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INTRODUCTION

Welcome to "Sell Smart: Your Ultimate Guide to a Stress-Free Home Sale in
Kansas City." I'm Justin Berry, a real estate broker, investor, and certified appraiser
who has been navigating the Kansas City market for over 20 years. Throughout
my career, I've had the privilege of guiding hundreds of homeowners through the
complexities of selling their homes. This guide is a culmination of that experience,
crafted to empower you with the knowledge and insights I've gained.

Here, you'll learn not only how to position your property effectively in the market
but also how to manage the aspects of the sale that are within your control.
Selling a home is a significant journey—it's about understanding market
dynamics, making informed decisions, and strategically navigating through each
phase of the process.




WHAT YOU WILL DISCOVER

e Reality TV vs. Real Life: Learn why popular home improvement shows are not reliable
sources for real estate advice and how they set unrealistic expectations.

e The Moving Target of Market Trends: Understand how markets have evolved and why
methods that worked in the past may not be applicable today.

» Navigating Local and National Market Data: Gain the ability to interpret real estate data
effectively, learning to distinguish between impactful information and sensational
headlines.

o Strategic Pricing: Get insights on how to set the right price for your home to attract buyers
without leaving money on the table.

» The Art of Home Presentation: Discover the real factors that attract buyers and make
them fall in love with a property.

e Understanding Your Role: Recognize what you can control in the home selling process
and how to leverage your real estate agent's expertise to your advantage.

Ultimately | wrote this guide not to reiterate the same ole “why we use digital photography”
and “how the buyer now shops online” topics but to teach what | wish every homeowner knew
before they sold their home. The things “you did not know - you didn't know.” With the right
knowledge and tools, you can manage the sale of your home with confidence and make
informed decisions that lead to a successful, stress-free closing. Let's get started on preparing
you and your home for the market with the best possible advantage.




DECIDINGTO
MAKE A MOVE



TIMING YOUR LIFE,
NOT JUST THE MARKET

-
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Making a move in real estate is less about timing the market for its highs and lows and more
about aligning your housing decisions with your life's phases. Anxiety over market conditions
can sometimes cloud judgment, causing missed opportunities that are otherwise perfect for
your current needs and goals.

The interest rate for a mortgage in 1971 was 7.33%. Imagine
delaying your life for rates to come down. You would have
waited until 1993 - 22 years later. Meanwhile anyone who

had bought in 1971 quadrupled their home value.



EVOLVING HOUSING
NEEDS THROUGH LIFE
STAGES

As life unfolds, so do your housing needs.
Families expand, careers evolve, and the
suitability of your home today might not hold
in the next decade, or even the next few years.
I've seen many families remain squeezed into a
starter home, delaying a move in anticipation
of ideal market conditions. Often, by the time
they decide to buy a home that fits their needs,
their children have grown, and the space that
once seemed crucial is only fully used for a
short time before it becomes excessive. That
same couple then often finds themselves in a
home that no longer meets their needs as they
transition into empty nesters, justifying the
extra bedrooms "for the holidays" or occasional
family visits. However, maintaining such a
large property can become an impractical
burden, both physically and financially.

TIMING
YOUR LIFE,

NOT JUST
THE MARKET

EMBRACE
LIFE-DRIVEN
DECISIONS

It's essential to recognize that while
market timing can influence financial
outcomes, the real value of a home is how
well it fits your life at any given moment.
A home is more than an investment—it's
the place where you live your life.
Delaying a move for too long in hopes of a
favorable market can result in living in
spaces that don't meet your needs or
contribute to your happiness.

STRATEGIC MOVES

If you find yourself outgrowing your
current home or feeling burdened by its
maintenance, it may be time to consider a
change, regardless of market conditions.
Conversely, if your home feels empty and
unused, it could be the right moment to
look for something more fitting, even if
the market hasn't peaked. In the end,
making a move that enhances your daily
life and meets your current needs will
always be more beneficial than waiting
for a market that's impossible to predict.



TRADING IN THE
SAME MARKET

When considering a move, remember you could
be "trading in the same market," and what
might seem like a tough time to buy can also be
a great time to sell, and vice versa. Market
conditions often favor one side of the
transaction, but these advantages can balance
out when you're both selling your current home
and buying a new one. It's important not to get
too focused on any single narrative about
market conditions. Instead, evaluate how the
market's advantages or challenges can be
leveraged to meet your personal and financial
goals effectively.

Don't let market uncertainty hold you back from
making decisions that are right for your life's
timeline. You might not be able to time the
market perfectly, but you can certainly time your
life decisions to ensure your home meets your
needs when it matters most. After all, the best
time to find a new home is when it aligns with
your life’'s journey, not just when the market
seems right.

More millionaires were made during the great
depression than any other time in American
history. There's opportunities in all markets if you
look for them.

Every market presents opportunities and
challenges. It's not about waiting for the perfect
conditions but understanding how to make the
current conditions work for you. Don't let
sensational headlines dictate your real estate
decisions. Instead, focus on the data and trends
that directly impact your local area and your
personal situation. If you're unsure or need
tailored advice, I'm here to help dissect these
trends and discuss viable options for you.

TIMING
YOUR LIFE,
NOT JUST
THE MARKET




THE ART OF BUYING
& SELLING SIMULTANEOUSLY
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Balancing the sale of your current home while purchasing a new one is an exciting journey
that requires careful planning and strategic thinking. It may seem complex at first, but with
the right approach, you can navigate this process smoothly and confidently. This chapter is
designed to guide you through synchronizing both transactions effectively, ensuring you can
transition from your old home to your new one with ease and assurance.

We'll explore practical timelines, financial options like bridge loans and mortgage recasting,
and how to use contingencies to protect your interests. Whether you're seeking more space,
downsizing, or relocating for a new opportunity, this chapter will empower you with the
knowledge and strategies to manage buying and selling simultaneously without feeling
overwhelmed. Prepare to turn what might seem like a daunting process into a manageable
and rewarding experience.



THE ART OF
BUYING & SELLING
SIMULTANEOUSLY

PLANNING YOUR
TIMELINE FOR BUYING &
SELLING

Navigating the timelines for selling your current
home and purchasing a new one can seem
daunting, but with a strategic approach, you can
manage both transitions effectively. Here's how to
map out your timeline, leverage market
conditions, and utilize contingencies to ensure a
seamless process.

