🔑 HOME BUYER CHECKLIST
Professional Edition — From Pre‑Approval to Move‑In
SECTION 1 — FINANCIAL PREPARATION
□ Check credit score Ensure accuracy and correct errors.
□ Determine your budget Consider monthly payment, taxes, insurance, and maintenance.
□ Get pre‑approved Strengthens your offer and sets clear expectations.
□ Estimate down payment & closing costs Plan for reserves and unexpected expenses.
SECTION 2 — HOME SEARCH
□ Define must‑haves vs. nice‑to‑haves Location, size, layout, features.
□ Choose neighborhoods Schools, commute, amenities, safety.
□ Set search alerts Stay ahead of new listings.
□ Tour homes In person or virtual.
SECTION 3 — MAKING AN OFFER
□ Review comparable sales Ensure your offer is competitive.
□ Decide on contingencies Inspection, appraisal, loan, sale of current home.
□ Determine earnest money deposit Shows seriousness and commitment.
□ Submit offer Include all required documents.
SECTION 4 — UNDER CONTRACT
□ Schedule home inspection Review findings and negotiate repairs or credits.
□ Order appraisal Required by lender.
□ Provide documents promptly Pay stubs, bank statements, tax returns.
□ Lock interest rate Protects you from market changes.
SECTION 5 — FINAL STEPS
□ Secure homeowners insurance 

.
🧭 1. “How much is my home actually worth?”
This is almost always the #1 question. Sellers worry about:
1. Pricing is too low and leaving money on the table
1. Pricing is too high and scares away buyers
1. Online estimates (Zillow, Redfin) being inaccurate
1. Whether improvements they made add real value
What they want: a clear, data-backed pricing strategy and an honest explanation of how buyers think.
⏳ 2. “How long will it take to sell?”
Timing matters for:
1. Job changes
1. Family transitions
1. Financial pressure
1. Buying their next home
They worry about the home sitting on the market and becoming “stale.”
🛠️ 3. “Do I need to fix things before listing?”
This includes:
1. Repairs
1. Updates
1. Cleaning
1. Staging
1. Curb appeal
They’re unsure what’s worth doing vs. what’s a waste of money.
🧹 4. “How do showings work? Do I have to leave every time?”
Common concerns:
1. Privacy
1. Safety
1. Pets
1. Kids
1. Keeping the home clean
1. Last‑minute showings disrupting life
They want clarity on how intrusive the process will feel.
💰 5. “What will I actually net after everything?”
Sellers often underestimate the number of lines‑items involved:
1. Agent commissions
1. Closing costs
1. Repairs or credits
1. Taxes
1. Payoff amounts
1. Moving costs
They want a transparent net sheet early in the conversation.
⚖️ 6. “What if something goes wrong during escrow?”
This includes:
1. Buyer backing out
1. Appraisal issues
1. Inspection findings
1. Financing falling through
1. Deadlines and paperwork
They fear legal or financial surprises.
📉 7. “What if the market changes while I’m selling?”
Sellers worry about:
1. Interest rate spikes
1. Buyer demand dropping
1. Competing listings
1. Seasonal slowdowns
They want reassurance that you have a plan for shifting conditions.
🏡 8. “Where will I go next?”
Especially for owners, this is a huge emotional and logistical concern:
1. Can they buy before they sell?
1. Do they need temporary housing?
1. Can they coordinate both closings smoothly?
This is often the hidden stressor behind every other question.
🧑‍⚖️ 9. “What are my legal responsibilities?”
They worry about:
1. Disclosures
1. Liability
1. Repairs
1. Tenant rights (if applicable)
1. Occupancy rules
They want to avoid lawsuits or post‑closing disputes.
🧠 10. “Is now even the right time to sell?”
This is the existential question:
1. Should they wait for better prices?
1. Should they rent instead?
1. Will they regret selling?
They want a grounded, honest assessment—not pressure.
If you want, I can turn this into:
1. A polished Seller’s Guide section
1. A FAQ page for your website
1. A script for seller consultations
1. A checklist you can hand out at the Lodi Access Center or use with clients
Just tell me the format you want and I’ll shape it.
How do you specifically help sellers make the process easier or more successful than if they tried it alone?
You make the process easier and more successful for sellers by doing three things they absolutely cannot do on their own: (1) remove uncertainty, (2) reduce workload, and (3) increase their net profit. Here’s the clear, seller‑friendly breakdown you can use in your guide or marketing.
