


At Modern Realty, we appreciate the magnitude of your decision to sell 
your home, which is why we aim to make the process as smooth and easy 
as possible. Because we have dedicated our careers to helping people just 
like you, we created this roadmap to prepare you.

By the time you close on the sale of your home, you will feel confident 
that you were represented by professionals that were looking out for your 
interests every step of the way. You should never feel like you are “in the 
dark”. Selling a home is a commitment to your future, and we take pride 
in participating in such an important event. We want it to be the very best 
experience possible.

We hope that you will refer your friends and family to Modern Realty, and 
return to us, yourselves, as you pursue other properties in the future.

Let’s get together & 
plan your move

CONTENTS

Prepare
Activate

Introduce
Expose

Coordinate
Close



THE STAGE

Prepare

Activate

SET



The first and most important part of the home selling process is to:

Once this is completed, we will review the details of all the listing agreement 
documents, fill them out and define the listing roll out date.

The work of selling your home begins long before we place a sign in your 
front yard. To successfully attract the largest quantity of potential buyers, we 
must maximize the exterior curb appeal and strategically situate the interior. 
Basic landscaping improvements in the front and back yards can make a 
noticeable difference. Each room needs to be decluttered, depersonalized 
and cleaned. Then it is important to identify any potential buyer concerns and 
preemptively offset them prior to the listing going live. We have an in-house 
staging consultant to help with interior aesthetics when needed.

Once all the preparations are complete, we bring in the professional 
photographer to capture the essence of each space and showcase the home in 
the best light possible through a wide angle lens camera and with
video. The listing itself is then constructed using custom and descriptive 
language that incorporates all the features and updates associated with the 
home to increase the length of time each potential buyer spends
reviewing it.

You will have a chance to review and approve the listing before we introduce 
it to the market.

Analyze current market conditions
Evaluate recently sold and currently available 
comparable properties
Objectively valuate your home
Create a pricing strategy based on the current market

Prepare



Buyers will typically ask to review the seller disclosure statements, lead based 
paint disclosures and recent utility usage history for the home. We will upload this 
information into the Multiple Listing Service (MLS) so buyer’s agents can easily 
access it as needed, because when a potential buyer is interested in your home, 
we want to ensure they have all the information available to them immediately.

We will also upload any special agent showing instructions for your home such as 
“please remove shoes”, “don’t let the cat out,” etc.

We will help you order your mortgage payoff authorization for the loan on your 
home so that when you accept an offer we don’t have any delays in closing
the sale.

Our Listings Department will also create spare keys for your home. One will 
be held at the office, and the other will be delivered to your door in a secure 
electronic or combination lock box. The other agents in the Midland Board of 
Realtors® can access the key from the lock box.

Accurate records are kept of anyone who has entered your home. Showing 
requests are made electronically and then you are contacted by our office to 
confirm the time and date. The buyer’s agent will typically leave a business card 
in the home to let you know they were there.

Signage will be placed in the front yard, and directional signs will be strategically 
placed in the surrounding areas for listings outside of Midland city limits. A 
flyer box with informational flyers will be attached to the yard sign, and a 
comprehensive information “house book” will be constructed and delivered to 
your home as well.

Once everything is in place and the listing design has been approved, we will 
activate the listing in the Multiple Listing Service and its syndicated affiliates. 
Whenever possible, we prefer to activate new listings on Tuesday mornings so 
they appear on the “hot sheet” for all agents on Tuesdays and Wednesdays when 
the majority of them are actually working.

Activate
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Introduce

Your listing will be included in our e-newsletter that reaches thousands of local 
residents each and every month with a link to your listing. We can track which 
recipients have clicked on your link to get more information.

Your listing will be presented to the entire office prior to the listing date, and it 
will be included on the weekly Realtor Tour which allows agents to preview the 
home for their clients.

At various stages in the listing process, we send mass communications to 
the entire Midland Board of Realtors® 200+ agent network, alerting them of 
price reductions, open houses and sometimes even short-term buyer agent 
commission bonus incentives.

We immediately begin systematically marketing your home to our buyer 
database through email and phone calls.

You can offer buyer incentives such as:

Home warranty
Early occupancy
Seller concessions to “pay” a portion or
all of the buyer’s closing costs



Expose
As members of the Midland Board of Realtors®, we purchase additional 
listing syndication services for all Modern Realty listings, enabling them to be 
verified quickly and accurately.

We expose the listing to hundreds of local, regional and national websites, 
including the major players such as: Realtor.com, Zillow.com, Trulia.com and 
Homes.com. Our Listings Department also manages numerous Craigslist.com 
advertisements in targeted local markets to increase exposure.

Our Senior listings department runs a comprehensive social media campaign 
for your listing, including promoted ads for your listing’s album on Facebook, 
YouTube, and Instagram. We encourage you to share your listing’s post on 
your social media platforms and to invite your friends and family to do so as 
well. We are all in this together!

We are committed to hosting at least one open house per month for your 
listing. We cross promote these open house events using our social media 
network, video ads, online ads and more.
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Coordinate

Our job is to help you objectively and impartially analyze your buyer feedback 
so we can make the appropriate adjustments either in condition or pricing. If we 
haven’t seen 4 to 6 showing requests in the first few weeks, we will work together 
to create a solution to increase showings on your home.

As offers are presented, your listing agent will guide you through the negotiating 
process and offer advice on how to structure your responses to maximize your 
position without jeopardizing the sale.

During this process, he or she will also analyze with you what your approximate 
bottom line will be, based on the terms of the offer you are considering.

A real estate purchase and sale contract is not enforceable until it is fully 
executed and delivered, so we work expeditiously with you and the other parties 
to finalize and deliver all paperwork as soon as possible.

Our closing coordinator and your listing agent oversee the delivery and 
processing of all pertinent documents, as well as the buyer’s earnest
money deposit.

Typically, it can take between 10 and 12 showing appointments to generate 
an offer.



Close
After offer acceptance, there are a few more steps to complete before reaching 
the closing table.

We oversee the coordination of the buyer’s home inspection and help you 
navigate through the negotiations that may follow.

Our closing coordinator orders preliminary title work and confirms that the 
home appraisal appointment is scheduled. Following these steps, the buyer’s 
loan application is submitted to the underwriting department and reviewed 
for approval.

We help you coordinate your move and transfer utilities out of your name.

The buyer’s agent schedules the buyer’s final walk through and the actual 
closing date and time with you a few days prior to closing. You will have an 
opportunity to review all your closing figures before you attend the actual 
closing appointment which typically occurs at the title company’s office. Your 
agent will attend that appointment with you to answer any questions and 
monitor the process.

Then your home will be sold!




