
BUYING WHILE SELLING

THE COMPLETE
GUIDE TO



One of the most challenging situations people face in 

real estate is what to do when they already own a 

home and want to buy a new one. 

 

It can make you feel stuck between a rock and a hard 

place. You don’t want to sell your home and risk not 

finding your next one, but most of the time people 

cannot afford to buy their next home until they sell 

their existing one. 

 

A lot of real estate agents will recommend a home sale 

contingency, but we don't think that's the best strategy. 

 

Read on to learn about the dangers of using a home 

sale contingency , and the strategies we use to help our 

clients get a better deal.

PART 1
HOW TO AVOID GETTING STUCK WITH TWO HOMES
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THE DANGER OF THE
HOME SALE 

CONTINGENCY

If you want to buy a home and already own one, there are two 

hurdles you need to overcome. First, you need enough money 

for the down payment. For a lot of people that money is tied up 

in their existing home. Second, you need to be able to qualify 

for the existing mortgage and the new mortgage. These 

requirements make the process tough for most people.

 

The home sale contingency makes your contract to purchase 

contingent upon selling your existing home. In most cases you 

would be smart to avoid the home sale contingency at all costs 

because it will crush your ability to negotiate with the seller.

 

Price and certainty are everything to a seller, and if you can’t 

guarantee their sale will go through, they’re not going to offer 

you a favorable price. 

 

 

So how can you get a better deal?
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FINANCING OPTIONS

One option is to see if the lender will give you a bridge loan. This is a 

loan that usually involves putting an additional lien on your existing 

home if you have enough equity. It is designed to be a shorter-term 

loan that allows you to close on your next home, and it gets 

replaced by a more permanent solution when your existing home 

sells.

 

You usually will pxay some extra points or fees on the bridge loan, 

but in our experience, the savings you can get by avoiding the home 

sale contingency far outweigh these costs. Another option is to use 

a home equity line if you have enough equity on your house.

 

If these options are not possible, you can put your home for sale 

while your home search is going on. When you do get an offer, you 

will usually want to negotiate a 30-day or longer rent-back 

arrangement, as well as a longer contract-to-close period in order to 

maximize the chances of you finding the right home. The risk here is 

you might have to move into short term housing if the timing is not 

exactly right. 

 

We have had several clients choose this alternative and, while it can 

add stress, it usually saves them money and works out fine.
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GUARANTEED SALE 
PROGRAMS

Another option is to find a real estate agent or team that offers a 
guaranteed sale program. This is an option where your real estate 
agent gives you a guaranteed home price, and if your home does not 
sell in time to get your next home your agent buys it from you. We 
have offered this to buyers for years and bought dozens of homes 
through this program or similar programs. 

A word of caution on this. Ask about all of the terms and conditions up 
front and ask how many times the real estate agent has purchased a 
client’s home. There are many real estate agents that advertise this 
program but, have never actually bought a client home. Southern 
Charm Realty have spent over $1 million backing up our guarantees, 
while other agents marketing this program have never done so 
themselves and use it purely as a bait-and-switch.

You will get less money for your home if you go this route, but you will 
also save more money because you can negotiate from a stronger 
position on your new home, not to mention giving you peace of mind 
and security.
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WIN THE BIDDING WAR -- OR GET THE 
BIGGEST DISCOUNT IF THERE ISN'T ONE

PART 2

15 WAYS TO WIN YOUR 
DREAM HOME



1. CLOSE
FASTER

The closing date is when you actually take ownership of the property. 
The typical ranges on closing date is 30 to 60 days from when you 
and the seller go under contract. 

So how do you make your offer stand out at this stage? 

Two words: close faster. Most sellers want the sale of their home to 
happen quicker. Speed of execution increases certainty. Unless the 
seller has a reason for not wanting to close fast, shortening the 
timeframe will usually get you a better deal. 

