
This guide is designed as a starting point- every home, and every situation is 
unique. Your BH Group agent will further guide you to design the perfect plan for 
your specific situation. Your home may be your single biggest investment and one 
of the largest financial transactions you’ll ever make. So when you sell, you want to 
get the best price and the most favorable terms, in the shortest amount of time. 
There are many marketing options, legalities, and details that go into the sale. We 
know know the market and will help you set the right price. We also know what buyers are 
looking for and what will encourage them to buy. Use this guide for initial 
preparation, and contact as soon as possible: we’ll not only give you more in-depth 
information for your preparation efforts to go furthest, but we’ll also determine the 
best strategies for your individual home and situation.

A guide to the selling process with BH Group.



Putting Your Home 
On the Market

Today, the home that stands out 
among similarly priced houses is 
the home that sells. Why? Because 
it makes a good first impression 
that lasts right to the settlement 
table. Your BH Group broker will 
want to inspect your home to want to inspect your home to 
become familiar with its unique 
features, as well as provide 
suggestions specific to your home 
that will help you prepare for listing. 
The following recommendations will 
help you get started. Because every 
situasituation and home is unique, some 
of these may not apply, and there 
may be other items not listed to 
consider. When we meet to talk 
about your home, we’ll go over 
exactly what you need to know. 
We’ll talk about which preparations 
aare going to go the furthest for you- 
including home improvement 
projects, upgrades you can make 
that are in high demand among 
Seattle buyers, areas to focus on, 
as well as answer your questions.



Want to make a great first impression on home 
shoppers? Start with cleaning up: Washing windows 
and walkways, trimming bushes and trees, mow the 
lawn. Landscaping in front and back can pay off in a 
quicker sale and higher price. Tidy up garden beds, 
remove grass growing in concrete cracks; sweep off 

debris fdebris from shrubs and trees. Paint or stain worn areas 
in wood decks.Is your front door looking weathered? 
Replace it, or at the very least paint it (see tips below). 
A new mailbox can pack a big visual punch and replacing

 your house numbers can freshen your home’s look.

Painting
Nothing makes your home feel fresh and well-cared-for 
more than a fresh coat of paint, inside and out. And it’s 
one of the best investments you can make as you prepare 
to sell. This is one job where hiring a pro might make 
sense, especially if you want to list soon. Painting is labor-
intensive, involving lots of prep and ladders, and it can 
take weeks. Outside, itake weeks. Outside, it’s smart to keep your color scheme 
simple and neutral. You want your home to stand out from 
your neighbors, but not because it’s purple. Reserve bright 
colors for your front door. Inside, a neutral palette and 
simple finishes will give the new homeowner a fresh start. 
A nice white ceiling also makes rooms seem bigger. Here’s 
some help for picking your paint colors.

Curb appeal and landscaping

 Doing home improvements before you sell produces one of life’s 
great ironies: The imperfections you’ve lived with for years suddenly are 
worth fixing. So what should you renovate to improve your chance of 

selling for the most money?

Home Improvements That Will Really 
Pay Off When You Sell



Clean all windows—inside and out. If needed, 
add a fresh coat of paint to the window trims 

and sills. Make sure all windows open and close 
easily. Make sure window screens are clean and 
secure; replace any screens with holes or tears.

Kitchen

Living Room

The kitchen is often the most important selling feature 
for a buyer- the layout, quality, color selection of walls, 
condition of appliances can be very important. Although 
you may not have control of all of these items, we can 
provide simple suggestions to give you the most return
of your efforts, based on your individual situation and 
kitchen. Many buyers judge kitchen. Many buyers judge the house by the way the 
oven and stove are kept. Appliances should be spotless, 
free of odor, and in perfect working condition. Replace or 
repair anything that sticks, squeaks or drips. If you will be 
living in the home during the listing process, counters, 
cabinets and eating spaces should be kept uncluttered 
without countertop appliances.

