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SELLER’S
GUIDE
OUTLINE

Home.

Iit's more than wood and stone and
square feet.

It’s the place you can't wait to get to
after a long flight,

It's first steps, first stitches, and first
clates,

It's family dinners and backyard
BEBGs with friends.

It's peace; safety, jov, and laughter.
it'’s where your story is written.

Your story matters.

WE HELP MAXIMIZE VALUE
WHILE TAKING THE STRESS

AND UNCERTAINTY OUT OF
SELLING YOUR HOME.

Selling your home is a big thing to start thinking about: It's a lot like riding a roller
coaster with emotional highs, mixed with some fears that, at times, make us want to
jump off. At the end of the day we all want to be able to say that it was a great
experience (and tell all our friends about it).

On this journey there are so many guestions that fill our minds (maybe even stealing
our sleep), but there are also the dreams of what could be right around the corner
that get us excited.

I'm here to serve as a gujde. My job is to help answer your guestions, give you some
peace of mind, and get you to where you want to be. That's why | created this

“Seller's Guide”; to walk you through some of those very questions you're thinking
about and to help you see what can be possible when yvou work with our great team.

The main things we will talk about are:

A bit about me / why work with us?
What's your “Why”?

The 4 Steps to Selling Your Home

B Choose the right guide - 4 things you should be asking of your Realtor
B ‘What do | need to do to be prepared to sell?

B Strategy matters - pricing, marketing, and negotiations

B Closing and who else needs to help? - estimate costs

B Associated fees



A BIT ABOUT ME

PEOPLE CENTRED.
RESULTS DRIVEN.

At the core of who | am.

I'm a passionate builder, connector, and innovator dedicated to helping
people live their best lives imaginable,

Where | am from.

Born and raised in Edmonton, | fell in love with a girl from 5t. Albert (Erin),
and we have three pretty amazing kids (Luciana, Archer, and Mercy). We
now live in St. Albert, Northridge to be exact, and you'll often find us out on
the trails. I'm an active volunteer in our community as well as with my kid's
sports teams, except dance...they said | can't help with that after seeing
some of my moves. | also serve on some local and international non-profit
boards and try to help others however | can. Living generously is an
important value of mine, and | believe in helping others is where we find our
greatest fulfillment.

Professional life.

Before pursuing realty, | got my degree, served
as a pastor, and started a custom home building
company. My experiences have helped me

develop a deeper understanding of home .
construction/renovations, contract negotiations / | 1§ =
(it's a dance not a fight - more on that later),

i keting, and i I
o> connecting to and helping people. WHAT’S YOUR “WHY?”?

Mow, as a full time award winning (top 7% in
Edmonton and area and a top office performer)

Realtor with RE/MAX Select, | am constantly It’s important to know the answer to “why” you are wanting to sell your home.
seeking out new ways to better serve my clients

and help them tell better home stories. | know it's Have you outgrown your current home with baby number two on its way?

not just about signing a contract and putting up a Are you looking to get some equity out and simplify with a less expensive home?
sign, it's about really listening to and guiding Are you wanting to move into another part of town that better fits your lifestyle?
clients to make strategic decisions and give them Has an opportunity come along that's just too good to pass up?

the best possible ocutcome imaginable.

Clarifying your goal and your “why" will help all the way through the process so we
PS - | also love learning (there are always more have something to keep focused on.
ways to grow), the Qilers, and coffee.

So, what's your “why"?
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BONUS QUESTION:

6. "Should | even use a Realtor?”
There are a lot of optieons out there
that may seem cheaper on the front
end and more “do it yourself”,
However, most of the time what we
see js that those homes end up
spending more time he market
and not gett value for
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| S the sellers. Cur job as Realtors is to
b 3 1.1 remove as much stress and

- uncertainty from the selling process
as possible while getting you the
most possi e in our
competitive me t. Wouldn't you
want a ftrue pro nal who is
skilled at nege n to help handle
the sale of lik our most
important asset?
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THE 4 STEPS TO

CHOOSE THE RIGHT GUIDE

THE 5 QUESTIONS YOU SHOULD ASK
YOUR REALTOR

When you choose a realtor to work with, vou are starting a relationship with
someone you trust will guide you to where you want to be (vour “why"). It's so
important to choose the right "guide" / Realtor to help you navigate all the
important steps and details of selling your home for maximum value,

The 5 gquestions you should be asking of your realtor are:

1. “Are they in this full-time?”

