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Our agents are uniquely savvy.
We know Portland houses.

Helping you sell your home is a collaborative
effort. We provide a thorough market analysis of your
property to give you feedback on price and staging, sell-
ing and what comes next, whether it's the purchase of a
new home or a move out of state.

FOR SALE I
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MEET YOUR AGENT
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We love getting to know you \

and your home. \

We do a first walk-through to help us \

N
understand its style, size, and condition. \
We compare your house with current active and pending \

\

listings that are similar in location and/or features—to \
create a Comparative Market Analysis (CMA). We'll share §
our findings with you, and discuss how the CMA fits your \

N
expectations for price and presentation. §
Once we decide to move forward together, we'll both §

sign an Oregon Listing Contract which will specify list \

= price, market date, and commission. X
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R THINGS TO KNOW ZEEuEEs §

b List Price Commission ~ Market Date §
: Thepriceofa Apercentageofthe Whenyourhouse  : X
home for sale, set sale price paid by willbelistedonthe §

¢ bythe Sellerand the Seller at closing  market. \

their listing agent. ?;:g:;iz?:aﬁon to §

////////////////////////////////////////////////////////////////

SIZE UP YOUR HOME
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Now that your house is ready,
it's showtime. We use many
ways to get your home noticed.

RMLS

The Regional Multiple Listing Service (RMLS) is Port-
land's multiple listing service and the number one site for
Realtors® and Buyers searching for homes. Once a house is
on the RMLS it will automatically be advertised on many
additional websites.

PROFESSIONAL PHOTOGRAPHY y -
A Buyer is likely to see your home for the first @
time online. The room-by-room photos of

your home must be worth a thousand words—we're
committed to utilizing the very best professional photogra-
phers to make sure your house is a knockout.

MAJOR DIGITAL VISIBILITY

Your home is advertised on the Urban Nest Realty web-
site—a fresh and lively resource for home Buyers. It will be
seen by thousands of subscribers via our enewsletter, plus
our popular social media communities (including Face-
book, Twitter, LinkedIn and Instagram). In fact, we send out
a special email to Buyer's agents who work in your neigh-
borhood, showcasing your home to our colleagues.
It will be featured simultaneously on national
websites including Redfin, Zillow, Trulia, Craig's
List, Realtor.com and the RMLS website.

MARKET YOUR HOME

I
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» PAPER AND WOOD
Our full color, beautiful custom flyers
and other marketing materials are
created by design professionals. And of
course, we'll hang a beautiful, unique
Urban Nest Realty For Sale sign outside
your house.

» FACE-TO-FACE
Broker’s Tour Tuesday

In Portland, Realtors® open up their
new listings to fellow brokers. We provide food and
act as hosts to other brokers as they tour your home.
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Weekend Qpen Houses §
Some Sellers like to have their listing agents invite the

public for an Open House on a Saturday or Sunday. Open §

Houses also give Buyer's agents a chance to send their \

clients over without having to make an appointment. X
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dtand-Selling to Colleagues

As experienced agents in Portland, we've created
relationships with other brokers working our local
markets. We make a point of getting in touch personally
to let them know about your home.
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MARKET YOUR HOME
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(the Oregon Sale Agreement) to you \
and negotiate on your behalf to reach \

When a Buyer makes an offer on NN
your home, we present the “offer” §
N
\
a mutually acceptable agreement. §

Once you've accepted the offer, your Jhouse
Urban Nest Listing Agent and Urban ~——
Nest Transaction Coordinator make ——
sure all t].'?e documents relatlng to the 2
sale are signed, sealed and delivered ——

to the Buyer's agent and the escrow e
officer. The Oregon Sale Agreement

includes time periods and deadlines.

We make sure these timelines are met and the contract is

followed as written and agreed upon by both parties.

eeeeeees MULTIPLE OFFERS Y :

Sometimes more than one Buyer will want to :
:  purchase your home. If multiple offers are submitted, :
. we help you sort out the details of each bid so you
can make an informed decision about which

. one to accept. Our job is to simplify what can be a
¢ complicated process.

OFFER IN HAND



AT I e

EARNEST MONEV N
This is a sum of money (usually §

1% - 2% of the sale price) a Buyer X\3
deposits at the beginning of §
a transaction §
If the deal proceeds smoothly to closing, the earnest §

money is applied to the Buyer's down payment. If there is x

a problem and the Buyer does not follow the terms of the \

contract, earnest money may be released to the Seller as \

compensation for a failed sale. X

\
EBRIERE TITLE COMPANY JREREEEEE ; §
Conducts a "title search” to trace it back to its original \
N\

. owner to ensure that there are no competing claims for

. the same property. The results of this search produce X
. aPreliminary Title Report sent to Buyer and Seller. If X
:  the title is “clear," title insurance will be issued. Escrow \

:  isalso conducted at the title company where the Es- §
:  crow Officer will review all documents relating to each §
. transaction, oversee signing of final documents, and X

disperse payouts to close the deal.

ESCROW

An arrangement made between Buyer
and Seller whereby an independent
trusted third party (Escrow Officer)
receives and disburses money and/or
documents for both parties. The tim-
ing of the disbursement depends on
contract terms.

i

DEPOSITS & ESCROW
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INSPECTION PERIOD §
The standard Inspection Period §

is 10 business days. §
o N\
This period can be lengthened or \

shortened by agreement between \ §
Seller and Buyer. This is a chance for \ X
the Buyer to inspect the property and » X

determine what repairs they want to
address with the Seller.

\
M REPAIR ADDENDUM S N
An addendum drawn up by the Buyer based on \

. investigations during the inspection per dItl sts :
: the terms and conditions by which the Buyer is willing §

+ to accept the property and move forward to clos ng \
:  Thisis sent to the Seller within the inspection period X
: forresponse and negotiation. X

APPRAISAL §§
Unless the offer is all cash, an appraisal will \
X\

be ordered by the Buyer's lender. §

This is prepared by a licensed appraiser and is usually §

completed after the repair addendum has been negotiated. \

This determines that your home is worth what a Buyer §
has agreed to pay. We are in touch with the appraisers, §
often meeting them at the house with a list of upgrades \

and comparable properties to help them understand why §
your house is worth the amount that was offered. §

INSPECTION & APPRAISAL
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