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SELLER LISTING PRESEMTATION

THE PROMISE

What this process is designed to
do

Transparent
Selling well is not about doing more. It is about doing the right work in the guidance
right order: position the home, create demand, protect your leverage, and
keep the path to closing clean. Strategic
positioning

- ] Clarify your goals, timing. and non-negotiables before the listing goes

. Sharp execution
public.

[« ] Prepare the home so buyers understand its value quickly and

emotionally. Steady

communication

© Launchwitha pricing and marketing strategy built around buyer
psychology.

[« ] Megotiate beyond price: terms, timing, contingencies, appraisal, and
risk.

- ] Manage the contract-to-close details so surprises do not become
expensive.
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How to use this flipbook

Start here before the listing prep begins.

WHAT THIS MEANS

This guide is meant to give you a full picture of what happens befare, during,
and after your home goes live. It does not replace direct advice for your
property, contract, or market conditions, but it does give you a shared
reference point so you are not trying to remember every detail from a
meeting. When in doubt, look here first, then ask me the specific question
that remains.

The listing process works best when decisions are documented,

timelines are visible, and everyone knows which step comes next.

KEY POINTS

Read the chapter for the
phase you are in.

Use the checklists to
reduce back-and-forth
guestions.

Flag anything that feels
unclear before it becomes
urgent.

Expect the plan to adjust
when the market gives us
new information.




Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether

something is normal.

SELLER CHECKLIST

Q Confirm preferred communication
method
Q Save important dates

s . .
\J Review seller disclosures carefully

Q Ask early about anything sensitive

Real estate decisions are specific to the
property, contract, lender, title company,
market conditions, and your risk tolerance.
This flipbook is designed to make the
process clearer and reduce confusion, but it
is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the
right licensed professional.

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.
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HOME SHOUL D FEEL EASY TO CHI

The Selling Philosophy
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THE SELLING PHILOSOPHY

The four levers that move a listing

A listing succeeds when the market receives one clear message: this home
is desirable, credible, fairly positioned, and easy to act on.

© Presentation creates the first emotional Ves.
[« ] Pricing creates urgency and protects negotiating power.
© Distribution makes sure qualified buyers actually see the property.

© Process management keeps momentum alive after the offer is
accepted.

ERIM ROSE SELLS REAL ESTATE cortent ; aver

SELLER ADVANTAGE

Clarity beats
guesswork

Momentum beats
hesitation

Evidence beats
opinion




What creates buyer confidence

Buyers move faster when the story feels complete.
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A buyer is usually trying to answer two questions at once: do | want this
home, and do | trust this purchase? The first question is emotional. The A polished home lowers
second is practical. We need both. That is why presentation, pricing. perceived risk.
disclosures, access, and follow-up all matter. A beautiful listing can attract
attention, but a complete listing helps a buyer feel safe enough to write.

Clear pricing helps buyers
understand whether they
should act.

Transparent
documentation reduces
hesitation.

Consistent messaging
keeps showings and
offers aligned.

The strongest sale usually comes from a home that feels desirable

and well-managed, not merely available.




Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether

something is normal.

SELLER CHECKLIST

Q Know the buyer profile

O Prepare proof of upgrades

Q BRemove avoidable distractions

Q Keep the story consistent

ERIN ROSE SELLS REAL ESTATE

Real estate decisions are specific to the
property, contract, lender, title company,
market conditions, and your risk tolerance.
This flipbook is designed to make the
process clearer and reduce confusion, but it
is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the
right licensed professional.

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.
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YOUR GOALS

KEY CQUESTION

Seller discovery

What would make
this sale feel not
just successful, but
well-handled?

Before pricing or prep, we define what a successful sale actually means for
you. The strategy changes depending on whether speed, certainty, net
proceeds, privacy, leaseback, or simplicity matters most.

© Ideal timeline and must-hit dates

[« ] Target net proceeds and financial priorities

© Home condition, prep appetite, and budget comfort

[« ] Showing preferences, privacy needs, pets, children, and work

schedules

- ] Backup plans if the market responds differently than expected
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Your goals become the filter

Every recommendation should connect back to what you actually need.

