
Selling a home can be a complex process, but with the right 

guidance, it can be a smooth and rewarding experience. 

In this guide, we present a 10-step roadmap to help you 

navigate the seller’s process successfully. 

Developed by the experienced agents at Better Homes 

and Gardens Real Estate The Masiello Group, this roadmap 

provides you with the valuable insights and expert advice 

to make your home-selling journey exceptional. 

THE 10-STEP ROADMAP TO 
SELLING YOUR HOME

A Comprehensive Guide For Success
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As you embark on your journey to sell your home, 

the first crucial step is meeting with a real estate 

professional. In this step, we dive into the invaluable 

advantages of working with an experienced agent 

throughout the selling process. Discover how their 

expertise, market insights, and unwavering support 

can make all the difference in achieving a successful 

and stress-free home sale.

STEP 1: 
MEET WITH 
A REAL ESTATE 
PROFESSIONAL

Exploring the Benefits of Expert Guidance in 
Selling Your Home
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A real estate professional serves as your trusted advisor, 
providing guidance and support throughout the entire 
selling process. They have a deep understanding of 
the local market conditions, pricing trends, and the 
intricacies of real estate transactions. Their expertise 
allows them to navigate challenges and help you make 
informed decisions.

Real estate professionals have access to a wide range 
of marketing channels and resources to showcase your 
home to potential buyers. They develop comprehensive 
marketing strategies that may include professional 
photography, virtual tours, online listings, open houses, 
and targeted advertising. By leveraging their network 
and expertise, they can generate exposure and attract 
qualified buyers to your property.

Selling a home involves a multitude of paperwork, 
deadlines, and legal considerations. Real estate 
professionals handle the transactional aspects, ensuring 
all necessary documents are completed accurately and on 
time. They coordinate with other professionals involved 
in the process, such as title companies, inspectors, and 
lenders, to ensure a seamless transaction.

EXPERT GUIDANCE

MARKETING AND EXPOSURE

TRANSACTION MANAGEMENT

4
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A real estate professional plays a vital role in guiding you through the home selling journey. Their expertise, market knowledge, 
negotiation skills, and transaction management abilities are invaluable assets that can help you achieve a successful sale while 
minimizing stress and maximizing your return on investment. Partnering with a qualified real estate professional ensures you have 
a trusted advocate by your side, making the selling process smoother and more rewarding.

One of the critical responsibilities of a real estate 
professional is to determine the optimal price for your 
home. They conduct a thorough market analysis, taking 
into account factors such as comparable sales, current 
market conditions, and the unique features of your 
property. Their goal is to help you set a competitive price 
that attracts potential buyers

When it comes to negotiating the terms of sale, real 
estate professionals are skilled advocates on your behalf. 
They represent your interests and work to achieve the 
best possible outcome. Whether it’s negotiating the sale 
price, contingencies, or repairs, their expertise helps 
facilitate a smooth negotiation process.

Throughout the selling process, unexpected challenges 
may arise. Real estate professionals excel at problem-
solving, utilizing their experience and knowledge to 
find solutions. They can anticipate potential issues 
and provide valuable guidance to overcome obstacles, 
protecting your best interests along the way.

PRICING AND MARKET ANALYSIS

NEGOTIATION SKILLS

PROBLEM-SOLVING



When it comes to selling your home, pricing is a critical 

factor that can significantly impact your success. In 

this step, we cover strategically setting a price that 

attracts potential buyers, maximizes your home’s 

value, and sets the stage for a smooth and profitable 

selling experience. Explore the key considerations 

and expert strategies that will empower you to make 

informed pricing decisions and position your home 

competitively in the market.

STEP 2: 
STRATEGICALLY 
ESTABLISH A 
PRICE

Setting the Stage for a Successful Sale through 
Effective Pricing

2
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A real estate professional will conduct a comprehensive 
market analysis to assess the current conditions and 
recent sales of comparable properties in your area. This 
analysis provides valuable insights in the local market 
trends, demand, and pricing benchmarks. By examining 
comparable homes that have recently sold or are currently 
on the market, you can get a clear understanding of the 
competitive landscape and establish a price that aligns 
with the market expectations.