So how fast can you go and what do you need to think about 
beforehand? 
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This is why, early on in the process, you want to get fully 
approved by your lender and verify you are working with a 
lender who can deliver on what they promise. (Note: If you are 
paying cash, the lender timeline does not apply and you will be 
limited only by the few days it takes for the title search on the 
home.) Provided the lender can get you fully approved for the 
loan, you should have a clear idea of how fast you can close. 

If the lender says 15 days and you make that your closing 
timeframe, your offer will look better than one with a 30-day 
close. 

Make sure you or your real estate agent verify up front when 
the seller would like to close in the perfect world, and then 
make that a reality in your offer.
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John D. Rockefeller - “Don’t 
be afraid to give up the good 
to go for the great.”

P U B L I C  
R E L A T I O N S

2. ALLOW POST- 
SETTLEMENT
OCCUPANCY

Some sellers want to rent the house back from the new buyer for a 
short period of time after the closing. They may need time to move 
their things out or may need money from the closing of their home to 
buy their next one. 

You should know upfront how flexible you can be with letting the 
seller rent the home back for a short period of time. 

If you are getting a loan, the lender will usually require you to move 
into the house within 60 days of closing so your rent back time to the 
seller will be limited by that. 
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Just like with the closing date, if you can show flexibility and make the 
transition as easy as possible for the seller, you will get better 
financial terms. 

All it takes is asking the seller or their agent up front what the optimal 
close date and move out date is for the seller. 

Know before you start your search what you will be able to 
accommodate! 
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3. PUT DOWN AN
EARNEST MONEY

DEPOSIT

This is an area where money that you will put into your home anyway 
can likely be used to get a better deal. The earnest money deposit is 
money you put in escrow with a third party when you agree upon a 
contract. The money is credited toward your closing costs and/or down 
payment. 

In the extremely unlikely event that you do not close on the home as a 
result of a default or other breach of the contract terms, you might lose 
all or some of the money. But, having closed thousands of homes, we 
have never seen a buyer unintentionally default and lose their deposit. 

A lot of buyer agents tell their clients to put down three to five percent for 
the deposit. 

But will that get you the best deal on the home? 
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Consider this: when you put down a bigger deposit here, the seller 
receives two main signals. One, you are more serious about closing on 
the home because you have more skin in the game. Two, you are a more 
financially-qualified buyer. Both of these give the seller more certainty 
that the deal will close — and when you increase certainty, the seller will 
be willing to decrease the price more. 

So how much should you do? 

Well, that is up to you as a buyer, but we suggest looking at it this way. 
Any money you will use towards your down payment is going to be 
liquidated and put into the house within a few weeks or at most a month 
or two after going under contract. For that short of a period most people 
will probably have their money in a short term holding place such as a 
bank. If your money is in a bank for two months it will earn you basically 
nothing in interest. 

But what could it do if used as a deposit? Let’s take a $500,000 home 
price as an example. Let’s say the traditional real estate agent tells you 
to put down 5% for the deposit, so you were going to put down $10,000. 
Now let’s’ assume the down payment was going to be 20%, or $40,000. 

What might happen you decided to put down $10,000 more, equal to a 
20% deposit? That would certainly increase the certainty for the seller. 
Would the seller be more likely to give you a better deal on price? Of 
course!  
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If that extra deposit got you just 1.5% off the price of the home, that 
would be an extra $3,000 for you. So your $10,000 just made you 
$1,000 in just 30 days time. That is a 10% return on investment in just 
one month. If you annualized that figure, the internal rate of return 
would be well over 100%. 

And that’s for money that would otherwise just sit in your bank 
account doing nothing! 

So the deposit size is up to you, but we encourage you to think 
of it using this framework. We have had clients several times 
make their deposit the same size as the down payment. 

We even had one client once win a bidding war without being the 
highest price because he put down a deposit that was bigger than 
the down payment and then got a refund at closing! 
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4. PICK THE RIGHT
LENDER

This point is relatively easy. Do your homework up front and pick a 
good lender. A great lender will have a reputation of closing on time 

Make sure you use a good title company — in most areas the buyer 
gets to choose. There are some sellers who have a preferred title 
company, especially in new construction homes. Many times the 
seller will give you incentives to use the preferred title company. If 
that is the case you will not only get the incentive, but also make the 
transaction easier for the seller and therefore get a better deal. 

