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Sale!

7 Steps
To Selling Your Home

Quickly and For Top Dollar

Home Seller’s Guide



To glorify God by 
putting our

clients’ interests 
above our own.

Mission
Statement

To be the only TRUE 
real estate franchise that 
provides an EXCELLENT 

& CONSISTENT customer 
experience 100%

of the time.

Vision
Statement

We base every decision 
on what’s best for:

1st  Our clients

2nd  Our company 
as a whole

3rd  Individual team 
members
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Core value 10
Excellence and 
E�iciency in everything.
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Core value 9
Address issues 
head on.
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Core Value 8
Let your Yes be Yes 
and your No be No.
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Core Value 7
Drive the bus and 
land the plane.

07

06
Core value 6
Follow up, follow up, 
and follow up again.
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Core Value 5
Have a persistent 
attitude.
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Core Value 4
Find a way to always 
say “My Pleasure,” “I 
would love to,” or 
“Absolutely”.
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Core Value 3
Show excitement 
and thankfulness 
for all business.03
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Core Value 2
Treat everyone 
with the HIGHEST 
levels of respect. 
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Core value 1
Think win/win.
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Chantel ray 
Real Estate

Core values



Whether you’re downsizing, upgrading or relocating, selling 

your home can be a challenge. You want to get everything and 

more from the huge investment you made. We created this 

Chantel Ray Real Estate Home Seller’s Guide to help you get 

started. It will hopefully make things a little easier. 

It’s everything you need to know in 7 easy steps.

¶ SELL YOUR HOME in 90 days or less or your commission is FREE

· GUARANTEED THE MOST EFFECTIVE MARKETING :  
EVERYONE WILL KNOW YOUR HOME IS FOR SALE! We spend 
over $50K a month to market our homes.

¸ $1,000 to the CHURCH OR CHARITY OF YOUR CHOICE

¹ Live agent from 8am – 9pm so your home will NEVER miss a showing 
call from a potential buyer

º Never get stuck in a long term contract

For more information go to www.ChantelRay.com/Difference

Experience The

R

Difference



Decide On What Repairs Need To Be
Made Before Listing The Property

Firstly, you need to determine what repairs 
you need to do, and what you don’t want to 
do. Some repairs won’t be a good use of your 
money. 

Some people say you can’t go wrong with 
paint. Well, I think you can go wrong with 
paint. Stay away from primary colors. It’s the 
#1 thing a seller can do to invoke cleanliness. 
A buyer wants to feel clean and at home in the 
house. I remember seeing one feedback form 
that stated, “the work looked like a 12 year old 
boy did it.” That’s not the kind of feedback 
you want. What that does to a buyer’s psyche 
is freak them out. They will say, “what else did 
that 12 year old fix?” 

Good choices to invest in are stainless steel 
and granite. They are good buzzwords, so if it 
is in the budget, there is a good ROI.

You need to know your capabilities, spend 
your money wisely, and know what you can 
and can’t do. Last thing you want to do is 
replace your floors and you didn’t cut under 
the door jam.
If your roof is on the end of its life it is the first 

thing a buyer notices when he pulls up, and as a buyer agent it is the first thing I point out to my buyers. A 
good buyers agent will do a mini inspection.

In the neighborhood that I had previously lived in, there were two houses side by side, exactly the same. 
One of the houses did everything, it was such a great example. One of the houses had a TRANE HVAC unit, 
a brand-new roof and brand-new vinyl. The outside looked pristine, but the inside was awful. They had red 
shag carpet.

The other person did new paint, new floors, stainless appliances. If you looked at dollar for dollar what 
they spent, guess who got more money? The buyer cares about what’s done on the inside more than the 
outside.

Would you agree that the interior is where you should spend money if you are on a fixed budget? The two 
rooms I would recommend spending the most on are the kitchen and the master suite. It is where people 
are going to spend the most amount of time. If you are working on a minimal budget, look at paint and 
carpet.

Think about it… who is writing the check for the house? The person living in the master bedroom. 

