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Intro 

Selling a home can be a challenge, but it’s a little easier if you have some 
guidance. 
 
We are The Home Team NC with Coldwell Banker Advantage in Southern Pines, 
North Carolina. We want to help as many people successfully sell their homes 
as possible, so we’ve put together a guide to help you do just that.  
 
In this handy guide, you’ll find tips, timelines, checklists, and helpful 
information that will take you through the process of getting your home ready 
to sell.   
 
If you live in Moore County, NC and are interested in putting your home on the 
market, please don’t hesitate to get in touch with us. We would be honored to 
help you sell your home.  
 
For any questions, comments, or concerns, we can be reached at 
TheHomeTeamNC@HomesCBA.com. 
 
Good luck!  

The Home Team NC 
(910) 684-3339 | TheHomeTeamNC@HomesCBA.com 

www.WeKnowMooreNC.com 
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Seller Process 
Checklist 

 Gather your documents. After you decide that you do want to sell, start gathering 
important documents and records about your home (see Home Records sheet) that 
you can give your real estate agent as much information as possible. 

 
 Decide on your ideal timeline. Do you want to list it now or in the future? If you want 

to list sooner rather than later, start getting your home ready now. If you think you 
want to wait, you can take a little more time to prep your home. 

 

 Declutter. No matter when you decide to list your home, the first step is to declutter. 
Clutter makes a home look smaller and can distract buyers from the physical features 
of the house.  

 

 Deep clean. You never really realize how much dust and dirt accumulates in a home 
until you give it a deep clean. Everything should be spotless for your buyers.  

 

 Do a first walk-thru. Make notes about any improvements that you think you could 
make. Use our “Are You Ready to List?” checklist and see if your home is ready to go 
or if there are some things that you could do to get it in the best possible shape 
before putting it on the market. 

While there’s no guaranteed timeline for selling a home, there are a few 
important steps and a correct order to take them in.  

The Home Team NC 
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 Make repairs. After you go through the checklist, make the repairs that you noted. 
While you might be fortunate and find a buyer willing to overlook problems, it is 
much better to have a home in good working order that will bring in good buyers from 
the start. People rarely look at homes a second time, so a bad first impression will 
seriously hurt your home sale. Fix the curb appeal, make the major repairs, and make 
any cosmetic changes that could turn off buyers. 

 

 Give it a boost. If your home has more dated features, it’s time to give them an 
upgrade. There are many small upgrades that you can do to make a big difference 
(lighting changes, removing wallpaper, changing fixtures, etc.). Buyers typically aren’t 
looking for a home that needs a lot of work, so take the time to give yours a boost by 
updating it.  

 
 Research a REALTOR, and hire the best one. Do your research and conduct interviews 

to find the best real estate agent for your needs. Choose an agent that you connect 
with who has a strong track record of success, knows how to market homes for 
today’s buyers, and is good at communicating quickly and effectively. If you aren’t 
sure what upgrades you should do or how much work really needs to be done, 
consult with your agent. They are experts on your area and should have a good idea 
of what buyers are looking for.  

 

 List your home! Put it on the market, and wait for your offer! Make sure that you 
continue to maintain curb appeal and keep the interior clean and welcoming for 
potential buyers while your home is on the market. You never know when the right 
buyer is going to stop by for a showing!  

Seller Process 
Checklist (cont.) 

The Home Team NC 
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Home Records 

Address:   

Owners:   

    

Year Built:   

Builder:   

Roof Age (estimated):   

Furnace Age:   

Internet Provider:   

TV Provider:   

Homeowner's Association 
Name:   

Homeowner's Association 
Contact Info:   

UTILITY PROVIDERS:   

Electric:   

Gas:   

Propane:   

Other:   

Septic:   

Fill out this record sheet and make a copy of it for your REALTOR. 
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Documents  

Gather these documents before you list so that they are easily 
accessible. 
 
 Home Records Sheet 
 Major Work/Renovation Records & Receipts 
 Minor Work/Repairs List 
 Tax Records 
 Deed 
 Copies of all Permits  
 
NOTES: 

________________________________________________________

________________________________________________________

________________________________________________________

________________________________________________________

________________________________________________________ 

The Home Team NC 
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Home 
Improvements List 

Please list all the improvements big and small to the exterior, interior, footprint, 
additions, etc, done to the house during your time of ownership. Include what year each 
one was done. If you are aware of any improvements done before your ownership, 
please include these as well with an asterisk beside them and include the year they were 
done if you know. 
 