If the seller does not have a strong preference here, go with a title 
company that has a great reputation. Your real estate agent should 
have a good recommendation for this. 
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5. SECURE YOUR
FINANCING

The type of financing you secure affects the strength of your offer. 

Not all loans have the same number of investors that buy them post- 
closing, which means there are ones that will present more certainty to 
the seller. Conforming, conventional loans are the strongest offers, 
followed by non-conforming, conventional loans, jumbo loans and then 
FHA and VA loans. 

We usually recommend using the strongest loan you can qualify for, 
even if you intend to switch to a different type of loan. Most contracts 
allow for this with what is called an alternative financing clause, but if not 
you can always change the terms to allow it. 
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6. DECIDE YOUR DOWN
PAYMENT

When it comes to down payments, bigger is better. At least in the 
eyes of the seller. 

A bigger down payment is going to make you look stronger as a 
buyer and it makes getting qualified for a loan easier. So the more 
you can put down better. 

And yes, you can put a higher number in your offer (as long as you 
could make it) and then switch to a lower number later. 

As long as you close on time it will not be a problem. 

15 Ways to Win Your Dream Home



7. SKIP THE SELLER
SUBSIDY

If you want the best deal, put the seller subsidy at zero and 
negotiate on price alone. 

As a reminder, seller subsidy is money the seller gives you at 
closing. A common myth is that if the seller gives you a subsidy, 
you can make it up in sales price and it is equivalent. 

This is WRONG. 

Let's find out why. 
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Let’s go back to our hypothetical home priced at $200,000. You 
might think that a $201,000 offer with $1,000 in seller subsidy 
comes out the same as the asking price. 

But that’s not the case. 

For one thing, the seller will end up paying more in 
commission and taxes if the sale price is $201,000. 

Second, financing and appraisals are more difficult and 
potentially less accurate at a higher sale price. 

So even though at first glance these look equal, the offer at 
$201,000 with $1,000 in seller subsidy pays the seller less and 
sticks them with more risk of appraisal or financing issues. 

This is why you should place the seller subsidy at zero and 
negotiate on sale price alone.  
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8. FINANCING
CONTINGENCY

The financing contingency gives you the right to get out of the contract if 
you cannot qualify for financing. Having this contingency increases the 
risk to the seller. 

How do you decrease this risk? Well, you have two choices. 

First, you can shorten the length of the contingency. A lot of agents use 
21 days as the standard length. A good lender can get you approved and 
your loan fully underwritten in half the time. Make sure you talk to your 
lender up front and have a very accurate sense of timing. 

Second you could have no financial contingency whatsoever. In fact, 
some of the most competitive offers do not have a financial contingency. 
Many of our clients choose to go this route if they are in competitive 
situations or want to negotiate the best possible financial deal. 
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9. APPRAISAL
CONTINGENCY

The appraisal contingency is similar to the financing contingency. In the 
event the appraisal comes in low or the lender requires certain repairs, it 
gives you the right to renegotiate the contract and cancel if you and and 
the seller cannot reach an agreement. Most real estate agents will tell 
you to check the standard boxes here and ask for this contingency to be 
in effect for 21 days. 

We have saved hundreds of clients money, sometimes over $25,000 by 
using alternatives to the old school norms. 

Here are different options: 
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You can decide not to have the contingency at all, which will make 
the biggest impact on your offer.

You can shorten the number of days that you have the contingency 
in place. If your know the lender can turn the appraisal around in 7 
days, why ask for 21?

You can put a limit on the shortfall you will cover. For example if 
the offer price is $200k, you can write that as long as the property 
appraises for at least $199k, you will not ask for the right to 
renegotiate.

