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Introduction
So you’re thinking about selling your home . . .

It is important to keep in mind that selling real estate is a complicated process. For most people
their home is their largest investment. To get the best price possible you need to have the right
pricing strategy and ensure maximum exposure to the market
When you hire me, I work hard to market your property both to other real estate professionals as
well as consumers, attract interested and qualiﬁed buyers, and negotiate the sale. Throughout
this process, we will work together to make sure your needs and desires are met. I will be your
advocate from the offer to the closing table.
This guide was designed to inform you about all the steps involved in selling your home so that
you can feel conﬁdent and make informed decisions as the seller. Please take some time to
review carefully all of the information presented here. If you have any questions about the topics
discussed, I will be glad to go over them with you in detail. Since every real estate transaction is
unique, you will most likely have questions or concerns not presented here. That's what I'm here
for –to answer your questions, to guide you through every step of the transaction, and to make
sure your home gets sold.
Let’s get started!

A Home Seller’s Roadmap

Real Estate 101
Real Estate Transaction Refresher
This may be the ﬁrst time you've ever sold a real estate property. Or, it may have been some time since
you've been involved in a real estate transaction. Here's a quick refresher on some of the real estate
speciﬁc terms you'll want to review.
Real Estate Brokers and Real Estate Agents
Listing agreements are made between Real Estate Brokers and Sellers. A Real Estate Agent or Sales Person
works for the licensed real estate broker. The commission for the sale of your home will be paid to the real
estate broker. The real estate broker will pay a split of that commission to me, the real estate agent.
The Fair Housing Act
The Fair Housing Act, originally passed in 1968 and amended in 1988 is a federal law in the United States
that prohibits discrimination in housing. Seven "classes" are protected under the Fair Housing Act. They
are: Race, Color, Religion, National Origin, Sex, Handicap, Familial Status.
As I market and sell your property, it is illegal for me to use any words or phrases that would be deemed
discriminatory to these groups. You can learn more about the Fair Housing Act at www.HUD.gov.
The Multiple Listing Service (MLS)
The Multiple Listing Service is a proprietary database of all properties currently under an active listing
contract in a given area. I n our area it ‘s called MLSpin.
All active agents and brokers who belong to this MLS will have access to information about your property
listing. Buyer's agents searching for a new home for their clients will learn about your property listing
through this online database.

Appraisal
When you receive an offer on your home, the buyer's lender will require an ofﬁcial appraisal of the
property from a licensed appraiser. This valuation helps assure the lender that they would own a
marketable property if the buyer (or the borrower in the lender's eyes) should default on their mortgage.
The buyer will pay for the house appraisal, but you should know that it may be different than the market
analysis that I provided you.
Inspection
In addition to an ofﬁcial appraisal, most interested buyers will request a home inspection before ﬁnal sale.
The goal of a home inspection is to give the buyer an objective, independent and comprehensive analysis
of the physical condition of your property and check for any safety issues that might otherwise be
unknowable.
A professional inspector will check on the structure, construction and mechanical systems of the house.
This usually includes checking:









Electrical systems
Plumbing and waste disposal
Water heater
Insulation
Ventilation
HVAC system
Water source and quality








Waste disposal
Pests
Foundation
Doors
Windows
Ceilings








Walls
Floors
Roof
Radon gas
Asbestos
Lead paint

Showing Appointments / Open Houses
Buyers in the market for a new home will arrange showing appointments to see your property through
their buyer's agent or through me. When an interested buyer is scheduled to see your property, it's best if
you, your family and any pets you may own, are not at home.

Buying a new home is a very emotional process, and it's sometimes hard for prospective home owners to
imagine themselves living in a particular place when the current resident is still inside. I will work with you
and the other real estate professionals who will be showing your home to schedule and supervise the
many listing appointments that will be made when your house goes on the market.
Additionally, I may ask that we have an Open House at your property. Open Houses are usually most
effective on the weekends during several hours in the afternoon.
These home showings will most likely be an inconvenience for you and your family during the home
selling process. I will do everything I can to work with you to minimize the impact, but I believe that an
aggressive showing schedule will help us sell your property quickly and at the highest price, which is our
ultimate goal.

Costs of Selling Your Home
Costs of Selling Your Home
Selling your home is about making a proﬁt. However, that doesn’t mean that it doesn’t come without costs.
Here is an overview of some of the major costs you’ll be responsible for paying.

