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Win When You Sell

Right now, we’re still in a sellers’ market, which means conditions are very favorable for current 
homeowners looking for a change. If you sell now, data shows you can expect:

Your House Will Stand Out

While research from realtor.com indicates there are more sellers getting ready to list their 
homes this winter, there are still more buyers in the market than there are homes for sale. 
If you sell your house now, before more houses are listed, it will get more attention from 
serious buyers who are eager to find a home.

Your House Will Likely Get Multiple Offers

When supply is low and demand is high like it is now, buyers have to compete with each 
other for a limited number of homes for sale. The Realtors Confidence Index from 
the National Association of Realtors (NAR) shows sellers are getting an average of 3.6 
offers in today’s market.

Your House Should Sell Quickly 

According to the same report from NAR, homes are selling in a median of just 18 days. 
As a seller, that's great news for you if you’re looking for a quick process.

If you’re trying to decide when to sell your house, there may not be a better time 
than this winter. Selling this season means you can take advantage of today’s 
strong sellers’ market when you make a move.

Why To Sell This Winter/Spring
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Bottom Line
As a homeowner, you have a great opportunity to get the best of both worlds this 
season. You can truly win when you sell and when you buy. If you’re thinking about 
making a move, let’s connect so you have the education you need to make the best 
possible decision in today’s sellers’ market.

Win When You Move

In addition to these great perks, you’ll also win big on your next move if you sell now. CoreLogic
reports homeowners gained an average of $51,500 in equity over the past year. This wealth 
boost is the result of buyer competition driving home prices up. You can leverage that equity to 
fuel a move, before mortgage rates and home prices climb more.

The longer you wait to make your move, the more it will cost you down the road. As mortgage 
rates rise, even modestly, it will impact your monthly payment when you purchase your next 
home. Waiting just a few months to move up could mean a long-term financial impact. 

The good news is, today’s rates are still hovering in a historically low range. According to Doug 
Duncan, Senior VP and Chief Economist at Fannie Mae:

“Right now, we forecast mortgage rates to average 3.3 percent in 2022, which though 
slightly higher than 2020 and 2021, by historical standards remains extremely low.”

Selling before rates climb higher means you can make your move and lock in a low rate on the 
mortgage for your next home. This helps you get more home for your money and keeps your 
payments down too. You have a fantastic opportunity to get ahead today. 

2022 Mortgage Rate Projections

Quarter Freddie 
Mac

Fannie 
Mae MBA NAR Average 

of All Four

2022 1Q 3.4 3.2 3.3 3.3 3.30%

2022 2Q 3.5 3.3 3.5 3.5 3.45%

2022 3Q 3.6 3.3 3.7 3.6 3.55%

2022 4Q 3.7 3.4 4.0 3.7 3.70%
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As buyers race against the clock of rising mortgage 
rates, sellers who price their homes in line with 
today’s market and stick to their plans will likely 
see their expectations met.

- realtor.com
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Expert Insights for 
Today’s Sellers

Real estate experts agree; sellers have a great opportunity in front of them this 
season. Here are some of the main reasons experts say you should consider 
selling your house this winter.

“ New housing data shows 2021’s feverish home sales pace broke a yearly record 
in October, . . . with last month marking the eighth straight month of buyers 
snatching up homes more quickly than the fastest pace in previous years. . . .

- realtor.com Press Release

“ These low mortgage rates, combined with the tailwind of first-time homebuyers 
entering the market, means that purchase demand will remain strong into
next year.

- Sam Khater, Chief Economist, Freddie Mac

“ With strong homebuying demand, homes go under contract within days. Before 
the pandemic, the time from listing to pending usually took about three to five 
weeks, . . .

- Shu Chen, Senior Professional, Office of the Chief Economist, CoreLogic

“ Home sellers have historically moved when something in their lives changed – a 
new baby, a marriage, a divorce or a new job. The pandemic has impacted 
everyone, and for many this became an impetus to sell. . . .

- Jessica Lautz, VP of Demographics and Behavioral Insights,
National Association of Realtors (NAR)



KEY TAKEAWAY

Homeowners who want to to take advantage of 
today’s market shouldn’t wait to sell. Let’s 
connect today so you can make a confident and 
informed decision when it comes to moving into 
your dream home this season.
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You may be thinking of moving because you’ve heard about how you can benefit 
from today’s rising home prices. According to the Home Price Insights Report 
from CoreLogic, nationwide, home values increased by an impressive 
18% over the last 12 months. This is great news if you’re ready to leverage 
your equity and make a move this season. 

Where Will Home Values Go From Here?

