H ME FREE

A Guide for California Home Sellers

Getting ready to sell
Are you thinking about selling your home? The selling process
is different from the process you went through when you first
purchased your home. It requires a big commitment on behalf of
you and your real estate agent. But making advance preparations
smooths the process along, helping you to sell your home for more
money in less time.
In this section, we go over the steps you need to take to prepare
yourself and your home to sell.

Step 1: Identify your motivations
Let’s talk about your motivations for selling – this will help us plan the best
timeline and pricing strategy to meet your goals.
Why do you want or need to sell? For example, do you need to move for a new
job? Or are you hoping to get into a different school district? Have you already
signed a contract to purchase a home and need to sell your home as soon as
possible? Nailing down your timeline will help us decide the best list price for
your home. If you need to move soon, then a more competitive (lower) listing
price may be best.
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Is now the right time for you to sell?
Yes

No

Have you used an online sale proceeds calculator to see how much
money you will make when you sell at the suggested list price?
Will your sale proceeds be enough to meet your goals for your next move?
Do you have the time to properly prepare your home to sell?

If you answered “yes” to these three questions, great! You’re ready to move on
to the next step in the selling process: finding a real estate agent.

Step 2: Find an agent
Your seller’s agent will:
• recommend a list price based on recently sold comparable properties
and current market trends;
• help prepare your home for sale, including bringing an outside
perspective to identify any trouble spots you will need to address before
listing to get the maximum price for your home;
• market your home on your behalf on multiple listing services (MLSes),
other home listing sites, social media, with signage and in print;
• locate prospective buyers;
• communicate with buyers’ agents to schedule showings around your
schedule;
• negotiate with buyers’ agents and other professionals;
• handle all the paperwork;
• assist in finding you a new home to buy and getting you preapproved for
your next purchase; and
• coordinate concurrent closings when you are selling and buying a
replacement home.
The right agent will make this process as seamless as possible, leaving you to
focus on the important things like the changes ahead.
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Step 3: Do the money math
Before you list your home for sale, you’ll
need to do some math to ensure the
money left over from your sale after your
mortgage and other selling fees are paid
meet your goals.
For example, consider a home listed for
sale at $500,000. The seller owes $300,000
on their mortgage, and does not owe
money on any other mortgages on their
home.
Assuming their home sells at the list price
of $500,000, they will need to pay:
• 5%-6% of the sale price on buyer
and seller agent fees ($25,000$30,000);
• fees and taxes; and
• the cost for any repairs the home
needs, or buyer credits/concessions
the seller may make to the buyer for
the cost of the repairs.
To simplify your calculations, there are
many online calculators you can use to
estimate your sale proceeds. Try inputting
different sale prices to see how a lower
price may impact your proceeds —
helpful if a price cut is necessary.

When you buy
and sell at the
same time
While timing your
sale with a new purchase may
seem overwhelming at first,
this is done all the time. You
will likely need access to your
sale proceeds to pay for your
down payment on your new
home, and that is completely
doable.
We will work closely with
the lender and escrow
companies handling your
sale and purchase to make
sure your sale proceeds are
available in time to complete
your purchase. There may
be a gap between your sale
date and closing on your
new home, but it is common
practice for you to negotiate
with the buyer to stay in your
home for a few days after the
sale to cover this gap.

Sale price $500,000
Mortgage amount owed $300,000
Broker fees (approx. 5%-6% of the sale price)
Closing fees and taxes (approx. 1% of the sale
price, varies based on your city and county)
Sale proceeds $165,000-$170,000
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Seller’s Costs

Item
Broker fees
Pro-rated property taxes

Escrow fee

Grant deed recording fee
Transfer tax and county/city
fees

Owner’s title insurance policy
and title search fees
Termite inspection

Natural Hazard Disclosure
report

Homeowners’ association
(HOA) documents
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Description
The amount the seller pays
to both their agent and the
buyer’s agent.
The seller and buyer split the
property taxes for the sale
year so that they each pay
only for the time they own
the house.

Cost
2%-3% of the sale price.

Varies depending on how
much in taxes you have
already paid for the year,
and in which city/county the
property is located — if you
have prepaid taxes, you may
get a refund.
The fee the escrow company $2 for every $1,000 making
charges. The buyer and seller up the sale price, plus about
typically split the escrow fee
$250 (e.g., on a $500,000
50-50.
purchase, this is $1,250).*
The fee paid to the county
Varies depending on your
to make the home’s deed
county, ranging from $10transfer official.
$100.
The tax charged by your
Varies depending on
county (and in some cases,
your county and city,
your city) to transfer your
approximately 0.011% of the
home to the new owner.
sale price for your county,
plus any city fees.
This policy ensures the
Approximately $1,000-$3,000.
property is actually yours to
sell.
This pays for a certified
Approximately $50-$150.
inspector to make sure your
home is free of termites or
termite damage.
The required report on what
Approximately $100-$125.
types of natural hazards
occur on the property (e.g.,
if it is in a flood zone, fire
hazard zone, etc.).
If your home is in an HOA,
Varies, typically less than
you may need to pay to get $100.
copies of the covenants,
conditions and restrictions
(CC&Rs) or bylaws.

Item

Description

(cont’d)

HOA transfer fees

If your home is in an HOA, this
is the fee paid to your HOA
to transfer ownership on their
books.

Pro-rated HOA dues

If your home is in an HOA,
any HOA dues for the month
that you own the home
before it is transferred to the
buyer.
During negotiations with the
buyer, you may agree to
provide a specified dollar
amount to cover needed
repairs, and/or you may
agree to leave assets with
the home.
During negotiations, the seller
may offer to purchase a
warranty to cover repairs to
certain home components if
they should break after the
sale.

Buyer credits or concessions

Home warranty

Cost
Varies, can range anywhere
from $100-$1,000, and is
sometimes equivalent to the
cost of one monthly HOA
payment.
Varies based on your HOA
monthly payment.

This amount varies widely and
may be non-existent.

This varies depending on
what type of warranty is
purchased (e.g. for the
whole house, or certain
components), typically
ranges around $200-$800.

*In most parts of California, the seller pays the full amount listed, but in limited
areas of the state this amount is split with the buyer. I’m happy to discuss the
local customs on who pays what at closing if you have any questions!

Buyer’s costs
The buyer typically covers everything else, including the:
• appraisal fee;
• home inspection fees;
• lender’s title insurance policy;
• lender fees (including the origination fee, points, underwriting fee and
processing fee);
• pro-rated taxes and interest; and
• settlement costs.
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