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Welcome to Your 
Home-Selling Journey
Welcome!

Selling your home is a big decision, and I’m honored to be part of
this journey with you. Whether you’re moving on to your next
adventure or simply ready for a change, my goal is to make the
process as smooth and stress-free as possible. Together, we’ll
navigate every step of the selling journey and work toward
getting you the best results. 
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What to Expect

This guide is designed to give you a clear roadmap of what’s ahead.
Here’s a sneak peek at the steps we’ll take together:

Preparing your home for the market with thoughtful assessments
and expert advice.
Creating a tailored listing plan to attract serious buyers.
Launching a marketing campaign that showcases your home in its
best light.
Managing showings and open houses with professionalism and care.
Negotiating offers to ensure you get top value for your property.
Closing the sale and celebrating this exciting milestone.

With this guide, you’ll always know what to expect and how I’ll be
supporting you along the way.

Chris’s Promise

I’m passionate about helping homeowners achieve their goals. When you work
with me, here’s what you can count on:

Personalized Service: No two homes—or sellers—are alike. I’ll customize my
approach to meet your unique needs.
Expert Guidance: From pricing your home to negotiating offers, I’ll bring
experience and data-driven strategies to the table.
Clear Communication: You’ll always know what’s happening with regular
updates and honest advice.
Dedicated Support: I’ll be your partner every step of the way, making sure
you feel confident and informed throughout the process.

Selling your home doesn’t have to be overwhelming. With the right plan and a
trusted partner, it can be a smooth and rewarding experience. Let’s get started!

Warmly,

Chris
Your Trusted Real Estate Partner
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The Roadmap: 
From Listing to Closing
Your Home-Selling Journey, Step by Step

Selling your home involves several key steps, but don’t worry—
I’ll guide you through each one with care and clarity. Here’s a
quick overview of what the process looks like and what you 
can expect:
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Step 1: Property Assessment

Getting to know your home.
I’ll visit your property to assess its condition, location, and features. Together, we’ll identify
opportunities to enhance its appeal and maximize its value.

What Happens:
A walk-through to evaluate your home’s condition.
Recommendations for repairs, staging, or upgrades.
An analysis of similar homes in your area to set the right price.

Step 2: Creating the Plan

Setting the stage for success.
We’ll develop a personalized plan that outlines our strategy for pricing, marketing, and selling
your home.

What Happens:
A clear timeline for listing and marketing.
Pricing recommendations based on market trends and data.
A checklist to prepare your home for buyers.

Step 3: Preparing the Listing

Making your home shine.
First impressions matter, so we’ll ensure your home is presented in the best possible light.

What Happens:
Professional photography to showcase your home.
Compelling descriptions and key details for the listing.
Staging tips to help buyers envision themselves in your space.
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Step 6: Offers & Negotiations

Getting you the best deal.
When offers come in, I’ll help you evaluate them and negotiate for the best possible terms.

What Happens:
I’ll present and explain all offers.
We’ll discuss counteroffers or adjustments if needed.
Once we accept an offer, the process moves toward closing.

Step 4: Marketing Your Home

Getting the word out.
I’ll launch a targeted marketing campaign to attract serious buyers.

What Happens:
Your home is listed on MLS and other major platforms.
Social media posts, email campaigns, and digital ads are deployed.
Open house promotions to drive traffic and interest.

Step 5: Showings & Open Houses

Welcoming buyers into your home.
We’ll schedule showings and host open houses to give buyers the opportunity to fall in love
with your property.

What Happens:
Showings are carefully coordinated to fit your schedule.
Open houses are planned and promoted to maximize exposure.
I’ll provide you with feedback and updates after every event.

Step 7: Closing Day

The finish line!
This is the final step where all the hard work pays off.

What Happens:
The buyer finalizes their loan and signs the paperwork.
We’ll review all documents to ensure everything is in order.
You hand over the keys, and the sale is officially complete!
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Preparing for the Sale:
Property Assessment
Scheduling a Meeting

The first step in selling your home is a personal visit to assess
your property. This allows me to better understand your home’s
unique features and create a tailored strategy for success.
Scheduling is easy and flexible—here’s how it works:
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Hi [Client’s Name], 

I’d love to visit your property to start crafting a plan for listing and selling your
home. Here’s my availability: [Calendly Link]. Feel free to choose a time that works
best for you. Looking forward to meeting you and getting started!