UNDERSTANDING
MARKET DYNAMICS

Firstly, it's crucial to understand the current
market dynamics. If you're in a seller's market
where multiple offers are common, you have
options that can provide extra time for finding
your next home. For example, you can sell your
home with a contingency that allows you to
remain in your home until you find a new one, or
negotiate a longer closing period which gives you
ample time to shop around. These strategies
require a knowledgeable agent who understands
the importance of aligning these details with your

' needs and not just rushing towards a

commission.

USING CONTINGENCIES
EFFECTIVELY

Contingencies can be a powerful tool in both
buying and selling scenarios:

o Seller's Market: In a seller's market, you might
worry about selling your home too quickly.
Here, you can use a sale contingency to
protect yourself. This means your sale
agreement is dependent on finding and
securing your new home.

e« Buyer's Market: Conversely, in a buyer's
market, sellers may be more willing to accept
offers that are contingent on the sale of your
property. This can ease the pressure and allow
you to sell your current home before finalizing
the purchase of your new one.



CREATING A
COORDINATED TIMELINE

To establish a clear timeline:

THE ART OF

BUYING & SELLING
SIMULTANEOUSLY

1.1dentify Your Ideal Moving Date: Suppose you
aim to move by August 1st.
2.Work Backwards with Key Milestones:

COORDINATING OFF-

MARKET PAIRINGS

Our team often facilitates off-market
transactions where we pair sellers who
are apprehensive about selling too
quickly with buyers who have more
flexible timelines. This approach can be
particularly useful for sellers who need
more control over their moving timeline
and buyers who might be living with
family or have the ability to purchase
before selling their current home.

During the COVID years when the rest of
real estate was in bidding wars, 42% of
our buyers bought a house we found for
them this way.

Closing Period: Allow for a typical mortgage
closing period of about 30 days.

Average Days on Market: Consider how
quickly homes are selling in your area; let's
say it's 15 days.

Market Your Home: With the above in mind,
aim to have your home on the market by
June 15th.

Longer Closures: In a seller's market, a 60-day
closure is reasonable, suggesting you list by
May 15th.

Contract on New Home: Try to have your next
home under contract about 30 days before
closing, around July 1st. However, 21 days
(around July 10th) is feasible if you are pre-
approved and merely "waiting for an address."




FINANCING STRATEGIES
TH E ART OF When planning to buy a new home before selling

your current one, navigating the financial aspects

BUYING & SELLING can feel overwhelming. In fact most people stop

right here because they assume they need to sell
SIMULTANEOUSLY before they buy but they're afraid to risk selling
first. However, several financing strategies can
facilitate this transition smoothly, allowing you to

secure your next home without rushing the sale
of your current property.

BRIDGE LOANS

A bridge loan is a short-term financing option that helps cover the cost of purchasing a new
home before selling your existing one. It essentially acts as a bridge between buying your new
home and selling your old one, providing immediate cash flow. Bridge loans typically have a
higher interest rate than conventional loans due to their temporary and urgent nature but can
be invaluable for closing on a new home quickly without waiting for your current home to sell.

HOME EQUITY LINES OF CREDIT (HELOC)

If you have significant equity in your current home, a home equity line of credit can be a
flexible financing tool. A HELOC allows you to borrow against the equity you've built up in your
property, giving you access to funds that can be used for the down payment and other
purchasing costs associated with your new home. This option provides a revolving credit line
that you can draw on as needed, and you only pay interest on the amount you use.

QUALIFYING FOR A NEW MORTGAGE

For those who can afford to carry two mortgages at once, securing a new mortgage to
purchase your next home before selling your current one might be a viable option. This
strategy requires a strong financial standing and an excellent credit score, as lenders wiill
scrutinize your ability to manage multiple mortgage payments.

MORTGAGE RECASTING

Once your old home is sold, you might find yourself with a significant amount of capital that
you can use to pay down your new mortgage. Some mortgage types allow for recasting,
where you make a large lump-sum payment toward the principal balance, and the lender
recalculates your monthly payment based on the reduced balance. This can significantly lower
your monthly payments, making the new mortgage more manageable in the long term.

RENTING OUT YOUR OLD HOME

If you have a home that would be an ideal candidate for converting into an investment
property renting out your existing home could be another strategy to cover the mortgage
while putting equity towards purchasing a new property. This can provide ongoing income to
offset the mortgage costs and build wealth at the same time. Before committing to renting
your current property make sure to talk to an agent.



THE ART OF
BUYING & SELLING

SIMULTANEOUSLY

STRATEGIC TIMING &
EXPERT GUIDANCE

Navigating the financial strategies for
buying a new home before selling your
existing one involves precise timing and a
deep understanding of market dynamics.
It's crucial to work closely with a
professional real estate agent who can
offer expert advice tailored to your
specific financial and personal
circumstances. A knowledgeable agent
will help you evaluate the pros and cons
of each financing option, ensuring you
choose the best strategy to meet your
goals.

Your agent can also provide insights into
the best times for buying and selling
pbased on current market trends and
future projections. They will help you
coordinate the transactions, aiming to
minimize risks and maximize your
financial outcomes. Consulting with a
professional ensures that you are making
well-informed decisions that align with
both your immediate needs and long-
term financial health. This expert
guidance is invaluable in helping you
navigate this significant life transition
smoothly and successfully.



THE ART OF

BUYING & SELLING
SIMULTANEOUSLY pngi'yfp\é%ﬂ TO
YOUR ADVANTAGE

Being proactive about mortgage pre-approval is crucial. Many buyers delay getting pre-
approved until they find the house they want, which can slow down the process. Pre-approval
not only expedites buying your next home but also shows sellers you are a serious and
prepared buyer, which can be a significant advantage in competitive markets.

Getting preapproved early gives you advantages by
« Allowing you to investigate your options and position yourself better.
» Give you time to tweak your finances to acquire even better terms.

o Many times paying one card down a little or being counseled not to close a card you're
not using can be the difference between a loan you're excited about and a loan you
plan to refinance.

e Shorten the time between contract and close by doing a majority prior to contract.

o If you can't buy a home cash, being cleared to close only needing an address is the next
best position and will be advantageous when the right home comes along and you
don't want to see it slip away.

