
Everything You Need To Know About Selling Your Home.

YOUR GUIDE TO SOLD!





Selling a home can be complicated. There’s lots to do, from 
preparing the property for sale, to marketing the listing, to 
the negotiations and paperwork. If you’re ready to embark 
on the home selling process, or just get a head start on 
planning, take your fi rst step with the SMART Selling Guide. 
This is a resource to help you navigate through the home 
selling experience, from “listed” to “sold.”

P.S. Ask us about the RE/MAX “Miracle Home” Program and how the sale of 
your home can make a di� erence in our community.
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2.Decide to Sell 
Your Home
Make sure you are 
ready both fi nancially                                         
and emotionally.    

When everything is in place, 
your agent will put your home 
on the open market. 
Your RE/MAX SMART realty 
agent will be actively working 
behind the scenes marketing 
your property to colleagues, 
clients and the public!

Potential buyers may ask 
to see your home on short 
notice. It is best if you 
can accommodate these 
requests, you never want to 
miss a potential sale. After 
each showing, your RE/MAX 
SMART realty agent will 
follow up with the people 
who viewed your home to 
hear their feedback.

This is the date of 
transfer of funds      
and ownership that 
was agreed upon 
in your binding 
contract. Be sure 
you are packed up 
and ready to go 
before this date!

When the agrement of purchase and                                
sale is accepted and signed by all parties,                                                                                   
the conditional phase begins. The buyers                                                                                        
will have a pre-determined amount of 
time to fulfi ll items likely including home 
inspection, fi nancing, home insurance, etc. 
The date the conditions are removed, you 
now have a fi rm and binding contract                                                                  
for the sale of your home. SOLD!

If everything goes well,                                                          
a buyer’s agent will                                 
present your agent with an                                                       
off er. You have three                                                      
choices—accept the off er,                              
counter the off er or reject 
the off er. Our knowledge of                               
your needs will enable your         
agent to represent you in                                                      
the best way possible.

At this point, you 
have accepted 
an off er and have 
agreed to all the 
terms set forth 
in the contract.

View your home through 
the eyes of the buyer                                         
and ask yourself what you 
would expect. Your SMART 
realty agent will help guide 
you and give you tips on                                                 
de-cluttering and other 
things that will help your 
home  be more sellable.

Now that you have 
chosen an agent, they 
will help you establish 
your asking price for 
your property.

There is no commitment required on your part for the 
initial meeting with an agent. It will be educational 
and will help you identify the right agent for you. Your 
RE/MAX SMART realty agent will provide you with 
a comparative market analysis and all the tools they 
have to help sell your home the fastest.

List it for Sale

Showings Off ers
Negotiations

Closing Conditional Phase

Under 
Contract

Prepare Your
Home For Sale

Establish a Price

REALTOR® Consultation



DETERMINING THE 
VALUE OF YOUR HOME.

3. CONDITION OF THE HOME:
This includes the general condition of 
your home’s main systems, such as the 
furnace, central air, electrical system, etc., 
as well as the appearance and condition 
of the fi xtures, the fl oorplan of the house, 
and its fi rst appearances.

The market ultimately determines the true value of your property. Before you
establish a competitive list price, the following points should be considered:

1. LOCATION:
The proximity of your home to amenities, 
like water, trails, schools and hospital will 
a� ect its status on the market. Also, the 
quality of neighbourhood planning, and 
future plans for development and zoning 
will infl uence a home’s current market 
value, as well as the ways in which this 
value might change.

4. COMPARABLE PROPERTIES:
Ask your REALTOR® to prepare you a 
general market analysis of your 
neighbourhood, so you can determine 
a range of value for your property. A 
market analysis will provide you with a 
market overview and give you a glimpse 
of what other similar properties have 
been selling for in the area.

4. MARKET CONDITIONS/ECONOMY:
The market value of your home is 
additionally a� ected by the number of 
homes currently on the market, the number 
of people looking to buy property and 
current mortgage rates.

2. PROPERTY:
The age, size, layout, style, and quality 
of construction of your house will all 
a� ect the property’s market value, as 
well as the size, shape, seclusion and 
landscaping of the yard.