Here are some important things to remember when making this 
decision. Low appraisals do happen, but it is rare, especially if you 
are using a solid lender. We see hundreds of transactions a year 
and we can count the number of low appraisals we’ve seen on one 
hand. 
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Another thing to remember is that a low appraisal is not the end 
of the world. If it does happen, you have options. 

First, it only changes the value that the banks use to calculate 
their loan-to-value (LTV) ratio. So if a bank is giving you a loan 
based on 20% down and an 80% loan, their rate and costs will 
be based on an LTV of 80. 

For example, for a $200,000 home purchase, the bank would 
want $40,000 down and give you a loan of $160,000. If the 
appraisal came in $5,000 lower at $195,000 that would be the 
basis used to figure out the maximum loan. So you would 
multiply $195,000 by 0.80 to get a loan of $156,000 which would 
mean your down payment would have to be $2,500 higher, 
$42,500. 

If you cannot get the seller to reduce the price of the home, your 
options would be to put down $2,500 more than you planned, or 
restructure the loan and get a new one based on an LTV that is 
higher than 0.80. 

Neither option is really going to move the needle on whether the 
property is a good long term investment or a home you enjoy. 

What we can tell you is that, for the thousands of buyers we 
have helped, the savings and benefits we create for our clients 
by reducing or eliminating appraisal contingencies far outweigh 
the negatives in almost every case.  
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10. INSPECT THE HOME

The home inspection contingency gives you the right to cancel the 
contract or negotiate repair items and/or credits after having 
someone you hire inspect the home. Like other contingencies, a 
lot of real estate agents with the old school mentality just check-in 
standard recommendations and timelines here. 

So how do you protect yourself and reduce the risk to the seller 
while getting the best possible deal? 

The best way is to do the inspection before you make the offer. 

For reasons unknown to me, not all listing agents recommend this 
to their sellers. But if it is not prohibited by the seller, doing the 
inspection first will allow you to find out if there is anything wrong 
with the home and make the best possible offer to get the best 
possible financial terms. 
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If a pre-inspection is not allowed, there are a few other options you 
can choose. 

Shorten the time: A lot of agents put a 7-day timeline on the 
contingency. You can almost always get the inspection done 
within days, and if you or your agent have a relationship with a 
good inspector and notify them ahead of time, 48 hours is not out 
of the question either.

Cover a certain amount of repairs: Write in the contingency that 
you will cover the first $500 or $1,000 (or whatever number 
makes you comfortable) of repairs. This protects the seller from 
being “nickel-and-dimed” and protects you from being on the 
hook if the inspector finds a major problem.

Make the inspection a cancellation-only one: This gives you the 
right to cancel the contract based on the results of the inspection 
without having the explicit right to negotiate for repairs.

Here is another great secret. If your state has some sort of 
statutory review period for something such as a three day condo 
document review, you can add a home inspection that matches 
that timeline and make it informational only. You don’t have the 
right to cancel under the home inspection, but if you find 
something alarming then you can cancel under the statutory 
review period. 

All of these options have worked for our buyers and made their 
offers more competitive, helped them win in bidding wars and 
saved them thousands of dollars.
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11. HOME SALE
CONTINGENCY

The home sale contingency is one you want to avoid at all costs, as it 
will crush your ability to negotiate with the seller. 

This contingency makes your contract to purchase contingent upon 
selling your existing home. If you do not own a home, you don’t 
have to worry about this one and you can skip ahead. If you own a 
home, you need to figure out whether you need to sell it to buy your 
next one. 

There are two hurdles you need to deal with. First, you need enough 
money for the down payment. For a lot of people, that money is tied 
up in the equity of their existing home. Second, you need to be able 
to qualify for the existing mortgage and the new mortgage. These 
requirements make it tough for most people. 

So what do you do to get the best deal? 
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One option is to see if the lender will give you a bridge loan. 

This is a loan that usually involves putting an additional lien on your 
existing home if you have enough equity. It is designed to be a 
shorter-term loan that allows you to close on your next home and 
will be replaced by a more permanent solution when your existing 
home sells. 

