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1WELCOMEnice to meet you!

I’m here to guide you through the home selling process 
with clarity, intention, and care.



Inside, you’ll find thoughtful
guidance on pricing,
preparation, market
conditions, and negotiation

Each section is meant to
help you understand not
just what happens during
the process, but why it
matters, so you can make
informed decisions at every
stage.

I’M SO GLAD
YOU’RE

HERE!

I’m here to guide you
through the home selling
process from start to finish.

Whether this is your first
time selling or you’ve been
through it before, this guide
is designed to give you
clarity, confidence, and a
clear understanding of what
to expect along the way. 

Selling a home involves
important decisions, and
having the right information
makes all the difference.



With the right preparation and
support, the experience doesn’t
have to feel overwhelming or
uncertain.

I’ll personally lead you through
each step, offering steady
support, clear communication,
and professional guidance
throughout the process.

My goal is simple: to help you
move forward with clarity,
confidence, and peace of mind.

I believe selling a home is
more than just a transaction.
It’s a meaningful transition,
saying goodbye to
memories while making
room for what’s next.

More than a 
transaction



2PREPARATIONhow to get ready to sell your home

Planning now can make the 
process smoother later.



BEFORE  THE
MARKET  EVER
SEES  YOUR  HOME

We talk through why you’re selling, where
you’re headed next, and how flexible your
timeline may be. 

These details guide every decision that follows
— from pricing strategy to how your home is
presented and marketed.

We also take an honest look at the home itself.
Together, we evaluate what will make the
strongest impression, what may benefit from
attention, and what can remain as-is.

The goal is not to over-prepare.
It’s to prepare with purpose.

Selling well starts before your home ever reaches the market.

Preparation is about understanding your goals, your timing,
and how to position your home so it enters the market with
confidence. This phase allows us to plan intentionally before
momentum begins, creating a smoother experience once
your home is live.

How to get ready to sell your home

Before listing, we begin with a conversation.



The listing consultation is where preparation
becomes clear and actionable.

During this meeting, we’ll review current market
conditions, walk through your home, and
discuss strategic steps to prepare for listing.

We’ll talk through timing, pricing considerations,
and next steps so you understand the process
before any decisions are made.

This conversation is designed to feel informative,
comfortable, and well paced — setting a strong
foundation for everything ahead.

What to expect during a listing consultation



Strategic Preparation

First  impressions
matter

Home Preparation

Preparing your home for sale isn’t about
perfection or creating a space that feels
unfamiliar. 

It’s about presenting your home in a way that
allows buyers to immediately understand its
value.

We focus on how your home feels the moment
someone walks through the door — how light,
layout, flow, and condition come together to
shape first impressions. 

Not every update is necessary, and not every
project adds value.

Our approach prioritizes what has the greatest
impact on buyer perception while avoiding
unnecessary work or expense.

When preparation is handled thoughtfully, buyers
are able to focus on the home itself — not
distractions.



Most buyers form an impression
quickly, often online before they
ever visit in person.

Photos, light, layout, and overall
feeling shape how a home is
perceived from the start.

Preparation aligns your home with
that first impression, creating a
space that feels open, inviting, and
easy to imagine living in.

This doesn’t mean removing all
personality. It means creating clarity
so buyers can connect with the
home.

Living in a home and selling a home
are two different experiences.

When preparing to sell, the goal
isn’t daily comfort — it’s clarity for
buyers. Thoughtful staging helps
define spaces, highlight the home’s
strongest features, and create a
natural sense of flow.

Staging isn’t about redesigning.
It’s about presenting the home as a
blank canvas.

In some cases, small adjustments
are all that’s needed. In others,
professional staging may be
beneficial. 

We’ll talk through what makes
sense for your home and your
goals.

The Buyer experience 

Next Up: Pricing

Staging vs. living



3PRICING   WITH   STRATEGY
The right price creates momentum.

Pricing isn’t about guesswork, 
it’s about positioning.



Pricing with Purpose
Pricing is one of the most
important decisions you’ll
make when selling your
home.

It’s not about what you hope
to get or what a similar home
sold for in a different market.

It’s about how buyers are
responding right now and
how your home will be
perceived the moment it
comes to market.