How to Schedule:

I’ll provide you with a link to my calendar via
Google Calendar or Calendly, so you can choose a
time that works best for you.
Once you’ve selected a time, you’ll receive a
confirmation email with all the details.

Sample Message to Schedule a Meeting:
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Staging Suggestions:

Overall Appeal:

Condition Assessment

When we meet, I’ll walk through your property to understand
its current condition and identify opportunities to maximize
its market appeal. Don’t worry—my advice will be practical,
data-driven, and designed to align with your goals.

What I Look For:

Repairs or Updates:
I’ll note any repairs that could significantly boost
value or appeal. For example:

"The carpet in the living room shows some
wear—replacing it could make the space feel
fresher and more inviting."

I’ll provide estimated costs for updates so you
can make informed decisions.

Tips for decluttering or rearranging furniture to
create a more inviting space.

"Removing a few personal items and adding
fresh flowers could help buyers imagine
themselves here."

I’ll highlight standout features, like large windows
or a spacious yard, that we can emphasize in
marketing materials.
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1 Comparables (Comps):
I’ll research homes similar to yours that have recently sold, are currently listed, or didn’t
sell in your area.
Example:

"Homes in your neighborhood with similar square footage and features are selling
between $X and $Y. Based on your property’s condition and location, we’ll aim for a
competitive price in that range."

2 Market Trends:
We’ll consider current market conditions, including demand, interest rates, and seasonality.
Example:

"Spring is typically a high-demand season, so listing your home in April could attract
more buyers."

3 Location Factors:
I’ll evaluate how nearby amenities, schools, parks, or transit impact your home’s value.

"Your home’s proximity to [local feature] is a major selling point we’ll highlight in the listing."

Location and Price Analysis

Pricing your home correctly is key to attracting serious
buyers and achieving a successful sale. I’ll analyze your
home’s location and market trends to determine the most
competitive and strategic price point.

How I Conduct the Analysis:

What to Expect After the Assessment

Once we’ve completed the property assessment, I’ll compile
all the findings into a personalized strategy that includes:

Recommendations for preparing your home.
Pricing guidance based on comparable properties and market data.
A clear timeline to move forward with listing your home.

This step ensures
we’re setting the

stage for a successful
and stress-free sale.

Let’s get started!
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Creating the Plan
Developing the Listing Plan

A well-thought-out plan is the foundation of a successful
home sale. Once we’ve completed the property assessment,
I’ll craft a customized listing plan tailored to your home and
goals. This plan will guide us through the process step-by-
step, keeping everything organized and on track.
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1 Condition Overview:
A summary of your home’s current
condition and any recommended
updates or repairs.

Example: "Fresh paint in the living
room and new carpet in the master
bedroom could significantly boost
buyer appeal."

2 Location Insights:
Key selling points of your home’s location,
such as proximity to parks, schools,                   
or other amenities.

Example: "Your home’s location in the
[Neighborhood Name] district is highly
sought after, especially for families."

3 Pricing Strategy:
A recommended listing price based on
comparable homes, market trends, 

     and your goals.

Example: "Based on market data, we
recommend listing at $X to attract strong
offers while leaving room for negotiation."

What’s Included in Your Listing Plan:

4 Key Dates:
Important milestones, such as:

Photoshoot: "[Date]"
Listing Live: "[Date]"
Open House: "[Date]"

I’ll include all key dates in your plan and
provide reminders as they approach.
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Recommendations for Preparation
Preparing your home to impress buyers is a critical step in the process. I’ll provide personalized

suggestions to ensure your property stands out in the market.

How to Prepare Your Home:

1 Repairs & Maintenance:

Complete any recommended repairs or
updates from the property assessment.

Example: "Fixing the leaky faucet in the
kitchen and replacing the broken tile in the
bathroom will give buyers confidence in the
home’s condition."

2 Staging Tips:

Arrange furniture to maximize space and light.
Add inviting touches like fresh flowers, neutral
decor, and soft lighting.

Example: "Placing a cozy throw on the sofa
and adding a bowl of fresh fruit to the
kitchen counter can make the space feel
more welcoming."

3 Decluttering:

Remove personal items (like family photos)
and excessive decor to help buyers picture
themselves in the home.
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Repairs & Updates:
Fix any visible damages (e.g., cracks, leaks, or broken fixtures).
Paint walls in neutral colors if needed.

Cleaning:
Deep clean the entire home, including carpets and windows.
Pay special attention to kitchens and bathrooms—they should sparkle!