Did you know that in the Edmonton area there are more than 3,000 realtors? Many
people get their licenses and work part-time, selling a few homes a yvear while still
warking another job. Their time is going to be divided and their accessibility limited,
Having someone who sees this as their career, who practices realty full time, will no
doubt give you an edge over those who are just dabbling in it

2. “Do they have a plan?”

When you're going on a trip it's nice to have a map that will tell you where you need
to stop and which turns to take. A realtor’s plan is their map. If their plan is "We'll
stick a sign up and wait for people to call”, that's not a plan, You want to know there
is a process so you're not left wondering where they are 3 weeks into it. Their plan
should [nclude a communication schedule (how and when they will communicate
with you), marketing strategy, and closing process.

3. "Do they know their stuff?”

You want to know they have a plan, but also are they skilled? Are they good at
Building connections with others to generate interest from complete strangers and
colleagues alike? Do they know the intricacies and value of the upgrades in homes,
and how to “sell” those to others? Are they skilled at negotiating, and what's their
style? Having an agent who "knows their stuff” will undoubtedly serve you well and
likely land you with more money in your pocket!

4. "Have other people benefited from working with them?”

If you were hiring someone for a company you ran, wouldn’t you want references and
to know others have benefited from hiring them? Ask for references and if they have
any client testimonials...and be wary of ones that start with "My son is the best
realtor™

5. "Do | connect with them?”

Choosing a realtor to serve you is, undoubtedly, a relationship. We all know how
important it is to be in a relationship with socmeone we trust and whom we feel
understands what's important to you. Make sure you're comfortable with them and
their communication schedule / style.




WHAT DO | NEED TO DO
TO BE READY TO SELL?

When you're getting prepared to sell you home there are a few things to do
to make sure you're prepared and setup for success.

DOCUMENTS - LET’S GET STARTED

There are some things we will need to have to ensure
everything is good with your home and we are ready to
sell when the offers come in.

1. Real Property Report - for houses

The Real Property Report is essentially the survey plan of where the
house is on the land as well as a stamp of approval from the city
stating everything is in compliance. You would likely have this when
you purchased your home (in your legal package). If you do not have
one we can help you order it through our
trusted partners and apply to the city for
compliance,

THE 4 STEPS TO

SELLING
A HOME 2. Condo Documents - for

condos

There are approximately 20 documents
needed for this, but most condo .
management companies know all the documents and have “sale
packages” prepared. You will need the contact information for your
condo management company for us to help with this, if needed

3. Staging - Make your home shine

Making sure your home is ready to sell for the most amount possible requires careful
consideration. Here are some tips:

Curb Appeal

First impressions matter. Clean up the yard, touch up the front door, plant some nice
flowers and keep the walks clear. We want the first impression to be, "Wow, we can live
here?!

Minor Repairs

That door that's been hanging off the hinge...it's time to fix that up. Minor paint touch ups
and refreshing visible things will keep buyers from thinking there are other things wrong
with the home. If bulbs are burnt out, it's time to change them, and make sure they're all
the same colour. If there are larger areas of concern, like if you should replace your furnace,
or change all the carpets, those we give advice on a case by case basis.

Declutter

Tight spaces make things feel small and constrict buyer's imaginations. Remove as much as
possible while still making it feel like a home {think about show homes, they have some
things but not too much).

Depersonalize

You want people to feel like it can be their home, not someone else’s. Having family photos
on the walls constricts people’s ability to see the home as theirs. Replace family photos
with online free stock photos (stocksnap.ie) and change them back after you sell.

Clean, Bright, and Show it Off!

Mothing turns people off more than geing inte a dirty or strong smelling home. Clean the
kitchen, organize toys in bins so they're easy to clean and pack away. When showings
happen turn on all the lights to give it a bright feeling the instant they walk in (if there’s a
fireplace, turn it on too) and make sure you are out of the house {and not “spying” on the
buyers from your car across the street ;)

Part of my offering to clients as a full service
real estate team is connection, coordination,
and management of extra services needed (ie.

staging, surveyors, tradespeople). We bring in
the team to take away your stress.