Evaluate the unique features, size, layout, and condition 
of your home. Consider any upgrades, renovations, or 
desirable amenities that may set your property apart 
from others in the area. These factors can influence the 
perceived value of your home and justify a higher price 
point. Conversely, any issues or necessary repairs may 
warrant pricing adjustments.

Put yourself in the buyer’s shoes and consider what they 
would be willing to pay for a property like yours. Research 
the preferences and expectations of potential buyers in 
your target market. Understanding their perspective can 
help you price your home competitively and position it 
as an attractive option.

Depending on market conditions and your specific goals, 
you may choose from different pricing strategies. For 
instance, pricing your home slightly below market value 
can generate a sense of urgency and attract multiple 
offers. On the other hand, pricing at or slightly above 
market value may give you more room for negotiation. 
A real estate professional can guide you in selecting the 
most effective pricing strategy based on your unique 
circumstances.

MARKET ANALYSIS

HOME FEATURES AND CONDITION

BUYERS PERSPECTIVE

PRICING STRATEGY
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Remain open to adjusting the price if necessary. The real 
estate market can fluctuate, and feedback from potential 
buyers and their agents can provide valuable insights. If 
your home isn’t generating sufficient interest or offers, 
you may need to reconsider the price to ensure it aligns 
with market expectations.

Consider the timing of your sale. Certain seasons or 
market conditions may impact buyer demand and pricing 
dynamics. Consult with your real estate professional to 
understand the current market conditions and determine 
the most opportune time to list your home for sale.

FLEXIBILITY TIMING

Remember, pricing your home too high can deter potential buyers, leading to extended time on the market. Conversely, 
pricing it too low may result in leaving money on the table. By strategically establishing a price based on market analysis, 
home features, buyer’s perspective, and pricing strategy, you can position your home competitively and increase the 
likelihood of a successful and profitable sale. Working closely with a real estate professional who has experience in your 
local market ensures you make informed pricing decisions that align with your goals.



You don’t get a second chance at a first impression. 

Let us guide you through the essential steps of 

preparing your home to captivate potential buyers 

from the moment they step through the door. 

From decluttering and depersonalizing to staging 

and enhancing curb appeal, we’ll explore the art of 

showcasing your home’s best features and creating 

a welcoming environment that entices buyers 

to envision themselves living there. Get ready to 

transform your home into a buyer’s dream and 

increase its market appeal.

STEP 3: 
PREPARE 
YOUR HOME

Creating an Irresistible First Impression for 
Potential Buyers

3
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The first impression starts at the curb, so it’s crucial to 
enhance the exterior of your home. Ensure that the front 
yard is well-maintained, including trimming the lawn, 
pruning bushes, and planting colorful flowers. Repaint 
the front door, clean the windows, and consider adding 
some tasteful outdoor decor. A well-kept and inviting 
exterior will entice potential buyers to explore further.

Start by thoroughly cleaning your home from top to 
bottom. Pay attention to every room, including often 
overlooked areas like windows, floors, and fixtures. 
Decluttering is equally important to create a sense of 
spaciousness and allow buyers to envision themselves 
living in the space. Remove personal items, excess 
furniture, and any unnecessary clutter. Organize closets 
and storage areas to showcase their potential.

Buyers want to envision themselves in your home, so it’s 
important to depersonalize the space. Remove personal 
photographs, memorabilia, and unique decor that may 
distract buyers or hinder their ability to see themselves 
in the home. Neutralize the decor and create a blank 
canvas that allows buyers to imagine their own style 
and preferences.

Consider staging your home to highlight its best features 
and create an inviting atmosphere. Staging involves 
arranging furniture, decor, and accessories in a way that 
enhances the home’s appeal. It can help buyers visualize 
the potential of each room and create a cohesive and 
aesthetically pleasing environment. Professional stagers 
can provide guidance and assistance if desired.

ENHANCE CURB APPEAL

CLEAN AND DECLUTTER DEPERSONALIZE THE SPACE

STAGE THE HOME

10
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Address any necessary repairs before listing your home. 
Walk through each room and inspect for any visible 
issues or maintenance needs. Fix leaky faucets, replace 
burnt-out lightbulbs, repair cracked tiles, and touch up 
paint where needed. Taking care of these small repairs 
upfront shows buyers that your home has been well-
maintained and reduces the likelihood of negotiation 
issues later.

