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GET YOUR HOME READY 
Tips for being show ready 

Getting your home ready for the market is a critical step for a successful sale. 
It will take some time, energy and elbow grease. Think about the following: 

Have a home inspection. Be proactive by arranging for a pre-sale home 
inspection. An inspector will be able to give you a good indication of 
the trouble areas that will stand out to potential buyers, and you'll be 
able to make repairs before showings begin. 

Get replacement estimates. Do you have big-ticket items that are 
worn out or will need to be replaced soon, such as your roof or 
carpeting? Get estimates on how much it would cost to replace them, 
even if you don't plan to do it yourself. The figures will help buyers 
determine whether they can afford the home and will be handy when 
negotiations begin. 

Organize and clean. Pare down clutter and pack up your least-used 
items, such as large blenders and other kitchen tools, out-of-season 
clothes, toys, and exercise equipment. Store items off-site or in boxes 
neatly arranged in the garage or basement. Clean the windows, carpets, 
walls, light fixtures, and baseboards to make the house shine. 
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Rena is amazing! 

We have used her 

before and will again. 

~Tammy 



Our agent was responsive 

to our specific needs. All 

questions through the process 

were answered quickly. 

We felt confident with each 

suggestion or suggested 

course of action. We value 

your services and would 

definitely use The  

Anthony Team again. 

~Ric & Jen





Cathi is a great,  

caring and VERY 

PATIENT person. 

~ Patti
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PREPARE YOUR HOME 
Simple Tips for Preparing your Home for Showing 

Remove clutter and clear off counters. Throw out stacks of newspapers 
and magazines and stow away most of your small decorative items. Put 
excess furniture in storage, and remove out-of-season clothing items 
that are cramping closet space. Don't forget to clean out the garage, 
too. 

Wash your windows and screens. This will help get more light into the 
interior of the home. 

Keep everything extra clean. A clean house will make a strong first 
impression and send a message to buyers that the home has been 
well-cared for. Wash fingerprints from light switch plates, mop and wax 
floors, and clean the stove and refrigerator. Polish your doorknobs and 
address numbers. It's worth hiring a cleaning service if you can afford it. 

Get rid of smells. Clean carpeting and drapes to eliminate cooking 
odors, smoke, and pet smells. Open the windows to air out the house. 
Potpourri or scented candles will help. 

Brighten your rooms. Put higher wattage bulbs in light fixtures to 
brighten up rooms and basements. Replace any burned-out bulbs in 
closets. Clean the walls, or better yet, brush on a fresh coat of neutral 
color paint. 

Don't disregard minor repairs. Small problems such as sticky doors, torn 
screens, cracked caulking, or a dripping faucet may seem trivial, but 
they'll give buyers the impression that the house isn't well-maintained. 

Tidy your yard. Cut the grass, rake the leaves, add new mulch, trim the 
bushes, edge the walkways, and clean the gutters. For added curb 
appeal, place a pot of bright flowers near the entryway. 

Patch holes. Repair any holes in your driveway and reapply sealant, if 
applicable. 
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•	 Remove clutter and clear off counters. Throw out stacks of newspapers 
and magazines and stow away most of your small decorative items. Put 
excess furniture in storage, and remove out-of-season clothing items 
that are cramping closet space. Don’t forget to clean out the garage, too. 

•	 Wash your windows and screens. This will help get more light into the 
interior of the home. 

•	 Keep everything extra clean. A clean house will make a strong first 
impression and send a message to buyers that the home has been well-
cared for. Wash fingerprints from light switch plates, mop and wax floors, 
and clean the stove and refrigerator. Polish your doorknobs and address 
numbers. It’s worth hiring a cleaning service if you can afford it. 

•	 Get rid of smells. Clean carpeting and drapes to eliminate cooking 
odors, smoke, and pet smells. Open the windows to air out the house. 
Potpourri or scented candles will help. 

•	 Brighten your rooms. Put higher wattage bulbs in light fixtures to 
brighten up rooms and basements. Replace any burned-out bulbs in 
closets. Clean the walls, or better yet, brush on a fresh coat of neutral 
color paint. 

• 	 Don’t disregard minor repairs. Small problems such as sticky doors, torn 
screens, cracked caulking, or a dripping faucet may seem trivial, but 
they’ll give buyers the impression that the house isn’t well-maintained. 

• 	 Tidy your yard. Cut the grass, rake the leaves, add new mulch, trim the 
bushes, edge the walkways, and clean the gutters. For added curb 
appeal, place a pot of bright flowers near the entryway. 

• 	 Patch holes. Repair any holes in your driveway and reapply sealant,  
if applicable.

