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In this guide you will  
discover how to:

>>  Protect one of your most valuable investments, your
home. 
 
>>  Reduce stress when selling your home. 
 
>>  Maintain control throughout the sale. 
 
>>  Retain maximum equity and make the most profit
possible.

SOLD



I'm Dana Ash-McGinty. 
I'm here to help.

Hi!

Stress. Fear. Excitement.

Anxiety. Aaaaaaah!  

These are just a few of the

words that may come to

mind when you are

considering selling your

home. 

This is a major undertaking and I feel
your pain (angst and exhilaration too). 
 
I’ve compiled these smart, proven tips
for selling your home. 
 
Yes, there will be some stress. But you
know you can do this. Take a deep
breath.  
 
Ready... Let's go!



 Let Your Reason For Selling Give You Direction 

Tip 1 

Think back to when you first decided to purchase your
home. Why that house?  
 
Was it the best value? Did you purchase for the schools? The
neighborhood? Needed a house quickly? Was this your forever
home or a starter house? 
 
I'm sure there were good reasons for purchasing your home but,
now the time has come to sell. Just as you had reasons why you
purchased, you now have reasons for selling. 
 
Your approach for selling should be motivated by your reason(s)
for selling. This can determine everything from your asking price
to how much time, money and effort you're willing to invest in
order to prepare your home for sale.  
 
For example, if your goal is to move quickly, this would determine
one approach. However, if you want to fully maximize your profit,
the sales process may take slightly longer, thus determining a
different approach. 
 
More examples-  
Are you willing to make any needed repairs or updating? 
Do you need to sell in order to purchase another house currently
under contract? 
Are you in the middle of an out-of-state  job transfer? 
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The Best Time To Sell Is When You Need To Sell 

Tip 2 

By far, the #1 question I'm asked is; 
 
"When should I put my house on the market?"  
 
What most sellers really want to know is when to list their house
for sale to get top dollar and a quick sale. 
 
My answer is, "Whenever you need to sell."  
 
In Washington, DC, the housing market does not stop! In early
January with single digit temperatures and snow on the ground,
houses are still being sold. In late August when the temperature
is over 90 degrees and humid and kids are returning to school,
houses are being sold.  
 
Be sure you factor monthly carrying costs before you delay
listing your property in an attempt to guess the market.   
 
Note: If you attempt to time the market, be sure you factor
monthly carrying costs before you delay listing your property. 
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Do Some "Home Shopping" Yourself  

Tip 3 

The best way to learn about your soon to be "competition" and
discover what turns buyers off is to check out a few
neighborhood open houses.  
 
Take a note of the price, floor plans, condition, appearance, lot
size, location and other features. Also, take a look at any
marketing materials.  
 
What do you think? Consider what can could be done to make
the property more appealing.  
 
Apply this new found information to your own property. 
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Appearances Matter, Make Them Count! 

Tip 4 

Appearance is so critical is so critical when selling your home.
The look and "feel" of your home will generate a greater
emotional response than any other factor. Prospective buyers
react to what they see, hear, feel, and smell even though you
may have priced your home to sell. 
 
Get it Spic n' Span Clean and Fix Everything, Even If It Seems
Insignificant 
 
Scrub, scour, tidy, straighten up, get rid of the clutter, declare war
on dust, and repair squeaks. Even repair the light switch that
doesn't work and the tiny crack in the bathroom mirror because
these can be deal-killers. You'll be surprised what turns buyers
off. Remember, you're not just competing with other resale
homes, but brand-new and newly renovated homes as well. 
 
Invite the Honest Opinions of Others 
 
Don't be shy about seeking the honest opinions of others. You
need to be objective about your home's good points as well as
the not so good. Fortunately, a highly experienced Realtor® will
be unabashed about discussing what should be done to make
your home more marketable. 
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Don't Forget Your Curb Appeal 

Tip 5 

An exterior photo is typically used as the main listing photo for your
home, you want to entice prospective buyers from the very start.  
 
1. A little bit of landscaping goes a long way. 
Boost your home’s curb appeal by trimming back your shrubs and
greenery, planting flowers or low shrubs, and mowing the lawn. 
 
2. Go outside your property lines. 
Give some attention to the sidewalk, alley or into the road near your
home. Take a few minutes to clean up any debris. 
 