Seller Dos
and Donts

DO

Clear Out & Clean Up
You want house-hunters to imagine your house as
their own, so clear out the clutter. Remove excess
home décor, pack up the collectibles, put away the
kids’ toys, and eliminate pet evidence. You’ll also
want to clean everything, from the baseboards to the
ceilings and every spot in between. In addition, keep
the house at a comfortable room temperature.

Update & Upkeep
Impress house-hunters with simple yet visually
appealing updates. Inside, consider swapping out old
light fi xtures, painting dark walls lighter, and replacing
dingy carpets. Outside, keep up with your yard work:
trim bushes and trees, keep the grass cut or the
driveway shoveled, and plant fl owers or add greenery
for a fl attering fi rst impression.

Organize & Categorize
Everything has a place. Arrange furnishings to
complement the size, tra�  c fl ow and natural light of
the room. If you’re not sure, consult a professional
stager. You’ll also want to organize all of your
paperwork: inspection reports, property disclosures,
appliance manuals, etc. Then, categorize them in an
easy-to-access binder for quick reference.

Respect & Respond
You may be partial to your home, but not everyone
will be. Respect professionals’ (appraiser, inspector,
stager, etc.) opinions on what changes can be made
to make your home appeal to more people. Don’t be
o� ended by a low o� er; respond to the buyer and
let them know the o� er was too low but that you are
serious about accepting a better one.

DON’T

Fall Behind
Selling your house is hard work. Don’t slack, stay
up-to-date on your responsibilities. Keep your home
clean and the yard well-maintained throughout the
process. Once you fi nd a buyer, don’t fall behind on
bills; keep paying your mortgage and utility bills on
time so you don’t have extra costs to cover at closing.

Get Ahead
It takes time to sell a house in today’s market.
Don’t try to get ahead of the trend and enter into
negotiations with buyers who aren’t pre-approved
for a mortgage. Don’t price your home excessively,
listen to your agent and price it according to market
conditions. Pricing it too high can keep it on the
market and make it appear unattractive, fl awed or
stale.

Hide or Hover
Your house needs to be available, you do not. Don’t
make your house unavailable for showings by
requesting a day’s notice or not answering the phone
or email. Your home needs to be ready when buyers
are. Don’t hover around during showings. Buyers like
their space and may feel awkward or uncomfortable
sharing their thoughts with you present.

Do it All or Leave it All
Working with a real estate agent can be invaluable.
Why try to do it all when you can hire a professional
agent with the experience and expertise to do it for
you? However, when you hire a real estate agent,
don’t leave it all up to them. You’ll have a number
of personal responsibilities to manage to help make
your home selling experience successful.



CLEAN UP THE CLUTTER

If you are listing your house and getting it ready for
showings, clean up the clutter. A good way to start
is to go through everything you don’t use on a daily
basis and create three piles: pack it, donate it, and
junk it.

Pack It
For the items you’re packing, go online and search
“portable storage and moving containers.” These
convenient containers can be rented monthly and
take the trip out of the traditional storage unit. They
are delivered to your house, you pack it up, and
they’re picked up and stored for you until you’re
ready to add more – or unload it at your new house!

Donate It
For the items you’re donating, a number of charities
now o�er scheduled donation pick-ups. Visit your
favourite charity’s website to learn when they’ll be in
your neighbourhood.

Junk It
For the items you’re dumping, first make sure
they can be dumped. Certain items need to be
recycled or properly disposed of. Check with
your municipality website to find a convenient
and a�ordable way to properly dispose of certain
materials. If what you have truly can be junked,
consider renting a dumpster for large quantities.

For a more extensive room-by-room list of staging
tips, ask your RE/MAX SMART realty agent for a copy 
of the RE/MAX Home Staging Guide.

6 STAGING SUGGESTIONS

Not interested in hiring a professional
stager? Consider these six staging
suggestions to help enhance your home:

1. FIX minor flaws and imperfections;
buyers don’t want deferred
maintenance issues.

2. REMOVE excess furniture and declutter
countertops to make usable
space and rooms appear larger.

3. CLEAN and organize everything
including garages, closets, storage
rooms and laundry rooms. Buyers look
everywhere.

4. WASH windows, pull back curtains
and turn on lights in dim rooms to
brighten areas and make rooms
appear larger.

5. PAINT walls in neutral tones and
pack up family pictures so buyers can
envision their colour preference and
portraits.