The dramatic rise in home prices is a direct result of more buyers in the market (demand) than 
houses available for sale (supply). When demand is high and supply is low like it is right now, 
prices naturally rise. That means sellers have the perfect opportunity to close the best possible 
deal by selling this winter. 

And while this is great news for what your house is worth today, you may be wondering what the 
future holds. Will prices continue to rise with time, or should you expect them to fall? To answer 
that question, let’s first look at a few terms you may be hearing 
right now.

• Appreciation is an increase in the value of an asset.

• Depreciation is a decrease in the value of an asset.

• Deceleration is when something happens at a slower pace.

It’s important to note home prices have increased, or appreciated, for nearly 10 years now. To 
find out if that trend will continue, look to the experts.

What Does the Future Hold for 
Home Prices?
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A Look at Expert Projections 

The chart below shows 2022 price forecasts from various industry experts. The average of these 
projections indicates 5.1% home price appreciation in 2022. While this isn’t the record-
breaking rate of over 18% appreciation from the past year, it is a continued increase, just at a 
slower pace. This means experts forecast a deceleration in prices, but not depreciation. So, 
home prices are projected to continue increasing next year, and that’s a direct result of low 
supply and high demand.

Bottom Line
Selling your house now is a great way to take advantage of today’s home price 
appreciation. And when you buy your next home, you can rest assured, thanks to 
projections for ongoing appreciation, it’ll be a worthwhile investment that will help 
you improve your financial future.

2022 Home Price Forecasts
Based on Expert Projections

7.4% 7.0%

5.1% 5.1%

3.0% 2.8%

Fannie Mae Freddie Mac MBA HPES Zelman NAR

Average of All Forecasts: 5.1%
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With mortgage rates climbing and home prices rising, serious buyers are more 
motivated than ever to find a home sooner rather than later – and that’s good 
news for you as a seller. 

Lawrence Yun, Chief Economist for the National Association of Realtors (NAR), puts it 
best, saying:

“Housing demand remains strong as buyers likely want to secure a home before 
mortgage rates increase even further next year.”

But the sense of urgency they feel is complicated by the lack of homes for sale in today’s market. 
According to the Existing Home Sales Report from NAR:

“From one year ago, the inventory of unsold homes decreased 12%. . . .”

What Does This Mean for Sellers Today?

With buyers eager to purchase, but so few homes available, sellers who list their houses now 
have a tremendous advantage – also known as leverage – when negotiating with buyers. That’s 
because, in today’s market, buyers want three things:

• To be the winning bid on their dream home

• To buy before mortgage rates rise

• To buy before prices go even higher

These three buyer needs give homeowners a leg up when selling their house.

Sellers Have Incredible
Leverage Today



11

Your Leverage Can Help You Negotiate Your Best Terms

You might already realize this advantage enables you to sell at a good price, but it also means 
you can negotiate the best contract terms to suit your needs.

And since demand is still high, there’s a good chance you’ll get offers from multiple buyers who 
are willing to compete for your house. When you do, look closely at each offer to make sure you 
understand all the unique terms and conditions before you make your decision. 

An agent can help you determine which offer has the best perks for you. If you have questions 
about what’s ideal for your situation, lean on the experts. Real estate professionals have the right 
expertise, and they’re skilled negotiators in all stages of the sales process.

Take Advantage of This Opportunity and Sell Sooner Rather Than Later

This unique opportunity to capitalize on today’s low supply and high demand won’t last forever. 
That’s because recent data shows some initial inventory relief for buyers may be on its way. 
There are signs more sellers are about to enter the market. George Ratiu, Manager of Economic 
Research for realtor.com, says:

“Recent survey data suggests the majority of prospective sellers are actively 
preparing to enter the market this winter.”

For you, that means the longer you wait, the more options buyers will have to choose from, and 
the less leverage you’ll have when you sell.

Bottom Line
Today’s buyers are motivated to purchase a home, and that’s great news if you’re 
thinking of selling. Let’s connect today to discuss how much leverage you have, and 
why it’s best to sell now instead of later.



According to the latest data from CoreLogic, the average homeowner 
gained $51,500 in equity over the past year, and that number continues 
to grow as home values appreciate.

12

Using Your Equity To 
Make a Move

Homeowner Equity Gains Over the Past Year

CoreLogic
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Equity is the difference between what you owe on the home and its market value 
based on factors like price appreciation. The best thing about equity is that it often 
grows without you even realizing it, especially as home values rise like they’re doing 
today. As mentioned, the current combination of low housing supply and high buyer 
demand is driving home values up, which gives you a significant equity boost.

