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8 STEPS

TO BECOMING AN INFORMED SELLER

Step 1: Choosing a Realtor
Step 2: Pricing your Home Right
Step 3: Preparing your Home for sale
Step 4: Maximizing Exposure
Step 5: Document Checklist
Step 6: Offer Negotiations
Step 7: Calculating the Net Proceeds
Step 8: Things to do Before Moving
So you’re thinking of selling your home. Chances are you’re in a transitional stage of your life. You
may be looking for a larger home for a growing family, downsizing for retirement, moving to a new
city, looking to capitalize on an investment property or simply want a change. Regardless of the reasons why you are selling, we know your ultimate goal remains constant: To achieve the best possible
price for your home in the shortest amount of time, and with terms favourable to you.
This Informed Seller’s Guide is designed to educate you on exactly how to achieve this goal.
If you have any questions or would like a little clarification on any of these steps, please do not hesitate to give me a call any time.

Linda Dwyer
705-927-1134

lindadwyer2@bell.net
www.lindadwyer.ca
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STEP 1

CHOOSING THE BEST REALTOR FOR THE JOB
There are several compelling reasons for choosing professional
representation when it comes to the sale of one of your most
valuable assets. We know information is available everywhere for
buyers and sellers today 24/7, but knowing what this information
means to your bottom line requires an experienced, knowledgeable
professional to help you achieve the highest possible price and
terms for your home.
With Linda’s Peterborough and The Kawartha’s market expertise, knowledge of current and historical market activity, a comprehensive and
strategic marketing plan, access to a database of buyers ready to buy right
now, a proven track record of success and the ability to negotiate
on your behalf are just a few of the reasons why you
would choose Linda.
Linda Dwyer’s qualifications:
• Peterborough and Kawartha Market Specialist
• Over 8 years experience in real estate
• Over 100 families served so far
• Achieves on average 98% of list price for her sellers
• Strategic pricing system
• Comprehensive marketing strategy for each home
• Excellent negotiator
• Database of Buyers
• Loves what she does!
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A LITTLE BACKGROUND ON...
Linda Dwyer, Sales Representatives
Bowes & Cocks LTD. Brokerage
After working in Business and Employment Counselling for many years, Linda decided to start her own business. She completed her Real Estate Licence in 2006,
then began her career in real estate. Linda has now
been in the business for over 8 years and enjoys the successes and the challenges that this industry can bring.
Linda has many skills and talents which include
working with people, excellent negotiator and problem solver, resourceful, detailed and hard working.
She is the type of person who will rise to and overcome challenges and has a strong drive to succeed.
Over the past 8 years, Linda has Listed and Sold
over 100 homes within Peterborough and the
Kawarthas’. Many of her clients have sent her excellent testimonials which are posted on her website at
www.lindadwyer.ca.

Linda has her ABR DesignationThe Accredited Buyer’s Rep. Designation is the
benchmark of excellence in buyer representation.
This certificate demonstrates to buyers my commitment to providing outstanding service on their
behalf.

Linda was born and raised in Peterborough and
many of you may know her father who also had
his own business operating as Restwell Upholstery Company on Lansdowne St. East. He taught
her that as an entrepreneur you can work as hard
as you want to achieve the lifestyle you choose.
By choosing to work with Linda Dwyer as your Realtor, you are choosing someone who will take that
commitment seriously, and rise to the challenge. She
will get you your dream home and SELL your current
home timely, professionally and for the right price.
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A FEW WORDS FROM HER CLIENTS
TESTIMONIALS

“Thanks for selling my home, Linda. You went way above and beyond the call of
duty and helped me through a very difficult time with lots of surprises and curveballs. You are a very knowledgeable and professional agent. I have come to appreciate the complex life and job of a realtor.”
Sherry

“We were building new and wanted to get the best price on our home. Linda
offered valuable suggestions on home renovations and was very patient to wait
until the reno’s were complete before putting the home on the market. Linda
Sold our 2 storey home on Morrow Street in Peterborough after only one week
on the market. She negotiated our deal for 99% list to sale ratio and managed to
get us the long closing necessary for our new home to be built. These suggestions
helped us to get our best price. We would highly recommend her as a Realtor.”
Natalie & Michael

“We were first time home buyers. Linda referred us to a mortgage company to be
pre-approved to avoid looking for property outside our comfort level. She helped to
determine our wants and needs and showed us appropriate properties in our search
criteria. We purchased our home with confidence and ease as Linda explained the
legal documents that were necessary to sign as part of the transaction. We were very
pleased with negotiations and believe we got a good price for our home and a nice
deep back yard for our daughter to play.”
Miranda & Jeremy
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MISSION, VALUES AND
GUIDING PRINCIPLES

