Seller To Provide At Appointment

Copy of Warranty Deed or Deed of Trust (If available)
A completed Seller’s Property Disclosure Statement
Completed Sellers Utility Worksheet
Current Mortgage Information on Notice to Payoff Loan form

Two sets of house keys

Copy of Survey (If available)
Copy of most recent tax bill (If available)
Completed Seller Home Data Survey
Homeowner’s Association information including contact names and phone numbers (If applicable)

     Copy of neighborhood Covenants and Restrictions (If applicable)
Any other available pertinent information, such as:  Appraisal, Exterior Photographs with seasonal views, Floor plans, etc.

RATE YOUR CONCERNS ABOUT SELLING YOUR HOUSE 

(5 = VERY CONCERNED, 0 = NOT CONCERNED)


CIRCLE YOUR CHOICE

BUYER’S QUALIFICATIONS

0
1
2
3
4
5

PREPARATIONS & REPAIRS

0
1
2
3
4
5

BROKER'S QUALIFICATIONS

0
1
2
3
4
5

SHOWING PROCEDURES

0
1
2
3
4
5

ADVERTISING



0
1
2
3
4
5

OPEN HOUSES



0
1
2
3
4
5

MARKETING



0
1
2
3
4
5

INCONVENIENCES


0
1
2
3
4
5

POSSESSIONS



0
1
2
3
4
5

PRICING




0
1
2
3
4
5

CLOSING COSTS



0
1
2
3
4
5

SECURITY




0
1
2
3
4
5

MARKET STABILITY


0
1
2
3
4
5  


FINANCING




0
1
2
3
4
5

TIMING




0
1
2
3
4
5

NEGOTIATING



0
1
2
3
4
5






NOTE THE POSITIVES ABOUT YOUR HOME - WHAT ATTRACTED YOU TO IT WHEN YOU PURCHASED IT?  WHAT HAVE YOU DONE SINCE THEN TO MAKE IT MORE ATTRACTIVE?  IF YOU WERE THE BUYER, WHAT WOULD YOU FIND EXCITING ABOUT THIS HOME? 

​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​

​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​​

EXAMINE POSSIBLE NEGATIVES ABOUT YOUR HOME

(5= POTENTIAL PROBLEM, 0= NOT A PROBLEM)


CIRCLE YOUR CHOICE
IS THE LOT PLANTED WITH TREES OR BARE? 
0   1   2   3   4   5

IS THE LANDSCAPING PROFESSIONAL LOOKING 

OR IN NEED OF ATTENTION?
   0   1   2   3   4   5

IS SEASONAL LANDSCAPING COLOR PRESENT? 
0   1   2   3   4   5

IS EXTERIOR PAINTING NEEDED?
0  1   2   3   4   5

IS THE CONDITION OF THE WALKWAY, 

FRONT DOOR, ENTRY GOOD?
     0   1   2   3   4   5

IS THE ROOF IN GOOD CONDITION?
     0   1   2   3   4   5

IS INTERIOR PAINTING OR WALLPAPERING NEEDED?
     0  1
  2   3
4   5


IS THE CONDITION OF CARPETING AND FLOORING GOOD?
0   1   2   3   4   5

IS THE DECOR NEUTRAL OR PERSONALIZED?
0   1   2   3   4   5

ARE THE APPLIANCES IN GOOD CONDITION?
0   1   2   3   4
 5

IS THE HOUSE CLEAN?

0   1   2   3   4   5  


HAVE THERE BEEN RECENT UPGRADES OR IMPROVEMENTS?   0   1   2   3   4   5

IS THE LOCATION GOOD?   
 0   1   2   3   4   5

IS THE ENVIRONMENT GOOD? (BUSY, NOISY,
 PLEASANT) 
 0   1
2   3   4   5

IS THE NEIGHBORHOOD DESIRABLE?
0    1
2    3
4    5

WILL THE HOUSE BE SHOWN VACANT?
0    1
2    3
4    5





Seller’s Utility Worksheet
	PROPERTY ADDRESS:
	CITY/ZIP:



	COUNTY:
	YEAR:



	UTILITY
	NAME
	PHONE



	ELECTRICITY


	
	

	GAS
	
	

	WATER AND SEWER
	
	

	SANITATION
	
	

	PHONE
	
	

	CABLE
	
	


Seller’s  Monthly Utility Bills
	MONTH
	ELECTRICITY
	GAS
	WATER/SEWER
	SANITATION

	JANUARY


	
	
	
	

	FEBRUARY


	
	
	
	

	MARCH


	
	
	
	

	APRIL


	
	
	
	

	MAY


	
	
	
	

	JUNE


	
	
	
	

	JULY


	
	
	
	

	AUGUST


	
	
	
	

	SEPTEMBER


	
	
	
	

	OCTOBER


	
	
	
	

	NOVEMBER


	
	
	
	

	DECEMBER


	
	
	
	


What You Can Expect from John’s Team

As Real Estate professionals dedicated to providing a level of service that is unsurpassed  in  the Greater Temple-Belton market, we are offering you, the SELLER, a  personal  performance guarantee that outlines what you can expect from us.