PARTNERING WITH THE RIGHT AGENT

Finally, working with an experienced real estate agent who knows the tools available and can
recommend the right lenders for your specific needs is vital. Every lender has unique
programs and we have to keep up on what programs each is offering, current closing costs
and success at closing on time. A great agent goes beyond the paperwork and door opening;
they understand how to navigate complex market dynamics and tailor the buying and selling
process to fit your personal timeline and circumstances. Delays and mistakes are expensive.




QUALITY DECISIONS REQUIRE
QUALITY INFORMATION

As you prepare to step into the world of home selling, it's crucial to
navigate the maze of information with a discerning eye. Whether
you're flipping through channels or scrolling through headlines, the
media you consume can often paint a picture far removed from
reality. Let's break down the myths and bring clarity to what truly
affects your home-selling journey.




REALITY TV VS. REAL LIFE

You might find yourself binge-watching home
improvement shows on HGTV, absorbing all sorts
of ideas and strategies. It's important to
remember, though, that these shows are to real
estate what professional wrestling is to Olympic
wrestling — there's a lot more drama and it's highly
staged. While entertaining, these programs often
set unrealistic expectations about renovation
costs, timelines, and the real estate process.

THE MOVING TARGET OF
MARKET TRENDS

If the last time you sold a home was in 2012, using
that experience as your benchmark could lead you
astray. Real estate markets are dynamic, changing
not just year by year but often month to month.
What worked a decade ago might not apply
today, just as 2012 was radically different from
2002. It's crucial to understand that markets are
always in flux, influenced by countless variables
that shift supply and demand.

MISLEADING HEADLINES
AND LOCAL REALITIES

The news media often focuses on what draws the
largest audience or stokes the most concern. A
headline screaming about a market crash in San
Francisco has no bearing on what's happening in
Kansas City. For instance, today | saw one report
decrying a slump in San Francisco's market while
another hailed Kansas City as having the hottest
market in the country. Yet another noted a 13%
drop in home sales here, which sounds alarming
but actually indicates a tightening inventory—a
positive if you're selling.

QUALITY
DECISIONS
REQUIRE
QUALITY
INFORMATION




UNDERSTANDING YOUR
POSITION IN THE MARKET

In a study | conducted last year in the Kansas City
northland, | found that approximately 70% of
homeowners with two-story, 4-bedroom homes
built between 1997 and 2007 and owned for over a
decade had no mortgage left. The remaining 30%
had substantial equity, often around 70%. Despite
this, many worry about rising interest rates, not
realizing that these might not significantly impact
their next move—many could "right-size" without
needing a substantial new mortgage, if any at all.

HISTORICAL
PERSPECTIVE ON
MARKET CYCLES

The real estate market is a tapestry woven with
cycles of ups and downs, influenced by economic
conditions, government policies, and societal
changes. Each cycle brings its own set of
challenges and opportunities, with no perfect
moment that suits everyone.

UNDERSTANDING
MARKET PHASES

Historically, the market has always cycled through
periods of boom, bust, and recovery. For instance,
during the 2008 financial crisis, the market
plummeted, creating a tough environment for
sellers but offering a golden opportunity for
buyers who could afford to invest. By 2012, the
market began to recover, opening a new set of
opportunities and challenges. Those who bought
at the market's lowest point found themselves on
an upward trajectory as home values increased.

QUALITY
DECISIONS

REQUIRE
QUALITY
INFORMATION




QUALITY
"INTERESTRATES  [5] =& I3[0\ [

Interest rates are a powerful driver of real estate
cycles. The recent pandemic-driven low rates REQUIRE
created a buying frenzy, pushing prices up as

buyers competed for limited stock. This intense QUALI I Y

demand led to situations where many overpaid or
settled for homes that didn't meet all their criteria,

just to take advantage of the favorable loan terms. I N Fo R MATIO N
However, this rush also meant that some buyers
were purchasing properties at peak prices, which
could lead to challenges in future cycles. When
rates went from 4% to 6.5% the market cooled
quickly then rates rose to 8% and real estate got
really quiet for a bit. When rates fell from 8% back “AS a SpeCieS we are

to 6.5% we saw many buyers come back but when d . d . N

the FED announced they were not going to eSIgne tO survive nOt to
reduce rates anymore we saw rates go back to 7% thrive."

and guess what happened? Buyers were

scrambling to find homes afraid rates would go

even higher. I've watched buyers wait for better

rates only to scramble to secure a rate before it

goes higher. The lesson here is fear is a stronger

motivator than opportunity.

MISLEADING HEADLINES
AND LOCAL REALITIES

The news media often focuses on what draws the

“HGS there ever been a Iargest audience. or stokes the most congem. A
headline screaming about a market crash in San
m(]rket th(]t you can Francisco has no bearing on what's happening in

remember the heddline Kansas City. For instance, today | saw one report

decrying a slump in San Francisco's market while

SGYing “SCIfeSt Gnd BeSt another hailed Kansas City as having the hottest
Time TO Ever Buy A House market in the country. Yet another noted a 13%

nyn drop in home sales here, which sounds alarming
IS NOW : but actually indicates a tightening inventory—a

positive if you're selling.

It didn't happen.



THE MYTH OF THE
PERFECT MARKET

The idea of a "perfect market" is a myth. Every
market phase presents a mixture of pitfalls and
potentials. Winners and losers exist in every cycle
—the winners are typically those who best
understand the current market dynamics and
how to leverage them. For example, during high
unemployment rates, savvy investors can find
opportunities to buy from distressed sellers, while
during times of economic prosperity, sellers can
capitalize on increased buyer competition.

QUALITY
DECISIONS

REQUIRE
QUALITY
INFORMATION

Uncertainty is the only certainty.

EMBRACING MARKET REALITIES

Accept that market anxiety, conflicting information, and
overconfident predictions are part of the landscape. The key is
not to look for a market without challenges but to find your
opportunity within the existing conditions. Always be prepared
to sift through the noise to uncover the real data that will

inform your decisions.



In the digital age, it's tempting to rely on online QUALI I Y

your property. However, it's crucial to understand I N FORMA I ION
their limitations and why they often cannot

replace a professional evaluation.

Online home value estimators are based on algorithms that analyze data from various sources
like public records and recent sales. While this sounds straightforward, the accuracy of these
tools is frequently compromised by outdated or incorrect data. For instance, these algorithms
exterior, updated the kitchen, or are still sporting that DIY plywood cabinetry from decades
ago. They lack the nuanced understanding of local market trends that can dramatically affect
property values.

