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* This document is not intended to solicit properties
already listed for sale with another broker.

My Mission
To ensure the entire selling
process is as simple and
stress free as possible
Furthermore, by the end of
this guide, you will better
understand how to best
prepare your property for
sale as well as ensure that
there are no surprises
before, during or after the
sale.

This guide is meant to serve as a quick reference guide.
It does not replace the advice of a real estate or mortgage
broker or agency. Nathan Myhr or anyone from his team
assumes no responsibility for any consequences arising from
use or misuse of the information provided in this guide.



My Promise

For most people, selling
real estate is one of the
most significant financial
decisions they will ever
make.

Having the right Realtor on
your side can transform a
potentially stressful and
complex transaction into an
exciting and rewarding
experience.

I Promise to protect you
with valuable advice,
knowledge and expertise
that will allow you to sell
with confidence knowing that
you’re making informed
decisions.

I promise to be reachable
24/7 and ensure to keep
you up to date during the
entire process.

Nathan Myhr



Decision to
Sell…

THE
SELLING
PROCESS

LISTING CONTRACT

PRICE & TIMEFRAME

MARKETING STRATEGY

NEW HOME WANTS & NEEDS

MARKETING TEAM

SHOWING THE HOME

HOME IMPROVEMENTS

PERSONALIZED FOR YOU & YOUR HOME

CMA PRESENTED & DISCUSSED

PHOTOS, STAGING, PRE-INSPECTION

OPEN HOUSE, OFFICE TOUR, PRIVATE SHOWINGS



OFFERS ARE PRESENTED

NEGOTIATIONS

OFFER ACCEPTED

BUYERS LOAN APPLICATION

HOME INSPECTION

DOCUMENT REVIEW

CONDITIONS ARE MET

LAWYER/NOTARY

TITLE IS TRANSFERRED

SOLD
***
ITS
TIME
TO

MOVE!

WITH USUAL SUBJECTS

SUBJECTS ARE REMOVED

MEET TO COMPLETE PAPERWORK

ALL MONIES ARE DISPERSED



What To Expect From Me
or Any REALTOR…

I will provide undivided LOYALTY to you by protecting your
negotiating position at all times, and full DISCLOSURE of
all known facts which may affect or influence your decisions.
I will not be able to disclose to you confidential information
obtained from my other clients and vice versa. I will only act
within the scope of the authority granted to me by you. I will
obey all lawful instructions given to act on your behalf. I will
maintain the CONFIDENTIALITY of your information
(financial, legal, personal, etc.) I will always use
REASONABLE SKILL AND CARE in performing all
assigned duties in the role as agent.



• I will provide a list of
recommended professional
services that can help you, if
necessary, to get your home ready
for public viewings.

• We will review prudent safety
precautions to be taken to ensure
valuables and family members,
including pets, are taken into
consideration when the home is
being scheduled for an open
house or Buyer viewing.

• Follow up emails to all Realtors
who have shown your property to
receive timely feedback from them
and their Buyers. This feedback
will be summarized an d provided
to you during our weekly updates.

• I will verify with Realtors showing
your home that all potential Buyers
viewing your property are pre-
approved for a home in that price
range.

• I will ensure that all of the
features of your home are brought
to the attention of potential Buyers,
and that any questions or
concerns are quickly addressed. I
will provide the potential Buyer a
detailed feature sheet of your
home that highlights its unique
features.

• All offers will be presented to
you promptly and negotiated with
your best interests in mind.
Negotiations will be kept moving in
a timely manner to facilitate
decision making that meets your
objectives for selling.

• The conditions or subjects of
your offer will be logged into my
daily schedule to ensure that they
are serviced in accordance with
the timelines of the contract, and
to deal with any objections in a
timely manner.

• All deposits will be accepted
only as bank drafts to avoid any
chance of a non-sufficient funds
cheque.

** My service does not end
when this transaction is complete.
I vow to always be available as a
Real Estate Resource for LIFE.

Before, During & After the Sale.
What To Expect From Me
or Any REALTOR…



You only have one chance to make a first impression
with the a consumer. Many agents and brokerages
stumble on this step and cost their sellers real
money when buyers don’t value the home enough to
make solid offers. So how can you avoid
this misstep? Much of the property marketing
campaign rests on the consumer’s ability to find
your property online… and to find it with the right
information. These pre-launch activities, therefore,
are designed to seed the marketplace, optimize for
SEO, and position the property for the best possible
impression right out of the gate.