WHAT THIS MEANS

Before we talk about price, staging, or launch timing, we need to define what
winning looks like. A seller who needs a fast, predictable closing may make
different choices than a seller who can wait for a rare premium buyer. This is
also where we identify constraints: pets, children, work-from-home needs,
repairs you will not do, or dates that cannot move.

| will give strategic guidance, but you make the final decisions

based on your priorities, risk tolerance, and life logistics.

KEY POINTS

Speed and highest price
are sometimes in tension.

Privacy may affect
showing strategy.

A leaseback can be worth
more than a slightly higher
offer.

Certainty matters when
your next move depends
on this closing.




Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether

something is normal.

SELLER CHECKLIST

Q Define ideal close date

Q Estimate moving timeline

Q List deal-breakers

Q Clarify budget for prep

ERIN ROSE SELLS REAL ESTATE

Real estate decisions are specific to the
property, contract, lender, title company,
market conditions, and your risk tolerance.
This flipbook is designed to make the
process clearer and reduce confusion, but it
is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the
right licensed professional.

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.
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MARKET POSITIOMNING

How buyers compare listings

Buyers do not evaluate a property in isolation. They compare it to the homes
they saw last weekend, the one they favorited last night, and the one that
just dropped in price.

© Active competition: homes buyers can choose today

[« ] Pending listings: signals of what buyers recently accepted

© Recent sales: evidence appraisers and buyers will reference

[« ] Expired and withdrawn listings: warnings about price, condition, or

presentation

© Micro-location: street, light, views, noise, school path, and daily
convenience
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POSITIONING LENS

Best alternative

Buyer urgency

Appraisal support

Online appeal




Market context prevents wishful pricing

Your home is entering a live competition.
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A market analysis is not just a list of similar homes. It is a read on buyer
behavior. We look at condition, location, style, days on market, price Active listings shape
changes, concessions, and the emotional pull of competing homes. The goal buyer expectations today.
is not to copy another listing. The goal is to understand where your property
can be positioned to create the strongest response.

Pending sales show
where buyers recently
said yes.

Closed sales support
appraisals and value
conversations.

Stale listings warn us
what the market has

rejected.

If the competition changes after we launch, the strategy may need

to change too.




Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether

something is normal.

SELLER CHECKLIST

Q Review active competition

Q Discuss likely appraisal support

Q Watch new listings weekly

O Track price reductions

ERIN ROSE SELLS REAL ESTATE

Real estate decisions are specific to the
property, contract, lender, title company,
market conditions, and your risk tolerance.
This flipbook is designed to make the
process clearer and reduce confusion, but it
is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the
right licensed professional.

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.
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FRICING STRATEGY

The pricing conversation

The right price is not automatically the highest price. It is the price that
creates the strongest combination of attention, showings, offer guality,
appraisal support, and net outcome.

@

Aspirational pricing can work only when the home has a clear reason to
command it.

Market pricing aims to meet buyer expectations and create clean
momentum.

Value pricing can produce urgency when the goal is multiple-offer
pressure.

The first 7-14 days reveal whether the market agrees with the strategy.

We plan adjustment triggers before emotion enters the room.
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PRICING GUARDRAILS

Online search
brackets

Days-on-market
risk

Appraisal reality

Offer psychology

Pricing posture
Aspirationa

harket

Value




Pricing is a strategy, not a promise

The list price invites the market to behave a certain way.

WHAT THIS MEANS

No agent can guarantee a final sale price. What we can do is use evidence,
buyer psychology, and current market conditions to choose a launch
posture. Pricing is also time-sensitive: a number that made sense three
weeks ago may need review If inventory, interest rates, seasonality, or
competition changes. We will define the strategy and the signs that tell us
whether the market agrees.

The first one to two weeks often provide the clearest feedback,

especially through showing volume and buyer questions.

KEY POINTS

Too high can reduce
urgency and create
stale-market risk.

Too low can create
attention but must be
used intentionally.

The right bracket can
affect search visibility.

Price adjustments should
be planned, not
emotional.




Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether

something is normal.

SELLER CHECKLIST

' .
\J Review comparable sales

O Pick launch posture

Q Set adjustment triggers

Q Watch showing activity

ERIN ROSE SELLS REAL ESTATE

Real estate decisions are specific to the
property, contract, lender, title company,
market conditions, and your risk tolerance.
This flipbook is designed to make the
process clearer and reduce confusion, but it
is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the
right licensed professional.

