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Home Seller Guide 

Congratulations on your decision to sell your home!  Selling a home is actually selling one of the 

biggest investments most people will have in their lifetime.  It’s important that you understand 

the process and market, so that you are able to make educated decisions along the way. 

As your REALTORs, we will give you advice on market conditions, the estimated market value 

of your home, suggestions on list price, things you should do to prepare your home for market, 

and any objections potential buyers might have to your home.  We will market your home 

professionally on the mls system, as well as other internet sites that buyers use when searching 

for their new home.  When we receive an offer on your home, we will advise you on how to 

evaluate that offer, and others, if we find ourselves in a multiple offer situation, and how to 

respond to any offers so that you have the best opportunity to achieve your goals and ultimately 

end in the successful sale of your home, for the most money the market will support and in the 

shortest amount of time. 

We developed this step by step guide to help you become more comfortable with the home 

selling process.  While we’ve tried to include every aspect of the process, it is impossible to 

foresee what questions you might have along the way.  Please use this as a resource, but more 

importantly, do not hesitate to ask questions along the way. 

Step One –Determine a List Price 

To make sure we list your home at the right price, we combine an objective evaluation of your 

home and a realistic assessment of market conditions.  Keep in mind that pricing a home too high 

can ultimately result in getting less than had we priced it correctly from the beginning.  A home 

priced too high will sit on the market and develop a stigma from buyers of “something must be 

wrong with the house because it hasn’t sold yet”.  Ultimately, in order to generate an offer, you’ll 

have to lower the price and often to a price point lower than what we should have started with in 

the first place.  Of course we don’t want to underprice the home either. 

The first step in determining the list price of your home is to analyze the comparables, which are 

homes similar to yours, in close proximity, and what those homes sold for within the last 6 

months.  We follow the history of the market and of course try to predict what the current buying 

market will pay for your home.  It’s important to understand that the buyer of your home is more 

than likely going to finance the purchase.  If so, they will be required to have the home appraised 
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by a licensed appraiser.  Appraisers have to follow specific rules, set by the government, when 

analyzing comparables.  We try to follow those same guidelines when considering comparables. 

Another important step in determining the list price, is to consider the overall condition of your 

home, unique features of the home and any potential objections from buyers.  We might advise 

you to make some improvements to generate the most for your home possible, with a relatively 

high return on the investment. 

Step Two –Home Preparation! 

A great first impression is critical when buyers see your home for the first time.  Did you know 

studies have shown buyers make their initial decision within seconds of first entering your 

home?  You want them to go “Wow!”, not “I smell dog pee.”; or “the carpet is dirty.” Some start 

forming their opinion even before entering your home!  If your lawn and flower beds are not 

well kept and manicured, you send a message that maybe your home is not well kept either.  

Don’t worry!  We’ll create a step by step guide with clear instructions on what we recommend 

be done to your home to make sure it shows well and generates the best offers! 

We often recommend that our clients have the home preinspected before putting it on the market, 

even though the buyer will most likely pay for their own inspection.  When you do a 

preinspection, you potentially uncover unexpected repairs that can be addressed before putting 

the house one the market, usually saving you time and money in the end.  It’s important to 

understand the actual report needs to be produced to the buyer.   

Step Three – The Listing Agreement 

Our listing agreement will clearly spell out our duties to you, the commissions that will be paid 

at closing, the starting list price of your home, the duration of the listing agreement and other 

important terms.  We can’t start marketing your home until we have a signed listing agreement. 

Mistakes to Avoid 

Pricing too high: Don’t allow your emotions to influence your pricing strategy.  Market 

conditions and comparables should be the criteria you use to price your home.  The first two 

weeks are when you will likely see the most interest in your home.  If we are not priced 

competitively, we will likely be over looked by the current buyers. 

Failure to showcase your home: Don’t make the mistake of ignoring market prep 

recommendations for your Realtor.  Pet odors, cigarette odors, cracking paint, dirty carpets, 

unkept lawns and clutter do NOT make good first impressions. 

Being present to give tours to buyers: Buyers and their agents do NOT feel comfortable with 

the seller present.  It’s never a good idea to stay for showings to give tours and point out features.  
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Let your Realtor market the features for you in the mls and marketing materials and the buyer’s 

agent show them the home. 

Not understanding your obligations and not asking your Realtor questions: It’s important to 

understand a contract on your home is a legally binding contract between you and the buyer.  A 

seller never has the option or right to terminate a contract.  Only the buyer has that right under 

certain provisions of the contract and those are limited in time.  Know the terms of your contract 

and perform to those terms.  More importantly, please make sure you ask questions if needed.   