Adequate lighting can greatly enhance the appeal of your 
home. Open curtains and blinds to let in natural light, 
and ensure that all light fixtures are clean and in working 
order. Consider adding lamps or strategic lighting to 
brighten darker areas. Well-lit spaces feel more inviting 
and spacious, creating a positive impression on potential 
buyers.

MAKE NECESSARY REPAIRS MAXIMIZE LIGHTING

By following these steps to prepare your home for sale, you can create an inviting and appealing environment that attracts 
potential buyers. Remember, first impressions matter, and a well-prepared home can significantly increase your chances of 
a successful sale. Consult with a real estate professional for additional tips and guidance tailored to your specific property 
and market.
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Congratulations! You’ve prepared your home to 

perfection, and now it’s time to list it on the market. 

This is an exciting phase of officially showcasing your 

home to potential buyers. By leveraging various 

listing platforms and utilizing the expertise of your 

real estate agent, you’ll maximize exposure and 

increase the chances of finding the perfect buyer 

for your property. Discover the strategies, tips and 

insider secrets that will help your listing stand out 

from the competition and attract interested buyers.

STEP 4: 
LIST IT

Maximizing Exposure and Reaching 
Potential Buyers

4
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Work closely with your real estate agent to gather all 
the necessary materials to create an enticing listing. 
This includes high-quality photographs that showcase 
the best features of your home, a compelling property 
description that highlights its unique qualities, and any 
additional documentation such as floor plans or virtual 
tours. Your agent will use these materials to create an 
appealing online and offline presence for your listing.

While online marketing is essential, offline marketing 
strategies should not be overlooked. Your real estate 
agent will employ traditional marketing techniques such 
as printed brochures, signage, and hosting open houses 
to attract local buyers. They may also leverage their 
professional network and contacts to spread the word 
about your listing to potential buyers who may not be 
actively searching online.

In today’s digital age, online marketing plays a pivotal 
role in reaching a wide audience of potential buyers. 
Your real estate agent will list your home on multiple 
listing services (MLS), ensuring that it is visible to other 
agents and their clients. They will also create a dedicated 
property listing on their agency’s website and utilize 
popular real estate websites and platforms. Professional 
photos, an engaging property description, and accurate 
information will be used to attract and captivate
 potential buyers.

PREPARE LISTING MATERIALS

OFFLINE MARKETING

ONLINE MARKETING
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Consider the timing of your sale. Certain seasons or 
market conditions may impact buyer demand and pricing 
dynamics. Consult with your real estate professional to 
understand the current market conditions and determine 
the most opportune time to list your home for sale.

TIMING

Remember, pricing your home too high can deter potential buyers, leading to extended time on the market. Conversely, 
pricing it too low may result in leaving money on the table. By strategically establishing a price based on market analysis, 
home features, buyer’s perspective, and pricing strategy, you can position your home competitively and increase the 
likelihood of a successful and profitable sale. Working closely with a real estate professional who has experience in your 
local market ensures you make informed pricing decisions that align with your goals.

Throughout the listing period, your real estate agent will closely monitor the performance of your listing. They will track the 
number of inquiries, website views, and showings to gauge the level of interest generated. Regular communication with 
your agent will keep you informed about the progress and any necessary adjustments that may be needed, such as pricing 
or marketing strategies.

MONITOR AND EVALUATE LISTING PERFORMANCE

By following these steps and working closely with a trusted real estate agent, you can effectively list your home to attract 
potential buyers and maximize its market exposure. Their expertise and guidance will prove invaluable as you navigate the 
selling process and work towards a successful sale.
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One of the key aspects of selling your home is 

providing potential buyers with the opportunity 

to view your property through open houses and 

individual showings. These events play a crucial role 

in creating interest, generating offers, and ultimately 

securing a successful sale.