Staging:
Arrange furniture to highlight key features (e.g., a fireplace or large windows).
Add fresh flowers or plants for a touch of life.

Curb Appeal:
Trim the lawn, plant flowers, and clean walkways.
Make sure the front door and entryway are clean and inviting.

Final Touches Before Showings:
Open curtains to let in natural light.
Ensure the home smells fresh (avoid heavy air fresheners).
Remove any pets or pet-related items (e.g., beds, litter boxes) for showings.

Your Home Preparation Checklist
To make things simple, I’ll provide a checklist for preparing your home. Here’s an example:

Next Steps

Once the plan is complete, I’ll review it with you and answer any questions.
We’ll finalize the timeline, schedule key milestones, and get everything in
place to list your home with confidence. This plan is designed to make the
process as smooth and successful as possible—let’s bring it to life!
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Marketing Your Home
The Marketing Campaign

AEvery home is unique, which means your marketing plan should
be too. Depending on your property and the current market
conditions, we’ll customize the approach to ensure it gets in front
of the right buyers. Whether we focus on traditional methods,
digital platforms, or a mix of both, your home will be showcased
strategically to attract serious offers.
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MLS (Multiple Listing Service):
The backbone of any home-selling strategy, MLS
ensures your property is visible to thousands of real
estate agents and potential buyers.
From the MLS, your listing automatically populates on
major home search platforms like:

ShowTime Integration:
We’ll use ShowTime to streamline scheduling for
showings, making it easy for buyers’ agents to
request tours.
Buyers will see available slots and request times that
work for them, ensuring a seamless experience for
everyone involved.

Key Marketing Platforms

Zillow: A go-to resource for homebuyers where
your property will be seen by a broad audience.
Redfin: Perfect for buyers looking for accurate,
real-time market data.
Realtor.com: A trusted site for buyers actively
searching for properties.
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1 Scheduling the Photoshoot:
I’ll coordinate with a professional photographer to capture your home in its best light.
You’ll receive a calendar invite with the date and time of the shoot.

2 Preparing for the Shoot:

I’ll provide a simple checklist to help your home look its best:
Declutter surfaces and tidy up rooms.
Open blinds and curtains to let in natural light.
Add small decorative touches like fresh flowers.

3 Using the Photos:

These images will be used across all platforms, including Zillow, Redfin, 
     and Realtor.com, ensuring your property shines wherever buyers see it.

Professional Photography

High-quality visuals are essential to making your home stand out. Listings with
professional photography receive more views, sell faster, and often for higher prices.

What to Expect:
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It’s All Part of the Plan

Everything we do, from listing your home on the right platforms to scheduling professional
photography and managing showings, will be accounted for in the personalized plan we create.
You’ll always know exactly what’s happening and how each step contributes to selling your home.

Why the New Way of Marketing Works

Today’s buyers are digitally savvy, which means listing your home on platforms like Zillow and
Redfin is often more effective than traditional methods alone. These platforms make it easy for
buyers to discover your property, request showings, and even save it to their favorites list.

Next Steps

Customizing the Marketing Approach

Social Media:

In some cases, social media ads and posts
can help create buzz around your property.
For homes targeting younger, tech-savvy
buyers, platforms like Facebook and
Instagram may play a larger role.
If social media isn’t the right fit for your
property or audience, we’ll focus more on
online platforms like Zillow and Redfin.

Open Houses:

Open houses are a great way to generate
interest for certain properties, but they’re not
always necessary.
If an open house makes sense for your home,
I’ll organize and promote it. If not, we’ll focus
on targeted showings to qualified buyers.

Next Steps
Let’s tailor your marketing strategy to fit your home and its unique selling points. 
Together, we’ll use the tools and platforms that matter most to today’s buyers, ensuring
your property gets the attention it deserves.
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Showings & Open Houses
What to Expect During Showings

Showings are one of the most exciting steps in the selling process
—they’re when potential buyers get to experience your home
firsthand. I’ll handle all the scheduling and coordination to make it
as seamless as possible.
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How Showings Are Scheduled:
I’ll use tools like ShowTime to allow buyers’
agents to request viewing times that work
for them.
Once a showing is confirmed, I’ll notify you
with all the details, including the date, time,
and agent’s contact information

What I Do to Ensure Success:
I’ll provide buyers’ agents with all the key
information about your home, such as unique
features and any updates you’ve made.
After the showing, I’ll follow up to gather
feedback from the agent and their clients,
which I’ll share with you to refine our
strategy if needed.

