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MANNY BARBA

INTRODUCTION

Broker Manny Barba here. Welcome to my Seller's
Handbook, your comprehensive guide to
understanding and navigating the home selling
process. | designed this handbook to equip you with
the knowledge needed to understand the nuances
and complexities of the home-selling process. Let's
embark on this journey together, from the initial
preparations to the final steps of handing over the
keys.
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CHAPTER1

PREPARING TO SELL

IMPORTANCE OF MARKET RESEARCH

Market research is a critical component in the home
selling process. It involves understanding the real
estate market's overall health, which affects your
home's value and salability. By conducting thorough
market research, we gain insight into buyer demand,
inventory levels, and the prices of comparable homes.
This information is crucial to making informed
decisions about when to sell and at what price.
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1. PREPARING TO SELL
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ANALYZING LOCAL MARKET TRENDS

~

Analyzing local market trends requires looking at the
current data on home sales within your area, paying
attention to the average time on the market for
homes similar to yours, price trends over recent
months or years, and the ratio of listing to selling
prices. Also, it is essential to examine economic
factors such as employment rates, new construction,
and interest rates, as these can influence buyer
behavior and demand.
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1. PREPARING TO SELL

TIMING THE SALE

The timing of your sale can significantly impact how
quickly your home sells and the price it fetches.
Ideally, you want to list your home when demand is
high and supply is low, leading to more competitive
offers. Monitoring market trends and seasonal
patterns can help you identify the best time to sell.

BEST SEASONS TO SELL

Traditionally, the best times to sell a home are spring
and early summer because families want to move
during the summer break from school, and the
weather is conducive to home viewings and
Inspections. However, the best season can vary based
on your local market and other factors such as climate
and economic conditions.
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1. PREPARING TO SELL
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HOW TIMING AFFECTS PRICE

Timing can significantly affect the price you can
command for your home. For instance, selling during
a seller's market, when there are more buyers than
available homes, can lead to higher prices and
quicker sales. Conversely, you must price more
competitively during a buyer's market to attract
Interest.
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CHAPTER 2

THE ROLE OF THE COMPARATIVE
MARKET ANALYSIS (CMA)

To a potential home seller, understanding the role of
the Comparative Market Analysis (CMA) can
significantly demystify the initial stages of the selling
process and set a strong foundation for a successful
sale. Let me explain why a properly prepared CMA is
crucial and how it benefits you as a seller.

The CMA is a deep dive into the current market
conditions, tailored to your home and its unique
features. It's a report that | compile, drawing on my
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—— 2. THE ROLE OF THE COMPARATIVE MARKET ANALYSIS (CMA) ——

expertise and the latest market data, to compare your
property with similar properties in your area that have
recently sold, are currently on the market, or were on
the market but didn't sell.

SETTING THE RIGHT PRICE

The CMA's most immediate and critical role is in
helping you select the right asking price for your
home. Price your home too high, and it may linger on
the market, leading potential buyers to wonder if
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—— 2. THE ROLE OF THE COMPARATIVE MARKET ANALYSIS (CMA) ——

there's something wrong with it. Price it too low, and
you might sell quickly but for less than it's worth. The
CMA provides the data needed to find that sweet
spot, where the price is attractive to buyers and aligns
with your goals as a seller.

UNDERSTANDING THE COMPETITION

Selling a home is not just about putting a sign in the
yard; it's about standing out in a potential sea of
homes that might be vying for the same buyers. The
CMA gives us insight into what we're up against—how
other homes are priced, their features, and how long
they've been on the market. This knowledge lets us
position your home more effectively, highlighting its
unique selling points and competitive advantages.

