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MARCIE JAMES
NIWOT HOMES
I’ve lived all over the world

but always return to my

roots in Boulder and Boulder County. It’s a privilege to live here,
raise a family here and enjoy our wonderful neighbors and safe
neighborhoods.

Part of what makes Boulder County so special is our vibrant real
estate market. I love the Boco real estate market. It’s why I
bought a home here and why I invested in a number of rental
homes.

I understand the Boulder market, the best neighborhoods, the
upcoming areas, what creates demand and what drives pricing.

I’ll be there for you, every step of the way,
guiding and suppor8ng you with professional
and expert representa8on.
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Call Marcie: (303) 803-3242

Let’s Sell Your Home Quickly,
With The Least Amount of Hassle,
At The Best Price

Marcie James – Niwot Homes
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WHAT TO EXPECT
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HIRE A REALTOR OR SELL FSBO

Let’s walk you through the entire home selling process so

Hire the right Realtor and make sure you’re clear about

you know what to expect and don’t get taken by surprise.

what you want from the sale of your home.

PREPARE YOUR HOME FOR SALE
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SET YOUR PRICE

Get your home in “showroom condition” so that it shows

Determine your list price and your listing strategy to create

well and is presented in the best possible light to buyers.

competition between buyers and get the best price.

PRESENT AND LIST YOUR HOME
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NEGOTIATE THE SALE

Execute your market strategy to attract willing and able

Negotiate the best deal, including the right price, terms,

buyers.

conditions and concessions.

MANAGE THE TRANSACTION
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CLOSING

Protect your rights and make sure you the sale closes and

What to expect at the closing and what you need to do to

you get exactly what you’re owed.

smoothly transfer title and possession of your home (and
get paid everything you’re owed)..
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Start Today

What to Expect When
You Sell Your Home

The home selling process starts with the decision to sell. Once you’ve made that
diﬃcult decision you need to plan, prepare and put yourself into the best posiCon
to get the right buyer, at the right price, with the least amount of hassle.
First Time Home Sellers

The home buying process is complicated.

This guide will walk you step-by-step through the home selling process. It will take
away the fear of making a huge mistake when selling your home.

It involves a willing and able buyer, a willing seller, a great deal of paperwork,

Experienced Home Sellers and Investors

a host of third party vendors and a great deal of money.

You simply can’t aﬀord to make a mistake!

At the end of each chapter we dig deeper into a number of advanced issues that
will impact the sale of your home or rental property.
Subscribe Now

Don’t mess up! Find the perfect buyer! Get the best price!
Those are the three things foremost on most sellers’ minds.
Don’t mess up is driven by fear of the unknown, especially for inexperienced
home sellers.

Things change all the Cme so make sure to subscribe right now to our blog at
www.niwothomes.com
Ross Hair
NiwotHomes.com
(303) 803-3242

Get the perfect buyer willing to oﬀer the best price is driven by hope.

ross@niwothomes.com
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Let’s Walk Through The Home Selling Process

WHAT TO EXPECT
DAY 1

DAY 3

HIRE A REALTOR

PREPARE YOUR HOME FOR SALE

Sit down with your Realtor, sign the listing

You need to get your home looking it’s

contract, and make sure you’re clear

best so it is in “showroom condition”.

about exactly what you want from the

Clean, refresh, repair, replace and

sale of your home.

improve fixtures and features.

DAY 2

SET YOUR PRICE
Conduct a full CMA (Comparative
Market Analysis) with your Realtor and
determine your list price and your listing
strategy to get the best price.
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We Will Manage Every Step Of The Sale

THE SALES TIMELINE

DAY 4

DAY 14

PREPARE YOUR MARKETING PLAN

UNDER CONTRACT

Work with your Realtor to make sure you’re

Your Realtor will review, prepare and execute

attracting the right buyers and giving them the

the contract and disclosures that will protect

information they need to view (and buy) your home.

your rights and govern the sale of your home.

DAY 20

NEGOTIATE THE BEST SALE
Get multiple offers and create
competition that will drive up the offer
price. Make sure your Realtor gets you
what you wanted on Day 1.
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Every Step of the Way

TO CLOSING AND BEYOND
DAY 30 - 60

MANAGE THE TRANSACTION
Your Realtor will manage every condition, every
deadline and every third party (like appraisers
and mortgage brokers) to make sure your home
closes on time with the least amount of hassle

The CLOSING
THE DATE OF YOUR CHOOSING

THE CLOSING TABLE
We’ll be there at the Closing to make
sure your rights are protected and you
get what you paid what you’re owed,
with no hidden fees or unexpected
expenses.
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Hire a Realtor
or FSBO?
Your second big decision (a_er deciding to sell your home) is to either hire
the right Realtor or sell your own home (FSBO – For Sale By Owner).

If you really think about it, most homeowners want to sell their home, quickly
and with the least amount of hassle, for the best price.

Most homeowners are afraid to sell their own home as they’re afraid to make
a mistake that will cost them money. They’re inCmidated by the legal
paperwork, not sure how to ﬁnd a buyer and are not conﬁdent about the
right lisCng price or how to negoCate the best price.

If that’s what you want you should ask your prospecCve Realtor that exact
quesCon – “How will you guarantee to sell my home, quickly and with the
least amount of hassle, at the best price?”

If none of the above scare you and you have the Cme to prepare, market and
show your home, you should think about selling FSBO.
If you’re not 100% conﬁdent in selling your home FSBO, you should hire a
Realtor.
Every Realtor you meet will tell you that they’re the best and can sell your
home.
You need to ﬁnd the Realtor that is right for you.

The important part is to nail down the exact steps the Realtor will take to
guarantee his or her promise.
The key thing that you need to know is that, for Realtors, there are two sales
that the Realtor needs to make to sell of your home. Step one is to get you to
sign a lisCng contract and step two is to get the buyer to sign a purchase
contract.
This means that when you interview a Realtor to list your home the Realtor is
selling you on his or her service. Never forget that you are ge^ng “sold”
when an agent makes you a promise in a lisCng interview. If the agent
promises you something, make sure that agent shows you how he or she will9
deliver on that promise and make sure you get it in wriCng.