Strive for a lived-in, cozy feeling. Discard chipped or frayed furniture. Remove and replace 
any attached items, such as chandeliers and draperies, that you wish to move with you. 
Furnishings throughout the house should be well placed and in good condition. This is 
why we highly recommend moving out before listing- we offer complimentary professional 
staging through a leading local staging company. They will choose furnishings and 
placement that optimizes the floor plan, and more. If moving out prior to listing isn’t 
possible, possible, the stager will provide recommendations based on your own furnishings- 
including removing pieces that aren’t in great shape. Worn, damaged, or dirty furnishings 
may give buyers the impression that the home is not well kept. The stager will provide 
recommendations to avoid these unwanted less than ideal impressions.

Windows

Home Improvements That Will Really 
Pay Off When You Sell



This is another very important consideration for 
buyers. If you decide to live in the home during 
listing, keep furnishings uncluttered, and define 
areas (for example, sleeping, dressing and sitting) 
by furniture arrangement (the stager will be able 
to consult on this as well). Show the true size of 
closets by closets by removing or packing items that can be 

stored. The more spacious the closet looks, the better.

Bathrooms
According to “Zillow Talk: Rewriting the Rules of Real Estate,” 
a mid-range bathroom remodel is one of the easiest ways to 
get the most return for your money. Mid-range means about 
$3,000 to replace the toilet, light fixtures and maybe add a 
new or double sink. A bathroom remodel of this type results 
in a $1.71 increase in home value for every $1.00 spent on the
pproject. Some other quick fixes: Refinish your cabinets, 
change out mirrors, and upgrade hardwareand lighting. Your 
sink, toilet, bathtub, tile and shower curtains should be 
immaculate. Fix leaky faucets and repair caulking and 
grouting. Light should be soft (no harsh fluorescents) but 
bright- when possible we recommend replacing bulbs with 
LED options in soft white, which provides the optimal warmth.

Master Bedroom

Home Improvements That Will Really 
Pay Off When You Sell



An atmosphere of relaxation, fun and activity 
should pervade. The space should be open to 

accommodate an assortment of activities. Make sure 
the fireplace or wood stove is clean with fresh logs. 

Garage

Organize, hang tools on peg boards and put items 
on shelves. Clean the water heater, change the 
furnace filter and make inspection access easy. 
Brighten the basement by painting walls a light, 

neutral color. Make sure stairway handrail is secure. 

Basement

The perfect garage holds only cars in an uncluttered space. 
Sell, give away or toss unnecessary articles. Clean the cement 
floor. Have strong overhead lighting. Make sure any storage 
area is orderly and the workbench is tidy.  

Remember that some improvements are likely not worth 
the money, so if you’re in doubt, be sure to ask us!

Floors, Nooks and Crannies
Is your flooring worn or dated? This is a case when a 
significant upgrade could make sense. Hardwood floors can 
be refinished and will add value to any home while engineered 
hardwoods can be a cost-effective alternative. Removing old 
carpet is another simple way to freshen your home.

Bonus Room

Home Improvements That Will Really 
Pay Off When You Sell



Frequently Asked Home Improvement & Selling Questions

Q: Is it possible to over-improve a home?  
A: Yes. Your landscaping may be divine. For example, you may have the only 
swimming pool in the neighborhood, but these improvements may not have 
a complete return on your investment. When we meet, we’ll be able to 
determine if added improvement means added marketability.

Q: Are expenses to fix up my home tax deductible?  
A: A: You can reduce your taxable capital gain by fixing up, 
but only under strict guidelines. Check with your tax consultant for details. 



Demand Sets Price

A common definition of market value is, “what a ready, willing and able buyer 
will pay, at a price a seller will accept.” Buyers are sophisticated—when they 
see your home, they’ll be comparing features, community, and more. A fair 
market value will be determined by comparing the property with similar 
properties that have recently sold and are currently on the market.
Setting the right price is very important. There is a delicate balance, and each 
unique home and situaunique home and situation can affect this number. We will guide you and 
determine the best listing price to get you the most money possible. This is 
both an art and a science that we are intimately experienced with.



