Seller Guide
Preparing your home for a successful sale

DRE 02019358

GET THE

MOST

money

FOR YOUR PROPERTY...

IN THE LEAST
AMOUNT OF

time!

TABLE OF

Contents

1-2
A B O U T

Y O U R

A G E N T

3
O V E R V I E W

O F

T H E

S A L E S

P R O C E S S

4
U N D E R S T A N D I N G

Y O U R

N E E D S

5
D I S C U S S I N G

Y O U R

H O M E

6-8
P R I C I N G

S T R A T E G Y

9-11
M A R K E T I N G

S T R A T E G Y

12-13
P R E P A R I N G

Y O U R

H O M E

14-15
S H O W I N G

Y O U R

H O M E

16-17
E S C R O W ,
&

W H A T

P O S T

T O

I N S P E C T I O N ,

E X P E C T

N E X T

18
P R E - C L O S I N G

C H E C K L I S T

19
M O V I N G

C H E C K L I S T

20
T H A N K

Y O U

ABOUT

YOUR

AGENT

I'm Marina!
Thank you for considering me to represent you and
guide you. My goal is to ensure that you are
comfortable every step of the way.

When you list your home with me, not only do you get
detailed attention to the selling process, I also offer
marketing solutions and features to help your home
stand out from the local competition. In order for
your home to get top dollar, it's imperative to work
with an agent that does more than stick a sign in
your yard.

Real estate is more than a career to me, it is my
passion and has been my life for the past two
decades. Getting to help people with the sale of
their home is such an honor and a pleasure for me

MARINA SKENDZIC

Have questions? I'm always available to help!

REALTOR®

LICENSE

EMAIL

FACEBOOK

DRE 020193578

sdrealtormarina@gmail.com

@RealtorMarinaSkendzic

CELL

INSTAGRAM

OFFICE

760.715.7270

@realestatebymarina

Windermere Homes & Estates
830 W. Valley Pkwy #330
Escondido, CA 92025
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ABOUT

YOUR

AGENT:

TESTIMONIALS

Testimonials
"I have had the pleasure of knowing
Marina personally for almost two
decades. Just recently my husband and I
had the amazing opportunity of working

"It was awesome working with Marina.
She was patient with us and helped us

with her professionally as she sold our
condo. Marina went above and beyond to
make us feel comfortable and guided us
through the entire process. She was able

find an amazing home. As a first time
home buyer Marina walked us through
everything and answered all of our many,
many questions. She really went above

to assist us from start to finish, and her
knowledge and attention to detail made
us both feel at ease. She was able to get

and beyond anything that I could have
expected."

THE SUNDBERG FAMILY

us top dollar for our property and worked
tirelessly to provide us with the highest
level of service. Her professionalism and
skill as an agent made it possible for us to
build our dream kitchen in our new home.

Marina during the purchase of my home.
She was professional and provided
excellent service with the real estate

She was able to work with our busy
schedules and was available night and

transaction. I was well informed and
Marina provided guidance and support

day to answer our many concerns and

as well as her recommendation on

questions. I would highly recommend
Marina as your real estate agent if you
are buying or selling your home."

"It was my pleasure to get to know

negotiating with the seller. After closing,
Marina helped me move into my new
home which is an example of her

THE NINKOVIC FAMILY

kindness and loyalty to her client. I
recommend her highly as your
REALTOR®!"

THE GOSTOVIC FAMILY
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THE

SALES

PROCESS

Overview of the Sales Process
STEP 1
PREPARE YOUR HOME
FOR THE MARKET

✓
✓
✓

Meet with your agent
Create a game plan
Home prep checklist

STEP 2
STRATEGICALLY
MARKET YOUR HOME

✓
✓

✓

Determine the price

Professional photo/video
Execute marketing plan

STEP 3
SHOW YOUR HOME

✓

✓

Pre-Showing checklist
Negotiating offers

STEP 4

✓
✓

SELL IT!
Go under contract

Pre-Closing checklist
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UNDERSTANDING

YOUR

NEEDS

Understanding Your Needs
The key to having a lower stress transaction is building good communication
methods between you (the seller) and the agent.

It is important to first understand your needs so we know what you are looking
for at the time. As your REALTOR®, I will help you achieve your goals in selling
your home.