SINCE EVERY PROPERTY IS UNIQUE, SOM E OF THE ABOVE
ITEMS MAY NOT BE USED. FURTHERMORE, OTHER MARKETING
SERVICES MAY BE ENPLOYED IN CASE BY CASE SCENERIOS.

MARKETING PLAN
PRE-LAUNCH

• PROFESSIONAL PHOTOS

• VIRTUAL TOUR

• FULL HOME STAGING

• PRE-LIST INSPECTION

• VIDEO TOUR

• SOCIAL MEDIA AD CAMPAIGN

• COMING SOON FLYER MAIL OUT

• “REAL ESTATE WEEKLY” AD

• OFFICE TOUR

• HAND DELIVERED OPEN HOUSE
FLYERS

• MULTI-PAGE FEATURE SHEETS

• EXCLUSIVE WEBSITE LANDING PAGE



MARKETING PLAN
POST LAUNCH

Launch activities build on the Pre-launch
phase by “announcing” the property’s
availability through a combination of
online and offline channels. By using
online marketing to connect with
consumers and offline marketing to
connect with real estate agents, your
property gets the necessary exposure to
prospective buyers. Throughout the
campaign cycle, I’ll be checking the data
and evaluating whether the message and
images are getting the impressions and
Click Through Rates (CTR) within the
desirable ranges. We constantly test and
make adjustments as necessary. Ongoing
campaign improvements and seller
support are key to getting the home sold.

• UPLOADED TO MLS & ALL
IDX-REAL ESTATE WEBSITES

• SHARED ACROSS THE VAST
LEPAGE WOLSTENCROFT NETWORK

• JUST LISTED FLYER MAIL OUT

• INTERNAL OFFICE TOUR

• CONT’D SOCIAL MEDIA CAMPAIGN

• FEATURED LISTING ON WEBSITE

• AGENT WALK THROUGH VIDEO
OF HOME AND NEIGHBOURHOOD



SELLERS PREPARATION GUIDE - THE 3 B’S

Many of the top real estate agents
will tell you to remove family
photos and depersonalize your
home as much as possible before
listing. While there is some truth in
that, there are 3 main things you
really want to achieve prior to your
home being put on the market…

1. BIG
2. BRIGHT
3. BEAUTIFUL



1. BIG

2. BRIGHT

3. BEAUTIFUL

THE
3
B’S

This can easily be achieved by reorganizing your furniture in way that best utilizes clean
sight lines and room functionality. It may even be necessary to remove or change out
some furniture to maximize space and flow. The success will be finalized by decluttering
and removing as many unneeded decorations, small appliances and trinkets as possible.

You may have been living in your home for many years and are totally fine with the lower
wattage bulbs for efficiency and cost savings. When you are ready to sell your home, the
easiest thing you can do, is to replace every bulb in the house with the highest wattage
bulb that each receptacle will accept. If there are rooms that don’t have adequate lighting
fixtures, consider placing high wattage lamps that not only brighten the space but will also
add to the decor.

While beauty may be in the eye of the beholder, there are always simple trends that will
help prospective buyers to see themselves living in your home, falling in love, then writing
you an offer. I would love to give you some stellar advise here but instead, I will leave this
up to my Professional Stager to figure out the best way to “beautify” your home.

“BEAUTY IN SIMPLICITY”

That is why I keep things extra simple by hiring a PROFESSIONAL STAGER
to take care of beautifying your home. They will even help you arrange
furniture to maximize size and functionality of every space in your home.



THE SALES TEAM
MARKETING
Whether it’s your first time buying a home or you’ve done it
before, it’s good to have a team of experienced professionals
to help you along the way aside from your real estate agent,
you should align yourself with the following.

MORTGAGE BROKER: If you are upgrading your home or will be 
needing to port a mortgage or attain a new mortgage. You 
should speak to a mortgage broker as your first step so you can 
budget for your new home and come up with a minimum amount 
you would need to get for your home.

HOME INSPECTOR: Whether you’re selling a new or old
home, you should consider having it inspected by a 
professional home inspector prior to listing. The inspector will 
assess the condition of the house and tell you if any major 
repairs or replacements are needed. It will save you money if 
you can address the major issues prior to the buyers doing 
their own inspection.

CONTRACTOR: If your home needs renovations, you’ll need 
to hire a contractor. Ask candidates for several references
and check them carefully. You can also visit other homes
they’ve worked on.

