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While listing and selling your home can feel overwhelming, knowing what to expect can
make the process much easier and more enjoyable. In this article, we share with you the
most common steps that occur while your house is on the market for sale.
There are typically 2 situations that homes are in once the listing agreement has been
signed between you and your real estate agent. 1.) The home is ready to put on the market
right away or 2.) There is some prep that needs to be done before putting the home on the
MLS (Multiple Listing Service).
Let’s start with situation #2, the house is not ready for market yet.
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Step 1: Pre-Listing

You’ll want to take time to make the home show in its best light, which means,
decluttering, cleaning, and setting the stage for success. You can read all about this in our
free report “Preparing to Put Your House on the Market.” In the meantime, a “Coming
Soon” sign will be put up in your yard.
If you find yourself in the first situation, your home is ready for the pre-listing marketing
stage.
Professional photos will be taken of your home and property.
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Step 2: Marketing the Home

Your home will now be put on the MLS and other syndicated websites like Zillow, Trulia,
and Realtor.com
Your home’s listing will also be published on our website and social media sites like
Facebook, Instagram, and Twitter.
There are even more ways your home is marketed for a quick sale, but there are too many
to list here.
If you desire to have an Open House, they will be scheduled per your request, and we will
promote the open house across our large social network.
Communication is extremely important during the marketing phase, so we will
communicate with you regarding feedback from other agents and potential buyers.
However, if an agent shows the house, please let us know so we can follow up with them!
Showings: Other real estate agents will most often be the ones who show your home to
potential buyers. Although we may also bring prospective buyers, we will not be present
when other agents show your home.
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Step 3: Reviewing Offers

If your home is prepared correctly, and it’s priced to sell, offers will usually begin fairly
quickly in the current market. You’ll want to review these offers with your agent.
Now it’s decision time, you can accept the offer as written, reject the offer, or accept the
offer with some changes. This is done through a counteroffer.
The counteroffer which we present to the buyer’s Agent may be accepted or rejected.
They may also present a counteroffer back to us.
One caveat here, you don’t have to accept any offer at all. If you don’t like any of the offers,
you can simply reject them all.
Once both parties do accept an offer and or counteroffer(s), we are ready to proceed with
the opening of escrow.
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Step 4: The “Escrow” Period

The Title/Escrow Company
While it’s not necessary that you understand each nuance of Title and Escrow, it’s good to
have a basic understanding of the process. “The title is a bundle of rights in a piece
of property in which a party may own either a legal interest or equitable interest”1. In other
words, Title refers to who has the legal ownership and the right to use a piece of property.
In this case, it’s real estate, but it can also refer to a car. In that case, the Pink Slip
represents the Title to the car.
Escrow, on the other hand, refers to a type of account created by a “neutral third party”, the
Title Company, which prepares the necessary documents and assures that all parties
perform their duties as required for the real estate transaction. Your title company or
Realtor can explain in more details if you like.

Once the offer has been accepted, the buyer will usually have 3 business days to deposit
their Earnest Money Deposit (sort of like a down payment) in the Escrow Account, usually
with the buyer’s agent’s office.

Libby Guthrie ‐ Guthrie Group Homes | Keller Williams 865‐966‐5005
Cell: 925‐628‐2436 libby@guthriegrouphomes.com

The title company will order your mortgage payoff figures and research any liens on the
property and determines what taxes are owed.

Contingency Timeframes
In most cases, there are contingencies which have certain timeframes to be completed by.
Disclosures: Our office will provide you with disclosure paperwork for the home for you to
complete to the best of your knowledge. Those disclosures are provided to the buyer
usually before an offer is accepted, or right after that.
Inspections: The buyer will order and pay for any and all inspections they deem necessary
(typically home inspection and pest inspection at the minimum) for their information only.
This is usually a 10-17 day timeframe contingency.
Loan and Appraisal (if applicable): The buyer’s lender will order an appraisal on the
property to verify the value and get the information from the buyer that they need to close
the loan. This is usually a 10-17 day contingency.
In order to allow for the timely satisfaction of these timeframes, please make the home
accessible for inspectors and the appraiser.

Contingency Removal
After all inspections and the appraisal are done, the buyer should be in a position to
remove all contingencies in writing as stated in the contract. If any issues arise during the
inspections that need negotiation or attention, we will be notified at this time. If not,
we move forward to closing.

Libby Guthrie ‐ Guthrie Group Homes | Keller Williams 865‐966‐5005
Cell: 925‐628‐2436 libby@guthriegrouphomes.com

Step 5: Closing

Final Walk-Through
Approximately 5 days prior to the closing, the buyers and buyer’s agent can choose to do a
walk through the home. At that time, they will be observing that the repairs, if any, have
been completed and that the home’s general condition is the same or better than when
the offer was submitted.

Utilities
You’ll want to contact your utility companies to have them taken out of your name the day
of closing or the day you will be vacating the property after closing if applicable.
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Closing Day
Appropriate forms are prepared for the transfer of title and settlement, or the formal
transfer of ownership (commonly referred to as the closing).
An escrow officer oversees the closing of the transaction; the seller signs the deed, the
buyer brings in funds to close, then the buyer signs a new mortgage, the sellers loan is
paid off and the new loan is established. The seller, real estate professionals, attorney,
surveyors, title company and others performing services for the buyer and seller are paid.
Additionally, title insurance policies will be issued to the buyer and lender.
After closing, the title company will record the legal documents at the county courthouse.

SOLD!
On the closing day, you can leave extra keys, garage door opener(s), alarm information,
pamphlets on appliances, etc. at the home. You can bring a key to the closing table to give
to the buyer.
Congratulations! You Just Sold your home!

Additional Resources
Prepare to Put Your House on the Market
https://gghknoxville.com/prepare-to-put-your-house-on-the-market-in-knoxville

10 Top Staging Tactics Anyone Can Do
https://gghknoxville.com/10-top-staging-tactics-anyone-can-do-in-knoxville

How Much Is My Home Worth?
https://gghknoxville.com/free-home-value-report/
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