STRATEGIC MARKETING

With the insights gained from the CMA, we can tailor
our marketing strategy to emphasize the aspects of
your home that are most appealing to buyers in the
current market. Whether it's your home's layout,
recent upgrades, or location, the CMA helps us
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—— 2. THE ROLE OF THE COMPARATIVE MARKET ANALYSIS (CMA) ——

identify what buyers are looking for and how we can

appeal to those desires.
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NEGOTIATION LEVERAGE

When offers start coming in, the CMA is an invaluable
tool in the negotiation process. It provides a factual
basis for why your home is priced as it is, giving us
solid ground to stand on during negotiations. If
buyers or their agents contest the price, we can refer
to comparable sales to justify our position.
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—— 2. THE ROLE OF THE COMPARATIVE MARKET ANALYSIS (CMA) ——
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ADJUSTING TO MARKET CHANGES

The real estate market is dynamic, with conditions
that can shift due to various factors like changes in
mortgage rates, local economic developments, or
even seasonal trends. Regular updates to the CMA
can inform us if and when it's necessary to adjust our
strategy, whether by changing the listing price,
enhancing the property's appeal through staging, or
ramping up our marketing efforts.
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—— 2. THE ROLE OF THE COMPARATIVE MARKET ANALYSIS (CMA) ——

INn essence, the CMA is not just a report; it's a roadmap
for the sale of your home. It takes the guesswork out
of many decisions, providing a data-driven strategy
for pricing, marketing, and negotiating the sale of
your property.

As a real estate broker, | guide you through this
process, leveraging the CMA to ensure we meet and
exceed your expectations for the sale. With this
powerful tool at our disposal, we can navigate the
complexities of the market together, aiming for a sale
that maximizes your return while minimizing the time
your home spends on the market.
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CHAPTER 3

GETTING YOUR HOME READY

DECLUTTER AND DEPERSONALIZE

Before listing your home, it is essential to declutter
and depersonalize each space. This means removing
personal items such as family photos, collections,
personal keepsakes, and excess furniture and clutter.
Decluttering helps potential buyers visualize the
space as their own, making it easier for them to
Imagine living in the home. Depersonalizing
neutralizes the space, allowing the home's features to
stand out and appeal to a broader range of buyers.
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3. GETTING YOUR HOME READY

TIPS FOR DECLUTTERING YOUR HOME:

To effectively declutter your home, start by sorting
items into categories: keep, donate, sell, or discard.
Use storage bins and closet organizers to tidy up
visible areas. Consider renting a storage unit for
excess belongings that may crowd your space. The
goal is to create a clean, spacious environment that
showcases your home's potential.
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3. GETTING YOUR HOME READY

WHY DEPERSONALIZING MATTERS

Depersonalizing your home helps create a neutral
canvas for buyers. Personal items can distract buyers
and make it difficult for them to see past your style. A
depersonalized home is more inviting to buyers, as
they can project their tastes and imagine their
belongings in the space.

REPAIRS AND IMPROVEMENTS

Conducting a pre-inspection or a walkthrough of your
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3. GETTING YOUR HOME READY

home can help identify necessary repairs. Addressing
these issues beforehand can prevent roadblocks
during the sale process. Moreover, you can make
Improvements to increase the home's value and
appeal, such as updating fixtures, painting with
neutral colors, or enhancing curb appeal.

IDENTIFYING NECESSARY REPAIRS

Necessary repairs often include fixing leaks, repairing
damaged flooring or walls, and ensuring all
appliances and systems are in working order. These
repairs can prevent buyers from being deterred by
potential maintenance issues and can contribute to a
smoother transaction.

COST-EFFECTIVE IMPROVEMENTS THAT ADD
VALUE

Some cost-effective improvements include minor
kitchen and bathroom updates, such as new
hardware or countertops, adding a fresh coat of paint,
updating lighting fixtures, and improving
landscaping. These changes can significantly enhance
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3. GETTING YOUR HOME READY

the home's attractiveness without requiring a
substantial investment.

STAGING YOUR HOME

Staging your home involves arranging furniture and
decor to highlight the space's best features and
functionality. It's about creating an environment that
appeals to buyers and helps them connect
emotionally with the home. Staging should make the
house look bigger, brighter, cleaner, and warm.

THE BASICS OF STAGING

Staging basics involve deep cleaning the home,
applying a fresh coat of neutral paint, arranging
furniture for easy traffic flow, and adding strategic
lighting. The decor should be modern and minimal to
appeal to the largest audience possible.

DIY VS. PROFESSIONAL STAGING

DIY staging can be cost-effective if you have a good
eye for design and the necessary furniture and decor.
However, professional stagers have the expertise to
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3. GETTING YOUR HOME READY

Mmaximize the potential of your space and often have
access to a wide variety of inventory that can enhance
the look of your home to appeal to current trends.

