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doesn't have to be hard.

“I believe in
evidenced based
strategy, multi-
prong
marketing, the
power of
communication,
results oriented
negotiation, and
client centered
empathy.”

"

S E L L I N G  Y O U R  H O M E

Thank you for requesting our home-seller’s

guide, so that you will know a little more

about me, my team, our services, and how

they will benefit you. At this point, I don’t

know all of your particular needs and

objectives, nor do I know your financial and

family situation entirely. I do know that

selling a home can be an extremely

emotionally trying time or a very exciting

one. My job is to provide you with enough

solid information so you can make an honest,

informed decision based upon facts, not

hype

As you look through this package, use the

forms at the back to note any questions that

you have for me so that we will not forget to

address them at our meeting.

Before we meet, I will prepare a complete

presentation and market analysis for our

meeting. Selling your home is a complicated

task, so it is crucial to have every possible

advantage you can. Thank you again for your

time, and I look forward to meeting with you.

Jennifer Bennington
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MEET THE TEAM

INTERN/
ASSISTANT

We partner with the best

technology providers to

provide you with the best

client experience.

TECHNOLOGY
PARTNERS

We work together internally

and externally to help you

meet your goals. We have

partnered with the best

providers in the marketplace.

 COMMUNITY
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cb@limelightrealtygroup.com
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INTRODUCTION
Limelight Realty Group stands out in the real estate market with its

commitment to excellence and community focus. By integrating cutting-

edge technology with a personal touch, we offer a unique experience for

sellers, buyers, investors, and new home builders. Our approach to real

estate is not about being the largest in the Triangle, but about providing

unparalleled service and building trust. With a curated team of top-notch

contractors and service providers, we ensure every aspect of the real

estate process is handled with professionalism and integrity. Our

dedication to raising the bar in a competitive industry reflects our

passion for delivering the best results and maintaining a reputation as a

leader in the real estate community.



I  C O M M I T  T O  B E I N G  A  P R O B L E M  S O L V E R

I  C O M M I T  T O  T E L L  Y O U  T H E  T R U T H  A B O U T
Y O U R  P R O P E R T Y .

I  C O M M I T  T O  R E S P E C T  Y O U R  C O N F I D E N C E

I  C O M M I T  T O  C O N S I S T E N T  C O M M U N I C A T I O N  

I commit to always provide you with honest and accurate information
about the condition and value of your property. You can rely on me to
thoroughly assess every aspect, from the structural integrity to the
aesthetic appeal, ensuring that you have a comprehensive
understanding of your property's true worth.

I commit to respect your confidence and keep any information you share
with me completely confidential. Your trust is of utmost importance to
me, and I will always ensure that your privacy is protected. Rest assured
that any conversations we have will remain in strict confidence, fostering
a safe and secure environment for open communication.

I wholeheartedly commit to maintaining consistent and effective
communication, ensuring that all parties involved are continuously
informed and updated throughout the process. By prioritizing open and
transparent lines of communication, I strive to foster strong connections,
build trust, and drive successful outcomes.

I  C O M M I T  T O  B E I N G  Y O U R  # 1  A D V O C A T E
As your dedicated home-selling real estate agent, I commit to being your
#1 Advocate throughout the entire process. With my expertise, I will go
above and beyond to ensure your needs are met and provide you with a
seamless and stress-free experience in selling your home. 

I  C O M M I T  T H A T  Y O U  W I L L  U N D E R S T A N D
W H A T  Y O U ’ R E  S I G N I N G .
Rest assured, I commit to ensuring that you will have a clear and
comprehensive understanding of what you're signing. You can trust that
no information will be overlooked, and any potential confusion will be
cleared up, allowing you to make informed decisions with confidence.

I am wholeheartedly committed to being a proactive problem solver,
consistently seeking out innovative and creative solutions. With
unwavering determination and resourcefulness, I am dedicated to
overcoming challenges that come our way.
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E A S Y  E X I T

TAKE THE RISK AND FEAR OUT OF LISTING

YOUR HOME!

Because many of the homes we sell were

previously listed with another agent we often

hear stories of consumers who were frustrated

with the other agent. Often the other agent

tried to hold their feet to the fire with a listing

agreement that can’t be canceled or large

cancellation fees you would have to pay. I

wouldn’t want to put any of our clients

through that experience.

When you are ready to sell your home make

sure the Broker you hire offers an Easy Exit

Listing Agreement. Whenever you are ready to

talk with us call 919.605.7569 or

jb@limelightrealtygroup.com.



your home
T E L L  U S  A L L  A B O U T  Y O U R
H O M E ,  U P D A T E S ,  S P E C I A L
F E A T U R E S .