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.




The number that matters is
what you keep

- | Net Sheet




MET SHEET

Seller net planning

A strong listing strategy should connect the asking price to realistic net
proceeds. We look at likely costs before launch so every offer can be
evaluated quickly and intelligently.

- ] Mortgage payoff and liens

[« ] Brokerage compensation and transaction costs

© Title, escrow, transfer, HOA, or local fees

ﬂ Seller concessions, repair credits, or rate buydown requests

- ] Moving, cleaning, staging, storage, and prep investments

ERIM ROSE SELLS REAL ESTATE cortent ; aver

OFFER REVIEW

Price

Concessions

Timing

Risk

Met




Net proceeds need a full view

An impressive offer can still have expensive terms.

WHAT THIS MEANS

When offers arrive, we will compare the full package. A buyer may offer more
but ask for concessions, a long contingency period, or risky financing.
Another buyer may offer slightly less but provide stronger terms and a
smoother closing path. Your estimated net sheet is a planning tool, not a
final accounting, and final numbers come from the closing statement.

We will review each offer in context so you can make a decision

based on net, timing, and risk.

KEY POINTS

Concessions reduce your
bottom line.

Repair credits can change
the true net.

Possession terms may
have real financial value.

The safest offer is not
always the highest offer.




Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether

something is normal.

SELLER CHECKLIST

Q Estimate payoff

Q Review expected fees

I , .
Q Discuss concessions

Q Compare net on every offer

Real estate decisions are specific to the
property, contract, lender, title company,
market conditions, and your risk tolerance.
This flipbook is designed to make the
process clearer and reduce confusion, but it
is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the
right licensed professional.

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.
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PRE-LIST PREP

The pre-list priority stack

The goal is to remove friction, make the home photograph beautifully, and

help buyers feel confident. We prioritize work that improves first impression,

perceived care, and inspection confidence.

@

Declutter and edit so rooms read larger and more intentional.

Repair obvious distractions: loose handles, chipped paint, burned-out
bulbs, door alignment.

Deep clean high-scrutiny areas: kitchen, baths, windows, floors,
baseboards.

Improve curb appeal with simple, visible exterior polish.

Skip projects that cost more than they are likely to return.
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BEST ROI PREP

Light

Cleanliness

Space

Smell

Maintenance
signals
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Prep should remove doubt

The goal is not perfection. The goal is confidence.

WHAT THIS MEANS

Pre-list prep should be practical and strategic. We are not trying to renovate
for every possible buyer. We are trying to make the home feel cared for, easy
to understand, and visually strong online. | will help separate must-do items
from nice-to-have items and from projects that may not earn their cost back.

If a condition issue is material, it may need to be disclosed even if

it is repaired. When legal or disclosure questions arise, we should
use the appropriate professional guidance.

KEY POINTS

Buyers notice
maintenance signals
quickly.

Small fixes can prevent
arger objections.

Cleaning and light often
rnatter more than
expensive upgrades.

Some repairs are better
disclosed than rushed.




Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether

something is normal.

SELLER CHECKLIST

Q Replace bulbs

() Touch up obvious paint

' e \
\J Service known issues

Q Gather receipts and manuals

Real estate decisions are specific to the
property, contract, lender, title company,
market conditions, and your risk tolerance.
This flipbook is designed to make the
process clearer and reduce confusion, but it
is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the
right licensed professional.

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.
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What staging should accomplish

Good staging makes the home feel larger, brighter, more current, and easier
to imagine living in. It also guides the buyer's eye toward the strengths of

each room.
© Define the purpose of awkward or transitional spaces.
ﬂ Create balanced scale so furniture does not fight the room.
- ] Layer warmth without making the home feel overly personal.
© Use ar, textiles, greenery, and lighting to create editorial polish.
- ] Prepare for photography first, then showings second.
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STAGING OPTIONS

Consultation

Partial refresh

Occupied styling

Vacant staging

3o




Staging guides the buyer's imagination

A buyer should know what each space is for.
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Staging is not about making the home generic. It is about making the home

legible. Buyers need to understand flow, function, size, and lifestyle quickly. ST e e e e
In occupied homes, this often means editing and rearranging. In vacant rooms feel bigger or
homes, it may mean staging key rooms so buyers can feel proportion and smaller.

possibility.