Limiting the Marketing and Exposure of the Property and Making it Hard to Show:  Your 

Realtor will put the listing on the local MLS and may market the home on other Internet sites.  If 

your HOA and City allow, always have a sign in the yard!  You want to make the home as easy 

to show as possible with reasonable notice.  A lockbox on the porch and directions for the 

buyer’s agents to “call first go” are always the best way to allow access to show your home.  

You’ll want to make sure your home is ready to show every morning and every time you leave 

the house.  Your goals should always be able to respond “Sure!  That time works great!”, when 

called about a showing. 

The Contract and Transaction 

Contract forms 

The Texas Real Estate Commission has standard, promulgated forms we are required to use in 

any resale contract.  The offer, once negotiated and accepted, will become a legally binding 

contract.  It is one of the most important documents you will sign because it lays out all the terms 

of the transaction.  It is critical that you read the contract BEFORE signing and make sure you 

completely understand all the terms and conditions.  It contains (see below for explanation of 

some terms): 

• A legal description of the property 

• What legally conveys with the home as part of the real property (blinds, curtains, 

fireplace screens, etc.); note that in Texas, refrigerators, unless they are the built in type, 

do not legally convey as real property.  They may at times be negotiated into the contract 

on a non-realty item addendum 

• The price 

• Financing conditions and contingencies 

• Amount of earnest money deposit 

• Amount of option money and length of option period 

• Name of the escrow agent and title company 

• Proration of insurance, taxes and interest 

• Title Insurance Information and who pays for same 

• Fees to be paid and who pays for which 
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• Rights to inspect the property 

• What repairs will be made, if any 

• Closing and possession dates (not always the same) 

• What happens if either party defaults on the contract 

The Offer 

When we receive an offer, or offers, on your home, we will provide you with a copy of that offer 

and go over the proposed terms of the offer and our suggestions on whether to counter or accept 

the offer or to invite the buyer to present a new one.  In almost all cases, we will advise you to 

counter, rather than asking for a new offer from the buyer.  Only when the offer is significantly 

lower than the list price (by more than 10%) do we sometimes suggest inviting the buyer to 

submit another offer.  As the seller you can either accept the offer as is, reject it completely, or 

make a counter offer.  The buyer then will have the same three options (accept, reject 

completely, or counter).   This process goes on until all terms are agreed upon by both parties.  

Understand that there are many terms to negotiate in the contract, not just the sales price. 

Binding Contract 

Once you and the buyer agree to the written terms and both of you sign the contract, the 

document becomes a legally binding contract and all terms will need to be adhered to.  Be 

sure that you pay close attention to the terms of the contract and adhere by them.   

Earnest Money 

The contract will call for a deposit of some amount of “earnest” money with the title company or 

third party escrow agent.  While the amount is negotiable, we like to see a minimum of 1% of the 

sales price deposited as earnest money.  The earnest money shows how serious the buyer is in 

their offer.  Should they default on the contract, you as the seller may attempt take the earnest 

money as liquid damages, or you may sue the buyer for performance of contract, but not both.  

The earnest money will go towards the buyer’s purchase should they move forward and close.   

Title Insurance and The Owner’s Title Policy 

Title Insurance ensures for the buyer that there are no problems with the home's title and that 

you, the seller, really own the property.  The title company facilitating the transaction is most 

often the same company issuing the title insurance. 

Owner's Title Insurance, called an Owner's Policy, is usually issued in the amount of the real 

estate purchase. It is purchased for a one-time fee at closing and the amount is regulated by the 

Texas Department of Insurance, based on the purchase price. 

What party pays for the title policy premium is a negotiated term of the contract where the home 

is a resale, but most often the seller pays for the title policy.   
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The Option Period 

In Texas, the buyer may negotiate for an option period, during which time he or she may 

terminate the contract for any reason whatsoever.  The cost of the option period and the length of 

the option period are also negotiated terms.  The amount of the option fee will for the most part 

increase for longer option periods and according the price of the home, with higher priced homes 

requiring more option money.  We will help guide you on what is an appropriate amount for an 

option period and for how long.  If the buyer ultimately decides to terminate the contract during 

the option period, the buyer will receive their earnest money back, but lose the option money to 

you, the seller.   

