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WELCOME TO THE UTAH HOME SELLING CONSUMER GUIDE

Selling your home is one of the largest financial decisions you'll ever make. Whether you're moving
across town, downsizing for retirement, relocating for work, or buying your next home, a successful
sale requires far more than simply placing a sign in the yard.

Today's buyers are informed, connected, and have more choices than ever before. The homes that
sell quickly—and often for the highest price—are usually the ones that are carefully prepared,
professionally marketed, accurately priced, and strategically negotiated.

That's where this guide comes in.
Inside these pages you'll learn how to prepare your home, attract qualified buyers, avoid common

selling mistakes, understand offers, navigate inspections, and confidently move from listing to
closing.

Whether you choose to sell your home yourself or work with a licensed real estate professional, the
principles in this guide will help you make informed decisions and protect one of your most valuable
investments.

In This Guide You'll Learn

v How to determine the right asking price

v Simple improvements that add value s .

v How buyers search for homes today x X

v Marketing strategies that attract serious buyers K\
v Understanding offers and negotiations x

Vv Preparing for inspections and appraisals
v Avoiding common selling mistakes

v What to expect before closing day +4 Magic Tip
The best time to prepare your home for sale isn't the week

before you list it—it's several weeks before buyers ever walk
through the front door. Small improvements made early often

Educational Notice lead to stronger offers and fewer surprises later.

This guide is provided for educational purposes only.
Every real estate transaction is unique. Laws, market
conditions, financing options, and local practices
may change over time.

Always consult qualified real estate, mortgage, legal,
tax, and financial professionals regarding your
specific circumstances before making important
decisions.
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IS NOW THE RIGHT TIME TO SELL YOUR HOME?

Selling Starts Before You List

Selling your home isn't just about putting a "For Sale"
sign in the yard. It begins with understanding why
you're selling and whether the timing is right for your
goals.

Some homeowners sell because they need more
space. Others are downsizing, relocating for work,
retiring, or looking for a different lifestyle. Whatever
your reason, taking time to plan before listing your
home can help you make better financial decisions
and reduce stress throughout the process.

Before you think about listing your home, ask
yourself a few important questions.

* Why am | selling?

* Where will | live next?

* Do | know how much equity | have?

» What improvements should | make before listing?
* What will it cost to sell?

The answers to these questions will help shape every
decision you make during the selling process.

Common Reasons People Sell
v/ Need a larger home

v/ Downsizing

v/ Job relocation

v/ Retirement

v/ Growing family

v/ Divorce

v/ Financial reasons

v/ Investment opportunity

Utah Homeownership Authority Educational Series
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Key Takeaway

Successful home sales begin with a clear plan—not
simply putting a home on the market.

Smart Seller Tip

Don't base your decision to sell only on today's market.
Consider your personal goals, financial situation, and
long-term plans. The right time to sell is when it makes
sense for you and your family.

ok

Magic Tip
Y The best home sales rarely happen by accident.

The more planning you do before listing your home,
the smoother the selling process is likely to be.

Myth vs. Fact
Myth
| should wait until | find my next home before | start
planning to sell.
Fact
Many successful sellers begin planning weeks—or even
months—before listing their home. Early preparation
gives you time to improve your home, understand your
finances, and make confident decisions.

Today's Action

o Write down why you're selling.

o Decide your ideal moving timeline.

o Estimate how much equity you have.

o Read the next chapter before making major
decisions.

L A
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UNDERSTANDING TODAY'S HOUSING MARKET

Market Conditions Affect Every Sale

The housing market changes over time. Interest
rates, the number of homes for sale, buyer
demand, and the local economy all influence
how quickly homes sell and how much buyers
are willing to pay.

Understanding the current market helps you set
realistic expectations and create a selling
strategy that fits today's conditions—not last
year's market.

Remember, every neighborhood is different.
Even homes in the same city may sell at
different prices depending on location,
condition, and buyer demand.

Factors That Influence Your Sale

v/ Current mortgage interest rates

v/ Number of competing homes for sale
v/ Buyer demand

v/ Local job market

v/ School districts

v/ Home condition

v/ Seasonal trends

v/ Neighborhood location

Today's Action

0 Research recent home sales in your
neighborhood.

o Look at competing homes currently for
sale.

o Think like a buyer—not a homeowner.

o Learn what makes your home stand out.

Utah Homeownership Authority Educational Series
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Key Takeaway

Knowing your local market helps you make smarter
pricing, marketing, and negotiation decisions.

Smart Seller Tip

The goal isn't to "beat the market." The goal is to
position your home so it stands out from the
competition and attracts qualified buyers.

Don't compare your nome to what your neig

home sold for two years ago. Buyers make decisions
based on today's market, today's competition, and
today's financing costs.

Myth vs. Fact
Myth
Every home sells quickly when the market is strong.
Fact
Well-priced, well-prepared homes usually sell faster
than homes that are overpriced or poorly presented—
even in a strong market.
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UNDERSTANDING YOUR HOME'S VALUE

Your Home Is Worth What a Buyer Is Willing to Pay

Many homeowners believe they know what their
home is worth. While online estimates can provide a
starting point, they don't tell the whole story.

A home's value is influenced by many factors,
including its location, size, condition, upgrades,
recent comparable sales, and current market
demand.

Understanding these factors before listing your
home can help you make better decisions and avoid
unrealistic expectations.