The right pricing strategy
creates momentum early. It
attracts attention, generates
interest, and positions your
home competitively from the
start. 

When pricing is misaligned,
even a well-presented home
can lose leverage.

We use current market data,
recent sales, and buyer
behavior to determine a
price that reflects both value
and opportunity.

This approach allows us to
protect your equity while
remaining responsive to the
market.

Pricing isn’t about guesswork
or pressure.

It’s about positioning.

When done thoughtfully,
pricing sets the stage for a
smooth and successful sale.

SETTING   THE
RIGHT   PRICE

Positioning Your Home 
in Today’s Market



4REPRESENTATION  &  ADVOCACY
Guidance that protects your interests

Support at every 
stage of the sale



You deserve representation that
 prioritizes your interests.

As your listing agent, my role is to advise, market,
negotiate, and advocate for you from start to finish. This
includes guiding pricing decisions, shaping the marketing
strategy, managing timelines, and negotiating offers with
your goals at the center.

Selling a home involves many moving parts. Clear
communication and steady oversight ensure nothing is
missed and decisions feel informed rather than rushed.

WORKING
TOGETHER



You don't have to navigate this alone

Listing agreements formalize our working
relationship and ensure clarity, transparency, and
proper advocacy throughout the process. We
review everything together so expectations feel
comfortable and well understood before moving
forward.

Representation isn’t just about expertise.

It’s about trust, alignment, and having someone
with you through every step of the process.



5MARKETING  YOUR  HOME
The way your home enters the market matters.

Marketing is about timing, 
presentation, and perception.



WHY   GREAT
MARKETING

MATTERS

Most buyers begin their
search online, and first
impressions are formed
quickly.

Before a showing is
scheduled or a question is
asked, buyers are already
deciding how they feel about
a home based on
presentation, photography,
timing, and visibility.

This is why we approach
marketing thoughtfully.
Your home is prepared,
photographed, and
launched with intention so it
makes a strong impression
from the very beginning. 

The goal is not to list and
wait, but to create
momentum early, when
interest is highest.

That introduction includes
both traditional online listing
platforms and carefully
curated social media
exposure. 

Social media allows your
home to be discovered,
shared, and saved by buyers
who may not yet be actively
searching but are paying
attention to the market.

At the same time, strong
marketing extends beyond
the screen. 

Your home is introduced
within professional networks,
shared directly with other
agents, and positioned to
encourage meaningful in-
person interest. 

When appropriate, open
houses and private showings
are used strategically to
support visibility and buyer
engagement.



Photography is often the first
interaction a buyer has with your
home.

Well-lit, professionally composed
images help buyers understand
the space, the flow, and the
feeling of the home before they
ever step inside. 

This stage is about showing your
home accurately, beautifully, and
in its best light.

Timing is a strategic decision.

From photo day to the public
launch, each step is coordinated
so your home enters the market
when it’s ready to be seen. 

This helps ensure buyers
experience your home at its best
and creates a sense of
momentum during the first days
on market.

Social media plays a role here as
well, allowing your home to be
introduced in real time, build
anticipation, and gain early
visibility alongside its official
launch.

That early response often shapes
the entire trajectory of the sale.

These images also serve as the
foundation for digital and social
marketing, ensuring your home is
presented consistently and
cohesively across every platform
where it appears.

Because buyers decide what to
see next based on photos alone,
this step plays a meaningful role
in how much interest your home
receives once it goes live.

Professional photography 

Timing and momentum



Marketing isn’t just about visibility.
It’s about reaching the right buyers.

Your home is introduced across the platforms buyers
actively use, including online listing sites, professional
networks, and social media. 

This layered approach ensures your home reaches both
active buyers and those who are casually browsing,
gathering ideas, or preparing for their next move.

At the same time, we avoid overexposure. The goal is
measured, intentional visibility that supports strong buyer
interest without diminishing perceived value.

REACHING   THE
RIGHT   AUDIENCE



Responding to the market

Once your home is live, we pay close attention.

Showings, feedback, online engagement, and
buyer interest all provide valuable insight. This
information helps guide next steps thoughtfully,
whether that means staying the course or making
strategic adjustments.

Marketing is not static.
It’s responsive.