HIRE THE RIGHT REALTOR
2.1

What to Expect From Your Agent

Communica8on Skills

When you hire an agent you should expect the following:

Who likes an agent who doesn’t give you regular feedback and progress reports?

Professional Representa8on

Local Referral Network

Your agent needs to be a full Cme agent who views their job as a career and is
a true professional. Ask for tesCmonials and if you can contact past clients.

You want an agent who is connected to local vendors and can make your sale as
hassle free as possible. Your agent needs to guide you through the enCre selling and
closing process, not just the sales agreement.

Real Estate Exper8se
Already Has Your Buyer
Your agent must understand the real estate market and how to buy and sell
real estate. Ask if your agent owns any real estate. Ask for details about past
sales.

You ideally want an agent that already has a buyer willing and able to buy a home
just like yours. If you think about it, isn’t that why you’re really hiring an agent … to
bring you a qualiﬁed buyer?

Local Area Exper8se
2.2
Your agent needs to have a deep understanding of the local area and how it
impacts the housing market. People buy into a lifestyle, not just a house. Your
agent needs to know about local schools, medical faciliCes and
transportaCon.
Negotiation Skills
Your agent needs to be an expert negotiator who will get you the best
deal. You’re paying the agent a great deal of money, so the agent
needs to earn their commission by negotiating the best deal. Start by
negotiating your listing agency agreement with your agent as this is
how your agent will negotiate with a prospective buyer..

Determine What You Need From The Sale

You need to make a wish list of everything you need to realize from the sale of your
home.
The ﬁrst item on the list is usually ge^ng the right dollar number on the sale but
there are many other things you may need in order to let go of your home.
Write out your wish list and make sure you share it with your Realtor.
The home buying process is complicated.
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What to Expect From
Your Realtor
PROFESSIONAL REPRESENTATION
Be professional and considerate of your
needs at all times, putting you first.

MARKET EXPERTISE
Apply full market experience and expertise
to selling your home and helping you make
the right decisions.

HONEST AND OPEN COMMUNICATION
Be honest and transparent in all
discussions; keep you updated every step of
the way; and always available to take your
call.
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K n o w Yo u r B o t t o m L i n e

WHAT DO YOU WANT FROM THE SALE?
2.2

Determine What You Need From The Sale

2.3

Put It In Writing with Your Realtor

You need to make a wish list of everything you need to realize from the
sale of your home.

Make sure that you put everything in writing with your Realtor and
include it in the Listing Contract.

The first item on the list is usually getting the right dollar number on the
sale but there are many other things you may need in order to let go of
your home.

By putting your wish list in writing you let your Realtor clearly understand
your expectations and minimum requirements to proceed with the sale.

As an example, if you need to sell quickly because you need to relocate
for a new job, you need to let your Realtor know that a quick close is
very important. This will allow your Realtor to adapt the marketing and
sales plan for your home by offering additional incentives to a buyer’s
agent.

By adding your requirements to the listing agreement you clearly define
what you expect your Realtor to do in order to earn a commission.
As an example, you may or may not want to stage your home or host an
open house. Whatever your decision, make sure you clearly
communicate your preference with your Realtor and make sure it is
incorporated into the marketing plan.

Write out your wish list and make sure you share it with your Realtor.
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YOUR NEEDS AND GOALS
Why are you selling and what do you need to get from the sale?

PRICE

TIMELINE

P

T

Premarket
MLS
Showing
Closing

TERMS
Earnest Money
Down Payment:

T

D

DEAL BREAKERS
Must Get

Possession
Concessions
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Prepare Your
Home To Sale

3.1

What Do You Love About Your Home?

It’s a big deal to sell and move out of your home. It holds so many
memories and is often a central fixture of your life. You may have been
born there or raised your children there!

Once you have made the decision to sell your home you need to
immediately start preparing your home for sale.

To help your Realtor sell your home you need to write a letter to your
home, just like you would write a letter to a loved one, and explain why
you loved living there and why you’re going to miss her.

Like it or not, you’re now in a real estate beauty pageant so you need
to dress your home up and have it looking its absolute best so as to
beat out the other homes for sale.

This letter will help your Realtor focus on the best features of your
home and it will help the buyer see his or her family growing up in the
home.

You need to get your home in showroom condition!

It will also help you say goodbye to your home and (literally) move on
to the next chapter in your life.
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Write It Down

WHAT MAKES YOUR HOME SPECIAL

123 Any Street Niwot
Your Home

Tell me about your home. What makes it special? What makes it stand out from your neighbors? What will you miss the most?
1.
2.
3.
4.
5.
6.
7.
8.
9.
10.

15

PREPARE YOUR HOME TO SELL
3.2

Condition

Preparing your home for sale starts with the
condition of your home.
As a general rule the better the condition of
your home the more chance you have to
close on a quick sale at a good price.
This is the one area that is completely in
your control. Outside of major repairs and
improvements it is relatively easy to spruce
up the condition of your home.
Step 1 is to clean the house from top to
bottom. Clean and scrub everything and
then do it again.
• Bring in a professional carpet cleaner and
steam clean the carpets
• Hire a cleaning service to do a whole
house clean paying special attention to
the kitchen and bathrooms
• Make sure you polish everything.
• Wash every window and all the mirrors
• Power wash your front porch and decks

• De-odorize your entire home so it smells
fresh. This is usually a real challenge if
you have children and pets, especially
cats. Use flowers, scents and cleaning
detergents to cover up all odors. There
can be no unpleasant smells
• Pay special attention to any item that may
pose a sanitary risk, especially in your
kitchen and bathrooms. You bath, shower
and toilets need to be spotless. If you
can’t make things like your sink or toilet
seat look brand new you need to replace
them. You basically need to sanitize “you”
out of your home as nothing chases
people away as fast as another person’s
germs
Step 2 is to declutter your entire home. If
you haven’t used something for years this is
the perfect time to either pack it away in
storage or get rid of it.
• Magazines, books, clothes and toys (with
no sentimental value) are the easiest
things to donate or throw away
• Remove all extra pots, pan, juicers etc.
from the kitchen to make it appear clean,
open and roomy