Tidy Up: Clean and declutter all areas of your home,
including counters, floors, and closets.

Let in the Light: Open curtains and blinds to let natural light
fill the space.

Set the Scene: Add small touches like fresh flowers, lightly
scented candles, or soft background music to make your
home feel welcoming.

Remove Personal Items: Keep the space neutral by storing
personal photos or unique decor.

Be Ready to Step Out: During showings, buyers prefer to
explore without the seller present. Plan to leave the house
for the duration of the showing.

What’s Included in Your Listing Plan:

Pro Tip: Have a “showing kit” ready with a checklist for last-minute touch-ups before you step out.
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The Open House Advantage

Open houses can be a great tool for attracting multiple buyers at once and creating a sense of excitement
about your home. However, not every home needs an open house, and I’ll advise whether it’s the right fit for
your property.

What an Open House Is: A set period (usually two hours) where potential buyers
can tour your home without an appointment.
Open houses often bring in buyers who may not have
scheduled a private showing but are actively exploring
the market.

How an Open House
Attracts Buyers:

Increased Visibility: More people walking through your
home can lead to more offers.
Sense of Urgency: Buyers seeing other interested parties
can create competitive energy.



21

How I Promote and Manage Open Houses:

Today’s buyers are digitally savvy, which means listing your home on platforms like Zillow and Redfin is
often more effective than traditional methods alone. These platforms make it easy for buyers to discover
your property, request showings, and even save it to their favorites list.

Promotion:

Announcements on Zillow, Redfin, and MLS.
Social media posts to highlight the event.
Invitations sent to my network of buyers 

     and agents.

Execution:

Open houses are a great way to generate
interest for certain properties, but they’re not
always necessary.
If an open house makes sense for your home,
I’ll organize and promote it. If not, we’ll focus
on targeted showings to qualified buyers.

Your Home, Your Strategy

Whether we focus on private showings, host an open house, or use a mix of both, the approach will
be tailored to your home and the buyer pool we’re targeting. These strategies are designed to
showcase your property at its best and generate maximum interest.

Let’s get ready to show your home in the best possible light!
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Offers & Negotiations
Receiving an Offer

Congratulations—an offer has come in! This is an exciting step in
the process, and I’ll guide you through every detail to ensure you
feel confident about your next move.
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I’ll carefully analyze the terms of the offer, including:

Price: Is it aligned with your home’s value and

our pricing strategy?

Contingencies: Are there conditions (e.g.,

inspection, financing) attached to the offer?

Closing Timeline: Does the proposed timeline

work for your needs?

Earnest Money: This shows the buyer’s level of

commitment to the purchase.

How I Review Offers with You:

I’ll explain each aspect clearly so you fully understand
what’s being offered.

23

What Happens Next:

Once we’ve reviewed the offer together, you’ll
decide how to proceed:

Accept: If the terms meet your expectations,

we’ll accept the offer and move toward closing.

Counteroffer: If some terms don’t align with your

goals, I’ll help craft a counteroffer that works for you.

Reject: If the offer isn’t in your best interest, we’ll

politely decline and continue our marketing efforts.
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Options for Counteroffers or Negotiations

Sometimes buyers and sellers need to meet in the middle. If we decide to counter, I’ll handle the
negotiations to ensure you get the best possible terms.

How Counteroffers Work: What If There Are Multiple Offers?

In competitive markets, you may receive multiple
offers. If that happens, I’ll help you evaluate each
one and decide which is the strongest based on
price, terms, and buyer qualifications.

We’ll propose changes to the original offer,
such as a higher price, adjusted contingencies, or
a different closing timeline.
I’ll communicate directly with the buyer’s agent
to advocate for your needs and keep the process
moving smoothly.
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Refocus efforts on digital platforms like Zillow or increase social
media promotions.
Highlight new aspects of your home that may not have been
emphasized before.

I’ll provide weekly updates on showings, buyer feedback, and overall market activity so you’re
always in the loop.

If needed, we can adjust the price to attract more buyers while still
maintaining your goals.
Example: "Based on recent feedback, lowering the price by $X may
bring in more interest."

What If You Don’t Get Offers?

Not getting offers right away can be discouraging, but it’s not uncommon, especially in slower
markets. If this happens, we’ll reassess and adjust our approach to ensure your home gets the
attention it deserves.