When you sell your house, that equity can be used to help you meet your goals. If 
you’re looking to move, you can use the equity from your current home to fuel a move 
into the home of your dreams.

Alternatively, you can use your equity to reach other big goals in your life, such as 
starting your own business or funding an education.

The graph below is a great example of how price appreciation converts into equity 
when you own a home. If you purchased a $350,000 home in January 2021, based on 
projected home price appreciation, you could potentially gain $111,285 in equity over 
the next five years – just by being a homeowner.

So, if you’re thinking of moving, don’t forget – you may have more equity in your current 
house than you realize, and that equity can take you places.

Bottom Line
Let’s connect to determine if your current home equity can help you make your next 
move sooner than you may have thought possible.

Home Price Expectation Survey 2021 2Q

Potential Home Price Growth Over the Next Five Years
Based on projections from the Home Price Expectation Survey

Potential growth in 
household wealth over the 
next five years based solely 
on increased home equity 
if you purchased a $350K 
home in January 2021  

$111,285
$350,000 

$391,090 
$413,851 $430,157 $445,471 $461,285 

2021 2022 2023 2024 2025 2026



Homeowners across most of the United States could sit back with 
a smile yet again in the third quarter and watch their balance 
sheets grow as soaring home prices pushed their equity levels 
ever higher. . . . there is no doubt that homeowners continue 
benefitting big-time from the relentless home price increases we 
are seeing around the country.”

-Todd Teta, Chief Product Officer, ATTOM



Now is clearly a great time to sell, but when you do, you may be wondering where 
you’ll go. Let’s compare the benefits of buying a newly built home versus an 
existing one. That way, we can work together to determine what most closely 
aligns with your homeownership goals. 

Pros for Purchasing a Newly Built Home

Create your perfect home.
If you build a home from the ground up, you’ll have the option to 
select the custom features you want, including appliances, 
finishes, landscaping, layout, and more.

Cash in on energy efficiency. 
When building a home, you can choose energy-efficient options 
to help lower your utility costs, protect the environment, and 
reduce your carbon footprint.

Minimize the need for repairs.
Many builders offer a warranty, so you’ll have peace of mind on 
unlikely repairs. Plus, you won’t have as many little projects to 
tackle, like leaky faucets or shutters to paint.

Know you have brand new everything.
Another perk is that nothing in the house is used. It’s all brand 
new and uniquely yours from day one.

If I Sell Now, Where Will I Go?

15



Pros for Buying an Existing Home

Explore a wider variety of home styles and floorplans.
With decades of homes to choose from, you’ll have a 
broader range of floorplans and designs available.

Join an established neighborhood.
Existing homes give you the option to get to know the 
neighborhood, community, or traffic patterns before 
you commit. 

Enjoy mature trees and landscaping.
Established neighborhoods also have more mature 
landscaping and trees, which can give you additional 
privacy and curb appeal.

Appreciate that lived-in charm.
The character of older homes is hard to reproduce. If 
you value timeless craftsmanship or design elements, 
you may prefer an existing home. 

16

Bottom Line
If you have questions about the options in our area, let’s discuss what's available and 
what's right for you, so you’re ready to make your next move.



17



Why work with an SRS 
(page one)
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Why work with an SRS 
(page 2)
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1. Make a Good First Impression

Selling a house requires a significant amount 
of time and effort, even though it may seem 
simple at first glance. Doing it right takes 
expertise and an understanding of what 
buyers are looking for. An agent considers 
things like:

Do you need to take down 
your personal art?

What’s the right amount of 
landscaping to boost your 
curb appeal?

What wall colors are most 
appealing to buyers?

An expert real estate advisor relies on their 
experience to answer these questions and 
more, so you don’t invest in the wrong things. 
Your time and money are important – and 
you shouldn’t waste either one. 

2. Maximize Your Buyer Pool

The more buyers that view your house, the 
more likely you are to get a better return on 
your investment. Today, homes are receiving 
an average of 3.6 offers per sale, according 
to recent data from the National Association 
of Realtors (NAR). While that’s promising for 
the sale of your house, it’s important to 
understand your agent’s role in bringing 
buyers in.

Agents have multiple tools at their disposal –
from social media to agency resources – to 
ensure your home is viewed by more 
prospective buyers. Leveraging the tools 
available to your agent and their expertise 
will give you the best advantage in the 
process.

Selling a house is a time-consuming journey – especially if you decide to do it on 
your own, known as a For Sale By Owner (FSBO). From conducting market 
research to reviewing legal documents, handling negotiations, and more, it’s an 
involved and highly-detailed process. Here are a few things you should consider 
before putting that For Sale sign up in your yard.