PROFESSIONAL PHOTOGRAPHY

High-quality photos are essential in real estate listings
as they are the first impression for potential buyers.
Professional images can highlight your home's best
features, showcase it in the best light, and ultimately
attract more buyers. They can captivate and evoke
emotions, drawing buyers in to see the home in
person.

IMPORTANCE OF HIGH-QUALITY PHOTOS

INn today's digital age, most homebuyers start their
search online. High-quality photos can make your
listing stand out amongst the competition, provide a
realistic representation of your property, and increase
the perceived value of your home. They are a crucial
marketing tool that can lead to more showings and,
potentially, a faster sale.
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CHAPTER 4

MARKETING YOUR HOME

Selling a property goes far beyond simply listing it on
the market; it requires a strategic approach to ensure
that your home stands out in a competitive landscape
and reaches the right potential buyers. Let me explain
why a well-crafted marketing strategy is
Indispensable in today's real estate environment.

BROADENING EXPOSURE

First and foremost, the right marketing strategy
significantly broadens the exposure of your property.
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4. MARKETING YOUR HOME

INn a digital age where most homebuyers start their
search online, having a robust online presence is
crucial. This includes listing your property on major
real estate platforms, utilizing social media to
generate buzz, and creating a dedicated website or
virtual tour for your home. The goal is to ensure your
property is seen by as many potential buyers as
possible, increasing the chances of a quick and
profitable sale.

PROFESSIONAL PRESENTATION

How your home is presented in marketing materials
can profoundly impact its perceived value and
desirability. Professional photography, compelling
video tours, and well-crafted property descriptions
can transform how potential buyers view your home.
These elements create a powerful first impression,
showcasing your home in the best possible light and
capturing the unique qualities that make it stand out.
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4. MARKETING YOUR HOME

COMPETITIVE EDGE

In @ market as dynamic and competitive as Southern
California's, having a solid marketing strategy gives
your property a competitive edge. It's not just about
reaching more people; it's about engaging them to
Mmake your property more memorable and attractive
than others on the market. We can position your
home as a standout buyer option through targeted
advertising, social media engagement, and innovative
marketing techniques.
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4. MARKETING YOUR HOME

A well-executed marketing strategy is a critical
component of the selling process. As a real estate
broker, | leverage every tool to ensure your home
receives the attention it deserves. From high-quality
visuals and targeted advertising to social media
campaigns and beyond, we'll craft a marketing
strategy highlighting the best of what your home
offers, attracting the right buyers, and securing the
best possible sale outcome.

21




CHAPTER 5
NAVIGATING OFFERS AND NEGOTIATIONS

UNDERSTANDING OFFERS

Understanding offers is fundamental to the home
selling process. An offer includes the proposed
purchase price and the buyer's terms, which may
include contingencies, closing dates, and special
requests. My job is to help you understand the
Nnuances of each offer, weigh the benefits and
drawbacks, and help you determine the best decision
for your situation.
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—_— 5. NAVIGATING OFFERS AND NEGOTIATIONS —

COMPONENTS OF AN OFFER

An offer typically contains several key elements: the
offer price, earnest money deposit amount, proposed
closing date, contingencies (such as financial,
Inspection, or appraisal), and any inclusion or
exclusion of fixtures and appliances. It may also
outline any seller concessions, such as assistance with
closing costs or a home warranty.
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5. NAVIGATING OFFERS AND NEGOTIATIONS

HOW TO EVALUATE MULTIPLE OFFERS

When evaluating multiple offers, consider the price
and strength of each offer, which includes the buyer's
financing, the size of their down payment, the
contingencies they've placed, and their flexibility with
the closing timeline. Prioritize offers based on the
most favorable terms and align best with your selling
goals.

NEGOTIATION TACTICS

Effective negotiation tactics involve clear
communication, understanding the buyer's
motivators, and being prepared to make concessions
that do not compromise your priorities. Negotiating
with a win-win mindset is essential to reach an
agreement that both parties feel good about.

