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A Guide to Selling Your Home



 Jacksonville Property 
Management

CALL NOW - 904-321-9020

 Change to IPS Tenant Guarantee

8833 Perimeter Park Blvd, Suite 301 | Jacksonville, FL 32216
www.innovativepropertysolutions.com | www.IPSRentalHomes.com

Office Hours: M-F 9:30a - 5:30p 

 FLAT RATE FEE STRUCTURE
þ 3 Price Plants To Choose From
þ Choose your Tenant Guarantee
þ  Contact Less Property Showings  

7 days a week
þ Periodic In Home Inspections
þ Share in late fee revenue
þ A program to fit all investor needs
þ Paid ZIllow Marketing Included
þ MLS Listings

þ $0 START UP FEES   þ $0 CANCELLATION FEES   þ $0 MAINTENANCE MARK -UP

IPS TENANT GUARANTEES.
WE OFFER COMPLETE PEACE
OF MIND. OUR PROGRAMS 
INCLUDES VARIOUS 
GUARANTEES THAT PROTECT 
PROPERTY OWNERS SUCH AS:
þ IPS Eviction Protection
þ IPS Lease Guarantee ‘
þ Pet Damage Protection
þ Regular In home property inspections
þ  Detailed high resolution property 

inspection pictures
þ  $100,000 accidental tenant damage 

liability protection
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REASONS WHY HOME SELLERS SHOULD 
USE A REALTOR®

PROVIDE YOU WITH MARKET DATA
Real estate agents have access to market data that 
can help you make more informed decisions. They 
can compare purchase and listing prices and help 
you find the ideal selling price for your home.
KEEP YOU INFORMED
Selling homes is what realtors do! They’ll keep you 
abreast of all the current expectations when listing 
your property. Plus, they’ll make sure your listing is 
visible to as many prospective buyers as possible.
NEGOTIATE ON YOUR BEHALF
When you’re negotiating prices, you’ll be thankful 
to have an agent on your side. Their expert 
experience will help to ensure that you get the 
best deal possible.
CONNECT YOU WITH TRUSTED PARTIES If there 
are other professional services you need in order to 
get your property ready for sale, a realtor can refer 
you to trustworthy parties.
HOST YOUR OPEN HOUSES
Can’t find time to fit open houses or showings into 
your busy schedule? With a real estate agent, you 
won’t have to!

SUPPORT YOU AROUND THE CLOSING TABLE
Realtors know their way around the closing table. 
They’ll be there with you to ensure that you fully 
understand every document before you sign.
HELP EASE ANY WORRIES
Selling your property can be hectic. A real estate 
agent will help you stay focused.
HELP COORDINATE REPAIRS
Sometimes buyers want repairs done before 
sealing the deal. Your agent can help coordinate 
the process.
ACCESS TO INFORMATION
Real estate agents have tools and contacts that can 
help you get information quickly and efficiently—
sometimes before it appears on the Multiple 
Listing Service (MLS). According to the National 
Association of Realtors, 82% of all real estate sales 
are the result of realtors’ contacts and referrals!
GET YOU THE BEST DEAL
Selling your home doesn’t have to be a drawn-out 
process. A good agent will help you get the best 
deal in a timely manner. 
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THE SERVICES WE PROVIDE SELLERS
• We will help you determine THE BEST SELLING PRICE for your home.

• We will suggest what you can do to get your home in top selling condition.

• We will supply names of reputable repair companies if necessary.

• We will develop a strategy to show your home.

• We will enter your home in the Multiple List Service immediately.

• We will advertise your property on our company website along with all the major Real Estate Websites.

•  We will develop your “EXIT’s Exclusive Marketing Plan” which includes: 
- Smart Sign Technology 
- Unique Custom Website for Your Personal Home 
- Personal Flyers 
- Virtual Tour 
- Mobile Business Cards for Quick Showings

• We will develop a comprehensive marketing plan for your home.

• We will meet with or talk with you to review progress.

• We will promptly advise you of changes in the market climate.

• We will present all offers to you promptly and assist in evaluating them.

• We will coordinate and monitor the settlement process.

• We will monitor the appraisal and buyers’ loan approval.

• We will stay in contact with the selling associate to ensure 
that everything is proceeding smoothly.

• We will be present at settlement to support you and to 
assist you in attaining your dream.
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FOUR REASONS A PROPERTY SELLS
1 LOCATION.

YOU have no control over the location of your home, but its location helps to determine the value.

2 PRICE.
YOU control this. The RIGHT PRICE can only be determined by a well-researched computerized market 
evaluation. As a home seller, you should get a written market analysis comparing your home to similar 
properties that have recently sold and those currently on the market.