3. Give your door a fresh coat of paint. 
 
4. Replace the welcome mat. 
 
5. Upgrade your house numbers . (There are various modern options
available to Home Depot and Lowes.) 
 
6. Pretty up your front porch. 
A potted plant can breathe new life (and color!) into an otherwise
dowdy entry or doorway. Replace any dated-looking furniture with
something new and fresh.  
 
7. Light up the walkway. 
Lining your front walkway with solar lights can help brighten the
experience of anyone who looks at your your home in the evening. 
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White Walls Please  

Tip 6 

If you have colorful paint on your walls, paint your walls white
before you list your house for sale.  
 
Why white? 
 
White is universally appealing. It lends itself to a more modern
aesthetic, doesn’t look dated, and can easily be dressed up with
accent colors.  
 
Buyers can personalize the space with minimal work by adding
color to a door, as an accent wall, or through décor such as wall
art. Choosing a white for your room is creating a blank space for
buyers. 
 
Remember: You want buyers to be able to imagine themselves
living in your house without the distraction of your own personal
style. 
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Staging, The Secret To Getting Your Home Sold 

Tip 7 

Staging techniques focus on improving a property's appeal by
transforming it into a welcoming, attractive home that anyone may
want. Typically, furniture, arts, painting, accessories, lights, plants,
and rugs, etc. are used to stage a home, to give potential buyers a
more attractive first impression of the property. 
 
Statistics show that home staging can reduce a listing's time on the
market by one third to half, and could fetch as much as 6% to 20%
more than an empty home or a home not properly staged. 
 
Allow Prospective Buyers to Visualize Themselves in Your Home 
Here are My 5 Simple Staging Tips: 
 
Create Space  
Create the illusion of more space by removing extra furniture,
remove a 1/3 of what is stored in each closet- including the garage
and declutter the garage.  
 
Utilize Natural Light and Lighting  
Light not only gives the illusion of space; but it also a great moose
setter. Open the blinds and remove any furniture in front of windows.
Make sure all light bulbs work and then turn them all on for
showings. Add accent lighting under kitchen cabinets.  
 
Bathrooms 
Use your finest towels. Decorate with a small potted plant and/or
candles. Remove all personal items from the vanity.  
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(cont.) Tip 7 
Kitchen 
Make sure you have plenty of counter space. Remove non-
essential appliances. Organize kitchen cabinets. And of course,
remove the dirty dishes from the sink. 
 
Use Fresh Cut Flowers  
Have fresh cut flowers in the foyer and/or on the living room
coffee table. Buyers will notice them, and love it! Not only are they
beautiful, but the scent they give off is just the atmosphere you
want to create for you showing.  
 
There are various things to consider when completely staging a
property. I have tons of experience and ALOT of input to offer.  
 
Please contact me for a COMPLIMENTARY Staging Consult. 
 
Dana Ash-McGinty, Principal Broker  
Ash McGinty & Co. 
dana@ashmcginty.com 
o: (202) 818-8718 | f: (202) 818-8719  
c: (202) 848-4081 
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Learn The Real Estate Lingo 

Tip 8 

Here are 10 real estate terms you should know to get you started: 
 
ACCEPTANCE DATE- The date of which the buyer's written offer is
accepted by the seller. 
 
BINDING AGREEMENT- A written agreement, between buyer and
seller, to do or not to do a certain thing. 
 
CLOSING COSTS- Various fees and expenses payable by the seller
and buyer at the time of closing. 
 
CLOSING DATE- The date on which the seller delivers the deed
and the buyer pays for the property. 
 
CONTINGENCIES- A clause in a purchase contract outlining
conditions that must be fulfilled before the contract is executed.
Contingencies may be included by both, buyer or seller, and must
be accepted by both parties. 
 
EARNEST MONEY- A deposit made by the purchaser to evidence
Good Faith. Often it becomes part of the down payment, if the offer
is accepted. 
 
EXHIBIT- A document used to present or expose to view; show;
display. 
 
LEGAL DESCRIPTION- Legally acceptable definition of real estate
by government rectangular survey, metes and bounds, or recorded
plat. 
 
OFFER- An expression of willingness to purchase a property at a
specified price. 
 
PURCHASE PRICE- The price at which real estate was actually
purchased. www.ashmcginty.com



It’s Better With More Prospects 

Tip 9 

When you maximize your home's marketability, you will most
likely attract multiple prospective buyers. 
 