• Remove all excess lotion bottles and
containers from the bathroom vanity counter
• Clean out and reorganize the pantry
• Pack away most of your personal items like
family photo frames and wall photos. Don’t
pack away all of the, just declutter things to
give the feeling of openness and space.
• Pick up any items that you store on the floor of
your cupboards (except shoes in a rack)
If you’re going to do it all yourself then the
easiest way is to start with one small room, like a
bathroom or the entrance room, and clean and
declutter it from top to bottom.
Limit your decluttering efforts to 15 minutes a
day or until you fill up one black trash bag. If it
feels like too much work you won’t want to do it.
Get the whole family in there and turn it into a fun
event. You’ll be amazed how quickly and
efficiently four people can clean up a small room.
Remember that all the work you do now to clean
up and declutter your home will make it easier
when you sell and move to your new home. The
last thing you want to do is drag that junk to16the
new place.

Modern Presentation

OUR SERVICES

Refresh

Replace

Repair

Improve

Service 1
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Service 3

Service 4

We’ve packed all the features
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We’ve packed all the features

you could want into one
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you could want into one
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image, unlimited
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image, unlimited
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PREPARE YOUR HOME FOR SALE
3.3

Refresh

The next step is to refresh your home and give it a
lijle faceli_.
Here’s a list of things you can do to refresh your
home:
• Fresh paint works wonders on an old home
• A lijle landscaping goes a long way. Mow the
lawn, cut away overgrown bushes, blow away old
leaves, clean out the gujer
• Focus on the front door. This is a good Cme for
new paint, a new wreath on the door and new pot
plants
• Replace light switch covers
• Restain the deck and outdoor wood furniture
3.4

Repair

You may need to repair a number of broken items and
ﬁxtures that will be noCced by a prospecCve buyer
and will hurt your purchase price.
Here’s a list of the most important repairs:
• The most obvious things are broken windows and
light ﬁxtures

3.5

Replace

It may also be necessary to replace a number of
key ﬁxtures like the roof or HVAC system. This is
a big deal and a big expense and something you
should discuss with your Realtor. It’s both a
markeCng and a ﬁnancial decision as the cost of
replacing something might not may sense
ﬁnancially if you can’t recover that cost.
As a general rule your buyer wants to move into
a home where everything works and may
choose one home over another because of the
move in readiness of the home.
In a hot seller market you will have more chance
of selling your house “as is” and without
replacing major items.
3.6

Improve

You may make the decision to make a number
of improvements to your home.
Some improvements are bejer than others and
will get a bejer return on your money:

• Start with curb appeal. You never get a second chance
to make a ﬁrst impression so make sure your home
looks great from the road. Pot plants and garden
ﬁxtures that give instant curb appeal are movable
items that you can take with you to your next home.
• Paint is the single best improvement you can add, as it
will dramaCcally brighten up the interior and exterior
of your home. Keep the colors neutral and mix up the
interior white walls with shades of grey and beige.
• Focus on the kitchen. It’s relaCvely easy to resurface
cupboards and update knobs and handles. It’s also
very easy to add more trendy features like a wall
backsplash above the counters and new faucets. New
kitchen appliance work wonders (you can always take
them with you), and focus on anything you can do to
make the kitchen look larger and more open plan.
• Pay ajenCon to the bathrooms. It’s easy and
inexpensive to update a bathroom with a large framed
mirror, trendy faucet and neutral Cling.
• Update security. Make sure you have all your smoke
detectors and CO2 detectors in place and in working
order. Let the buyer know that they come with the
house.
• Smart technology. We live in a digital world so make
sure you have phone, internet and cable connecCons
all set up and in working order. Tech packages like a
nest thermometer, front door camera and a smart
security system appeal to most buyers.

• Floor and bathroom Cles
• Holes in doors or walls
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4.2

Supply and Demand

The real estate market is an open market that is strongly inﬂuenced by supply and
demand. Some areas are more desirable than others and it’s the reason why a home is
one area can be valued so diﬀerently from almost exactly the same home in another
area.

Set Your Price

Make a note to ask your agent about the number of lisCngs available as well as the
average number of days on market it takes for a home to be sold.
4.3

Real Estate Market Condi8ons

You need to set your lisCng price.

You need to understand local market condiCons, as they will greatly inﬂuence the price
of homes as well as your home buying strategy.

Se^ng the right price is a mixture of art and economics. It’s a criCcal decision
that your Realtor can help you make but ulCmately is your sole decision.

Market condiCons can vary from neighborhood to neighborhood and at diﬀerent price
points.

Here are the things that will inﬂuence how you set your lisCng price.
4.1

There Is No Right or Standard Price

The best and worst thing about selling a home is that there is no prescribed
or right price. You can’t simply say that the home next door sold for X, but my
house is bejer because it has Y, and therefore my house should sell for X plus
Y.
The value of your home is what a buyer is willing to pay for your home.
It’s not what you or your Realtor think it is worth. It’s what the buyer is
willing to pay, whether that price is “fair” or not.
The ﬂip side to this is you can always elect not to sell if you don’t like the
price.

You need to analyze whether you’re trying to sell in a hot or cold market.
4.4

Loca8on

The locaCon of your home is a huge factor in determining what a buyer will pay for a
home. You need to make a list of all the posiCve features about the locaCon of your
home and how they will beneﬁt the buyer and the buyer’s lifestyle.
4.5

Condi8on

You need to be honest about the condiCon of your home. The bejer the condiCon, the
more you can ask for your home.
Most buyers will look at your home and then subtract the cost of repairs from their
purchase oﬀer. The buyer may agree that your asking price is fair but then deduct19
$20,000 for a new roof or ask for seller concessions of up to 3% of the oﬀer price.

“63% of home buyers will pay more for a home that is
move-in ready”” – Maritz Research

GET THE
BEST PRICE
Price is a primary factor that inﬂuencers every sale.

The right pricing is criCcal and creaCng demand is the single most
important factor for ge^ng the best price.

To create demand we need a combinaCon of the right preparaCon, the
right buyers, the right features and the right price.