3 CONDITION OF PROPERTY.
YOU control this also. Your home’s condition is vital to a sale. A clean, well-maintained home ensures 
your home will sell faster. You’ll sell faster and at a higher price if you stage your home to enhance its 
appeal.

4 The REALTOR® YOU SELECT.
YOU control this. I will advise you on the market conditions, pricing and staging recommendations, 
contracting, financing, title work, appraising and closing activities. Just as you insist on an 
experienced, well-prepared doctor to treat your family, you want a REALTOR® with a proven track 
record who does their homework representing you in the sale of your home. These are the reasons 
people have chosen me in the past and continue to choose me today!

LET’S SELL YOUR HOME Together!

You deserve the  
BEST MORTGAGE 
experience possible.

Purchase and Refinance | FHA | VA | USDA
Investment Properties

RACHEL BROADWELL  
Loan Originator | Outside Sales

P: 904-207-7359  
M: 904-418-3779
E: rachel.broadwell@cardinalfinancial.com
cardinalfinancial.com



www.goldenpenrealty.com4

DETERMINING THE INITIAL COMPETITIVE  
POSITION OF YOUR HOUSE

A Comparative Market Analysis (CMA) is essential to determine the value of residential property. 
Location and characteristics of the property are the key elements in determining value, therefore the 
basis for valuation is similar properties in your area. The market analysis takes into account the amount 
received from recent sales of comparable properties and the quantity and quality of comparable 
properties currently on the market. The desired end result is to find a price that will attract a willing and 
able buyer in a reasonable time.

We will work together and take you through our Exclusive Home Positioning Program ™  Our exclusive 
system will enable you to maximize your market dollar and minimize your stress. 

The following are a few things to keep in mind about pricing;

• Realistic pricing will achieve maximum price in a reasonable time.

• Your cost or profit desire is irrelevant; the market determines the price.

• The cost of improvements are almost always more than the added value.

• Houses that remain on the market for a long time become stale and stigmatized.

• A house that is properly positioned from the beginning will result in the highest net proceeds  
to the seller.
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7 PROBLEMS OF OVERPRICING
1. Appraisal Problems
 Even if you do find a buyer willing to pay an inflated price, over 90% of buyers use some kind of 

financing to pay for their home purchase. If your home won’t appraise for the purchase price, the sale 
will fail.

2. No Showings
 Today’s sophisticated home buyers are well educated about the real estate market. If your home is 

overpriced they won’t bother looking at it, let alone make you an offer.

3. Branding Problems
 When a new listing hits the market, every agent quickly checks the property out to see if it’s a good fit 

for their clients. If your home is branded as “overpriced”, reigniting interest may take drastic measures.

4. Selling the Competition
 Overpricing helps your competition. How? You make their lower prices seem like bargains. Nothing is 

worse than watching your neighbors put up a sold sign.

5. Stagnation
 The longer your home sits on the market, the more likely it is to become stigmatized or stale. Have 

you ever seen a property that seems to be perpetually for sale? Do you ever wonder - What’s wrong 
with that house?

6. Tougher Negotiations
 Buyers who do view your home may negotiate harder because the home has been on the market for 

a longer period of time and because it is overpriced compared to the competition.

7.  Lost Opportunities
 You will lose a percentage of buyers who are outside of your price point. These are buyers who are 

looking in the price range that the home will eventually sell for but don’t see the home because the 
price is above their pre-set budget.
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PREPARING YOUR HOME TO SELL 
IMAGINE YOU ARE THE BUYER!

WITH BUYERS, FIRST IMPRESSIONS COUNT! A small investment in time and money will give your 
home an edge over other listings in the area when the time comes to show it to a prospective buyer.

Here are some suggestions that can help you maximize your market dollar. 

GENERAL MAINTENANCE
• Oil squeaky doors
• Tighten doorknobs
• Replace burned out lights
• Clean & repair windows
• Touch up chipped paint
• Repair cracked plaster
• Repair leaking taps & toilets
• Clean & tidy entrance
• Functional doorbell
• Polish door hardware
• Paint the door

SPIC AND SPAN
• Shampoo carpet
• Clean washer, dryer & tubs
• Clean refrigerator & stove
• Clean & freshen bathrooms

CURB APPEAL
• Mow lawns
• Trim shrubs & trees
• Weed & edge gardens
• Pick up any trash
• Clear walk & driveway of leaves
• Repair gutters
• Touch up exterior paint

THE BUYING ATMOSPHERE
• Be absent during showings
• Turn on all lights
• Open drapes in the daytime
• Play quiet background music
• Keep pets outdoors or in a confined, locked 

area

THE SPACIOUS  LOOK
• Clear stairs and hallways
• Store excess  furniture
• Clear counters & stove 
• Make closets neat & tidy
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PRIOR TO CLOSING 

❑ Provide current loan, separate payoff, HOA and 
company information (loan #, lender name and 
customer service #), so a payoff statement can  
be ordered from your lender. If your property is  
subject to dues by homeowners association provide  
name and phone number of the association or  
management company. 