B E D S

Y E A R  B U I L T

L O T  S I Z E

S U B D I V I S I O N

A N N U A L  T A X E S :  $

H O A  :   Y E S     N O

B A T H S

S Q  F T

G A R A G E

S C H O O L  D I S T R I C T

I F  Y E S ,  A N N U A L  F E E  $

HOME INFORMATION

H O W  M U C H  D O  Y O U  W A N T  T O  L I S T  Y O U R  H O M E  F O R ?

W H A T ’ S  Y O U R  R E A S O N  F O R  S E L L I N G ?

D O  Y O U  H A V E  A  T I M E L I N E ?

I S  T H E R E  A N Y T H I N G  W E  N E E D  T O  K N O W  A B O U T  Y O U R
H O M E  T H A T  I S  H I D D E N  F R O M  T H E  N A K E D  E Y E ?



PRICING YOUR HOME
H O W  M U C H  D O  Y O U  W A N T  T O  L I S T  Y O U R  H O M E  F O R ?

H O W  D I D  Y O U  A R R I V E  A T  T H A T  V A L U E  F O R  Y O U R  H O M E ?

W H A T  I T E M S  A R E  Y O U  L E A V I N G ?  ( A P P L I A N C E S ,
C U R T A I N S ,  B A R S T O O L S ,  E T C . )



UPDATES COMPLETED
P L E A S E  L I S T  O U T  I N  D E T A I L  A L L  T H E  U P D A T E S  Y O U  H A V E
M A D E  T O  T H E  P R O P E R T Y

P L E A S E  L I S T  O U T  I N  D E T A I L  A L L  T H E  R E P A I R S  Y O U  H A V E
M A D E  T O  T H E  P R O P E R T Y



J A N U A R Y

F E B R U A R Y

M A R C H

A P R I L

M A Y

J U N E

J U L Y

A U G U S T

S E P T E M B E R

O C T O B E R

N O V E M B E R

D E C E M B E R

E L E C T R I C          G A S         W A T E R         T R A S H  

AVERAGE UTILITIES

AVERAGE



SELLING EXPERIENCE
H O W  M A N Y  P R O P E R T I E S  H A V E  Y O U  S O L D  I N  T H E  P A S T ?

W H E N  W A S  Y O U R  L A S T  S A L E S  E X P E R I E N C E ?  W H A T  W A S  I T  L I K E ?

H O W  D I D  Y O U  S E L E C T  T H E  A G E N T  Y O U  W O R K E D  W I T H ?

W H A T  D I D  Y O U  L I K E  B E S T  A N D  L E A S T  A B O U T  W H A T  T H A T
A G E N T  D I D ?

W H A T  A R E  T H E  T O P  T H R E E  T H I N G S  Y O U ’ R E  L O O K I N G  F O R
F R O M  A N  A G E N T ?



HOME SELLING
4  S T A G E S  O F

1/ P R E L I S T I N G

s c h e d u l e  a n  a p p o i n t m e n t
m e e t  w i t h  S t a g i n g  C o n s u l t a n t
d i s c u s s  t h e  b e s t  s t r a t e g y  f o r  s e l l i n g
p r o p e r t y  e v a l u a t i o n
c o m p l e t e  m a r k e t  a n a l y s i s  
e s t a b l i s h  s a l e s  p r i c e
e x e c u t e d  l i s t i n g  a g r e e m e n t

2/ P R E P  F O R  M A R K E T

m a r k e t i n g  c a m p a i g n  s t a r t e d
p r o f e s s i o n a l  p h o t o g r a p h y  t a k e n
s i g n s  i n s t a l l e d
s u b m i t t e d  t o  M L S
s h o w i n g  t i m e s  s e l e c t e d
p r o p e r t y  b r o c h u r e  d e l i v e r e d
d i r e c t  m a i l  c a m p a i g n  l a u n c h e d
e - m a i l  c a m p a i g n s  s t a r t e d
o p e n  h o u s e  s c h e d u l e d

3/ A C T I V E  O N  M A R K E T

s h o w i n g s  s t a r t e d
c u r b  a p p e a l  k e p t  u p
h o u s e  i s  k e p t  r e a d y  t o  s h o w  
s h o w i n g  f e e d b a c k  s h a r e d
o p e n  H o u s e  h e l d
n e i g h b o r h o o d  d o o r  k n o c k e d

4/ O F F E R  &  C L O S I N G

o f f e r ( s )  r e c e i v e d
o f f e r ( s )  n e g o t i a t e d
o f f e r  a c c e p t e d
b a c k - u p  o f f e r ( s )  a c c e p t e d
i n s p e c t i o n s  &  d i s c l o s u r e s  c o m p l e t e d
a p p r a i s a l  c o m p l e t e d
c o n t i n g e n c i e s  r e m o v e d / d u e  d i l i g e n c e  c o m p l e t e
p r o p e r t y  c l o s e s
r e f e r  f r i e n d s  t o  u s !