HOUSE CLEANER: A clean house is a happy house. Make 
sure your home shines before listing as buyers rarely can 
look past a dir ty house.

MEAURING COMPANY: It is important to find out the exact 
size of your home. Often times, the previous listing or 
assessement is incorrect and we want to display an accurate 
number for legalities. You will also get a set of floorplans 
included with most measurements.



STAGER: I am sure your house is decorated very nicely, and 
the million family photos probably makes it feel like home.
Unfortunately, clutter and family photos make it difficult for 
buyers to picture themselves in your home. We also want to 
make each room look and function to its best potential.

PHOTOGRAPHER/VIDEOGRAPHER: The first impression is the 
most important part of a sale. If buyers don't like the
pictures, they most likely won't visit your home. To take it one 
step further, we can hire a videographer to do a full tour of 
your home so that buyers can get a feel for your home without 
setting foot in it. This will save you time on wasted listing 
appointments as well as increase the reach of the marketing.

PRINT SHOP: Once your home is ready to list, you will want to 
send out just listed flyers or open house invites. You may also 
want to print feature sheets to have at the open houses and for 
buyers coming to private viewings.

POST FIRM OFFER
LAWYER: A lawyer will protect your legal interests.
They make sure that the proper ty you want to buy is free of
any liens, charges and work or cleanup orders. A lawyer or
notary will also review all contracts before you sign them,
especially the offer to purchase.

MOVERS: I cannot stress enough at how amazing a full service 
moving company can be for your move. From packing all the 
way to unloading, all you have to do is sit back eat pizza and 
drink beer (unless your driving of course).

*Ask for my preferred partners list*

MARKETING Cont'd...



QUICKLY &
FOR THE
MOST
MONEY



ONE OFFER
one buyer is driving your price DOWN

MULTIPLE OFFERS
compete against each other driving your price UP

You should be aiming your price at 1% lower than fair market value. That way your home
will get maximum interest while not sacrificing sale price due to a low price. If a quicker
sale with more favourable terms is more important to you, then you can decide to list up to
10% lower but I would never encourage to list for a price that you are not willing to accept.

You may have heard that “you only need one buyer”. That may be true to get your home
sold, but to achieve the highest possible price, we want to see as many offers as possible
and as quickly as possible to drive the price up instead of having the single buyer negotiate
the price down.

$
$

HIGH PRICE = The higher the asking price
the fewer buyers that will be interested.

FAIR MARKET VALUE = Steady flow of buyer
traffic, and potential of getting optimal price.

LOW PRICE = Many interested buyers may see your home
as a bargain but are you getting proper value in return?



It’s essential to understand the current market
conditions and your neighbourhood before you put
your property on the market and set a price in the
listing agreement. You want to avoid under or over-
pricing your property.
Also, consider what a successful sale means to
you. Is it a Quick sale? Top dollar? Multiple offers?
Knowing this will help your Realtor recommend the
best pricing strategy to achieve your desired
outcome.
I will provide you with a comprehensive
Comparable Market Analysis (CMA), which is a
comparison of similar properties actively listed,
recently sold and those that didn’t sell. The CMA
makes it easier to understand market value and to
set the right price. Often, when properties sit on the
market for a long time, some buyers wonder if
something is wrong with the property and that
could make it more difficult to attract offers at the
asking price.
Pricing is a combination of science and art, which is
where my expertise is invaluable. Although the
market ultimately determines the selling price for
your property, setting the correct listing price can
be tricky. Going too low can shortchange you, while
going too high can deter buyers and lengthen the
selling process.

How To Properly Price
Your Home…



SOME THINGS TO CONSIDER WHEN
SETTING THE PRICE FOR YOUR
PROPERTY INCLUDE:

Location and neighbourhood

Size of building and land

Age and condition of the building

Number of rooms, bathrooms,
layout

Construction materials used

Features and amenities (i.e. pet
friendly space, fireplace, hot tub,
pool, recent renovations, views)

Access to public transportation,
parks, public areas, waterways,
recreational biking/hiking, etc.
Should you decide

Cont'd...



The sale of a real estate doesn’t always go according to
plan. It is important to note the possible things that can
go wrong during the listing.

1. Your Home May Not Be Worth What You Think
Buyers will determine the true worth of your home, in this market,
at this time, and what your home is worth right now may be very
different than what it was worth three months ago or what it will be
worth six months from now.