Ok so we have some different tiers, some have a little and some have a lot of money.
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1) Paint and flooring are the first place to invest in. Everyone says our floors at the office look fantastic 
and we just replaced the carpet. It is a LVT- luxury vinyl tile. I can’t stand regular tile because of the grout. I 
just did my bathroom with white marble and white grout and I regret it, cleaning is a nightmare. This LVT we 
have at the office was $.88/foot and people rave about it. It is what builders are putting in new construction. 
Normally there are different thresholds on different floors but now people are putting LVT on every floor. 
Whatever you are putting on the first floor, put it on the second floor. Sometimes they are getting so good 
I will have to get down on the floor to see if its real or not.

2) Kitchen and bathrooms and the next best choice to invest your money. With the tubs, I’ve just done 
two flips myself and I just refinished them. Depending on the material the original tub was made of, you are 
best off to refinish it. Like the old cast iron tubs are the easiest to reglaze. The acrylic tubs, you need to be 
careful of. The jetted tubs, those are pretty good to replace. There are a couple versions of plastic, you can’t 
refinish them.

3) Systems, such as HVAC, roof and windows can be things that you spend a ton of money on, but don’t 
enjoy. I recently spent 10k replacing my roof, but when I drive in I don’t say “I love my roof,” I don’t enjoy it at 
all! This is actually a sore subject for me. I am not going to tell you about the homeowner’s association, but 
I want to warn everybody. I had a house that I was going to buy as a rental and I had a sheet that listed all of 
the different things you need approval for, such as the sliding glass doors , etc. SO, I put a black roof on my 
house and they didn’t approve it! They wanted to make an example of me because I didn’t ask for approval 
ahead of time. So, before you start doing these things contact the POA if you have one. Our agents have a 
good idea of what buyers want and don’t want.

With roofs,  there are monocolor roofs and tri color roofs. 

3 Tab shingles are side by side, architectural are overlapping. No cost difference in installation, only in the 
material. Architectural costs more because you have to use more shingles because they overlap. It’s money 
well spent. 

I want to back up just a touch. Some people would question why you would start on the interior first and do 
systems last. Most buyers are short term thinkers, they’ve been watching HGTV and just want it to be pretty 
inside. Why would we forgo windows and heaters? That’s what buyers want. As far as women go, the first 
thing they look at is the interior, but a lot of guys would be concerned with the roof and the HVAC. Most 
guys go right to the garage.

We’ve had both scenarios as far as listings for sale. Homes with all the work done outside, and ones where 
the interior is completely done. The ones with the major interior work sell quicker. We are selling thousands 
of homes per year. People may say that it’s not true, but we have proof!
A home sold with $50k in systems upgrades, roof, HVAC, duct work, plumbing. The inside was completely 
original, down to the baby blue ceramic tiles in bathroom. It was a tough sell because there was so much 
to talk about on the systems, but it didn’t look good. You need to appeal to the women, that’s bottom line. 
When momma is happy, everyone is happy. At the end of the day, if the wife says, “I hate this house,” the 
husband would rarely say, “yea but I love the roof.” Punchline is established what is worth your ROI and what 
is worth forgoing. It is critical to involve us in this part of the process because if we show up too late, we will 
not be able to prevent you from spending too much on the wrong things.

Even if you are selling 6 months or 1 year down the road, please ask us to help. You are not wasting our time, 
we are in the relationship business. That is not just a line, everyone at Chantel Ray Real Estate truly wants to 
build a relationship. One of the guys I go to church with said Chantel I need your help. I don’t want to waste 
your time; can I Facetime you? I said I will got out there, but I can Facetime too.

We actually have video conferencing appointments now. 
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7 Steps To Selling Your Home

Staging Your Home

Staging can mean maximizing what you have in your home, or maybe you can bring in a professional to fill 
it with furnishings if it is empty.