TYPICAL NEGOTIATION PITFALLS TO AVOID:

Some common negotiation pitfalls include taking
offers personally, overreacting to lowball offers, and
becoming too emotionally attached to the outcome.
You can avoid these pitfalls by maintaining a

24




5. NAVIGATING OFFERS AND NEGOTIATIONS

professional demeanor and focusing on your end

goal.

MY ROLE AS YOUR AGENT

As a Broker-Attorney, | stand by your side as your
advocate and advisor from the beginning to the end
of the selling process. My primary goal is to leverage
my expertise to help you achieve your goals.

Selling a home is serious business, and avoiding costly
errors is essential. The real estate market is constantly
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5. NAVIGATING OFFERS AND NEGOTIATIONS

changing, and sellers need help maneuvering
through the complexity of the process. | provide
sellers with expert guidance throughout, including
pricing your home, digital marketing, negotiating the
sale, and minimizing risk and liability. Protecting my
client's interest is my top priority. | also ensure smooth
and clear communication between you and potential
buyers, acting as a conduit for dialogue that advances
your interests.

It's important to me that you know, as a broker, my
role is to support and assist you—I'm here to provide
guidance and assistance, not to pressure you into
decisions. | aim to make the selling process as
transparent, stress-free, and successful for you as
possible.
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CHAPTER 6

DISCLOSURES

California has stringent requirements for disclosures
IN real estate transactions to ensure transparency and
protect all parties involved. These disclosures are legal
obligations that sellers must fulfill, providing potential
buyers with important information about the
property's condition and history. Let's review the usual
seller disclosure requirements for selling a home in
California.
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6. DISCLOSURES

REAL ESTATE TRANSFER DISCLOSURE STATEMENT
(TDS):

The TDS is a comprehensive document that requires
sellers to reveal known conditions and defects of the
property. This includes detailing the operational
status of various elements like plumbing, heating,
electrical systems, appliances, and any significant
repairs or defects. The purpose is to give buyers a
clear picture of what they are purchasing and any
potential issues that may need addressing.
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6. DISCLOSURES

NATURAL HAZARD DISCLOSURE STATEMENT
(NHDS)

California law requires sellers to disclose if the
property is located within one or more state-mapped
hazard areas, including flood zones, fire hazard zones,
earthquake fault zones, and areas susceptible to
seismic hazards like landslides and liguefaction. This
iInformation is typically provided through a Natural
Hazard Disclosure Report, which a third-party
company usually prepares.

LEAD-BASED PAINT DISCLOSURE

For homes built before 1978, sellers must comply with
federal and state disclosure requirements regarding
lead-based paint and hazards. This includes providing
buyers with a lead hazard information pamphlet,
disclosing any known lead-based paint and related
hazards in the home, and offering buyers a 10-day
period to conduct a lead-based paint inspection or
risk assessment at their own expense.
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6. DISCLOSURES
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WATER HEATER AND SMOKE DETECTOR
COMPLIANCE

Sellers must certify that the property is equipped with
properly installed and braced water heaters to
prevent displacement in an earthquake. The law also
requires that homes have installed smoke detectors
per the state's building standards.

HOME ENERGY RATING SYSTEM (HERS)
DISCLOSURES

For certain residential real estate transactions, sellers
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6. DISCLOSURES

must provide information on energy consumption
and conservation, including a Home Energy Rating
System (HERS) report, if available.

METHAMPHETAMINE CONTAMINATION

If a seller knows that a property is contaminated by
methamphetamineg, this must be disclosed. The law
requires decontamination before the property can be
iInhabited again, and proof of decontamination must
be provided.

DEATH IN THE PROPERTY

California law states that if a death occurred on the
property within the last three years, and the seller is
aware, it must be disclosed to a buyer.

The seller must disclose any death relating to the
property if:
1.The death occurred on the property,
2. The deceased was an occupant on the property,
3.The death occurred within the past three years.

The seller may not make any misrepresentations
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6. DISCLOSURES

regarding the property. If asked directly, a seller or
listing agent must answer honestly about any deaths
that have occurred on the property, no matter how
long ago.

Even if the death doesn’'t meet all the criteria to
warrant a “yes” answer on the disclosure forms, a
seller may want to disclose the death if it is
particularly notorious or has stigmatized the property
such that it may have affected the property's value or
desirability.