We will hold your interest paramount at all times and pledge honesty and truthfulness in all dealings.

The service you receive from us will be caring, compassionate and timely.  We will listen to your needs and concerns and we will treat them as if they were our own.

We will provide advice and counsel regarding your sale, including information and input about price and suggestions to enhance salability.

We will be positive and enthusiastic about your property and promote it vigorously throughout our personal networking sources as well as within all other marketing avenues.

We will provide you with updates of current market activities that affect your property, reports on other agent showings when feedback is provided, and the status of our marketing efforts.

We will answer your phone calls promptly, assist in finding answers to your questions, and assist with solutions.

We will negotiate in your behalf with potential buyers to secure the best price and we will guard and protect all confidentialities.

We will follow through from now until closing—and beyond.  If there is a problem with any aspect of the transaction before or after the closing, We will do all in our power to assist you in finding a solution.

You have our word that your real estate experience with us will be as positive as possible.  We will follow up and do all we say we will do, or you can cancel your Listing Agreement—no questions asked!

As you know, many Real Estate agents are unwilling to offer this level of service.  We choose to perform this way because we truly believe that when someone receives this type of personal service they feel compelled to refer the people they care about to such professionals.  We are those professionals, and we want to be your REALTORS—–for life.

John Morrison’s

Easy Exit listing Agreement

We guarantee to let you cancel your listing agreement at any time, prior to accepting an offer to purchase your home, if you feel we have not done our job as outlined in the Listing Agreement and in What You Can Expect From John’s Team.
The benefits to you are:

You do not have to worry about a long-term commitment if you are not satisfied with our service.

You do not have to worry about lengthy broker protection periods if you decide to cancel.

We  make listing your home with us totally hassle free.

My responsibility to you:

We are 100% committed to providing you with the highest level of service in the Greater 


Temple-Belton market.

Our success and the growth of our business depends upon this commitment to you.

We realize that you are the most important element in this relationship.

___________________________

      

 ___________________________

John  Morrison




    
 Seller

What John Expect’s From You

That you will regard Joan Mikeska Realty and John Morrison as  “partners”, working with you to accomplish the goal of selling your home at a realistic market price within a reasonable time.

That you will listen and apply constructive and reasonable suggestions that will facilitate the sale.

That your home will be available and presentable for showings on a reasonable basis.

That you will give us fair and sufficient time to bring about the sale of your property, and if you have any concerns or problems you will immediately bring them to our attention.

That you will provide us with referrals of other sellers or homebuyers, if we earn that right, and you are pleased with the outcome of our efforts on your behalf.

If you any questions or concerns you won’t hesitate to contact John.  Open communication is the key to the successful sale of your home.
Why Preparing Your House To Sell

 Is So Important To Getting Top Dollar

Getting top dollar for your house begins with understanding how to see your house through the eyes of a buyer. To be a successful seller you must have your house looking its best!

HANDLING PRE-SALE PREPARATION

A magical metamorphosis occurs the moment you decide to sell your property.  The “home” you love so dearly turns into a “house”.  This shift in vocabulary is part of letting go, i.e., the emotional detachment process all sellers experience sooner or later.  Home is where your heart is.  Houses, on the other hand, are commodities sold on the open market.  You’re getting ready to sell a house.
 Most people don’t really see their houses after they have lived there for a while. They don’t notice the effects of gradual physical deterioration and junk accumulation. Little stuff to them. Not so little stuff to a buyer! 

If you make the right improvements when preparing your house to sell, you increase the odds of selling it quickly for top dollar.  If, conversely, you do nothing or if you make the wrong changes to your property, you waste the time and money you spent, prolong the sale, and probably reduce the ultimate sale price.  

CREATING CURB APPEAL
Most buyers make snap judgments about your house. And their first impression, good or bad, is usually lasting.  Buyers generally decide if they want to see the inside within 20 seconds of viewing the external attractiveness (curb appeal) of your property.  No matter how magnificent your house is on the inside, many buyers will drive by without even stopping if the curb appeal doesn’t say “I’m loved, I’m cared for.”