Mortgage Balance
This is the remaining balance on your original home loan. You will need to pay off your mortgage in its entirety
when your home is sold.
Prepayment Penalties
The bank or lending institution that currently owns your mortgage title may assess a prepayment penalty. You
should speak to your lender now, ask if they plan on assessing a prepayment penalty and ﬁgure out exactly
how much that amount is. You may be able to negotiate with your lender to reduce or waive the prepayment
penalty, if there is any. You’ll also want to submit a formal prepayment notice to your lender.
Pre-Sale Preparations
In most cases, it’s not advisable to make major investments in your home right before a sale. There are
however, a few things that can be done to increase your home’s curb appeal, ﬁx minor problems, and
otherwise make your property more attractive. Together we can identify what items should be addressed and
create a budget for these pre-sale preparations that are sure to show a signiﬁcant return on investment.
Closing Costs
All closing costs associated with the sale of your home will be listed for you and for the homebuyer in the
Closing Document. The buyer is generally responsible for all of these closing costs which include:




Loan fees for the buyer’s home mortgage
Insurance premiums
Title costs (examinations & insurance)




Legal documents and services fees
Recording/ﬁling fees

In some cases, buyers make a request for you as the seller to cover their closing costs as part of their purchase
offer. We will discuss these requests if they are made and I will help you understand why it may or may not be
advantageous to cover the buyers closing costs and what limitations we can set to make sure we know the
exact net of your home sale before closing.

Taxes
The money that you make from the sale of your home is considered capital gains. The good news is
that these proﬁts can be excluded from your taxable income, up to $250,000 for an individual or
$500,000 for a married couple, as long as your home was your principal residence.
To exclude the full portion of those gains, you will need to have lived in your house for at least 24
months in the 5 years previous to the sale date of the property. This is considered the "2 in 5 rule."
If you do not meet the minimum occupancy requirement you still may be able to exclude a portion of
your gains if you are selling your house because of circumstances related to your health or to your
job. You should speak with your accountant or a certiﬁed tax specialist if you believe you fall under
one of the exclusions or need help in reporting your capital gains after the sale of your home.

If this property is a real estate investment your proﬁts will be considered taxable income and will be
subject to state, federal and self-employment taxes. Again, in this circumstance you should speak to
a ﬁnancial specialist who can help you fully understand and minimize your tax liability.
Moving Costs
Moving isn't only a hassle, it can also be very expensive. Whether you're moving to a new house in
your neighborhood or across the country, it's important to estimate and plan for the full cost of moving from your home once it is sold.

Setting Your Home’s Listing Price
Your home’s listing price is based on many factors including:



Current, local market conditions
Comparable home sales




Buyer availability for your property
Proceed considerations

Setting an appropriate listing price is often times the difference between getting your property sold, and
having it linger on the market, and eventually not sell.
When it comes to determining how much you can get for your home, the key factor is not what you paid
for or owe on it, but what another person will pay for your house in the current market.
If we set a listing price that is too high, we will lack interested buyers. If we set a listing price that is too
low, it could net you less than the home is worth.

PRICE 1
Listing Price
Estimated Taxes
Estimated Fees
Estimated Commission
Estimated Selling Costs
Total Owed on the Property
Net Profit for You

PRICE 2

PRICE 3

Where Are Mortgage Rates Headed?
Interest rates for a 30-year ﬁxed rate mortgage have been on the decline for years now, now reaching all-time
lows! This is great news for anyone who is planning on buying a home!
To put the low rates in perspective, the average for 2018 was 4.6%! The chart below shows the mortgage rate
projections through 2020.

The interest rate buyer’s secure not only greatly impacts their monthly housing costs, but also impacts their
purchasing power. Purchasing power, simply put, is the amount of home you can afford to buy for the budget
you have available to spend. As rates increase, the price of the house you can afford to buy will decrease if you
plan to stay within a certain monthly housing budget.
The chart below demonstrates the impact rising interest rates would have if you planned to purchase a
$400,000 home while keeping your principal and interest payments between $1,800-$1,900 a month.
With each quarter of a percent increase in interest rate, the value of the home you can afford decreases by
2.5% (in this example, $10,000).

Buyer’s Purchasing Power
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From Accepted Offer to Closing the Deal
Real estate transactions are complex and involve as many as twelve different players including real
estate brokers, buyers, sellers, attorneys, inspectors, appraisers, lenders, and often contractors.
Because of this, even the simplest transaction together typically takes between 30 and 45 days to
close. Here’s an overview of how the process will typically work once an interested buyer has
submitted an offer.

Dealing with Offers
When a buyer or a buyer’s agent makes a formal offer we will review the offer in its entirety together.
It will include the offer price, as well as the terms and conditions of the offer.
Offers will come on a legal form, and if accepted, you will be entering into a legal contract with the
buyer. Keep in mind that there are still lots of ways “out” for both you and the buyer at this point.

When we evaluate offers we’ll of course consider the offer price, but we also need to review:





All of the terms and conditions of the offer. Home buying offers regularly include terms such as
what should be included in the sale of the home.
Anything that is an unusual request or requirement of the purchase offer. We’ll want to explore
the full implications of any addendums or inclusions that the buyer is including in a purchase
offer.
Whether or not there are other offers on the table that are a better ﬁt for you.