You usually will pay some extra points or fees on the bridge loan, but 
in our experience, you will save much more in the sale by not having 
to include the home sale contingency. 

Another option is to use a home equity line if you have enough 
equity. 

If these options are not possible, you can put your home for sale 
while you are searching for a home. When you do get an offer, you 
will usually want to negotiate a 30-day or longer rent-back 
agreement as well as a longer contract-to-close period in order to 
maximize the chances of you finding the right home. The risk here is 
you might have to move into short term housing if the timing is not 
exactly right. 

We have had several clients choose this alternative and, while it can 
add stress, it usually saves them money and works out fine. 
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Another option is to find a real estate agent or team that offers a 
guaranteed sale. 

This is an option where your real estate agent gives you a guaranteed 
home price, and if your home does not sell in time to get your next 
home your agent buys it from you. 

We have offered this to buyers for years and bought many homes 
through this program or similar programs. 

A word of caution on this. 

Ask about all of the terms and conditions up front and ask how many 
times the real estate agent has purchased a client’s home. There are 
many real estate agents that advertise this program but have never 
actually bought a client home. We have spent over $1 million backing 
up our guarantees, while other agents marketing this program have 
never done so themselves and use it purely as a bait- and-switch. 

You will get less money for your home if you go this route, but it will 
allow you to make an offer on your next home that will save you money 
and give you peace of mind. 
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12. NEGOTIATE THE
PURCHASE PRICE

The final decision is the price. This will depend on the exact home and 
the market at that moment in time. 

Real estate is an inefficient market — there can and will be market 
variation month to month, day to day and week to week. Because 
each home is so unique and there is limited inventory, it can be 
extremely hard to price homes with the accuracy most buyers desire. 

This can be even harder in competitive markets when there are a lot of 
buyers and fewer sellers. 

Start by looking at comparable homes. You should look at homes that 
have sold and are under contract, current homes on the market, and 
homes that have been taken off the market without a sale. 
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Homes that have sold recently give you an accurate idea of what price 
the most recent buyers and sellers agreed upon, which is the 
definition of market price. Make sure you find similar homes in terms 
of age, location and features. Make adjustments as needed based on 
the differences you find here. 

Homes that are under contract can give you an idea as well, but since 
you do not know the closed price, they are not as helpful as a home 
that has actually sold. You could try to contact the buyer agent of an 
under contract home to find out the exact price, but listing agents will 
almost never reveal that information. 

You should be able to roughly guess by the time on-market of the 
home, and what price it is under contract for. If it was on the market a 
few days or less, assume full price or more if you suspect there were 
multiple offers. 

If it was on the market more than a few weeks, compare it to the 
average home on the market for that time length in terms of sold 
price to list price. 

Looking at homes that withdrew from the market can give you an 
idea of what price was too high for the market — that’s why the seller 
had to take it off the market. Look at any recent withdrawn listings. 
They can’t give you an idea of what to pay, but they might give you an 
idea of what would be too much, although be aware the market can 
change quickly. 

(Note: You should contact any owners that withdrew a home from the 
market in the last year or two if it meets your criteria.) 

Finally, other homes that are similar and on the market should give 
you an idea of what the competition is like for the seller. 

15 Ways to Win Your Dream Home



12a — Escalation

In a competitive bidding war situation, you might have to use an 
escalation clause. This is a clause that says you will increase your 
offer to a certain point if another offer is higher than your original 
offer. 

So how do you decide how high to go? 

This is really a situation where you cannot rely on data as much as 
most people want. If other people are willing to go higher and you 
really want the house, don’t hold back because of market data — you 
will not be happy if you lose. 

In bidding wars, it is best to pick your sleep number. This is the 
number where if you lost the house you would not lose any sleep 
over it. That is better advice than a real estate agent or market report 
can give you. 

Like the offer price, we would use an exact number here. 