STEP 5: 
OPEN
HOUSES & 
SHOWINGS

Opening Doors to Potential Buyers

5
15



To make the most of your open house, it’s crucial to 
prepare your home meticulously. Start by decluttering 
and organizing each room to create a clean and inviting 
atmosphere. Make necessary repairs, touch up paint and 
enhance curb appeal. Consult with your real estate agent 
for expert advice on optimizing your home’s presentation 
for the open house.

Your real estate agent will employ various marketing 
strategies to promote your open house effectively. 
They will utilize online platforms, social media channels, 
local advertisements, and their professional network 
to generate interest and attract potential buyers. Eye-
catching signage and directional arrows can also be 
placed strategically to guide visitors to your home.

PREPARING FOR AN OPEN HOUSE

OPEN HOUSES

MARKETING YOUR OPEN HOUSE

An open house offers a convenient way for multiple buyers to view your property on a designated day. Open houses 
can attract a broad range of buyers and provide a unique opportunity to showcase your home’s features, layout, and  
overall appearance.
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During both open houses and individual showings, it’s advisable for homeowners to make themselves scarce. While you 
may have an emotional attachment to your home, it’s best to allow buyers and their agents to explore freely without 
feeling pressured or restricted. Your real estate agent will be present during these events to answer questions, provide 
additional information, and guide potential buyers through your home.

By properly preparing for open houses and individual showings and working closely with your real estate agent, you can 
create an inviting atmosphere that showcases the best features of your home. These events provide valuable opportunities 
to make a lasting impression on potential buyers and increase the likelihood of receiving offers that align with your 
selling goals.

In addition to open houses, individual showings are scheduled appointments where potential buyers visit your home 
accompanied by their real estate agents. These one-on-one showings offer a more personalized experience, allowing 
buyers to explore the property in detail and envision themselves living there.

Each individual showing should be treated with the 
same attention to detail as an open house. Ensure 
that your home is clean, well-maintained, and staged 
appropriately. Remove personal items and create a 
neutral environment that allows buyers to envision 
themselves living in the space. Your real estate agent will 
guide you on how to make your home visually appealing 
and emotionally captivating for potential buyers.

It’s important to be accommodating and flexible when 
it comes to scheduling individual showings. Potential 
buyers may have different time constraints and 
preferences, so try to accommodate their requested 
viewing times whenever possible. By being accessible and 
allowing buyers to see your home at their convenience, 
you increase the likelihood of attracting serious buyers 
and securing a sale.

INDIVIDUAL SHOWINGS

PREPARING FOR INDIVIDUAL SHOWINGS FLEXIBILITY AND ACCESS
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You’ve captured the interest of potential buyers, 

and now it’s time to navigate the world of offers and 

negotiations. From understanding the elements of a 

compelling offer to effectively communicating with 

buyers and their agents, you’ll gain the knowledge 

and strategies necessary to make informed decisions 

and achieve the best possible outcome. Get ready to 

embark on this pivotal stage of the selling journey 

as we unravel the secrets of successful offers  

and negotiation.

STEP 6: 
EVALUATING 
OFFERS AND 
NEGOTIATING 
TERMS

Navigating the Path to a Successful Sale

6
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Assess whether the offered price aligns with your 
expectations and the market value of your home. Your 
agent will provide you with a comparative market 
analysis to help you make an informed decision.

Determine whether the buyer has obtained pre-
approval for a mortgage, as this demonstrates their 
financial readiness and increases the likelihood of a  
successful transaction.

Review any contingencies or conditions outlined in the 
offer. Common contingencies include home inspections, 
financing, and the sale of the buyer’s current property. 
Consider how these contingencies may impact the 
timeline and feasibility of the sale.

Evaluate the amount of earnest money included 
with the offer. Earnest money serves as a deposit to 
demonstrate the buyer’s seriousness and commitment to  
the purchase.