Ensuring compliance with these disclosure
requirements is crucial for the smooth progression of
the home-selling process. As a real estate broker, | am
here to assist you in understanding these obligations
and ensuring that all necessary information is
disclosed accurately and completely. This protects
you from future legal issues and builds trust with
potential buyers, facilitating a more straightforward
and agreeable sale process.
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CHAPTER 7

CONTINGENCIES

Understanding the intricacies of the usual
contingencies that play a significant role in most real
estate transactions is crucial. Contingencies are
conditions written into a home sale purchase
agreement that must be met before the sale can go
through. These clauses protect both the buyer and
the seller, allowing either party to back out of the
contract under specific circumstances. Let's dive into
the most common contingencies you'll encounter
when selling a home in California.

33



7. CONTINGENCIES

INSPECTION CONTINGENCY

This contingency allows the buyer to have the home
professionally inspected within a specified period. The
iInspection can cover a wide range of elements, from
the structure and systems of the house to pests and
mold. If significant issues are discovered, the buyer
can request repairs, renegotiate the price, or back out
of the sale.
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7. CONTINGENCIES

APPRAISAL CONTINGENCY

An appraisal contingency protects the buyer by
ensuring the property's fair market value aligns with
the purchase price. A third-party appraiser, typically
hired by the buyer's lender, will evaluate the property.
If the appraised value is lower than the selling price,
the buyer has the leverage to renegotiate the price or
withdraw from the agreement without penalty,
assuming they cannot secure additional financing.

LOAN CONTINGENCY

Also known as a financing contingency, this clause
gives the buyer a set period to obtain financing from a
bank or mortgage lender. If the buyer cannot secure a
loan within this timeframe, they can cancel the
contract without losing their earnest money deposit.
This contingency is crucial as it protects the buyer
from losing the property and their deposit if financing
falls through.

SALE OF PREVIOUS HOME CONTINGENCY
Many buyers need to sell their current home to
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7. CONTINGENCIES

finance the purchase of a new one. A sale
contingency allows the buyer to withdraw from the
purchase if they cannot sell their existing property
within a specified period. This contingency is less
common in highly competitive markets, as it adds an

additional layer of uncertainty to the transaction.

TITLE CONTINGENCY

This ensures that the property title is clear of any liens,
disputes, or legal issues that could affect the buyer's
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7. CONTINGENCIES

ownership. A title company usually conducts a
comprehensive search to verify the title is clear. If any
encumbrances on the title are found, they must be
resolved before the sale can proceed.

REMOVAL OF CONTINGENCIES

INn a residential real estate transaction, contingencies
can only be removed in writing. Remember, the
contingency allows a buyer (or seller) to cancel a
purchase agreement based upon the happening of a
particular event.

Understanding these contingencies is essential for
sellers and buyers in the California real estate market.
As a real estate broker, it's my job to guide my clients
through these potential hurdles, ensuring a smooth
transaction process. By managing these
contingencies effectively, we can minimize risks and
ensure that both parties are protected throughout
the sale.
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CHAPTER 8

THE HOME INSPECTION

Navigating the home selling process can seem
daunting, especially regarding the buyer's home
inspection. This step is a critical part of the journey
toward successfully closing the sale of your home. Let
me walk you through the buyer's home inspection
process, what to expect, and how it affects the sale of

your property.

UNDERSTANDING THE BUYER'S HOME INSPECTION

The home inspection is typically initiated by the buyer
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8. THE HOME INSPECTION

after your home goes under contract. It's a thorough
examination of your home's physical structure and
systems, from the roof down to the foundation. The
purpose of this inspection is for the buyer to fully
understand the condition of the property they intend
to purchase. This includes identifying any significant
repairs or builder oversights, as well as maintenance
that might need to be addressed in the near future.
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WHAT THE INSPECTION COVERS

A standard home inspection covers various
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8. THE HOME INSPECTION

components of the home, including but not limited
to:

e Structural elements (walls, ceilings, floors, roof,
foundation)

e Exterior evaluation (landscaping, grading,
elevations, drainage, driveways, fences)

e Roof and attic (ventilation, insulation, leaks)

e« Plumbing systems (pipes, water heater, fixtures)

o Electrical systems (wiring, main panel, circuit
breakers, outlets)

e Heating and air conditioning systems

e Interior elements (windows, doors, floors, walls,
stairs)

o Kitchen appliances (if staying with the home)

THE PROCESS

Once an offer is accepted, the buyer will typically have
a time period to conduct the home inspection. They
will hire a professional home inspector to inspect the
property during this contingency period. As the seller,
you are not required to be present during the
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8. THE HOME INSPECTION

Inspection, but you must allow the buyer and their
iInspector full access to the property.

