
A Guide to Give Your Home the EDGE



Set Your Goal
What is your goal?  For example, do you need to sell  

quickly, or do you have some time? Where are you 

going next?

Representation
Shop for a real estate agent! Look for a person you 

feel comfortable with; an office with a solid 

reputation; an agent who knows your market; and an 

agent with a solid marketing plan that includes social 

media and internet exposure.

Nedeau Real Estate

G e t t i n g  S t a r t e d
.

Don’t let the process of 

selling your home overwhelm 

you.  Use this checklist to 

help you get started!

Knowing where to start and what to do next is half 

the battle.  An agent, that can guide you through 

selling your home, is your best bet for a less stressful 

and frustrating home sale process.



.

Make an Appointment with your chosen agent!

Home Value
Do you know what your house is worth?  Your real estate professional can provide 

a comparable market analysis.  This is a service we offer for free!

Talk to your lender 
Do you know what you owe on your home? Do you have a mortgage, are there 

l iens on your home, or have you taken out a home equity loan?

Discuss timing, price, and marketing plan 
What is the best price for your home in the current market?  What will  they do to 

market your home to buyers with the motivation and means to purchase your 

home?  Ask about our customized Listing Plan, EDGE.

List your home and let your agent take over!

Evaluate the condition of your home 
Do you know of signif icant defects in your home - does the roof leak, have you had 

water in your basement?  Now is the time to get quotes for f ixing these issues.  

They will  need to be disclosed to potential buyers when you l ist  your home. 

Look for ways to improve your home’s appeal  
A real estate agent can help you determine what projects in your home need to be 

done to improve the overall  feeling of your home.  They can also help stage your 

home for best appeal to buyers.



We are here to help!  Successful real estate 
transactions occur when there is good 
communication between you and your agent.  Let us 
get you started on the right foot today!

FAQs

✓Can I be present for showings? You, your family members, and your pets 

should plan to be gone for all showings.  Refer to our Getting Ready for Showings Checklist.

✓How long does the buying process take? If a lender is used, it 

generally takes 35-45 days from offer acceptance to closing.

✓When do I surrender the keys? Your agent will make arrangements with the 

buyers’ agent, but typically you will turn over the keys at closing. 

✓What happens at the closing?  You will sit down with the closing officer for 

the title company and go over and sign documents.  Your money will be disbursed when the title 
company receives funding authorization.

✓Is the closing date on my contract guaranteed? The contract 

states closing will be on or before the agreed upon date.  There are times when both parties are ready 
to close early.  The realtors and the lenders will try to meet the closing date, but there are 
circumstances that occur requiring an extension.  Change in terms due to appraisal, timeliness in the 
lender receiving required documents, and the time the contract is in underwriting are the biggest 
issues that can arise.

✓What happens to the earnest money? It is held in in the buyers’ 

broker or title company’s escrow account.  It will show as money paid toward the closing amount.

✓Will I give earnest money back if the contract is not 
accepted? Our contract requires earnest money to be provided upon acceptance of the 

contract.

✓Do I give earnest money back if the contract has been 
accepted but the home inspector finds an issue? It 

depends on specific situations.  The buyer can get out of the contract and receive their deposit back, 
but you may want to discuss how an issue can be resolved instead.  Talk with your agent to fully 
understand the terms of your contract.



FAQs

What is the likelihood of a multiple offer 
situation? This is dependent on the type of market.  A seller’s market generally 

means that there is low inventory with higher demand.  

What monies will I need to come in with? You will need 

to bring money to close if your mortgage payoff is more than the proceeds of the sale, if 
there are outstanding liens on your home, or if you have unpaid bills that cannot be covered 
with proceeds at closing.

How long does the home inspection take? A thorough 

home inspection will take about 3 hours.  You should plan to be gone for the entire 
inspection.

So, about this commission…? When you sign your listing contract, 

you will have agreed to pay commission based on a percentage of the purchase price of your 
home.  That commission is split first, between the listing broker and the selling broker.  
Secondly, the agents get paid based on the agreement they have in place with their own 
broker.  Essentially, the commission is like a piece of pie cut into 4 pieces.

What happens if the appraisal comes in lower 
than the agrees upon purchase price? Lenders will not loan 

an amount greater than the appraisal.  You will have the option to renegotiate the price with 
the buyer.  The buyer may be able to bring more to the table, but you may also have to come 
down in price.  Rarely will a lender agree to contesting an appraisal, but that can be an 
option.

Visit Our Website
www.NedeauRealtor.com

Office: (231) 744-6219
Email: Info@NedeauRealtor.com

318 Center Street
North Muskegon, MI 49445

For more information on these and other topics

• What an agent should do for you
• What we do for our sellers
• Delivering clear title to a buyer
• Marketing strategies
• Social media marketing
• Professional photography
• Staging
• Open houses
• Getting ready for showings

and more…

http://www.nedeaurealtor.com/
mailto:Info@NedeauRealtor.com?subject=More%20Information%20Home%20Buyer
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We all  wish everything will  run as smoothly as 

possible.  Our agents work dil igently to make that 

happen.  However, there are times when things 

are just beyond control …

This Will Most Likely Happen

M u r p h y ’ s  L a w  f o r  S e l l e r s

✓ The date on the contract will change; it is a guesstimate and subject to many variables (i.e., the lender’s 

timetable)

✓ The property will not appraise at the original price on the contract

✓ Agents will miss showing appointments without calling

✓ Appointments will be made and cancelled at the last minute

✓ The showing agent will be in witness protection and not return any phone calls

✓ Some showings will last about five minutes and some showings will last 3 hours

✓ Agents will knock on your door or even drive by, see you in the yard, and ask if they can see your house (if this 

happens, call your own agent)
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Sometimes our best efforts in pricing a home fall  

subject to outside influences.  High expectations 

can be set in buyers minds that can affect their 

will ingness to commit.