You need to adapt your markeCng and negoCaCon to account for the
current market condiCons, compeCng homes for sale and the condiCon of
your home.

This is the art of negoCaCon.
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Pricing Strategy

2
1

+ 15%
RISKY

Limited Exposure. More days on
market.

+ 5%
SLOW

Limited Showings. More days on
market.

Market Value
OPTIMUM

Neither you nor your agent sets the
market value. Price it right.

- 5%
FLEXIBLE

More exposure. More showings. More
compeCng oﬀers can raise sale price.
Can oﬀset terms against price.
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W h a t ’ s Yo u r H o m e R e a l l y W o r t h ?

COMPARATIVE MARKET ANALYSIS
4.6

Compara8ve Market Analysis

Speciﬁcally you should ask for a 5 x 5 x 5 CMA that will cover:

Most homes are valued by using a valuaCon method called the comparaCve
method and by conducCng a ComparaCve Market Analysis (CMA).

5 Recent Sales (Sold)

The way we value residenCal real estate is by comparing a home to other
similar and recent home sales in that parCcular area. This is called a CMA
(comparaCve market analysis) and it is far from an exact science. The biggest
issue is that all homes are diﬀerent and it is almost impossible to compare
apples to apples.

5 LisCngs Under Contract (Pending)

The best way to do a CMA is to look at all the data on recent home sales on
the MLS. The key is to look at actual sales, not current lisCngs, to get an idea
of what buyers are willing to pay for a similar home.
Your CMA will help you determine the fair market value of a home. You can
use this value as the starCng point to determine your negoCaCng strategy and
lisCng price.
You should ask your Realtor to conduct a CMA on your home by pulling data
from the local MLS that is not available to the public. The CMA must cover
recent sales (within the last 3 months), of similar homes and in the same
neighborhood.

5 Current LisCngs (AcCve)

This will give you a snapshot of how the market is performing and how you
should price your home.
4.7

Everything is a Nego8a8on

In real estate everything is negoCable.
That’s why it’s so important that your Realtor is a great negoCator and
understands the art of negoCaCon and selling in your current market.
Depending on market condiCons you may wish to list below, at or above the
lisCng price. In a hot seller’s market you may want to drive up the price by
ge^ng mulCple compeCng oﬀers. In a slow buyer’s market you may need to be
more negoCable on price or oﬀer addiConal seller concessions.
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WHAT’S THE RIGHT PRICE?

PRICING TO SELL
Pricing your home will greatly impact how we go about marketing and
selling your home. Let’s start by looking at the current market.

5 RECENT SALES

5 UNDER CONTRACT

5 ACTIVE LISTINGS

1.

1.

1.

2.

2.

2.

3.

3.

3.

4.

4.

4.

5.

5.

5.

YOUR HOME
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Present and List
Your Home For Sale
It’s now Cme to market your home to ﬁnd the right buyer at the best price.
This is where you need to put on your buyer’s hat and think about things
from a buyer’s perspecCve and what they do to ﬁnd a home.
We know from studies conducted by the NaConal AssociaCon of Realtors
(NAR) that over 90% of buyers go online to start searching for a home. They
go to sites like Zillow.com and Realtor.com to get a feel for market and to
start comparing homes.
We also know from NAR that when buyers get serious about buying a home
they want access to the local MulC LisCng Service (MLS) to get a list of all the
local homes for sale.
Take a look at this infographic from NAR to show how buyers actually found
their home. It is basically a markeCng blueprint that you and your Realtor
need to follow.

In parCcular, make sure your home is marketed on the Internet, make sure it
is on the MLS, make sure you put up a for sale yard sign and make sure you
tell all your family, friends and neighbors that your home is for sale.
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MARKET TO SELL
ATTRACT QUALIFIED BUYERS
Marketing systems are designed to do one thing – get buyers to view
your home in the best condition to sell.
Once they enter the front door your focus turns to closing the sale. Your
sole focus is to show them why your home is better than any other
competing home for sale on the market.
“87% of home buyers responded that home presentation influenced their
decision to buy” – AOL Money
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S e l l Yo u r H o m e

TO STAGE OR NOT TO STAGE
Staging
You need to present your home in show room condition.
Think of how beautiful new model homes look when you first walk
through the front door. They’re spotless, tastefully (but minimally)
decorated, smell like freshly baked cookies and designed to make
you feel comfortable and ready to move in.
One of the best ways to present your home is to stage it.
It’s not cheap to stage a home so this is a major decision that you
need to make with your Realtor.
It’s obviously easier to stage your home if it is vacant.
If you’re still living in your home it is difficult and extremely
inconvenient to keep your home in showing condition.
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CREATIVE AND CLEAN
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G i v e B u y e r s W h a t T h e y Wa n t

BUYERS LOVE PHOTOS
Photography
5.2

Photography

In the digital world you need to get a full set of beautiful listing
photographs.
Buyers want to see photos, lots of them, so give them what they want
and make sure your photos present your home in the best possible
way. Shoot for a package of 25 to 40 photos of your home plus the
surrounding neighborhood. Don’t forget that you’re selling both the
house and the local lifestyle to a buyer.
In most cases your agent will pick up the cost of the photography.
Advanced Tip – Ask your agent to negotiate with the photographer
that you get a copy the photos, at no additional cost, that you can
keep for your personal use. Put the photos in a scrapbook or album
and keep it around for the memories.
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G i v e B u y e r s W h a t T h e y Wa n t

BUYERS LOVE VIDEO
Videography
5.3

Videography

Video is a very powerful and effective marketing medium that will help
your home stand out to buyers when they search for a home.
Make sure you get video of your home plus video of the
neighborhood.
If possible, try to get aerial footage by hiring a drone videographer.
In most cases your agent will pick up the cost of the video.
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Co-opt Other Agents

LIST ON THE MLS
MLS
5.4

MLS and Listing Syndication

You need an agent to add your home listing to the local MLS.
When your home is listed on the MLS it allows your agent to share
information about your listing with other local agents and invites them
to bring their buyers to view your home. This is an incredibly powerful
marketing tool and one of the main reasons that you should hire a
Realtor.
When your Realtor lists your home on the MLS you will also have the
option to syndicate the listing to a number of other real estate
websites. Make sure your Realtor takes advantage of this listing tool
to publish your listing all over the Internet.
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Unmatched Digital
Marketing Strategy
MASSIVE LOCAL REACH
9 out of 10 buyers will start the home search process
online so make sure you have an unmatched digital
marketing plan.
NATIONAL RELOCATION REACH
Use digital marketing to targets out of town buyers who
need more than just real estate information.