What Affects Your Home's Value?

v/ Location and neighborhood

v/ Size and floor plan

v/ Age and condition

v/ Recent renovations and updates
v/ Comparable home sales

v/ Supply and demand

v/ School district

v/ Overall curb appeal

Utah Homeownership Authority Educational Series
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Key Takeaway

Understanding your home's market value is the first
step toward pricing it successfully.

Smart Seller Tip

Buyers compare homes—not memories. Your home's
value is based on today's market, its condition, and
how it compares to similar homes currently for sale.

Y Try to see your home through a buyer's eyes.

Features that make your home special to you may
not add the same value to every buyer.

Myth vs. Fact
Myth
Online home value estimates are always accurate.
Fact
Online estimates use automated data and cannot see
your home's condition, upgrades, or unique features.
They are helpful as a starting point, but they should not
be the only factor used when determining value.

Today's Action

o0 Look at recent home sales in your neighborhood.
0 Make a list of recent improvements.

0 Identify your home's best features.

0 Begin gathering information before setting a
price.
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PRICING YOUR HOME TO ATTRACT BUYERS

The Right Price Creates More Interest

Setting the right asking price is one of the most
important decisions you'll make when selling your
home.

Price your home too high, and buyers may never
schedule a showing. Price it too low, and you may
leave money on the table.

A well-priced home often attracts more buyers,
generates stronger interest, and may even receive
multiple offers.

The goal isn't simply to get the highest price—it's to
find the price that encourages qualified buyers to
act.

Pricing Mistakes to Avoid

v/ Pricing based on emotion

Vv Ignoring recent comparable sales

v/ Pricing higher "to leave room to negotiate"

v/ Relying only on online estimates

v/ Chasing the market with repeated price reductions
v/ Comparing your home to active listings instead of
recent sales
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Key Takeaway

A thoughtful pricing strategy helps attract qualified
buyers and positions your home for a successful sale.

Smart Seller Tip

Don't focus only on the highest possible price. Consider
the total value of each offer, including financing,
contingencies, closing timeline, and the buyer's ability
to complete the purchase.

¥ The first price buyers see is often the most

important. A competitive asking price can generate
more interest, more showings, and stronger offers.

Myth vs. Fact
Myth
If my home doesn't sell, | can always lower the price
later.
Fact
Homes often receive the most attention during the first
few weeks on the market. Pricing correctly from the
beginning can help attract serious buyers while your
listing is still fresh.

Today's Action

0 Review recent comparable sales.

o Compare competing homes for sale.

o Think like a buyer.

o Develop a pricing strategy before listing.
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PREPARING YOUR HOME FOR SALE

First Impressions Matter

Before buyers notice your home's square footage or
upgraded kitchen, they notice how your home looks
and feels.

Preparing your home before listing can help it attract
more buyers, sell faster, and sometimes receive
stronger offers.

You don't have to complete a major remodel. Small
improvements, deep cleaning, and simple repairs
often make a significant difference.

Think like a buyer seeing your home for the very first
time.

Areas to Focus On

v/ Deep clean every room

v/ Repair minor maintenance issues
v/ Touch up paint where needed

v/ Remove clutter from countertops
v/ Organize closets and storage areas
v/ Improve curb appeal

v/ Replace burned-out light bulbs

v/ Eliminate odors

Utah Homeownership Authority Educational Series
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Key Takeaway

Preparing your home before listing helps buyers focus
on its strengths instead of its flaws.

Smart Seller Tip

Ask a trusted friend to walk through your home before
listing it. Fresh eyes often notice things you've stopped
seeing after living there for years.

notice first. A clean, well-maintained home often
makes a stronger impression than expensive

upgrades that aren't immediately visible.

Myth vs. Fact
Myth
Buyers will overlook small problems because they can
fix them later.
Fact
Many buyers notice small maintenance issues. Several
minor problems together can make buyers wonder if
larger repairs have also been neglected.

Today's Action

o Walk through your home as if you were a buyer.
o Make a list of small repairs.

o Schedule a deep cleaning.

o Begin removing unnecessary clutter.
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STAGING YOUR HOME TO ATTRACT BUYERS

Help Buyers Picture Themselves Living There

Home staging is about creating a space that feels
clean, welcoming, and easy for buyers to imagine as
their own.

The goalisn't to remove all personality—it's to
highlight your home's best features while minimizing

distractions.

Simple staging techniques can make rooms appear
larger, brighter, and more inviting.

Simple Staging Tips
v/ Remove personal photos.

v/ Keep countertops clear.

v/ Arrange furniture to maximize space.

v/ Open curtains and blinds.

v/ Add fresh towels in bathrooms.

v/ Use neutral colors when possible.

v/ Place fresh flowers or plants in key rooms.

v/ Make every bed before showings.

Key Takeaway

Well-staged homes help buyers emotionally connect
with the property, making it easier for them to picture it
as their future home.

Smart Seller Tip

Pay special attention to the rooms that influence
buyers the most: the front entry, kitchen, living room,
primary bedroom, and primary bathroom. These
spaces often leave the strongest impression.

¥ Less is often more. Giving buyers extra space to
walk, look around, and imagine their own furniture

can make your home feel larger and more inviting.

Myth vs. Fact
Myth
Home staging is only for expensive homes.
Fact
Homes in every price range can benefit from thoughtful
staging. Even simple changes can help buyers focus on
the home's features rather than personal belongings.