THE 4 STEPS TO

SELLING

STRATEGY MATTERS
PRICING, MARKETING, AND
NEGOTIATIONS

Selling your home requires forethought and strategic thinking, specifically in three
areas: Pricing, Marketing, and MNegotiations.

Priced Right

We all want the most money possible for our properties, and that's our objective for
our clients. However, is listing way out of line with market expectations a wise idea?
Should | list under market value to generate multiple offers? The short answer s, "It
depends”. Real estate markets are dynamic and differ from region to region, even
street to street, so each strategy must be developed for each home specifically. Having
a smart agent help you craft your own specific pricing strategy and schedule will help
you maximize value while decreasing your time on the market.

In general, some common mistakes you want to
avoid:

1. Try not to overvalue vour efforts

We all want to get the most out of our home but we can actually do harm by pricing
above the market. Because you spent thousands on a custom toilet, or did a special
feature in the basement, doesn’t mean buyers will value those things the same. If you
overprice you may end up accumulating days on market, which could leave a stigma on
your home and leave it ripe for "low-ball" offers.

2. Try not to base your price off the city assessment

These can be helpful, but in the end they don't really know your hoeme specifically.
These are bulk assessments done on a general area and really don't reflect the true
value of your heme'in most cases.

3. Try to keep emotions at bay

Your home Is special and you have some amazing memorles there. Getting too
emaotional at the time of selling can end up hurting you (and even those around you).
Take some time prior to selling to "let go” of your "home" and mentally turn it into.a
“house"” instead, Also, when the offers come try not to take things personally and keep
focused on your end goal...selling and moving on to the next part of your story.



STRATEGY MATTERS
PRICING, MARKETING, AND
NEGOTIATIONS

CONTINUED...

THE 4 STEPS TO

SELLING

MARKETING MATTERS

We want your home to shine to potential buyers, and to do so we have a 8 step
marketing plan:

Staging Consultation

. Professional Photography and Videography

. Pre-Launch Social Media

.. Dedicated Online Page with Lead Capture

. Proactive Agent to Agent and Client Prospecting

. Social Media Launch and Qnline Ads

Fublic Open House (when applicable)

. Showing Follow Up (pre-negotiation)

U The 21" Review (connect every 3 weeks [o reevaluate and reposition)

WO <o kbbb~

Negotiate like a Master - Dance vs. Fight

To get the best results, you need to know what you're doing. From negotiating million
dollar homes to conditions on a home inspection, we must be strategic every step of the
way.

Some people see negotiations as a fight. They only seek to look like the victor no matter
the cost (even at the expense of a better deal). They seek to be the loudest, slam their
fists on the table, and use as much belittling language as possible. That's always fun to
watch, but actually not very successful in getting good results: When people get
emotional, as often happens in “fight” mode, they make irrational decisions. Carefully
being able to guide them and their emotions is an important skill.

You see, negotiation is really a complex dance with 3 phases:

Gather Information
We ask questions, prod, get relevant information to help build cur case

Build Rapport
We want to create alliances and advocates even out of those we are negotiating against,
and stay as level-headed through negotiations (this way we keep control)

Bargain Hard
We don't just take what they give us, we build our case and push hard to get the best
value

Your strategy matters, all the way through.



CONTRACTS AND CLOSING

After you've gotten prepared, listed your home, assessed the skills of your realtor and
their plan, what happens when vou get an offer and what does the closing process
look like?

Offer

When you det an offer on your hame, remember that it is a starting point. It's not
uncommon to see an offer come in between 2-5% less than list price, or in competitive
situations with multiple offers even over list price. Remember there are multiple
aspects of a contract to work on (ie. possession date, terms, conditions, etc.) not just
on price. We will negeotiate for you to get the best deal and it may take some back
and forth. Negotiations may take a couple hours, or could stretch out over a couple
days (we keep you updated all the way through).

THE 4 STEPS TO

SELLING
A HOME
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Condition Period

Once we come to an agreement on the offer there are likely going to be
conditions that the buyer has before the deal is “firm”. These essentially are a
missing link in the contract that will need to be filled in before you can put
your sold stickers up. The condition period is usually 2 weeks and the most
comman conditions are subject to financing (the buyer's lender agreeing to
lend on the home) and subject to inspection. If you have a condo, another
likely condition is subject to condo document review, The costs of the
condition are borne by the buyer, except the gathering of the condo
documents (those are the sellers responsibilities),

The buyer, after reviewing the property and the papers, may request a
renegotiation of the terms of the contract (usually price). This is when a
skilled listing agent can make a real difference to your bottom line. We've
been through this before and help our clients navigate these negotiations
with skill and care so we can get the conditions removed and have a "firm”
contract.