Meutral styling helps
buyers focus on the
home.

Personal items can
distract from the property
stony.

Vacant rooms may need
definition to feel valuable.

Staging recommendations are made to improve market response;

you decide what level of staging fits your budget and timeline.

a




Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether
something is normal.

SELLER CHECKLIST

(0 Edit surfaces N .
Real estate decisions are specific to the

property, contract, lender, title company,
market conditions, and your risk tolerance.
O Remove visual clutter This flipbook is designed to make the
process clearer and reduce confusion, but it
is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the

O Define awkward spaces right licensed professional.

() Plan photo-day styling

ERIN ROSE SELLS REAL ESTATE

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.




The online showing happens
before the showing




PHOTO + VIDEO

IMAGE BRIEF

Visual marketing standards

Bright
The photography has to do more than document rooms. It should create
desire, answer practical gquestions, and make buyers feel that an in-person
showing is worth their time. True-to-life

© Professional photography with thoughtful angles and natural color. Architectural

© Clear image sequencing: exterior, entry, living, kitchen, primary,

secondary spaces, lifestyle details. AR

©  \Vertical assets for social platforms and short-form promotion.
Editorial

© Floor plan or layout support when flow is a selling point.

© Video or motion assets when the property story benefits from pace and
atmosphere.
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Photography carries the first impression

Most buyers decide whether to visit before they ever arrive.
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Professional media is one of the most important listing investments because
it determines how the home is perceived online. Photos should be beautiful, The first five images
but they also need to be honest. Over-edited images may create matter most.
disappointment at showings. We want strong light, clean composition, and a
sequence that makes the home feel easy to understand.

Accurate color builds
trust.

Room sequencing should
answer buyer questions.

\ideo and vertical content
help social distribution.

The home must be photo-ready before the photographer arrives;

last-minute clutter or unfinished prep will show.




Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether
something is normal.

SELLER CHECKLIST

(O Clear counters N .
Real estate decisions are specific to the

property, contract, lender, title company,
market conditions, and your risk tolerance.

O Open window coverings This flipbook is designed to make the
process clearer and reduce confusion, but it

is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the

O Hide cords and bins right licensed professional.

" :
Q Prep exterior areas

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.




UTIFUL COPY, GROUNDED IN FACTS

Words should make the buyer
more certain

Listing Copy
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TONE

The narrative we build

Warm
The listing description should not over-explain. It should highlight what
matters, make the home memorable, and give buyers enough concrete
detail to take the next step. Specific
© Opening hook: the strongest emotional or lifestyle reason to pay Confident

attention.

© Proof points: upgrades, layout, maintenance, location, light, storage,

outdoor space. Mever inflated

- ] Buyer-use language: how the home lives day to day.

ﬂ Meighborhood relevance: convenience, access, dining, parks, schools,
commute patterns.

- ] Compliance check: avoid unsupported or restricted claims.
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Listing copy should answer the quiet
questions

The best copy is specific without overpromising.
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Listing copy should help a buyer understand what makes the property worth
seeing. It should not create liability by exaggerating, making unsupported WA e o e e e
claims, or implying protected-class preferences. We will focus on property rather than vague hype.
features, condition, layout, improvements, outdoor space, location
conveniences, and lifestyle details tied to the home itself.

Avoid claims that cannot
be supported.

Describe how the home
ves day to day.

Keep compliance and fair
housing rules in mind.

If a fact matters, we should verify it before using it in marketing.

ERIM ROSE SELLS REAL ESTATE




Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether

something is normal.

SELLER CHECKLIST

Q Confirm upgrades

() Check HOA details

Q Verify school/source claims

Q Review excluded items

ERIN ROSE SELLS REAL ESTATE

Real estate decisions are specific to the
property, contract, lender, title company,
market conditions, and your risk tolerance.
This flipbook is designed to make the
process clearer and reduce confusion, but it
is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the
right licensed professional.