The standard “lived in” home has 2.5 kids and a dog and you aren’t moving out and in a bunch of posh 
furniture. We need to come in and say this room is cluttered, this room can use a fresh coat of paint. HGTV 
says take away all family photos. You still are living there so a few family photos are fine, but just make sure 
its not excessive. Some family photos are actually a great idea because it shows that a family lives there and 
makes the environment look more comfortable.

Less Is More.
This is nothing personal, it’s about what sells. Being neutral in nature and not taking things personal works 
best. Don’t choose a hard left or hard right style.
Take everything off counters. The biggest thing a seller can do is invoke an area of cleanliness. If the sellers 
aren’t uncomfortable, they aren’t doing something right. Put the sponges away, put the toothbrush away. 
You’re going to get to day 14 without a showing and leave a sink full of dishes… that’s the day the buyer 
comes. So, you need to take care of it every day.
The fridge needs to be clear of magnets. Buyer’s don’t want to look at houses where they literally can’t see 
the counter tops. Houses don’t show well that are covered with panini makers, toaster ovens, toasters, can 
openers. No one is judging you, that is the way you live, but it’s no longer about that.

Ask yourself, “Would a model home or brand new construction have all that?” They don’t have a green 

bottle of Palmolive with a green crust on it, your home shouldn’t either.
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Vacant Homes.
Let’s talk about vacant homes that are on the market with no offers. We put in furniture and suddenly, they 
are sold. Staging a home for 30 days is around $1100-$1300. That’s the consult and first months rent for 
furniture. One thing is good with staging vacant homes is if the layout is odd, or if you have multiple rooms 
that could be used for different things, such as a room that can be used as an office or a family room. Those 
are the kinds of things people talk about when you aren’t home. 
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It’s Showtime!

When it’s time for a showing or an open house, we’ve got a few tricks 
up our sleeves to make your home even more inviting. Here’s a handy 
checklist.

q Clean and deodorize garbage cans and recycling bins

q Do all the laundry

q Make all the beds

q Vacuum and mop

q Make faucets and fixtures shine

q Glimmering bathrooms and kitchen

q Try to eliminate any sign of pets or pet odors

q Lock up valuables

q Open windows for fresh air beforehand

q Add some fresh flowers around your home



Set The Price

Would you ever price your home at 
$201k? Never! How about $199k? That 
is just as bad!

When shopping in the retail market, 
people are used to items ending in 99 
cents. It sounds better to say $12.99 
instead of $13. However, in real estate 
people are searching using round 
numbers. If you price your home $1 
above or below a cut off point, you 
will miss prospective buyers.

A real life example of this was with a 
beautiful townhouse was selling in 
a specific neighborhood for $199k. 
The agent had clients looking in this 

price range, but couldn’t figure out how they missed this the night before? The reason is that if they were 
searching for homes from $200k-$250k, the home would not have shown up in that search.

Buyers don’t get prequalified for $199k, they get prequalified for a $200k home. Price is the number one 
criteria for a buyer and buyer’s agents. Even drop-down search menus on Zillow are going to go from 
$150k-$200k, so pricing below a major price zone is a major inhibitor, even at $201k you may think you will 
get an extra one thousand, but you are missing a bunch of buyers looking only up to $200k. A lot of people 
say, “I want to make sure I have a cushion because everyone is going to give me a low offer.”

That is absolutely untrue, unless you have it is priced too high. In today’s market, buyers are the most 
educated they have ever been, this is the information age. Sellers have the best chance of the highest net if 
they priced properly in the beginning. If it is a seller’s market, buyers are aware of that because they missed 
out on three houses previously because they couldn’t see them fast enough. Right now, there are lots of 
buyers that are waiting for houses to pop up in their criteria. If they see a listing at the 60 day mark, the 
cushion is an older mindset for someone that sold a home 10, 15, 20 years ago and would be lucky to get 
an offer early. If you place the house where the comparables are, it generates multiple offers when we are 
in that market. You must be more considerate of that when things aren’t in that climate. You don’t have to 
look back all that far to see all the differences between the 2007 crazy market, 2009 terrible market, then 
back to the crazy market.
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Offers!

