SELLER'S
GUIDE
CANDACE SHERWOOD, REALTOR®

Selling your home and finding your
next one is a big deal. We work
hard to take care of ALL the
details, so you can focus on the big
picture. In the meantime, here is a
bit about the steps of the process to
get you started…..
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Get Your Finances in Order
Don’t worry if you’re still paying off your mortgage, there are several options
depending on what type of mortgage you have. However, you’ll need to talk to your
lender before you proceed.
While you are doing this, start to gather paperwork. Most recent property taxes,
receipts for upgrades, warranties, manuals and floor plans are among the list of
items we recommend you gather together.
Send Me a Documents to Gather Checklist and Preliminary Staging Guide

GET THE CHECKLIST
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Meet With a
REALTOR®
It’s important to partner with a REALTOR®
with whom you feel completely comfortable.
A good REALTOR® can help you price your
home to sell, answer questions like “When
is a good time to sell?” and has in-depth
knowledge of the market and the strategy
required to get your home sold for top
dollar.
A good REALTOR® is going to be by your
side from the beginning to the end of the
sale process, advising you along the way.
Our formula for success draws from
Candace’s marketing education and is our
‘real estate’ version of the 7Ps of
marketing.
To have a SUCCESSFUL SALE, you need
effective: Pricing + Process + Presentation +
Positioning + Promotion + Partnership
between homeowner and Realtor®.
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Price Your Home
Appropriately
Few people would deny that the “list price” is a primary factor in having a successful sale.
Pricing your home effectively means knowing what the fair market value of your home will
likely be, what the current market landscape is and what strategy to use to place yourself
in a position to not only receive solid offers but also get top dollar for your home. In a
seller’s market, pricing your home appropriately is still critical.
We are working in our Ottawa real estate markets everyday, and KNOW what the
market conditions are and what pricing strategy to use when selling your home, so don’t
worry - we’ve got you.
Side note: Fair market value = the highest price that an informed home buyer would pay
for the home in a market where neither the buyer or the seller have undue pressure
affecting their decision.
As our client, you will receive a comparative market analysis (CMA) after we view your
home. This CMA reviews recent sales, active listings, expired listings and market
conditions in your neighbourhood, and provides a fair market estimate of your home’s
value. It is from this analysis that the list price recommendation is drawn.
It is a part of our commitment to all sellers to go through comparable listings and
pricing strategy with you in detail as we help you prepare to list your home for sale.
Our goal is the same as yours: get your home sold quickly and for top dollar, with a
minimum amount of stress on you.
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Rely on a Tried
& True Process
Thankfully for you and for us, this isn’t our first listing! We have a tried and true
process that includes all the professionals necessary to get your home prepared and
sold for top dollar while mitigating the stress for you.
We will take you through, step by step, our listing activity plan so you know what to
expect and when things will be happening. We will continue to work behind the
scenes and with you to ensure all of the details are addressed at the right time..
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Presentation - Preparing
Your Home for Sale
f you intend to receive top dollar for your property, you need to pay
particular attention to its physical condition. Approach this aspect of
the sales process with the eyes of a buyer and with us as your real
estate partner. Focus on curb appeal, repairs, improvements, showing
off the best features of your home and making it sparkle and shine.
With the help of our professional stager we will give you specifics of
what you can do to make your home presentation ready. When
required, we bring staging items that can be used in your home,
whether it is a vacant property or a lived in home that needs a few
neutral accents.