Let's discuss...
want to
Where do you
move to?
oving?
Why are you m
you have to
How long do
e?
sell your hom
udget?
What is your b
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DISCUSSING

YOUR

HOME

Discussing Your Home
"Buyers decide in the first 8 seconds of seeing a home if they're interested in buying it. Get
out of your car, walk in their shoes, and see what they see within the first 8 seconds."
- BARBARA CORCORAN
When presenting your home to prospective
buyers first impressions are crucial. It is important
to put your home in its best light and to create a
buzz regarding your home. This can be achieved
by improving your home to impress buyers.

Exterior:
Fix or replace anything damaged or worn
Paint or pressure wash
Fix doorbells
Clean or paint front door
Create curb appeal; have freshly cut green
grass and/or fresh flowers and plants

Interior:
Consider fresh new paint/new flooring
Ask yourself if new kitchen appliances need
to be replaced
Check light switches to make sure they are
functioning
Upgrade lighting
Fix or replace cracked molding or floor tiles,
leaking taps and toilets, loose door knobs,
squeaky door hinges, closets or screen doors
that are off their tracks
Fix or touch up walls, ceilings, windows, etc.
Shampoo carpets and rugs, replace if
necessary.
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PRICE

STRATEGY

Price Strategy
It's important to evaluate the market to determine the market value of your home.

Properties that are priced right from
the beginning typically sell for more
in the end.

If you price your home too high, the
home will stay on the market longer.
The longer a home stays on the
market, the less it will be shown.

Your property attracts the most
interest when it is first listed, so it is
crucial to price it correctly initially.

ASKING PRICE

PERCENTAGE OF
+15%

BUYERS

10%

+10%

30%

MARKET VALUE

60%

-10%

75%

-15%

90%
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PRICE

STRATEGY

Price Strategy

BELOW MARKET VALUE
+ The home will receive high interest and a
quick sale

+ You may get a multiple offer scenario,
which may include offers higher than
asking price

- Risk of having to sell at a lower price

=
AT MARKET VALUE
+ No appraisal issues

+ Buyers and agents will recognize a
fair price

+ Will appear on more relevant
buyer searches

OVER MARKET VALUE
+ May be worth it if you have to receive a
specific amount for the home

- It will take

longer to sell, if at all...

- The more days it's on the market, the
worse it looks to prospects

- The home may not appraise by the
buyer's lender, which leads back to tough
negotiations
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PRICE

STRATEGY

Comparative Market Analysis
A comparative market analysis
(CMA) is a document drawn from a
local multiple listing service (MLS)
database.

To create a CMA, a REALTOR®
considers the average price of
recently sold, active, and expired
listings that are comparable to the
home currently being sold by the
agent (known in the industry as
“comps”).

While most often used by seller
agents to determine a listing price
for a home, CMAs can also be used
by buyer agents.

COMPARABLE PROPERTIES INCORPORATED INTO YOUR CMA INCLUDE:
Homes that have sold/expired/are pending/been listed in the last 6 months
Homes that are in the same neighborhood/zip code, and are in the same or
comparable school zones
Homes within roughly 300 sqft of yours, with the same number of
bedrooms/bathrooms/features, a similar lot size as yours, and feature similar
amenities as yours
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MARKETING

STRATEGY

Home Buyers are Shopping Online
Print or Newspaper
Home Builder or Agent

1.1%

5.3%
Yard Sign
7.4%

Internet
53.2%

Real Estate Agent
29.8%

Source: NAR Home Buyer and Seller Generational Trends

More than likely, the first place potential buyers will see your home is online. This is
why we work hard to reach as many buyers as possible online, and strive to make
the best impression possible through our online listings.

When it comes to online marketing, many agents will try to convince you that they
have some sort of secret weapon to market your home.

The truth is, every agent's listings is syndicated by the MLS to thousands of
websites automatically. If a buyer is house shopping, and your house is on the
market, it is basically impossible for them to miss it.
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MARKETING

STRATEGY

Photography + Video
We hire the best photographers to showcase
your home. Once your professional pictures
are taken we can upload them to our MLS
and multiple other platforms to make sure
the home gets as much exposure as possible!

This is a service paid for by me. Never let
your agent skimp on professional photos and
post photos taken with a cell phone on the
MLS.