Adjusting the Strategy:

Pricing:

Marketing:

Keeping You Informed:

Let’s Work Together to Get the Best Results

Offers and negotiations are where the hard work pays off, and I’ll
ensure you’re supported every step of the way. With a strategic
approach, clear communication, and expert guidance, we’ll turn
interest into a signed contract. Let’s move forward!
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Closing Day:
The Finish Line
Final Preparations

Closing day is the grand finale of your home-selling journey! By this
point, most of the hard work is done, but there are a few final
steps to ensure everything goes smoothly.
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You’ll meet with the buyer, their agent,
and representatives from the title company
to finalize the paperwork.
Typical documents include:

What to Expect at Closing:

The deed transferring ownership.
Closing disclosure forms showing final
financial details.
Any additional agreements or amendments.

Timeline for the Day:
Closings typically take 1–2 hours. I’ll confirm the
exact time, location, and any instructions ahead
of time.
You’ll also hand over the keys and any necessary
documentation for the buyer (e.g., manuals for
appliances or HOA paperwork).

How I Ensure Everything Runs Smoothly:
I’ll review all documents ahead of time to catch
any errors or discrepancies.
I’ll be there to guide you through the process,
answer last-minute questions, and ensure you
feel confident before signing anything.

Handover & Celebration
Once the paperwork is signed, the sale is official, and it’s time to celebrate your success!
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What Happens After the Sale:

The title company will disburse funds, and you’ll
receive your proceeds (usually via direct deposit or
a check).
The buyer officially takes ownership of the property,
and you’re free to focus on your next chapter.

Celebrating the Milestone Together:

I believe every closing deserves recognition!
After the sale is complete:

We’ll take a celebratory photo together to
mark the occasion.
With your permission, I’ll share the photo on
social media to highlight your success and
thank you for trusting me with your home sale.

"Congratulations to [Your Name] on the sale of
their beautiful home! It’s been an honor to help
you through this journey. Wishing you all the
best in your next chapter!"
I’ll also deliver a small token of appreciation,
like a personalized gift or thank-you note, to
celebrate the moment.

Your Next Chapter Awaits
Closing day marks the end of one chapter and the beginning of another. I’m so grateful to have
been part of your journey and am always here if you need help with anything in the future.
Whether it’s buying your next home, connecting you with resources, or answering questions down
the road, I’m just a call or email away.

Let’s celebrate this exciting milestone and toast to your success!
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FAQs: 
Quick Answers 
to Common Questions
What repairs should I make before selling?

I’ll guide you through a property assessment to identify repairs or
updates that can boost your home’s value. Often, simple fixes like
fresh paint, replacing worn carpets, or repairing small damages can
make a big difference. I’ll focus on practical and cost-effective
improvements that appeal to buyers.
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How do you determine my home’s value?

I use a combination of tools and insights to set the right price for your home, including:

Researching comparable properties (recent sales, active listings, and expired listings) in your area.
Evaluating your home’s condition, size, and unique features.
Factoring in local market trends and seasonality.

We’ll discuss the pricing strategy together to ensure it aligns with your goals.

What if my home doesn’t sell right away?

Don’t worry—there are always steps we can take to adjust our approach:

Reevaluate Pricing: If needed, we may consider a small price adjustment to attract more buyers.
Refresh Marketing: Highlight different aspects of your home, update the listing photos, or
increase visibility on digital platforms.
Increase Showings: Focus on scheduling more showings or hosting an open house. I’ll keep you
informed on market activity and buyer feedback so we can adapt as needed.

What’s included in your marketing strategy?

Every home is unique, so I create a customized marketing plan that may include:

A professional MLS listing with high-quality photos and a compelling description.
Targeted ads on platforms like Zillow, Redfin, and Realtor.com.
Social media promotions (if applicable).
Email campaigns to my network of buyers and agents.
Coordination of showings and potential open houses.

We’ll tailor the strategy to maximize your home’s exposure and attract the right buyers.

What happens during a showing?

During a showing, potential buyers will tour your home to get a feel for the space. I’ll ensure it’s
scheduled at a convenient time and will handle all communication with the buyer’s agent. You’ll just
need to prepare your home (clean, declutter, and step out during the showing).
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Who pays for closing costs and inspections?