/
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AFTER THE INSPECTION

Upon inspection completion, the buyer receives a
detailed report outlining the findings. It's common for
the report to include both minor and significant
Issues.

Based on these findings, the buyer may:

41




8. THE HOME INSPECTION

1. Proceed with the sale as initially agreed if the
inspection does not reveal any significant
problems;

2. Request repairs for specific issues identified
during the inspection,

3. Renegotiate the purchase price to account for the
cost of needed repairs.

4. The buyer can back out of the sale if the
Inspection reveals substantial problems with the
home and an agreement cannot be reached
between the buyer and seller.

Note: As the seller, you can agree to make these

repairs, negotiate with the buyer to find a mutually
acceptable solution, or decline to make any repairs,
which may or may not lead the buyer to reconsider

the purchase.

The buyer's home inspection is a standard and crucial
step in the home-selling process. It serves as a
safeguard for the buyer, ensuring they are making a

well-informed decision.
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8. THE HOME INSPECTION

As a real estate broker, I'm here to guide you through
this process, offering advice on preparing for the
Inspection and navigating negotiations post-
Inspection. My goal is to help you achieve a smooth
and successful sale, mitigating any challenges that
arise from the inspection process.
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CHAPTER 9

THE APPRAISAL

The appraisal process is a crucial step when you're
selling your home and can affect how the sale goes.
As a real estate broker, I'm here to help you

understand this process and what it means for you as
the seller.

WHAT IS A LENDER APPRAISAL?

When buyers need a loan to buy your home, their
bank will ask for an appraisal, where a licensed
professional checks how much your property is really
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9. THE APPRAISAL

worth. The bank uses the appraisal to ensure they're
not lending more money than your home's value,
which is a way for them to protect themselves.

\‘L

HOW THE APPRAISAL WORKS

Once you accept an offer from a buyer using a
mortgage, the bank orders an appraisal. The bank
selects a neutral, qualified appraiser who inspects
your home, checking its condition, features, and any
special upgrades. They're thorough, looking at how
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9. THE APPRAISAL

your home is built and looks. The appraiser also
compares your home with what similar homes near
you have sold for to help them decide on the value of
your home.

THE APPRAISAL REPORT

The appraiser puts all their findings into a report,
explaining how they decided on your home's value.
The lender reviews the appraisal report, and if the
appraised value is as much as or more than the
agreed selling price, then everything moves ahead
smoothly.

TIPS FOR GETTING READY

The goal is to make your home look good. Fix any
significant problems and clean up to make a good
Impression during the appraisal.

LIST YOUR UPGRADES

Tell the appraiser about any significant improvements
you've made, like a new air conditioner or a
remodeled kitchen. These can make your home
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9. THE APPRAISAL

worth more.

KNOW YOUR MARKET

Understanding what homes like yours sell for can
help you be ready if the appraisal comes in low.

LOW APPRAISAL

If the appraisal value is lower than the agreed selling
price, the buyer must make up the difference in cash,
or the sales price needs to be lowered to the
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9. THE APPRAISAL

appraised value, or some other negotiated resolution
must occur. If there is no agreement between the
buyer and seller to resolve the appraisal issue, then
the buyer can walk away from the transaction.

As a real estate broker, I'm here to look out for your
interests, using my experience to handle any issues
that arise. | promise to make the selling process as
smooth as possible, helping you every step of the way.
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CHAPTER 10

CLOSING THE SALE

Once the seller accepts an offer and all parties have
sighed the required documents, it is time to open
escrow. The escrow is the neutral third party that
protects the buyer's earnest money deposit while the
buyer and seller move forward with their due
diligence requirements. Escrow also ensures that the
purchase agreement terms are met, collects the
funds from the buyer's loan, pays off the seller's
liabilities, and disburses proceeds to the seller. The
esSCrow process occurs between the time the seller
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10. CLOSING THE SALE

accepts the offer and the buyer gets the keys to the
house.