HOME SELLING
4  S T A G E S  O F

1/ P R E L I S T I N G

s c h e d u l e  a n  a p p o i n t m e n t
m e e t  w i t h  S t a g i n g  C o n s u l t a n t
d i s c u s s  t h e  b e s t  s t r a t e g y  f o r  s e l l i n g
p r o p e r t y  e v a l u a t i o n
c o m p l e t e  m a r k e t  a n a l y s i s  
e s t a b l i s h  s a l e s  p r i c e
e x e c u t e d  l i s t i n g  a g r e e m e n t

2/ P R E P  F O R  M A R K E T

m a r k e t i n g  c a m p a i g n  s t a r t e d
p r o f e s s i o n a l  p h o t o g r a p h y  t a k e n
s i g n s  i n s t a l l e d
s u b m i t t e d  t o  M L S
s h o w i n g  t i m e s  s e l e c t e d
p r o p e r t y  b r o c h u r e  d e l i v e r e d
d i r e c t  m a i l  c a m p a i g n  l a u n c h e d
e - m a i l  c a m p a i g n s  s t a r t e d
o p e n  h o u s e  s c h e d u l e d

3/ A C T I V E  O N  M A R K E T

s h o w i n g s  s t a r t e d
c u r b  a p p e a l  k e p t  u p
h o u s e  i s  k e p t  r e a d y  t o  s h o w  
s h o w i n g  f e e d b a c k  s h a r e d
o p e n  H o u s e  h e l d
n e i g h b o r h o o d  d o o r  k n o c k e d

4/ O F F E R  &  C L O S I N G

o f f e r ( s )  r e c e i v e d
o f f e r ( s )  n e g o t i a t e d
o f f e r  a c c e p t e d
b a c k - u p  o f f e r ( s )  a c c e p t e d
i n s p e c t i o n s  &  d i s c l o s u r e s  c o m p l e t e d
a p p r a i s a l  c o m p l e t e d
c o n t i n g e n c i e s  r e m o v e d / d u e  d i l i g e n c e
p r o p e r t y  c l o s e s
r e f e r  f r i e n d s  t o  u s !

WE WILL
REVIEW THIS

INFORMATION
TOGETHER
WHEN WE

MEET



W H A T  W E  P R I N T

OUR MARKETING EXAMPLES



W H A T  W E  M A I L

W H A T  W E  P U B L I S H

Y o u r  l i s t i n g  i s  p u b l i s h e d  a c r o s s  a l l  m a j o r  p l a t f o r m s ,  w i t h  o u r  i n t e r n a l
m a s t e r m i n d  g r o u p ,  m a r k e t e d  t o  a l l  R e a l t o r s  w i t h i n  o u r  m a r k e t ,

h i g h l i g h t e d  o n  m y  c u s t o m  w e b s i t e ,  a n d  a  c u s t o m  p r o p e r t y  p a g e
c r e a t e d  j u s t  f o r  y o u .



W H A T  W E  P O S T



20 step
system
2 0  S T E P  S Y S T E M  T O  G E T
Y O U R  H O M E  S O L D  F A S T
A N D  F O R  T O P  D O L L A R



STEPS TO SOLD
ONE: MAKE REPAIRS

Now is  the t ime to f ix  a l l  of  those nagging things that  you just  l ived with.  Inside the
house,  look for  stained cei l ings,  missing t i le ,  broken windows,  doors,  heavi ly  scratched
floors ,  and other  s igns of  neglect .  Outside,  look for  broken or  missing shingles,  pat io
pavers ,  and tuckpoint ing.  I f  you have a deck,  check for  cracks in  f loorboards and loose
rai l ings.  Make a l ist  of  everything you see and then decide which things you're  going to
tackle.  A real  estate agent  can be very helpful  in  determining what  needs to be done
and what  doesn't .  Here are complete how-to instruct ions for  several  common repairs :
Wal l  and Cei l ing Repair ,  Laminate Floor  Repair ,  Shingle Repair ,  and Deck and Rai l ing
Repair .

TWO: FINISH PROJECTS

Every homeowner has at  least  a  couple of  ongoing projects  that  never  seem to get
f inished.  Now is  the t ime to f inish paint ing the guest  room, instal l  the cei l ing fan you
bought last  summer,  and stain that  beadboard you put  up in  the pantry.  