15 or 21

1 5  S h o w i n g s  o r  2 1  D a y s

In this market, and knowing what we know about real estate, we like to implement a policy that 

will help sell your home more quickly.

If after 15 showings or 21 days we don’t have an offer, our experience shows it usually indicates 

the price is too high.

At that time, we like to look at the data again to see if something has changed in the market.   It is 

probable we will recommend your home be reduced in price.



Day of Tours, Showings and Open Houses
Your home should always feel warm and welcoming both inside and out.  

Preparing your home for Showings, Tours, and Open Houses sets the stage 

for a positive buyer experience.

Prepare For 
Showings

Ongoing Maintenance and Projects

•Heat/AC set at a comfortable temperature
•Doors and cupboards closed; hinges oiled
•Leaky taps and toilets repaired
•Burned out light bulbs replaced
•Countertops neat and polished
•Floors cleaned; garbage containers emptied
•Mirrors, fixtures, and taps cleaned and polished 
look larger

•Inside of closets and cupboards neat and tidy
•Appliances cleaned
•Caulk around tubs and basins
•All torn screens repaired or replaced
•Fireplace cleaned
•All flooring clean and fresh
•If repainting, white or light pastels are the easiest 
to work with and they make your rooms

❏ Sweep porches, decks, drives and walks
❏ Clear walkways, porches and doorways 
❏ Turn on all the lights 
❏ Open all curtains and blinds 
❏ Clear away clutter
❏ Vacuum/mop all floors
❏ Empty kitchen sink
❏ Empty all wastebaskets
❏ Tidy the laundry room
❏Make the beds
❏ All toilet seats down
❏ Shine up bathroom mirrors and sinks
❏ Turn off all TV's and music 
❏ Clean kitty litter and animal cages
❏ Remove all pet waste from the yard



The condition of your home's exterior is most 
important when it comes to buyer appeal.

• House number should be easy to read  

• Eaves, troughs and downspouts in good repair. 

• Garage/car port clean and tidy. 

• Chipped plaster and paint touched up and repaired.  

• Litter picked up. 

• Cracked or broken windowpanes repaired.

• Doorbell  and door hardware in good repair

• Touch up trim paint on doors, window s, fascia, etc.                     

• Mow, edge and weed the lawn regularly. 

• Trim shrubs to reveal as much of the exterior as possible

• Inspect the roof and repair any visible broken shingles or t i les

• Fences should be mended and painted. 

• Wash all  windows inside and outside. 

• Driveways and walkways should be kept clean and safe year -round. 

Prepare For 
Showings

Just as a director carefully stages 
a play to make a desired 
impression, so must your home 
be properly staged for sale. 

A buyer's first impression is usually the most important and 
lasting one. Sometimes the smallest improvements can 
make a significant difference in a buyer's perception of your 
home and staging a home for sale is not always an expensive 
process.  If you would like to have a professional stage your 
home, we can provide our recommendations.

Nedeau Real Estate
Office: (231) 744-6219
Email: Info@NedeauRealtor.com
318 Center Street
North Muskegon, MI 49445



From start to f inish, your Nedeau Realtor Team 

Member will  guide you through each step of the 

sell ing process.

The Process

N e g o t i a t i o n s ,  O f f e r s ,  &  C l o s i n g  

Review

Your Nedeau real Estate Team Member is with you from start to f inish.  We 

handle everything with you from the beginning all  the way through to close.

We hope that at the end of your experience, you feel we have provided 5 -star 

service.  Please consider posting a review and testimonial on one of our many 

social media and real estate platforms.  Need help posting?  Just ask! 

P r i c i n g ,  P r e p a r i n g ,  &  P o s i t i o n i n g
Our customized l isting plan - EDGE, will  help give your home the EDGE over the 

competition.

Comparative 
Market 
Analysis

Home 
Preparation 

Listing & 
Showings 

Negotiations 
& Offers 

Documents 
& Closing

Review



OUR TEAM

S a m  N e d e a u  – B r o k e r / O w n e r
(847) 899-2204 | samnedeau@nedeaulaw.com

C a r o l y n  N e d e a u  – S a l e s  M a n a g e r /  R e a l t o r ®
Epro, RENE
(231) 955-3690 | carolyn@nedeaurealtor.com

C h r i s  B e n e d i c t  – R e a l t o r ®
(231) 557-3588 | chris@nedeaurealtor.com

J i m  F e t t e r s  – R e a l t o r ®
(231)578-3687 | jfetters817@comcast.net

G i n a  L o e r a  – R e a l t o r ®
SRS, ABR, SDP
(231) 3279000 | gina@nedeaurealtor.com

B o b  M e l o c h e  – R e a l t o r ®
(231) 206-9621 | rmeloche@comcast.net

G r e g  Z u i d e m a  – R e a l t o r ®
(231) 557-1890 | gjz2sons@gmail .com

mailto:carolyn@nedeaurealtor.com
mailto:chris@nedeaurealtor.com
mailto:jfetters817@comcast.net