PREMIER BUYING LIST
Use digital marketing to aggressively build and manage a
premium buyer list of people actively looking to buy a home
in the local area.
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Massive Online Exposure and Reach

LIST ON PUBLIC REAL ESTATE PORTALS
5.5

Public Real Estate Portals

In addition to the MLS you can also publish your listing on
other public real estate websites and portals.
Every MLS has a public website that allows buyers to
search for the latest active listings.
Every MLS has an association agreement with
Realtor.com to publish active listings on the Realtor.com
website.
A number of popular websites, like Zillow.com, Trulia.com
and Homes.com, will allow you to publish your listing, for
free, on their website.
The key is to take advantage of their traffic to promote
and market your home.
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IT’S A SOCIAL WORLD

MASSIVE SOCIAL REACH

5.6

3K Followers

7K Followers

6.0K Followers

@NiwotHomes

@Username

@NiwotHomes

5.5K Friends

6.1K Followers

@NiwotHomes

@NiwotHomes

Social Media

Social media sites like Facebook and Twijer are great places to connect with local buyers
and sellers. It’s also the best place to let your family, friends and neighbors know your
home is for sale and to share lisCng details and photos
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THE
NEIGHBORHOOD
5.10

Don’t Forget About The Neighborhood

You buyer has two main interests when looking for a home – the physical
home and the surrounding neighborhood. That’s because buying a home
is as much about the structure as it is about the lifestyle.
Basically the buyer wants to know what it’s like to live in this house in this
neighborhood. The buyer is thinking about things like is this the right place
to raise children (good schools) or commute to work (easy access to
town) or is this a safe community.
Make sure your marketing includes local information and insights into
what it’s like to live in your home and in this neighborhood.
Schools
Shopping
Recreation (things to do)
Dining
Medical

Sell the neighborhood as much as the house.
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Does Your Agent
Already Have
Your Buyer?

If you hire the right agent, there’s a strong probability that your
agent already has your buyer in his or her markeCng database.

That’s because great agents spent the Cme and money to
develop a markeCng system that helps meet just about every
acCve buyer who looks online for a home or ajends a local open
house.

By the Cme you start markeCng your home, a great agent will
already have put in all the hidden hard work.
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Apple Devices

Apple Devices

Apple Devices

Agent Mailing List

Top Agent Network

Agent Showing Incentives

Our list of every active agent in the Niwot and

Our close circle of top producing agents that

Our unique agent incentive plan to get agents

Boulder County market.

get the job done.

to bring their clients to your home.

AGENT TO AGENT
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The Initial Offer
When you receive the initial offer from the buyer you will usually receive a
timeframe to accept the offer. You will have the right to accept, reject or
counter the offer before the buyer the end of the timeframe or before the
buyer withdraws the offer.
If you accept the offer, that’s it, you’re under contract, subject to the terms and
conditions of the offer.

Negotiate the Sale

If you reject the offer, then the deal is dead and you’re back to square one.
You may elect to send the buyer a counter offer. This is like a brand new offer
and the buyer now has the right to accept, reject or counter offer the seller’s
offer. The seller also has the right to withdraw their counter offer before the
buyer accepts or rejects it.

6.

Negotiate The Sale

Now it’s time to listen to offers and negotiate the best sale.

It sounds complicated but it’s really just part of the negotiating process and
something an experienced agent will easily handle on your behalf.

All offers must be in writing and must include the principle terms and
conditions for a valid sale.

Counter Offer

Your real estate broker will handle the paperwork and help your review
an offer. If you don’t have a real estate broker you can download an
offer agreement you’re your State Real Estate Commission. Just do a
Google search to find their website.
6.1

Offer and Acceptance

In the simplest terms, there must be a written offer by the buyer and
written acceptance of the offer by the seller. Things can get
complicated but there needs to be certainty by both buyer and seller as
to exactly what they are agreeing to buy and sell.

If you make a counter offer the buyer will need to decide if he or she wants to
accept that counter offer.
It’s not unusual for a seller to make a counter offer and it’s not unusual for the
buyer to make a counter offer to that counter offer.
The risk is that if you reject the buyer’s offer or counter offer then you are out
of contract and may not sell your home.
Be aware that time becomes a critical factor as it takes time to write up and
deliver offers and counter offers. If all you are negotiating is price then ask
your Realtor to verbally negotiate the price and then get the final offer in37
writing.

The Legal Stuff

THE SALES CONTRACT
Terms
6.2

The Sale and Purchase Contract

Let’s take a look at the main things you will negotiate when you sell
your home.
First and foremost the contract to buy and sell a home must be in
writing and must be signed by both the buyer and the seller.

The terms will outline how you wish to purchase the home and will
include things like how much earnest money, how much down payment,
when you close, what is included in the sale.
The terms of a deal can greatly influence the deal.
Conditions

It’s important to know that the offer isn’t just about price but is also
about terms, conditions and concessions.
Price
You need to determine how much money you want as the total
purchase price.

The conditions are things that you require to be done or to happen in
order for the sale to close. As an example the buyer may make it a
condition of the sale that he or she gets a home loan for 80% of the
purchase price. If the buyer doesn’t get an 80% loan then the deal will fall
through and you will be required to return the earnest money.
Concessions

You also need to know how much you want as the “net” price, after
deductions for costs, repairs and concessions.
Sometimes the buyer’s offer price can be misleading as it can be
subject to a number of conditions and concessions, like having the
seller replace the roof or pay all the closing costs.