You or your agent should identify the sizzling selling points of
your home and choose the best advertising words to sell it.  
 
As soon as possible, your agent should hire a professional
photographer to take quality photographs and create a virtual
tour that can be feature online.  
 
Your agent should saturate the internet with photographs and
descriptions of your property. 
 
Be sure to approve your agent's marketing campaign and
confirm that your listing is posted online.  
 
Marketing may need to be tweaked to increase traffic and
showings.  
 
The advantage of multiple prospective buyers is that they will
compete with each other; a single buyer will end up competing
with you. 
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The MLS Is Magical  

Tip 10 

To get the most exposure for your house, it must be listed on the
multiple listing service, or MLS. The MLS is an online database of
all the homes that are being sold by real estate agents and
brokers.  
 
Only licensed real estate professionals can post photos and
details of a home onto their local MLS.  
 
When your home is listed on the MLS, your listing is
automatically fed to thousands of local and national real estate
websites, giving you increased exposure to motivated buyers. 
 
The MLS puts an army of local agents all to work to sell your
home.. 
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Choose A Realtor That Will Represent Your Best Interests  

Tip 11 

A listing agent represents you as the seller and has a fiduciary
responsibility to look out for your best interests. 
 
Evaluate each agent carefully based on their experience,
qualifications, enthusiasm and personality. Be sure you choose
someone that you trust and feel confident that they will do a
good job on your behalf.  
 
Do you like them? Can you talk to them? Are they being forthright,
even if it's something you may not want to hear? 
 
If you choose to sell on your own, you can still talk to a Realtor®.
Many are more than willing to assist For Sale By Owners (FSBOs)
with paperwork, contracts, etc. and should problems arise, you
now have someone you can readily call upon .  
 
Feel free to contact me with any questions. 
 
Dana Ash-McGinty, Principal Broker | Zillow Premier Agent |
Realtor 
Ash McGinty & Co. 
dana@ashmcginty.com 
(202) 818-8718 
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Be A Smart Seller, Disclose Everything 

Tip 12 

Smart sellers are proactive in disclosing all known material latent
defects to their buyers in writing. This can reduce liability and
prevent lawsuits later. 
 
What Is A Material Latent Defect? 
A latent defect, aka hidden defect, is a problem with the property
that is not visible to the naked eye. 
 
Asbestos in the ceiling tiles and carbon monoxide leaking into
the air are examples of latent defects. 
 
Home Sellers Requirements to Disclose 
The District of Columbia requires sellers to disclose certain
material defects in the property prior to the closing.  
 
Sellers must give buyers a formal written report, referred to as a
Sellers Disclosure Statement disclosing all of known material
defects and past repairs made on the premises. 
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Price Your Home To Sell Day on Day 1 

Tip 13 

Before Setting a Price, Do Your Homework. 
 
A seller's greatest mistake is often overpricing their home.  
 
A good way to establish a list price is to look at homes that have
sold in your neighborhood within the past 6 months, including
those now on the market. This is how prospective buyers will
assess the value of your home.  
 
Keep your price in line with listed and sold homes that have been
identified in a comparative market analysis report provided by
your Realtor.  
 
Particularly note, not only the listed prices but what houses are
actually selling for. 
 
Tax Assessments - What They Really Mean 
 
Some people think that tax assessments are a way of evaluating
a home's value. The difficulty here is that assessments are based
on a number of criteria that may not be related to property
values, so they may not necessarily reflect your home's true
value. 
 
Ensure You Have Room to Negotiate 
 
Before settling on your listed price, make sure you leave yourself
enough room to negotiate. Even if your property is priced well
below market, almost all buyers will want to negotiate. (It may be
helpful to establish in advance your lowest selling price.)  
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Tip 14 
More, More, More Pictures  

Don’t skimp on the number of photos used on the MLS

and online.  

 

When it comes to photos, the more, the merrier. You want

to make it easy for buyers to get comfortable with and

learn more about your home. 

 

Not only are the listing photos their initial impression, but

they serve to help orient the buyer after a showing. Once

they have been through the home in person, they are

better able to relate to the floor plan and how it flows.

Going back to the listing photos allows them to make

connections and dig deeper.  