Today's Action

o Stage your main living areas.

o Remove excess furniture if needed.

o Maximize natural light.

o Take photos after staging to see how your home
looks.

Utah Homeownership Authority Educational Series
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PROFESSIONAL PHOTOGRAPHY SELLS HOMES

Buyers See Your Home Online First

For most buyers, the first showing happens online—
not in person.

High-quality photos can make the difference
between someone scheduling a showing or scrolling
to the next listing. Professional photography helps
highlight your home's best features and creates a
strong first impression.

Before photos are taken, make sure your home is
clean, staged, and filled with natural light. Small
details matter because buyers often decide within
seconds whether they want to see a home.
Preparing for Photo Day

v/ Open all blinds and curtains.

v/ Turn on every light.

v/ Remove vehicles from the driveway.

v/ Hide trash cans and garden hoses.

v/ Make every bed.

v/ Clear kitchen and bathroom countertops.

v/ Mow the lawn and sweep walkways.

v/ Remove pet items when possible.

Key Takeaway

Great photos create great first impressions—and great
first impressions bring more buyers through the front
door.

Smart Seller Tip

The first five photos are usually the most important.
They should highlight your home's strongest features,
such as the front exterior, kitchen, living room, primary
bedroom, and backyard.

Every photo should answer one question: "Would
this make someone want to see the home in person?"
If not, improve the room before taking the picture.

Myth vs. Fact
Myth
Phone photos are good enough to market my home.
Fact
Professional photography often showcases your home
more effectively by using proper lighting, composition,
and editing to highlight its best features.

Today's Action

o Finish staging your home.

o Schedule professional photography.

o Walk through each room one final time.

o Review your listing photos before they are
published.

Utah Homeownership Authority Educational Series
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MARKETING YOUR HOME TO ATTRACT BUYERS

Great Marketing Creates Great Opportunities Key Takeaway

Even the nicest home won't sell if buyers don't know ' The right marketing strategy helps your home stand out,
it exists. attract qualified buyers, and create stronger
opportunities for a successful sale.

Today's buyers search online, use mobile apps,
follow social media, and work with real estate
professionals to find homes. Effective marketing
helps your home reach more qualified buyers and

encourages more showings. Smart Seller Tip

If your home has unique features—such as mountain
views, a remodeled kitchen, a large workshop, RV
parking, or energy-efficient upgrades—make sure they're
featured prominently in both the photos and the
property description.

The goal isn't simply to advertise your home—it's to
tell the story of why someone should live there.

Effective Marketing Includes

v/ Professional photography

Don'tjust list your home's features—highlight its

V Online home search websites lifestyle. Buyers remember how a home makes them
feel just as much as its square footage or number of
v/ Social media marketing bedrooms.

Vv Yard signage

v/ Open houses (when appropriate)

Myth vs. Fact

. . Myth
Email marketin n
V/ Email marketing to agents Putting a home on the MLS is all the marketing it needs.
o o Fact
Vv Digital advertising The MLS is an important tool, but many buyers also

discover homes through online searches, social media,
agent networks, and digital marketing. A well-rounded
marketing strategy helps maximize exposure.

Today's Action

0 Review your property's online description.
o Verify that all home details are accurate.

o Highlight your home's best features.

o Ask how your home will be marketed.
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PREPARING FOR SHOWINGS

Every Showing Is an Opportunity
Key Takeaway
Once your home is on the market, buyers may
request private showings. Every showing is an A clean, welcoming home helps buyers focus on its
opportunity to make a positive impression and move features and imagine themselves living there.
one step closer to receiving an offer.

While preparing for showings can sometimes be
inconvenient, keeping your home clean and ready
can help you respond quickly when buyers want to
visit. Smart Seller Tip

The easier your home is to show, the more buyers are
likely to see it. Flexible showing availability can

Remember, buyers often decide how they feel about increase your chances of receiving strong offers.

a home within the first few minutes of walking
through the front door.

Before Every Showing
+4+ Magic Tip

v/ Make every bed. Keep one laundry basket available for last-minute
clutter. Before leaving for a showing, quickly gather
v/ Open blinds and curtains. personal items and place the basket in your vehicle

or garage until you return.

v/ Turn on lights.
v/ Empty trash cans.

v Wipe kitchen and bathroom counters. Myth vs. Fact

Myth

One showing is just like another.

Fact

Every buyer is different. It only takes one showing to
find the right buyer, so treat every appointment as an
important opportunity.

v/ Put away dishes and laundry.

v/ Secure valuables and medications.

v/ Remove pets when possible.

Today's Action
o Create a quick-clean checklist.
o Prepare a place for pets during showings.

o Keep your home stocked with basic cleaning
supplies.

o Make your home easy to show whenever
possible.
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USING OPEN HOUSES TO EXPAND YOUR REACH

An Open House Can Introduce Your Home to More Buyers

Key Takeaway
An open house allows multiple buyers to view your
home during a scheduled time without making A well-planned open house can increase exposure,
individual appointments. attract new buyers, and generate valuable feedback

that supports your overall selling strategy.
While not every home benefits from an open house,

it can increase exposure, generate interest, and Smart Seller Tip
introduce your property to buyers who may not have  If you hold an open house, ask visitors what stood out
scheduled a private showing. most about your home. Their comments can provide

valuable feedback and help you improve your
marketing if your home remains on the market.