12b  — Increments

Another part of most escalation clauses is the increment that you will 
beat another offer by if it does not push you to the top of your bidding 
cap. This will depend on the price point. We recommend you make it 
at least 0.2 percent. So on a $200,000 home, you should escalate in 
increments of at least $500. 
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12c  — Market Assessment

You should also look at how competitive the buyer market is right now. 

For the area you are looking at, figure out how many month’s supply of 
homes are on the market. Do this by dividing the number of homes 
currently on the market by the number of homes that went under 
contract (no longer on the market) in the last month. 

This will give you a good idea of if it is a seller or buyer market. A buyer 
market will have more the 6 months of inventory. A seller market will 
have 3 months or less. A neutral market will be in between 3 and 6. 

You should also look at how long your desired home has been on the 
market. If it is only a few days, don’t expect to negotiate much, 
especially in a seller market. If it has been for sale longer than the 
market average, you will have more negotiating power. 

One last point in making your offer is to pick an exact number. We have 
had great results with this. An offer of $199,000 appears to be more 
thought out and therefore more serious than an offer of 
$205,000. 

 This sounds unusual, but if the other side in a negotiation thinks you put 
more thought behind the offer they will consider it more serious. 
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13. FIND A HOME OFF- 
MARKET

The best way to avoid the bidding war and get the best price is to find 
the home before anyone else does. 

If inventory is low, the best buyers will find what they want before it 
goes on the market, or hire someone to do this. 

So how exactly do you do this? 

Search tax records and public sold data and reach out to the 
homeowners via phone, mail or just knocking on their doors. We 
have helped  a ton of people get homes by knocking on their door 
and talking to them, or leaving a note if they did not answer. 

Usually the best person at doing this is going to be someone who, like 
us, has done it hundreds of times. 
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14. USE SPEED TO YOUR
ADVANTAGE

You can get a better deal many times by shortening the timeframe 
it takes you to close, but also by shortening the time it takes get 
the offer submitted in the first place. 

Many times a great home comes on the market and we help our 
clients win out by getting the offer in first. There is a particular way 
to do this. 

You don’t want to let the seller or listing agent shop your offer to 
other buyers, so make sure you get confirmation from them that 
they will review and respond in a timely manner before you 
submit it. 
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15. REVERSE THE
URGENCY

Many times when a buyer writes an offer the sense of urgency is all on 
the buyer side. One unique characteristic of real estate is that there is 
only one house like the seller’s house — and that fact usually creates 
urgency that favors the seller. You can reverse that, though. Here'e how. 

Before you submit your offer find another alternative that could work for 
you. When you submit your offer, give the seller a deadline of 24 hours 
or less. Tell them there is another house you are considering and you 
need a response soon so you can move on to that house if it does not 
work out with them. 

It’s hard to create a deadline for the seller that is effective because they 
usually assume you do not have another viable alternative. This is the 
best way we have seen to create the fear of loss in the seller and 
reverse the sense of urgency. 
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HOW TO GET  THE 
MOST MONEY WHEN 
SELLING YOUR HOME

PART 3: 11 TIPS ON



1. STAGE YOUR HOME

Homes that are staged sell for more money and in less time. The 
Accredited Stating Professional group stated homes sell in less than 15 
percent of the time it takes un-staged homes, and on an average of 
$64,000 more based on their most recent survey of 2,000 homes. Over 
80% of buyers say a staged home helps them visualize living in the 
home. 

The most important rooms to stage are the living room, master 
bedroom and kitchen. For a full staging of a vacant home, sellers 
should expect to spend up to one percent of the home’s value. If you 
are living in the home this number will change. You will most likely 
need to remove some items and/or furniture to make your home feel 
less cluttered. 

For many people the best choice will be hiring a top notch staging 
professional. If you want to do it yourself make sure you contact 
furniture rental companies, movers and a storage company. The ASP 
course is available in a three day webinar format if you want to learn 
the best ways to stage your home. 

