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Welcome Page

Content Plan

About Me

Why You Should Work with Me
Meet Our Team

Fair Housing and Equal Opportunity
The Seller Roadmap

About You / Your Home

Preparing Your Home for Sale
Pre-Listing Checklist

Captivating Listing Photos
Marketing Strategy

Setting the Right Price

Types of Compensation Scenarios
Seller Commission Sheet

Seller Agreement

Open Houses and Showings
Contingencies in Offers

Navigating the Negotiation Process
Home Inspections and Appraisals
Understanding Under Contract
Closing the Sale

Frequently Asked Questions

Key Real Estate Terms

Your Selling Preferences & Scheduling
Guiding Your Journey Home, Step by Step
Reviews

Notes

ANOD TAM



f

T
e

"ABOUT ME

Specialties: Buyer’s agent, Listing
agent, Relocation, Foreclosure,
Short Sale.

| have lived in the Tampa Bay area for more than three decades, but hail from
the great state of Louisiana, known as the land of trustworthy and
hardworking people. | graduated from LSU with a degree in Accounting and
spent many years serving clients as a financial consultant.

In addition to real estate, I'm an avid sports fan who is highly involved in
athletics across the state. | served as the USF Spirit Coordinator for nearly a
decade and now direct the Florida Sunsations, a professional sports dance
team. | have three grown children, each of whom shares my love for sports!
My oldest daughter was a Dazzler at UF, danced for the Miami Dolphins, and
is currently a PA living in Dallas. My son followed in his father’s footsteps by
playing college baseball at FSU and St. Leo, where he was an All-American, and
is currently a PA in the Tampa area. My youngest daughter cheered at UF and
continued her love for the Gators as a coach. She is currently married to NFL
QB Jeff Driskel.

In addition to personal service, | bring lots of experience and knowledge to the
table: | am a relocation certified, both military and civilian, proficient in
foreclosures, and all the perimeters of buying a waterfront home, whether it
be Apollo Beach or our beautiful Gulf Beaches. As a house flipper, | am skilled
in renovations and what to look for in a renovated home.

Yore NMoses
(813) 480-2071

@ www.SellingSunsetsofFlorida.com
@ LoriMosesRealty@gmail.com



WHY YOU
SHOULD WORK
WITH ME
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Local Expertise with Proven Success
When it comes to selling your home, who you partner with truly matters. With years of
experience in the local market, | bring in-depth knowledge of the neighborhoods, schools,
and amenities that buyers are looking for. I've successfully guided countless homeowners
through the selling process, helping them maximize their home’s value and secure the best
possible deal. My track record includes over 50 homes sold above asking price in the last
year, proving my ability to achieve outstanding results for my clients.

Personalized Service Tailored to You

Every home is unique, and so is every homeowner’s journey. | believe in creating a
personalized marketing plan for each property, ensuring it stands out in the marketplace.
From professional photography and virtual tours to targeted online marketing, | know how
to position your home to attract serious buyers. I'm always available to answer your
questions and provide updates so that you're never left wondering where you stand.

Access to a Network of Trusted Professionals

Selling a home involves many moving parts, and having the right team in place is crucial. I've
built a network of reliable professionals—stagers, photographers, contractors, and inspectors
—who can make your home shine and ensure a smooth, successful transaction. | work closely
with each of them to deliver a seamless experience that gets results. You'll also benefit from
my access to industry-leading tools, from advanced digital marketing strategies to exclusive
MLS listings.

Results-Driven Approach

My focus is simple: | work hard to get you the best price for your property in the shortest
amount of time. | use data-driven pricing strategies, comparative market analysis, and
insights from years of negotiation experience to give you a competitive edge.



FAIR HOUSING AND
EQUAL OPPORTUNITY

As a [Realtor Company Name], | am committed to providing equal housing opportunities to all
clients, adhering strictly to Fair Housing Laws and the NAR Code of Ethics. These laws ensure
that every individual has the right to purchase, sell or rent property without facing
discrimination based on their race, color, religion, sex, disability, familial status, or national
origin.

| am committed to fostering an inclusive real estate experience where all clients,
regardless of background, are given equal access to housing opportunities. This
includes:

Equal Treatment: Regardless of your race, color, religion, sex, disability, familial status, or
national origin, | am committed to providing the same level of service, access to listings,
and support throughout the transaction.