The primary role of these estimators isn't necessarily to provide you with the most accurate
value of your home but to engage users and generate leads for real estate agents. These
platforms often sell information to agents who then reach out to potential clients. Inaccuracy
might. It's a business model centered around engagement, not precision.

online estimates before talking to a real estate professional. However, just as a medical
professional provides a level of insight and diagnosis that an online tool cannot, so too does a
real estate expert offer a depth of market knowledge and valuation expertise far beyond the
While the specific valuation estimates from these sites should be taken with caution, the trend
data they provide can be useful. Observing whether the market trends are going up, down, or

ZESTIMATE AND OTHER DECISINS
home value estimators for a quick appraisal of
LIMITATIONS OF ONLINE ESTIMATORS
do not know the current condition of your home—whether you've recently painted the
THE TRUE PURPOSE OF ONLINE ESTIMATORS
can sometimes serve these platforms by sparking more conversations than accurate data
Just like individuals might consult WebMD before seeing a doctor, homeowners might check
capabilities of an algorithm.
staying stable can offer helpful insights into broader market conditions.






EMOTIONAL DECISION
MAKING IN HOME BUYING

Understanding the emotional decision-making process of buyers is crucial for effectively
marketing and selling your home. While logical considerations like updates and maintenance
are important, the initial emotional temperature of a buyer often plays a more significant role
in their decision to make an offer. This chapter delves into how to tap into buyer emotions to
make your home more appealing and discusses strategic updates that can significantly
impact buyer perception.




EMOTIONAL
DECISION
MAKING IN
HOME BUYING

THE EMOTIONAL FILTER
OF BUYERS

Buyers often make decisions based on their
emotions first, then justify those decisions with
logic. As a seller, it's essential to recognize that
while you understand the practical benefits of
upgrades like triple-pane windows or a high-end
HVAC system, these features are usually just
supporting details. The primary driver for a buyer
is how your home makes them feel. If they don't
“feel” right about the home, no amount of logical
reasoning will change their mind. Similarly, once
buyers fall in love with a property, it's challenging
to dissuade them based on logical flaws alone.

FIRST IMPRESSIONS AND
SENSORY APPEAL

First impressions are crucial as they are the initial
emotional touchpoints for a buyer:

Online Impressions
In Person Impressions

o Curb Appeal: Ensure the home's exterior is
inviting with well-maintained landscaping, a
freshly painted mailbox, and a clean driveway.
These elements create a welcoming first
impression that can significantly influence a
buyer's emotional response.

e Entryway and Touchpoints: As buyers
approach and enter your home, small touches
can make a big difference. A smooth railing, a
freshly painted front door, and a new doorknob
set a positive tone.

o Olfactory Influence: Scents have a powerful
effect on emotions. Ensure your home smells
fresh and inviting, which can make the space
feel more appealing and homely.



EMOTIONAL
DECISION

MAKING IN
HOME BUYING

HANDLING
NECESSARY UPDATES
STRATEGICALLY

Decide which updates to prioritize based on
potential emotional impact:

* Visible Repairs: Address any repairs that
are immediately noticeable and could
deter buyers, such as noticeable
damage or outdated features.

» Cost-effective Improvements: Focus on
improvements that offer a high return
on investment by significantly affecting
buyer perception for a relatively low
cost.

Selling a home is as much about engaging
the buyer's emotions as it is about the
transaction itself. By focusing on the
emotional aspects of home presentation
and making strategic updates that
enhance these feelings, you can create an
environment where buyers can easily
imagine themselves living and thriving. This
approach not only helps in selling the
property faster but can also potentially
increase the offers you receive.

While

PRIORITIZING
EMOTIONAL OVER
PRACTICAL UPDATES

practical updates are important,

focusing on changes that enhance the home’s
emotional appeal can be more effective in
securing a quick sale:

Visual Upgrades: Invest in updates that
have immediate visual appeal, such as fresh
paint, updated fixtures, and minor aesthetic
enhancements.

Reduce Clutter: Simplify spaces to help
buyers envision themselves living in the
home. This includes depersonalizing and
removing excess items that can make
spaces feel cramped.

Address Senses: Consider the ambient
sounds and lighting in your home. Soft
background music and well-lit rooms can
make the property more inviting and
comfortable.



EMOTIONAL DYNAMICS
EMOTIONAL IN HOME SELLING

DECISION

Understanding how buyers emotionally make
decisions is essential for any home seller. It's easy

to think that practical features like high-
MAKI NG IN efficiency triple-pane windows or a top-of-the-
line HVAC system are what will clinch the sale.
HOME BUYING However, these logical updates often play a
supporting role rather than sparking the initial

attraction. In the real estate market, emotional
appeal is what really pulls buyers in.

EMOTIONAL DECISION-MAKING: THE REAL DEAL

Buyers process their decision to purchase a home emotionally first, then back up those
decisions with logic. Imagine you're looking at big menu at a bar and grill restaurant. You first
filter and narrow by using what? Emotion. You look for what is “Yummy” first. After you've
narrowed down your choices to what's appetizing you then decide logically among the
remaining options. When | was young, it was price, now that my belt tightens throughout the
day I'm looking at calories. | pick the healthiest option of my three and pat myself on the back
for making a smart healthy decision. But really... did | look at the healthiest items on the
menu? Kind of. The same way | saw 17,000 cars on the road today and 150 billboards. My brain
filtered that out as unimportant. I'll tell you what though, if a white Ford Fusion is headed the
other way | crook my neck to see if that's my wife! That's the way the brain works. There's too
much to pay attention to so our emotional centers filter and bring what we believe is
important to our logical centers to make critical decisions.

This can be frustrating for sellers who see their property through a practical lens—like
knowing why those expensive windows were installed or that extra money was dropped on a
new furnace. Unfortunately, these logical reasons rarely ignite the kind of emotional response
that leads to a buyer falling in love with a property. If a buyer doesn’t feel it right away, all the
data in the world won't change their mind. If someone falls in love though, look at all the
things they are willing to overlook to justify their decision.

"All people buy for emotional reasons, but just watch
‘em defend their purchase afterwards with logic.”
- Zig Ziglar



EMOTIONAL
DECISION
MAKING IN
HOME BUYING

SETTING THE STAGE FOR
A SUCCESSFUL HOME
SALE

First off, it's crucial to view potential buyers as
your guests, offering them what | like to call the
"first date experience." Selling your home involves
more than just transactions; it's about opening
up your personal space to strangers, which can
feel quite invasive. As someone who's facilitated
numerous home sales, I've seen how intimate
and personal a space your home is to you. It's
important to remember that agents and their
buyers are human and sometimes make
mistakes—Ilights might be left on, or doors might
not be locked properly. While these slip-ups can
feel intrusive, it's vital to assess the situation
calmly and consider the bigger picture.