Your property will be featured on all of my
social media platforms to even ensure the
property receives even more exposure. In
today's age, social media is used with almost
everybody! A good social media presence
for your home can drastically change the
way potential buyers look at it.

The photos of your home directly influence
whether or not a potential buyer will
schedule a showing of your home or not. It is
crucial that we take high quality, attractive
photos of your listing showcasing the best
qualities and features of your home.

The photos to the left (and on the cover of
this booklet) are photos from previous
listings of mine, which show the high
caliber of photography I source and
provide.
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MARKETING

STRATEGY

What's Included in my Marketing Plan
Postcards

Home displayed on brokerage

Professional photography (plus drone

website and on my website

shots)

Coming soon campaigns

Professional videography
Virtual tours

Open houses

Broadcasted to thousands of

Yard sign captures

followers across social media

Craigslist

platforms

Flyers
My whole team will participate in

Facebook Marketplace and local

marketing the property and create a
groups

social media "storm"

The Best Listing Description
Help me create the best listing description
for the property. I know the stats of your
home, but you know all the special reasons
potential buyers will love the home.

I will place this in the welcome presentation
for buyers to see what you love most about
your home. It's emotional for buyers
purchasing their new home, and we want to
give them all the reasons why your home is
special.
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PREPARING

YOUR

HOME

FOR

THE

MARKET

Use this checklist to do a walk through of your home, room by room as if you are a buyer.
Check off what needs to be done, and then check off once you complete.

REPLACE OR REPAIR IF NEEDED
TO DO

DONE

TO DO
Light fixtures

HVAC

Light bulbs

Flooring

Worn/stained carpeting

Paint walls where needed

Window glass

Remove wallpaper

Kitchen appliances

Flooring

Cabinets

Electrical panel

Sinks and faucets

Smoke detectors

KITCHEN

TO DO

DONE

BATHROOMS

DONE

TO DO

DONE

Clean off counters and

Thoroughly clean all

declutter

surfaces

Clean tile grout if

Declutter countertops

needed

and drawers

Thoroughly clean all

Fold towels and stage

appliances

decor

Organize all drawers and

Remove any unnecessary

pantries

items

Thoroughly clean

Clean or replace

floors

shower curtains

Clean any moldy
areas
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PREPARING

YOUR

HOME

FOR

LIVING & DINING ROOM

BEDROOMS

TO DO

TO DO

DONE

THE

MARKET

DONE

Remove clutter & personal

Remove clutter & personal

items

items

Stage with pillows

Clean out and

and throws

organize closets

Dust and clean all

Repair any damage in

surfaces and fixtures

walls

Keep closets closed

Keep all tables clear and

during showings

decluttered

Make beds before any
showings

EXTERIOR

TO DO

DONE

TO DO

DONE

Pressure wash any dirty

Yard is clean and

concrete

maintained

Clean or repaint front

Replace any rotten

door

wood

Repaint exterior and trim

Outdoor furniture staged

if needed

and inviting

Wash windows inside and

Pressure wash any dirty

out

concrete

Sweep walkways and

Fence is in good

patios

shape

Mow the lawn and trim

Pool/spa is clean and in

shrubs

working condition
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SHOWING

YOUR

HOME

How Showing Your Home Works
We will decide together on how to
handle showings. We can set
parameters as to the hours and days
that showings are allowed and how
to notify you in advance.

Homes show best when the
homeowner is not present, but if this
is not possible, we will work together
to create the best experience for
the buyer that also fits your lifestyle.

Usually we use an electronic lockbox
that allows buyers’ agents to access
your house key. These boxes also
notify me any time they are opened,
so no one is accessing your home
without my knowledge.

If you have pets in the home that
need to be tended to during
showings, we will work out the best
way to handle them.

Furthermore, I will try to get
feedback from each showing and
pass that information back to you.
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SHOWING

YOUR

HOME

Open Houses
Open houses are a phenomenal way to
generate foot traffic into your home and to
give potential buyers an overview of all its
unique features. An open house gives
potential buyers an in person opportunity to
fall in love with your property.

Once the property is LIVE we will prepare an
open house for potential buyers. Our feedback
forms allow us to capture the info of each
potential buyer and gain insight into what they
think of your home. I can then follow up with
each visitor to see if they are ready to make
an offer, and we can get your home sold.

