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W E L C O M E

Your Sale Deserves More Than a Yard Sign
Selling well requires the right preparation, pricing, presentation, marketing,
and negotiation - all coordinated around your timing and next move.

I will study the market, explain the options, recommend a strategy, and manage the details.
You will receive straightforward advice without losing control of the decisions that belong
to you.

“We do not simply list the property. We sell the
lifestyle of the home and the neighborhood.”

Lahke Total Homes combines real estate strategy with interior design and staging guidance
to help buyers understand the value, function, and emotional appeal of your home.

Preparation
Prioritize the work that improves buyer

confidence without over-improving.

Exposure
Professional media, digital reach, agent

networking, and targeted promotion.

Guidance
Clear offer comparison, negotiation, deadline

tracking, and closing coordination.

Your goals come first: The best strategy may prioritize price, timing, certainty, occupancy, convenience, or a combination of all five.
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Y O U R  R O A D M A P

The Home Selling Process
The strongest results usually come from the work completed before the home reaches the market. We will
organize the process so preparation, launch, negotiations, and your next move support one another.

STEP 1

Consultation

Goals, timing, next move, condition, and

representation.

STEP 2

Market Analysis

Comparable sales, competition, buyer activity,

and positioning.

STEP 3

Preparation Plan

Repairs, decluttering, staging, cleaning, and

exterior appeal.

STEP 4

Media Day

Photography, video, drone, 3D tour, and

property details.

STEP 5

Pre-Marketing

Coming-soon strategy, internal awareness,

and launch setup.

STEP 6

Go Live

MLS, online distribution, social media, email,

and signage.

STEP 7

Showings

Access, communication, feedback, and

presentation standards.

STEP 8

Offer Review

Price, financing, contingencies, costs, timing,

and risk.

STEP 9

Negotiation

Counteroffers, multiple-offer strategy, and

final agreement.

STEP 10

Under Contract

Inspections, appraisal, title, financing, and

deadlines.

STEP 11

Closing Prep

Repairs, documents, utilities, move-out, and

final walkthrough.

STEP 12

Closing

Deed, funds, possession, keys, and post-

closing details.

Planning matters: A quick sale can create just as much pressure as a slow one if closing, possession, and the next home have not been
considered in advance.
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S TA R T  W I T H  T H E  O U T C O M E

Your Goals, Timing, and Transition Plan

Questions that shape the strategy

Documents to begin gathering

My ideal sale would...

Important dates

DATE EVENT / CONSTRAINT

Before making major improvements: Let us review the likely buyer response and return on cost. Some projects add confidence and
marketability; others add expense without improving the result.

Why are you considering a move?

When would you ideally like to move?

Where will you go next?

Do you need to buy before selling or sell before buying?

What would you do if the home sells immediately?

What would you do if it takes longer than expected?

Which matters most: price, timing, certainty, convenience,
or flexibility?

Would you need a delayed closing or post-closing
occupancy?

Mortgage and lien information

Property tax and HOA information

Survey, deed, title, and prior closing records

Improvement list, permits, warranties, and receipts

Utility averages and service records

Keys, remotes, codes, manuals, and transferable items
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P O S I T I O N I N G  C R E AT E S  L E V E R A G E

Pricing Strategy and Market Value
The market does not know what you paid, what you owe, or what you hope to net. Buyers compare your home
with the other choices available to them right now.

Factors that influence market value Factors that do not establish market value

How buyers react to positioning

Too high
Fewer showings, longer market time, more
comparison shopping, and greater risk of
price reductions.

Attractively positioned
More buyer attention, stronger urgency,
better feedback, and a greater chance of
competition.

Too low
May create attention, but only when the
strategy, market conditions, and seller goals
support it.

My recommendation, your decision
I will provide a comparative market analysis, discuss likely buyer behavior, and recommend a range and launch strategy. You
choose the final list price.