Fair Housing Compliance: | fully support the Fair Housing Act, which prohibits
discrimination in all real estate transactions. My priority is to help you find the perfect
home, free from bias or prejudice.

Transparent Communication: My role is to ensure that every decision is made
transparently and without favoritism, providing clear, open communication at every step.
Upholding Ethical Standards: As part of my commitment to the NAR Code of Ethics, |
uphold the highest standards of professionalism, integrity, and fairness, ensuring that
every client has equal access to housing opportunities.
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As a homeseller, you have to:

e Treat All Buyers Equally

Regardless of a buyer's background or characteristics, you must offer equal access to your
home. Ensure that you:

e Avoid refusing to negotiate with or sell to a buyer based on their race, religion, or any
other protected status.

e Present all offers fairly and without bias.

e Ensure that your communication is free of discriminatory language or preferences.



THE SELLER ROADMAP

Preparing Your
Home

Get your home ready for
sale by decluttering, deep
cleaning, and making
necessary  repairs  or
improvements.

Marketing and
Advertising

Create a comprehensive
marketing plan that
includes online listings,
social media promotion,
and traditional advertising
methods to reach a wide
audience.

7

Completing the
Paperwork

Prepare and gather all
necessary documents,
such as disclosure forms
and sales contracts, to
streamline the closing
process.

2

Setting the Right
Price

Research the market,
consult with a real estate
agent, and determine a
competitive and realistic
listing price for your
home.

Showcasing Your

Home
Stage your home to create
a welcoming and
appealing atmosphere for
potential buyers during
showings and open
houses.
8

Conducting Inspections

and Appraisals

Allow qualified
professionals to conduct
inspections and appraisals
to provide potential
buyers with peace of mind
and ensure a smooth
transaction.

3

Professional
Photography

Hire a professional
photographer to capture
high-quality images that
showcase vyour home's
best features and attract
potential buyers.

6

Negotiating
Offers

Review and negotiate
offers with the assistance
of your real estate agent
to ensure you get the best
possible deal for vyour
home.

Q

Closing

the Sale
Work closely with your
real estate agent,
attorneys, and other
parties involved to
navigate  the closing

process and finalize the
sale of your home.



ABOUT YOU/HOME

Questions to Consider Before Selling Your Home

Are you considering selling your home in the near future?

What are your goals and expectations for the home selling process?

Have you previously sold a home? If so, what was your experience like?

What specific features or qualities of your home do you believe make it unique or desirable?

Are there any specific concerns or challenges you anticipate in the selling process?

What is your preferred timeline for selling your home?

Have you worked with a real estate agent in the past?
If so, what qualities or attributes are important to you in an agent?

Are you familiar with the current real estate market conditions in our area?

What is your preferred method of communication throughout the selling process?

Do you have any questions or additional information you would like to discuss?



PREPARING YOUR HOME
FOR SALE
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Remove personal items to create Maximize Curb Appeal
a clean and spacious environment
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create open spaces to let in natural light
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issues walls in neutral tones




PRE-LISTING CHECKLIST

Preparing your home before listing it on the market is essential to make a great first
impression on potential buyers. A well-organized home that is clean, staged, and
properly maintained can significantly impact how quickly it sells and for what price.

Decluttering and Cleaning

Depersonalize your home by removing
family photos, personal collections, and
items that reflect your unique style.

Clear out excess items from counters,
closets, and storage areas. Consider
donating or storing belongings you don'’t
need.

Ensure that your home is thoroughly
cleaned, including carpets, windows,
floors, and fixtures.

Staging

Rearrange furniture to create inviting
spaces that show off your home's best
features. Remove unnecessary pieces
that make rooms feel smaller.

Make sure the exterior of your home is
tidy and welcoming. Mow the lawn, trim
hedges, plant flowers, and pressure wash
driveways or walkways.

Use neutral colors and décor to appeal to
a wider range of buyers. Consider adding
fresh flowers, artwork, or soft lighting to
create a warm atmosphere.

Repairs and Maintenance

Take care of small repairs like leaky
faucets, chipped paint, squeaky doors, or
broken light fixtures.

Ensure that major systems like plumbing,
electrical, HVAC, and the roof are in good
working order.

Consider updating outdated appliances,
fixtures, or finishes to give your home a
fresh, modern appeal.

Documentation and Paperwork

Property Title and Deed: Make sure your
title is clear and you have access to all
relevant property documents.