6. MANAGE your yard; shovel the paths,
mow the lawn, plant flowers, and
remove cobwebs from the door frame.



WHERE DO BUYERS
COME FROM?



MARKETING YOUR HOME



UNDERSTANDING THE 

OFFER PROCESS.
The moment another agent contacts me to let me know know their Buyers 
have signed an off er, it’s called “registering an off er”. The fi rst step is to then 
contact you and let you know about the off er and set up a time to go over the 
details of the off er. It’s important to note that at this stage, I will not have any 
details about the off er yet. The Seller may opt to have the off er presented and 
signed with their agent in person or electronically via Docusign. 

MULTIPLE OFFERS 

The ideal situation is for us to have more than one off er registered on your 
property at the same time. When this happens, we will have to set up a time 
for off er presentation and give all agents a deadline by which they have to 
send their off er. As an example, off ers being presented at 7pm and must be 
submitted by 5pm. 

CONDITIONAL PERIOD

In most cases, an off er on your home will be conditional on fi nancing & home 
inspection for a certain period of time (typically 5 days following acceptance, 
and can include other conditions at times). During this period, your property 
is sold conditionally. The Buyer has 5 business days in which to ensure they 
qualify for a mortgage on the house, as well as conduct a professional home 
inspection to see if there are any major concerns that need to be addressed. 
Once the Buyer fulfi lls these conditions the house will be sold “Firm” and that 
is when the “Sold” sign will be placed on the front lawn. 



Ancaster (AN) | 109 Portia Drive
Burlington North (BN) | #4A-2180 Itabashi Way
Burlington South (BS) | 4121 Fairview Street
Brant (BD) | 502 Brant Street
Oakville (OA) | #103-1320 Cornwall Road
Upper James (UJ) | 1595 Upper James Street
Queenston (QN) | 860 Queenston Road
Winterberry (WT) | 325 Winterberry Drive



2024 RE/MAX® vs. THE INDUSTRY
Choose the brand with outstanding agents, leading brand awareness and an unmatched global presence.

CANADA

NATIONAL, FULL-SERVICE BROKERAGE BRANDS

1Canadian Total Transaction Sides for 2023 obtained from third party data and is +/- 1% in major markets. Includes residential transactions only, 
and does not include commercial, new homes, private, exclusive, pocket, rentals, farms, vacant land, and co-listings. Does not include Yukon 
and Nunavut due to low reported transactions. 2MMR Strategy Group study of total awareness of real estate brands among buyers, sellers, and 
those planning to buy or sell. 3O�ce, agent, and countries and territories data collected March 2024, based on latest available statistics from 
various sources. Coldwell Banker and Century 21 data is either as reported by Anywhere Real Estate Corporation on SEC10-K, Annual Report for 
2023 or from company websites, the Canadian Real Estate Association (CREA) or other industry sources; data for all other competitors is from 
company websites, CREA and other industry sources. Actual transaction sides, o�ce count, and agent count may di�er. RE/MAX o�ce, agent, 
and countries and territories is internal data as of 12/31/2023. 4Data not publicly available. ©2024 RE/MAX, LLC. Each O�ce Independently 
Owned and Operated. 24_315

Unstoppable 
Starts Here

Brand
Canadian Total 

Transaction 
Sides1

Total Brand 
Awareness2

Countries & 
Territories3

O�ces in 
Canada3

O�ces 
Worldwide3

Agents in 
Canada3

Agents 
Worldwide3

280,766 95.3% 110+ 956 9,022 25,168 144,835

148,297 85.3% 1 650+ 650+ 20,000+ 20,000+

63,143 86.3% 84  400± 12,000 10,600± 135,000

40,134 9.1% 24 N/A N/A 6,795± 90,000

34,387 58.6% 1 200 200 6000 6000

28,661 21.3% 59 125± 1,100± 4,600+ 189,000+

19,435 50.6% 40  176 2,900 2,805± 101,000

18,524 26.0% 9 143 N/A 12,250± N/A

11,091 12.7% 2 N/A N/A 1,660± 16,000+

10,133 16.7% 2 45± N/A 970± 24,000±

7,809 16.0% 35+ 55± 1,000+ 920± 16,000+

N/A = Data not publicly available.