After a buyer submits an offer you can accept, reject, or counter offer. We will prepare any counter
offers together, and I will submit that to the buyer’s agent or the buyer and guide you through
negotiations.

DAY 1

DAY 2

Seller accepts offer
Buyer submits offer
With $1,000 personal check

DAY 7-10

Home inspection

DAY 10

DAY 10-14

Hire an attorney to
review the Purchase

& Sale Agreement

DAY 16

Buyer submits completed mortgage application

Sign Purchase & Sale Agreement

Buyer submits additional deposit

On a typical home sale, here’s how things will run:
Once we’ve received an acceptable offer and entered into a contract, there are several steps that will need
to be completed before the transaction and transfer of your property is complete.










The buyer submits “deposit/earnest money” that is deposited into your real estate broker’s
account. The amount typically is $1,000.
Buyer hires a home inspector and within 7-10 days the home inspection is completed.
Both buyer and seller hire a real estate attorney to review the Purchase and Sale Agreement.
Once agreed upon, the buyer and seller then sign the Purchase and Sale Agreement, and the
buyer submits additional deposit money.
Buyer submits completed mortgage application.
Lender issues mortgage commitment to your buyer.
Smoke and carbon monoxide detector inspection and ﬁnal water reading, two weeks before
closing.
The buyer will perform a ﬁnal walk-through to make sure all requirements that were agreed
upon in the purchase and sale agreement were met.
Closing is completed and the keys are handed over to the buyer once the closing is on record,

Understanding Property Disclosures
Both federal and state laws govern what must be disclosed during a property sale and as the homeowner
you are required to disclose any and all ‘material facts’ about problems you are aware of regarding the
condition and history of your home.
If you feel like you don’t properly understand the disclosure requirements, you should consult a real
estate attorney who knows the local disclosure laws.

Day Before Closing
DAY 28-35

Lender issues mortgage

2 Weeks Before Closing

Smoke and carbon monoxide detector
inspection and final water reading.

Day 40-60

Final walk-through

Pass papers at closing (1-2 hours)

Preparing for Closing
Preparation of Deed
You must have an attorney draw the deed. If you do not have an attorney, then please ask the buyer’s closing attorney
to draw a deed for you.
Discharge of Present Mortgage
The closing attorney will handle this. Please advise the closing attorney of which Lender is holding your present
mortgage(s) and give him/her the account number(s).
Smoke Detector and Carbon Monoxide Detector Certificate
You must have a smoke detector certiﬁcate for the closing and as of 3/30/06, you will also need a carbon monoxide
detector certiﬁcate. Please call your local Fire Department for details and to arrange for an appointment at least three
weeks prior to closing. Smoke detector certiﬁcates are valid for 60 days.
Keys/Driver’s License
Please bring your house keys and garage door openers (if applicable) to the closing, along with your driver’s license.
The closing attorney will need to see proof of identiﬁcation.
Fuel Adjustments and Utilities
If your home is heated by oil, some oil companies will make a ﬁnal stick measurement. Otherwise you can make a
visual reading and round off to the lower 1/8 reading of the tank. Most tanks are adjusted based on 260 gallons full.
Keep a copy of your last oil bill and use the last price per gallon that you paid as the factor multiplied by the number of
gallons left in the tank. Please contact your real estate agent with the reading.
Final Water Reading
You should arrange for a ﬁnal water reading a few days prior to closing by calling your town Water Department. Many
towns will allow you to go to their ofﬁce and pay the bill so that you can bring a paid receipt to the closing. If not, then
the bill must be picked up and brought to the closing. The amount owed should also be called into the closing attorney
so that the proper adjustment can be made.
Septic Certification
If you have private sewerage you must provide a certiﬁcation stating that the system conforms to the state’s Title V
sanitary code. The state has a list of inspectors that can perform this certiﬁcation. This should be done well in advance
of the closing to allow for necessary repairs. A copy of the Title V Certiﬁcate should be brought to the closing.

Condominium Seller
You must provide a 6D Certiﬁcate at closing, which represents that common charges (condominium fees) are paid in
full. It must be signed by a majority of the recorded trustees.
Transfer Utilities
Call your electric, telephone, and gas company, if applicable, to arrange transfer of service to be effective the day of the
closing.
Property Condition Day of Closing
Remember, you have a signed legal document agreeing to leave your home in broom clean condition (swept,
vacuumed, etc.), removing any and all trash and all personal items (such as paint cans, tools, appliances, vehicles, etc.)
from the property unless speciﬁcally included as part of the sale. Property that is not left in the appropriate condition
could result in a holdback of funds to ensure compliance with your Purchase and Sales Agreement. You may wish to
hire a cleaning ﬁrm to assist you as your moving day will be long and tiring.