And when handled carefully, it supports confident
decisions throughout the selling process.

21



6JUST  LISTED  TO  CLOSING
Navigating the sale

Guidance through 
every phase of the sale



THE PROCESS
Once your home is listed, the process begins to
move more quickly.

This phase includes showings, buyer feedback,
offers, negotiations, and the steps that follow
once an agreement is reached. While there are
more moving parts, your role remains simple: stay
informed, supported, and confident in each
decision.

My role is to manage the details, guide strategy,
and keep everything moving forward smoothly.

As buyers begin touring your home, activity
provides valuable insight.

Showings help us understand how buyers are
responding to your home’s presentation,
price, and position in the market. Scheduling
and communication are handled for you, so
the process feels organized and respectful of
your time.

Feedback is reviewed thoughtfully. We look
for patterns rather than isolated comments,
using the information to guide decisions
calmly and strategically.

Not every comment requires action. The goal
is to understand the market’s response, not
react to every opinion.

Showings & Buyer Feedback



When offers arrive, the focus shifts to
evaluation.

Each offer is more than a price. Terms, timing,
contingencies, and overall strength all play a
role in determining how well it aligns with your
goals. 

We review everything together so you
understand your options clearly before
moving forward.

Decisions are made with intention and care.

Negotiation is a normal and expected part of
the process.

I handle negotiations on your behalf, always
with your priorities at the center. Sometimes
this involves adjusting terms. 

Other times it means holding firm. The
approach is thoughtful, strategic, and
grounded in current market conditions.

The goal is to protect your interests while
maintaining momentum toward a successful
close.

Offers and decision-making Negotiation Strategy



UNDER
CONTRACT

Closing Process

Once an offer is accepted,
your home goes under
contract.

This phase includes
inspections, appraisal, and
buyer financing. 

Timelines become more
structured, and details
matter most. 

I coordinate communication,
manage deadlines, and
guide you through each step
so nothing feels uncertain.

You’ll always know what’s
happening and what comes
next.



Once your home is under contract, a few important
steps take place.

Inspections provide buyers with a better understanding
of the home’s condition. This is a normal part of the
process and an opportunity to address questions or
concerns thoughtfully. Not every item requires action,
and we’ll review everything together so you understand
what matters most.

The appraisal follows, confirming the home’s value for
the buyer’s lender. Most appraisals proceed smoothly,
but if questions arise, we review options and respond
strategically.

Throughout this phase, my role is to guide
conversations, manage expectations, and keep the
transaction moving forward with clarity and care.

Inspections and appraisal



Moving toward closing

Closing Day

Once inspections and appraisal are complete, the
transaction begins to settle into its final phase.

At this point, the major questions have been
addressed and expectations are aligned. Any
agreed-upon items are finalized, paperwork is
reviewed, and timelines are confirmed.

This stage is about follow-through and
coordination. 

I remain closely involved, communicating with all
parties and ensuring details are handled so the
process stays on track.

With the heavy lifting behind us, attention shifts to
preparing for closing day and making sure
everything is ready for a smooth finish.

Closing day is when the sale is finalized.

Documents are signed, funds are distributed, and
ownership officially transfers. By this point, there
should be no surprises — just a clear, well-
organized conclusion to the process.

Once closing is complete, the transaction is
finished and your next chapter can begin.



7AFTER   CLOSING
What comes next

Supporting you
beyond the sale



Your  Next Chapter  
Begins

Closing day isn’t the end of our relationship.

After Closing

Once the sale is complete, there’s often a moment to pause, exhale,
and begin turning attention toward what’s next. Whether you’re
relocating, purchasing another home, or settling into a new phase, this
transition matters.

After closing, I remain a resource for you. That may include questions
about the transaction, timelines for next steps, or support as you plan
your move. The goal is to ensure the experience feels complete, not
abruptly finished.

A successful sale isn’t measured only by the outcome.

It’s measured by how supported you felt throughout the process and
beyond it.

If you need guidance down the road — whether related to real estate
or simply knowing who to call, 
I’m always happy to help.

Curious what your home could sell for in
today's market?

Contact me for a complimentary home value
consultation.

+1 (850) 380 - 9539 Olena. Johns
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