Exterior (ex: roof, siding, landscaping, windows, decking, paint, garage, outbuildings, 
pools, etc) 
 
 
 
 
 
 
 
 
Interior (ex:  flooring, appliances, fixtures, hardware, storage, paint, HVAC, room 
additions, finished basement, etc.) 
 
 

The Home Team NC 
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Is Your Home Ready 
to List? 

Go outside and pretend like you’re a new buyer (or have a close friend or 
family member do this for you). Use this form at the beginning of your 
process and right before you hire your real estate agent to ensure that you 
have a home that is ready to list. Make note of any potential problems that 
you notice, and repair them before you put your home on the market. 

EXTERIOR: CURB APPEAL YES NO 
Does the yard need to be mowed?     

Are there bushes that need to be trimmed? 
    

Are there weeds that need to be pulled?     

Are there any flowers or plants that need to be replanted? 
    

Is the driveway and/or sidewalk cracked, peeling or uneven? 
    

Do the shutters have dull or peeling paint? 
    

Is the siding dirty?     

Does the front porch need to be swept?     

Are there visible spider webs or insects?     

Are there any outdoor lights that aren’t working? 
    

Does the doorbell need to be repaired?     

Are the windows dirty?     

Does the trash need to be removed?     

If you answered ‘Yes’ to any of these, you need to make some improvements to the 
exterior. Curb appeal is the first impression a buyer has of your home, so make sure that 
yours is in excellent condition.  

The Home Team NC 
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Is Your Home Ready 
to List? (cont.) 

INTERIOR: PHYSICAL  YES NO 
Is there an odor?     

Is the flooring stained or damaged?     

Does the flooring need to be replaced?     

Are the walls a neutral color?     

Are the walls dirty or stained?     

Are the fixtures updated?     

Is the lighting adequate?     

Have you removed any wallpaper or wall stickers? 
    

Are there any cracks on the ceiling or walls?     

Are there any holes in the ceiling or walls?     

Are there any visibly broken fixtures, door frames, window frames, etc.? 
    

Are the windows clean?     

Are the window screens in good shape?     

Have you replaced all of the batteries in your smoke detectors? 
    

Are all of the lights in all of the rooms working? 
    

Is the heat working?     

Is the AC working?     

Is your water flow strong in every room with plumbing? 
    

Have you caulked and sealed everything in your bathroom? 
    

Have you removed any mold or stubborn dirt? 
    

Is there any visible water damage?     

The Home Team NC 
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Is Your Home Ready 
to List? (cont.) 
INTERIOR: ATMOSPHERE YES NO 

Have you removed all personal photos or mementos?     

Does the home feel welcoming?     

Is it a comfortable temperature?     

Has all clutter been removed?     

Is the home clean from top to bottom?     

Do each of the rooms feel spacious?     

Are the rooms well lit?     

Are there any dated fixtures, lighting, etc.?     

Do you need to stage your home?     

Is the furniture in the best possible position?     

Does each room feel like it’s serving its purpose? 
    

Have you removed everything that you want to take with you when you 
move?     

Are there any problems that jump out at you immediately? 
    

Make note of any repairs that need to be made. If you want your home to sell quickly, it 
needs to be in the best possible condition, so if it’s something you would notice, then a 
buyer will definitely notice it.  
________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 
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Don’t Forget to 
Clean... 
 Front porch. Clean around the exterior light, make sure there aren’t spider webs around the door frame, 

and wash down the door.  
 

 Entryway. It’s normal for people to track in dirt and debris, but if your front entry is dirty, it might make 
buyers think that the rest of your home is dirty, too. 

 

 Light plates and switches. Grease and dirt build up on light plates every time you turn a light on or off. 
You might not notice it, but buyers aren’t going to want to touch a dingy switch. 

 

 Baseboards. Baseboards collect dirt and dust very quickly. Vacuum or wash them to make sure that they 
are free of both.  

 

 Windows. Clean windows let in more natural light, which can make your rooms look bigger.  
 

 Doors. Wash down exterior and interior doors and consider repainting them if they are faded, dirty, or 
chipped.  

 

 Room corners. Check every corner in your home for spider webs and dust. 
 

 Appliances. Don’t forget to wipe off the top of your fridge, clean the inside of your oven, and make sure 
that the stove and vent aren’t covered in grease.  

