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THIS WINTER IS STILL A GREAT
TIME TO SELL YOUR HOME




Combine this shift with lowered mortgage rates, and 2021 and the first half of 2022 became a hot
seller's market. Many noted economists expect the number of buyers to continue to far outweigh
the number of homes for sale in 2022 resulting in homes selling for the highest prices they have
been in years.

If you're looking to sell your home in 2023, you need to understand the entire landscape in your
local market. What's important to buyers? What specific dynamics are driving the market? How do
you prepare your home to attract the right buyers and how to get the best possible terms?

HIRE AN EXPERT WHO KNOWS HOW
TO NAVIGATE THIS DYNAMIC MARKET

An unprecedented housing market is potentially life-changing for sellers. Now is not the time to

enlist a new or inexperienced agent. It is important to vet potential agents so that you can optimize
the selling potential of your home. Leveraging the experience of an expert agent means getting the
best possible terms and ensuring your home is on the market for the least possible amount of time.

VETTING POTENTIAL REAL ESTATE AGENTS

How many clients have they served this year?

An experienced real estate agent will have served multiple clients this year. The more active an
agent is, the better versed they will be navigating the selling process. An active agent truly has “their
finger on the pulse” of dynamic markets.



How well do they know the local market?

Local market expertise is paramount when hiring an agent. Someone that knows the area well is not
only able to help you evaluate and price your property more accurately but is also able to sell the
“lifestyle” of the neighborhood and community to potential buyers.

Check out client reviews; have they been featured for local awards?

In real estate, reputation is key. Pay attention to client reviews and any local accolades. Agents who
have a good reputation are generically ethical, represent the seller well, and have high standards for
quality of service.

What is their success in the local market?

Knowing the local market isn’t enough. Pay attention to their track record. If an agent can’t sell a
home in an area in which they are intimately familiar, you aren’t going to see the outcome you're
hoping for.

What are their home sales? What is their average sale to list price stat?

Ask any potential agents what their home sales are, and then compare these sales to the amount for
which the homes were initially listed. This is the sale to list price and will help you assess their trend
on selling homes for top dollar or close to the list price.

What is the average time on the market?

A skilled real estate agent will have homes sold quickly. Check the average time on market for the
area your home will be listed in, and then evaluate the agent based on their performance to the
market average.

What additional services do they offer beyond the typical home listing and market-
ing services?

Ask your real estate agent for a full list of services and whether you will be working only with the
agent or a team to support you. This will help you discern how involved a potential agent and their
agency are with the sale of the home and managing all the details. The level of involvement is cru-
cial, especially if you aren’t experienced in buying and selling a home.

GET A PRE-SALE HOME INSPECTION

A pre-sale inspection can be an integral part of the home selling process. Your inspection report will
provide you with peace of mind and can reinforce your asking price. This report can also save you
money if your home isn’t in prime selling condition. If you know what is in disrepair prior to listing
your home, you can choose which repairs to make, allowing you to control the cost, rather than
working it out later in negotiations with a buyer.

AVOID COSTLY RENOVATIONS BEYOND
NEEDED REPAIRS

Although the initial thought of many homeowners is to remodel in order to get a good price for
their home, some renovations aren’t necessarily worth the investment. Your first thought may be
that a kitchen remodel will see the best return given it's the focal point of most homes. The fact is
a major kitchen remodel in Atlanta only sees an average of 49%-52% recouped costs, and it doesn't
always make sense to put forth time and effort when time to market may be more prudent.

Projects that see a higher return on investment (and are also less expensive) include minor kitchen
improvements (73.5%), the addition of a deck (72.7%), or a new front door (or newly painted front

door), new lighting fixtures and landscaping.**

**All statistics from Hanley Woods Media Inc.'s Remodeling’s 2021 Cost vs. Value Report for Atlanta, GA.



Your real estate agent is the best source to advise you on what renovations will help present your
home for a quicker, higher value sale and will be the best return on your investment.