PURCHASE PRICE

FINANCING AND PRE-APPROVAL

EVALUATING OFFERS

CONTINGENCIES

EARNEST MONEY

When you receive an offer, take the time to carefully evaluate its terms and conditions. Your real estate agent will help you 
understand the details and guide you through the process. Some key factors to consider include:
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Once you have evaluated the initial offer, it’s time to 
engage in negotiations. Negotiations are a back-and-
forth process where you and the buyer attempt to reach 
mutually agreeable terms. Your real estate agent will act 
as your advocate and negotiate on your behalf. Here are 
some key points to consider:

Navigating offers and negotiations can be complex, but 
with the guidance of a knowledgeable real estate agent, 
you can effectively navigate this stage of the selling 
process. Their expertise and negotiation skills will help 
you secure the most favorable terms while protecting 
your interests as a seller.

It’s common for buyers and sellers to counteroffer, 
proposing changes to the initial terms of the offer. 
These counteroffers can include adjustments to 
the purchase price, contingencies, closing date, 
or other conditions. The goal is to find a middle 
ground that satisfies both parties.

During negotiations, be open to flexibility and 
compromise. It’s important to have clear priorities 
and understand which terms are most important 
to you. Your agent will provide expert advice and 
guidance to help you navigate the negotiation 
process effectively.

Effective communication is crucial during 
negotiations. Your agent will maintain regular 
contact with the buyer’s agent to exchange offers, 
counteroffers, and any necessary documentation. 
Clear and prompt communication helps ensure 
that negotiations progress smoothly.

NEGOTIATING THE TERMS

COUNTEROFFERS

FLEXIBILITY AND COMPROMISE

COMMUNICATION
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Accepting an offer on your home is an exciting and 

significant milestone in the selling process. It signifies 

that a buyer is genuinely interested in purchasing 

your property and sets the stage for moving forward 

towards closing. As you navigate this crucial step, 

here are a few key points to remember:

STEP 7:
ACCEPTING 
AN OFFER

Making the Right Decision for a Seamless Sale

7
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Clear and consistent communication between all parties 
involved is crucial during this phase. Stay in touch with 
your real estate agent, the buyer’s agent, and any relevant 
professionals to address any questions, concerns, or 
updates that may arise. Effective communication helps 
ensure a seamless and successful closing.

Remember, accepting an offer is an important milestone, but it’s not the end of the selling process. There are still 
several steps to complete before the sale is officially closed. Stay engaged, proactive, and in close communication with 
your agent to ensure a successful transaction.

Accepting an offer is ultimately your decision as the 
seller. It’s essential to have confidence in your choice and 
trust your real estate agent’s guidance throughout the 
negotiation process. Lean on their expertise and market 
knowledge to make an informed decision that aligns with 
your selling goals.

Accepting an offer is a cause for celebration. It signifies 
that your efforts in preparing and marketing your home 
have paid off. Take a moment to appreciate the progress 
you’ve made and the buyer’s genuine interest in 
your property.

Once you’ve accepted an offer, it’s important to 
understand that there may still be contingencies 
and steps to fulfill before the sale is finalized. These 
contingencies might include inspections, financing, or 
other conditions outlined in the contract. Work closely 
with your agent to ensure that all necessary steps are 
taken and the transaction progresses smoothly.

MAINTAINING COMMUNICATION

CONFIDENCE IN YOUR DECISION CELEBRATE THE MILESTONE

PROCEEDING WITH CONTINGENCIES

22



Once you’ve accepted an offer on your home, the 

exciting phase of being under contract begins. From 

ensuring loan approval to tracking the progress of 

the sale and handling necessary paperwork, we’ll dive 

into the various components of this stage and how 

your real estate agent plays a crucial role in keeping 

everything on track.

STEP 8: 
UNDER 
CONTRACT

Progressing Towards a Finalized Sale

8
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Once the offer is accepted, all parties involved must 
confirm and agree upon the terms outlined in the 
contract. This includes the agreed-upon purchase price, 
contingencies, and any additional terms or conditions. 
Your real estate agent will guide you through this process, 
ensuring that everyone is on the same page and that all 
necessary paperwork is properly executed.

Throughout the under contract phase, there will be 
various deadlines and milestones to meet. These 
may include deadlines for inspections, financing 
contingencies, or other contract-related obligations. It is 
crucial to stay organized and stay in close communication 
with your agent to ensure all deadlines are met and the 
transaction stays on track.