 

 Bathroom grout. A little mold can make an entire bathtub or shower look unclean, and all it takes is a little 
scrubbing to remove. 

 

 Fans. Wipe off the tops and bottoms of the blades, the light, and the cords. 
 

 Light fixtures. These also tend to accumulate a lot of dust.  
 

 Mirrors. Clean mirrors reflect more light which helps make your rooms appear larger. 
 

 Inside the built-in microwave. Make sure it’s not coated with crusted-on food.  
 

The Home Team NC 
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Ways to Spruce 
Up Your Home’s 
Exterior 
Be aware of the first impression your home’s exterior makes.  Look at your home critically 
and make a checklist of all the repairs and cleaning that needs to be done.  Positive first 
impressions often create immediate sales. 
 
Go outside and look at your home from the street.  See the home the same way the buyer 
will for the first time.  The exterior of your home is where the buyer’s first impression is 
made!  Here are some ideas to help you get started: 
 
• Mow your lawn 
• Turn on sprinklers 30 minutes before the showing to make the lawn sparkle 
• Trim brushes and shrubs 
• Clean out flower beds and plant seasonal floors to enhance the beauty of your yard 
• Edge the grass around walkways and trees 
• Put a pot of bright flowers on your porch 
• Repair, replace or paint any damaged plaster, wood siding, trim, rain gutters or shutters 
• Repair and re-stain fences, decks and screen doors 
• Clean your windows and window screens 
• Repair any cracks in the driveway 
• Install new doorknobs on your front door 
• Power wash the exterior walls 
• Upgrade your outside lighting 
• Repair or re-stain lawn furniture 
• Keep your garden tools and hoses out of sight 
• Clear toys from the lawn 
• Buy a new doormat for the outside of your front door 
 

The Home Team NC 
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When Should You 
List? 
There are a lot of preconceived notions about the best time of the year to list a home. Some 
people argue that there are prime times of the year to list a home, but we feel that any time of 
the year is a good time to list a home as long as it’s in good condition and priced correctly. 
 
Maintaining curb appeal, keeping the interior clean, making small repairs, and showing off the 
home's best features are crucial parts of the home sale process. If your home looks good and is 
priced competitively, it should sell quickly regardless of the season. 
 
In the winter, there are fewer buyers, but the buyers that are out are serious about finding a 
home. People who have to move during the winter are also often more desperate to find a home 
and will be more willing to budge on their “must-haves” so that they can find a home quickly. 
There’s less competition from other homes on the market, so if your home has even some of the 
traits that a buyer is looking for, they might consider making an offer.  
 
In the spring, the buyer activity starts to pick up, but so do the number of listings. More active 
buyers could mean a higher chance of getting an offer on your home, but it could also mean 
more options for those buyers if your home doesn’t fit their ideal home criteria. Buyers looking 
to move in the spring might also actually be looking to move in the summer, so you could end up 
with buyers who aren’t ready to make an offer yet. 
 
In the summer, buyer activity is very high but so is competition from other homes. Listing in the 
summer means that your home has to be in the best condition, because you’ll be trying to win an 
offer over all of the other available homes. It’s also more work to maintain good curb appeal 
(crucial to a fast home sale), and you’ll have to schedule your listing availability around vacations.  
 
In the fall, buyer activity begins to slow down, but there are still lots of people trying to find a 
home before the new year begins. You also have less competition from other homes because 
people have either sold their property or have decided to take it off the market until next year, so 
the demand remains high for a well-priced home in good condition.  
 
There will always be pros and cons for any season that you list your home in, but by making sure 
that your home is in great condition and stands out from the rest, you’ll have a good chance of 
selling no matter the season. 

The Home Team NC 
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Things To Consider  

Establishing the Right Sale Price – This is the first major step is selling your home.  If you price 
your home too high, you will waste valuable time.  If you set the price too low, you stand to lose 
money. By working with a professional Realtor® you will have access to many valuable tools.  
Being aware of changing market conditions as well as having access to the Multiple Listing 
Service, a Realtor® can help better achieve a fair and competitive sales price.   
 
Choosing the Right Realtor – A listing contract with a Realtor is typically 6 months to a year, so 
you want to make sure you are committing to someone that you work well with. Interview at 
least two Realtors. Let them know they are competing for the listing and make them earn your 
business. This will allow you multiple professional view points at the start of the process & give 
you confidence that you are working with a professional that has the same goals & expectations 
as you. 
 