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.
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A listing launch should feel
coordinated, not scattered




MARKETING PLAN

CAMPAIGN RHYTHM

Marketing distribution

Pre-launch
The best marketing plan pairs broad exposure with intentional follow-up.
Visibility matters, but buyer conversion depends on clarity, repetition, and
speed. Launch day
- ] MLS IaL:mch with pohsheq photos, copy, disclosures, showing First weekend
instructions, and offer guidance.
[« ] Syndication to major consumer search portals.
Follow-up
- ] Agent-to-agent promotion for buyers who are already active.
Adjustment
© Social assets designed for awareness and shareability.
- ] Targeted outreach to likely buyer profiles and relocation/referral
networks.
tent / 2 42
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Marketing is coordinated repetition

A buyer may need to see the home more than once.

WHAT THIS MEANS

Marketing is not one post or one flyer. It is a coordinated launch across
channels, with assets sized and written for each use. The goal is to make the
listing easy to discover, easy to understand, and easy to share. After launch,
we watch the response and adjust the conversation if the market is not
engaging the way we expected.

Marketing creates opportunity; pricing, condition, and terms still

determine how buyers respond.

KEY POINTS

MLS is the source of truth
for agents.

Portal exposure creates
consumer visibility.

Social content creates
awareness and sharing.

Agent outreach can reach
buyers already in motion.




Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether
something is normal.

SELLER CHECKLIST

() Approve MLS co
PP by Real estate decisions are specific to the

property, contract, lender, title company,
market conditions, and your risk tolerance.
O Confirm showing access This flipbook is designed to make the
process clearer and reduce confusion, but it
is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the

O Review social assets right licensed professional.

() Plan open house timing

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.
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Make the home easy to find,

easy to save, easy to share

Digital Reach




DIGITAL REACH

Digital campaign components

Digital marketing should not be a random post and a prayer. Each asset
needs a purpose: awareness, retargeting, social proof, buyer education, or
agent follow-up.

@

Platform-native posts and short-form video cuts.

Property feature highlights that can be reused across channels.

Email or text-ready property summary for fast sharing.

Open house promotion with clear timing and value cues.

Engagement review: saves, shares, inquiries, showings, and feedback
themes.
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BUYER PATH

See it

Save it

Compare it

Schedule it

Offer




Digital interest needs interpretation

Views are not the same as serious buyers.
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Online metrics can be helpful, but they need context. A listing can get many
views because it is beautiful, unusual, overpriced, newly launched, or widely Saves are stronger signals
shared. We care about the path from attention to action. Are buyers saving than views.

it? Are agents asking questions? Are showings converting? Are the same
objections appearing repeatedly?

Showing requests matter
maore than clicks.

Questions reveal
hesitation or confusion.

Feedback patterns are
more useful than one-off

comments.

| will help translate digital activity into practical recommendations

rather than reacting to every number in isolation.




Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether

something is normal.

SELLER CHECKLIST

-
\J Track saves

Q Track showings

-~ . .
\;'r Review questions

Q Compare to similar listings

Real estate decisions are specific to the
property, contract, lender, title company,
market conditions, and your risk tolerance.
This flipbook is designed to make the
process clearer and reduce confusion, but it
is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the
right licensed professional.

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.




WE WATCH THE MARKET CAREFULLY

The first week Is a performance
window

Launch Week




LAUMCH WEEK

Launch sequence

A strong launch is organized before the listing goes live. The goal is to make
buyers feel confident acting quickly while giving you clean information for
decision-making.

- ] Coming-soon or pre-market strategy, when appropriate and compliant.
ﬁ MLS activation with all core assets complete.

- ] Showing schedule prepared around seller needs and buyer access.

[« ] Open house plan based on property type and expected demand.

- ] Daily monitoring of inquiries, saves, showing requests, feedback, and
competing listings.
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FIRST SIGMNALS

Views

Saves

Showings

Feedback

Offer intent
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Launch week sets the tone

The first impression window is real.

WHAT THIS MEANS

Launch week is when buyers, agents, and algorithms first encounter the
property. We want the listing to feel complete from the beginning: photos,
copy, disclosures, showing instructions, offer preferences, and marketing
assets. If we launch with missing pieces, we can lose momentum or create
avoidable confusion.

The goal is not chaos; the goal is controlled exposure and clean

information.

KEY POINTS

The listing should not go
ve half-ready.