The buyer will be working closely with their lender to 
secure financing for the purchase. The lender will review 
the buyer’s financial information, conduct an appraisal 
of the property, and complete the necessary steps to 
finalize the loan. Your agent will stay in touch with the 
buyer’s lender to ensure the process is progressing 
smoothly and that any required documentation is 
provided in a timely manner.

As the under contract phase progresses, it’s important to 
start preparing for the upcoming closing. This includes 
gathering any necessary documents or paperwork, 
coordinating with the title company, and ensuring that 
any outstanding obligations or repairs are addressed in 
a timely manner. Your agent will guide you through the 
closing preparation process and provide a checklist of 
what needs to be completed before the closing date.

CONFIRMING AGREEMENT TERMS

KEEPING TRACK OF DEADLINES

MORTGAGE AND FINANCING

PREPARING FOR CLOSING

Remember, the under contract phase is a critical period where the sale of your home is finalized. It requires patience, 
cooperation, and effective communication between all parties involved. By staying informed, organized, and working closely 
with your real estate agent, you’ll be well-equipped to navigate this phase successfully and move closer to a 
successful closing.



As the sale of your home progresses, it’s time to face 

the inspection stage - a crucial step that can uncover 

both the strengths and weaknesses of your property. 

From coordinating the buyer’s professional home 

inspection to negotiating repairs and navigating 

through any potential obstacles, you’ll gain insights 

on how to handle this pivotal phase with confidence. 

Discover how your real estate agent can guide you 

through the inspection process, and ensure that all 

necessary maintenance and repairs are addressed 

promptly. Get ready to tackle the inspection stage 

head-on and move closer to a seamless closing of 

your home sale.

STEP 9:
INSPECTION

Uncovering the Strengths and Addressing 
the Weaknesses

9
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The buyer’s agent will work with your agent to schedule 
a suitable time for the home inspection. Typically, the 
inspection takes place within a few days or weeks after 
the contract is signed. It’s important to ensure that the 
property is accessible and in a condition that allows the 
inspector to perform a thorough evaluation.

After the inspection is completed, the inspector will 
provide a detailed report outlining their findings. This 
report typically includes information about both minor 
and major issues, as well as recommendations for 
further evaluation or repairs. It’s essential to review the 
report carefully and discuss it with your agent to gain a 
clear understanding of the inspector’s observations.

The home inspector is a licensed professional trained 
to assess various aspects of the property, including its 
structure, systems, and components. They will conduct 
a comprehensive examination, checking items such as 
the foundation, roof, electrical systems, plumbing, HVAC, 
and more. The inspector’s goal is to identify any potential 
issues or defects that may impact the home’s value 
or safety.

SCHEDULING THE INSPECTION

UNDERSTANDING THE 
INSPECTION REPORT

THE ROLE OF THE 
HOME INSPECTOR
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Consider the timing of your sale. Certain seasons or 
market conditions may impact buyer demand and pricing 
dynamics. Consult with your real estate professional to 
understand the current market conditions and determine 
the most opportune time to list your home for sale.

TIMING

Remember, pricing your home too high can deter potential buyers, leading to extended time on the market. Conversely, 
pricing it too low may result in leaving money on the table. By strategically establishing a price based on market analysis, 
home features, buyer’s perspective, and pricing strategy, you can position your home competitively and increase the 
likelihood of a successful and profitable sale. Working closely with a real estate professional who has experience in your 
local market ensures you make informed pricing decisions that align with your goals.

Once an agreement is reached regarding repairs, it’s crucial to complete them in a timely manner. Working efficiently 
to address the agreed-upon repairs demonstrates your commitment to the transaction and helps maintain a positive 
momentum towards closing. Your agent can provide guidance on coordinating repairs and ensuring all necessary 
documentation is obtained.

In some cases, the buyer may request a reinspection to verify that the agreed-upon repairs have been completed 
satisfactorily. This is a standard practice to ensure that all parties are confident in the condition of the property. Your agent 
will assist in scheduling the reinspection and ensuring that the necessary documentation is provided to the buyer.