❑ Provide documentation of any change in marital 
status (divorce, marriage, death) from the time of 
purchase. 

❑ If you will be unavailable to execute documents at  
closing and anticipate someone signing on your  
behalf by Power of Attorney, you must submit a 
copy of the proposed  Power of Attorney to WFG 
prior  to closing for our review and approval. The 
original executed Power of Attorney must be 
provided at closing. 

❑ Survey with T-47. 

❑ Forwarding address

REQUIRED AT CLOSING

❑ Valid Driver’s license or other state or government 
photo identification. 

❑ Social security number for 1099 and payoff request. 

❑ Bring extra house keys, garage door openers,  
warranties or operational manuals for appliances 
(heating, AC, stove, etc.) so that your agent is able to 
transfer to the buyer. 

AVOID CLOSING DELAYS

❑ The lenders and title insurers require single owners  
who have married during the course of ownership 
of the property, to have their spouse join in signing 
the  documents at closing.  

❑ Cancel your homeowners insurance with your  
insurance agent only after being notified the 
transfer  has funded. If you are remaining at the 
property after closing, you should notify your title 
agent of this  change prior to closing.

AFTER CLOSING

❑ If you have an electronic draft, you may call and  
cancel as well as provide your forwarding address.  
Your lender will refund all monies left in your escrow 
account approximately 15 to 30 business days 
after  they receive the payoff funds. Typically, the 
lender  will mail a package containing your original  
promissory note marked “PAID” and other loan file  
documents. Retain these for future reference. They  
may also include a release of lien document. This  
document needs to be recorded with the county  
clerk’s office to remove the lien of record. 

❑ Your closing statement serves as a substitute form  
1099 for tax purposes so provide a copy to your CPA

SELLER’S CHECKLIST 
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APPRAISED VALUE - an opinion of the value of a 
property at a given time, based on facts regarding 
the location,  improvements, etc. of the property 
and surroundings 

LOAN APPLICATION FEE - paid to lender at time 
of application; cost varies by lender 

CREDIT REPORT - a report on the past ability of a 
loan applicant to pay installment payments 

POINT - 1% of loan amount 

ORIGINATION FEE - fee buyer pays lender to 
originate new loan 

LOAN DISCOUNT - points lender charges; may 
be paid by either buyer or seller on conventional 
loans; number  of points fluctuates with mortgage 
money market 

PHOTOS - charged by lender for photographing 
property 

TAX CERTIFICATE - certificates issued by taxing 
authorities showing the current years taxes and 
the last year that taxes were paid 

MORTGAGEE’S TITLE POLICY - required by lender 
to ensure that lender has a valid lien; does not 
protect the buyer 

OWNER’S TITLE POLICY - insures that buyer has 
title to property 

ESCROW FEE - charged by the title company to 
service transaction and to escrow money and 
documents; amount varies with company; usually 
split between buyer and seller 

RESTRICTIONS - certified copy of deed restrictions 
required by lender 

TAX PRORATION - seller credits buyer taxes from 
January 1st to closing 

RECORDING FEES - charged by County Clerk to 
record documents in the public records 

DOCUMENT PREPARATION - fee charged by 
attorney for preparing legal documents for 
transaction 

SURVEY - confirms lot size and any 
encroachments and easements or restriction 
violations 

INSPECTIONS - an examination of property 
for various  reasons such as termite inspection; 
inspection to see if  required repairs were made 
before funds are received, etc. 

REAL ESTATE FEES - an amount paid to real estate 
broker as compensation for their services 

PRIVATE MORTGAGE INSURANCE - insurance 
against a loss by a lender in the event of default by 
a borrower (mortgagor) 

CLOSING TERMINOLOGY 
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INTEREST - always paid in arrears 

HOMEOWNER’S INSURANCE – protects property 
and  contents in case of loss; must be for at 
least loan amount or for 80% of the value of the 
improvements, whichever  is greater 

ESCROW ACCOUNT - funds held by lender for 
payment of taxes, maintenance and insurance 
when due 

MAINTENANCE FEE - charged by home owners 
association as set out in subdivision restrictions 

ASSUMPTION TRANSFER FEE - fee assessed by 
lender to buyer to assume present loan 

AMORTIZATION SCHEDULE – schedule showing 
principal and interest payments throughout the 
life of the loan 