If your home is in a homeowner's
association, gather HOA documents,
including fees, rules, and regulations.

Provide a record of past utility bills,
service records for major appliances, and
warranties that may be transferred to the
New owners.

Marketing Preparation

Schedule a professional photographer to
take high-quality photos of your home.
Great photos are key to attracting buyers
online.

Be ready for showings by keeping your
home in show-ready condition at all
times. Create a plan for family members
to leave during showings.



CAPTIVATING
LISTING PHOTOS

Showcase Your Home's Best Features

o Highlight the unique selling points of your
home, such as architectural details, spacious
rooms, or upgraded finishes.

o Capture visually appealing shots that emphasize
natural light, open layouts, and any exceptional
views your property may offer.

e Prior to taking photos, declutter and remove
personal items to create a clean and clutter-free
environment.

o Stage each room to showcase its potential and
create a sense of warmth and livability. o Highlight outdoor areas, such as gardens,
patios, or pool areas, to showcase the full
potential of your property.

e Ensure these spaces are well-maintained,
tidy, and inviting.

e Capture photos that convey a sense of

1 lifestyle, inviting potential buyers to

X envision themselves enjoying these
outdoor spaces.

Outdoor Spaces

Enhance Lighting and Atmosphere

e Open curtains and blinds to allow natural light to flood the space, creating a bright and
welcoming atmosphere.

o Use strategically placed lighting, such as lamps or pendant lights, to add warmth and depth to
the photos.
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Traditional Marketing

e Our dedicated team will employ traditional marketing methods, including print

media, flyers, and direct mail campaigns, to effectively promote your home to
O 1 potential buyers.

e We will strategically place eye-catching property signage that includes clear
contact information, attracting the attention of passersby and generating interest.

e Our team will make use of local newspapers, real estate magazines, and
community bulletin boards to showcase your home's unique features and capture
the interest of interested buyers in the area.

Digital Marketing

e Our experienced team will leverage the power of digital marketing to expand the
O 2 reach of your property to a wider audience of potential buyers.
* We will create compelling listings on popular real estate websites and online
platforms, ensuring your home gains maximum exposure.
e Through the use of professional photography and captivating virtual tours, we
will effectively showcase your home's unique features, engaging online viewers
and sparking their interest.

Social Media Promotion

O 3 e With our social media expertise, we will harness the power of platforms like
Facebook, Instagram, and Twitter to effectively promote your property.

e Our team will create visually appealing posts that highlight your home's best
attributes, accompanied by engaging descriptions that capture the attention of
potential buyers.

e Through targeted advertising options, we will ensure your property reaches the
right audience, leveraging specific demographics and geographic areas to
maximize visibility and generate interest.



SETTING THE RIGHT
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Setting the right price is crucial for a successful home sale.

Work closely with your real Conduct a comparative

estate agent to analyze market analysis (CMA) to
market trends, comparable assess the value of your home
sales, and local conditions to in relation to similar
determine an optimal listing properties in the area.

price.

Consider factors such as Be open to adjusting the price
location, size, condition, based on buyer feedback,
amenities, and recent market conditions, and the
upgrades or renovations length of time your home has
when evaluating your home's been on the market.

worth.

REMEMBER, AN ACCURATELY PRICED HOME STANDS A BETTER
CHANCE OF GENERATING INTEREST, ATTRACTING OFFERS, AND
ACHIEVING A SUCCESSFUL SALE.

*Pricing too high may deter potential buyers, while pricing too low could
undervalue your property.



COMMISSION STRUCTURE

When selling your home, it's important to have a clear understanding of how real estate agent
commissions are structured and what you're paying for. A typical real estate transaction involves
two agents: the listing agent (who represents you, the seller) and the buyer’'s agent (who
represents the buyer). Both agents are compensated through the commission you pay as the
seller. Below is a breakdown of how these commissions work and how they are divided.

Total Commission Percentage

The total commission is typically calculated as a percentage of the sale price of your
home. This percentage is agreed upon when you sign a listing agreement with your
agent. Common commission rates range between 5% and 6% of the home’s sale price,
but this can vary depending on the market and specific agreements.

Division Between Agents
The total commission is usually split between the listing agent and the buyer’s agent. A
typical split might look like this:
e Listing Agent: 2.5% to 3%
e Buyer’s Agent: 2.5% to 3%
For example, if your home sells for S400,000 and the agreed-upon total commission is

6%, the total commission would be $24,000. This might be split equally between the two
agents, with $12,000 going to the listing agent and $12,000 going to the buyer’s agent.