SET A SELLING TIMELINE

A strategic timeline for selling your home is paramount. The Atlanta Journal Constitution reported
that homes remained on the market for an average of 34 days in 2020 and 22 days in 2021. The
Georgia Realtors Bulletin reported that the market continues to be a seller’'s market with homes
continuing to only be on the market for an average of 22 days so far in 2022. [

What does this mean for sellers? If you're planning on buying a home while you are in the process
of selling your current home, you need to have a plan.

Set a timeline for prepping your home for sale, listing, showing, and ideally closing and relocating.
While selling your home isn’t always linear, attempting to adhere to your plan as closely as possible
will eliminate or reduce most roadblocks. A talented, experienced agent will help you develop such
a timeline based on current market activity - and can also be a valuable resource to help you find a
new home.

PRICE YOUR HOME RIGHT

It's important to list your home for a price that matches that of the market and gets you the best
possible price. It is equally important, however, to maintain reasonable expectations. You want to
ensure that you're not losing out on the opportunity to sell for a higher price, but you also want to
make sure that you're not pricing so high that your home sits on the market for far too long.

There is value in working with an experienced local agent. Agents who are extremely familiar with
your neighborhood (and even live in the area) can better navigate the specific local market condi-
tions. A local Realtor can attract buyers who would be a lifestyle fit for the neighborhood as well as
your home, increasing your chances of getting at or above your asking price.

DECLUTTER AND PREP YOUR HOME

Staged homes sell for an average of 17% more (and 87% faster) than non-staged homes, according
to a report by Forbes.2

Why does staging your home have such an impact on a home’s sale? Because in real estate, percep-
tion is key. When a home is staged, potential buyers can more easily see themselves living in the
home and are better able to visualize where their belongings might go. An empty house can also
appear smaller and give the impression that because the seller is no longer living there, they are
desperate. If your home will be empty when you plan to list it for sale, make sure to look for a real
estate agent that has experience and resources to professionally, or virtually, stage your home and

will maximize your sales price.




TIPS FOR STAGING YOUR HOME

I. DECLUTTERING AND REMOVING
PERSONAL ITEMS

When buyers look at a home, they need to be able to envision it as ‘their’ home. This means remov-
ing any personal items such as family photos, nick-nacks, awards with your name on them, or any
‘daily living’ types of items like notebooks or stacks of mail.

Keeping your home decluttered will allow the buyer to envision themselves living in your home.

2. KEEPING COLORS NEUTRAL

Bright colors are distracting and can make your home seem disorganized. As well, a too-unique col-
or can add too much of your own personality to a space in which you are trying to sell to someone
else. Main colors such as beige and greys with white accents are neutral enough to allow your buyer
to paint their own picture in their mind of what the home would look like with their own personal
touch.

3. HIGHLIGHTING YOUR FLOORS

Floors are often one of the biggest selling points of your home, and people have very specific pref-
erences when it comes to floors. Whether you've got porcelain tiles, hardwood floors, or wall-to-
wall carpet, highlighting your floors will attract the right buyers for your home.

4. DEEP CLEANING YOUR HOUSE

Any kind of dirt can give a negative impression of your home. A clean home doesn’t just look better;
it feels better. A deep clean of your home can make even an outdated home feel fresh and well kept.

A deep clean of your home involves everything from top to bottom: dusting the ceiling and any fix-
tures, scrubbing any grime around the sink, moving furniture, and vacuuming the dust from behind
the couch, and wiping down the walls. The extra effort is absolutely worth it.

5. ARRANGING FURNITURE

When staging your home, the details are just as important as the focal points, down to how your
furniture is arranged. Even if it's not how you would typically place your furniture, positioning items
in their optimal locations in each room can provide a more spacious feel.

6. BRINGING IN LIGHT

Natural light is a huge factor in many home sales. If you are lucky enough to have a home that has
big windows or skylights, leverage this as much as possible. Clean your skylights and windows and
remove any curtains to allow for as much natural light as possible.