PREPAYMENT PENALTY - charged by lender for 
premature payment of conventional loan balance, 
payment of taxes, maintenance and insurance 
when due
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EASY DOWNSIZING TIPS
1.   Start with the easy stuff.  Eliminate anything broken, damaged or unused.  Start with the 

crawlspace, garage, sheds, etc.…

2    Ask yourself, “If this disappeared tomorrow would I run out and replace it?”

3.   Eliminate storage accumulated by others

4.   Ask for Help.  Family members, a good friend, or professional organizer

5.   Decide what’s most important.  If you were moving overseas, would you pay shipping charges?

6.   Does this fit the lifestyle I no longer have or want?

7.   Schedule a regular time to sort items, start with 2 hours twice a week

8.  Value what you keep.  The fewer things you keep, the more you will treasure.

9.   Prevent new items from appearing.  Ask loved ones for gifts of time, indulging in luxuries, spas, nail 
appointments, chocolates or wine

10.   Use age to your advantage. Now is a good time to “gift” things to your family, take a photo of them 
& the item you gifted.  
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MOVING DAY PLANNER CHECKLIST
6 TO 8 WEEKS BEFORE 

❑ Contact a moving company and tell them the dates 
you plan to move; Set up a time for them to come 
out and provide an estimate. 

❑ Decide if you will pack yourself or have the movers 
do it. 

❑ Organize personal records, i.e., insurance, dental, 
prescription, financial etc.

❑ Start to use up things that can’t be moved.
__________________________

4 TO 6 WEEKS BEFORE

❑ Alert Post Office and subscriptions. 

❑ Plan to cancel/transfer phone and utilities.

❑ Prepare a list of people to notify of your move and 
new address. 

❑ Consider a garage or yard sale for unwanted items.
__________________________

2 TO 3 WEEKS BEFORE

❑ Consider helping your children host their own 
“going away” party.  

❑ Assemble packing materials (boxes, tape,  
markers, knife).

 

3 DAYS BEFORE

❑ Defrost freezer so it can dry for at least 24 hours.

❑ Set aside valuables and personal documents not to 
be packed on  moving van. 

❑ Think about items to pack, but leave off the moving 
van... items that you will need upon arrival, such 
as: paper towels, toothpaste, tool kit, soap, toilet 
paper, bath towels, trash bags, snacks, pencil and 
paper and paper plates.

__________________________

1 DAY BEFORE

❑ Mark any extra fragile items for the movers. 

❑ Leave mirrors and pictures on the walls for the 
movers to pack. 

❑ Take sheets and blankets off beds. 

❑ Unplug all TV sets 24 hours before move. Moving a 
set that has retained heat can cause damage.

__________________________

MOVING DAY

❑ Save all documents that will be needed for  
tax returns. 

❑ Remain with movers until all your goods  
are loaded. 

❑ Be sure you discuss exact address and directions 
with driver. 

❑ Leave a note with new address and telephone 
number so new occupants can forward mail.
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TIPS FOR MULTIPLE OFFER NEGOTIATIONS

INFORMATION FOR SELLERS
 
Multiple Purchase Offers: It’s possible you may be faced with multiple competing offers to purchase 
your property. Your listing broker can explain various negotiating strategies for you to consider. For 
example: (1) you can accept the “best” offer (2) you can inform all potential purchasers that other offers 
are “on the table” and invite them to make their “best” offer (3) you can “counter” one offer while putting 
the other offers to the side awaiting a decision on your counter-offer (4) or you can “counter” one offer 
and reject the others.
 
Advantages/Disadvantages: Realize that each of these approaches has advantages and disadvantages. 
Patience may result in an even better offer being received; inviting buyers to make their “best” offers 
may produce an offer (or offers) better than those “on the table” – or may discourage buyers who feel 
they’ve already made a fair offer resulting in them breaking off negotiations to pursue other properties. 
Your listing broker will explain the pros and cons of these strategies (and possibly other) negotiating 
strategies. The decisions, however, are yours to make. If you have questions about the possibility 
of multiple offers and the way they can be dealt with, ask your broker to explain your options and 
alternatives.
 
More Information: Should you have questions about the possibility of multiple offers and the way they 
can be dealt with, ask your broker to explain your options and alternatives. Appreciate that your listing 
broker’s advice is based on past experience and is not a guarantee about how any particular buyer will 
act (or react) in a specific situation.
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YOUR LISTING GOES EVERYWHERE!

To gain the MOST EXPOSURE and sell your property faster, it will be featured on:

www.goldenpenrealty.com

• Google.com

• Realtor.com

• Homes.com

• Facebook.com

• Yahoo.com

• Linkedin.com

• Trulia.com

• goldenpenrealty.com

• Zillow.com

Your Listing Goes EVERYWHERE! 
  

·> · · · · AND On These Popular Websites: · · · · 

Listing d1stnbut1on subject to change without notice Please note that every effort 1s made to assure l1st1ng accuracy however 1t cannot be guaranteed 

REAL ESTATE

... And we are adding more partners all of the time!

and on these popular websites
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