Neighbors often attend open houses, and they may
know friends or family members who would love to
live nearby.

An open house isn't about selling your home in one

A Successful Open House Includes afternoon. It's about creating interest, encouraging
conversations, and giving buyers another reason to
v/ A clean and well-staged home remember your property.

v/ Professional marketing before the event
Myth vs. Fact

Myth

Open houses are only for attracting serious buyers.
Fact

Open houses also create neighborhood awareness,

) o S encourage referrals, and give buyers an opportunity to
vV Asimple visitor sign-in process experience your home in person.

v/ Easy-to-follow directional signs

v/ Property information available for visitors

v/ Comfortable indoor temperature
Today's Action

v/ Bright lighting throughout the home

o Decide whether an open house fits your selling
strategy.

0 Prepare property information for visitors.

o Confirm your marketing plan before the event.
o Walk through your home one final time before

" guests arrive.

v/ Friendly, professional hospitality
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The Highest Offer Isn't Always the Best Offer
Receiving an offer is exciting, but there's more to
consider than just the purchase price. Every offer
includes terms that can affect how smoothly your
sale moves toward closing.

Before accepting an offer, review the entire package
carefully. Consider the buyer's financing, requested
contingencies, closing timeline, and overall ability to
complete the purchase.

Sometimes a slightly lower offer with fewer
contingencies and stronger financing may be a better
choice than a higher offer with more risk.

Parts of an Offer

v/ Purchase price

v/ Earnest money deposit

v/ Down payment amount

v/ Financing type

v/ Inspection contingency

v/ Appraisal contingency

v/ Requested closing date

Vv Seller concessions, if any

Utah Homeownership Authority Educational Series
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Key Takeaway

The best offer balances price, financing strength,
favorable terms, and the buyer's ability to close
successfully.

Smart Seller Tip

Create a simple comparison sheet showing price,
financing, contingencies, earnest money, and closing
date. Seeing offers side by side often makes the best
choice much clearer.

Take time to review every offer carefully. A

thoughtful decision today can help prevent delays,
unexpected expenses, or canceled contracts later.

Myth vs. Fact
Myth
The highest purchase price is always the best offer.
Fact
The strongest offer is the one that best fits your goals
and has the highest likelihood of closing successfully.
Price is important, but financing, contingencies, and
timing also matter.

Today's Action

0 Review every offer carefully.

o Compare more than just the purchase price.
o Ask questions about financing if needed.

o Think about your preferred closing timeline.

The Utah Home Selling Consumer Guide



NEGOTIATING WITH CONFIDENCE

Negotiation Is About Finding Common Ground

Most home sales involve some level of negotiation.
Buyers and sellers often discuss price, repairs,
closing dates, or other contract terms before
reaching a final agreement.

Successful negotiations focus on solving problems
rather than winning arguments. Staying flexible,
communicating clearly, and understanding your
priorities can help create an agreement that benefits
everyone involved.

Remember, the goal isn't simply to accept or reject
an offer—it's to work toward a successful closing.

Common Negotiation Topics
v/ Purchase price

v/ Repair requests

v/ Closing costs

v/ Closing date

v/ Included appliances

v/ Home warranty requests

v/ Seller concessions

v/ Possession date

Utah Homeownership Authority Educational Series

Key Takeaway

Successful negotiations are built on preparation,

communication, and a willingness to work toward a

solution that benefits both parties.

Smart Seller Tip

Before responding to an offer, ask yourself, "Will this
decision help me reach the closing table?" Keeping that
question in mind can make negotiations more
productive and less stressful.

Don't let emotions drive your decisions. Negotiations

work best when you stay focused on your long-term
goals rather than reacting to individual requests.

Myth vs. Fact
Myth
Negotiating means one side has to lose.
Fact
Many successful negotiations result in agreements that
satisfy both the buyer and the seller. Clear
communication and realistic expectations often lead to
better outcomes.

Today's Action

o Decide what terms matter most to you.

o Separate "must-haves" from "nice-to-haves."

0 Be prepared to make reasonable compromises.
o Respond promptly to offers and counteroffers.
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HOME INSPECTIONS & APPRAISALS

What Happens After You Accept an Offer?
Key Takeaway
Once you accept an offer, the buyer will usually
schedule a home inspection. If the buyer is getting a Inspections and appraisals are a normal part of the
mortgage, the lender will also order an appraisal. selling process. Preparation and communication help
create smoother transactions.
These steps help confirm the home's condition and

value before the sale is finalized. Smart Seller Tip

If you've completed major improvements—such as a

While it's common for inspections to uncover new roof. furnace, water heater, or windows—keep
maintenance items, most issues can be resolved receipts available. They can help answer buyer
through communication and negotiation. Staying questions and provide useful information to the
informed and working together helps keep the appraiser.

transaction moving toward closing.

The Home Inspection

A licensed home inspector may evaluate: Don't panic if the inspection finds problems. Nearly
every home has repair items. Staying calm and

v Roof and gutters working toward reasonable solutions often keeps the
transaction moving forward.

v/ Foundation and structure
v/ Heating and cooling systems

v/ Plumbing

Vv Electrical systems Myth vs. Fact

v/ Windows and doors Myth

v Appliances (if included) A home inspection is a pass-or-fail test.