Recent comparable sales

Current competition and pending sales

Location, lot, view, and neighborhood appeal

Size, layout, condition, and improvements

School district and community amenities

Current supply, demand, rates, and buyer behavior

Marketing, presentation, access, and timing

The original purchase price

The mortgage balance

The amount spent on every improvement

The proceeds needed for the next move

An online estimate by itself

A neighbor's opinion

A prior appraisal from a different market moment
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C R E AT E  B U Y E R  C O N F I D E N C E

Preparation, Staging, and Presentation

0 1

Repair

0 2

Simplify

0 3

Polish

High-impact preparation areas
Interior design advantage
Lahke Total Homes brings an interior design and staging perspective to
the preparation plan. The goal is not to make the home look generic. It
is to help buyers understand the space, notice the strongest features,
and imagine living there.

Less is usually more: Buyers need enough personality to feel
warmth and enough visual space to imagine their own life in the
home.

Preparation priorities

ITEM WHO DEADLINE STATUS

Address visible defects and
deferred maintenance.

Service major systems when
appropriate.

Correct leaks, damaged surfaces,
and safety concerns.

Gather permits, receipts,
warranties, and records.

Declutter rooms, closets, cabinets,
and storage.

Remove excess furniture and
personal collections.

Pack early and create clear traffic
flow.

Define the purpose of every
important space.

Deep clean, including windows and
lighting.

Neutralize strong colors when
worthwhile.

Improve curb appeal and entry
presentation.

Use light, texture, and furniture
placement to highlight the home.

Front entry and exterior first impression

Kitchen counters, cabinets, and appliances

Primary bedroom and bath

Main living areas and natural light

Basement, garage, closets, and storage

Pet areas, odors, and daily cleanliness

Outdoor living spaces and landscaping
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T E L L  T H E  F U L L  S T O R Y

A Marketing Plan Built for Maximum Exposure
Buyers usually meet your home online before they ever walk through the door. The photography, video,
description, pricing, and launch must work together to earn the showing.

Professional media Digital distribution Targeted promotion

We sell the lifestyle
The marketing should explain not only the bedrooms, baths, and square footage, but also how the home lives: outdoor
spaces, neighborhood amenities, schools, walkability, recreation, convenience, storage, flexibility, and the experiences
buyers cannot see in a data field.

Property story worksheet

QUESTION NOTES

What do you love most about the home?

Which improvements matter most?

What does the neighborhood make easier or more enjoyable?

What might buyers overlook without explanation?

Professional photography

Video walkthrough

Drone when appropriate

3D / Matterport tour

Floor plan or property details

Neighborhood and lifestyle visuals

Local MLS

Major real estate websites

Comey & Shepherd network

Property website / direct link

YouTube and social media

Email marketing and database
outreach

Agent-to-agent networking

Coming-soon awareness when
appropriate

Facebook and Instagram promotion

Retargeting and paid digital
campaigns when appropriate

Print materials and signage

Open house strategy when useful



SELLER GUIDE  |  L AUNCH &  SHOWINGS

LAHKE TOTAL HOMES lahketotalhomes.com   |   (513) 440-4201 PAGE 8

M A K E  T H E  F I R S T  D AY S  C O U N T

Launch Strategy and Showings
A coordinated launch

PREP Complete repairs, staging, cleaning, paperwork,
measurements, and marketing highlights.

MEDIA Create photography, video, drone, 3D tour, and
supporting content.

PRE-
MARKET

Build awareness and schedule the active launch
when the strategy and local rules support it.

ACTIVE Open showings with all marketing live, accurate,
and consistent.

REVIEW Evaluate showing activity, buyer feedback,
competition, and offer response.

Before every showing

Access and feedback
Showings will be coordinated through the approved showing system.
You will receive requests and feedback, while I monitor patterns and
follow up when useful.

Flexibility matters: Every declined or heavily restricted showing is a buyer who may choose another property. We will balance access with
your privacy, safety, work, children, pets, and daily life.

Open blinds and turn on lights.

Make beds and clear counters.

Keep kitchens and bathrooms fresh.

Control temperature and odors.

Secure jewelry, medication, documents, firearms, and
valuables.

Remove or safely contain pets.

Empty small trash cans and pet areas.

Leave the property so buyers can relax and talk freely.
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C O M P A R E  T H E  W H O L E  O F F E R

Offer Evaluation, Negotiation, and Net
Proceeds
The highest price is not automatically the best offer. We will compare the money, timing, contingencies,
certainty, costs, and risk.

