
T h i n g s  t o  K n o w   

W h e n  S e l l i n g  Y o u r  H o m e !  

symbolizes family, 
rest, and security, 
not just four walls 
and a roof, home 
selling or buying is 
often a very emo-
tional undertaking. 
For most people, a 
home is the biggest 
purchase they’ll ever 
make. Having a con-
cerned, but objec-

A real estate trans-
action is compli-
cated. In most cases, 
buying or selling a 
home requires dis-
closure forms, in-
spection reports, 
mortgage docu-
ments, insurance 
policies, deeds and 
multi-page govern-
ment mandated con-

tracts.  As your 
REALTOR®, I am a 
knowledgeable   
guide to help you 
avoid delays or 
costly mistakes. Hav-
ing an expert on 
your side is critical. 

A REALTOR® pro-
vides objectivity. 
Since a home often L
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L e n o r e S m i t h . c o m  

W h y  Y o u  N e e d  a  R e a l  E s t a t e  P r o f e s s i o n a l !  

J a n  0 8  

If your home is not 
priced within the 
correct range, it very 
likely will not be ex-
posed to its poten-
tial or targeted buy-
ers.  

 

REPUTATION  
Overpricing causes 
most homes to re-
main on the market 
too long. Buyers, 
aware of a long ex-
posure period, are 
often hesitant to 
make an offer be-
cause they fear 
"something is 
wrong" with the 
house. Often homes 
that are on the mar-
ket for a long time 
eventually sell for 
less than their fair 
market value.  

TIME 
Chances are your 
home will sell at its 
fair market value. 
Pricing it realistically 
at the outset simply 
increases the likeli-
hood for a timely 
sale with less incon-
veniences and 
greater monetary 
return.  

COMPETITION 
Buyers educate 
themselves by view-
ing many homes. 
They know what is a 
fair price.  If your 
home is not com-
petitive in value with 
those they have 
seen, it will not sell. 
Buyers typically look 
at home within a 
$10,000 price range. 

Why You Should  
Price Your Home Realistically 

INCONVENIENCE  
If overpricing keeps your 
home from selling 
promptly, you can end up 
owning two homes - the 
one you've already pur-
chased and the one 
you're trying to sell. This 
can prove costly and wor-
risome, as well as incon-
venient.  

IF YOU ARE UNWILL-
ING TO LIST YOUR 

HOME AT, OR JUST BE-
LOW THE CURRENT 

MARKET VALUE, YOU 
ARE BETTER SERVED 

BY 
NOT PUTTING IT ON 

THE MARKET! 

tive, third party helps 
you keep focused on 
both the business and 
emotional issues most 
important to you. 

Seller’s Facts 



W h e r e  D o  B u y e r s  C o m e  F r o m ?  

Foreclosures (1%) 

Builder (9%)  

Previous Owner (9%) 

Real Estate Agent (81%)  

Source: NAR ñTargeting Prospective Home Buyers and Sellersò 

The Market Value of Your Home is NOT:  

¶ What you have in it. 

¶ What you need out of it. 

¶ What you want. 

¶ What it appraised for. 

¶ What you heard your neighbor's house 

sold for. 

¶ What the tax office says it is worth, 

¶ How much it is insured for. 

¶ Based on prices of homes where you are 

moving. 

The True Market Value of Your Home IS 

What a Buyer is Willing to Pay:  

¶ Based on today's market. 

¶ Based on today's competition. 

¶ Based on today's financing. 

¶ Based on today's economic condition. 

¶ Based on the buyer's perception of the condi-

tion. 

¶ Based on location.. 

¶ Based on normal marketing time. 

¶ Based on showing accessibility 

The Comparative Market Analysis (CMA) 

L e n o r e S m i t h . c o m

Phone: 713.824.9389  

E-mail: Lenore.Smith@REMAX.net 

19984 Southwest Freeway 
Sugar  Land TX 77479 