Many homeowners feel a sense of violation and
become defensive when things don't go perfectly
during showings. It's natural to feel protective of
your space. However, | always remind my clients
that while I'm ready to defend their interests
vigorously, we should pick our battles wisely.
What do we stand to gain from a confrontation?
Our goal is to keep everyone engaged and
cooperative long enough to close the deal
smoothly. Imagine ruining a promising first date
by getting upset with the waiter over a mistake
—we wouldn't want that.

Additionally, we're all prone to errors, myself
included. Providing some grace during the
selling process is crucial. After all, we might need
a bit of understanding in return someday. It takes
all parties to get to the finish line so let's make
sure we come across as a good dance partner.



EMOTIONAL
DECISION

MAKING IN
HOME BUYING

MAKING STRATEGIC
IMPROVEMENTS

Deciding which improvements to make should
be based on their potential to increase net
proceeds. Sometimes, the best strategy might be
to make minimal, cost-effective enhancements
that make the property more appealing without
undertaking major renovations. This could
include simple fixes like painting, minor repairs,
or updating fixtures rather than extensive
remodeling.

SALES VS MARKETING

Next, it's essential to view your property through
a marketing lens. A lot of people believe that real
estate agents are salespeople - the secret is that
yes we have to be able to sell ourselves to get the
job BUT 99% of transactions I've never met the
buyer because they are represented by an agent.
And again truthfully - | don't think anyone could
ever just talk someone into buying a home. There
are too many opportunities for remorse. | sell only
trust and a shortcut. When you hire me, you get
all my experience that will save you having to
learn from lessons. Not all lessons need to be
learned!

A good marketer knows that the offer must be
compelling to the audience. If it's not compelling
- no salesman in the world could sell it anyway. If
the offer is good enough - the product sells itself.
If done right, it should look like we haven't done
much at all, but in reality, we've positioned the
home perfectly to appeal to the right buyer.

"Emotion leads and logic follows. By
keeping the emotions high throughout
the buying process, a buyer will
naturally find logical reasons to justify
their emotions. If the emotions fade
the buyer's emotions can then lead
logic finding reasons justifying
remorse.

We want to do everything we can to
keep the buyer excited and confident
throughout the sales process.”




EMOTIONAL
DECISION

MAKING IN
HOME BUYING

Strategic and Congruent Improvements:
Uniformity Across Improvements: Ensure that
all updates, such as a newly renovated kitchen
and bathroom, are congruent to meet buyer
expectations consistently.

Understanding Buyer Expectations:

Different buyers are interested in homes at
various conditions. While aesthetically pleasing
homes are great for social media, our goal is to
enhance your financial return and flexibility
during the sale.

Appropriate Upgrades:

Focus on improvements that elevate your
home's condition category as defined by
appraisers: Cl (new), C2 (remodeled like new),
C3 (very good condition), to C6 (requires
significant work). Plan your updates to fit
congruently within a condition category. For
example, if some updates are C3 but many are
C4, the market will likely perceive your home as
C4. Simple, consistent upgrades across the
board can significantly boost perceived value
and appeal.

Early Consultation:

Before you start spending on updates, reach
out to our team. We can guide you in planning
your projects to ensure they align with market
demands and maximize your profit.

HOME IMPROVEMENT
TIPS FOR MAXIMUM
RETURN ON
INVESTMENT

Painting: Opt for neutral colors that match your
home's existing trim. A clean, neutral palette
appeals to the broadest range of buyers.

Professional Cleaning and Maintenance:

Deep Cleaning: Hire professional cleaners to
refresh every nook and cranny. Consider
exterior soft wash services to brighten the
facade and clear any algae or dirt, enhancing
curb appeal.

HVAC Maintenance: Service your HVAC system
regularly, especially before inspections to avoid
potential issues flagged by inspectors.

First Impressions and Staging:

Enhance Entryways: Refresh the front door,
mailbox, and railings with new paint. These
small touches can make a significant first
impression.

Declutter and Stage:

An uncluttered home shows better. Pack away
personal items and consider renting a storage
unit if necessary. Staged homes, especially
those not in perfect condition, help buyers
visualize living in the space and draw attention
away from minor flaws.



PRICING YOUR HOME



IDENTIFYING YOUR GOAL: NET
PROCEEDS VS. SELLING PRICE
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Anyone can set a high price and see where the the offers fall. Professional agents understand
the balance between the cost of improvements and the real value they add to your property
and are able to advise where to invest your time and money and where to stop.. This chapter
will guide you through the intricate process of determining whether to renovate, make minor
updates, or sell as-is to maximize your net proceeds (the actual amount you pocket after all
the expenses).




UNDERSTANDING
COST VS. VALUE

Before deciding on any upgrades or renovations,
it's crucial to differentiate between cost and
value. Not all improvements will offer a return on
investment. For example, what was considered a
luxury addition in the past, like granite
countertops, has become more commonplace
and may not significantly increase a home's
selling price. Understanding this difference will
help you make informed decisions that align
with your financial goals rather than just aiming
for cosmetic enhancements.

THE "I WOULD"
TECHNIQUE & ITS
PITFALLS

Early in my career, | learned the "l would"
technique, where an agent encourages
homeowners to make all possible improvements
with a nod and an "l would." This approach
simplifies decisions but often leads to
overspending. Homeowners need to ask: does
achieving the highest selling price align with my
goals, or is increasing my net proceeds more
important? The answer isn't always
straightforward and requires a deeper analysis
than just saying "l would."

Most real estate agents will estimate your net
proceeds, infact they're required to. The typical
net sheet includes your estimated sales price and
sales date minus all the costs incurred which
equals your net proceeds. They generally are not
going to include any of the costs you incur out of
pocket to prepare your home for sale. A good real
estate agent should be able to estimate these
costs, have vendors they regularly work with to
keep these costs down and be able to
confidently advise - before you hire any agent to
sell your house, make sure they can do this.