Money Protection and risk Timing and logistics

Common seller costs Net proceeds worksheet

ITEM ESTIMATE

Sale price $

Mortgage / liens ($ )

Estimated selling costs ($ )

Credits / concessions ($ )

Estimated net $

Compensation disclosure: Broker fees and commissions are not set by law and are negotiable. The signed listing agreement and purchase
contract control the specific services, fees, and obligations.

Price

Earnest money

Financing strength

Appraisal terms

Seller concessions

Buyer-agent fee request

Inspection rights

Financing contingency

Sale-of-home contingency

HOA review

Insurance and title terms

Other termination rights

Closing date

Possession date

Post-closing occupancy

Included / excluded items

Repair or warranty requests

Offer expiration

Mortgage and lien payoffs

Brokerage compensation

Title, deed, transfer, recording, or closing items as agreed

Property tax and HOA prorations

Repairs, credits, warranties, or concessions

Moving and transition costs
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M A N A G E  T H E  D E TA I L S

Inspections, Appraisal, Title, and Financing

Inspection period
The buyer may conduct the inspections allowed by the
contract and then respond within the agreed deadlines.
Depending on the contract, the buyer may accept the
property, request repairs or a credit, renegotiate, or
terminate when permitted.

Seller choices: agree, decline, counter, obtain estimates, complete
selected work, offer a credit, or negotiate another written solution.

Appraisal
If the buyer is financing, the lender may require an
appraisal. If the value is lower than required, the parties
may renegotiate, the buyer may bring additional funds,
another contractual remedy may apply, or the contract
may terminate when permitted.

Title and ownership

Financing milestones

Keep preparing for closing
Complete agreed repairs, preserve the property's condition, retain receipts, keep utilities active, maintain insurance, and
avoid removing items that the contract says must remain.

Contract milestones

MILESTONE DEADLINE STATUS / NOTES

Earnest money

Inspections

Appraisal

Loan approval

Provide mortgage, lien, ownership, marital-status, and
HOA information promptly.

Respond to title questions and document requests.

Address unpaid assessments, judgments, or recorded
issues.

Confirm deed preparation and required signatures.

Buyer provides earnest money and financing evidence.

Lender confirms intent to proceed and conditional
approval.

Appraisal and loan conditions are completed.

Final approval / clear to close is issued.
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F I N I S H  W E L L

Closing, Possession, and the Final Handoff

Before closing At closing
The title company coordinates signatures, payoff of mortgages and
liens, deed recording, distribution of funds, and final closing documents.
Your proceeds are disbursed according to the title company's
procedures and the contract.

Possession and keys
The buyer may receive possession at closing or at another agreed time.
A post-closing occupancy agreement should be followed carefully,
including insurance, utilities, condition, deposits, and key delivery.

Final seller checklist

Leave it the way you would hope to find it: Empty, clean, secure, and ready for the buyer's next chapter.

Complete agreed repairs and keep receipts.

Remove all personal property not included in the sale.

Clean the home, garage, storage, and appliances.

Gather keys, remotes, codes, manuals, and warranties.

Confirm utility transfer and final service dates.

Keep insurance active until ownership and possession
requirements are satisfied.

Review the settlement statement and ask questions
promptly.

Change of address submitted

Utilities transferred or scheduled

Homeowner policy cancellation timed correctly

All documents saved

Improvement receipts retained for tax records

Every room, closet, cabinet, attic, basement, garage, and shed
checked

Trash removed

Windows and doors locked as agreed

Keys, remotes, and codes delivered

Buyer possession time confirmed



Duncan Lahke

Let's Build the Right Plan
You do not need to have the house ready, the next move solved, or every decision

made before we talk. The first step is simply understanding your options.

(513) 440-4201
lahketotalhomes.com

Lahke Total Homes at Comey & Shepherd REALTORS®

Your next step: We will review your home, goals, likely value, preparation
priorities, marketing plan, and timing - then decide what makes sense.

This guide is a general educational resource and is not legal, tax, lending, inspection, insurance, or accounting advice. Real estate contracts, agency agreements, current law, title requirements, and
professional advice control whenever they differ from this guide.
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