Commission Transparency
Understanding the commission breakdown is crucial to avoid misunderstandings at
closing. Key points to consider include:
¢ Negotiable Rates: Commissions can be negotiated; ensure the agreed percentage
reflects the services provided.
e Service Breakdown: Request a clear list of services from your agent (e.g., marketing,
staging) to confirm value for the commission.
¢ Payment Process: Commissions are typically paid from sale proceeds at closing,
managed by the escrow company or attorney, so no upfront payment is needed.

Make sure the commission rate and division between the agents are clearly outlined in your
listing agreement to prevent any disputes at closing.



TYPES OF COMPENSATION
SCENARIOS

Seller-Paid Commissions

In the most common scenario, the seller pays both the listing agent and the buyer’s agent.
The commission is typically a percentage of the home's sale price, and it’s split between the
two agents. This amount is agreed upon in the listing agreement and often ranges between
5% and 6% of the total sale price.

Example:

If the total commission rate is 6% on a $400,000 home sale, the seller would pay $24,000.
This commission is then split, with $12,000 going to the listing agent and $12,000 to the
buyer’s agent. This traditional model helps attract more buyer agents to show the property,
as they are guaranteed compensation through the MLS.

Negotiated or Reduced Commission

Sellers have the option to negotiate commission rates with their listing agent. Commissions
are not set by law and are fully negotiable. Sellers may also negotiate how much is offered to
the buyer’s agent, as this can vary depending on the local market and competitive conditions.
Example:

You negotiate with your listing agent and agree on a 4.5% commission instead of 6%. This
means, for a S400,000 sale, the total commission would be S$18,000 instead of $24,000. If
the listing agent receives 2.5% (S$10,000), the buyer’s agent could receive 2% ($8,000).
Alternatively, you could offer both agents the same split or adjust the amounts as needed.

Important Consideration: Offering a lower commission to the buyer’s agent could affect how often
your property is shown to buyers, as agents may be less incentivized if they are paid less compared
to competing listings.

Buyer-Paid Commissions

There is greater flexibility for buyers to directly compensate their agent instead of relying on
the seller to pay both commissions. This means the buyer pays their agent directly, and the
seller may only cover the listing agent’s fee. This can be useful in scenarios where the buyer

prefers to have more control over their agent’s compensation.

Example:

In a S400,000 transaction, you, as the seller, agree to pay 2.5% commission (S10,000) to
your listing agent, while the buyer pays their agent directly (for example, 2% commission,
which is $8,000). This approach gives the buyer more transparency and control over their
agent’s compensation, while you only pay for the services you receive from your listing
agent.



Seller

COMMISSION SHEET

Below are the service packages we offer, ensuring you receive the support and resources

to customize a plan.

Povsio

Commission:

1.5%

of the Purchase Price

Initial consultation and
market analysis
Property listed on MLS and
online real estate
platforms

Scheduling of showings
and open houses
Assistance with offer
submissions and
negotiations

Contract management
through closing

Commission:

2.0%

of the Purchase Price

e FEverything in the Basic
Package

* Professional photography
for property listings

e Customized marketing
strategy, including social
media promotions

e Detailed market analysis
with pricing strategy
advice

e Coordination of all
inspections and
appraisals

e Full negotiation support
with buyers and agents

necessary to sell your home successfully. Choose the package that fits your needs, or contact us

Proon:
Commission:

2.5%

of the Purchase Price

Everything in the Standard
Package

Virtual tours and drone
photography for enhanced
online listings

Staging consultation and
recommendations
Personalized home
improvement advice to
maximize sale price
Priority scheduling for
showings and open houses
VIP support, available 24/7
throughout the sale
process

Commission fees are typically paid out of the proceeds of the sale and

handled at closing.

We understand that each home and seller is unique. If our packages don’t match your exact needs, we
can create a customized package tailored to your specific requirements.



SELLER AGREEMENT

The Seller Representation Agreement is a formal contract that outlines the relationship
between you and your real estate agent. This agreement ensures both parties understand
their responsibilities and protects your interests throughout the home-selling process.
*The full contract will be attached for your review.