FREE ROOM BY ROOM STAGING CHECKLIST
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Curb Appeal
First impressions are everything. Some buyers simply do not have the ability to visualize
and appreciate the value of a home if the exterior does not grab their attention.
Therefore, focus on making your home noticeable.
Before scheduling an appointment to view a property, a large percentage of buyers
routinely drive by and look at the exterior of a home. Based on their “first impression”
from the curb, they decide whether to schedule a showing.
Other buyers skip the drive-by and go right to scheduling a showing. However, upon
arriving at the location, if the exterior does not appeal to them immediately, it may
negatively colour their opinion of your home regardless of interior attributes.
Give buyers a head start on the mental process of making the home their own. A
pristine and well manicured exterior creates the perfect mindset for potential buyers
to take the next step — scheduling an appointment or eagerly anticipating seeing the
interior of your home.
The moral of the story: you can attract a large number of buyers to view your home by
making the exterior as appealing as possible.
Our professional stager will provide you with concrete advice on what to do to
maximize your curb appeal.
In the meantime, if you wish to assess your home’s curb appeal, drive through your
neighbourhood and other Ottawa neighbourhoods like yours. Pay particular attention
to homes that catch your eye, including colour schemes and gardens. Note what
appeals or repels you about the homes as you view them from the street.
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Tips & Checklist
Go to the exterior of your home and stand back to the end of the driveway or street to get
a panoramic view of your home. Approach it as though you were looking at it for the
first time, and critique what you see.
Make this exercise even more effective by taking photos of your home and lot. View
colour images of the home first, then examine the photos in black-and-white, which
makes the identification of areas in which you might need to make changes stand out.
When preparing your exterior, your to-do list should include the following items:
Remove mould and mildew from siding, roofs, gutters, sidewalks, driveway,
decks, or patios.
Put away toys, garden tools, recycling bins, etc.
Clean downspouts and gutters.
Rake leaves, weed gardens and lawn.
Trim tree branches and low-hanging limbs away from the house.
Clean out the cobwebs, literally, and wash the front door
Look at the entrance - do your house numbers need replacing? Does the mailbox
need painting? Should you paint your front door? What about your lightpost?
Start your project to improve curb appeal by completing the cleaning and making
any necessary repairs. Then proceed with making enhancements.
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Repairs & Improvements
Repairing leaky faucets, broken hinges, creaky doors, wall dings, loose banisters, and
any of those other pesky jobs will help you get top dollar for your home. Looking at your
home with a critical eye is key.
Having your gas fireplace, furnace and central air conditioning unit serviced before is
also a good idea, and shows buyers you are organized and have taken care of your
home well.
In some real estate markets, it works to your advantage to make enhancements to your
home for it to show well and receive top-dollar offers. When contemplating this, focus
on what buyers care about most: Kitchen, bathrooms, flooring, primary bedroom space
& that first impression maker, curb appeal.
Talk to us BEFORE you make a decision to renovate for sale - we will be able to
recommend whether or not to move forward with an improvement, based on whether
you will get that money back and more when you sell.
Focus on cost-effective improvements that return maximum value. Do not invest too
much and exceed the value of your neighbourhood. Focus on improving, not
customizing and avoid luxury finishes unless you have a high-end home and the rest
of the home has luxury finishes.
Our favourite words when it comes to improvements and staging are: BRIGHT, FRESH
& CLEAN. To that end, typically your biggest ‘bang for buck’ is going to come from
lower cost projects, like fresh neutral paint throughout, cleaning and sealing grout
between tiles, re-caulking bathtub seams, replacing cabinet hardware, removing heavy
draperies and replacing with white shears, etc .
Again, check with us before committing money to improvements - we will be able to
help determine the priorities, and may even have handymen to recommend or drapery
panels in our staging stash to give to you.
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Showing off the Best Features
The reason to stage a home is to show off its best features - those nice floors and
countertops, the view of the backyard, the lovely gas fireplace, the size of the rooms whatever those best features may be.
The goal of staging is to create a neutral home where those great features are
showcased, and a buyer can imagine how they would live in the space. This almost
always means editing - tucking away family photos and clearing space so buyers
aren’t distracted from seeing the features of the home.
This is where our professional stager makes it easy for you - she will provide
specific room by room guidance so the best features are showcased for buyers.
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Making It
Sparkle & Shine
Remember our favourite words….Bright, fresh, clean!
Buyers won’t be looking in your dresser drawers, but they will open kitchen cabinets
and bathroom cabinets and look inside closets to see how much space they have, so….
Pack away what you won’t need until after your move.
Wipe down inside your cabinets and pack away extra dishes & glassware
Clean out all those expired condiments in your fridge and wipe down the fridge
Clean the oven
Clean bathroom fans
Wipe down baseboards
Make it sparkle!
We KNOW preparing your home is a lot of work, but we promise, this hard work in
preparing your home will translate into a quicker sale and a top dollar sale price.
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A special note about
furry family members….
While your home is actively listed for sale is a great time to
indulge your pet in a vacation to granddad’s house - all the
preparations and buyers visiting is usually stressful for pets.
While your pet is on vacation, you can remove their food
bowl, bed, toys, dust bunnies of hair, and yes, their smell,
from your home so all buyers get when they walk through
the door is a fresh clean scent.
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Listing Your Home Positioning it in the Market
Your home is now almost ready to be viewed by buyers...it’s time for us to do a final
review of the market, see what has sold in the last few days, what is active and coming
soon to market, and decision how to best position your listing within that market. This
means finalizing the pricing and offer strategy.
It’s also time for us to sign a listing agreement so that we can begin to market your home
to other Realtors and their buyers, even before your home officially appears on MLS.

Promoting Your Home to Realtors & Buyers

★ We create a solid Marketing Plan specific to your listing. One that is tailored to target buyers
most likely to be interested in buying a home like yours, in your neighbourhood at the time
your listing goes live.