Fact

Most inspections identify maintenance items or repairs.
The inspection gives both parties information so they
can decide how to move forward.

v/ Safety concerns

The Home Appraisal

An appraiser determines an independent opinion of
your home's market value.

The appraiser may consider:

v/ Recent comparable sales

v/ Home size and layout

v/ Condition

v/ Improvements and upgrades

v/ Neighborhood

v/ Current market conditions

Today's Action

o Keep utility services turned on.

o0 Make sure all areas of the home are accessible.
0 Gather receipts for major improvements.

0 Be prepared to discuss repair requests if they
arise.
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CLOSING DAY: WHAT TO EXPECT

You're Almost There

Key Takeaway
Closing day is the final step in selling your home. After
weeks of preparing, marketing, showings, negotiations, Closing day marks the successful completion of your
inspections, and paperwork, you'll sign the final home sale and the beginning of your next chapter.
documents that transfer ownership to the buyer.

Most closings take place at a title company, where all
required documents are reviewed and signed. Once
the transaction is complete and funds have been
received, ownership is officially transferred.

Smart Seller Tip
Understanding what happens before closing can help Create one clearly labeled folder containing your

reduce stress and make the process smoother. closing documents, settlement statement, repair
receipts, and utility confirmations. Keeping everything
Before Closing Day together makes tax preparation and future

recordkeeping much easier.

v/ Complete any agreed-upon repairs.

v/ Confirm your moving schedule.

v/ Gather garage door openers, keys, and mailbox keys.
v/ Cancel or transfer utility services.

v/ Remove all personal belongings unless otherwise

agreed.

Before locking the door for the last time, take photos

v/ Clean the home before possession.

of the home's condition after you've moved out.

On Closing Day Keeping a record can be helpful if questions arise
v/ Review and sign closing documents. later.

v/ Verify your final settlement statement.

v/ Provide all keys, remotes, and access devices.
v/ Confirm when funds will be distributed.

v/ Celebrate your successful home sale.

Myth vs. Fact
Myth
Closing day is the day | move out.
Fact
Your move-out date depends on the terms of your
purchase agreement. Some sellers move before closing,
while others remain in the home for a short period after
closing if both parties agree.

Today's Action

o Confirm your closing appointment.

o Finish packing remaining belongings.

o Double-check your moving plans.

0 Leave the home clean and ready for its new

owners.
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SHOULD YOU SELL YOUR HOME YOURSELF OR WORKWITH A REALTOR?

Selling Your Home Yourself Key Takeaway

Choose the selling approach that gives you the
Potential Advantages confidence, support, and expertise you need for a
v/ Maintain complete control successful transaction.
v/ No listing commission
v/ Direct communication with buyers
v/ Set your own showing schedule

Possible Challenges
v/ Pricing your home accurately

v/ Marketing your property Smart Seller Tip
v/ Coordinating showings Before deciding, estimate how much time you'll spend
v/ Negotiating offers preparing, marketing, showing, negotiating, and

v/ Managing contracts and deadlines managing the transaction. Your time has value too.

v/ Understanding legal disclosures

Hiring a Realtor
Potential Advantages
v/ Professional pricing guidance

$ Z:aogfﬁ::tqgslep;??eggighy e right choice isn't about avoiding commissions—
iati Xperi

v/ Contract management
v/ Access to buyer networks
v/ Guidance through inspections and closing

it's about choosing the approach that best supports
your goals, timeline, and comfort level.

Myth vs. Fact
Myth
Selling your home yourself always saves money.
Fact
Every sale is different. While selling without a Realtor
may reduce certain costs, homeowners should also
consider the value of professional marketing, pricing
expertise, negotiation skills, and transaction
management when comparing their options.

SELL MYSELF

&) \
HIRE A REALTOR
| HIRE AREPLIONIEY

Today's Action

e Paperwork
[2) Handle Paperwork 2] endle Pan

T s Lower Risk
/A Higher Risk of Mistakes @
() savesTwe % Reduces SWess.

o Decide how involved you want to be.

o List the services you'll need.

o Compare the benefits of each approach.

o Interview professionals before making a decision.

| @ Time Consuming

STRESS
& YOUR GOAL: GET THE BEST RESULT NVTH THE LEAST
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HOW TO EVALUATE & INTERVIEW REALTORS

Not Every Realtor Is the Right Fit

Key Takeaway
Choosing a Realtor is an important decision.

Experience, communication, local market knowledge, Interviewing several Realtors helps you make an

and marketing strategies can vary from one informed decision and choose a professional who aligns
professional to another. with your priorities, communication style, and selling
goals.

Instead of selecting the first agent you meet, interview
several candidates and compare their qualifications.
The goal is to find someone who understands your
goals, communicates clearly, and has a proven plan for

helping you sell your home.
PIng y y Smart Seller Tip

Pay attention to how well a Realtor listens. The best
professionals spend as much time understanding your
goals as they do explaining their services.

The best Realtor for one homeowner may not be the
best fit for another. Take the time to ask questions and
make an informed decision.

What to Look For

v/ Knowledge of your local market

v/ Recent home-selling experience

v/ Strong communication skills

v/ High-quality photography and online marketing .

V/ Clear explanation of fees and services suggested listing price or the lowest commission.

Vv Positive client reviews and references Choose someone with a clear strategy, strong

V A strategy for pricing and negotiations communication, and a proven plan to help you
achieve your goals.

