy, and heiping you make informed

decisions without pressure.

BROKER OWNERS LOCAL CLIENT
EXPERIENCE EXPERIENCE
Work directly with More than two Reviews
Ray and Kelly - decades of repeatedly cite
licensed Florida residential real knowledge,
broker-owners estate responsiveness,
accountable for experience, now professionalism,
strategy and serving Central and non-pushy
follow-through. Florida guidance.

homeowners.

A VERIFIED SELLER REVIEW

"We can't be any happier and excited. Thank you for

everything you did. For making the process easy and

for being so professional and diligent."

NATHANAEL ALAMO | VERIFIED REALTOR.COM SELLER REVIEW
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TURN INSIGHT INTO YOUR PLAN

Five Questions That Protect Your
Decision

‘ What should this sale make possible for you?

Which homes will buyers compare with mine?

What truly needs attention - and what could I
skip?

Which qualities make this home meaningfully
different?

What must be coordinated to protect timing and
reduce pressure?

An unclear answer may simply reveal where more information
would help before you make your next decision.

15
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A CALM NEXT STEP

Before You List,
Know What We'd Recommend
for Your Home.

Every property is different. A short, property-specific
conversation can help you decide what deserves attention
now - and what may not.

e N N
PRICING PREPARATION POSITIONING
Where the What may be What could help
property could worth doing - the home stand
compete in and what may be out to buyers
today's market. possible to skip. most likely to

value it.

\ J J

3 Personalized Recommendations for Your Home

Talk with Ray & Kelly Nadeau
BROKER OWNERS | CERTAINLY SOLD

(407) 544-4704 | CertainlySold.net

Turning "For Sale" Into Sold.™