Linda Dwyer’s Mission
To assist people in achieving the best sale and purchase price possible, given the market, in a timely
and professional manner.
My Values
•
•
•
•
•
•

Honest
Friendly
Resourceful
Organized
Detailed
Love what I do – helping people

Guiding Principles
I strive to practice the following:
•
Do what I say I will do
•
Do the kind of job that I can be proud of
•
Deliver the best that the current market will provide
•
Work with Integrity, trust and confidentiality
•
Give and gain respect
•
Overcome obstacles
•
Listen to and care about my clients
•
Use the Team at Bowes & Cocks whenever possible
•
Maintain knowledge of the Market and Statistics
•
Administer accurate and detailed paperwork
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STEP 2
PRICING YOUR HOME RIGHT FROM THE START TO
ACHIEVE THE HIGHEST PRICE

First, it is important to understand that only the market can determine the ultimate value of your
home. That said, choosing the optimal list price is essential to maximizing your home’s value. If you
price too low, you risk not getting as much as you can for your property but price too high and you
risk losing potential buyers who may think your property is out of their price range and you help
your competition sell faster.
Determine the OPTIMAL list price is in part simple math, but for the most part it is a strategic
process that requires extensive market knowledge and research. An in-depth Comparative Market
Analysis (CMA) will tell you what similar properties have sold for recently but to effectively price your
property, it’s equally important to consider every similar home on the market to understand exactly
what your competition is. In addition, expertise in the local market conditions is paramount to arriving at the optimal list price.
Pricing your home right the first time will result in more exposure, more showings, more offers and
ultimately the highest price for your home.
For your no cost, no obligation CMA (Comparative Market Analysis) and opinion of value using our
comprehensive pricing strategy, please contact me today!
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STEP 3
PREPARING YOUR HOME FOR SALE

1. Open the draperies, pull up the shades and let the light in your home.
2. Create a bright, cheery atmosphere by turning on the lights in all rooms, day or night.
3. Remove clutter from each room to visually create more space and improve traffic flow.
4. Light your fireplace to create warmth and atmosphere on cool or winter days.
5. Keep your home dusted and vaccumed at all times.
6. Air out your home by opening the windows for 1 hour before a showing.
7. Lightly spary the home with air freshner to remove cooking odors.
8. Make sure the beds are made and the linens are tidy.
9. Organize your closets and remove any unnecessary items into storage.
10. Bathrooms & kitchens should be kept spotlessly clean.
11. Put out fresh towels and decorative soaps.
12. Remove any unnecessary items from the kitchen and bathroom countertop to avoid clutter.
13. Shampoo the carpeting if it needs cleaning.
14. Clean out the basement, attic, and garage areas if possible by holding a yard sale or by giving away
items to charity.
15. Invest in a new door mat and make the entry look inviting.
16. Make sure the door bell is in good working order.
17. Clean or paint the walls in neutral colours. This will brighten the home and make it look bigger
18. Repair or replace anything broken.
19. Close all closet doors and cabinets before showing.
20. Trees and shrubs should be pruned and trimmed and the lawn mowed.
21. Flowers, plants and candles help to dress up the home.
22. All hoses and garden equipment should be neatly out of sight.
23. Paint or repair the outside trim on the windows and doorways of the house.
24. Leave the house if possible during showings to allow the Buyer and Realtor freedom for questions
and exploration.
Prepared by Linda Dwyer
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STEP 4

MAXIMIZING EXPOSURE TO POTENTIAL BUYERS

Market exposure demands more than placing the property on MLS. Many websites are required.
Studies tell us that over 80% of buyers today begin their search online. As such, we invest heavily in
marketing websites that attract an abundance of buyers. I strategically time the release of new
listings using key phrases that we know are proven to generate the most interest, and then market
each property on several different websites.

A Proven Multi-Media
Marketing System
MLS (MULTIPLE LISTING SERVICE)
Our standard practice is to advertise your property on the Peterborough and Kawartha board MLS,
the largest online database of available real estate in Canada. This website is accessible by every real
estate agent in the area, each with (on average) four clients potentially looking for a place just like
yours. MLS Listings contain complete and detailed information about the property such list price,
room sizes, inclusions and exclusions, full colour photographs, and more. This listing data is also
made available to the general public through sites like MLS.ca (Realtor.ca).
Your property will be featured prominently on my personal website, as well as Bowes & Cocks,
Homes and Lands website, then Facebook and Linkedin to give your listing the best possible exposure, worldwide, to the most potential buyers.
VIEWING FEEDBACK
You will receive feedback direct to your e-mail inbox from the Realtor, after taking their clients
through your property. You can log into the secure system to view appointments as well as to read
the reviews. I will analyze all feedback and continually tweak your listing for maximum appeal.
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PROPERTY BROCHURES

PROACTIVE PROSPECTING

Breathtaking photos and vibrant descriptions
make up your customized home brochure designed as a memorable takeaway for visiting
buyers and their Realtor. These professionally
designed brochures leave a lasting impression
and often cause repeat viewings.

