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The Seller Guide.
How your home is prepared, priced, presented, and negotiated — to protect your equity and your

timeline.

0 1  ·  W E LCO M E

Selling well is a matter of preparation, not luck.

Thank you for considering me to represent your home. Whether you

are moving up, moving on, or releasing an investment, the goal is the

same: the strongest possible outcome, with as little disruption to your

life as possible.

Most of what determines a sale happens before a single buyer walks

through the door — how the home is prepared, how it is priced against

real comparable sales, and how it is presented in the first seventy-two

hours on market.

You will always know where you stand. Expect straight answers about

condition, pricing, and every offer that arrives — including the ones I

would advise you to decline.

W H AT  YO U  C A N  E X P E C T

A written pricing analysis, with the reasoning behind every figure

Professional photography, video, and refined preparation

Weekly reporting on activity, feedback, and market shifts

Every offer presented, evaluated, and negotiated in writing

One advisor from listing through closing — and after

M A R K ETS  S E RV E D

Stuart · Palm City · Hutchinson Island · Port St. Lucie · Jupiter · Palm Beach

0 2  ·  P R I C I N G  YO U R  H O M E

The market sets the price. We set the strategy.

A home priced correctly in week one almost always nets more than the same home reduced in week six.

W H AT  G O E S  I N TO  T H E  A N A LYS I S

— Closed comparable sales — recent, nearby, and genuinely similar in size,

condition, age, and view.

— Active competition — what a buyer can choose instead of your home,

today.

— Expired & withdrawn listings — the clearest evidence of where the

market said no.

— Absorption rate — how many months of inventory your price band is

carrying.

— Condition & improvements — adjusted honestly, not aspirationally.

W H AT  D O E S  N OT  S E T  P R I C E

What you paid, what you owe, what you need for the next home, the cost of your

renovation, or what a neighbor says they were offered. These matter to your plan

— but no buyer will pay for them.

T H E  CO S T  O F  O V E R P R I C I N G

— Weeks 1–3 are your peak. Every ready buyer in the band sees it

immediately. That attention does not come back.

— Showings drop, days accumulate. Buyers read high days-on-

market as a defect and open lower.

— You sell the competition. An overpriced listing makes the correctly

priced home down the street look like a bargain.

— Reductions compound. Chasing the market down typically ends

below where a correct price would have landed.

0 3  ·  P R E PA R I N G  TO  L I S T

Where preparation actually pays.

Not every improvement returns its cost. These are the ones that consistently do.

1 Clean, and then clean again

Deep cleaning, windows, grout, air vents, and pressure-washed exterior surfaces. The highest return per dollar in the entire process, without exception.



2 Declutter and depersonalize

Clear roughly a third of what is in the room, plus closets and countertops. Buyers measure storage by what they can see.

3 Neutralize and brighten

Fresh paint in current neutrals, consistent warm-white bulbs at full wattage, and blinds open. Light and neutrality photograph well and show even better.

4 Handle the small defects

Sticking doors, running toilets, torn screens, dead landscaping, dated hardware. Individually minor; collectively they tell a buyer the home was not

maintained.

5 Address the big three early

Roof, HVAC, and any active moisture issue. In Florida these drive both buyer confidence and insurability — and are most likely to reopen negotiations later.

6 Stage the first impression

Entry, main living space, primary suite, and outdoor living. Partial staging of these areas carries most of the visual impact for a fraction of a full stage.

Worth considering: a pre-listing inspection. Knowing what a buyer's inspector will find lets you price it in, fix it on your terms, or disclose it up front — instead of

negotiating against a surprise while under contract.

0 4  ·  T H E  M A R K E T I N G  P L A N

Presented with intention.

01

Photography & video

Professional stills, walkthrough video, and aerial coverage where the setting

deserves it. The photography is the showing for the majority of buyers who

never see the home in person.

02

Positioning & copy

Every listing leads with what makes the property distinct — not a recitation

of room counts — written to attract the specific buyer most likely to pay for

what this home is.

03

Syndication

MLS distribution across the major consumer portals and brokerage networks,

with accurate data, complete fields, and correct mapping — the details that

determine whether a home surfaces in a search.