¢ Market Analysis and Pricing Strategy: We conduct a comparative market analysis to set a
competitive listing price based on recent sales, market trends, and local demand.
* Home Staging and Presentation Guidance: We provide tips for staging your home, including
cleaning, decluttering, and improvements to enhance its appeal.
¢ Marketing and Advertising: Your home will be marketed through:
-Online Marketing: Utilizing real estate websites and social media.
-Open Houses/Private Showings: Arranging and managing showings for qualified buyers.
¢ Negotiation and Offer Management:We handle all offers and negotiations, presenting offers,
advising on strategies, and managing counteroffers.
¢ Contract and Transaction Management: We oversee the sale process, including:
-Paperwork and Documentation: Ensuring accuracy and legality.
-Inspections and Appraisals: Coordinating necessary evaluations.
¢ Closing Assistance: Guiding you through the closing process for a successful sale.

Coller Lesyeorgitoihities

¢ Maintaining the Home for Showings
As the seller, you are responsible for keeping the property in clean and presentable condition for
showings and open houses. This ensures that potential buyers see the home in its best light.

e Disclosing Property Information
You are required to disclose any known defects or issues with the property, as per local and state
laws. This includes providing accurate information about repairs, upgrades, and any potential
concerns that may affect the buyer’s decision.

e Cooperation with Showings and Appointments
You agree to allow reasonable access to the home for showings, inspections, and appraisals.
Timely cooperation with these appointments is essential for moving the process forward.

Please review the full Seller Representation Agreement attached. Once signed, we will
begin working together to help you sell your home.




Maximize the impact of open houses to attract

interested buyers.

I

OPEN HOUSES AND
SHOWINGS

Get tips for impressive showings that highlight your home's best features.

Prepare
Your Home

e Declutter and clean each

room thoroughly to
create a tidy and
welcoming atmosphere.

Stage your home
strategically, highlighting
its best features and
creating a sense of space
and flow.

Make sure all lights are
turned on, blinds or
curtains are open to
maximize natural light,
and any unpleasant odors
are eliminated.

Create an Inviting
Ambiance

e Set the temperature at a

comfortable level to
make potential buyers
feel at ease during their
visit.

Play soft background
music to create a
pleasant ambiance and
help set the mood.

Add fresh flowers or a
subtle air freshener to
create a pleasant and
inviting scent throughout
the home.

Provide Information
and Space

e Prepare informational

brochures or fact sheets
about the home's features,
upgrades, and neighborhood
amenities for potential buyers
to take with them.

Give visitors enough space to
explore and envision
themselves living in the
home. Avoid overcrowding.

If possible, offer water
bottles or light snacks to
make visitors feel welcome
and comfortable during their
visit.
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> IN OFFERS
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When you receive an offer from a potential buyer,
it may include contingencies—specific conditions

% e 4 that must be met for the sale to go through. While
. Yy v« these contingencies are meant to protect the

\ - ' N buyer, they can also impact you as the seller.
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¢ Financing Contingency
A financing contingency allows the buyer to back out of the sale if they cannot
secure a mortgage. The buyer has a certain period to get final loan approval, and if
they fail to do so, they can withdraw without penalty.

¢ Home Inspection Contingency
An inspection contingency gives the buyer the right to have the home professionally
inspected before finalizing the purchase. If significant issues are found, the buyer can
ask for repairs, a price reduction, or withdraw from the deal.

e Appraisal Contingency
With an appraisal contingency, the sale depends on the property being appraised at
or above the buyer’s offer price. If the home is appraised for less than the sale price,
the buyer can request a lower price, ask you to cover the difference, or cancel the
contract.

e Home Sale Contingency
A home sale contingency allows the buyer to make the purchase contingent on selling
their current home. If their home doesn’t sell within a specified timeframe, they can
back out of the deal.

¢ Title Contingency
A title contingency allows the buyer to review the home’s title report to ensure there
are no legal issues or liens on the property. If a problem is found, the buyer can ask
for the issue to be resolved or withdraw from the deal.
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NAVIGATING TH
NEGOTIATION PROCESS

Craft a compelling offer

We understand the power of a strong offer. Instead of merely presenting a price, we create a
comprehensive offer package that includes contingencies and other terms that suit your goals while
remaining appealing to the seller.

Leverage market knowledge

Staying well-informed about current market trends and recent sales in the area is an integral part of the
negotiation strategy. By demonstrating your understanding of the market, you position yourself as a
knowledgeable buyer or seller, gaining an advantage in negotiations.