What Conveys With the Home?

A few examples of items to “convey” may include draperies, drapery rods, 
remaining heating oil, washer, dryer, refrigerator, stove, microwave, disposal, 
awnings, storm doors and windows, screens, venetian blinds, shutters and 
window air conditioners, among similar items. You should remove items that 
do not convey.  



What is the BH Group listing/sales process?

2. We send a professional photographer to the home, who specializes in 
real estate photography. Quality real estate photography creates more 
interest in the listing, and there is much more to capturing a quality 
photograph than one might think. The photographer ensures that the 
lighting in the photograph mimics the lighting in the home, photos look 
clean and crisp, and utilizes angles that make the space look as large as 
possible. Adpossible. Additionally, the photographer’s goal is to create a body of 
images that will not only show off the features of the home, but also give 
the viewer a sense of the home’s layout. There are many photographers in 
Seattle, and our experience has allowed us to curate a careful selection of 
the photographers best suited to capture your home. As a reminder, we 
provide their services to you for free when you list your home with us!

1. We send an inspector to your home prior to listing- in the busy Seattle 
and surrounding market, it is common for buyers to pre-inspect homes, 
because they know it increases their chances of a winning bid. Unfortunately, 
sometimes a buyer will come across a home that they are interested, but do 
not have time to pre- inspect. By offering the already completed pre-
inspecinspection to all buyers and their agents, we are one step ahead; and more 
buyers are likely to make offers!

This section helps guide you through our process. There 
may be additional or fewer steps which we take to ensure your best 
sale- again, every home is unique, and has unique needs that may not 
be applicable in all situations. Get in touch today so that we can 

determine the best plan of action for your home! 



After you move out and remove any items you do no wish to convey, our 
local, talented vendors begin their work. All of our vendor’s services are 
free to you when you list your home with us! Stagers prepare your home 
by furnishing and decorating to bring attention to the best features of the 
home, and detract attention from the less than desirable features; staged 
homes statistically sell for much higher than unstated homes, and it is our 
experience. Our stagers wiexperience. Our stagers will ensure that the home looks bright, and appeals 
to the greatest number of potential buyers. One of the stagers we 
frequently use has broken down the 3 most important reasons for staging 
for us:  

1.Staging shows the space in an optimized usage- which is best suited to 
the general public’s case. This allows them to imagine their own 
belongings in the home and how the can actually work with the space if 
they buy the home. When a buyer walks in and can’t imagine how their 
own stuff will work there, it can often change their entire perception of 
the home. Staging therefore, helps the greatest number of potential 
buyers envision buyers envision their lifestyle and belongings in the space. 

2. We not only want them to see that their stuff can work in the space, but 
our goal is to create envy-. That is, create envy of a certain lifestyle. many 
people buy based on emotion, so we want to create that emotion in every 
potential buyer. 

3. Photos in the listing are easier for buyers to read when the home is 
staged. Look at the before and after photos below. This before and after 
ffrom a staging project perfectly demonstrates one of the many reasons 
why staging is so important: The Rec Room pictured is HUGE, but in the 
before photo looks quite small. The after staging photo helps show the 
rooms depth and functionality.

Before After



5. Lastly, and very importantly for our marketing purposes, we hire a 
Matterport specialist. If you aren’t familiar with Matterport, specialized 
photographers who utilize unique cameras which create a 3D model of 
the home. This technology allows potential buyers to “walk”around as if 
they are in the home, from their own computer or phone without ever 
actually entering the home- this a great way to show the home to out of 
state buyers, as westate buyers, as well as increase the number of showings with highly 
interested buyers. There are additional features that our experiences 
Matterport specialists offer, and we use these services on every home we 
list, because we believe in quality marketing materials. As a reminder, we 
provide their service to you for free when you list your home with us!