Showing access should
be easy within your
boundaries.

Open house timing should
match likely demand.

Early feedback deserves
close attention.
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Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether
something is normal.

SELLER CHECKLIST

(O Confi i
onfirm go-live date
Real estate decisions are specific to the

property, contract, lender, title company,
market conditions, and your risk tolerance.

O Block showing windows This flipbook is designed to make the
process clearer and reduce confusion, but it

is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the

O Prep for first weekend right licensed professional.

Q Review early activity

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.




The showing experience should
reduce objections

Showings



SHOWINGS

Showing readiness

A buyer's in-person experience should confirm the promise of the online
listing. We set the home up so buyers notice the value, not the distractions.

- ] Lighting plan. temperature comfort, scent neutrality, and easy access.
© Clear showing instructions for agents and buyers.

© Seller privacy plan for valuables, medications, documents, mail, and
personal items.

© Fast feedback collection after showings and open houses.

- ] Weekly readout with themes, objections, and recommended next steps.
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DURIMNG SHOWINGS

Bright

Quiet

Clean

Accessible

Uncluttered
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Showings should feel easy and credible

Buyers are evaluating both the home and the process.

IIII.IIIIH":"'T THlS rl"’ EHHS

During showings, buyers are looking for reasons to move forward and
reasons to hesitate. The home should be clean, bright, comfortable, and e T T e [
easy to tour. We also need to protect your personal information and showings.

valuables. The smoother the showing experience, the easier it is for buyers
to focus on the property itself.

Odor, temperature, and
ght affect perception.

Security and privacy need
a plan.

Feedback should be
collected quickly.

You do not need to make the home perfect every day, but we do

need a repeatable showing routine.




Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether
something is normal.

SELLER CHECKLIST

(0 Secure valuables N .
Real estate decisions are specific to the

property, contract, lender, title company,
market conditions, and your risk tolerance.
O Remove medications This flipbook is designed to make the
process clearer and reduce confusion, but it
is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the

O Turn on lights right licensed professional.

Q Create pet plan

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.
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FEEDEACK + ADJUSTMENTS

Decision triggers

The market gives signals quickly. The work is separating noise from pattern
and deciding whether to hold, adjust, refresh, or reframe.

- ] High traffic plus no offers may point to price, terms, or buyer hesitation.

© Low traffic may point to price bracket, marketing exposure, timing, or
competition.

© Consistent objections reveal solvable presentation or disclosure issues.

[« ] Competing price changes can reset buyer expectations overnight.

© Wemake changes with intention, not panic.

ERIM ROSE SELLS REAL ESTATE cortent ; aver

WEEKLY READOUT

Activity

Feedback

Competition

Risk

Recommendation




Feedback becomes a decision tool

Patterns matter more than isolated opinions.

WHAT THIS MEANS

Feedback can be emotional because buyers are blunt. My job is to help you
interpret it. We will look for themes: price resistance, condition concerns,
layout confusion, location objections, or competition that is pulling buyers
away. Then we decide whether the right move is to hold, adjust price, refresh
marketing, address a condition issue, or change terms.

Adjustments are not failures. They are part of managing the listing

in real time.

KEY POINTS

One buyer's taste is not a
strategy.

Repeated objections
deserve attention.

Low traffic may mean the
market I1s not seeing
enough value.

High traffic with no offers
may mean buyers need a
reascn to act.




Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether

something is normal.

SELLER CHECKLIST

Q Review feedback weekly

Q Watch competing listings

Q Discuss adjustment thresholds

Q Decide with data

ERIN ROSE SELLS REAL ESTATE

Real estate decisions are specific to the
property, contract, lender, title company,
market conditions, and your risk tolerance.
This flipbook is designed to make the
process clearer and reduce confusion, but it
is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the
right licensed professional.

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.
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PRICE IS IMPORTANT. CERTAINTY IS PRICELESS

The best offer is the one that
can close

Offer Strategy
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OFFER STRATEGY

OFFER SCORECARD

How we compare offers

Offer review should be structured, not emotional. We evaluate each proposal -

by net outcome, terms, buyer strength, timing, contingencies, and the

probability of a smooth closing. Certainty
© Purchase price and seller concessions. Timeline
© Earmnest money, down payment, financing type, and lender credibility. Flexibility
- ] Inspection, appraisal, financing, sale, and other contingencies. -
[« ] Closing date, possession, leaseback, and occupancy terms.
- ] Special provisions, inclusions, exclusions, and risk flags.