The buyer may ask the seller for certain seller concessions. The
concessions may be that the seller agrees to pay certain closing costs or
reduce the purchase price in lieu or making certain repairs.
Note that as a general rule the buyer’s lender will allow the seller to make
38
concessions of up to 3% of the purchase price in seller concessions.

Manage The Sale
To Closing
The clock starts to run the moment you reach wrijen agreement with the
buyer.
This is the period from contract to closing and is usually the Cme where the
buyer ﬁnalizes ﬁnancial arrangements and performs due diligence on the
house. It’s also the period when many home sales fall through and fail to
close.

Most condiCons are for the beneﬁt of the buyer and can be used by the buyer
as an “escape” or “out” clause.

In most cases it’s a subjecCve decision where the buyer doesn’t like
something about their loan approval (like the interest rate) or the condiCon
or the house and then uses one of the condiCons to terminate the purchase
and get back their earnest money.

A good agent will help you manage the transacCon all the way through
closing.
In parCcular you will need to ﬁnalize any condiCons in the contract and make
sure the buyer ﬁnalizes things like ge^ng a mortgage.
Most condiCons must be completed within a set deadline. If the condiCons
can’t be performed within the set deadline then the contract will usually fall
through and be terminated or you will need to extend the deadline by wrijen
agreement between the buyer and seller.
39

The Devil Is In The Details

MANAGE THE TRANSACTION

Earnest Money

Mortgage Application

Mortgage Approval

Appraisal

The buyer’s earnest money

Make sure the buyer actually

Confirm that the buyer is

Prepare and present the house

needs to be deposited and held

submits a mortgage application

approved for a mortgage and is

to help the appraiser find full

in trust

on time

happy with the terms

value

Home Inspection

Title Inspection

Down Payment

Possession

Attend to any minor repairs and

Order title inspection and

Conform the buyer has the right

Deliver possession once you are

issues raised by the buyer’s

insurance and get it to the buyer

down payment, seasoned and in

sure all the financial and legal

home inspector

and closing agent

good funds

paperwork is executed.
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COMMUNICATION
IS EVERYTHING

Make sure your agent is available at all times to keep you updated
and fully informed about the sale of your home.

My Mobile Phone: (303) 803-3242

#1 IS YOU
MORTGAGE BROKER
LISTING AGENT
APPRAISER
HOME INSPECTOR
INSURANCE AGENT
CLOSING AGENT

41

The Closing
The closing is the big day where you transfer legal Ctle to your home.
8.1

What to Expect

The closing will usually take place at your Title Company or Ajorney’s oﬃce
(the “closing agent”). The closing agent will usually close in escrow and make
sure all the paperwork is in order; that the ﬁnancial arrangements are in
place and arrange for the ﬁling with the local government authority of all the
documents needed to legally convey Ctle of the property.

The purpose of the closing day is to make sure that all the paperwork is in
order and to make sure all the parCes to the transacCon are protected. The
seller wants to be certain that he or she gets the full purchase price. The
buyer wants to make sure he or she gets legal Ctle to the home. The lender
wants to make sure that the loan document is fully executed and the security
agreement (mortgage or trust deed) is properly recorded. All the third party
service companies; like the appraiser, home inspector, mortgage, insurance
and real estate brokers; want to make sure they get paid.
On the closing date you will need to bring a number of documents to the
closing table:
• Proof of ID, usually your driver license
• The Keys
• Remote controls
•
The closing agent will verify all the paperwork and then execute all the
agreements.

Note that the closing date and the date you give possession of the home is
usually the same day but may be diﬀerent if you agreed otherwise in the
purchase agreement.

The closing agent will also ﬁle and register all the paperwork with the local
government authority.

The costs of the closing agent are normally split between the buyer and
seller.

If the possession date is the same as the closing date you will hand over the
house keys to the buyer.
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Understand Selling
and Closing Costs
It’s important to understand that buying and selling a home is complicated
with many diﬀerent parCes involved, including the buyer, seller, lender,
mortgage broker, real estate broker, appraiser, inspector and insurance
agent.
This means you will incur closing costs, including fees, taxes and sejlement
costs, when you sell your home.
Your closing costs can be quite substanCal, as much as 5% to 10% of the total
purchase price, so it helps to be prepared and to understand what you need
to pay.

8.2.1

ALL Closing Costs are Nego8able

Your closing agent and real estate broker will advise you as to who usually
pays what closing costs. They will say things like “it is tradiConally the buyer’s
responsibility to pay for an appraisal fee”.
It’s very important to note that there is no law requiring the buyer to pay any
closing costs (except in certain cases) and the buyer can negoCate that the
seller pays some of the closing costs usually paid by the buyer.
The easiest way this is done is by including a concession in the wrijen oﬀer
that the seller will agree to pay a ﬁxed amount or percentage of the purchase
price (up to 3% maximum).
Obviously, if you agree to pay some or all of the buyer’s closing costs, or
agree to concessions, this will impact the size of the check you get at closing.

A Note of Warning
In most cases you will receive a check at closing that is usually less than what
you were expecCng. This is usually because there will be closing fees that you
hadn’t accounted for and addiConal pro rated fees like your share of annual
real estate taxes.
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Wa t c h Yo u r B o t t o m L i n e

CLOSING COSTS
8.2.2

Costs Normally Paid By The Buyer

The Buyer’s Mortgage
The buyer will be responsible for paying any
costs associated with ge^ng and closing on
their home loan and mortgage. You should see
all the fees on the Closing Disclosure so make
sure that they are payable by the buyer (and not
you).

Private Mortgage Insurance

Appraisal Fee

If the buyer borrows more than 80% of the
purchase price the buyer will o_en be required
to purchase private mortgage insurance (PMI).
This covers the amount of the loan above 80%
so that if the buyer defaults on the loan the
lender will be able to recover from the insurance
company.

In order to get a home loan the lender will
require an appraisal of the home. The appraisal
is designed to give the lender assurance that the
home is worth the purchase price. The appraisal
fee is usually around $700.

Home or Hazard Insurance

The buyer may wish to inspect the home for
defects before you close on the home. A home
inspecCon fee is usually around $600.