Questions to Ask During an Interview

v/ How many homes have you sold in the past year?
v/ How will you market my home?

v/ How often will you communicate with me?

v/ What makes your marketing different?

v/ How do you determine a listing price? Myth

v What happens if my home doesn't sell quickly? All licensed Realtors provide the same level of service.
B v ' 2 Fact
9 Every Realtor has different experience, communication
] styles, marketing strategies, and negotiation skills.
Interviewing multiple professionals helps you find the
best fit for your needs.

Myth vs. Fact

Today's Action

o Interview at least three Realtors.

o Compare their marketing plans.

o Ask for recent client references.

0 Choose the professional who best fits your goals.
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QUESTIONS EVERY SELLER SHOULD ASK A REALTOR

The Right Questions Lead to Better Decisions

Key Takeaway
Interviewing a Realtor is like interviewing someone for
an important job—they'll be helping you sell one of Choosing the right Realtor starts with asking thoughtful
your largest financial assets. questions and comparing more than just commission or
list price.
A knowledgeable Realtor should be able to clearly
explain their pricing strategy, marketing plan,
communication style, and how they'll guide you
through the selling process.
Use these questions to compare candidates and Smart Seller Tip
choose the professional who best fits your needs Ask every Realtor the same questions. Using the same
. interview checklist makes it much easier to compare
Questions to Ask experience, communication, and marketing strategies
fairly.

v/ How many homes have you sold in the past 12 months?
v/ How will you keep me informed throughout the sale?
v/ How do you determine the right listing price?

v/ What is your marketing plan for my home?

Take notes during every interview. After meeting with

V Will you use professional photography and video? several Realtors, it's much easier to compare their
answers when you've written them down.

v/ How often will you communicate with me?
v/ Who will be my primary point of contact?
v/ What happens if my home doesn't receive offers?

v/ How do you handle multiple-offer situations?

Myth vs. Fact
v/ Can you provide recent client references? Myth

The Realtor who promises the highest price is the best
v/ What services are included in your fee? choice.

Fact

A successful sale depends on accurate pricing, strong
marketing, effective communication, and skilled
negotiation—not simply the highest suggested list price.

Today's Action

o Prepare your interview questions.

o Meet with at least three Realtors.

o Compare marketing plans.

o Choose the professional who earns your

confidence.
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AVOIDING COMMON HOME SELLING MISTAKES

Learn From Other Sellers
Key Takeaway

Even in a strong housing market, simple mistakes can

cost time, money, and opportunities. Most selling mistakes can be prevented with good
preparation, realistic expectations, and a thoughtful

The good news is that most common selling mistakes ~ Plan:

are avoidable. By planning ahead and staying

informed, you can improve your chances of a

smoother transaction and a more successful sale.

Common Mistakes to Avoid

v/ Pricing your home too high. Smart Seller Tip
Stay flexible throughout the process. Buyers may
v/ Skipping needed repairs. request repairs, schedule changes, or other
adjustments. A willingness to work toward reasonable
v Ignoring curb appeal. solutions often leads to a successful closing.

v/ Using poor-quality listing photos.
v/ Leaving too much personal clutter.

v/ Limiting showing availability.

Buyers don't expect a perfect home—but they do

V/ Letting emotions affect negotiations. expect a well-cared-for one. Taking care of the small
details can leave a lasting positive impression.

v/ Choosing an agent without interviewing others.

v/ Waiting too long to respond to offers.

v/ Failing to prepare for inspections.

Myth vs. Fact
Myth
If my home doesn't sell right away, something must be
wrong with it.
Fact
Every market is different. Pricing, competition, seasonal
trends, and buyer demand all influence how quickly a
home sells. Patience, preparation, and the right strategy
often produce the best results.

Today's Action

0 Review this list before listing your home.

o Identify any improvements you can make now.
o Ask for honest feedback from a trusted
professional.

o Focus on preparation instead of perfection.
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FREQUENTLY ASKED QUESTIONS

Answers to Common Home Selling Questions Key Takeaway
Selling a home can feel overwhelming, especially if you
haven't sold one in several years. Here are answers to some
of the questions homeowners ask most often.

Knowledge builds confidence. The more you understand
about selling your home, the better prepared you'll be
for every step along the way.

How long does it take to sell a home?

Every market is different. The time it takes to sell depends
on pricing, location, condition, buyer demand, and the
current housing market.

Should | make repairs before listing? Small repairs and
routine maintenance can improve your home's appearance
and help buyers feel more confident. Large improvements
should be evaluated based on their potential return and
your selling goals

How is my home's value determined? A home's value is
influenced by recent comparable sales, location, size,
condition, improvements, and current market conditions.

What costs should | expect when selling? Selling a home
may involve real estate commissions, title and escrow fees,
possible repairs, seller concessions, mortgage payoff costs,
and moving expenses. Your specific costs will depend on
your transaction.

Can | accept an offer above or below my asking price?
Yes. Every offer is negotiable. Sellers can accept, reject, or
make a counteroffer based on the terms presented.

What happens if the appraisal is lower than the purchase
price? The buyer and seller may negotiate several solutions,
including adjusting the price, changing financing, or
resolving the difference in another mutually acceptable
way.