There are only two ways to find a buyer. One,
you can wait for them to find you, or two -- you
can proactively go out and find them. Linda
maximizes both reactive and proactive approaches to finding that perfect buyer. Her extraordinary communication skills result in
higher contact and lead conversion rates which
mean more potential buyers for you and your
home.

IN PRINT MARKETING
In most cases, I distribute ‘Just Listed’ cards
in your area to let your neighbours know that
your property is for sale. Just another way I
widen the net to get your property the best possible exposure. Who knows who might end
up buying your place? It could be one of your
friends, family or neighbours. I also advertise
in the local newspaper and Home and Lands
magazine.

COMPLIMENTARY
CONSULTATION

HOME

STAGING

Studies suggest staged homes seller faster and
attract more money than their un-staged neighbours. In a changing marketplace, a staged
home can be the difference between selling
your home or not. Staging can be as simple as
SOCIAL MEDIA CAMPAIGNING
removing some clutter to as detailed as redesigning or refurnishing rooms. The choice is
I actively maintain a Facebook Page, Twitter
yours and my home-staging professionals will
and LinkedIn. Check me out. Your home is
provide you with a complimentary recommeneverywhere.
dation list that will create
maximum buyer
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STEP 5
DOCUMENT CHECKLIST

• Receipts and Warranties for recent home improvements

In preparation for listing your home, you will need to gather the following documents:
•
•
•
•
•
•
•
•
•

A copy of your survey if it’s in your posesion
A copy of your front door key
Your most recent annual property tax assesment
The annual cost of utilities (electricity, hydro, water)
The age of your home or year it was built
A list of items you would like to exclude from the sale
Pictures of seasonal feautures (i.e. gardens in bloom)
Receipts and Warranties for recent home improvements and appliances manuals
Other relevant information (a list of upgrades, copy of floor plans, builder plans and/or model
name)

For condominium owners:
•
•
•
•
•

Maintenance Fees and a list of maintenance/fee inclusions
Parking and Locker Numbers
Pass Key to the Building
Status Certificate (if available)
A list of Bylaws and restrictions
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STEP 6
OFFER NEGOTIATIONS

OFFER NEGOTIATIONS
Now this is where things get exciting. You’ve got an offer or maybe two or three at once.
All offers have a purchase price but they also include such things as the closing date (possession
date for the buyers), other terms and in most cases, conditions.
Conditions could include such things as time allocated for the buyer to secure financing or an
acceptable inspection of your home. In an ideal situation, the buyer has made an offer without any
conditions, in an attempt to make the offer more attractive to you, the Seller. There can be a lot of
of variables but I will walk you through every step.
Naturally, the most important part of the offer is the price, however conditions are also a critical part
of any offer. I will ensure you understand every aspect of the offer including current market conditions, recent sales or listings in your area and provide you with as much information as possible
about the prospective buyer and their representation. You will have a thorough understanding of
the terms, your options and the potential outcomes of your decision. You can accept the offer, make
some changes (counter offer) or reject the offer; Linda would negotiate the best possible price and
terms on your behalf. Remember, even 1% more for your home can mean thousands to your bottom

line.

THE DEPOSIT
At this stage, the buyer must provide a deposit cheque to be held in trust until all the conditions have
been met. Of course, if the buyers are unable to fulfill all the conditions for whatever reason, the offer
becomes null and void and they get their deposit back. Once conditions are met, the deal becomes
‘firm’ and we hold the deposit until closing. Then it is deducted from the sale price.
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FULFILLING THE CONDITIONS
Conditions usually have a set period of time for removal. If an offer is conditional on financing, the
buyers may be preapproved but they also need to have the property approved. Then removal of this
condition is fairly swift and easy.
If the offer is conditional on a home inspection, the buyers would request permission for a professional home inspector to spend 2 to 3 hours checking out your home. The buyers usually accompany
the inspector as well. The inspector will produce a summary of their finding, and if the buyer is happy
with them, they’ll waive the inspection condition. If they find the home inspection is not satisfactory,
the offer could be null void, or renegotiated. Remember there is always another buyer.
Once the conditions are met, the buyer signs a waiver and the deal is firm. If you’ve completed all
these steps, then you are a succesful seller.