EXTERIORS ATTRACT, BUT INTERIORS SELL

Curb appeal draws buyers into your house.  But appealing, well cared for interiors make the sale.  

You don’t usually have to spend thousands of dollars on your house prior to putting up the For Sale sign.  On the contrary, little things you do generally give the biggest increase in value.  Concentrate on the three Cs - clean it up, clear the clutter, and make cosmetic improvements.   

Clean, scrub and polish.  Your stove, oven, refrigerator, microwave oven, and other appliances must be spotlessly clean inside and out.  Scour walls, floors, bathtubs, showers, and sinks until they sparkle.  Buyers will notice strong smells as soon as they walk through your front door, so eliminate smoke, mildew and pet odors.  Cleaning drapes and carpets helps get rid of odors.  Dehumidifiers help musty basements.  If you’re a smoker, clean all ashtrays daily.  Use air fresheners or citrus-scented potpourri to keep your house odor free.  Whether you do the work or hire someone, make sure that your house is spotless and odorless.  

Preparing Your House To Sell Continued:
Clear out the clutter.  Clutter can reduce your house’s value.  Clear away kitchen counters and keep dirty dishes out of the sink.  Eliminating clutter and excess furniture makes rooms appear larger.  Recycle those stacks of old magazines and newspapers you’ve been saving for no good reason.  Dump all that junk you’ve accumulated over the years in your attic and basement.  Closet space sells houses.. Get rid of all those clothes you don’t wear any more. Clean those closets out, organize them. Make them look large and roomy! Do the same with built-in drawers. Like it or not, serious buyers will inspect your closets and built-in drawers. 

Make cosmetic improvements.  Painting isn’t expensive if you do it yourself, but be careful when selecting colors.  Avoid bold colors with strong visual impact.  Stick to conventional soft whites and other neutral colors that won’t clash with most prospective buyers’ tastes.  If your finished basement, like most others, is dark and gloomy, paint the walls and ceiling a light color.  

Pay attention to everything in your house that could cause the buyer to “reduce your price”.  Find it and repair it before you put it on the market.  Look for any hairline cracks over doors or windows and nail pops in sheet rock.  Locate any ceiling stains and the source of the leak.  Check for windows with cracked panes or that don’t open and shut properly.  Watch for doors that stick, don’t close or slide properly.  Observe bathrooms for signs of mildew, rust stains in sinks and toilets, missing tiles or grout, inadequate caulking around tubs.  Check for drippy faucets, slow draining sinks and tubs, broken mirrors.  Check all kitchen appliances that remain with property.  

Remember. Buyers consider any of the above problems a sign of poor maintenance. More often than not they are correct. Their solution----either don’t buy or reduce the price by thousands!

STAGING

Staging a house goes way beyond your efforts to make it look neat, clean and well cared for.  Just as stagehands set the stage for Broadway productions, you can stage your house to create a production designed to wow prospective purchasers.  

If you’ve ever visited a new home development and walked through the builder’s model home, you know exactly what staging is.  Builders have visual coordinators who do extremely elaborate staging jobs:  placing furniture, choosing soothing colors for carpets and drapes, hanging artwork on walls, having a bowl of fruit on the kitchen counter, putting flower arrangements in the living room, and leaving an open book on a table by the bed in the master bedroom.  Staging the property this way helps prospective buyers visualize themselves living in the home.  It finishes the process you started with the three Cs (clean it up, clear the clutter, and make cosmetic improvements.
The Difference Between Cost versus Value

One of the biggest problems you face in obtaining top dollar for your property is determining your house’s value.  The problem of determining value occurs primarily because sellers and buyers alike use 3 (little) words - price, cost, and value interchangeably.   A lack of understanding regarding the meaning of these words and their use causes communication breakdowns and allows emotion to replace objectivity during price negotiations.  The fact is, neither cost nor price is the same as value.  

Value is elusive.  It is your opinion of your house’s worth to you based on the way you use it now and plan to use it in the future.  Interesting - the words “you” and “your” both appear twice in the preceding sentence.  Because your opinion is subjective, the features you value may not be the standard for all people.  