During the option period, the buyer will most likely have the home inspected.  Depending on 

what the inspector finds, they may need to do more inspections (for example on the foundation 

or roof).  Once the buyer has completed their inspections, they may present you, the seller, with a 

proposed amendment for repairs or dollars off in lieu of repairs.  We will help guide you on 

repair requests, but the decision is ultimately yours on whether you agree to the request.  When 

presented with an amendment, you again may accept, reject or counter the proposed amendment.  

If an agreement cannot be reached, the buyer may terminate the contract and receive a refund of 

their earnest money, but only if done during the option period.  Sometimes there are other times 

a buyer might be able to terminate the contract outside of the option period and not be considered 

in breach of contract, thus entitled to a refund of the earnest money, and we will be able to advise 

you of such circumstances.   

Step 4 – The Closing 

The “escrow period” is the time from the execution of the contract (where all signatures are 

finalized) through the day of closing.  This is usually 30 to 45 days and depends on the amount 

of time needed to inspect the property, time for you as the seller to make any agreed upon 

repairs, time for you to move out and of course time for the lender to give final approval of the 

loan.  Once the lender has given “clear to close”, the loan documents are sent to the title 

company and the escrow officer prepares the file for all parties’ signatures.  The closing typically 

takes thirty minutes to one hour.   

The day of closing, or sometimes a day or two prior, the buyer will likely want to do a “walk 

through” of your home to make sure all is in order.  Unless we have negotiated a temporary 

seller lease back, you should be out of the house completely the day before closing.  It’s highly 

recommended you hire a professional cleaning company to have the house deep cleaned for the 

buyer.  They will be looking to make sure there has been no unexpected damage to the property, 

confirming that negotiated repairs (if any) have been completed, making sure no part of the real 

property has been removed and confirming any negotiated non realty items have been left at the 

property.   

Before the closing, the title company will deliver the closing statement for your review.  This is 

an accounting of the costs involved in the transaction and will include what amount of money the 

buyer needs to bring to the closing table and what amount of money you as the seller will receive 

after all closing costs are paid.  The buyer typically takes possession of the property when the 
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transaction “funds”, which is when the lender has reviewed all the signed documents and given 

final approval and issued a funding number.  This sometimes can take a couple of hours.  For this 

reason, closing in the morning helps to ensure funding the same day.  Only after funding occurs 

does the buyer receive the keys and is entitled to move into the property.   

Sometimes we are able to negotiate a seller lease back.  Under a seller lease back, you would 

close on the house, the buyer becomes the new owner and you lease the house back from the 

buyer for a short period of time, often at the buyer’s carry cost per day, referred to as their “piti” 

rate for “principal, interest, taxes and insurance.”  This helps keep you from moving all of your 

possessions out of the house, only to have the transaction not close for some reason.  It’s very 

rare that this happens, but it’s nice to have some protection, just in case. 

Other information that you should know: 

REALTORs are required to make properties available without regard to race, color, religion, 

national origin, sex, disability or familial status. 

REALTORs are not attorneys and cannot give legal advice.   
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The below professionals are a few that I or my co-workers have referred or worked 

with in the past and ones that we know to be thorough. 

 

General Inspectors 

Steve Dudley 

Dudley’s Home Inspections 

512-294-1275 

 

Randal Pitts 

BPG Inspections 

800-285-3001 

 

Kyle Nunnallee 

Nunnallee Inspections 

512-415-5474 

 

Scott Leppin 

sleppin@sbcglobal.net 

512-658-7989 

 

You may also find all licensed area inspectors at the Texas Real Estate 

Commission’s web page: 

 

www.trec.texas.gov  Look under the “public” drop down at the top of the page and 

choose “license holder search” and then choose the type as “inspector” and Austin 

for the area. 

 

Pool Inspectors 

Rick Beaubouef 

rick@easypoolservice.com 

Office 512-266-6592 

Mobile 512-466-9672 

 

 

 

http://www.trec.texas.gov/
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O’Neill’s Pools 

Neil Engelmann 

512-264-5322 

OneillsPools@gmail.com 

 

Roofing Companies 

 

Eric Meador with Austin Pro (also does siding and windows 

512-940-0372 

eric@austinprosiding.com 

 

Wilson Roofing 

John Andrews 

Wilson Roofing Company 

512-263-3157 

jandrews@wilsonroofing.com 

 

Chase Garner 

CCR Roofing, LLC 

512-696-4992 

chase@ccr-roofing.com 

 

Structural Engineer 

 

Coby Osborne 

Osborne Engineering 

512-964-6117 

 

 


