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GUIDE FOR HOME SELLERS
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LISTEN CLOSELY TO EVERY PART OF THE  

   OFFER: IT’S CRUCIAL TO MAKE SURE

  YOU FULLY UNDERSTAND THE TERMS
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Put on Your Poker Face

Let’s face it: Both you and your prospective buyer want to secure the deal that best 
serves your disparate interests. You’re likely interested in getting as close to your 
asking price as possible in the sale, and the buyer is likely concerned with getting the 
price down as far as possible. 

Don’t show your hand too early: Things like your finances and your motivation for 
selling can potentially be used against you. Let your agent vet any counter offers to 
ensure that you’re acting in your own best interests.

Understand the Buyer

If you can find out more about the prospective buyer’s priorities during your 
negotiations, you’ll not only improve your position: You’ll also be able to deal with 
any obstacles more creatively and sensitively. 

For example, let’s say you find a potential buyer who loves your home, but refuses to 
budge because you’ve set your targeted closing date in stone. If you understand 
where the buyer is coming from, you can negotiate things like closing costs and 
contingencies instead of closing date, leading to a sweeter deal for both parties.

Taking the Plunge

Once you’ve found “the one,” the buyer of your dreams, it’s time to hunker down and 
get the deal made. Here are a few things to keep in mind as you make the deal 
happen:

0 4   O F F E R S
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Disclose everything
Your buyer has the right to know everything about your home. When disclosing any 
and all defects you know about, go above and beyond what you think is necessary. 
Not only will disclosing any issues to the buyer keep them informed, but it could save 
you from legal trouble down the road.

Things to disclose include:

● Water damage 
● Mold
● Termite damage
● Cracked foundation
● Leaks

… and anything else that the new owner of your home might need to know.

0 4   O F F E R S

● Electrical, HVAC, or sewage problems
● Previous repairs and/or renovations
● Environmental threats like earthquakes, 

floods, or frequent wildfires
● Ghosts (yes, seriously)

DISCLOSE 
EVERYTHING

ASK 
QUESTIONS

RESPOND 
QUICKLY

MAKE THE DEAL HAPPEN:

THINK 
BIG PICTURE
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Ask questions
Throughout this process, you’ll work with numerous different buyer’s agents, so 
communication is key if you want to stay in the loop. Ask your agent whenever you 
have a question about an incoming offer.

Respond quickly
Buyers want to, well… buy. Moods can change though, so you don’t want to delay the 
sale if you don’t have to. Your agent can help you assess whether it’s a buyer’s or 
seller’s market, too. 

Think “big picture”
Don’t let small sticking points get in the way of a deal between you and your buyer. If 
you and your buyer can’t come to an agreement over a small portion of the offer, 
considering meeting them in the middle to expedite 
the process.

Contingencies

A pending sales agreement almost always includes contingencies, or conditions that 
have to be fulfilled by the buyer and seller by the closing date. Depending on the 
situation, the closing date usually falls 30 to 60 days after both parties sign the final 
agreement.

Some typical contingencies from buyers may include:

● The buyer’s securing of home financing
● A title search, or a historical review of all legal documents relating to your 

home. This ensures that both you and the property are in good 
financial standing. 

0 4   O F F E R S
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● Buying title insurance, just in case there are any errors in the paperwork being 
reviewed

● A professional appraisal of the home
● An independent inspection of the home’s structural and functional condition 

(foundation, roof, electrical, heating, plumbing, etc.)

… and any other conditions you and your buyer have agreed upon.

As the seller, you can also institute contingencies. The most important contingency 
that you can add as the seller is a “Sale and Settlement” contingency, which stipulates 
that you, the seller, must have found and settled on a new home before your new 
home can be sold. This clause will protect you in the event that you can’t find a new 
home on the timeline your buyer expects. If you haven’t found new housing in time, 
you’ll be able to keep your home, and the buyer will move on and look for another 
home.

0 4   O F F E R S
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05   Going Under Contract

Once you’ve accepted a buyer’s offer, you might be tempted to relax and let your 
family and friends know that you’ve sold your home. 

Not so fast!

You’re now “under contract,” stuck between the offer and closing. You may not notice 
much going on while you’re under contract, but this the busiest time for lenders, 
inspectors, and buyer’s agents alike. 

Due Diligence Money vs. Earnest Money

While you’re under contract, a lot of money is flying around. First off, the buyer is 
contractually obligated to provide their agent with “due diligence money,” a 
predetermined sum that’s associated with a “due diligence period.” The due diligence 
period is a preset amount of time (determined in the contract) during which the 
buyer can complete any needed inspections, examinations, or appraisals. 

Due diligence money is almost always nonrefundable (unless the seller breaches 
their contract), but this money is usually credited to the buyer during closing.

As the seller, you’re likely more interested in “earnest money,” a lump sum paid to 
you by the buyer as a show of good faith. Earnest money acts as a kind of deposit, 
and the seller will usually end up keeping the earnest money if the deal falls through.
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Inspections

While you’re under contract, your buyer is going to inspect the hell out of your home. 
They’ll hire a qualified home inspector to make sure everything is up to snuff, and 
that inspector will take note of any repairs that need to be made before the buyer 
closes on the house. 

The buyer will likely ask you to make the necessary repairs or provide them with a 
financial concession at closing so that they can complete the repairs themselves. If 
you provide the buyer with the repairs (or financial concessions) they’ve asked for, 
things will be smooth sailing from here on out. 