Closing Costs: These are typically split between the buyer and seller, but it depends on
the terms of the offer. I’ll review the breakdown with you so there are no surprises.
Inspections: The buyer usually pays for the home inspection. As the seller, you may need
to address repairs based on the inspection results, depending on the negotiated terms.

What if a buyer’s inspection reveals issues?

If issues come up during the inspection, here’s what we’ll do:

Discuss Options: You can address repairs, negotiate a credit, or adjust the price to move forward.
Strategize Together: I’ll provide advice on the best course of action to keep the deal on track.

How long does it take to sell a home?

The timeline depends on market conditions, your home’s location, and price. On average, homes sell
within 30–60 days, but it could be faster or slower. I’ll keep you updated on progress and adjust our
strategy as needed.

Still Have Questions?
I’m here to make the process as clear and straightforward as
possible. If there’s something on your mind that isn’t covered
here, feel free to ask me anytime. I’m always happy to help!

Do I have to hold an open house?

Not necessarily! Open houses are a great way to generate interest, but they aren’t required.
I’ll recommend whether an open house makes sense for your home and market conditions. If we
decide not to hold one, we’ll focus on individual showings and targeted digital marketing.
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Let’s Get Started
Ready to Begin?

Selling your home doesn’t have to be stressful or overwhelming.
With the right plan and a trusted partner, it can be a smooth and
even exciting journey. I’m here to guide you every step of the way,
providing personalized support, clear communication, and expert
advice to help you achieve your goals.
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Click here to schedule your consultation

CHRIS YOUNG 
Broker Associate
720-323-1529 

Chris@harmonybrokers.com

Whether you’re ready to list your home now or simply
want to explore your options, let’s connect and create a
strategy tailored to your needs. Together, we’ll make
your selling experience rewarding and successful.

I bring over a decade of experience in sales and consumer marketing, inspired by my own challenging
experience with buying a home. That journey taught me how important it is to have someone by your
side who truly understands the process and cares about your success.

Originally from Denver, I now call Fort Collins home, where I’ve built a supportive and loving
environment for my family. When I’m not helping clients achieve their real estate dreams, you can
find me enjoying music, playing pickleball, woodworking, or spending time with my family and our
unique crew of pets—two dogs,   an axolotl, a fish, and a snake!

If you’re looking for a dedicated and compassionate realtor in Fort Collins, I’d love to help you
navigate your home-selling journey. Let’s connect and get started today!

Contact Me Today

Let’s Make This Happen!
I’m ready when you are. Contact me today, and let’s create a plan to get your home sold quickly 

and at the best price. Together, we’ll make your real estate goals a reality!
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CHRIS YOUNG 
Broker Associate
720-323-1529 
Chris@harmonybrokers.com

Let’s Get Started on
Your Selling Journey!

Thank you for considering me
as your real estate partner.

Let’s make your selling
experience smooth, successful,

and even enjoyable!

Harmony Brokers
Address
License Details
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	Repairs & Maintenance:
	Example: "Fixing the leaky faucet in the kitchen and replacing the broken tile in the bathroom will give buyers confidence in the home’s condition."

	Staging Tips:
	Add inviting touches like fresh flowers, neutral decor, and soft lighting.
	Example: "Placing a cozy throw on the sofa and adding a bowl of fresh fruit to the kitchen counter can make the space feel more welcoming."

	Decluttering:


	Your Home Preparation Checklist
	Repairs & Updates:
	Cleaning:
	Staging:
	Curb Appeal:
	Final Touches Before Showings:

	Next Steps
	Marketing Your Home
	The Marketing Campaign

	Key Marketing Platforms
	MLS (Multiple Listing Service):
	The backbone of any home-selling strategy, MLS ensures your property is visible to thousands of real estate agents and potential buyers.

	ShowTime Integration:
	We’ll use ShowTime to streamline scheduling for showings, making it easy for buyers’ agents to request tours.
	Buyers will see available slots and request times that work for them, ensuring a seamless experience for everyone involved.


	Professional Photography
	What to Expect:
	Scheduling the Photoshoot:
	Preparing for the Shoot:
	Using the Photos:

	Customizing the Marketing Approach
	Social Media:
	Open Houses:
	Why the New Way of Marketing Works
	It’s All Part of the Plan

	Next Steps
	Next Steps

	Showings & Open Houses
	What to Expect During Showings

	How Showings Are Scheduled:
	I’ll use tools like ShowTime to allow buyers’ agents to request viewing times that work for them.
	Once a showing is confirmed, I’ll notify you with all the details, including the date, time, and agent’s contact information

	What I Do to Ensure Success:
	I’ll provide buyers’ agents with all the key information about your home, such as unique features and any updates you’ve made.
	After the showing, I’ll follow up to gather feedback from the agent and their clients, which I’ll share with you to refine our strategy if needed.