2. People Won't Love Your Home Like You Do
You love your home and fully expect others to appreciate the same
qualities in it that you do, but buyers have their own lifestyles,
preferences, tastes and attitudes. The chances of finding a buyer
who will want your home "as is" are slim to none. So, keep your
cool. It's just business, not personal. You weren't going to take that
wallpaper with you anyway.

3. Unexpected Showings
You may feel like fair game when buyers show up at your home
without an appointment or ahead of their Realtors and ask to see
your home. Don't let them in no matter what they say. There is no
reason for an unaccompanied buyer to be in your home for any
reason. Just say no.

4. Inspections
Inspections kill more deals than any other single factor besides
overpricing. All older homes have some minor and some major
problems. These can either be addressed in the sales price of the
home, or as a negotiation with the buyer under contract. And it is a
matter of opinion how seriously the buyer will take some problems
over others… But don’t worry, a pre-list inspection is included
with my listing package so you shouldn't get hit with a big surprise
here.

5. Murphy's Law
A lot of other things can go wrong, too. Your sprinkler system could
go off and soak the buyer. You dog may get loose and bite your
buyer's agent on the ankle. A storm could take your roof off an
hour before closing. Whatever happens, you can prevent a lot of
problems in advance, and handle the unexpected ones with a good
sense of humour. Be prepared for anything and everything.

NO SURPRISES



If you do
nothing e

lse in this
guide exc

ept these
10 things

,

I guarant
ee you w

ill increas
e your ch

ances of
selling fa

ster

and for m
ore mone

y.

1. Turn Light
s on for al

l showings
– this will

make you
more

money.

2. Paint any
areas that

are peelin
g, damage

d or worn.

3. Have the f
urnace an

d air cond
itioner che

cked, serv
iced and

cleaned pr
ior to listin

g.

4. Have carp
ets cleane

d for a fas
ter sale.

5. Price your
home at o

r 1% belo
w market

to bring yo
u a quicke

r

sale and b
est value.

6. Keep your
agent info

rmed of a
ny showin

gs lasting
over 30

minutes.

7. Declutter –
what you c

an live wit
hout, pack

.

8. Box and s
tack items

in storage
and garag

e on a wal
l in

garage.

9. Change lig
ht bulbs to

the highes
t wattage

acceptable
to the

fixture.

10. The b
est offers

you will ge
t will come

in the first
2 week of

the

listing.

10 QUICK TIPS TO PREPARE Y
OUR HOME

Good Luck



In order to make the selling process run as smoothly as possible, here
is a list of things you will need prior to listing your home.

IN ORDER TO MAKE THE SELLING PROCESS RUN AS
SMOOTHLY AS POSSIBLE, HERE IS A LIST OF THINGS

YOU WILL NEED PRIOR TO LISTING YOUR HOME.

IF FOR WHATEVER REASON YOU DON'T HAVE ANY OF THE FOLLOWING...
I CAN HELP YOU SOURCE THEM.

Single Family Homes:

Copies of the house keys and instructions for the
alarm or garage opener etc.

daytime numbers of all parties involved or on title.

Compile a preferred showing schedule.

The average cost of utility bills (electric, gas,
water).

Any attractive exterior photos of your home such
as the view or garden in full bloom etc.

A list of fixtures such as appliances, drapes,
lighting, etc. that are NOT included in the sale.

A copy of the Property Survey and Floor Plans if
available.

Mortgage info - up to date information on your
current mortgage.
Please provide your lawyer or notary’s name,
address and contact information

Supply copies of any easements or right-of-ways
on your property.

All receipts and warranties on all recent home
improvements (roof, furnace, hot water tank,
appliances, permits, etc.).

SELLERS CHECKLIST

For Strata Titled Properties (condo/townhouse):

Your parking stall and locker numbers and how they
are associated

A letter from your Property Management company or
Strata Council President indicating which parking stall
and storage locker (if applicable) will be allocated to
the Buyer on closing (it is not always the same
number and this letter will provide the Buyer with the
information they will be asking for in an offer).

A copy of any Special Levies or Assessments.

The name(s), address and contact information of
Strata Council President & Strata Management
Company, as well as the building manager.

Please inform me of any restrictions regarding
signage, open houses, etc.

If you are selling a property that is rented in
whole or in part, the following will be required:

Full names & telephone nos. of existing tenants, date
of the last rental increase and the amount of damage
deposit.

Please detail when the rental period began and
provide a copy of rental contract if applicable.

What the current rent is, when it is due and what does
it include (i.e. utilities, cable, etc.)



NOTES:
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