IDENTIFYING
YOUR
GOAL




THE ROLE OF MATCHED
PAIRS ANALYSIS IN
HOME IMPROVEMENT
DECISIONS

Understanding how specific features contribute
to a home's value is crucial. This can be done
through matched pairs analysis, which compares
homes that are similar but have differences that
can be extracted. A perfect pair in matched pairs
would be two identical houses next door to each
other with the same view that are identical
except for only a single difference - a fenced yard
e.g. If they house with the fenced yard sold for
$5000 more the same week - its safe to estimate
the contributory value of a fence is $5000.

Of course perfect pairs are rare and this is where
extracting adjustments gets trickier.

For instance, if a home with a remodeled kitchen
sells for significantly more than a similar home
with an outdated kitchen, the difference can
often justify the cost of a kitchen remodel.
However, this analysis needs to be nuanced to
consider current market demands and the
overall condition of your home.

To confidently extract specific adjustments like
“how much value would | add by.. adding an
inground pool, finishing the basement, adding a
4th bedroom etc. You should consult with
someone experienced in appraising or broker
price opinions who can clearly describe to you
what matched pairs are. Every market is different
and there are no hard and fast rules for what a
feature adds in value - anyone that tells you
otherwise doesn’'t know what they're talking
about.

IDENTIFYING
YOUR
GOAL




A SIMPLIFIED WAY
TO ESTIMATE YOUR
VALUE YOURSELF

STEP 1: GATHER DATA ON

RECENT SALES

Collect information on recent home sales in
your neighborhood. Focus on sales within the
last 3 to 6 months, if possible. Look for homes
that are similar in:
e Size (square footage)
o Age of the property
* Number of bedrooms and bathrooms
» Garage count (e.g., 2-car garage)
e Additional features (e.g., swimming pool,
garden, patio)
e Overall condition (newly renovated vs.
needs work)

STEP 2: LIST AND

COMPARE FEATURES

Create a list where you document all these
features for each comparable sale. Use a
spreadsheet for easier manipulation and
visualization of data.

STEP 3: MARK COMPARABLES

AS SUPERIOR OR INFERIOR

Next to each comparable property on your list:
o Mark it as Superior if it has features that are
better than those of your property (e.g.,
more bedrooms, newer renovations).
e Mark it as Inferior if it has features that are
worse than those of your property (e.g.,
older, fewer bathrooms).

IDENTIFYING
YOUR

GOAL

STEP 4: ORGANIZE BY PRICE

Organize these comparables in order of their
selling price. Place the lowest priced homes at
the start of your list and the highest priced
homes at the end.

STEP 5: DETERMINE YOUR

COMPETITIVE POSITION

Look at the list and identify where your

property fits within this range:

e Find properties that are just superior to
yours and note the lowest price point
among them.

e« Find properties that are just inferior to
yours and note the highest price point
among them.

Your home's estimated value range likely falls

between these two price points. This is where

your home competes best in terms of features
and market appeal.



EXAMPLE

Imagine your home has 4 bedrooms, 2 bathrooms, and has been moderately
updated. You're analyzing comparable sales within your neighborhood:

e

LY INFERIOR HONE

e Sold for $265,000 « Sold for $283,000
e Smaller size, older, 3 beds, e Similar size, slightly older, 4

2 baths, no recent updates. beds/2 baths, some updates

» Sold 8 months ago. but less modern than yours.

e Sold 4 months ago

« Sold for $285,000 « Sold for $295,000

Very similar in size and age, 4
beds/2 baths, similar level of
updates

sold 5 months ago.

e Sale 5 - Superior Home:
« Sold for $309,000

Similar size, newer, 4 beds/2
baths, slightly better
condition and updates.

Sold 2 weeks ago

o Larger size, similar age, 4 beds/3 baths,

recently updated with high-quality finishes.

* Sold 1 month ago
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BASED ON THESE GOAL
COMPARABLES:

e THE LOWEST PRICE AMONG HOMES SLIGHTLY
SUPERIOR TO YOURS IS $290,000.

e THE HIGHEST PRICE AMONG HOMES SLIGHTLY
INFERIOR TO YOURS IS $280,000.

e THE MOST SIMILAR SALE IS $285,000

e HOMES HAVE BEEN SELLING FASTER RECENTLY
(SELLERS MARKET)

Estimated value is $285,000-$290,000 assuming some appreciation may have
occurred as the market is showing signs of appreciation and demand.

WHY THIS WORKS TIPS FOR ACCURACY

Using this narrowed approach allows you to « Be Objective: Try to view your home from

position your home accurately within the  an outsider’'s perspective to avoid

market, ensuring you're competitive without  overvaluing based on emotional

undervaluing or overpricing your property. It  attachment.

leverages real sales data, providing a clear « Use Most Recent Data: Market conditions

picture to potential buyers and real estate can change rapidly, so ensure your data is

agents of the value your home holds, based as recent as possible.

on tangible, comparable market o« Consult a Professional: For a more

transactions. precise valuation, consider hiring a
professional appraiser. They can provide
insights and adjustments you might
overlook.



WHERE TO
GET THE DATA

In Kansas City, the availability of real estate
transaction data varies significantly by county,
affecting how homeowners can estimate their
property values. Jackson County MO, Johnson
County KS, and Wpyandotte County KS are
disclosure counties, where sales prices are publicly
recorded, allowing for accurate comparisons when
assessing home values.

However, in non-disclosure counties like Clay and
Platte Counties in Missouri, along with
neighboring counties such as Clinton, Ray, Cass,
Miami, and Leavenworth, sales prices are not
publicly disclosed. Deeds in these areas typically
record a nominal sale price, often just $1, which
can obscure the real market value of properties.

For homeowners in these non-disclosure areas,
traditional property listing sites like Zillow do not
always provide actual sales prices, limiting the use
of these platforms for accurate home valuation.
Instead, homeowners might need to rely on the
list prices of active and pending sales to gauge the
market. While list prices don't offer the exactitude
of actual sale prices, they can still serve as a useful
indicator of the current market conditions and
help homeowners understand where their
property might stand in terms of value.

|
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PRICING STRATEGIES
FOR SELLING YOUR
HOME: UNDERSTANDING
BUYER PSYCHOLOGY

today's the

psychological drivers behind a buyer's decision-

In market, understanding
making process is crucial for effectively pricing
your home. The modern consumer, much like
those opting for transparent pricing at car
dealerships, increasingly prefers clarity and
simplicity during transactions, favoring situations
where the value of a purchase clearly outweighs
the price. This shift in buyer behavior influences
various pricing strategies, each with its own

psychological implications and market responses.