Eleven Ways To Get The Most Money When Selling Your Home 



2. GET REPAIRS DONE, EVEN
IF THEY SEEM SMALL

A lot of sellers put off repairs (especially small ones), but like a home that 
is not staged well, this can be penny wise and pound-foolish. Small items 
such as worn carpet, dirty HVAC filters, paint scuffs and other small items 
might seem insignificant, but they can make a buyer focus on what is 
wrong with your home instead of what is right. 

These little items can also make them wonder what other items might be 
left undone as well. Some sellers think they can compensate by offering 
credits for paint of floors, but that usually does not create the kind of 
demand from buyers that a meticulous looking house will create. For 
most people, the quickest way to take care of these types of items is to 
reach out to a top-level contractor. In a good market, contractors can 
easily get backed up so hire them well before you intend to list your 
home if you are doing it on your own. 

One of the benefits of working with a top real estate agent is they 
normally have a number of reliable contractors in their network that will 
prioritize the needs of their clients.  Again if you want to do it yourself 
and have the skills and time that is always an option as well. 

Eleven Ways To Get The Most Money When Selling Your Home 



3. BE AS FLEXIBLE AS
POSSIBLE WITH SHOWINGS

The easier you make it to show your home, the more potential 
buyers will see in your home. So, while it might be tempting for 
you to restrict showing hours and want longer advanced notice 
times for showings, this will reduce the number of showings, 
which will reduce your buyer pool. Most top real estate agents 
have access to on-demand showing service that can take your 
inputs on showing preferences and then send you automated 
phone calls, texts or emails to alert you of showings. 

When this type of service is used with the real estate agent, lock 
box access to your home for showings becomes automated. If 
you are selling your home yourself make sure you are able to 
monitor and respond quickly to calls, texts, and emails from 
real estate agents who want to show your home. 
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4. HOLD A GREAT OPEN HOUSE

Some people believe that with the advances in internet home 
search, open houses do not matter anymore. However, while 
most people (over 90%) now find their home online first, most 
buyers also see the home first at an open house. So, having a 
great open house matters. Make sure every open house is 
advertised on all of the websites connected to the Multiple 
Listing Service. 

You will also want to do a direct mail campaign and digital 
marketing campaign. Another great way to get more people to 
the open house is to alert the closest 200 neighbors to see if 
they know anyone they think would like to move to the area. 
Phone calls and text messages work great for doing this as does 
hand delivering fliers. You will also want to make sure you have 
plenty of directional signs pointing to where the open house. 
Adding balloons to the directional signs always help as well. 
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5. CONDUCT A GREAT DIGITAL
MARKETING CAMPAIGN

More and more people are giving more and more of their 
attention to their smartphones, and it is not for making phone 
calls. So make sure your home is promoted heavily on the 
Internet. At a minimum this should include a local, real estate 
focused blog and all social media networks (Facebook, 
Instagram, Twitter, LinkedIn, YouTube, Snapchat). Facebook and 
Instagram promotion works best if you have a local engaged 
following of at least 1,500 users, but the more the better. 

Paid advertisement on social media is also a must if you want to 
get the most attention. To get the best results the 
advertisements should be targeted to buyers in the area and 
done in a way that grabs their attention early on in the process. 
The buyers that respond to the campaign should be retargeted 
in ads and a long-term nurture program should be set up to 
ensure they are engaged when they are ready to buy and your 
home is on the market. 
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6. USE VIDEOS

Videos are becoming more and more important in 
marketing in general, but specifically in selling homes. 
Videos are more engaging and more likely to stand out 
on social media and other websites. In fact, most social 
media sites rank videos ahead of pictures and words in 
their algorithms, allowing for more people to see them. 
When creating videos of your home, you should always 
use 4k high quality video. 

The other item your videos should include is captions. 
Most people use their phones in social settings so more 
people watch videos with the sound off. This means 
captions are crucial for getting your message across to 
the most people possible. Our videos typically get 
hundreds of views organically and thousands more 
through our targeted advertising systems. 
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7. USE A GREAT
EMAIL CAMPAIGN

Having a relevant email list that you regularly market to will 
help with the launch of your home when it goes on the market. 
And you should treat it just like the launch of a store opening or 
a new movie being released. You want as many people as 
possible to know. But, sending emails to potential buyers is not 
enough. 