Congratulations!
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STEP 7
CALCULATING THE NET PROCEEDS

Although your lawyer will provide you with a detailed outline of expenses incurred at the time of closing, it’s best to understand what expenses you may incur when your home closes. We work with you
to create and estimate of what costs will be associated with selling your home to avoid any surprises.
Some of these costs may include, but are not limited to, the following:

Estimated Selling Prices

$

LESS:
Mortgage Balance $
Mortgage Penalty (If applicable) $
Lawyers Fees $
Tax Adjustments (If any) $
Real Estate Commission with HST $
Moving Costs $
Other: $

Estimated Net Proceeds of Sale

$
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CLOSING COSTS EXPLAINED
Legal Fees
Lawyer’s fees vary, but often have structured fees for the purchase and sale of homes posted
on their websites. Sellers pay in the area of $1000.00 for a lawyer to look after the legal details
necessary to close their home.
Mortgage Fees
Check with your mortgage lender to determine if any costs will occur when transferring or
releasing your mortgage. There is sometimes what is referred to as a discharge fee to remove
the mortgage early.
Disbursements
These fees cover additional legal expenses such as travel, copies, couriers, registration fees and
preparing document transfers. Disbursements can be built into your legal fees.
Adjustments
It’s difficult for a home seller to calculate exactly how much money is owed to which utilities
on closing day. Your lawyer will ensure that any overpayments or deficiencies on rents, mortgage interest, property tax and utility charges will be corrected, and the buyer and seller will be
credited or charged accordingly.
Moving Costs
Moving costs if using a mover vary based on location and the amount of possessions being
moved. If you’re moving yourself, you should factor gas, rental vehicles, and moving supplies.
If using a mover, I recommend three quotes as prices vary substantially.
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STEP 8
THINGS TO DO BEFORE MOVING

WEEKSPRIOR
PRIORTO
TOMOVING
MOVING
44WEEKS

Reserveyour
yourmover
moverand
andobtain
obtainmoving
moving
boxes.
Reserve
boxes.
Tour your
yourhouse
houseand
anddecide
decidewhich
whichitems
itemsshould
shouldbebediscarded
discarded
donated
charity.
Tour
oror
donated
to to
charity.
Be
sure
to
notify
the
utilities,
credit
card
companies,
doctors,
dentists
and
anyone
needing
to know
Be sure to notify the utilities, credit card companies, doctors, dentists and anyone elseelse
needing
to know
youryour
change
change
of
address,
including
redirection
for
all
mail
and
subscriptions.
of address, including redirection for all mail and subscriptions.
Makearrangements
arrangementsfor
foryour
yourplants
plantsand
andpets
petstotobebemoved.
moved.
Make
3 WEEKS PRIOR
to usePRIOR
of most of your food items from freezer and fridge.
3Try
WEEKS
Arrange
to
haveofmajor
appliances
hooked
up. and fridge.
Try to use most
your food
items from
freezer
Propanetotanks
lawn
mowers hooked
must beup.
emptied.
Arrange
haveand
major
appliances
Notify
Canada
Post
of
address
change.
For
a small fee they can redirect your mail for months.
Propane tanks and lawn mowers must be emptied.
2 WEEKS
PRIOR
Notify
Canada
Post of address change. For a small fee they can redirect your mail for months.
Start to pack items that do not require daily use.
a floor
plan of your new home and decide where you would like furniture to be placed. This will make
2Draw
WEEKS
PRIOR
moving
day items
a lot less
Start
to pack
that stressful.
do not require daily use.
Clearly
mark
all
boxes
room
is to go.
Draw a floor plan of yourwith
newthe
home
andwhere
decideit where
you would like furniture to be placed. This will make moving
1
WEEK
PRIOR
day a lot less stressful.
Set aside
items
you may
to takewhere
in your
Clearly
mark
all boxes
withwish
the room
it iscar.
to go.
Drain water from garden hoses and freezers.
barbeque.
1Clean
WEEK
PRIOR
Dispose
of items
flammables,
toxiccar.
wastes, old paint cans etc. that movers can’t take.
Set aside items
youthat
mayare
wish
to take in your
1 DAY
PRIOR
Drain
water
from garden hoses and freezers.
Put cleaning
supplies, toiletries and coffee pot in a special box to be loaded last and unloaded first.
Clean
barbeque.
Pack
all
food
possible
label food/
kitchen.
Dispose of items
that areand
flammables,
toxic
wastes, old paint cans etc. that movers can’t take.
Defrost, Clean and Dry Refrigerator.
DAY
1MOVING
DAY PRIOR
Be cleaning
on hand supplies,
to answertoiletries
any questions.
Take
walkbox
through
to catchlast
any
neglected
Put
and coffee
potyour
in alast
special
to be loaded
and
unloadeditems
first.before locking
up your
house.
Pack
all food
possible and label food/ kitchen.
Unpack
and
to enjoy
your New Home.
Defrost, Cleanbegin
and Dry
Refrigerator.

MOVING DAY
Be on hand to answer any questions. Take your last walk through to catch any neglected items before locking up your
house.
Unpack and begin to enjoy your New Home.
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