We understand that everyones reason to purchase or sell a 
home is unique. You may be buying your fi rst home, have a 
growing family, planning for retirement, have changes in your 
fi nancial outlook and SMART sizing or even looking for an 
investment property. Regardless of where you are in life, we 
have you covered. With SMART Realty you will have a team of 
dedicated professionals working for you from the moment we 
meet to discuss your plans to the day the SOLD sign goes up. We 
understand that this is your life - your home and the people you 
care about are the things that matter most. We feel that way too. 
Let us show you how we can make your next move a SMART one. 

Our team consists of a group of like minded seasoned 
professionals sharing a team philosophy that begins with 
family. We strive to treat our clients like family members 
with the ultimate care, respect and compassion. As a full 
service team with the largest RE/MAX brokerage in the area, 
representing the most recognized and trusted brand in real 
estate, we provide expertise in every aspect of the business. 

RTSM
R E A LT Y  T E A M
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OPEN HOUSE CHECKLIST

Today’s buyers are looking for properties that are move-in ready. All showings and open 
houses need to make the right first impression.

EXTERIOR (SEASONAL)

INTERIOR 

Add colour with mulch and/ or greenery
Maintain lawn/shrubs
Remove pet waste, leaves, weeds
Shovel and salt driveway and walkways

Address heating/AC
Ensure floors are clean
Have inviting scent
Remove garbage
Turn all lights on
Address lighting (dark corners/rooms)
Clean bathrooms
No items on the stairs
Pick up toys
Tidy laundry room
Organize pantry and closets

Clean front door/garage
Pick up toys
Sand/stain stairs and deck
Scrape peeling paint/repaint

Depersonalize
Hide signs of pet(s)
Remove clutter from front entrance
Spotless kitchen
Remove clutter/confidential info
All beds are made
Conceal valuables
De-clutter home o�ce
Tidy utility room/make accessible
Vacuum



PRIORITIES

COMMENTS

1.

2.

3.



Home Seller’s
Glossary

1. Asking Price: The price that the seller has agreed
to list their property for. The asking price is di� erent
from the selling price, which is the fi nal price that
has been agreed upon by the buyer and seller.

2. Balanced Market: There is an equal balance of
buyers and sellers in the market, which means
reasonable o� ers are often accepted by sellers, and
homes sell within a reasonable amount of time and
prices remain stable.

3. Bridge Financing: A short-term loan designed
to “bridge” the gap for homebuyers who have
purchased their new home before selling their
existing home. This type of fi nancing is common in
a seller’s market, allowing homebuyers to purchase
without having to sell fi rst.

4. Buyer’s Market: There are more homes on the
market than there are buyers, giving the limited
number of buyers more choice and greater
negotiating power. Homes may stay on the market
longer, and prices can be stable or dropping.

5. Chattels: Unattached items in the home that can
be removed without doing any damage to the
property, such as curtains, but not the curtain rods
since they are physically attached to the home.
Chattels are usually not included with the home
purchase, unless specifi ed in the Agreement of
Purchase and Sale.

6. Closing: This is the fi nal step in the home selling
process. Once all o� er conditions outlined in the
Agreement of Purchase and Sale have been met

at the end of the closing period, ownership of
the property is transferred to the buyer and the
keys are exchanged on the closing date outlined
in the o� er.

7. Conditional O� er: When the sale of the home
hinges on predetermined conditions, such as
“conditional on fi nancing” or “conditional on a
satisfactory home inspection.” If the conditions
are not met, the buyer can back out of the deal.

8. Countero� er: When the original o� er to purchase
a home is rejected by the seller, the seller can
countero� er with adjustments, usually to the price
or terms of the purchase, such as the closing date.

9. Curb Appeal: The appeal of a home when viewed
from the curb. Curb appeal includes the home’s
exterior, front yard, and anything else that’s visible
from the street.