Mortgage Fees
• Mortgage ApplicaCon Fee
• Credit Report
• Loan OriginaCon Fee
• UnderwriCng Fee
• Discount Points

The lender will require that the buyer insures
the home so that if it is damaged or destroyed
there will be insurance to cover the outstanding
loan. This is usually an annual policy, for the
value of the actual home (excluding the land),
that the lender will usually roll into the monthly
payments.

Home InspecCon
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CLOSING COSTS
Closing Costs Normally paid By The Seller
Your ExisCng Mortgage
If you home is subject to an exisCng mortgage you
will be responsible to pay oﬀ the outstanding
balance on your home loan plus any closing costs
associated with closing the home loan and removing
the mortgage lien.
Title Insurance

Someone has to prepare and record all the legal
documents. If you are in an “Ajorney State” this
will be done by an ajorney. If you are in a “Title
State” this will be o_en be done as a free service
by the Ctle company when you purchase Ctle
insurance.

You need to get advice from a tax professional but as
a general rule you will not owe any capital gains tax if
it is the sale of your primary residence, you have lived
there for 2 of the past 5 years, and you didn’t make
more than $250,000 proﬁt (if ﬁling as an individual) or
$500,000 if married and ﬁling jointly.

Title insurance provides you with certainty as to
clear Ctle.

If you make more than the exempted proﬁt then
capital gains tax will be levied at a rate of up to 20%
depending on your income level.

Real Estate Broker Commission
It’s complicated – speak to a tax professional.

The seller normally provides and pays for a Ctle
insurance policy conﬁrming that the seller has Ctle
and the right to sell the property free of any liens or
encumbrances.
Government Taxes and Fees
Your State or Local authority may have addiConal
government taxes and fees, like recording fees or
even a transfer tax, that are payable at closing.
These fees and taxes will vary from County to
County.
Title Company or Ajorney Fees
Depending on your State, you may be required to
pay Title Company or ajorney fees to close the sale
of your home.

You may owe your real estate broker a real
estate broker fee and the buyer’s agent a cooperaCve broker fee. This fee is usually covered
by the seller as part of the MLS co-operaCon
agreement between brokers but, in some cases,
you may be responsible for all or an addiConal
commission.
Capital Gains Tax
Your home may be subject to capital gains tax.
A capital gain is an increase in the value of your
home from the price you bought to the price
you sold.

8.3

Close in Escrow

The sale of your home will close in escrow so that the
closing agent has Cme to prepare, execute and ﬁle all
the legal paperwork and protect all rights, especially
your right to get all the money you are owed.
8.4

Possession

If the possession date is the same as the closing date
you will hand over the house keys to the buyer.
Congratula8on – you just sold your home
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Professional Real Estate Representation

MY PROMISE TO YOU

Marcie James
BROKER / OWNER

My Unique Process

As a former trial attorney I understand the absolute need to be fully prepared, organized and ready to
represent my clients to the best of my ability. That’s the same approach I take to selling real estate. I take a no-nonsense, competitive
approach to each sale where my goal is to get you the result that you want from the sale of your home. I back this up with an unmatched
knowledge of the real estate market and a marketing platform that I’ve taught to thousands of top Realtors across the nation.
–

My Promise – I’ll apply my unique skills and background to represent you like I would represent one of my legal clients.
Transaction Broker
Buyer Agent
Listing Agent #1 Listing Agent in Boulder County 2015, 2016.
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CLOSING DAY

I’ll Be There
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Let’s Connect
UNITED STATES OFFICE

Tell me how you would like us to communicate!

7857 Country Creek Dr
Niwot CO 80503

EUROPE OFFICE
13 Ave. Ballarta
Barcelona, Spain

(303)

803-3242

@yourname

SOUTH AMERICA OFFICE
45 Calle Norte

marci@niwothomes.com

@yourname

7857 Country Creek Drive,
Niwot CO 80503

@yourname

www.NiwotHomes.com

@yourname

Argentina

Headquarter
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Niwot Homes

COMPANY HISTORY
Rock Solid in Boulder County Since 1962

Niwot Homes was founded in Niwot in 1962 when we were still a small railroad town that relied on sugar beet farming. Much has changed since then, not
least the size of our wonderful town and the value of our homes. That’s good and bad as we’ve all prospered as our home values have appreciated but
this has made it more difficult for new families to afford to live in Niwot. The point is that we’ve seen it all, the good times and the bad times, and always
been there to guide our clients through unmatched real estate expertise and professional representation.

NIWOT HOMES – TOP SELLING REALTOR IN NIWOT EVERY YEAR SINCE 1984 (Boulder Association of Realtors)
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OUR PROVEN TRACK RECORD

TESTIMONIALS

LILY WALDEN

GAIL FORBES

LOPEZ FAMILY

SOLD Home in 2016

SOLD Home in 2017

BOUGHT Home in 2017

“Marci was with me every step of
the way. As a new mother I was
really grateful for how Marci worked
around our family schedule and

“Marci is the ultimate professional.
Unsurpassed knowledge of the
Niwot market and great attention to
the little things that helped us sell

“Marci took all the stress out of buying
our first home. We would have been lost
without her and too scared to make a
decision. She’s cool, calm and knows

made everything run smoothly and
on time.”

for above asking price. I highly
recommend Marci.”

the market like her own backyard. And
did I mention her funny sense of
humor?’ Marci is our Realtor for life.”
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Proven Results and Unmatched Local Expertise

OUR TRACK RECORD

$18.56M

27

1,263

$45,938

2017 SALES

2017 CLOSED SALES

BUYER LEADS

MARKETING BUDGET

#1 in Total Sales Volume in

#1 in Total Closed Sales in

Owner of the Niwot

Advertising and Marketing

Niwot (MLS Data)

Niwot (MLS Data)

Homeowner Portal, Official

Spend Year To Date

Niwot Facebook Page,
Niwot Buyer List and Local
Marketing Platform

51

CASE STUDY
JONES FAMILY

Cindy and Mark Jones relocated to Boulder County from California.
They wanted a four bedroom home in Niwot so as to be within the
Niwot School area for their two children and to ensure an easy
commute for Mark to his job in Boulder. We showed them five
homes that met their needs, including an off-market home that they
were able to purchase.