•	 This booklet provides additional helpful information on staging, 
maintaining, and living in your listed home. We will also provide a handy 
& helpful 20-Minute Pre-Showing Checklist – all to help make the home 
marketing process simple, pleasant, and SUCCESSFUL for you!



Kristin was on top of 

the whole process, she 

constantly had updates 

on amendments, 

timelines, etc ... before I 

even thought to ask 

for them. 

~ Matt
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GET YOUR HOME READY 
Tips for being show ready 

Getting your home ready for the market is a critical step for a successful sale. 
It will take some time, energy and elbow grease. Think about the following: 

Have a home inspection. Be proactive by arranging for a pre-sale home 
inspection. An inspector will be able to give you a good indication of 
the trouble areas that will stand out to potential buyers, and you'll be 
able to make repairs before showings begin. 

Get replacement estimates. Do you have big-ticket items that are 
worn out or will need to be replaced soon, such as your roof or 
carpeting? Get estimates on how much it would cost to replace them, 
even if you don't plan to do it yourself. The figures will help buyers 
determine whether they can afford the home and will be handy when 
negotiations begin. 

Organize and clean. Pare down clutter and pack up your least-used 
items, such as large blenders and other kitchen tools, out-of-season 
clothes, toys, and exercise equipment. Store items off-site or in boxes 
neatly arranged in the garage or basement. Clean the windows, carpets, 
walls, light fixtures, and baseboards to make the house shine. 
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We really liked the 

personal attention and 

responsiveness to our 

needs.

~James 

HOW TO LIVE IN A STAGED HOME
Sell Your Home in Any Market!  Staging Works!
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Because prospective buyers look at everything and imagine themselves 
living in your home, it is very important that you keep your property 
staged and ready to show at all times. You and your home must be 
prepared for showings at a moment’s notice. 

Extra attention to appearance and appeal yields noticeable results!

Staged properties sell faster in comparison to homes that have not been 
staged. From the day of listing to day of closing, home staging quickens 
the process, regardless of real estate market conditions.

Inside and out, preparation and maintenance are critical to successful 
marketing and sale of your home. We work with a professional home 
staging professional who can help with small or large staging challenges. 
We’ll be happy to arrange a consultation.

Once your home is prepared, do a little maintenance every day so that 
at any moment it will take no more than 20 minutes to prepare for a 
showing. We’ll provide a 20-Minute Pre-Showing Checklist to help you be 
ready and to avoid pre-showing anxiety.



HOME SELLING INCONVENIENCES
Practical Tips for a Pleasant Selling Experience!
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Living with Home-Selling Inconveniences!

Knock-Knock!  Potential buyers might show up uninvited. They may 
approach you in your yard, knock on your door, be waiting in your 
driveway when you come home. For safety reasons, do not let in 
unscheduled individuals. Politely direct them to call your agent as 
shown on the yard sign. Your agent will ensure they are legitimate and 
qualified prospective buyers.

A Showing ... NOW???  Don’t panic over a call from Centralized 
Showings Service (CSS) if they ask if your home may be shown “RIGHT 
NOW.” This might happen – it is common in the real estate industry. If 
the moment is not good timing, simply apologize and recommend an 
alternate time to give you time to prepare and vacate. 

Show or No-Show?  An agent is showing buyers 15 homes in one day, 
not expecting them to linger for 45 minutes at each home. Running 
behind schedule they miss our showing appointment or show up late to 
see your home. Be prepared to be flexible.

They Left Our Lights On!  Many agents were trained to leave the lights 
on after a showing, if they were on at arrival, in case there might be 
another showing following theirs. If you want lights off after a showing, 
leave a note on a table or entry door, “Please Turn Off All Lights on Your 
Way Out. Thank You.” 

They Used Our Restroom!  This will likely occur, occasionally. Although 
many visiting prospective buyers and their agents will use a half bath or 
powder room in your home, some will make themselves at home and use 
a master bath or any other bathroom. Be patient and understanding – 
consider it part of the process.

I’m Locked Out!  Many of us access our homes by entering through the 
garage door. A buyer or agent with good intentions might lock the door 
to the garage, inadvertently locking you out. To help avoid this, attach a 
note on the door to the garage, “Please Do Not Lock this Door.”

(continued)



My Home is not Being Shown!  Relax! The real estate market cycles 
sporadically. Your home may be shown right away and frequently. It 
might not be shown for two or three weeks. There is no rhyme or reason; 
but trust that Anthony Team Realty and F.C. Tucker Company, with a 
100-year of home marketing strategy development.  We are maximizing 
your home’s visibility to buyers and are happy to address your 
concerns. 