The average worker gets hundreds of emails in their inbox 
daily. You have to stand out. How do you do that? Well, having a 
history of emailing that person compelling offerings helps and 
so does the use of compelling headlines. This is why our open 
rates on emails have continued to rise as our list has grown. 

While the industry open rate is less than 10 percent our emails 
routinely get opens rates in the 30 to 60 percent range. 
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8. USE TEXT MESSAGES

Text message open rates far exceed email open 
rates. In fact, they normally exceed 90%, almost 
double the rate of even the best email marketers. 

Potential buyers for your home should be alerted 
via text message and text messages should be 
used to follow up with buyers after seeing your 
home. 

Having a database that can mass text is key to 
executing this strategy correctly. 
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9. NEGOTIATE LIKE A PRO

Negotiations are key in making sure you maximize your sales price. 
There is no substitute for being an expert in negotiating in the market 
where you are selling your home. Recent studies show that to 
become an expert at something you need 10,000 hours of practice. 
Someone who has sold hundreds of homes in an area will simply 
have more of an understanding. If you do not have that type of 
experience the next best thing is to read and learn from people that 
do. Here are a few takeaways from them that we have successfully 
applied: 
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Never give away information to a buyer or their agent that could reveal 
motivation or other details that can weaken your negotiating position.
Be able to clearly and concisely justify the value of your home to the buyer. 
In the right circumstances, having offer deadlines can help get you better 
offers by creating a sense of urgency.
Using exact numbers can make counter-offers look more serious. An exact 
number looks more calculated than a rounded one. We have seen this help 
get sellers and buyers extra money when used properly.
Do not forget about non-financial terms.



10. UNDERSTAND ALL
PARTS OF THE CONTRACT

The typical sales contract can be dozens of pages long. 
It is important to understand what you are signing. 

Negotiations are often verbal or done over email. 
Before signing, make sure everything you agreed to is 
reflected in the offer. This includes not only the price, 
but also all of the terms such as contingencies, 
deposits, and timelines. 

The last situation you want to be in is thinking you got 
exactly what you wanted and then later on finding out 
that is not what the contract says. 
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11. PRICE YOUR HOME RIGHT

This is the most important item on the list. If you price your 
home wrong and do all the other items correctly it might be all 
for nothing. Overpriced homes simply do not sell. Even in a 
great seller’s market. Many times sellers believe if they start 
high they have room to come down. We have found out after 
selling thousands of homes that this unfortunately is not the 
case. 

Overpricing your home limits the amount of buyers that will see 
your home. For those that do see your home it gives them a 
reason to try and not become emotionally attached. And for 
those that may consider an offer it creates the question in their 
mind of, “I wonder how much I can negotiate off the price?” 
Price it right and more people will see the home and fall in love 
with it.  The right price will create the question of, “What do I 
need to do in order to not lose out on this home?” The fear of 
loss is powerful and overpriced homes do not tap into that. 
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12. *BONUS* HIRE A PRO
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We wanted to throw in a valuable 12th bonus tip: Unless you are an expert, hire one! 

Unfortunately, the barrier to enter the real estate industry is quite low. Getting a license costs 
a few hundred dollars and can be done quickly through online courses that do not 

teach agents how to market, negotiate, and get you the best results when selling your home.  

Real experts have thousands of hours of experience and that can only be obtained by selling 
hundreds of homes, if not more.  Southern Charm Realty has sold thousands of homes. We 

have been trained by top real estate coaches as well as Tony Robbins and Keri Shull. 

If you want our multi-million-dollar real estate 
experience to help you sell your home, click below to 

contact us now!

(352) 653-3330
office@southerncharmrealtor.com

Book your no-obligation 
consultation!

https://calendly.com/kerishullteam/buy-and-sell-consultation