Targeting The Right Price

If after 8-10 showings you 
do not receive an offer,

call us to determine if we 
need a price reduction.

Goal:
To select a price that is right on target and gets your home sold!

Rules of Thumb:
If you are getting showings but no one is writing an offer, it generally means that 

you are in the range of four to six percent above market price.

If your number of showings is low and you’re experiencing a lot of drive-ups but 
the buyers don’t come in to see the home, then your home is six to twelve percent 
overpriced.

If no showings are happening at all, then your house is likely priced twelve percent 

or more above what the market will bear for your property!



7 Steps To Selling Your Home

Marketing...
Lots and Lots of Marketing

Regardless of which real estate company you use to sell your home, need to ask them “what is 
your marketing strategy?” Chantel Ray Real Estate spends more money on marketing per month 
than any other brokerage in our area. 

Zillow is the #1 consumer based search engine. A few things to watch out for on Zillow are views, 
saves and ranking in an area. We do supplemental Facebook marketing, all our marketing is very 
high tech. Overall, the real estate industry is very antiquated. The proof can be seen over and over 
when people have listed previously with other firms without success and Chantel Ray Real Estate 
sells their house quickly. We will start at the price it was previously, so you can see it’s not solely 
about the price. We get 65-75 percent of our business on social media. A buyer doesn’t have to 
be a buyer to be browsing on social media. 

If you are a luxury client, it is important to recognize that your buyer may not live in Hampton 
Roads. You could have international clientele or someone in New York City who thinks it’s cheap. 
Putting your home on WallStreetJournal.com or RobReports.com is extremely expensive. At other 
brokerages the agent is responsible for those costs, so they will try to be cheap and not pay for it. 
Agents will try to take advantage of this hot market by being lazy.

Let’s talk about our virtual tours, photography, and aerial shots for luxury homes. Photographs are 
the number one thing to market a home online. It is astounding how many luxury properties have 
horrible pictures. Properties selling for $2-$3million with picture taken with a cell phone with cats 
in the image. You can’t even stop in the room to take the picture? Cars in the driveway? It upsets 
me when I see some agents aren’t giving the home and the client the respect they deserve. 
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Overall, the real estate industry is very antiquated. 

The proof can be seen over and over when people have listed previously with other firms without success 
and Chantel Ray Real Estate sells their house quickly. We will start at the price it was previously, so you can 
see it’s not solely about the price. We get 65-75 percent of our business on social media. A buyer doesn’t 
have to be a buyer to be browsing on social media. 

If you are a luxury client, it is important to recognize that your buyer may not live in Hampton Roads. You 
could have international clientele or someone in New York City who thinks it’s cheap. Putting your home 
on WallStreetJournal.com or RobReports.com is extremely expensive. At other brokerages the agent is 
responsible for those costs, so they will try to be cheap and not pay for it. Agents will try to take advantage 
of this hot market by being lazy.

Photographs are the number one thing to market a home online. It is astounding how many luxury properties 
have horrible pictures. Properties selling for $2-$3million with picture taken with a cell phone with cats in 
the image. You can’t even stop in the room to take the picture? Cars in the driveway? It upsets me when I 
see some agents aren’t giving the home and the client the respect they deserve. 

What Does That Mean To You?

We sell our clients homes for 96% of original list price where our 
competition sells their clients homes at an average of 88%

On average we sell our clients homes 10% faster then our competition

Due To Our Marketing Efforts...
Chantel Ray Real Estate sells THOUSANDS of

homes per year totaling MILLIONS in sales volume!

Extreme Internet Marketing:
97% of all buyers search for their home online. We advertise on 

all of the top sites and add more on a regular basis.

Your listing will also be on the Multiple Listing Computer 
 Service, exposing it to thousands of real estate 

agents throughout your local area.



7 Steps To Selling Your Home

We make sure you are found...EVERYWHERE!