	What’s Included in Your Listing Plan:
	Pro Tip: Have a “showing kit” ready with a checklist for last-minute touch-ups before you step out.

	The Open House Advantage
	What an Open House Is:
	A set period (usually two hours) where potential buyers can tour your home without an appointment.
	Open houses often bring in buyers who may not have scheduled a private showing but are actively exploring the market.

	How an Open House Attracts Buyers:
	Increased Visibility: More people walking through your home can lead to more offers.
	Sense of Urgency: Buyers seeing other interested parties can create competitive energy.


	How I Promote and Manage Open Houses:
	Promotion:
	Execution:

	Your Home, Your Strategy
	Offers & Negotiations
	Receiving an Offer

	How I Review Offers with You:
	Contingencies: Are there conditions (e.g., inspection, financing) attached to the offer?
	Closing Timeline: Does the proposed timeline work for your needs?
	Earnest Money: This shows the buyer’s level of commitment to the purchase.

	What Happens Next:
	Counteroffer: If some terms don’t align with your goals, I’ll help craft a counteroffer that works for you.
	Reject: If the offer isn’t in your best interest, we’ll politely decline and continue our marketing efforts.

	Options for Counteroffers or Negotiations
	How Counteroffers Work:
	What If There Are Multiple Offers?

	What If You Don’t Get Offers?
	Adjusting the Strategy:
	Pricing:
	Marketing:

	Keeping You Informed:

	Let’s Work Together to Get the Best Results
	Closing Day:
	The Finish Line
	Final Preparations
	What to Expect at Closing:
	Timeline for the Day:
	How I Ensure Everything Runs Smoothly:

	Handover & Celebration
	What Happens After the Sale:
	The title company will disburse funds, and you’ll receive your proceeds (usually via direct deposit or a check).
	The buyer officially takes ownership of the property, and you’re free to focus on your next chapter.

	Celebrating the Milestone Together:

	Your Next Chapter Awaits
	Closing day marks the end of one chapter and the beginning of another. I’m so grateful to have been part of your journey and am always here if you need help with anything in the future. Whether it’s buying your next home, connecting you with resources, or answering questions down the road, I’m just a call or email away.
	Let’s celebrate this exciting milestone and toast to your success!

	FAQs:
	Quick Answers
	to Common Questions
	What repairs should I make before selling?

	How do you determine my home’s value?
	I use a combination of tools and insights to set the right price for your home, including:
	Don’t worry—there are always steps we can take to adjust our approach:

	What if my home doesn’t sell right away?
	Every home is unique, so I create a customized marketing plan that may include:
	A professional MLS listing with high-quality photos and a compelling description.
	Targeted ads on platforms like Zillow, Redfin, and Realtor.com.
	Social media promotions (if applicable).
	Email campaigns to my network of buyers and agents.
	Coordination of showings and potential open houses.
	We’ll tailor the strategy to maximize your home’s exposure and attract the right buyers.

	What’s included in your marketing strategy?
	During a showing, potential buyers will tour your home to get a feel for the space. I’ll ensure it’s scheduled at a convenient time and will handle all communication with the buyer’s agent. You’ll just need to prepare your home (clean, declutter, and step out during the showing).

	What happens during a showing?
	Do I have to hold an open house?
	Who pays for closing costs and inspections?
	What if a buyer’s inspection reveals issues?
	How long does it take to sell a home?

	Still Have Questions?
	Let’s Get Started
	Ready to Begin?
	Whether you’re ready to list your home now or simply want to explore your options, let’s connect and create a strategy tailored to your needs. Together, we’ll make your selling experience rewarding and successful.

	Contact Me Today

	CHRIS YOUNG
	Broker Associate
	720-323-1529
	Chris@harmonybrokers.com
	Click here to schedule your consultation

	Let’s Make This Happen!

	Let’s Get Started on Your Selling Journey!
	Thank you for considering me as your real estate partner. Let’s make your selling experience smooth, successful, and even enjoyable!
	CHRIS YOUNG
	720-323-1529
	Chris@harmonybrokers.com
	Harmony Brokers