Save Time and Effort
by Selling with an Agent
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3. Understand the Fine Print

An agent can also save you time by taking out the guesswork you’ll have when 
navigating the required documentation. Today, more disclosures and regulations are 
mandatory, meaning the number of legal documents you need to juggle is growing. 

It can be hard to truly understand all the requirements and fine print. That’s where an 
advisor can be a valuable guide so you can avoid any costly missteps.

4. Navigate Negotiations

When it comes to selling your house as a FSBO, you’ll have to handle all the 
negotiations. Here are just a few of the people you’ll work with:

The buyer, who wants the best deal possible

The buyer’s agent, who will use their 
expertise to advocate for the buyer

The inspection company, which works for the 
buyer and will almost always find concerns with 
the house

The appraiser, who assesses the property’s 
value to protect the lender

An agent relies on experience and training to make the right moves during the 
negotiation. That’s how we know what levers to pull, how to address each individual’s 
concerns, and when you may want to get a second opinion. Selling your house as 
a FSBO means you’ll need to be prepared to have these conversations on 
your own.

5. Price It Right

Another way your agent maximizes the sale of your home is by making sure it’s priced 
right. Real estate professionals have the experience to compare your house to recently 
sold homes in your area and factor in any upgrades you’ve completed. Combining 
these factors is the key to making sure your house is priced to move quickly and 
competitively. When you FSBO, you’re operating without this expertise.

Bottom Line
Selling your house on your own is time consuming and requires an immense amount 
of effort and expertise. Before you decide to sell your house yourself, let's discuss your 
options to make sure you get the most out of your sale.
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Optional Open 
HouseProperty is 

Active on the 
Market  & 

Private 
Showings are 

Scheduled

Offer(s) in by X-
deadline!

Finalize Listing Paperwork
Staging/Photos/Virtual Tour

Reject
Accept

Or 
Counter 

or
Reject

Counter
Accepted Offer!

Coordinate contingency deadlines 
and final walk-thru (i.e., Home 

Inspection, Testing, Professional 
Evaluations, and Appraisal)

Walk-Through/ Listing Presentation

Home Seller

Closing

Set Time and Place for Closing

Home Selling Process

Determine
Market Value

Discuss Open 
Houses and 
Showings

Determine
Selling 

Amenities

Understanding
Selling Process

Coordinate 
Move Out

Contact Utility
Companies

Seller Terms that YOU can Request
Only Preapproved Buyers

Offers Shall be Summitted by X-date & Reviewed on X-date
Preferred Timeline or Date of Closing

Post-Occupancy until X-date

Offer(s) 
Reviewed
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Seller Intake Questionnaire
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Please gather the following before the property goes live: 

 
1. Prior Title Policy.  This will be in the folder from your previous closing.  It will be from the title 

company you closed at and say “policy” in the title i.e.: “Homeowner’s Policy.”  If you can’t locate, I can 
assist if you have your closing folder.  It will save you $100 on closing costs. 

2. Exterior Photos: Of lot, landscaping, garden, etc. 
3. Brochures/Manuals: For appliances and major systems (furnace/AC) 
4. Floor plan: If available 
5. Transferrable Warranty Info 
6. Mortgage Statement 
7. Recent Appraisal: If available 
8. Receipts for improvements: Please list out improvements & dates completed, contractor(s) used and if 

permits were pulled on “Additional Info” pdf.   
9. Things you will miss: Of things you enjoyed about the property and neighborhood/reason you 

purchased 
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________
__________________________________________________________________________________ 

10) Three things you would change about the house you are in: 
• ___________________________________________________________________ 
• ___________________________________________________________________ 
• ___________________________________________________________________ 

 
11.  What has you wanting to move now:  
_______________________________________________________________________________________ 

 
12. What are the most important qualities you are looking for in a Realtor/Marketing 
Consultant?__________________________________________________________________
__________________________________________________________________________
__________________________________________________________________________ 

Seller Intake Questionnaire 
 


 (
Seller Intake Questionnaire
)







Please gather the following before the property goes live:



1. Prior Title Policy.  This will be in the folder from your previous closing.  It will be from the title company you closed at and say “policy” in the title i.e.: “Homeowner’s Policy.”  If you can’t locate, I can assist if you have your closing folder.  It will save you $100 on closing costs.

2. Exterior Photos: Of lot, landscaping, garden, etc.

3. Brochures/Manuals: For appliances and major systems (furnace/AC)

4. Floor plan: If available

5. Transferrable Warranty Info

6. Mortgage Statement

7. Recent Appraisal: If available

8. Receipts for improvements: Please list out improvements & dates completed, contractor(s) used and if permits were pulled on “Additional Info” pdf.  