Closing Process

Once the deal is firm sold stickers are up, it's a march to the closing date.
This is typically at least 2 weeks after condition removal, 4 weeks after an
accepted offer, but can be |longer depending on possession date.

BEFORE CLOSING YOU WILL NEED TO:

1. Meet with your lawyer to sign final documents
2. Cancel / change all utilities

3. Forward your mail to your new address

4, Celebrate!

Possession Day

This is when the money and property change hands, usually around midday.
Your lawyer will receive the cheque from the buyer's lawyer and confirm with
us once it is received. At that point we allow them to pick up the keys from
our office. Then it's time to celebrate again and move on to whatever is next!



SELLING

A HOME

ASSOCIATED FEES

IIt's important to factor the associated costs into the sale of vour home to
make sure there are no surprises.

1. Legal Fees

These usually run about $1,200 to $1,500 dollars including disbursements

2. Mortgage Penalties

It's important to have a good relationship with your mortgage broker (if you
don't have cne, we know many great ones!) to know if you have any fees or
penalties associated with breaking your mortgage

3. Moving Costs

It all depends on your scope. If you have an uncle with a pickup, maybe some

pizza? If you're moving across the country it could be close to $10,000

4. Property Taxes
At the time of closing the lawyers will deal with the city and the buyer's on
vour behalf to ensure you only pay for the time you own the property

5. Realty Fees

We are upfront about our fees as we believe in an

THE 4 STEPS TO open and honest relationship with our clients. Our

fees are 7% on the first $100,000 and 3% on the
remaining balance. From those fees comes all our
associated costs with marketing, staffing,
administration, as well as paying the buyer's agent
half the fee (3.5% on the first $100,000 and 1.5% on
the remaining balance)

KEVINMACHADO

THANK YOU

Thank you for taking the time to read through this guide. | know it can be a
stressful thing to sell your home. |'ve done this before. |'ve helped many
people just |like you take this big step and get to the next part of their story.
My promise is to walk with you every step of the way on your home journey,
helping vou achieve maximum value while taking the stress out of selling.

Your hame story matters to me.
Sincerely,
Kevin Machado

780,9%5.5872
Kevina@KevinMachado.ca




CLIENT TESTIMONIALS

"Kevin will forever be our realtor in all future endeavors! We could not be happier with
the work and effort he put into selling our place, especially in a buyers market. From
the video of the property to the weekly update emails, we always felt like important
clients and would highly recommend you go with Kevin as your realtor!

- Deseral and Zac

"Kevin is the best realtor we have ever had! We needed to sell cur condo because we
are moving out of Canada, but we also just had a baby. Kevin was very flexible in
meeting with us, he walked us through the market, ocur house, our area and helped us
sel reasonable expectations fora price and time frame to sell. Kevin made a great
video and listing, and we had multiple offers above list price within a week! It was
amazing!! Kevin really cares about his clients and puts in the extra work and touches
to make your experience as his client’'s the best!!”

"Kevin Machado was an excellent realtor for us: He was kind and
courteous, understanding of our needs, clear on expectations, gave
good advice, was prompt and timely replying to guestions/requests,
and professional. He was a pleasure to work with, Highly
recommended!”

- Joel and Noelle
- Robin and May-Linn

“We have friends and family who have used Kevin as their
realtor, so when it came to picking a realtor to sell our
current place and buy our first place together, the choice
seemed obvious.

Kevin is both professional and personable. He took the
time to get to know us and provided us with a wealth of
information that helped solidify our decision in buying our
home.

When you choose Kevin, you ¢ a package deal. Honest,
professional, and stellar phot eos to help market your
place. He is quick to respond tc qui and makes
himself available even after the sale has gone through. We
would certainly use him again for any future
sales/purchases and would highly recommend.”

- Rebecca and Tyson

vin was a great help in selling our old house. He helped

n staging and the photos looked amazing, which | think
is why we sold so fast. More importantly we found we
could trust Kevin to put the work in and give us goo
advice. | would definitely recommend him for anyone who
needs a realtor.”

- Michael and Becky
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