
1

Things To Consider When
Selling Your House
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Welcome!
Whether you are just now contemplating selling your home or are ready 
to dive into the preparation phase, we are excited to offer you our 
guidance during this exciting time. So, if you’re ready to get started, you 
can depend on us to be there for you every step of the way and get the 
job done.

Your real estate goals are our top priority.

A Quick Introduction

Personalized Service. Exceptional Results.

Serving the Colorado Front Range real estate market, The Markel Group believes in the 
importance of personal connection, exceptional service, honest advice… and hard work. 

We look forward to working with you!
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Selling in 6 Easy Steps

Selling a home is a significant decision.
To offer clarity, we have simplified the process into 6 easy steps.

1 Listing Agreement
Listing paperwork with terms, determining a successful listing price, timeline, and marketing strategy.

2 Listing Preparation
Performing the pre-inspection, making repairs/updates, and staging.

3 Marketing Photos & Video
Top professionals capture your home in its best light, from which we design stunning marketing 
materials to be broadcast worldwide online and in print.

4 The Big Unveiling
Your home is showcased to the world on the MLS and top real estate syndication sites.

5 Under Contract
Once showings begin and Offers are received, you choose the one that best fits your goals.  
The negotiations begin and win-win solutions are reached.

6 The Closing Table
The big day! You sign your name and hand over the keys.  Congratulations!



Detailing Those 6 Easy Steps in More Detail

Step 1:  The Listing Agreement and Associated Listing Documents

Once we provide a Comparative Market Analysis (CMA) based on relevant and recent sales in your 
home’s surrounding area, we draft and sign an “Exclusive Right to Sell” Listing Agreement and 
associated disclosures with all the important details: owner names, the property’s address, the listing 
price, and a number of other agreed upon terms between you and The Markel Group.

No cookie-cutter here. The Markel Group then creates a customized marketing strategy that will fit 
your needs and goals. We go above and beyond so you receive top dollar for your home.

Step 2:  Listing Preparation

When preparing to sell, some homes just need a spring-cleaning or a fresh coat of paint, and others 
benefit from design updates and repairs. We suggest performing a pre-inspection to discover any 
repairs that should be made prior to going to market. We also offer guidance on the most effective 
updates to invest in that will align with your budget and goals. 

Staging your home is highly recommended, as it not only attracts more buyers, but it also has the 
potential of increasing your profits and decreasing the time your home will spend on the market.  
When The Markel Group lists your home, you will receive staging and styling advice that will 
accommodate your needs.  We showcase your home to look its best!

Read more about Staging Essentials, pages 10 & 11.

Selling with The Markel Group



6 Easy Steps, cont…

Step 3:  Marketing Photos and Video

Now it is time to show off your home’s sparkle with stunning photography. We hire talented 
photographers and videographers to capture dreamy visuals to showcase your home in its very best 
light. In turn, we design stunning marketing materials to be broadcast worldwide online and in print.

You need not lift a finger.

Step 4:  The Big Unveiling

Your home is now ready to be unveiled! To attract that ‘highest and best’ Offer, we broadcast your 
home’s Listing across the world’s top real estate sites, and as a result, to the largest pool of Buyers. 
Through syndication, your home will be seen well beyond the local MLS.

Along with marketing your home to our own portfolio of Buyers, we network with other Agents and 
potential Buyers nationwide to offer your home maximum exposure. We’ll even bake cookies for that 
mega-Open House we’ll hold!

Step 5:  Going Under Contract

Once showings begin and Offers are received, you choose the one that best fits your goals. Throughout 
the entire process, we exercise discretion and employ our negotiation prowess to ensure your best 
interests are honored and your rights protected. Our strategy pays off and win-win solutions are 
reached.

Selling with The Markel Group
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6 Easy Steps, cont…

Step 6:  The Closing Table

The big day! All negotiations are finalized and necessary documentation completed.  We either 
sign electronically or meet at the Title company to hand over the keys and cross the finish line 

together… Congratulations!