⭐ 1. You get them at a higher price than they could get alone
Selling solo almost always leads to:
1. Underpricing (fear of scaring buyers away)
1. Overpricing (home sits, then sells for less)
1. Weak negotiation leverage
1. Limited exposure
What you do differently:
1. Use real market data, not guesses
1. Position the home to attract the right buyers
1. Create competition instead of waiting for luck
1. Negotiate from strength, not emotion
Bottom line: You protect their equity and maximize their net.
⭐ 2. You handle the work they don’t see coming
Most sellers underestimate the workload by 70–80%. You take over the tasks that overwhelm people:
1. Pricing strategy
1. Marketing plan
1. Photography & staging guidance
1. Showings coordination
1. Screening buyers
1. Managing offers
1. Inspection negotiations
1. Appraisal issues
1. Escrow timelines
1. Legal disclosures
1. Paperwork accuracy
You turn a full‑time job into a guided process.
⭐ 3. You prevent costly mistakes
Selling a home has legal and financial landmines. DIY sellers often run into:
1. Incorrect disclosures
1. Missed deadlines
1. Contract loopholes
1. Inspection disputes
1. Appraisal problems
1. Buyer financing failures
1. Liability after closing
You protect them from errors that can cost thousands—or lead to lawsuits.
⭐ 4. You make the home look its absolute best
Most sellers don’t know:
1. Which repairs matter
1. Which upgrades are a waste
1. How buyers think
1. How to stage photos
1. How to create emotional appeal
You guide them on:
1. High‑ROI improvements
1. Low‑cost fixes that boost value
1. Staging and presentation
1. Curb appeal
1. Professional photography
Result: More showings, more offers, more money.
⭐ 5. You bring in more buyers than they ever could alone
A solo seller’s reach is tiny. Your reach is massive.
You provide:
1. MLS exposure
1. Syndication to all major platforms
1. Social media marketing
1. Email campaigns
1. Agent‑to‑agent networking
1. Open house strategy
1. Targeted buyer outreach
More eyeballs = more offers = stronger negotiating power.
⭐ 6. You keep the process calm, organized, and predictable
Sellers often feel:
1. Overwhelmed
1. Unsure what’s next
1. Afraid of making the wrong move
1. Stressed by showings
1. Confused by paperwork
You give them:
1. A clear timeline
1. Weekly updates
1. Step‑by‑step guidance
1. A single point of contact
1. Confidence instead of chaos
You remove the emotional burden so they can focus on their next chapter.
⭐ 7. You solve problems before they become disasters
Every transaction has issues. You’re the one who:
1. Spots red flags early
1. Keeping buyers from walking
1. Keeps lenders on track
1. Keeps escrow moving
1. Keeps emotions from derailing deals
You’re the difference between a smooth closing and a failed sale.
⭐ 8. You help them move forward with confidence
Sellers often worry about:
1. Where they’ll go next
1. Timing the sale and purchase
1. Temporary housing
1. Coordinating movers
1. Financial planning
You help them:
1. Planning their next move
1. Time for both transactions
1. Understand their net proceeds
1. Avoid being rushed or stuck
You make the transition feel manageable instead of overwhelming.
🏠 Home Seller Checklist
A step‑by‑step list to keep the process smooth, predictable, and profitable.
1. Pre‑Listing Prep
1. Declutter and deep clean
1. Complete essential repairs
1. Improve curb appeal
1. Decide what to keep, sell, or donate
1. Gather documents (deed, mortgage info, permits, warranties)
2. Pricing & Strategy
1. Review a Comparative Market Analysis (CMA)
1. Choose a pricing strategy (market value, strategic, or competitive)
1. Discuss timing and ideal listing date
1. Review your estimated net sheet
3. Home Presentation
1. Stage the home (DIY or professional)
1. Schedule professional photography
1. Prepare for showings (pets, valuables, schedule)
1. Create a showing plan that fits your lifestyle
4. Marketing Launch
1. MLS listing published
1. Online syndication (Zillow, Redfin, Realtor.com, etc.)
1. Social media promotion
1. Open house schedule
1. Agent‑to‑agent outreach
5. Showings & Offers
1. Approve requests
1. Review buyer feedback
1. Evaluate offers (price, terms, contingencies, financing strength)
1. Choose the best offer — not just the highest number
6. Under Contract
1. Complete disclosures
1. Prepare for inspections
1. Negotiate repairs or credits
1. Monitor appraisal
1. Track buyer loan progress
1. Stay on top of escrow deadlines
7. Closing
1. Final walkthrough
1. Sign closing documents
1. Move out according to contract
1. Transfer keys, garage remotes, and manuals
1. Celebrate — you’re officially sold