Should | continue making mortgage payments while my
home is listed? Yes. Continue making all required mortgage,
insurance, tax, and utility payments until ownership
officially transfers at closing.

Can | stay in my home after closing?

Sometimes. If both parties agree, the purchase contract
may include a post-closing occupancy agreement. Always
discuss this before closing.

Should | be present during showings? No.

Most buyers feel more comfortable viewing a home when
the homeowner is not present. This allows buyers to ask
questions freely and imagine themselves living in the home.

Utah Homeownership Authority Educational Series
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Smart Seller Tip

Keep a notebook or digital file for questions that come
up during the selling process. Writing them down helps
ensure they're answered before important decisions
are made.

Never hesitate to ask questions. Understanding each
step of the selling process helps you make informed
decisions and reduces unnecessary stress.

Myth vs. Fact
Myth
Selling a home is mostly about luck.
Fact
Homes that are properly prepared, accurately priced,
professionally marketed, and thoughtfully negotiated
are often positioned for better outcomes.

Today's Action

o Write down any remaining questions.

o Review your selling timeline.

o Talk with trusted professionals.

o Continue learning before making decisions.

¥
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HOME SELLER'S FINAL CHECKLIST

Before You Put the "For Sale" Sign in the Yard

Use this checklist to make sure you're ready for a
successful home sale.

Planning

o Decide your selling timeline.

o Understand your home's value.
o Prepare your moving plan.

0 Estimate your selling expenses.

Preparing Your Home

o Complete minor repairs.
o Deep clean every room.
o Improve curb appeal.

o Declutter and organize.

Marketing

o Complete professional photography.

0 Review your property description.

o Prepare for showings.

o Decide whether to host an open house.
Choosing Professional Help

o Interview at least three Realtors.

o Compare marketing plans.

o Ask for references.

o Choose the professional who best fits your goals.

After Accepting an Offer

o Prepare for inspections.

o Gather important documents.
o Complete agreed-upon repairs.
o Confirm your closing date.

Before Closing

o Schedule your move.

o Transfer utilities.

0 Gather keys, remotes, and manuals.

o Leave the home clean for the new owner.

After Closing
0 Keep copies of your settlement statement.
o Update your driver's license if needed.

o Notify banks and insurance companies of your new

address.
0 Keep tax records in a safe place.

Utah Homeownership Authority Educational Series

Key Takeaway

A successful home sale isn't built on one big decision—
it's built on many small decisions made well.

Smart Seller Tip

Keep all of your selling documents—including contracts,
inspection reports, receipts, warranties, and closing
paperwork—in one folder or digital file. Staying
organized makes every step easier.

Don't try to do everything in one day. Completing a

few tasks each week makes the selling process much
more manageable and far less stressful.

Myth vs. Fact
Myth
If I've completed most of these items, | don't need to
worry about the rest.
Fact
Every step in the selling process contributes to a
smoother transaction. Completing the entire checklist
helps reduce surprises and keeps your sale moving
toward closing.

Today's Action

@ Print this checklist.

© Keep it with your home-selling paperwork.
© Check off each item as you complete it.

© Celebrate your progress along the way.

—
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CONGRATULATIONS ON SELLING YOUR HOME!

One Chapter Ends—Another Begins

Selling a home represents the closing of one chapter and the

beginning of another. Whether your next step is purchasing

another home, relocating, downsizing, or enjoying retirement,

| hope this guide has helped you move forward with
confidence.

Whether you're purchasing another home, downsizing,
relocating, investing, or beginning retirement, every
successful home sale starts with thoughtful planning and
informed decisions.

| hope this guide has helped you better understand the
home-selling process and given you the confidence to make
smart decisions along the way.

Remember, every home sale is unique. Continue asking
questions, seek trusted advice, and make decisions that
support your long-term financial goals.

Congratulations on your successful home sale, and best
wishes in whatever comes next.

Continue Your Homeownership Journey

The Utah Homeownership Authority offers additional free
Consumer Guides to help Utah homeowners make informed
decisions.

v/ First-Time Homebuyer Guide

v/ Down Payment Assistance Guide
v/ Credit Improvement Guide

v/ FHA Loan Guide

v/ VA Loan Guide

v/ Reverse Mortgage Guide

v/ New Construction Guide

v/ Investment Property Guide

Vv Self-Employed Borrower Guide
v/ Divorce & Mortgage Guide

v/ Probate & Inherited Homes Guide
v/ Retirement Planning Guide

About the Author

Tres Miller

The Magic Mortgage Lender
Residential Mortgage Loan Officer
NMLS #217768

For more than 30 years, I've helped Utah families understand

their mortgage options and make confident financial
decisions. My goal is to provide honest education, practical
guidance, and personalized service so every homeowner can
move forward with confidence.
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Smart Seller Tip

Keep copies of your settlement statement, closing
documents, and tax records in a safe place. You may
need them for future financial planning or tax
preparation.

4+ Magic Tip
A'successful home sale isn't measured only by the

price you receive—it's also measured by how well
your next chapter begins. Planning ahead today can
make tomorrow much easier.

Myth vs. Fact
Myth
Closing day is the end of the process.
Fact
Closing is the beginning of your next chapter. Keeping
your closing documents and planning ahead will help
make your transition smoother.

Today's Action

o Celebrate your accomplishment.
o Organize your closing documents.
o Update your mailing address.