PURCHASED
123 ANY STREET
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IMPORTANT FACTORS FOR BUYERS
1. Price
Price is the bottom line, particularly for first-time buyers. Getting it right the
first time will ensure a solid offer (or several) without scaring anyone away.

$

2. Condition
Whether it’s replacing the roof or painting the walls, a little home improvement can go a
long way.

Condition

3. Presentation
Use staging, photography, and a strategic marketing approach to find and
attract the right buyers.

Presentation

4. Location
Neighborhood, schools, transportation, and other location-related factors are hugely
important to buyers…but your house is where it is.

Location
While you can’t do much about location, you can perfect the rest of these
attributes with the right know-how and a few small investments.
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Modern Presentation

WHERE WE’LL FIND YOUR PERFECT BUYER

88%

87%

48%

44%

ONLINE HOME SEARCH

LOCAL AGENT

YARD SIGN

OPEN HOUSE

“9 out of 10 Homebuyers

There is a strong

Many buyers will drive the

Your buyer will want to visit

start the search process

probability that your buyer

neighborhood or one of

and view your home

online” – National

will be represented by a

your neighbors will refer a

through an agent showing

Association of Realtors

local agent (like us) and will

family member, friend or

or an open house.

have access to the MLS

work colleague.
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FINANCE
Let’s talk money! Although it is the buyer’s responsibility to get a home loan,
you need to mange the process to make sure the buyer takes the necessary
steps to get a suitable loan, on time and as agreed in the contract.

CEO / FOUNDER
$500,000
PURCHASE PRICE

EARNEST MONEY

DOWN PAYMENT

HOME LOAN

Make sure you get enough earnest

Confirm that the buyer has proof of down

Get proof of loan approval and confirm 3-

money to discourage unqualified buyers

payment and that the source of funds is

days before closing that the lender is in

and have it held by your closing agent.

acceptable by the lender.

position to transfer the funds and close the
home loan.

$10,000

$40,000

$450,000
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Frequently, your initial font choice is taken out of your awesome hands

Creative
Text
Layouts
Frequently, your initial font choice is taken out of your awesome hands
also we are companies often specify a typeface, or even a set of fonts,
part of their brand guides However, if you a great Frequently, your initial
font choice is taken out of your hands; companies often specify a
typeface, or even a set of fonts.

also we are companies often specify a typeface, or even a set of fonts,
part of their brand guides However, if you a great Frequently, your initial
font choice is taken out of your hands; companies often specify a
typeface, or even a set of fonts when selecting a typeface for body text,
your primary concern should be readability. Don’t concern yourself with
personality at this stage. I’m of the school of thought that believes that
you’re better off mastering a few typefaces.

When selecting a typeface for body text, your primary concern should
be readability. Don’t concern yourself with personality at this stage. I’m
of the school of thought that believes that you’re better off mastering a
few typefaces frequently, your initial font choice is taken out of your
awesome hands also we are companies often specify a typeface, or
even a set of fonts, part of their brand guides However, if you a great

When selecting a typeface for body text, your primary concern should

Frequently, your initial font choice is taken out of your hands;

be readability. Don’t concern yourself with personality at this stage. I’m

companies often specify a typeface, or even a set of fonts.

of the school of thought that believes that you’re better off mastering a
few typefaces.
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Modern Presentation

TEXT IN TWO COLUMS
Frequently, your initial font choice is taken out of your awesome

Don’t concern yourself with personality at this stage hands also we

hands also we are companies often specify a typeface, or even a

are companies often specify a typeface, or even a set of fonts,

set of fonts,

part of their brand guides However, if you a great

part of their brand guides However, if you a great Frequently, your

Frequently, your initial font choice is taken out of your hands;

initial font choice is taken out of your hands; companies often

companies often specify a typeface, or even a set of fonts when

specify a typeface, or even a set of fonts when selecting a

selecting a typeface for body text, your primary concern should be

typeface for body text,

readability. Don’t concern yourself with off mastering your primary
concern should be readability. Don’t concern yourself with

Your primary concern should be readability. Don’t concern yourself

personality at this stage.

with off mastering your primary concern should be readability.
Don’t concern yourself with personality at this stage. I’m of the

I’m of the school of thought that believes that Frequently, your

school of thought that believes that Frequently, your initial font

initial font choice is taken out of your awesome hands also we are

choice is taken out of your awesome hands also we are

companies often specify a typeface, or even a set of fonts, part of

companies often specify a typeface, or even a set of fonts, part of

their brand guides However, if you a great Frequently, your initial

their brand guides However, if you a great Frequently, your initial

font choice is taken out of your hands; companies often specify a

font choice is taken out of your hands; companies often specify a

typeface

typeface

57

Modern Presentation

TEXT IN THREE COLUMS
Frequently, your initial font choice is taken

Frequently, your initial font choice is taken

Frequently, your initial font choice is taken

out of your awesome hands also we are

out of your awesome hands also we are

out of your awesome hands also we are

companies often specify a typeface, or even

companies often specify a typeface, or even

companies often specify a typeface, or even

a set of fonts,

a set of fonts,

a set of fonts,

part of their brand guides

part of their brand guides

part of their brand guides

However, if you a great Frequently, your

However, if you a great Frequently, your

However, if you a great Frequently, your

initial font choice is taken out of your hands;

initial font choice is taken out of your hands;

initial font choice is taken out of your hands;

companies often specify a typeface, or even

companies often specify a typeface, or even

companies often specify a typeface, or even

a set of fonts when selecting a typeface for

a set of fonts when selecting a typeface for

a set of fonts when selecting a typeface for

body text, your primary concern should be

body text, your primary concern should be

body text, your

readability. Don’t concern yourself with off

readability. Don’t concern yourself with

mastering your primary concern should be

personality at this stage. I’m of the school of

readability. Don’t concern yourself with

thought that believes that

personality at this stage. I’m of the school of
thought that believes that

When selecting a typeface for body text,
your primary concern should be readability.
Don’t concern yourself
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REMCamp
PRESENTATION
Get Updated Templates at www.remcamp.com
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