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The DO'S and DON'TS of Pricing
YourHomeforaQuickSale

Setting therightpriceforyourhomeisacriticalstepinensuring a

quick andsuccessfulsell. Theprocessinvolvesadelicatebalance
between attracting potential buyers and maximizing your property's
value. Herearesomekeydo'sanddon'tstoguideyouthrough the
pricing journey.

THEDO'S

Research Comparable Sales. Conduct thorough research on
recent homes in your neighborhood. Look for properties similar
to yours in terms of size, features, and condition. Analyzing
comparable sales (comps) provides valuable insights into the
market and helps you set a realistic price.

Consider Market Conditions: Stay informed about the current
real estate market conditions. Markets can vary, and factors such
as seasonality, economic trends, and local demand influence
property values. Understanding these dynamics helps you price
your home competitively.

Work with a Real Estate Professional: Enlist the expertise of a
qualified real estate agent. Experienced agents have a deep
understanding of the market and can provide a comparative
market analysis (CMA) to determine an optimal price for your
home. Their insights can be invaluable in setting the right price.

THE DONTS

Ignoring Comparable Sales: Avoid setting your price based solely on
what you wish to make or what you perceive your property's value
to be. Ignoring comparable sales can lead to overpricing, deterring
potential buyers.

Overpricing for Negotiation: While it's natural to leave room for
negotiation, overpricing significantly can be counterproductive.
Many buyers today are well-informed, and an inflated initial price
may drive them away before they even consider making an offer.

Neglecting Market Trends: Failing to adapt to current market trends
can result in a mispriced home. If prices are trending downward or
there's an oversupply of homes, adjusting your pricing strategy
accordingly is essential to attract buyers.

Relying Solely on Online Estimates: While online tools can provide a
rough estimate, they often lack the nuanced understanding of local
markets. Relying solely on automated valuation models may lead to
inaccurate pricing.

By following these do's and don'ts, you can position your home
competitively in the market, attracting potential buyers and
increasing the likelihood of a swift and successful sale.



3% The Power of United Country — Country
Living Specialists Inc.

National Exposure * Advanced Tools * Real Results

When you choose United Country — Country Living Specialists Inc., you’re not just hiring a
brokerage — you’re gaining access to two of the strongest marketing systems in the industry:
The Bullseye Platform and My State MLS. Together, they give your property unmatched
visibility and your agent the tools to deliver exceptional results.

@ Bullseye Platform Advantages

« National Marketing Reach: Your property is showcased across multiple national
platforms for maximum exposure.

 Specialized Lead Generation: Advanced programs attract and retain serious buyers
through targeted marketing.

« Cloud-Based Efficiency: Streamlined tools support marketing, lead management, and
financial planning — helping agents work smarter and faster.

e My State MLS Advantages

« Nationwide Coverage: List and search properties across all 50 states, expanding your
buyer pool far beyond local MLS boundaries.
« Advanced Listing Features: High-resolution photos, virtual tours, custom fields, and

marketing brochures elevate every listing.
« Competitive Edge: Built-in lead generation and client-management tools help agents

close more deals with confidence.

B The United Country Advantage
By combining the Bullseye Platform with My State MLS, our brokerage delivers:

» Broader exposure for your property
s Stronger marketing tools for your agent
o A streamlined, modern selling experience from start to finish

Your property deserves more than a sign in the yard — it deserves a nationwide spotlight.
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