Two factors affect value:

Internal
Your personal (internal) situation is the first factor and it changes over time.  Let’s illustrate - suppose you were a growing family buying their present house 15 years ago.  You would most likely have put great value on such things as 4 bedrooms, a huge fenced yard and a great school system.  But now, 15 years later, your family is grown and have their own homes.  You don’t need 4 bedrooms, a huge yard or that terrific school system.  The house didn’t change - your personal (internal) use for that house did.  Thus, it’s value to you changed.  It’s the internal factors in people’s lives that compel them to buy and sell property.  

External
These are the circumstances outside of your control that affect values and they also change - sometimes for better, sometimes for worse.  If, for instance, a major 8 lane toll road is proposed to cut through your neighborhood, your property value could take a hit.  On the other hand, if a Marta Station is coming to your neighborhood, that could decrease your commute to work from 1 hour to 20 minutes your value may increase.  The law of supply and demand is a huge external factor that affects value.  If there are more buyers than houses, the values go up.  If more people want to sell than there are buyers, values go down.  

Cost is history.  Cost measures past expenditures.  But that was then and this is now.  What you paid for your house then or the cost of maintaining it doesn’t mean anything as far as the present or future value of your house is concerned.  

Why?  Because markets can and do change dramatically!  Your potential profit or loss as a seller doesn’t enter into the equation when determining your house’s present value.  

Price It Right And They Will Come!

Price is here and now.  You put an asking price on your house.  The buyer puts an offering price in their offer.  You and the buyer negotiate back and forth until you arrive at a mutually acceptable purchase price.  Today’s purchase price becomes tomorrow’s cost.  

Remember, cost is past, price is present, and value is in the eye of the beholder.  Neither the price you paid or the price you want to get matters to the buyer.  Not understanding this often causes sellers to make a very common mistake - overpricing.  

WHAT IS FAIR MARKET VALUE (FMV)?

Fair market value is the price that a buyer will pay and a seller will accept for a house - given that neither buyer or seller is under duress.  Duress comes from life changes (birth, death, divorce, financial reversal) that puts buyers or sellers under pressure to perform quickly.  When alerted that a sale was made under duress, appraisers will raise or lower the sales price accordingly to reflect the house’s true market value.  

Fair market value is far more powerful than just value.  Remember, values are opinions.  You, the seller, have an opinion of what your house is worth.  The buyer will have another.  The two won’t necessarily be equal.  Value is opinion, not fact.  Conversely, fair market value is fact.  It becomes fact the moment you and the buyer agree on a mutually acceptable price.  

WHAT FAIR MARKET VALUE IS NOT

Fair market value is not need-based pricing.  Don’t confuse the word “fair” with equitable.  Despite its name, there is nothing fair about it.  It is often brutally impartial and often cruel.  Need is not a component of fair market value.  None of the following matter one bit:  

the amount of money you need since that’s how much you paid when you bought

the amount you need to pay off your mortgage(s)

the amount you need to buy another house

the amount you need to replace the money you spent fixing it up

Here’s why need doesn’t determine fair market value:  Two houses, identical size, floor plan, condition, location.  One was purchased 15 years ago for $65,000, the other was purchased 5 years ago for $155,000.  Shortly after the second property was purchased, property values declined about 5% and fair market value remained there.  Today, they both sell and because both houses are identical, they both sell for $147,250.  Now, the owner who bought at $65,000 made a sizeable profit.  The second owner barely made enough to pay off the mortgage and expenses.  He needed more - but did he get it?  NO!  Fair?  NO!  What about the first owner?  Fair?  He thinks so!  Lesson:  fair market value is utterly unbiased.  It is the amount your house is worth in the market today - not the amount you or the buyer would like it to be.  

How long does it take to sell a home?

There is no easy answer – some homes sell in a few days, others may take several months.  Recognizing the key factors influencing a sale can give you significant control over market time.  The proper balance of the following factors will expedite your sale:

LOCATION…

Location is the single greatest factor affecting value.

Neighborhood desirability is fundamental to a property’s fair market value.

COMPETITION…

Buyers compare your property against competing properties.

Buyers interpret value based on available properties.

TIMING…

The real estate market may reflect a seller’s market or a buyer’s market.

Market conditions cannot be manipulated; an individually tailored marketing plan must be developed accordingly.

CONDITION…

Property condition affects price and speed of sale.

Optimizing physical appearances and advance preparation for marketing maximizes value.

TERMS…

The more flexible the financing--the broader the market, the quicker the sale and the higher the price.  Terms structured to

meet your objectives are important to successful marketing.

PRICE…

If the property is not properly priced, a sale may be delayed or even prevented.

John Morrison’s Comprehensive Market Analysis will assist you in determining the best possible price.
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