Five Days to a Smooth Closing & More
Four Days Before
□ Schedule ﬁnal utility meter readings for day of closing, including:
- Gas/fuel oil
- Electricity
- Water/sewer
□ In case the meter readers come while you’re at the closing, arrange for a friend or relative to
be home during the time you’ll be out of the house.

Three Days Before
□ Go to the post ofﬁce and arrange for mail to be forwarded to new address.
□ Cancel newspaper subscriptions, cable TV service, telephone and garbage collection.
□ Obtain a written copy of your estimated closing costs from the closing ofﬁcer, as you are
entitled to it by law. Check to make sure all fees, tax adjustments, and other charges are
correct.
Two Days Before
□ Talk to the title ofﬁcer, your lawyer, and your agent to verify that all necessary paperwork
will be ready for your closing

One Day Before
□ Gather all the documents you are expected to bring to the closing meeting such as:
- Paid property tax receipts
- Copies of your mortgage and any other liens on the property
□ Paid utility bills - water & sewer
Closing Day
□ Before you leave, sweep out the house and make certain all your belongings are out.
□ When you leave for the closing, make sure you have all your documents, along with all
house keys and garage door openers (if applicable).
□ After the closing is completed, call your insurance agent and cancel your homeowner’s
policy.

Moving Checklist
There are so many details to handle as you prepare for a move. It can seem like a daunting task. This checklist will help
you manage the process and not forget anything.
Packing and Moving






If you’re hiring a moving company, get a ﬁrm bid in writing.
Drain gasoline from your lawnmower. Drain any water from your garden hoses.
Dispose of any flammable or hazardous items.
Moisten plants before moving.
Pack a “ﬁrst night” box with coffee, bedding, household cleaners, toothpaste/toothbrush, toilet paper, pet
food and other essentials that you expect to need upon arrival.

The Important Stuff





Call utility companies (electric, water, cable) to cancel your current services and sign up for services in
your new home.
Collect all of your important documents - birth certiﬁcates, passports, medical records, and carry these
with you instead of packing them.
Have any necessary prescriptions ﬁlled and carry the medication with you.
Precious items such as jewelry or your family photo albums should also be carried with you instead of
packed along with other household items.

Before You Leave



Conduct a last-minute walk-through. Check drawers, closets, the basement, and the garage.
Make sure everything is turned off and lock up.

After the Sale

Moving is often a chaotic yet exciting event in your life. After the big moving day, you’ve got a lot of work ahead of you.
Unpacking is just the ﬁrst part of the battle. Next you’ll need to get your regular routines sorted out and make sure
everyone in the family feels comfortable in their new home.

With all of the changes and the responsibilities of a big move, it’s easy to misplace important items and make mistakes.
To help keep your life in order, be sure to keep these things on your to-do list:
Securely store these records:







Your closing statement
Property deed
Receipts for home improvements
Warranty information
Loan papers
Insurance policies

Change your address
Start with USPS to make sure that all of your mail is getting forwarded and you don’t miss any important mail or bills.
You can do this online at moversguide.usps.com
Once this is done, you’ll also want to update your address with:
 Banks and credit cards
 Insurance providers
 Work
 Department of Motor Vehicles (Driver’s License and Car Registration)
 Voter registration
 Online vendors

Testimonials

Selling our home with Mary Anne was one of the best decisions we made. Mary Anne is always on top of
everything. She was extremely prompt and honest answering our questions, gave great advice in setting our
price, preparing the home for sale, and all of the little things that need to be managed in the process. She is
highly professional, but she also cares about her customers on a personal level. Mary Anne also was our
buyers’ agent three years ago when we bought the house! She did the same phenomenal job then! Mary
Anne has continued to keep in touch and check up on us even after the sale of our home. I highly
recommend her as your choice to buy or sell your home. - Steve & Dilannia, Framingham

Mary Anne was excellent in helping our family sell our house quickly. She knew the market, and was able to
price our house to sell.at a great price She was very responsive and her communication was excellent. She
was available to walk us through every step of selling. I would highly recommend her to anyone. - Mariann,
Framingham
I recently sold a condo in Ashland, Massachusetts and Mary Anne Sannicandro was my agent. I was an out-of
-town seller as I did not occupy the unit when I put it on the market plus I have an exceedingly busy work
schedule, so I needed an agent who would handle every little detail of the transaction from start to ﬁnish.
Mary Anne was the perfect choice. She initially met with me at my convenience (on a Saturday), I signed the
agreement papers, and then she took over. She sold the place within days of listing at a great price and then
totally managed the process right through closing. When I say she managed every little detail, it is no
exaggeration -- smoke detectors, water bill, condo association, getting me connected with a great real estate
attorney, etc, etc -- she just took care of it all. If selling real estate can ever be characterized as a painless
experience, then this was it. Mary Anne gets an enthusiastic ﬁve stars from me! - Dave W., Ashland
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