&

Price vs Value

IDENTIFYING

YOUR
GOAL

The right price meets the market
where price and value intersect.

Buyers Will Offer

>
Willingness To Buy



PSYCHOLOGICAL IMPACT
ON BUYERS:

Pricing a home above its estimated market value
can initially create an impression of exclusivity or
unique appeal, particularly if the property offers
distinctive features that are hard to find elsewhere
in the market. However, this strategy often risks
alienating a broad segment of potential buyers
who are wary of overpaying or entering lengthy
negotiations.

WHEN IT WORKS:

e Unique Properties: High-end, unique
properties that can't easily be compared to
others might justify a higher price tag
because they offer something exceptional
that standard properties do not.

e Creating a Win for Buyers: If a price drop is
anticipated in your strategy, it can
psychologically engage buyers by giving
them a sense of victory when they
purchase the property at a reduced price.
This approach must be carefully managed
to avoid the stigma of a stale listing.

IDENTIFYING
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CHALLENGES:

e Emotional Disengagement. Buyers
today are less inclined to engage in
back-and-forth haggling. A home
priced too high might discourage offers
altogether, as contemporary buyers
prefer straightforward transactions
where the value is evident upfront.

PRICING AT OR SLIGHTLY BELOW ESTIMATED
VALUE: THE SWEET SPOT

Pricing your home at or just below market value taps directly into the buyer's desire for fair
play and immediate gratification. This strategy aligns with the buyer's expectation that they
are receiving optimal value for their money, which is particularly appealing in a market where

trust and transparency are valued.

ADVANTAGES:

e Quick Engagement: Homes  priced
accurately or slightly under market value
tend to attract attention quickly, resulting
in shorter listing periods and faster sales.

o Multiple Offers: Competitively priced
homes are more likely to receive multiple
offers, which can drive the sale price up as
buyers perceive high value and feel the
urgency to act quickly.

OPTIMAL OUTCOME:

» Highest Possible Sale Price:
Consistently, homes priced accurately
or just a bit under tend to achieve the
highest final sale price, benefiting from
the competitive tension among buyers
who recognize the value.



UNDERPRICING TO

SPARK BIDDING WARS: A I [p) S B4 ], [

CALCULATED MOVE

Underpricing a home can be a deliberate tactic to

generate a frenzy of buyer activity. It's a method GOAL
bidding

used to create a competitive

environment, particularly effective in seller's
markets or for properties that appeal to a broad

audience.

PSYCHOLOGICAL WHEN TO USE
TRIGGERS: THIS STRATEGY:

e Fear of Missing Out (FOMO): Buyers are e Strong Seller's Market: In a market

driven by the competition, often where demand significantly outstrips
stretching beyond their initial budget supply, underpricing can lead to
constraints to secure a win. multiple offers above asking price.

e Perceived Value: When the starting » Advantageous Conditions: This strategy
price is low, buyers are more inclined to can prompt buyers to  waive
view the property as a bargain, which contingencies and accept properties
can lead to higher offers as they bid up "as-is," particularly when they are
the price in a competitive scenario. motivated by the competitive

atmosphere.

CONCLUSION: PRICING AS A
PSYCHOLOGICAL TOOL

In every pricing strategy, the key is understanding and influencing the buyer's emotional and
psychological state. Today's buyers seek transparency and straightforward dealings where
they feel confident in the value they're getting for their price. Successful sellers will tailor their
pricing strategy not only based on market conditions but also on an intuitive understanding of
buyer psychology, ensuring that the perceived value consistently exceeds or meets the asking
price. This approach not only facilitates smoother transactions but also maximizes the seller's
returns by aligning with the evolving preferences of modern consumers.
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NAVIGATING UNDERSTANDING

REAL ESTATE LISTING AGENT OPTIONS
When it comes to selling your home, the choice of

COMMISSIONS Patiuigwiiesiiiiiig

outcome. This section focuses on the role of the
listing agent and the various models you can

choose from, providing insights to help you make
the best decision for your situation.

FOR SALE BY OWNER (FSBO)

Opting for a For Sale By Owner (FSBO) approach might seem financially appealing since it
eliminates the need to pay a listing agent's commission. However, this method often attracts
buyers who are also looking to save on commissions, which can result in a lower selling price.
Moreover, FSBO sellers typically encounter challenges due to their lack of experience in real
estate transactions, which can complicate negotiations and the overall selling process. The key
drawback here is the limited exposure to a network of professional agents, which can reduce
the pool of potential buyers and, consequently, the likelihood of receiving the best market
price.

DISCOUNT AND FLAT FEE BROKERAGES

Discount and flat fee brokerages provide a cost-effective way to list your property on the MLS,
which helps in attracting offers. While initially cheaper, these services often involve upsells
that increase the final cost. Importantly, these brokerages generally act as transaction brokers,
meaning they facilitate the sale without offering tailored advice or advocacy for either party.
This can lead to a lack of support in marketing and showings, often handled by the seller,
which can slow down the process. Additionally, these brokerages are not incentivized to
ensure the property sells for the highest possible price since their fee is secured upfront.

TRADITIONAL REAL ESTATE AGENTS

A traditional real estate agent, acting as a designated or seller's agent, provides full
representation. This means they owe fiduciary duties to you, prioritizing your financial interests
above their own. These agents assist in all aspects of the selling process—from preparing the
property and providing accurate valuation to negotiating offers and ensuring a smooth path
to closing. The commission for a traditional agent typically ranges from 2% to 4%, varying
based on experience and the extent of services provided. Agents in the higher commission
bracket usually bring substantial marketing prowess and expertise, which can justify the
additional cost.




NAVIGATING

REAL ESTATE
COMMISSIONS

COMMISSION AS AN
INVESTMENT, NOT A
COST

It's crucial to view the commission you pay
your real estate agent not as a mere
expense but as an investment in your
financial and transactional success. A
higher commission can act as a strong
incentive for an agent to secure the best
possible sale terms for you. Furthermore,
agents who handle a high volume of
transactions are generally less motivated
by any single commission and more
driven by maintaining a reputation for
successful, client-focused outcomes. This
mindset aligns their interests with yours,
focusing on achieving the best sale price
and conditions rather than simply earning
their fee.