5
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THE LIFE OF AN ESCROW

When dealing with your escrow, time is of the
essence. Escrow receives the fully executed contracts
and any counteroffers, will issue an escrow number,
and will email wire instructions to agents to deposit
the buyer's Earnest Money Deposit (EMD) into escrow.
The EMD is deposited into escrow within three (3)
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10. CLOSING THE SALE

days after accepting the offer.

Once the EMD is received, escrow advises all parties,
and escrow instructions are prepared usually 24 hours
after receiving the EMD. A title investigation is opened
with the title company to determine the present
condition of the title. Escrow will send the escrow
Instructions, a preliminary title report, and a natural
hazard disclosure report (NHD) to all parties, usually
within 48 hours of receiving EMD.

Escrow will then follow up with agents regarding the
seller and buyer's sighed escrow instructions; escrow
will then order the seller's loan payoffs and demands
for any items that need to be resolved on the
preliminary title report, usually within 24 hours of
receiving the signed escrow instructions. Escrow will
send the seller proceeds estimate to the seller's agent
and advise on any missing items, usually within 24
hours of receiving loan payoffs.

Once escrow receives the loan documents from the
buyer's lender, all agents are advised, and the buyers
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10. CLOSING THE SALE
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are scheduled to sign the loan documents, usually on
the same day of receiving them. Escrow will then
return the signed loan documents to the lender. The

escrow officer then prepares the escrow file for
funding, usually within 24 hours of the buyer's signing
of the loan documents. Once the buyer's loan funds
are deposited in escrow, the agents are advised, and
the escrow file is then released to the title company
for recording. Agents are advised when the recording
Is confirmed, the seller's proceeds are disbursed, and
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10. CLOSING THE SALE

the escrow file is closed within 24 hours after
recording.
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CHAPTER T

PRE-CLOSING INSPECTION

As your journey to selling your home nears its
conclusion, an essential step before finalizing the sale
Is the buyer's pre-closing inspection, also known as
the final walkthrough. This inspection is a crucial part
of the home-selling process. It allows the buyer to
verify that the property's condition has stayed the
same since their last visit and that all agreed-upon
repairs have been completed satisfactorily. Let's
discuss what this entails and how you can prepare for
It to ensure a smooth path to closing.
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11. PRE-CLOSING INSPECTION
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UNDERSTANDING THE PRE-CLOSING INSPECTION

The pre-closing inspection usually takes place a few
days before the scheduled closing date. It's not a
formal inspection but rather a final check by the
buyers to ensure everything in the home is as
expected. The final inspection is their chance to
confirm that the property is in the agreed-upon
condition, that no new issues have arisen, and that
any repair work that was part of the sales agreement
has been completed.
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11. PRE-CLOSING INSPECTION

PREPARING FOR THE PRE-CLOSING INSPECTION:

COMPLETE REPAIRS

Ensure all repairs agreed upon during the negotiation
process are completed before the final walkthrough.
It's advisable to keep receipts and documentation of
the work done, as the buyers might want to review
these during their inspection.

MAINTAIN PROPERTY CONDITION

The home should be in the same condition as when
the buyers made their offer, if not better. This means
that any damage that occurs between the time of the
sale agreement and the final walkthrough should be
repaired.

REMOVE PERSONAL ITEMS

By the time of the pre-closing inspection, all personal
belongings should be removed from the property
unless otherwise agreed upon. The home should be
clean and ready for the new owners to move in.
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11. PRE-CLOSING INSPECTION

UTILITIES OPERATIONAL

Keep utilities connected until after the closing. During
their walkthrough, the buyers will likely test light
fixtures, air conditioning, appliances, and faucets.
Ensuring these are operational demonstrates good
faith and helps avoid any last-minute issues.
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DURING THE INSPECTION

You are not required to be present during the final
walkthrough; it can be helpful to be available or have

57




11. PRE-CLOSING INSPECTION

your agent present to address any questions or
concerns that may arise. The buyers may have queries
about the repairs and the operation of specific
appliances or may seek clarification on what items are
included in the sale.

