HOW TO SELL
YOUR HOME
FOR MORE

SELLING A HOME
WITH MARKETING A HOME
DON’T CONFUSE

You may be surprised to find out that there is a dramatic difference
between selling a home and having your home professionally marketed.
For many, the aim of selling a home is merely to sell the property to a
buyer. The purpose of professional marketing is to leverage the laws of
supply and demand until the property is sold to the best buyer.

1. Marketing your home does not only mean to list it, but
instead, to comprehensively market your property and
overall lifestyle.
2. A home marketing plan encompasses skilled strategic
pricing, staging, merchandising, and networking.
3. A marketing agent specializes in property promotion,
not personal promotion.
4. The agent will work with the home seller to create a
customized marketing plan that conveys to buyers
and buyers agents the overall value of your entire
lifestyle.
5. The marketing of a home focuses more on what
makes your lifestyle different and what makes
your home unique.

THE SELLING PROCESS OVERVIEW

PRICING STRATEGY

Far too many homes languish on the market for
a long period of time, due to overpricing. On the
contrary, some sellers have agreed to a sales price
lower than they should have accepted due to
underpricing their home.

When getting ready to sell, here are some
questions to ask your agent:
• What current market data will buyers be
evaluating when they assess my property
value?
• How will you find the right buyers for my
home?
• Which homes have sold within the last six
months?
• What can be done to increase the value of my
home?
• How long are homes in my price range taking
to sell?
• How will you help negotiate the best price?

At Berkshire Hathaway HomeServices Verani Realty, we
acknowledge that no two properties are alike, and all
homesellers’ circumstances are different. So that’s why
we recommend three pricing options marketing analysis
strategies:

1. MARKET ANALYSIS STRATEGY
Select a price based upon what the data and information
compiled through a market analysis or apprasial would
suggest.

2. LESS IS MORE PRICING STRATEGY
Select a price nominally lower than data suggests, in
order to create more intense and immediate attention
from serious buyers.

3. RETAIL PRICING STRATEGY
Include a “reasonable” negotiating cushion. Just as many
retailers will first increase a price then lower it to gratify
the buyer, so will many homesellers.
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REST ASSURED.
YOU’VE MADE THE
BEST DECISION.

Verani.com