In summary, choosing the right listing
agent and commission structure is more
than just about saving on fees. It involves
understanding the value brought by
experienced  professionals who can
navigate the complexities of real estate
transactions. By investing in competent
representation, you position yourself to
achieve better financial outcomes and a
smoother selling experience.



THE ROLE AND IMPACT
OF BUYER'S AGENT

NAVIGCATING COMMISSIONS

Real estate commissions have traditionally
R EAL ESTATE been a vital aspect of how real estate
transactions are structured, serving not just as
compensation for agents but as an incentive to
COM M ISSIONS attract buyers and skilled professionals to

facilitate the sale of your property.
Understanding the evolution and current

practices regarding buyer's agent
commissions is crucial for any seller.

WHAT'S HAPPENING WITH COMMISSIONS?

Historically, real estate commissions were straightforward: a listing agent would list a property,

offer a portion of their commission to any cooperating agent (the buyer's agent) who brought
a buyer, a practice stemming from a time when all agents were essentially considered sub-
agents of the seller. However, the 1990s saw significant shifts due to advocacy for buyer
representation, leading to the formalization of buyer's agency. This allowed buyer’'s agents to
be directly compensated through agreements with their clients, rather than relying solely on
the listing agent's offer of commission.

The recent class-action lawsuit settlement against the National Association of Realtors (NAR)
has further transformed the landscape. It resulted in the prohibition of advertising buyer's
agent commissions via MLS, fundamentally changing how these commissions are
communicated and negotiated. Now, buyer’'s agents must establish commission rates upfront
with their clients, and any difference between this rate and what the seller offers goes to the
buyer as a concession.



NAVIGATING
REAL ESTATE
COMMISSIONS

IMPLICATIONS
FOR SELLERS

What does this mean for sellers? First, the

transparency and upfront negotiation of
commissions can affect the attractiveness of
property listings. Sellers now have the option to
either offer no commission (making the buyer
responsible for compensating their agent), offer a
commission verbally, through printed materials

or leave it to negotiations.

THE PROS AND CONS:

o Offered Commissions: This will meet the
market where it has been accustomed. Buyers
are used to sellers covering their agent’s
commission and will potentially prioritize
listings that have already committed to
paying this cost. Also agents may prioritize
listings with this included as it will directly
affect the buyers ability to purchase.

e No Commission Offering: This approach may
save on costs but can limit the pool of
potential buyers, as buyer's agents may
prioritize listings with clearer, guaranteed
compensation.

« Negotiated Commissions: By choosing to offer
a commission, sellers can make their

properties more attractive to buyer's agents

still accustomed to the old system. However,
this needs to be balanced to ensure that it
does not unnecessarily diminish the seller's

returns.



NAVIGATING
REAL ESTATE
COMMISSIONS

STRATEGIC
CONSIDERATIONS

Offering a competitive commission can still be a
significant advantage. Even though the
landscape is shifting, many agents and buyers are
still adjusting and used to a certain way of doing
business. A competitive commission can attract
more professional and experienced agents, who
are likely to bring qualified buyers and facilitate
smoother transactions.

Furthermore, it's essential to understand that
effective real estate marketing involves more
than just the promise of financial rewards. It's
about positioning the property to appeal to
buyers' needs and desires, ensuring the property
is presented at its best, and navigating
negotiations to secure the best possible outcome.

CONCLUSION

As the real estate market continues to evolve,
particularly with changes in how commissions
are handled, sellers must stay informed and
considerate of how these changes impact their
selling strategy. While saving on commission
might seem financially wise, it's crucial to weigh
this against the potential benefits of attracting a
wider pool of buyers and more experienced
agents. Ultimately, the goal is to not only sell your
property but to do so in a way that maximizes
your return and minimizes stress and risk.

*Winning doesn't require the other
side to realize they lost. "
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HIRING THE RIGHT AGENT

Choosing the right real estate agent is a critical decision that can impact not just the sale of
your current home but your financial well-being and stress levels throughout the transaction.
Understanding the structure within which agents operate can help you make an informed
choice.



THE ROLE OF THE HIRING
BROKERAGE
individual real estate agents and teams operate. It TH E R I G HT
provides the necessary legal, administrative, and AG ENT
marketing support to its agents. Brokerages can

range from large national franchises known for

A brokerage is the agency or office under which

their brand recognition to small, boutique firms

with a more local or specialized focus.

“IN GENERAL THE AGENT MATTERS MORE
THAN THE BROKERAGE.”

Solo Agents are individual real estate professionals who manage all aspects of their business.

They're jacks-of-all-trades, handling everything from marketing to negotiations, to paperwork.
The advantage here is a highly personalized service. When you work with a solo agent, you're
their top priority. However, their time is limited, and during busy periods, they might not be as
available as you'd like.

Real Estate Teams operate under a brokerage but share tasks among several specialized
members. Just as a law firm has different attorneys for litigation, research, and client relations,
a real estate team might have separate agents for buyers, listings, negotiations, marketing
and closings. This specialization can lead to a higher level of service in each area and greater
overall efficiency. The lead agent offers expertise and oversight, while the supporting team
members ensure that clients receive timely attention.



THE PLAINS PARIS
MODEL: A TEAMERAGE

At Plains Paris, we've adopted what's known as a
"teamerage" model—a synergy between a H I RI N G
brokerage and a team. Here, you get the cohesive
and streamlined service of a team coupled with TH E RIGHT
the comprehensive support of a brokerage. In this
model, you benefit from the collective experience AG E NT
and insight of seasoned agents without sacrificing

the personalized touch that comes from working
with an individual agent..

Every client's journey is overseen by a high-performing agent, ensuring quality and
consistency. The support team ensures that every detail is managed efficiently.

The teamerage model allows for pooled resources, meaning clients gain access to better
marketing tools and strategies, as well as a wider network for buying or selling their home.
Moreover, each member specializes in what they do best—whether it's negotiation, staging,
marketing, or closing—bringing expertise and dedicated focus to their role. This
specialization not only enhances the service quality but also provides clients with expert
advice at each step of the process.

"Imagine hiring one person to be great at everything...
a teamerage allows each member to use their strength
and cover each other's weaknesses.”

In choosing the right agent, consider your priorities. Do you value the undivided attention of
a solo agent, or do you prefer the diverse skill set and availability that a team can provide? At
Plains Paris, we believe our teamerage approach offers the best of both worlds, ensuring a
smooth, efficient, and successful real estate experience.