ERIM ROSE SELLS REAL ESTATE




Offer terms need careful reading

A contract is more than the headline price.

WHAT THIS MEANS

When an offer comes in, we will slow down enough to understand it. The
cleanest path may not be the flashiest number. We will compare price,
earnest money, financing, down payment, appraisal terms, inspection terms,
closing date, possession, inclusions, exclusions, and any special provisions.
If legal interpretation is needed, you should consult the appropriate legal
professional.

You should never feel rushed into signing something you do not

understand.

KEY POINTS

Contingencies create exit
doors for the buyer.

Financing strength affects
closing risk.

Concessions change the
true net.

Deadlines create
obligations for both sides.




Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether

something is normal.

SELLER CHECKLIST

Q Review every deadline

Q Compare net proceeds

Q Check contingencies

' , .
\J Confirm possession terms

Real estate decisions are specific to the
property, contract, lender, title company,
market conditions, and your risk tolerance.
This flipbook is designed to make the
process clearer and reduce confusion, but it
is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the
right licensed professional.

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.
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CALM LEVERAGE BEATS REACTIVE COMNCESSIONS

Negotiation is where
preparation pays off

Negotiation




MEGOTIATION

Negotiation approach

Strong negotiation starts before the offer arrives. We use market evidence,

buyer motivation, seller priorities, and contract structure to protect your
outcome.

@

Clarify your walk-away points before countering.

Trade terms intentionally rather than giving value away.

Use competing interest carefully and ethically.

Preserve backup options when available.

Keep communication firm, professional, and future-close oriented.

ERIM ROSE SELLS REAL ESTATE cortent ; aver

Price

Credits

Timeline

Possession

Contingencies




Negotiation is structured tradeoff

We protect leverage by knowing what matters most.

WHAT THIS MEANS

Negotiation can include price, credits, repairs, dates, possession, inclusions,
appraisal terms, inspection scope, and backup offers. A strong response is
clear and purposeful. We will use your priorities and the market context to
decide what to accept, reject, counter, or hold firm on.

Not every buyer request is unreasonable, and not every request

should be accepted. We evaluate the whole deal.

KEY POINTS

Know what you are willing
to trade.

Avoid negotiating against
yourself.

Keep communication
calm and documented.

Do not ignore non-price
value.




Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether

something is normal.

SELLER CHECKLIST

Q Define walk-away points

Q Rank terms by importance

() Prepare counter strategy

Q Keep backups warm

ERIN ROSE SELLS REAL ESTATE

Real estate decisions are specific to the
property, contract, lender, title company,
market conditions, and your risk tolerance.
This flipbook is designed to make the
process clearer and reduce confusion, but it
is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the
right licensed professional.

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.
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Accepted is not closed
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NDER CONTRACT

SELLER CalLM COMES FROM

Contract-to-close management

Deadlines tracked

Once under contract, the work becomes detail-heavy. Deadlines,
documents, access, negotiations, lender needs, title work, appraisal, and

closing logistics all need active management. lssues surfaced

early

© Confirm all executed documents and deadline dates. Clear next steps
ﬁ Coordinate earnest money, title, escrow, HOA, and disclosures.
- ] Manage inspection access, appraisal access, and buyer requests.

© Track financing and contingency milestones.

- ] Prepare closing instructions, possession, keys, utilities, and final
walkthrough.

ERIM ROSE SELLS REAL ESTATE COMTENT £ @ 70




Under contract is an active phase

The deal still needs management after acceptance.

IIII.IIIIH":"'T THlS rl"’ EHHS

Once the contract is signed, the focus shifts from attracting buyers to
protecting the closing. This phase can include earnest money, title work, Desstilines rised ks
inspection, repair negotiations, appraisal, loan approval, HOA documents, tracked carefully.
insurance questions, final walkthrough, closing disclosures, and possession
logistics. | will help track the moving parts and keep you updated.

Inspections can restart
negotiation.

Lender and appraisal
steps can affect timing.