04

Agent-to-agent outreach

Direct outreach to agents with active, matching buyers, and to the brokerage

network. A meaningful share of Treasure Coast sales begin as a conversation

between two agents.

05

Social & digital

Reels, story coverage, and targeted digital placement aimed at relocation

buyers from the Northeast and Midwest — consistently the strongest source

of demand in this region.

06

Showings & open houses

Scheduled around your household, with qualified buyers, controlled access,

and structured feedback collected after every visit.

The first seventy-two hours. A listing goes live only when photography, copy, disclosures, and access are all ready. Launching early with placeholder photos spends

your best three days of exposure on an incomplete presentation — and no reduction later buys that attention back.

0 5  ·  T H E  S E L L I N G  P R O C E S S

A clear path from consultation to closing.

1 Consultation & pricing analysis

Walk the property, review comparable evidence, and agree on price, timing, and strategy.

APPROXIMATE TIMING ·  WEEK 1

2 Preparation & presentation

Repairs, cleaning, staging, photography, and disclosure paperwork completed before launch.

APPROXIMATE TIMING ·  WEEKS 1–3



3 Launch & active marketing

Live on MLS and every portal, agent outreach, showings, and open houses. Weekly activity reporting begins.

APPROXIMATE TIMING ·  WEEKS 3–6

4 Offers & negotiation

Review, compare, and counter. Price, terms, buyer strength, and timeline all weighed together.

APPROXIMATE TIMING ·  WEEKS 4–8

5 Due diligence

Inspection period, appraisal, association documents and estoppel, title work, and any repair negotiation.

APPROXIMATE TIMING ·  WEEKS 6–11

6 Closing & handover

Final walkthrough, signing, funding, and keys. Utilities transferred and the property released.

APPROXIMATE TIMING ·  WEEKS 10–12

0 6  ·  R E V I E W I N G  O F F E R S

The highest number is not always the best offer.

W H AT  W E  E VA LU AT E

— Buyer strength — cash with proof of funds, or a full underwritten pre-

approval rather than a courtesy letter.

— Escrow deposit — size and release timing signal how committed the

buyer really is.

— Inspection period — length, and whether it is a genuine review or a

second negotiation.

— Financing & appraisal terms — including whether the buyer covers an

appraisal shortfall.

— Closing date — and whether you need occupancy after closing.

— Contingencies — particularly a sale-of-home condition, a second

transaction attached to yours.

YO U R  T H R E E  R E S P O N S E S

— Accept — the terms meet your objective.

— Counter — on price, dates, deposit, repairs, or any combination.

— Decline — and continue marketing, with the reasoning

documented.

When more than one offer arrives, every buyer gets the same deadline to

submit their best terms. We compare side by side on net proceeds and

probability of closing — a strong offer that falls apart in week three costs

you far more than a lower one that closes.

0 7  ·  U N D E R  CO N T R A C T

From accepted offer to closed.

1 Escrow & timelines

The executed contract goes to the title company and the buyer's deposit is placed in escrow. Every contract deadline begins counting immediately.

2 Inspections

Expect a general inspection plus, depending on the property, wind mitigation, four-point, WDO, roof, septic, seawall, or pool inspections. Access is

arranged for a single coordinated window wherever possible.

3 Repair requests

Buyers may request repairs, credits, or a price adjustment. We respond with evidence — contractor quotes rather than estimates — and negotiate from

what the work actually costs.

4 Appraisal

I provide the appraiser with comparable sales, improvement records, and access. If value comes in short, options include renegotiation, a buyer

contribution, or a dispute with supporting data.

5 Title, association & permits

Title search, lien and open-permit review, survey where applicable, and — for association properties — the estoppel certificate and document delivery.

6 Walkthrough & closing

The buyer confirms condition and agreed repairs. You sign, funds disburse, and keys, remotes, codes, and warranties transfer.

Wire-fraud warning. Sale proceeds are a target for fraud. Never send or confirm wire instructions based on email alone. Verify by calling the title company at a

number you independently confirmed, and confirm receipt afterward.