Placing your home’s listing across multiple websites helps you reach all kinds of buyers when they’re at their 
most receptive. They’re ready to buy. That’s why they’re here. It’s essential that you maximize your exposure 
so you’re ready to sell. Here’s a partial list of some great sites we use at Chantel Ray.

Reach over 50,000
Listeners On 5 
Radio Stations

Reach over 60,000
Viewers On 3

TV Stations

Reach Millions
Of People On

Over 180
Websites



List The Property 5

A seasoned real estate agent with a successful track record will be a big 
key to your success. Lucky for you Chantel Ray employs HUNDREDS of 
them that go through our rigid training program.

Here’s how they’ll help:

• Expert market analysis

• Strategic price setting

• Standout marketing

• Home staging and showing advice

• Carefully orchestrated showings and open houses

• Competitive offer evaluation

• Skilled Negotiating for higher prices and better terms

• Contract, title and transactional details
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7 Steps To Selling Your Home

Negotiating Offers6

Especially in this type of market negotiating skills get more and more important because you are likely to 
get more than one offer at a time, that is a delicate dance a pro should handle. If our agents weren’t so good 
at negotiating many deals would have gone south. 

One example is when the other agent rejected an offer, which an agent should never reject an offer! But, 
because our agent was so fantastic they held the deal together. 

A lot of what we do is we manage the other side. We manage the other agents. We give the other agent 
their sales pitch for that client more than half the time. They are looking to us to get the info to give their 
client what my clients want. You must have someone who understands the market, understands the terms 
and will fight for it.

There are pitfalls that people need to understand, like an early possession agreement. 

Early possession has its place, I’m not going to say it’s never appropriate, but there are certainly pitfalls. An 
obvious one is that you want to buy a house, the seller wants you to close, the seller needs to apply their 
money to their purchase, so they will be homeless if they don’t do the possession agreement. Let’s do a 
scenario where their house falls through, are you going to live in a U-Haul? Do you want to be a landlord? 
Because that’s what you’re going to be. It will take 30 days to get them out at a minimum but, it’s more like 
60 days.

Lastly, it’s not just about purchase price, it goes so far beyond that. Terms are everything. 1% cap is the most 
confusing thing to general public. You are saying up front that the seller will spend 1% of sales price for 
lender required repairs- termite and moisture, septic, and walk-through inspection. If you are talking about 
a $600k house, a 1% cap is $6k the seller didn’t know they had to pay. I had an appraisal required repair for 
a new roof. Where’s the strength of the buyer? Who is their lender? Is it a strong local lender or did they call 
some company off the internet?

Some things that are difficult to negotiate are when buyer and seller have polar opposite goals on when to 
close. Buyers typically wants to close at end of month if they are paying their own closing costs. If sellers 
are paying closing costs, buyers want to close at the beginning of the following month because you can 
defer your mortgage another month. So, don’t think end of the month without taking those things into 
consideration. This is where having a strong agent counts.



There are times in the walk-through, literally one hour before closing, something goes wrong. A client once 
complained about their previous agent because they showed up at the walk-through and a million things 
were wrong and their agent just told them, “you have to close!”

At Chantel Ray Real Estate we train out agents to always have the client’s needs first and foremost. We not 
only expect the highest standards from out agents, we also expect nothing less than the best from all of 
our vendors and anyone else that interacts with our clients. This is especially the case with the professionals 
involved in the closing of your real estate transaction.

The Final Transaction
At closing, a closing agent, oftentimes a lawyer, will review the sales agreement, determine the final amount 
due from the buyer and collect the check, as well as:

•	 Determine	adjustments	such	as	seller	pre-paid	utilities	and	taxes.

•	 Make	sure	closing,	legal	fees	and	other	transaction	costs	are	paid.	Witnesses	the	seller’s	signing	of	the	
property title and all other documentation.

•	 Collect	the	keys	and	other	items	from	the	seller.

•	 Provide	you	with	the	net	proceeds	and	copies	of	the	sale	documentation.

•	 Ensure	that	buyer’s	title	and	any	mortgage	liens	are	properly	recorded.

Closing The Deal 7
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