YOUR
SELLER'S
GUIDE.

Everything to expect, from

your first conversation
to closing day.

Every Time.




NICE TO HAVE
YOU HERE.
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PAGE 2 — HOW THIS GUIDE WORKS

YOUR SELLING JOURNLY,
SIMPLIFIED.

Every home, every neighbourhood and every market behaves differently.

We'll always tailor the plan to your home.

Ol 02 0> 04

2

GETTING GOING THE AFTER THE
READY LIVE OFFER OFFER
o marketing, reviewing, . ,
pricing, prep, _ - inspections,
_ ) showings, open negotiating, .
repairs, staging _ conditions
houses accepting
PAGE 6-11 PACGE 12-14 PAGE 15-16 PAGE 17

CLOSING

final steps,
keys, what's

next

PAGE 19-20



WHAT YOU BRING

A home prepared for

showings

Insight into your goals

and timeline

Honest communication
throughout the process

Trust in the strategy

Openness to

professional guidance

PAGE 3 — HOW WE WORK TOGETHER

A PARTNERSHIP
BUILT ON TRUST.

Selling a home is a collaboration.

The strongest results come from clear communication,

honest conversations, and a shared commitment to the

process. When we're aligned, your home has the best

opportunity to achieve an exceptional outcome.

WHAT WE BRING

Strategic pricing and

positioning

Professional marketing

and exposure

Expert negotiation and

market knowledge

Vendor coordination and
project management

Consistent
communication from
start to finish
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WHAT WE DECIDE

TOGETHER

The pricing strategy

The marketing approach

Offer evaluation and
negotiation decisions

Timing and key
milestones

The path forward at
every important stage

PAGE 4 — FROM LISTED TO SOLD

SELLER'S ROADMAP.

STRATEGY
MEETING

A walk-through of your
home, together
Review of recent sold
comparables in your
area

Set a strategic listing
price

Agree on timeline,
package, and
approach

SHOWINGS

Secure lockbox
installed for verified
agents

Showings scheduled by
appointment

Open houses arranged
based on strategy
Weekly feedback
shared with you

PRE-CLOSING

Your lawyer prepares
closing documents

The buyer completes a
final walkthrough
Movers booked, utilities
arranged

We coordinate every
moving piece

PREPARE TO
LIST

» Decluttering, repairs,

and any contractor
work

» Staging consultation

and setup

e Cleaning, junk

removal, and storage

if needed

e Coordination handled

by our team

RECEIVE AN
OFFER

* Every offer reviewed
together, line by line

* Price, deposit,
conditions, and
timing discussed

* The decision is always
yours

¢ You can accept,
counter, or wait

CLOSING DAY

* Buyer's funds transfer
through the lawyers

* Keys handed to the
new owners

* Your proceeds
released to you

¢ The sale is officially
closed

PHOTO &
VIDEO

* Professional
photography session

» Cinematic video tour

» 3D Matterport, drone,
or twilight shots

* Floor plans prepared

NEGOTIATE

 Strategy aligned with
your priorities

* We handle the back-
and-forth with the
buyer's agent

* We review the
strengths and risks of
every offer

* Terms are adjusted
until both parties
reach an agreement

»
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MARKETING
LAUNCH

Coming Soon
campaign builds
early demand

MLS + RE /MAX '
network goes live

Social, email, print,

and agent outreach
Custom property

website goes live

INSPECTION &

CONDITIONS

The buyer schedules
a home inspection
We negotiate any
findings on your
behalf

Conditions are
reviewed and
removed when met
Deal moves toward
firm



PAGE 6 — PRICING PAGE 7 — CURB APPEAL

THE RIGHT PRICE GETS ~ FIRSTIMPRESSIONS
YOU THE BEST RESULT. %TU/\ng AT THE

We bas r recommendat n three things

sold comparables in your neighbourhood
@ What buyers are locking at right now
nt demand in your specific market and price range
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PAGE 9 — DECLUTTERING

SPACE SEL LS.

Buyers want to picture their future, not your
belongings. An open, organized home feels larger,
brighter, and more valuable.

Decluttering is a simple, low cost way to improve first
impressions. Clear space helps buyers focus on the
home.