Selling with The Markel Group
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Why Pricing Your Home Right Matters
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Successful Pricing. Successful Selling.
 
When it comes to pricing your house, the goal is to increase visibility and drive more buyers 
your way. Instead of trying to win the negotiation with one buyer, you should price and 
showcase your house so demand is maximized, and more buyers want to take a look.

As a seller, you might be thinking about pricing your house on the high end while so many of 
today’s buyers are searching harder than ever just to find a home to purchase. But keep in mind 
– a high price tag does not mean you’re going to cash in big on the sale. It’s actually more likely 
to deter buyers.

Even today, when there are fewer houses for sale, your house is more likely to sit on the market 
longer or require a price drop that can send buyers running if it isn’t set just right.

Pricing Essentials



Choosing the most effective updates to invest in 
when preparing your home for sale will go a long 

way in determining your net profits.
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Improvements That Matter

Effective Updates. 
Choosing the most effective updates to invest in when preparing your home 
for sale will go a long way in determining your net profits.

In our experience, when Sellers take the time to make repairs and perform updates prior to Listing, the 
impression given to Buyers is that the home has been well-maintained and will likely not have as much in 
the way of deferred maintenance.

Top ROI Projects 
National Association of Realtors® (NAR) 2022

147% Refinishing Wood Floors

100% Insulation Upgrade

71% Bathroom Remodel

118% New Wood Floors

86% Basement Conversion

70% Kitchen Remodel
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The Finer Details. 
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1
Paint the Walls 
A fresh coat of paint is a cost-effective way 
to freshen a home. Paint the walls, 
baseboards, and ceiling- as well as cabinets if 
necessary. Choose warm neutral tones.

2
Polish the Floors 
Unless your floors are severely damaged, it 
does not make sense to have them 
refinished. Choosing to have them buffed 
may be sufficient.

3
Freshen the Bathrooms 
Replace missing tiles and outdated faucets. 
Re-caulk moldy areas and polish hardware.  
Add small staging details such as new bath 
mats, shower curtains and towels. 

4
Kitchen Upgrade 
New hardware brings life to old cabinets. 
Countertops benefit from an upgrade. 
Stainless steel appliances are popular and an 
affordable options to add the extra shine.

5
Clear the Clutter 
Clear your home of as many belongings 
personal effects as possible for photos and 
for showings. (Bathroom toiletries, kitchen 
extras, etc.)

6
Deep Cleaning 
Wash the windows (and their coverings) 
inside and out, dusting ceiling fans, cleaning 
chandelier, shampooing the carpets, and 
vacuuming the baseboards and corners. 
Hiring a professional can save time here. 

7
Clean Smells Make All the Difference.  
1. Use cleaning products that don’t smell overwhelming. 
2. Wash all bed covers and wash or dry-clean window coverings. 
3. Have the carpets cleaned or, if necessary, replaced.  
4. Mop hard-surface floors with a lightly scented or unscented cleaner. 
5. Scrub the bathrooms top to bottom. 
6. Wash pet bedding. If possible, move pet paraphernalia and litter boxes away from living areas.

Improvements That Matter
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Pre-Listing Checklist
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Staging a home not only attracts more buyers, but it 
also has the potential of increasing your profits and 
decreasing the time your home will spend on the 
market. When The Markel Group lists your home, 
you will receive staging and styling advice that will 

accommodate your needs.



Home Staging... Is it Worth It?  

Top 4 Reasons to Stage Your Home

1. More Money: *23% of Agents reported a ~1-5% increase in sales price -vs- comparable non-staged 
homes. 

2. Faster Sale: *54% of Listing Agents say staging a home decreases the time a home spends on the 
market. 

3. Good Impression: *82% of Buyers said staging made it easier to visualize a home as their future 
home, and *47% of Buyers’ Agents cited that home staging had an effect on most buyers’ view of the 
home. 