10. Current Market Assessment: A CMA (Current
Market Assessment) is provided by your real
estate agent during the listing process and is
complimentary. This report assists with determining
the asking price of the home, using current housing
market information such as supply and demand,
seasonality, home information like location, age,
square footage and more.

11. Dual Agency: Dual agency is when one agent
represents both the seller and the buyer in a single
real estate transaction; consent of both parties
is usually required. Dual agency practices may
di� er based on province, local rules and brokerage



policies. Ask your real estate agent to clarify the
dual agency policy if it pertains to your transaction.

12. Fixtures: Items that are physically attached to
the home and require tools to remove. Fixtures
are included as part of the purchase. Examples of
fixtures include ceiling lights, cabinet hardware and
appliances. If the seller plans to take any fixtures
with them when they move, either remove them
prior to listing the home, or be sure to specify the
fixtures in the Agreement of Purchase and Sale.

13. FSBO: Acronym for “For Sale By Owner,” meaning
the seller hasn’t retained the services of a real estate
agent or broker to assist with the sale of their home.
By virtue of the FSBO, the seller will avoid paying
the real estate agent’s commission fee, which is split
between the listing and buying agent.

14. Home Value Estimator: A home value estimator
is a tool, typically found online, that helps home
sellers estimate the value of their property. The
result is an estimate and di�erent from a detailed
property assessment provided by a Realtor.

15. List-To-Sale-Price Ratio: The di�erence between
the listing price of a home and the final selling price,
expressed as a percentage. If the list-to-sale-price
ratio is more than 100%, the home sold over asking.
If it is below 100%, the home sold under asking.

16. MLS: The Multiple Listing Service, commonly
referred to as MLS, is a real estate selling system
operated jointly by real estate Boards and
Associations across Canada.

at the end of the closing period, ownership of
the property is transferred to the buyer and the
keys are exchanged on the closing date outlined
in the o�er.

7. Conditional O�er: When the sale of the home
hinges on predetermined conditions, such as
“conditional on financing” or “conditional on a
satisfactory home inspection.” If the conditions
are not met, the buyer can back out of the deal.

8. Countero�er: When the original o�er to purchase
a home is rejected by the seller, the seller can
countero�er with adjustments, usually to the price
or terms of the purchase, such as the closing date.

9. Curb Appeal: The appeal of a home when viewed
from the curb. Curb appeal includes the home’s
exterior, front yard, and anything else that’s visible
from the street.

10. Current Market Assessment: A CMA (Current
Market Assessment) is provided by your real
estate agent during the listing process and is
complimentary. This report assists with determining
the asking price of the home, using current housing
market information such as supply and demand,
seasonality, home information like location, age,
square footage and more.

11. Dual Agency: Dual agency is when one agent
represents both the seller and the buyer in a single
real estate transaction; consent of both parties
is usually required. Dual agency practices may
di�er based on province, local rules and brokerage

17. O�er: An o�er is a legal agreement to purchase
a home. An o�er can be conditional on a number
of factors, commonly conditional on financing
and a home inspection. If the conditions are not
met, the buyer can cancel their o�er.

18. Porting: Transferring your mortgage (and
the existing interest rate and terms) from one
property to another.

19. Seller’s Market: In a seller’s market, there are
more buyers than there are homes for sale. With
fewer homes on the market and more buyers,
homes sell quickly in a seller’s market. Prices of
homes are likely to increase, and there are more
likely to be multiple o�ers on a home. Multiple
o�ers give the seller negotiating power, and
conditional o�ers may be rejected.

20. Staging: Preparing a home for sale to
appeal to a wide range of homebuyers. The
staging process often includes decluttering,
depersonalizing, deep-cleaning, and minor
updates such as painting and rearranging
furniture.

21. Virtual Deals: The home-buying process
completed by means of technology in place of
face-to-face contact. Some common technology
tools include 360 home tours and video
showings, video conference calls, e-documents,
e-signatures and e-transfers.



NOTES
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RE/MAX Escarpment Realty Inc., Brokerage Independently Owned and Operated

SMART REALTY TEAM

Not intended to solicit persons or properties currently under contractual agreement.