THREE: CREATE CURB APPEAL

I t 's  important  that  your  home makes a  good f i rst  impression.  When potent ial  buyers
drive up to your  home,  you want  them to think,  "Wow! I  could l ive here!"  To make sure
buyers  want  to see the inside of  your  home,  make sure the outside is  wel l -kept ,  t idy,  and
invit ing.  I t 's  important  to touch up or  completely  repaint  the t r im. ,  keep the grass cut ,
edge along s idewalks and paths,  maintain f lowers and shrubs and keep the yard t idy.
You never  know when curious buyers  wi l l  dr ive by.



FOUR: DECLUTTER

Resist  the urge to rol l  your  eyes at  this  one.  I t  is  imperat ive that  your  home looks l ivable.
Potent ial  buyers  may not  be able to see past  your  clutter .  Think of  i t  this  way—don't
move things you no longer  want  or  need.  Make decis ions now and your  house wi l l  sel l
faster  and your  move wi l l  be easier .  I t 's  no secret  that  gett ing started is  the hardest  part
of  declutter ing.  Take one room, or  even part  of  one room, at  a  t ime and dive in .  Recycle
or  shred paper .  Donate books,  toys,  c lothing,  and dupl icate household i tems.  I f  you're
gett ing f rustrated and you can't  deal  with one more stack of  papers  or  shoebox of  old
photos,  put  them in a  plast ic  tub,  label  the tub and stack i t  somewhere out  of  the way.  

FIVE: DECLUTTER SOME MORE!

Don't  overlook i tems on display on your  shelves,  tables,  and countertops,  and inside
buffets  and other  glass-door  or  open-shelf  cabinets .  You probably don't  even not ice
what 's  there,  but  too much clutter  in  everything can distract  a  buyer .  A good rule of
thumb is  'Reduce by 50%. '  In  other  words,  i f  you have 10 things on a shelf ,  put  away (or
get  r id  of)  f ive.  I f  there are a  dozen mugs on display in  the ki tchen,  lose s ix .  One more
thing:  I f  you have a lot  of  personal  i tems on display,  i t  can make i t  harder  for  potent ial
buyers  to imagine themselves l iv ing there.  I f  you display i tems of  a  pol i t ical  or  rel igious
nature that  could be off -putt ing to others ,  consider  putt ing them in storage unt i l  you
can proudly display them again in  your  new home.

SIX: THINK NEUTRALS

I f  you decide to do some inter ior  paint ing,  st ick to neutral  colors .  You've heard i t  before,
but  i t 's  the t ruth.  Neutrals  don't  distract  and they al low potent ial  buyers  to imagine their
things in  your  home.  

SEVEN: CREATE A WELCOMING ENTRYWAY

I f  your  apartment  doesn't  have a proper  entryway,  create your  own.  Use a  padded bench
and hang some hooks for  coats ,  or  bui ld s imple entryway storage and organizer  to  keep
clutter  at  bay.

EIGHT: REARRANGE YOUR FURNITURE

Your furniture is  arranged the way i t  best  suits  you and your  family .  When you're  staging
your home to sel l ,  you' l l  need to use your  furniture as  market ing tools  to help create
invit ing vignettes.  Avoid having furniture l ined up along the wal ls .  Pul l  the sofa away
from the wal l  and pul l  the chairs  close to create a  conversat ion area.  Also,  you may need
to remove some furniture so i t 's  easy for  people to walk around in the rooms.  I f  you've
toured model  homes and had the feel ing you could move r ight  in  and l ive there,  that 's
what  you're  going for .  



NINE: REMOVE PERSONAL ITEMS

I f  you have a lot  of  family  photos on the wal l  or  several  pieces of  your  chi ld 's  artwork on
the refr igerator  door ,  you should take them down and store them out  of  s ight .  This  wi l l
help buyers  see the home as a  clean s late they could make their  own.  I t  might  be sad to
take those personal  i tems down but  i t  wi l l  help you sel l  your  home in the meantime.

TEN: UPGRADE LIGHTING

I f  your  lamps and other  l ight  f ixtures are outdated,  consider  replacing them with modern
ones.  Buyers  don't  want  to feel  l ike they're  taking a step back in  t ime with outdated
f ixtures.  This  is  an easy f ix  that  wi l l  help sel l  your  home.  

ELEVEN: FIX PET ISSUES

Did Fido leave a stain on the l iv ing room carpet? Does the basement smel l  l ike a  cat 's
l i t ter  box? Address these issues before potent ial  buyers  v is i t  the home.  Pet  smel ls  are
ser ious turn-offs  when try ing to sel l  your  home.