0 Begin planning your next chapter.
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CONTINUE YOUR HOMEOWNERSHIP JOURNEY

Free Utah Consumer Guides

Whether you're buying, selling, refinancing,
planning for retirement, or improving your credit,
the Utah Homeownership Authority Educational
Series is designed to help you make informed
decisions with confidence.

Each guide is written in plain English and provides
practical, easy-to-understand information for Utah

homeowners.

Continue Learning

Free Utah Consumer Guides

% First-Time Homebuyer Guide "A successful home sale isn't just about closing
PEAY

one door—it's about opening the right one for

. . your future."
¢ Down Payment Assistance Guide

~/ Credit Improvement Guide

1 FHA Loan Guide

£ VA Loan Guide

=] Reverse Mortgage Guide Schedule Your Free

Consultation

#1 New Construction Guide

B Self-Employed Borrower Guide

| Investment Property Guide Contact Information
Tres Miller
i1 Divorce & Mortgage Guide Residential Mortgage Loan Officer
U.S. Army Veteran
Probate & Inherited Homes Guide NMLS #217768
¢, 435-229-9797
Retirement Planning Guide € UtahHomeownershipAuthority.com

TMiller@JMJ.me

++ Magic Tip

Knowledge is one of the few investments that continues to pay dividends. The more you learn about homeownership, the
more confident you'll become when making future financial decisions.

Utah Homeownership Authority Educational Series Page 25 The Utah Home Selling Consumer Guide



	The Utah Home Selling Consumer Guide
	Helping Utah Homeowners Sell with Confidence, Maximize Value, and Avoid Costly Mistakes
	NMLS #217768

	UtahHomeownershipAuthority.com
	435-229-9797
	Educational Guide
	In This Guide You'll Learn

	WRAPPING UP
	IS NOW THE RIGHT TIME TO SELL YOUR HOME?
	Selling Starts Before You List
	Common Reasons People Sell
	Myth
	Fact


	UNDERSTANDING TODAY'S HOUSING MARKET
	Market Conditions Affect Every Sale
	Factors That Influence Your Sale
	Myth
	Fact


	UNDERSTANDING YOUR HOME'S VALUE
	Your Home Is Worth What a Buyer Is Willing to Pay
	What Affects Your Home's Value?
	Myth
	Fact


	PRICING YOUR HOME TO ATTRACT BUYERS
	The Right Price Creates More Interest
	Pricing Mistakes to Avoid
	Myth
	Fact


	PREPARING YOUR HOME FOR SALE
	First Impressions Matter
	Areas to Focus On
	Myth
	Fact


	STAGING YOUR HOME TO ATTRACT BUYERS
	Help Buyers Picture Themselves Living There
	Simple Staging Tips
	Myth
	Fact


	PROFESSIONAL PHOTOGRAPHY SELLS HOMES
	Buyers See Your Home Online First
	Preparing for Photo Day
	Myth
	Fact


	MARKETING YOUR HOME TO ATTRACT BUYERS
	Great Marketing Creates Great Opportunities
	Effective Marketing Includes
	Myth
	Fact


	PREPARING FOR SHOWINGS
	Every Showing Is an Opportunity
	Before Every Showing
	Myth
	Fact


	USING OPEN HOUSES TO EXPAND YOUR REACH
	An Open House Can Introduce Your Home to More Buyers
	A Successful Open House Includes
	Myth
	Fact


	UNDERSTANDING OFFERS
	The Highest Offer Isn't Always the Best Offer
	Parts of an Offer
	Myth
	Fact


	NEGOTIATING WITH CONFIDENCE
	Negotiation Is About Finding Common Ground
	Common Negotiation Topics
	Myth
	Fact


	HOME INSPECTIONS & APPRAISALS
	What Happens After You Accept an Offer?
	The Home Appraisal
	Myth
	Fact


	CLOSING DAY: WHAT TO EXPECT
	You're Almost There
	On Closing Day
	Myth
	Fact


	SHOULD YOU SELL YOUR HOME YOURSELF OR WORK WITH A  REALTOR?
	Selling Your Home Yourself
	Potential Advantages

	Hiring a Realtor
	Myth
	Fact


	HOW TO EVALUATE & INTERVIEW REALTORS
	Not Every Realtor Is the Right Fit
	What to Look For
	Questions to Ask During an Interview
	Myth
	Fact


	QUESTIONS EVERY SELLER SHOULD ASK A REALTOR
	The Right Questions Lead to Better Decisions
	Myth
	Fact


	AVOIDING COMMON HOME SELLING MISTAKES
	Learn From Other Sellers
	Common Mistakes to Avoid
	Myth
	Fact


	FREQUENTLY ASKED QUESTIONS
	Answers to Common Home Selling Questions
	How long does it take to sell a home?
	Can I accept an offer above or below my asking price?
	Can I stay in my home after closing?
	Myth
	Fact


	HOME SELLER'S FINAL CHECKLIST
	Before You Put the "For Sale" Sign in the Yard
	Planning
	Preparing Your Home
	Marketing
	Choosing Professional Help
	After Accepting an Offer
	Before Closing
	After Closing
	Myth
	Fact


	CONGRATULATIONS ON SELLING YOUR HOME!
	One Chapter Ends—Another Begins
	About the Author
	Myth
	Fact


	CONTINUE YOUR HOMEOWNERSHIP JOURNEY
	Free Utah Consumer Guides