Conduct thorough due diligence
Before entering negotiations, conduct comprehensive due diligence on the property and its surrounding
area. Uncover any potential issues or red flags that could affect the value or desirability of the property.

Uncover the seller's motivation

Understanding the seller's motivation is key to formulating a winning negotiation strategy. Skilled agents
probe for information and identify factors that may influence the seller's decision. Whether it's a quick
sale, downsizing, or other personal circumstances, tailoring your offer to meet the seller's top goals can
give you a leg up over other offers.

Use multiple channels of communication

Effective communication is paramount in negotiations. Our Team employs a variety of channels to keep
the lines of communication open, including face-to-face meetings, phone calls, emails, and even social
media platforms.

Prioritize non-monetary incentives

We advise clients to consider offering attractive terms, such as a flexible closing date or skipping certain
contingencies. These incentives can tip the scales in your favor, even if your initial offer isn't the highest
one on the table.

Maintain confidentiality
Our Team emphasizes keeping sensitive information private. By maintaining confidentiality, you preserve
your negotiating position and prevent sensitive details from being exploited by the other party.

Prepare for counteroffers

Handling counteroffers requires careful consideration and an understanding of market dynamics. We will
help you assess each counteroffer and provide guidance on how to respond effectively. We will leverage
our expertise and knowledge of the local market to ensure that you negotiate from a position of strength
while keeping your ultimate objectives in mind.



INSPECTIONS & APPRAISALS

Importance of Home Inspections

e Home inspections are a crucial step in the home selling process to assess the condition of your
property.

e They provide buyers with an understanding of the home's structural integrity, systems, and issues.

e Encourage buyers to conduct inspections as it builds trust and confidence in the property's condition,
minimizing surprises during the transaction.

e Be prepared to address any issues that may arise during inspections, such as repairs or negotiations
on the selling price.

Preparing for the Appraisal Process

e The appraisal process determines the market value of your home and is required by the buyer's
lender.

e Prior to the appraisal, ensure your home is in top condition, both aesthetically and functionally.

e Make necessary repairs and improvements to maximize your home's value and appeal to the
appraiser.

e Provide the appraiser with relevant information about recent upgrades, renovations, or unique
features that may positively impact the appraisal.



UNDER CONTRACT

When a property is "Under contract," it means that a buyer
has submitted an offer, and the seller has accepted it.
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I will keep you
informed of important
deadlines and
requirements, ensuring
that all necessary
documents are properly
completed and
submitted.

9
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If any issues or
challenges arise during
the under contract
phase, | will leverage
my expertise and
network to find
solutions and facilitate
a successful closing.

Q
I'll work closely with
attorneys and other
professionals involved
in the transaction to
ensure compliance

with legal
requirements and

protect your interests.

®

| will coordinate the
necessary steps to
move the
transaction forward
smoothly, including
inspections,
appraisals, and other
contingencies.

As your dedicated
real estate agent, |
will guide you
through the under
contract phase,
providing expertise
and support.

| will review the
contract in detail,
ensuring that all
terms and conditions
align with your
expectations and
protect your
interests.

I will communicate
and negotiate with
the buyer's agent
on your behalf,
working to achieve
the best possible
outcome.

Rest assured that |
am committed to
representing your
best interests and
ensuring a smooth
and successful
transition to the
closing stage.
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Attending the Closing Meeting

e The closing meeting is the final step in the home
selling process, where all parties involved gather
to complete the transaction.

e As your real estate agent, | will accompany you to
the closing meeting, providing support and
guidance throughout the process.

e We will review and sign the necessary documents
to transfer ownership of the property to the

St

Funds Disbursement

buyer.

—

e During the closing, the buyer will provide the
necessary funds, such as the purchase price
and closing costs.

e These funds will be disbursed to the
appropriate  parties, including mortgage
lenders, real estate agents, and attorneys.

e | will ensure that all financial transactions are

CLOSING THE SALE

handled accurately and securely, following the
agreed-upon terms of the sale.

Stgr— 2

Transferring Ownership

By signing the final documents, you will officially transfer
ownership of the property to the buyer.

The buyer will receive the keys and other relevant
materials, marking the completion of the sale.
Congratulations on a successful sale! Take a moment to
celebrate this milestone and move forward with your
future plans.



How long does it typically take to sell
a home?