Here are some tips to make sure your house
can shine at its open house:

Ideally, pets should be unseen. Pet areas
should be clean and odor-free; not
everyone may share your love for animals
and some may be allergic to them.
Bake cookies or put a pan of cinnamon in
the oven to create a warm and inviting
aroma.
Lock away and hide all cash, jewelry, small
valuables, and prescription drugs, if
applicable.
You should be absent so buyers feel
comfortable making comments.
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ESCROW:

WHAT

TO

EXPECT

Post Inspection
NEGOTIATING OFFERS
As the showings start rolling in, we'll start getting feedback
and/or offers from the prospective buyers. We will work
together to negotiate the offers we receive to achieve
your ultimate goal whether that be a quick sale,
maximizing profit, or perfect timing.

IN ESCROW
Once the purchase agreement is signed by all
parties, the buyers will deposit their escrow. These
funds will be held by a third-party account until
closing. If the buyer backs out of the sale for a
reason not specified in the contract, the seller is
typically entitled to keep the escrow money.

MEETING THE APPRAISER
As your realtor I will do the following:

Schedule appointment with appraiser
Meet appraiser at property with sales contract and comps
Answer any questions or concerns with the property
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ESCROW:

WHAT

TO

EXPECT

What to Expect Next
REVIEW POST INSPECTION REPAIR REQUESTS
After the buyer has an inspection done, if they request repairs, they will present to
us a repair request form along with the inspection reports.

They will either send in a request for certain items to be repaired or request
for a credit at closing. This will be applied towards their closing costs and/or
down payment.
These items need to be completed and inspected again prior to closing. This is
a cost for the buyer.
Written into our contract is a 10-14 day home inspection contingency period.
Within the first 10-14 days of going under contract the buyer still has the
opportunity to cancel the contract and get their earnest money deposit back.

CONTINGENCIES
Once we're under contract, keep in mind that we still have to clear any
contingencies on the contract before we close. A contingency is when there's
something that the buyer or seller needs to do for the transaction to go forward.

CLOSING DAY
Once we get the 'clear to close,' we will schedule a closing date with the title
company. But wait – ONE more thing before you finally pop that champagne!The
final walkthrough: Right before closing, the buyer will have the right to walk
through the home and make sure any agreed-upon repairs were completed and
the property is in good condition.
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PRE-CLOSING

Pre-Closing Checklist
Ensure you've provided any additional paperwork requested prior
to closing

Gather your closing documents

Officially change your address (see list on the next page's moving
checklist)

Cancel your home insurance

Cancel utilities

Clean thoroughly before the final walkthrough

Gather keys and remotes to bring to closing

Gather all of the manuals, warranties, and receipts for
appliances

Bring your driver's license, your keys/remotes, and any final
utility bills to closing
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PRE-CLOSING

Moving Checklist
4-6 WEEKS BEFORE
Declutter, discard & donate

Choose a mover and sign contract

Collect quotes from moving

Create a file of moving-related

companies

papers and receipts

Locate schools and healthcare

Contact homeowners insurance

providers in your new location

agent about coverage for moving

Secure off-site storage

Contact insurance companies to

if needed

arrange for coverage in new home

3-4 WEEKS BEFORE
Notify everyone about your

Notify utility companies of date

change of address

to discontinue/ transfer service

2-3 WEEKS BEFORE
Notify DMV of new address

Notify utility companies of date
to discontinue/ transfer service

Discontinue additional home

Arrange for child and pet care on

services (housekeeper,

moving day

gardener/lawn service)

Start using up things you can’t take

Notify HOA about upcoming move,

with you, such as perishable items

reserve elevator usage

1 WEEK BEFORE
Confirm final arrangements

Pack an essentials box for
quick access at new home

Arrange transportation for your
pets and plants

Label moving boxes with
the contents inside
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THANK

YOU!

Thank you!
Thank you for trusting me with the sale of
your property. I am honored to represent you
and guide you through the process.

My goal is to ensure that you are
comfortable every step of the way.

Have more questions? I'm always available to
help! Shoot me a text or give me a call for
the quickest response. Helping my clients sell
their home for top dollar and with the most
ease is what I am passionate about – I'm
always here to answer your questions.

-Marina
Next Steps

✓

Sign listing agreement and property disclosures

✓
✓

Determine list price

Photographer and videographer come out for shoot
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