Finding a Qualified Buyer - A Realtor® has the ability to find buyers that are financially qualified 
to purchase your home.  A Realtor® will place your listing on the Multiple Listing Service, 
maximizing the exposure of your home to qualified buyers who are represented by other 
Realtors. In addition to the MLS, a full service marketing plan will be used. 
 
Negotiating - A Realtor® will work with you and the buyer to successfully close the sale of your 
home.   When a buyer makes an offer that is several thousand dollars less than your asking price, 
your Realtor® will advise you through the process of whether to remain firm or make a counter 
offer. 
 
Closing - A closing can be very overwhelming to both buyer and seller. There are many details to 
consider including loan payoffs, taxes, title insurance, and money due at closing. 
 
A Realtor® will be more capable of assisting your attorney and/or title insurance company in 
handling unexpected problems that may arise. It is comforting to have someone at the closing 
table to represent your interests and answer any questions you may have. 

The Home Team NC 
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Should You Use a 
Realtor? 

Do you feel ready to list? If you’ve made all the necessary improvements, cleaned and 
tidied everything, completed the pretend buyer walk-thru and feel confident that your 
home is ready, it’s time to hire a REALTOR to get your home sold quickly. 
 
REALTORs are professional experts at home buying and selling. Handling a real estate 
transaction might look simple at first glance, but that’s because the best agents are good 
at hiding all of the intricate background work that goes into successfully closing a home. 
Between negotiating for the best price; gathering and submitting the right documents to 
the right people; keeping inspections on track; handling business between lenders, 
attorneys, and title companies; and making sure that everything stays in order before 
closing; there is a lot work that goes on behind closed doors.  
 
The professional commitment of a Realtor® is to ensure that a seller and a buyer are 
brought together in a real estate transaction that abides by federal and state laws along 
with our Realtor® professional Code of Ethics.  
 
By hiring a licensed real estate agent, you ensure that your home sale will be handled 
properly, and you have a better chance at having a snag-free closing. 
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Pricing Your Home 
To Sell 
The fact of the matter is that your home will sell at its market value. The best chance to sell 
your property is within the first seven weeks, and pricing it realistically increases the 
chance of a timely sale.   
 
Here are some important facts to consider: 
• To reach maximum exposure the price must be competitive with similar properties.   
• A buyer will typically look in their pre-determined price range. Pricing your home too 

high will only hurt your chances of exposure to qualified buyers. 
• If your plan is to adjust your price at the time of sale, know that you are not putting 

yourself in a favorable position. If you adjust your price now, your chances of attracting 
serious buyers will only grow. 

• Receiving a reasonable offer on an overpriced property is unlikely. The buyer will most 
often make an offer that is very low, if an offer is made at all. 

• Do not think that you will receive more for the property by asking more. Chances are 
that you will be offered much less as the exposure to it will be less. 

• By pricing your home reasonably, your invite the possibility of receiving multiple offers, 
as more buyers will see it. 

 
Why Sellers Want to Overprice: 
• Seller has over-improved the property 
• Seller paid too much for the home 
• Seller hopes to buy a higher-priced home 
• Seller needs money 
• Seller just wants to play the market 
• The neighbors who sold in the past got a higher price 
 
The Results of Overpricing: 
• The property will be marketed to the wrong prospective buyers 
• Helps your competition sell their homes 
• Will increase the marketing time and decrease the possibility of selling 
• If  you do receive an offer, having it priced too high may cause problems with the 

appraisal 
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Interpreting 
Showing 
Feedback & 
Getting an Offer 

Do you feel ready to list? If you’ve made all the necessary improvements, cleaned and 
tidied everything, completed the pretend buyer walk-thru and feel confident that your 
home is ready, it’s time to sell! Consider the following:  
 
Price it right the first time. 
It is important to be realistic about what the true market value of your home is today. The 
longer a house sits on the market, even though nothing may change about it except the 
price, buyers often develop a stigma to it. Even if they like it, they wonder why no one else 
has liked it enough all this time to buy it and could second guess their feelings about it. 
 
 Put your buyer hat on, and be ready for them! 
It is helpful to look at your property through a buyer’s eyes. They will start to pick it  
apart before they cross the threshold. This is normal and to be expected. Preparing your  
home with the checklists and information I have provided will help ensure you meet even  
the pickiest buyer’s expectations. 
 