The time it takes to sell a home can vary
depending on various factors, including
market conditions, location, pricing, and the
desirability of your property. On average, it
can take several weeks to a few months to
secure a buyer and complete the sale.
However, working with an experienced real
estate agent and implementing effective
marketing strategies can help expedite the
selling process.
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How do | determine the right listing price
for my home?

A comparative market analysis (CMA) that
evaluates recent sales of similar properties in
your area. will help determine a competitive
and realistic listing price based on current
market conditions.



KEY REAL ESTATE TERMS
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Home Inspection

A certified inspector conducts a detailed property examination, providing a
report on the home's condition, including necessary repairs or issues that
may impact the sale price or negotiations.

Escrow | ik L

A third-party account that holds funds or documents on behalf of the buyer
and seller until all conditions of the sale are met. Once the deal is finalized,
the funds are released to the appropriate parties.

Listing Agreement

A legal contract between you and your real estate agent, granting the agent
the right to sell your property. This agreement outlines the terms, including
the agent’'s commission and the length of time they’ll represent you.

IEEE TERENEY
Appraisal

An assessment of your home’s market value conducted by a professional | |
appraiser, typically hired by the buyer's lender. The appraisal ensures that } '
the property's sale price aligns with its fair market value.
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Closing Costs

Fees and expenses paid at the final stage of a real estate transaction. These
costs typically include loan origination fees, title insurance, attorney fees,

and recording fees.
EEEE =
Contingency

A condition that must be met for the sale to move forward. Common
contingencies include the buyer securing financing, the home passing
inspection, or the buyer selling their current home.

Ll — 2 |
Title

A legal document proving ownership of a property. Before closing, a title
company will verify that your title is clear of any liens or disputes, ensuring |

you have the legal right to sell the property.
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Multiple Listing Service (MLS)

A database where real estate agents list properties for sale. Homes listed
on the MLS are visible to all member agents and their clients, giving your
home the widest possible exposure.

Comparative Market Analysis (CMA)

A report prepared by your agent that compares your home to recently sold
properties in your area. The CMA helps determine the most accurate price
range for listing your home.



YOUR SELLING
PREFERENCES & SCHEDULING

To help plan the selling process smoothly, please provide your
preferences on the following key activities:
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Which days are you available for open houses?
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Preferred time for open houses:
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How long would you like the open house to Iast?
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Preferred day for the photography session:
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Do you prefer scheduled showings during specific hours?
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Any specific staging requests for the photography sessmn?
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What notice period works best for showings?




GUIDING YOUR JOURNEY
HOME, STEP BY STEP

Thank you for joining us today and exploring the home selling process. Selling a home can be
a complex journey, but with the right guidance and support, it can also be a rewarding
experience. As your dedicated real estate agent, | am committed to providing exceptional
service, leveraging my expertise, and guiding you every step of the way.

Reach out to me to discuss your real estate goals
and how | can assist you in achieving them.

o LoriMosesRealty@gmail.com SellingSunsetsofFlorida.com
O (813) 416-8098



Rosa Lichty ' & 6 & & ¢

Selling a house is so stressful but Lori and her team made it manageable and less
challenging. | really welcomed Lori's market knowledge and guidance. | was grateful for
her prompt and clear communication. Through texts, emails, and phone calls she kept me
informed. On a personal matter, when my son found himself in an unpleasant dilemma
with a landlord; | turned to Lori for advice. | am so glad | had her in my corner. Her
support helped navigate and resolve the situation. | want to express my heartfelt
appreciation to Lori. | will not hesitate to recommend her to family and friends who
might need a realtor. Lori is "simply the best."
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Eric Padron ' & 6 6. & ¢ | g

We are so glad we found Lori Moses to help us sell our home. Someone who ¥
cares more for the family and will fight tooth and nails to get the most. She's _
extremely knowledgeable and provided us with so much information and always 5 g
kept us informed. It speaks volume when she can sell a home during these times F
of extremely high interest rates and overpriced homes. We are so appreciative
and truly grateful. Thank you so much Lori!
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Beverly Lanier ' & 6 & & ¢

Lori was recommended by a trusted friend and I'm so glad we reached out to Lori.
She and her team were very helpful and patient throughout the selling process.
Her evaluation of our home was significantly higher than another agency's
evaluation - and she was spot-on in her pricing. | would 100% recommend Lori
and her team should you need to sell or purchase a home.

SOME OF OUR REVIEWS