★

Our Professional photographer takes stills as well as a 360° virtual i-guide tour, and

depending on the property we may use other types of photography or video. This is absolutely
key because almost ALL buyers evaluate whether they want to view your property based on the
on-line listing, and a GOOD picture truly is worth a thousand words. On photo day, we will be
there with the photographer to ensure lights are on, draperies are open, and every room is
picture ready.

★ Your property listing is promoted through various channels - such as our Realtor networking
groups, Realtor.ca and many other websites as well as social media.

★ Open Houses: At times, an in-person open house is a valuable marketing tool whether it be

open to the public, or for Realtors only. Virtual walk throughs are also a good tool we use and
promote on social media.

★ Depending on the prevailing market conditions, we will tailor our marketing plan, and use
additional tactics and marketing materials to appropriately attract buyers and encourage offers.
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Your Real Estate Partner
As your real estate partner, we bring expert negotiation skills to the table.
When it comes time to review offers, we are knowledgeable and experienced at working
with other agents and buyers to ensure you get the best price, terms and conditions
possible and to ensure the buyer of your home is rock solid and able to complete the sale
at closing.
In a seller’s market, we may be reviewing multiple offers, some of which may have no
conditions. In a buyer’s market, we may be working with an offer that has conditions such
as a home inspection and financing.
Regardless of the market, we will review each offer with you and discuss its merits. If we
are reviewing multiple offers, we will provide guidance on how to select the best one. It
might not necessarily be the one with the highest price.
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Moving
You actually started the plan for your move once you made the decision to sell your home. Many of the
tasks associated with preparing to sell your house helped to move you to this point. If you are leaving
a condo or apartment building, you might need to contact the management association to arrange
certain aspects of your move, like booking the elevator
.The cost of your move depends on how many personal items you have, whether you are doing it
yourself or hiring professional movers, and whether you will remain in the Ottawa area or relocate
out-of-town.
We can recommend moving companies if you don’t already have a trusted resource. Ensure you
obtain all estimates in writing. Make sure you understand the various insurance coverage options for
your belongings and select a licensed and bonded mover.
Begin packing one room at a time, and label each box as you pack it. Use a different colour sharpie
and tape for each room and write the destination room on the box to make the transition into your
new home smoother.
If you have kids, get them involved in the packing and planning what their new room will look like.
Let them pick their favour sharpie colour and ask them to label the boxes that are for their room.
Also get them involved in exploring their new neighbourhood before you move - either on-line or in
person if you are close enough.
There are lots of organizations to notify when you are moving, including utilities, Canada Post,
doctors, your accountant, banks and financial planner, associations, schools, provincial and
municipal services, etc.
Once you have a firm date for your closing, we will set you up with our concierge moving service so
nothing gets missed.
If you have a furry family member, plan your move carefully because animals possess a high
sensitivity to new environments. Check online for information, or speak to your veterinarian about
things you can do to help your pet transition to a new home with minimal anxiety.
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Getting Ready for Closing
On your closing day, the buyer will get the keys to the house and ownership will transfer to
them. The home will need to be vacant and ready for them no later than 3pm on the day of
closing, but many sellers find it less stressful to complete the move and have the house ready
for turnover in the days before the actual closing occurs.
In the final week or two before you vacate the house for its new owners, you want to make
sure it is ready for turnover.
Here are some tips on what you can do to ensure a smooth transition:
Inclusions - this is what was listed as an inclusion in the agreement of purchase and sale. All
of these items need to stay with the house.
Exclusions - this is the list of fixtures that the buyer agreed to let you take with you when
you move. Consult us anytime if you need a reminder on what these items are.
Recycling Bins and Green Bin issued by the city should be cleaned and remain as part of the
sale - you can leave them in the garage/at the side or back of the house.
Keys - the buyer will get a key directly from the lockbox on the front door or through their
lawyer’s office, after confirmation of closing has occurred. You may or may not need to drop
off a key to your lawyer’s office prior to closing. They will let you know.
Damaged Walls - When you are removing pictures, mirrors, other items affixed to the wall, if
a noticeable hole remains, it is your job as the seller to patch it and paint it. Call us with any
questions on this.
Vacant and Broom Swept Condition - is the way you will need to leave the house on closing
day. Many sellers choose to hire a cleaner to help them out with a final clean. Don't forget to
do a final look in everyone's closet, all the basement storage areas and the shed...I have seen
teddy bears and keepsakes forgotten in houses.
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Leave the following on the kitchen counter
for the buyers:
Mailbox key and location of mailbox
Extra sets of house keys
Shed key
Garage Door openers (remove the one in your car!!)
Code for garage door/front door
Manuals for appliances, floor plans, receipts for upgrades like the pool, warranty
paperwork for anything that stays with the house.

Leave the following in the furnace room
for the buyers:
Any extra paint or flooring materials (labelled by room if possible)
Any extra furnace filters
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