Title or HOA issues should
surface early.

A smooth closing usually comes from catching small problems

before they become large ones.




Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether

something is normal.

SELLER CHECKLIST

Q Calendar deadlines

Q Complete seller obligations

Q Respond quickly to requests

. :
Q Prepare for appraisal access

Real estate decisions are specific to the
property, contract, lender, title company,
market conditions, and your risk tolerance.
This flipbook is designed to make the
process clearer and reduce confusion, but it
is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the
right licensed professional.

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.
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Two checkpoints can reshape

the deal



Inspection and appraisal strategy

Inspection and appraisal are common places for stress. A thoughtful pre-list
plan and strong documentation can reduce risk and keep negotiations
grounded.

@

Pre-list maintenance review to avoid preventable objections.

Disclosures prepared clearly and consistently.

Repair request strategy based on safety, function, cost, and buyer
leverage.

Appraisal packet with comparable sales, upgrades, and relevant
property context.

Contingency tracking so no deadline is missed.

ERIM ROSE SELLS REAL ESTATE cortent ; aver

RESPOMSE OPTIONS

Repair

Credit

Price change

Reject

Renegotiate terms
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Inspection and appraisal are normal pressure
points

Most deals need some calm problem-solving.

IIII.IIIIH":"'T THlS rl"’ EHHS

The inspection is the buyer's opportunity to understand condition, and the

appraisal is the lender's valuation checkpoint. Either can create stress. We Inspection requests are
will review buyer requests, estimate the practical impact, and decide how to negotiable unless the
respond. For specialized condition, legal, tax, lending, or repair questions, contract says otherwise.

the right expert should be involved.
Appraisals depend on
evidence and lender
process.

Credits and repairs have
different implications.

Documentation helps
keep conversations
grounded.

The goal is not to win every point. The goal is to protect your

outcome and keep the deal viable when it makes sense.




Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether

something is normal.

SELLER CHECKLIST

Q Keep repair receipts

' .
\J Review requests calmly

O Prepare appraisal support

O Track objection deadlines

Real estate decisions are specific to the
property, contract, lender, title company,
market conditions, and your risk tolerance.
This flipbook is designed to make the
process clearer and reduce confusion, but it
is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the
right licensed professional.

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.




I| THE FINISH SHOULD BE CLEAM

A good closing feels organized
before it feels exciting

Closing + Next Move




CLOSING + NEXT MOVE

Closing week

The final stretch is about precision. We coordinate the moving pieces so
signing, funding, possession, and handoff are clear.

© Confim closing appointment, wiring safety instructions, and
identification needs.

© Coordinate final utility readings, HOA/management requirements, and
access items.

- ] Prepare keys, remotes, codes, manuals, warranties, and transferable
service details.

[« ] Support final walkthrough readiness.

- ] Stay available after closing for questions, records, referrals, and
next-step support.

ERIM ROSE SELLS REAL ESTATE cortent ; aver

HANDOFF LIST

Keys

Remotes

Codes

Manuals

Receipts

Contacts




Closing is a handoff, not just a signature

The finish line has details.

WHAT THIS MEANS

Closing week should feel organized. You may need to sign documents,
coordinate moving, clean the property, transfer utilities, prepare keys and
remotes, and respond to final title or lender items. After closing, keep copies
of your settlement statement and relevant records for your tax or financial
professionals.

| stay involved through the handoff and remain available afterward

for questions and next-step support.

KEY POINTS

Final numbers come from
the closing statement.

Wire instructions must be
verified securely.

Possession terms should
be crystal clear.

Keys, codes, manuals,
and access items need a

plan.




Questions this page should answer

Use this as your quick-reference page before you call, text, or wonder whether
something is normal.

SELLER CHECKLIST

O Verify wiring instruct
erify wiring instructions
Real estate decisions are specific to the

property, contract, lender, title company,
market conditions, and your risk tolerance.

O Prepare access items This flipbook is designed to make the
process clearer and reduce confusion, but it

is not a substitute for tax, legal, lending,
insurance, repair, or financial advice from the

O Confirm possession time right licensed professional.

. :
\J Save closing documents

If something affects money, deadlines,
disclosure, safety, or your next move,
ask before assuming.