 Be flexible about showings. 
While living in a house is very different than showing a house, it is important to keep your 
ultimate goal in mind. Buyers are looking at different times and different days and it is 
always in your best interest to make a showing happen even if you don’t feel like it or if the 
house isn’t ‘perfect’ that day.  A missed showing could be the missed sale. 
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Interpreting Showing 
Feedback & Getting 
an Offer (cont.) 

Be prepared to meet the market. 
If your house has been on the market for 30 days without any offers, you should be 
prepared to review the current market data and consider a price adjustment. 
 
 Anticipate offers of all kinds. 
Don’t be surprised if buyers ask for you to pay closing costs and/or try to beat you up on 
the price. These are normal practices and it is important to anticipate them happening as 
well as what price and terms are acceptable for you.  Be open-minded and remember any 
offer/counter offer keeps the conversation going and gets you closer to a sale. 
 
 
If you want your home to be positioned to sell for the best possible price in the shortest 
amount of time, it is important to understand the feedback that will be gathered from the 
showings or lack thereof. We always say that the market speaks and we have to be willing 
to listen!  
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Why Use a Listing 
Agent? 
Many home buyers and sellers are not aware of the true value that a Realtor® provides during the course 
of a real estate transaction. Many people simply haven’t been made aware of the expertise, professional 
skills, and just plain hard work that go into creating a successful real estate experience. Here are a few of 
the typical actions and processes necessary for a successful residential real estate transaction that are 
normally provided by a full service real estate brokerage firm for a professional fee.  
   
• Make appointment with seller for listing presentation. 
• Research all comparable currently listed properties. 
• Research recent sales activity through the Multiple Listing Service (MLS) and/or public records 

databases and "Average Days on Market" for this type of property, price range and location to 
prepare a "Comparable Market Analysis" (CMA) to aid in positioning the home to sell. 

• Prepare a Listing Appointment Presentation that gives the seller an overview of current market 
conditions and projections and offers a positioning strategy based on the factors of: location, 
condition, time, marketing, financing and price by using professional judgment and interpretation of 
current market conditions. 

• Create detailed listing that highlights the property and it’s best features in a way that will attract 
potential buyers.  

• Develop and follow through with an effective and thorough marketing plan for the listing that 
includes both online (social media, website, blog, etc.) and traditional marketing efforts (direct mail, 
open houses, etc.). 

• Coordinate showings with owners, tenants, and other Realtors®.  
• Receive and review all Offer to Purchase contracts submitted by buyers or buyers' agents. 
• Counsel seller on offers. Explain merits and weakness of each component of each offer. 
• Negotiate all offers on seller's behalf, setting time limit for loan approval and closing date, and 

prepare and convey any counter offers, acceptance or amendments to buyer's agent 
• Track the loan process to ensure that everything stays on schedule and that all necessary documents 

have been sent to the correct parties. 
• Coordinate buyer's professional home inspection with seller and review home inspector's report. 
• Negotiate payment and oversee completion of all required repairs on seller's behalf, if needed. 
• Schedule appraisal and assist in questioning the appraisal report, if the need arises. 
• Coordinate closing process with buyer's agent and lender, and ensure all parties have all forms and 

information needed to close the sale. 
• Have a "no surprises" closing so that seller receives a net proceeds check at closing. 
• Change MLS status to Sold. Enter sale date, price, concessions, selling broker and agent's ID numbers, 

etc. 
• Attempt to clarify and resolve any conflicts about repairs if buyer is not satisfied. 
• Respond to any follow-up calls and provide any additional information required from office files. 
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Still Need Help? 
If you aren’t sure if you’re ready to put your home on the market or if you think you need 
help deciding, give us a call.  
 
We love helping people sell their homes, and we want to be of assistance to you and your 
family. We can sit down with you to discuss what we think would make your home more 
competitive given the current market. We can also look at comparative homes and let you 
know what you can expect to sell your home for and offer advice for ways to increase the 
value. 
 
Whether you decide to list now or to wait and list sometime in the future, we want to wish 
you the best of luck with your home sale! We hope that this guide has helped you feel a 
little more prepared to list. 
 
If you have any questions, comments, or concerns, please don’t hesitate to get in touch.  
 
Good luck!  

The Home Team NC 
910) 684-3339  

TheHomeTeamNC@HomesCBA.com 
www.WeKnowMooreNC.com 
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