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71TH the inventory of new homes rising in many
markets, homeowners are finding they need to
return to time-tested tactics for selling real estate.
This means putting aside any notion about getting multiple
offers by staking a For Sale by Owner sign in the yard, and
instead working closely with real estate and mortgage profes-
sionals who specialize in marketing and financing homes using
the strategies and tools that are most effective for specific
neighborhoods. Here are some more tips to selling your home
for a hot price in a cool real estate market:

Curb appeal

When buyers have so many choices, “curb appeal” goes a
long way in building first impressions that boost chances for a
sale, according to Wall Street Journal real estate analyst Kelly
Spors.“The yard should be well-groomed and the grass green;
and the exterior of the house should look attractive and well-
maintained; once inside, the home should be immaculate.”
Some real estate professionals recommend homeowners go
beyond just detailing the home to considering upgrading
kitchen and bathrooms to make the home more appealing,

The right price

Regardless of whether a home gets just a spruce or a
complete renovation, homeowners need to make sure it is
priced right for the market. Rising inventory means stabilizing
prices. In other words, homebuyers should expect to find
plenty of choices and reasonable prices in this market, while
homeowners may need to adjust expectations to market reali-
ties. Homeowners can do some research into approximate
selling prices by identifying comparable homes that sold in the
neighborhood over the last 30 days. However, to determine
proper pricing homeowners should work closely with a
competent real estate agent. The agent should be an expert
who knows the nuances of a neighborhood, including whether
the neighborhood is softening, in equilibrium, or appreciating. If
the market is softening, a seller may need to price at the same
or slightly lower price than the comparable homes.

Time horizon

Time horizon also comes into play when pricing a home,
according to Spors. This means homeowners who can afford to
wait a few weeks or even months can set the price a bit higher
than the comparable homes, even in a softening market. This
pricing approach can pose risks of missing the potential buyers
who are attracted to freshly-listed properties.
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Effective Marketing

The more choices buyers have, the more home sellers
should consider developing effective marketing strategies that
can attract the attention of the right prospects. This requires
developing and implanting a complete marketing program that
effectively reaches motivated and qualified buyers. The proper
marketing mix for a home will depend on variables like the
property, the market, and the local marketing channels, When
selecting a real estate professional to help develop a home
marketing plan, homeowners should also consider whether the
agent can tap emerging channels to buyers, like the Internet
and call capture lead generation technologies.

Incentives

Incentives can encourage hesitant buyers. Effective incentives
in a cool market include offering to pay closing costs for cash-
strapped buyers, providing a one-year home warranty to cover
major appliances and home systems, paying points to help a
buyer qualify at a lower interest rate, and offering to pay for
home improvements.

Financing

Pre-arranging financing options can significantly improve the
marketability of a home. Similar to how buyers might start
arranging financing before they start shopping for a home,
homeowners can ask a mortgage consultant to compile a port-
folio of financing packages buyers might consider when looking
at a home.

For more information about selling a home in a cool market,
please call your mortgage consultant today. &
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