THIRTEEN: GET A HOME INSPECTION

Before t ry ing to sel l  your  home,  hire  a  home inspector .  While  buyers  usual ly  have the
home inspected,  have an inspect ion pr ior  to  putt ing the home on the market .  This  wi l l
make you aware of  any potent ial  issues that  may come up during the sale.  

FOURTEEN: FIX FENCING

A fence adds value to your  property .  I f  your  wood or  chain- l ink fence needs a  l i t t le  TLC,
be sure to take care of  any repairs  before t ry ing to sel l  your  home.  

TWELVE: WASH THE EXTERIOR

I f  your  house has s iding,  careful ly  use a  pressure washer  to clean the exter ior .  Also,
make sure the windows are clean and the gutters  are clear  before you try  to sel l  your
home.

FIFTEEN: ROOF REPAIRS 

Few things turn away buyers  more quickly  than a leaky roof ,  so address roof  repairs
before t ry ing to sel l  your  home.  I f  your  roof  needs ser ious work,  be ready to negotiate a
lower pr ice with buyers .



SIXTEEN: FIX CRACKS

Fix  any cracks in  the dr iveway,  walkway,  or  pat io.  And this  wi l l  help increase your  home's
curb appeal  and wi l l  surely  help you sel l  your  home.

SEVENTEEN: TOUCH UP ANY SCUFF MARKS

Even i f  you’re not  doing a ful l -on repaint ing project ,  pay special  attent ion to scrubbing
and then touching up baseboards,  wal ls ,  and doors to make the house sparkle and look
cared-for .

EIGHTEEN: CONDUCT A SMELL TEST

Foul  odors,  even sl ight  ones,  can be a  deal -breaker ,  and the problem is  that  you might
not  even not ice them.  Consider  invit ing an unbiased third party  in  to t ry  to detect  any
pet  smel ls  or  l ingering odors f rom your  k i tchen.  I f  the smel ls  are pervasive,  prepare to
do some cleaning as many buyers  are on to the sel ler ’s  “masking techniques” such as
candles or  plug- ins.  

TWENTY: PREPARE THE PAPERWORK

Obviously  the better  prepared a sel ler  is  for  a  home sale,  the easier  i t  wi l l  go.  That  being
said,  don’t  forget  to have al l  the paperwork for  the house organized and ready to go.
Some of  the paperwork that  a  sel ler  wi l l  need includes deed,  homeowners insurance
information,  loan information,  property  tax statements,  appl iance warrant ies,  t i t le
report ,  purchase agreement,  and any other  information regarding the property .

NINETEEN: BUY FRESH FLOWER

I f  the weather  al lows,  plant  f lowers in  pots ,  window boxes,  or  r ight  in  the ground to add
color  and pump up the curb appeal .  Inside the house,  f resh f lowers in  vases add color ,
l i fe ,  and the feel ing that  you,  as  the home sel ler ,  are putt ing your  best  foot  forward.



WHY

HIRE US
you should
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C O M M U N I C A T I O N

M A R K E T  P R E P A R A T I O N

I N N O V A T I V E  A N D  C R E A T I V E  M A R K E T I N G

Communication is the key to positive relationships. To that
end, we have a multi-faceted communication program with
our Seller which HOLDS US ACCOUNTABLE to what we tell
you we are going to do. All Sellers in the Custom Listing and
Service Plan receive weekly updates on marketing, showing
activity and feedback on their property via email.

Feedback buyers often give of homes that don't sell is that
they couldn't envision themselves living in it given the
current owner's choice of furnishings and any clutter or
imperfections. We help to make sure this doesn't happen to
you by utilizing our resources and trusted partners to
complete any task deemed necessary.

We are consistently sharpening our marketing sword by
taking the latest and greatest marketing courses and
attending seminars that show you soon-to-be-released
software/ products.

4 T A R G E T  M A R K E T I N G

We have been utilizing target marketing on the internet for
over the past 5 years. (Youtube, Facebook, Instagram,
Google) by doing so your home is seen and shown more.
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1 I promise to tell you the truth about
your property.
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U 2 I promise to respect your confidence.

3 I promise to give you good advice.

4 I promise that you will understand
what you’re signing.

5 I promise to follow through and
follow up.



FINAL THOUGHTS
We would love to work with you, please reach

out if you have any questions.

thank you
JENNIFER BENNINGTON

919.605.7569 | JB@LIMELIGHTREALTYGROUP.COM

WWW.LIMELIGHTREALTYGROUP.COM

https://www.rocketmortgage.com/learn/conventional-mortgage
https://www.rocketmortgage.com/learn/conventional-mortgage