Start small. One room, one closet, one drawer. Small
changes add up.

CLOSETS COUNTERs ~ DOOKSHELVES &
SURFACES
Leave enough Keep surfaces Display only a
room that clean, clear, and few carefully
clothing hangs nearly empty to chosen items
comfortably and showcase and leave open
shelves feel workspace and space
spacious. storage. throughout.
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GARAGE &
BASEMENT

These areas
should feel like
usable living
space, not
overflow storage.



PAGE 10 — REPAIRS PAGE 11 — STAGING

FIX STAGING THAT BRINGS
e YOUR HOME'S BEST
TP FORWARD.

DOLESN'T.

Not every repair is worth doing before listing your home. o ' .
Some updates boost buyer confidence and value, while Staging is design with a purpose.

others cost a lot without raising your price. , '
It's meant home's strongest features

and help buyers picture themselves
living there.

Our staging team handles
consultation, sourcing and setup.

BIGGER. BRIGHTER. 7-10% HIGHER THE FIRST IMPRESSION
UPDATED. SALE PRICE THAT STICKS.
Three things staging makes for staged homes. Buyers picture themselves

your home feel. there.



PAGE 12 — MARKETING YOUR HOME PAGE 13 — SHOWINGS

WHAT HAPPENS SHOWINGS
THE MOMENT REEPING IT EASY ON YOU.

Showings can feel disruptive at first, but most sellers settle into a
YOU Sl GN. rhythm within the first few days. A little prep before you leave, a

few small habits while your home is on the market, and you're set..

Once you sign the listing agreement, our team gets to work
behind the scenes.



PAGE 15 — REVIEWING OFFERS

PRICEIS ONLY
ONE PART OF
SAFETY THE EQUATION.

Receiving an offer is exciting, but there's more
to consider than just the purchase price.

The strongest offer is the one that aligns with
your goals, protects your interests, and gives you
confidence that the sale will close smoothly.



HOW WL
APPROACH THE TABLE.

Negotiation is where preparation pays off. By the time an offer reaches
you, we've already gathered information from the buyer's agent, reviewed
comparable recent deals and built a clear sense of what's possible.

THREE PRINCIPLES WE WORK BY

LISTEN FIRST.
The other side usually tells us what matters to them if we let
them.

O NEGOTIATE THE WHOLE PICTURE.
@j Price, dates, conditions and inclusions move together, not one at a
time.

STAY MEASURED.
% Pressure works against you. A calm, prepared position works

for you.

PAGE 17 — INSPECTIONS

WHAT HAPPENS
AFTER YOUR OFFERIS
ACCEPTED.

Most buyers will schedule a home inspection within 5-
10 days of an accepted offer. During the inspection, a
licensed professional will review the home's major
systems and components.

The report rarely comes back completely clear. Even
well-maintained homes typically have maintenance
items, recommendations or minor deficiencies noted.
What matters most is how those findings are handled
afterward.



SELL FIRST? BUY FIRST?

If you're buying your next home as you sell this one, the order matters.
Each approach has trade-offs that depend on the market, your finances,
and how much certainty you want at each stage. Most sellers find one
option fits their situation better than the other once we walk through it
together.

PAGE 19 — CLOSING

THE FINAL
STRETCH.

Once your home is sold, the closing period
typically lasts between 30 and 90 days. This is
when lawyers, lenders, and other professionals
coordinate the final details.



PAGE 20 — AFTER CLOSING

YOULLALWAYS KNOW
WHERE THINGS STAND.

Throughout the sale, you should feel informed. Not flooded
with messages, but never in the dark. We keep you updated
at every stage and we're always available when you need
advice or clarity.

PAGE 21 — YOUR NEXT MOVE IS HERE

WHEN YOURE
READY, WERE
HERE.

When you're ready to talk through your
home, the market, or what makes sense
next, we're here. A first conversation is
always free, always honest, and never
comes with pressure.

1154 Kingston Rd, Pickering,
ON, L1V 1B4

905-807-0144

www.boldgroup.ca * eboldgroup.ca ¢
infoeboldgroup.ca
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Sold right. Every time.



