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Remodeling

Apply Fresh Paint.  Painting the 
interior of your home is arguably the 
single most important thing to do when 
remodeling.  It's always best to hire a 
professional, but if you're going to do it 
yourself make sure you don't get paint 
on the ceilings, trim, and fixtures!

Update The Kitchen.  Stainless steel 
appliances are
in!  So are
granite and
quartz
countertops.
You've probably
heard the 

3



saying that "kitchens sell houses", so 
updating the kitchen is a fantastic way 
to attract more buyers!

Go Green.  
Potential
buyers will
appreciate
energy
efficient
upgrades like
high efficiency
windows and LED lights.

Replace The Roof.  You'll be required 
to disclose the age of your roof when 
you sell your house, and buyers will 
take notice.  If you've recently had wind 
or hail damage you're going to want to 
check with your insurance provider and 
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see if they'll cover your costs.

Install Smart Devices.  Smart devices 
like programmable thermostats are 
more common than ever.

Replace Worn Carpet.  New carpet 
may not add a lot of value to your 
house, but old carpet can completely 
stop it from selling.  If the carpet is worn
it's best to
replace it.

Remove The
Wallpaper.
Nothing dates
a house quite
like old
wallpaper.  Removing it will make your 
home feel more contemporary.
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Update The Bathroom.  Installing a 
new bathroom vanity is an important 
staple of renovating a house.  Try 
adding some new lighting too!

Reframe Your Entry.  You probably 
don't use your front door much.  Maybe 
you come in through the garage, but the

front door makes a
big first impression
on homebuyers.  If
you don't want to 
replace the door 
completely, try 
applying a fresh 
coat of paint!
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Staging

Declutter.  You've lived in your house 
for a while and chances are you've 
accumulated some stuff.  Potential 
buyers need to be able to picture 
themselves
living in your
house, so
you're going
to need to
box some
things up.
Go ahead
and fill up the garage.  You're going to 
be moving anyway!
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Depersonalize.  Again, buyers need to 
picture this as their house, not yours.  
Pictures of your family will distract 
buyers from what they're supposed to 
be looking at - your house!

Small Furniture For Small Rooms.  
Small rooms with large furniture will feel
exceptionally small.  Try downsizing to a
twin bed to make bedrooms feel bigger!

Turn On The Lights.  Turn on all the 
lights in your
house before
showings.
You'll want
your home to
feel bright
and inviting.
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Deep Clean.  Buyers will take notice of 
dirty exhaust fans and air vents.  Make 

sure to 
clean your 
house 
thoroughly 
before 
listing it for 
sale!

Set The Thermostat.  It's cold in 
Minnesota, and no one wants to walk 
into a cold house during winter!  Leave 
the thermostat set to about 70 degrees 
so buyers want to stay in your house!

Remove Scents.  Don't cover up 
scents with air fresheners.  Instead, try 
opening windows to move fresh air 
through the house.
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Landscaping

Plant Trees and Shrubs.  They're fairly
easy to maintain and they add major 
curb appeal.  Healthy, well maintained 
trees and shrubs will give buyers a 
great first impression!

10



Green Is King.  Show off a full, healthy 
green lawn!  Avoid using rocks or gravel
in places where you could plant grass 
instead.

Clean The Gutters.  Full gutters give 
buyers the impression of a poorly 
maintained
house.  They
can also
cause water
to pool near
your house
and
sometimes leak through the foundation.

Cut The Grass Often.  A nicely cut and 
edged yard will catch people's attention.
Give buyers a great first impression of 
your well maintained yard!
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Listing Your House

Professional Photos.  Professional 
photos make a world of difference in 
getting buyers through your house.  
These pictures will be syndicated to 
thousands of sites, so it's important that 
they look outstanding!
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MLS Syndication.  When your agent 
lists your house for sale in the multiple 
listing service (MLS) your listing will be 
distributed to thousands of websites.

Internet Marketing.  Actual marketing 
is much different than MLS syndication. 
Some
agents will
tell you they
market your
home, and
then just
explain that
your listing
gets
distributed to
other sites.
Top agents
provide additional marketing, such as 
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Facebook and Instrgram ads.

Custom Website.  Top agents create a 
website for each listing to send potential

buyers to.  
Your listing 
should have
a dedicated 
website 
where 
buyers can 

go to find more information about your 
property and request a showing. 

Open Houses.  They still work!  It's 
important that your agent is willing host 
open houses so potential buyers can 
come through your house.
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Negotiating an Offer

Consider The Circumstances.  Has 
your house been on the market for eight
months before receiving any offers?  
Did you get an offer the very first day?  
Each situation is unique and should be 
negotiated differently.

Let Everyone Know.  Upon receiving 
an offer your agent should contact all 
other agents and buyers who expressed
any interest in your house.  Your agent 
should tell them that this may be their 
last chance to make an offer for your 
house.
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Counter The Price.  The first law of 
negotiations is whoever counters last 
wins.  If you
don't have
multiple
offers,
counter the
offer that
you do have
until you're
only a few thousand dollars apart.

Counter The Terms.  Is there a 
different closing date that would work 
better for you?  Are you worried about 
the buyer using an online lender?  You 
can counter the terms of an offer as well
as the price.
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