4. You Can’t Buy Back Time: Buyers form an opinion about a home in about 7-10 seconds. 
*National Association of Realtors® (NAR) 

The 5 Keys to Staging 

1. Color: Use warm, soothing colors to decorate your home. Lighter shades are preferred. 

2. Maintenance: Make your home look clean and smell nicely. Complete home improvements and have 
the windows professionally cleaned. 

3. Depersonalization and De-cluttering: Remove personal items from your home. They distract 
home buyers during the inspection of your property. 

4. Emotional Cues: Help buyers to emotionally connect with your home by decorating it with candles 
and flowers. 

5. Furniture Placement: Place minimal furniture in your home in order to showcase the large space to 
potential buyers.

Staging Essentials
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Discover
Home
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A Few Questions

Help us help you. 
Please take a moment to consider the following questions. We will use the 
valuable information you provide to sell your home and save you time. 

When making such a big decision regarding one of the most valuable and important assets in your life, 
hire a professional dedicated to promoting your interests and serving your needs. The Markel Group 

devotes a tremendous amount of time and energy to ensure your real estate goals are met.

What Are Your Goals?

1.  What goals do you have regarding the sale of your home?  
— Timing, price, etc.

2.  To where are you moving? 
— Across town, state, or country.  If out of the area, have you hired a real estate professional at your destination?

3.  What are the reasons behind the decision to sell your home? 

4.  When would you like to be in your new home? 
— What is your “Plan B” if it doesn’t go as expected? 

5.  Do you own other properties in the area?  
— If yes, are you thinking about selling those also?

6.  Does this sale require a 1031 Tax Deferred Exchange?

7.  When is the best time for all Title holders to meet and discuss the sale of your home(s)? 
— We will accommodate either in person, by phone, or via Zoom.



Thank you for taking your time to answer these few questions! Let’s connect 
soon to discuss your goals so we can start work for you right away.

Property Review

1.  Please describe what you love most about your property:

2.  Please describe what you dislike about your property:

3.  What other amenities does the property offer? 

As Your Agent

1.  Are you currently working with a real estate agent? 
— If yes, are you in an Exclusive Listing Agency Contract?

2.  How do you prefer I contact you?         
— phone        — email        — text 

3.  Contact Information:  
— Preferred Phone #: 
— May I text or FaceTime you at this number?  
— Email Address: 
— Physical Address: 

4.  Are there specific times that are better than others to contact you? 

5.  Are there any times you wish not to be contacted? 

6.  What do you value most from an Agent working on your behalf? 

A Few Questions



1 Limited Marketing Exposure
Without MLS and syndication access, FSBO has drastically limited exposure to potential Buyers.

2 Legal Challenges
Along with challenges ensuring a Buyer is qualified, the documentation involved in the selling process 
has increased dramatically as more and more disclosures and regulations have become mandatory.

3 Your Safety
When you FSBO, it is incredibly difficult to fully vet and control who enters your home.  Real estate 
professionals have the proper protocols in place to protect you and your belongings. 

4 Lack of Negotiation Skills
Negotiation challenges with the varied parties involved in a transaction can jeopardize your best 
interests and eliminate any savings you think you are making by selling on your own. 

5 Difficulty Managing the Transaction
From understanding legal documents, coordinating inspectors/appraisers, keeping on top of deadlines, 
to ensuring you have the final details in place in time for Closing, FSBO is not for the faint of heart.

6 Net Less Money
FSBO Sellers are looking to save money, but so is a FSBO Buyer. Seldom do the two both get what 
they want here. 
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Selling your house is no simple task.
When you sell on your own – known as a FSBO (or For Sale by Owner) – there are a number of pitfalls 
worth considering before making that dangerous leap.

6 Reasons Not to FSBO
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I look forward to hearing your 
thoughts and questions about the 
real estate process.

Let’s Connect

Cheryl Markel 
Employing Broker, Realtor® 
(720) 323-5444