4. We provide a home warranty at no cost to the seller or buyer. This is an 
excellent way to calm the jitters of potential buyers who may be worried 
about the condition of appliances, etc. Peace of mind in buyers leads to 
higher quality offers.   



Open Houses and Showings
With all this activity plus our frequent open
houses, our team as well as buyer’s brokers will 
be bringing prospective buyers to see your 
house. Our strategy usually includes frequent 
open houses until an offer is accepted (we’ll 
discuss how often is best for your home when 
we meet). Often, we meet). Often, the winning offer is a buyer 

from an open house, and we find them to be very important to ensure a maximum number of potential buyers have the opportunity to see 
your home. Additionally, buyer’s agents can bring buyers through during showing 
hours, using the MLS keybox. Although we recommend vacating your home, we 
understand that this is not always possible. We’ll discuss how this may effect your 
homes marketability and help you decide what is best for you. If you end up 
occupying the home during listing, we will discuss the pros and cons of different 
showing arrangements- what hours ashowing arrangements- what hours are acceptable to arrange appointments, as 
well as how much notice is necessary.  

Advertising

Other Info About Our Sales Process

Our yard sign and community signage provides exposure to the 
neighborhood and prospects touring the area. Signs often create 
high-quality inquiries because prospects like the area and house 
and want to get a closer look inside. Our yard and neighborhood 
signage is well designed to be eye catching and professional and 
helps agents of buyers to feel comfortable as they enter your home. 
YYour home will be advertised online in a variety of places for mass 
reach. High quality print materials will be available at open houses, 
as well as throughout the neighborhood, when possible. 



Signing On The Dotted Line

We will review each offer that we receive and discuss them with you. 
Although we cannot make the decision for your, our expertise can help 
guide you through the process, and help you make the best determination 
for your needs. There is no definition of “the best offer;” it depends on your 
needs. For some, it’s all about the best price. For others, it’s also about 
selling quickly. A buyer makes an offer by submitting a written and signed 
ooffer to purchase, which will become the sales contract when ratified by 
everyone’s signature. Once the seller and buyer sign the paper, they are 
bound by the contract conditions. 

A decision on an offer should be made when it’s presented, if 
possible. A home seller has three possible options:

1. Accept the offer as written.
   
2. Make a counter offer on unacceptable aspects. A purchase offer with 
counters is not a ratified contract until the home buyer accepts and initials 
tthe counters. Buyers can withdraw, accept or counter the counter offer.

3. Reject the offer if it is unacceptable in its entirety.A contract exists when 
all terms, including changes, are ratified by initials of all principals. When the 
contingencies are satisfied, the contract becomes enforceable.





Escrow

What is escrow?
Buying or selling a home is the largest monetary transaction most of us 
experience in our personal lives. As a buyer or a seller, you want to make 
sure that all the conditions of sale have dictated that money and all related 
documents be transferred through a neutral third party. This is called escrow.
The Escrow Officer serves as the neutral “stake holder” and the 
communication link to all parties in the transaction. The Escrow Officer 
holds aholds all documents and money until all conditions of the sale are 
completed, at which time he/she will impartially carry out the written 
instructions given by both parties in the transaction. 

When an escrow file is opened, the Escrow Officer makes a list of the items 
necessary to close the escrow. These may include the buyer’s earnest money 
deposit, loan documents, insurance policies, home warranty, terms of the 
sale, title insurance policy and requests for payment for various services to 
be paid out of escrow funds.
The Escrow Officer cannot disburse any funds or information unless she/he 
is instructed to do so in wriis instructed to do so in writing. So, when the necessary documents and 
money have been received into the file in accordance with the provision 
contained in your purchase and saleagreement and escrow instructions, the 
Escrow Officer will proceed with recording the necessary documents with 
the county recorder’s office, at which time title to the property is transferred 
and all funds are available to be disbursed. That’s it! You’ve sold your home!

How is a Sale Escrow Closed?