If you refuse, though, you may be staring down the barrel of...

The Worst-Case Scenario

Deals can fall through for any number of reasons. You and your buyer may be unable 
to come to an agreement about due diligence repairs. The buyer may be unable to 
sell their home. The bank may appraise your home substantially lower than your sale 
price. Regardless of what happens, there’s a chance that any deal can fall through, 
regardless of how secure it may seem.

If your deal falls through, you’ll receive the earnest money deposit. Now’s the time to 
take stock of your next steps. Your agent will help you figure out what went wrong, 
and they’ll try to help you prepare for the less-than-ideal optics of putting your house 
back on the market once it’s been under contract. 

0 5   G O I N G   U N D E R   C O N T R A C T
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There may have been no way to predict that your deal would fall through: After all, 
sometimes luck just isn’t on your side. However, you should be more vigilant than 
ever going forward — you (and your agent) want your house to sell as quickly as 
possible, so you’ll have to scrutinize every little detail of any future offers to avoid 
another bad deal.

If the deal fell through because of a mishap on your end (major repairs or structural 
issues, appraisal issues, etc.), you should address said mishap as soon as possible, 
making your home as perfect as possible so you can begin the process over again.

0 5   G O I N G   U N D E R   C O N T R A C T

BE PREPARED — THERE’S A CHANCE THAT 
ANY DEAL CAN FALL THROUGH, 
REGARDLESS OF HOW SECURE IT MAY SEEM
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06   Closing

If you and your buyer have both taken care of everything expected of you, closing the 
transaction — “closing”, “escrow,” or “settlement” depending on who you’re talking to 
— will go off without a hitch.

24 hours before the closing date, your buyer will go on one last walkthrough of your 
home, making sure that all personal belongings have been removed and ensuring 
that everything looks clean and functional.

On the actual closing date, you’ll need to bring your checkbook and an abundance of 
patience. The parties present at closing usually include:

● A closing agent
● An attorney (one for you, 

one for the buyer)
● A title company representative
● The seller (you!)

A third-party closing agent (usually an attorney) will walk you through all of the 
necessary paperwork, which includes 

The last piece of the closing puzzle comes with the closing costs you’re responsible 
for as the seller. These may include:

● The seller’s agent 
(your agent)

● The mortgagor (or buyer)
● The mortgage lender
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● Attorney’s fees 
● Lender’s inspection fees
● Appraisals
● Broker’s commissions 
● State deed transfer tax / 

recordation fees

Once you’ve paid your necessary closing costs and read your agreement all the way 
through, the closing agent (generally a third-party and a lawyer) will review the 
agreement, making sure that both you and the buyer have fulfilled all of the 
necessary conditions therein. 

After the closing agent reviews your agreement and you and your buyer have signed 
on the dotted line, you’ve made it through closing! 

After your attorney and the buyer’s attorney have combed through all the signed 
paperwork and double checked that everything is “good to go,” you can officially 
hand your keys off to your home’s new owners. There’s just one last step:

Disbursement

You may be thrilled to have sold your house, but now it’s time to collect the money 
you earned from the sale of your house. Once all the completed paperwork is in 
hand, the attorney or title company you worked with at closing will ensure that all 
necessary funds are in hand, all checks have cleared, the new lender has reviewed 
papers, the title has been re-checked, and the deed Recorded. Once that’s all said 
and done, you’ll receive your money (usually within 4-5 business days).

Congratulations — you’ve sold your home!

0 6   C L O S I N G

● Condominium or HOA 
packet fees 

● Water escrow (to reduce, bring 
canceled check and last bill; 
amount prorated at settlement) 

● Termite inspections 
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Glossary

Assessed value
The value placed on a home by third-party assessors in order to determine property 
tax rate.

Closing
Closing is the delivery of a deed, financial adjustments, the signing of a note, and the 
disbursement of the funds necessary to consummate, or close, the sale or loan 
transaction. 

Comparative Marketing Analysis (CMA)
A CMA is a detailed evaluation of specific homes nearby that have comparable 
features, amenities, lot sizes, or footprints. Your agent will present you with a CMA to 
assist in coming up with a fair list price for your home.

Contingency
Contingencies are conditions that must be met, either by the buyer or the seller, in 
order to complete the sale of the home.

Counteroffer
As a seller, a counteroffer occurs if a buyer makes an offer on your house and you 
respond with your own offer.

Earnest money
Earnest money is a deposit paid by the buyer to show that they intend to secure a 
mortgage on your property. Depending on circumstances, the buyer may or may not 
be able to get this money back if either party decides not to complete the purchase.
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Escrow
Escrow is a general term to describe the part of the home buying process when a 
third party (usually an escrow provider) holds on to the bulk of the money involved in 
your offer, ensuring that both the buyer and the seller meet their obligations.

Home inspection
A home inspection is an examination of the condition of your home. A qualified 
home inspector will walk through your property, examining the property's roof, 
foundation, HVAC systems, plumbing, electrical wiring, water, and sewage. The home 
inspector will also look for evidence of insect damage, water damage, or any other 
damage you may not be aware of.

Listing presentation
A listing presentation is an interview between a homeowner and a listing agent. 
Homeowners will often see several listing presentations before deciding which listing 
agent they want to work with in their real estate transaction.

Market value
Market value is the amount a given property would actually cost under “normal 
market conditions.”

Purchase offer
A purchase offer is a written contract setting out the terms under which a buyer 
agrees to buy your home.

G L O S S A R Y
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