0 8  ·  S E L L I N G  I N  F LO R I D A

What's genuinely different here.

01

Your duty to disclose

Florida sellers must disclose known material defects that are not readily

observable and that affect value. Disclosing early is protective; concealment

is the most common source of post-closing disputes.

02

Roof age & insurability

An aging roof can limit which buyers can obtain insurance — and therefore

financing. It is often the quiet reason an otherwise attractive listing sits. Know

your roof's age and documentation before listing.

03

HOA, condo & estoppel

Association properties require an estoppel certificate and document delivery,

both of which take time to order. Fees are regulated by Florida law. Pending

special assessments must be addressed in the contract.

04

Open & unpermitted work

Permits left open by a prior contractor surface during title review and can halt

a closing. If work was done without permits, resolve it before you are under

contract.

05

Closing costs & doc stamps

Documentary stamp tax on the deed is customarily a seller cost in most

Florida counties, and who pays for the owner's title policy varies by county.

Both are negotiable and set in the contract.

06

Tax considerations

Primary-residence sales may qualify for a capital-gains exclusion; investment

sales may suit a 1031 exchange; foreign persons face FIRPTA withholding.

Buying again in Florida, homestead portability may carry part of your

assessment benefit forward.

0 9  ·  YO U R  N E T  P R O C E E D S

What selling actually costs.

T Y P I C A L  S E L L E R  CO S TS

— Brokerage compensation — agreed in writing in your listing agreement,

including any compensation you choose to offer a buyer's agent.

— Documentary stamp tax — on the deed, customary to the seller in most

counties.

— Title & settlement fees — allocation varies by county and is negotiable.

— Association estoppel & document fees — where applicable.

— Property tax proration — through the closing date.

— Mortgage payoff — principal, accrued interest, and recording of the

release.

— Negotiated repairs or credits — from the inspection period.

— Preparation costs — cleaning, staging, photography, and pre-list repairs.

E S T I M AT E  W O R KS H E E T

EXPECTED SALE PRICE

LESS MORTGAGE PAYOFF

LESS BROKERAGE FEES

LESS TAXES & TITLE COSTS

LESS ASSOCIATION FEES

LESS REPAIRS & CREDITS

NET PROCEEDS

1 0  ·  YO U R  P R O P E R T Y  P R O F I L E

Tell me about the home.

Complete this before our consultation — it sharpens the pricing analysis and surfaces anything to

address before launch.



YEAR PURCHASED

IDEAL CLOSING DATE

ROOF AGE / LAST REPLACED

HVAC AGE

WATER HEATER AGE

HOA / CONDO DUES

ANNUAL PROPERTY TAXES

S TAT U S

Owner-occupied Vacant

Tenant-occupied Seasonal use

Buying again locally Leaving Florida

I M P R O V E M E N TS  M A D E

K N O W N  I S S U E S  TO  D I S C LO S E

I T E M S  T H AT  W I L L  N OT  CO N V E Y

1 1  ·  L E T ' S  G E T  S TA R T E D

You're all set — here's what happens next.

Review this guide. A few minutes now makes every step that follows

clearer.

Complete your Property Profile. Send it back or bring it along.

Schedule the walkthrough. I'll see the home and prepare your written

pricing analysis.

Agree on price, timing, and preparation. Including what is worth doing

and what is not.

Go to market prepared. Photography, copy, and disclosures ready on day

one.

Not ready to list yet? That's a good reason to talk sooner rather than later — the

most valuable conversations usually happen months before a sign goes in the

yard.

G E T  I N  TO U C H

(772) 607-8661

aynura.aghenii@gmail.com

aynuraaghenii.com

@aynura.aghenii
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This guide is provided for general information and does not constitute legal, tax, insurance, or financial advice. Timelines, costs, customary practices, and program requirements vary by property, county,

association, lender, and market, and change over time. Brokerage compensation is not set by law and is fully negotiable. Please consult the appropriate licensed professionals regarding your specific

transaction. Equal Housing Opportunity. Aynura Aghenii is a licensed Florida real estate agent (FL #3654970) with Real Broker, LLC.