9. Things you will miss: Of things you enjoyed about the property and neighborhood/reason you purchased

__________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

10) Three things you would change about the house you are in:

· ___________________________________________________________________

· ___________________________________________________________________

· ___________________________________________________________________



11.  What has you wanting to move now:  _______________________________________________________________________________________



12. What are the most important qualities you are looking for in a Realtor/Marketing Consultant?______________________________________________________________________________________________________________________________________________________________________________________________________________________
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Sellers love ShowingTime because it’s simple to stay informed and easy to confirm appointments. 
Not only will you be able to receive notifications about showings automatically, but you will be able to 

see feedback from potential buyers and view all activity on your home during the sales process! 
 

Electronic Notifications 
Don’t have time to make or take a call? Communicate 
through text, email, or our mobile app instead! 
Our electronic notifications allow you to easily confirm, 
decline, or reschedule showings based on preferences 
that work best for you. 

 
Mobile App (push notifications) - Download the App and 
view the status of each appointment with the color-coded 
guide. 

 

Red = Declined or Canceled 
Yellow = Needs Review 

Green = Confirmed 
 

Text - Instant information that allows you to confirm with 
a “Y” or decline with an “N”. 

 
Email - See the appointment details and a personalized 
link to view your listing activity report. 

 
 
 
 
 
 
 
 
 
 

 
Listing Activity Report 

Keep track of all the showings occuring on your 
listing! 

 
Every email notification includes a ‘Quick Link’ 

button that will take you directly to your 
personalized Listing Activity Report. Here you 

can see all activity for your home including a list 
of all the showings completed or scheduled. 

Your feedback is listed with the showings, and 
can be broken down to show trends to help you 

identify those items to address to sell your 
home faster. 

 
 
 
 
 
 
 
 
 
 
 
 

 
800-379-0057 | showingtime.com 1 

Apple and the Apple logo are trademarks of Apple Inc., registered in the U.S. and other countries. App Store is a service mark of Apple Inc. Google Play and the Google Play logo are trademarks of Google Inc. 

S E L L E R ’ S G U  I D E T O S H O W I NG T I M E 
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Showing Feedback Updates 

When your agent receives new feedback remarks from a 
recent showing, that feedback can also be shared with you. 
This helps give you an up-to-date overview on what buyers and 
showings agents think about your home! 

Simply click on the “Click for Listing Activity Report” Button in 
any email you receive from ShowingTime to access your 
website. Here, you can compare feedback from agents and 
buyers to understand the way others view your home. 

In the ShowingTime Mobile app, the feedback responses can 
be accessed from the Notification center or by looking at the 
Listing Activity Report. 

 
 
 
 
 

 
Who is ShowingTime? 

FAQs & Tips 
Check your messages. 

ShowingTime is the leading showing management & 
feedback service provider in the real estate industry. 
With 24/7 availability, agents, and sellers can receive 
optimal service any time of the year. 

As a seller, what do I need to do? 
Your agent and our staff will take care of bringing 
buyers to your home. All you need to do is prepare 
your home for showings! 

Will I be notified when a showing is scheduled? 
Yes, you can receive emails, phone calls, and/or text 
messages depending on your 
appointment preferences. 

What happens if I am running late or need to 
cancel? 
You can call the ShowingTime Appointment Center 
(800-746-9464) to let them know. You can also let 
your agent know if there are alternate plans. 

What do the appointment types mean? 

Appointment Required - a confirmation must be obtained before 
the showing may occur. 

 
Courtesy Call - an appointment is automatically approved, but a 
call is placed to notify the 
owner/occupant. 

 
Go & Show - no approval is required and the request can be 
immediately confirmed. 

Be sure to continually check your phone or email 
for any notifications and respond as soon as 
possible. Delayed or missed responses could mean 
missed showings. 

Have your home ready to show at any time. 
It’s tough to keep your home tidy every moment, 
but the practice of preparing for showings will 
result in a higher likelihood of an offer. 

Provide one or two primary phone numbers 
where you can be reached. 
While you may use your cell phone as your primary 
means of contact, provide an alternate phone 
number such as a home or work number as backup 
to ensure confirmation of showings. 

Stay updated on your home. 
You will have access to your listing information at 
anytime from anywhere, letting you know the date 
& time of future & past appointments as well as 
valuable feedback from agents who have recently 
shown your home. 

Install the Mobile App. 
You can set your contact preferences, keep track of 
upcoming showings, and access your feedback 
when you need. You can also reach out to your 
agent with any particular questions. 
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