If your home does not have an abundance of natural light, brighten up the space with strategically
placed light fixtures.

7. ORGANIZING CLOSETS AND DRAWERS

Selling your home means that potential buyers are going to look through the entirety of your home.
This means closets and any drawers attached to the house, such as those in your kitchen. Ensure
that your closets and drawers are clean and organized to give a more put-together feel to your
home.



SHOWCASE FLEXIBLE SPACES

As a result of the pandemic, people reconsidered how they use their current home and what they
want from their future homes, especially in terms of multi-purpose areas, kitchen features, and out-
door living.

For example, with many companies having shifted to a permanent or hybrid work-from-home mod-
el, there is an increased demand for dedicated working spaces. Even if your home doesn’t have a
dedicated office area, staging a spare bedroom or small nook with a bookshelf, plant, and a desk will
create a space that will stand out as an ideal home office option.

Home buyers are also looking for homes with deluxe kitchens, including upscale counter tops, and
high-end cabinetry, finishes, and appliances. If you have a modernized kitchen, be sure that your
agent highlights this in your listing. If you have a more outdated kitchen, you can do some cost- ef-
fective updates like a fresh coat of paint, new cabinet hardware, new lighting or even upgrading
some of your appliances and refinishing your cabinets for a new look.

Another stand-out must-have for those in the market to buy is a yard or other outdoor space that
can be transformed into a livable space for relaxation and small gatherings. Even if you only have
a tiny backyard or a fenced-in concrete patio, simplifying and beautifying the space with a table,
some plants, and some outdoor lighting will help potential buyers picture themselves lounging and
entertaining outside.

MARKET YOUR HOME WITH VIRTUAL
TOURS AND PROFESSIONAL PHOTOS

The option for virtual showings became a necessity becuase of the pandemic. In fact, a recent

Realtor.com survey found that listings with virtual tours garnered more views than listings without
a virtual tour. Homebuyers relied on both virtual tours (61%) and listing photos (51%) to narrow
down the list of homes they wanted to see in person.

For the best experience, sellers would do well to partner with a real estate agent that has the tech-
nology to conduct virtual tours. An elevated version of virtual tours is a 3D option. A 3D virtual tour
gives the buyer a more immersive experience comparable to an in-person showing.



MAKE A PLAN TO MANAGE SHOWINGS

WORK WITH KAREN CANNON

REALTORS TO SELL YOUR HOME

KNOW WHERE YOURE GOING

In today’s market it's essential that you have a strategy in place if you are planning on buying a
home while selling your current one.

Enlisting the help of a Realtor can make this transition easier, as an agency with a team-based
approach, we will be able to help you find your next home on a realistic timeline. Working with one
of our Realtors, we will provide you with unparalleled service through selling and buying a home. In
addition to a cohesive team of hand-picked agents, we have a marketing, listing, and closing coor-
dinator on staff. They all work together to provide a seamless experience and unparalleled service
for you. Because we work as a team, there is always someone available to take your call, effectively
manage timelines, show potential buyers your home and to ensure any issues are resolved quickly.

EVALUATE AND NEGOTIATE OFFERS

In a changing market, it's important to have an experienced Realtor on your side to help you maxi-
mize your offers and get top dollar.

A Realtor who understands the market, this area, and has managed many home sales throughout
the years is essential to achieve your goal.

At Karen Cannon Realtors, we specialize in helping buyers and sellers in the Dunwoody, Sandy
Springs and the North Atlanta area. Our Realtors know how to maximize the highest value of your
home, and consequently, we are the top selling and most referred team with over 400 Five-Star
reviews. More than 80% of our business is a direct result of referrals from past clients, a testament
to the fact that our formula works. And, with our office in Dunwoody Village, we are in the heart of
the community to serve you even better.

At Karen Cannon Realtors, our homes sell for more money and in half the time, which is why we like
to say, “Your home is our business.”

For more information on working with our team, contact us today. Call our office at (770)352-9658.
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