TIMELY COMPLETION OF REPAIRS

REINSPECTION, IF NECESSARY

The inspection phase is an important part of the home selling process as it allows the buyer to gain a thorough understanding 
of the property’s condition. By being proactive, responsive, and cooperative throughout this phase, you can demonstrate 
your commitment to a successful transaction. Your real estate agent will be there to guide you, help you navigate any repair 
negotiations, and ensure that the inspection process moves forward smoothly.

27
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Congratulations! You’ve made it to the final stage 

of selling your home: the closing process. This is 

an exciting time as it marks the official transfer 

of ownership from you, the seller, to the buyer. 

However, before you can celebrate, there are several 

important steps and considerations involved in the 

closing process. Here’s what you need to know:

STEP 10: 
CLOSING

Celebrating the Final Chapter of Your Home 
Selling Journey

10
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The closing date is typically agreed upon during the 
negotiation phase and specified in the purchase 
agreement. It’s essential to familiarize yourself with the 
closing date and be prepared for the necessary tasks 
leading up to it.

Prior to the closing date, you will receive a closing 
disclosure and other related documents from the title 
company. It’s crucial to carefully review these documents, 
which may include the settlement statement, deed, bill 
of sale, and other legal forms. If you have any questions 
or concerns, don’t hesitate to seek clarification from  
your agent.

The closing process is facilitated by a title company 
or an attorney. They will handle the legal aspects of 
the transaction, including the transfer of funds and 
ownership. Your real estate agent will work closely with 
the title company to ensure all the necessary documents 
and requirements are met.

As the seller, you may be responsible for certain closing 
costs, such as prorated property taxes, outstanding 
mortgage balances, and any agreed-upon credits or 
repairs. The title company will provide you with an 
estimate of the funds you need to bring to closing. 
Ensure that you have the necessary funds available and 
discuss any payment methods or requirements with the 
title company.

UNDERSTANDING THE 
CLOSING DATE

REVIEWING CLOSING 
DOCUMENTS

COMPLETING THE FINAL WALKTHROUGH

COORDINATION WITH THE 
TITLE COMPANY

ARRANGING FOR FUNDS

Before the closing, the buyer will typically conduct a final walkthrough of the property. This is their opportunity to ensure 
that the home is in the agreed-upon condition and that any repairs or agreed-upon improvements have been completed. 
It’s important to cooperate with the buyer’s agent during this process and address any outstanding concerns promptly. 
successful closing.
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Remember, the closing process may vary depending on your location and specific circumstances. It’s important to rely on 
the expertise of your real estate agent and the guidance of the title company or attorney to ensure a smooth and successful 
closing. They will be there to answer your questions, address any concerns, and guide you through the necessary steps to 
finalize the sale of your home.

With the closing process complete, you can move forward with confidence, knowing that you’ve accomplished your goal

On the closing date, you will attend a meeting at the title company’s office or another designated location. The buyer, 
their agent, and possibly their lender will also be present. During the meeting, the necessary documents will be reviewed 
and signed by all parties involved. Your agent or attorney will guide you through the process and ensure that everything 
is properly executed.

After the closing is finalized, it’s time to celebrate! You’ve successfully sold your home, and it’s an achievement worth 
acknowledging. Take a moment to reflect on your experience and the journey you’ve taken to reach this milestone.

Once all the required documents are signed, and the 
necessary funds are provided, the title company will 
initiate the transfer of ownership and funds. They will 
handle the recording of the deed with the appropriate 
government agency and disburse the proceeds from the 
sale. This process typically takes a few days to complete.

Depending on the terms of the purchase agreement, the 
buyer may take possession of the property immediately 
after closing or at a later agreed-upon date. Make sure 
you are aware of the possession terms and coordinate 
with the buyer accordingly.

ATTENDING THE CLOSING APPOINTMENT

CELEBRATING THE SALE

TRANSFERRING OWNERSHIP 
AND FUNDS HANDING OVER POSSESSION
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Selling your home is a significant life event, and we hope this 
comprehensive guide has provided you with the knowledge and 
confidence to navigate the process successfully. Remember, the 

experienced agents at Better Homes and Gardens Real Estate 
The Masiello Group are here to help you achieve your real estate goals. 

CONTACT US TODAY AND LET’S MAKE YOUR NEXT MOVE 
A REMARKABLE ONE!