How Did the Showing Go? After an agent shows your home, we 
automatically email the showing agent (up to three times) to request 
feedback immediately after a showing. If, after a day or two, the agent 
fails to replay, we will follow up with a phone call. If there is no response 
after these efforts, we will presume there is no interest. The feedback 
we deliver is a true accounting of what the showing agent tells us.

Post-Showing Criticism. You know what they say about opinions ... 
When we receive feedback from prospective buyers and their agents, 
sometimes their comments are empty. Occasionally remarks are made 
about things beyond your or our control. If we receive foolish, harsh, 
and unproductive comments, please consider it unworthy of 
concern.

The Home Inspection. Our experience shows that sellers tend to worry 
about the often-dreaded home inspection. Relax while we wait on this 
to be completed. As a courtesy to all parties, do your best to vacate 
the home for the duration of the inspection. An inspector’s report and 
buyer’s initial response may take up to 14 days. Relax in knowing that 
your agent is on top of it. In the spirit of good will negotiations, we will 
work through the process to foster satisfaction for both buyer and seller.

Appraisal. Typically, the appraisal is requested within the first couple 
weeks after an accepted offer. Like the inspection, it is best to vacate 
the home while the appraiser completes the assessment. Appraisals 
are ordered blindly via computer. The lender does not know who the 
appraiser will be until the appointment is scheduled. Once complete, 
the appraisal is reviewed and scrutinized by a third-party company to 
prevent appraisal fraud.

Closing. Mortgage lenders are being held to much higher standards, 
today, than years ago – more paperwork, more verifications, more 
processing, more scrutinizing, and more red tape. An average FHA 
loan takes up to 45 days to close. There is a chance that closing could 
be delayed 2 to 7 days; but know that we will work diligently with all 
parties involved to ensure every effort is invested toward meeting 
the intended closing date.



Thank you, thank you, 

thank you! You made 

our dream of owning a 

home come true. You 

are patient and take the 

time to make sure  

your clients are your  

highest priority.   

~ Tamekia
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Thank you so much, James 

and Team! I appreciate 

your awesomeness. Thanks 

for being nothing short of 

amazing. When anyone I know 

plans to buy or sell, I will send 

them your way!

~ Krystal



9
NEGOTIATE YOUR TERMS

Offer
You will receive an offer from a buyer’s agent. The purchase agreement will 
lay out the specific terms. You can negotiate price, possession, closing date, 
which appliances stay with the home, taxes, inspection, and much more. Your 
agent will help you determine the best approach to negotiating each of the 
items. The seller can then accept, reject or counter your offer. 

Paperless Documentation
The home sale process can generate hundreds of pages of paperwork 
that must be exchanged, delivered and saved. F.C. Tucker uses a leading 
paperless solution through DotLoop™ to securely manage your documents. 
This cloud-based program allows everyone involved in your transaction to 
securely manage, share and sign documents through mobile technology. I 
can even add your loan officer. 

Counteroffer 
The counteroffer(s) is where you and the buyer work toward an agreement 
acceptable to both parties. There may be several counteroffers before you 
reach the final agreement. 

Contingencies 
Contingencies are conditions that must be met for the purchase of the home 
to proceed. Common contingencies include financing, inspection, insurance 
and appraisal. 

Earnest Money 
Earnest money allows the buyer the opportunity to show the seller that 
they are “earnest” about their offer. Earnest money is submitted with an 
offer and the check is deposited and held by the listing agent’s broker upon 
acceptance of the offer. Earnest money is held in a non-interest bearing 
account and is applied to the buyer’s down payment costs at closing. 



Our agent was responsive 

to our specific needs. All 

questions we had through 

the process were answered 

quickly. We felt confident with 

each suggestion or suggested 

course of action when we 

were uncertain. We received 

value in using your services 

and would definitely work with 

The Anthony Team again. 

~Mike
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You made the selling process 

so much easier than we 

expected. I’m sure that 

your attention to detail, 

your insightful marketing 

strategies, and advice for 

presenting our home in the 

most positive light are reasons 

our home sold so fast and at 

such a great price!

~ Gary & Sharon





Jim Anthony
Realtor® Broker

Anthony Team Realty

(317) 488-1673

(317) 844-4200

janthony@talktotucker.com

anthonyteamrealty.com

MORE KNOWLEDGE, EXPERIENCE, TECHNOLOGY, RESULTS.

My first home real estate  

experience was easier than I 

expected because of caring 

support and attention to detail. 

Knowing that my agent was 

always one step ahead and 

looking out for me throughout 

the process was priceless. 

Thank you!

~ Yolanda