AFTER THE INSPECTION

If the buyers find issues during their final
walkthrough, be prepared to negotiate solutions. This
may involve completing additional repairs, offering a
credit at closing, or reaching another mutually
agreeable arrangement. It's in everyone's best interest
to resolve these issues promptly to keep the closing
on track.

The pre-closing inspection is a pivotal moment in the
home-selling process, symbolizing the final step
before the transfer of ownership. Preparing
thoroughly for this inspection can help ensure a
smooth closing process and mitigate potential issues
that could delay the sale.
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11. PRE-CLOSING INSPECTION

As a real estate broker, I'm here to guide you through
this process, offer advice, and assist in coordinating
any last-minute details to ensure a successful sale.
Remember, the goal is to make the transition as
smooth as possible for you and the buyers, paving the
way for a positive conclusion to your home-selling

journey.
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CHAPTER 12

MOVING OUT

Congratulations on the successful sale of your home!
As your journey of selling your home comes to a close
and you prepare to move out, there are several
Important considerations to ensure a smooth
transition. As a real estate broker, I'm here to guide
you through this final phase with some key points to
remember.

TIMELINE FOR MOVING OUT

First and foremost, it's crucial to adhere to the
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12. MOVING OUT

agreed-upon timeline for vacating the property, as
outlined in your sale contract. Typically, you're
expected to move out by the closing date or shortly
after that, depending on what was negotiated.
Planning your move well in advance can help avoid
last-minute stress and ensure you're ready to hand
over the keys on time.

REMOVING PERSONAL BELONGINGS

You should remove all personal belongings from the
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12. MOVING OUT

property before the final walkthrough with the
buyers. This includes attic, basement, garage, and
outdoor items. It's an opportunity to declutter and
decide what to keep, sell, donate, or discard. Leaving
the property empty and clean fulfills your contractual
obligation and makes it more welcoming for the new
owners.

PROPERTY CLEANING

While there may not be a stipulation in the contract
specifying the level of cleanliness for the home at
move-out, it's a common courtesy to leave the
property clean. Consider hiring professional cleaners
for a thorough cleaning, including carpets, windows,
and appliances, to leave a good impression and
ensure a positive handover to the new owners.

REPAIRS AND MAINTENANCE

Complete any agreed-upon repairs or maintenance
tasks before moving out. This includes fixing any
damage that occurred during the move-out process.
Keeping receipts and documentation of the repairs
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12. MOVING OUT

can be helpful in case any questions arise from the
buyers.
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UTILITY AND SERVICE TRANSFERS

Remember to notify utility companies of your move-
out date and arrange for services to be transferred out
of your name. Ideally, this should be coordinated with
the utility company to occur right after the official
closing date to ensure that the new owners have
essential services like water, electricity, and gas
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12. MOVING OUT
without interruption.

CHANGE OF ADDRESS

Submit a change of address form with the United
States Postal Service to forward your mail to your new
address. Additionally, update your address with banks,
credit card companies, insurance providers, and other
vital institutions to ensure you continue to receive
Important correspondence.

DOCUMENTATION AND RECORDS

Keep copies of all documents related to the sale of
your home, including the closing statement, for your
records. These documents are essential for tax
purposes and future reference.

SAYING GOODBYE

Take a moment to say goodbye to your home and
neighbors. Moving out of a house where you've made
memories can be emotional, but it also marks the
beginning of a new chapter in your life.

As you navigate moving out, remember that | am
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12. MOVING OUT

here to assist you with any questions or concerns. My
goal is to make this transition as smooth and stress-

free as possible. Here's to new beginnings and the

exciting opportunities ahead!
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CLOSING

Closing

As we close the pages of this Seller's Handbook, |
hope you feel empowered, informed, and ready to
move forward with the sale of your home. The journey
from deciding to sell to handing over the keys is
complex, with significant decisions, strategic
planning, and intricate processes. As a real estate
broker, | aim to make this journey as smooth and

successful as possible.

Manny Barba, Broker-Attorney-Realtor
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