 

You want to have as many quality photos as possible.  
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Tip 15 
Open Houses,  
The Best Way To Show Your Home 

Despite all the changes technology has made in how houses
are bought and sold, one standard feature of the process
remains: the weekend open house. 
 
It is estimated that at least 20% of residential real estate sales,
or one in five homes, sell through an open house.  
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Tip 16 
Stay Ready To “Show” & “Go” 

Make Your Home Easy to Show 
Set regular hours that your home can be shown.  
 
If you are unable to set regular hours, make sure little notice is
needed for you to make your home presentable, remove any
pets and leave. 
 
Don't require that your own agent be present to show your
property. 
 
If it is challenging to show your property, buyer agents will likely
show another listing that is less restrictive. 
 
Use a Lockbox 
Lockboxes allow agents to show your home when you are not
home.  
 
All real estate agent lockboxes are able to track any agents
entering your home and deliver reports to the listing agent. 
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Tip 17 
Don’t Allow Your Listing To Get Stale 

If you’ve been scouring real estate listings for a while now,
you’ve probably paid close attention to how long a particular
property has been listed. 
 
And if you haven’t, you should probably take note. 
 
What is a Stale Listing? 
 
A stale listing is essentially a real estate listing that has been
on the market for a long time with presumably no offers. 
 
You know the one – where you remark, “That’s still on the
market?” 
 
A stale listing is typically listed well beyond the area listing
cycle. There’s not necessarily a specific number of days a
property has to be listed to be considered “stale,” but over
priced properties and stale listings tend to go hand-in-hand. 

www.ashmcginty.com



Tip 18 
Keep Your Emotions In Check During Negotiations 

Breathe. 
 
Let go of the emotion you've invested in your home. Be
detached, using a business-like manner in your
negotiations.  
 
You'll definitely have an advantage over those who are
more emotional. 
 
A Low Offer - Don't Take It Personally 
 
Invariably the initial offer is below what both you and the
buyer knows he'll pay for your property. Don't be upset,
evaluate the offer objectively. Ensure it spells out the offer
price, earnest money deposit, down payment, mortgage
amount, closing date and any special requests.  
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Tip 19 
Counter All Offers 

Turn That Low Offer Around 
 
You should counter all low-ball offers. This will let the buyer know
that the first offer isn’t seen as being a serious one.  
 
Think of it this way-- A low offer simply provides a starting point
from which you can negotiate. It just starts the conversation.  
 
Is The Buyer Qualified? 
 
If you feel an offer is inadequate, now is the time to make sure the
buyer is qualified to carry the size of mortgage the deal requires.
Inquire how they arrived at their figure, and suggest they compare
your price to the prices of homes for sale in your neighborhood. 
 
Try To Learn Your Buyer's Motivation  
 
The more you know about the buyer, the greater your success in
your negotiation strategy.  
 
As a rule, buyers are looking to purchase the best property for the
least amount of money. Knowing what motivates them enables
you to negotiate more effectively. For example, does your buyer
need to move quickly. Armed with this information you are in a
better position to negotiate. 
 

www.ashmcginty.com



Tip 19 (cont.) 

Ensure the Contract is Complete 
 
To avoid problems, ensure that all terms, costs and
responsibilities are spelled out in the contract of sale. It
should include such items as the date it was made, names
of parties involved, address of property being sold,
purchase price, where deposit monies will be held, date for
loan approval, date and type of inspections, date and place
of closing, type of deed, including any contingencies that
remain to be settled and what personal property is
included (or not) in the sale. 
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Tip 20 
Closing Costs, Closing Date & Closing Attorney,  

Let The Buyer Lead 

Seller Contributed Closing Costs 
Typically, a buyer's closing costs can not be financed into
the mortgage. This is cash that the buyer will have to bring
to closing. Therefore, instead of negotiating closing costs,
negotiate on the sales price.  
 
A good agent will explain to the buyer the small impact a few
thousand dollars has on their money mortgage payment vs. the
much larger impact of bringing additional cash to the closing
table.  
 
Note: As the seller, it is only the total net number that has any
real importance.   
 
When Would The Buyer Like to Close? 
 
Quite often, the closing date buyers indicate in the offer is the
earliest date they are able to close. Understanding and accepting
this can create a negotiating advantage for you. 
 
The Closing Agent  
 
All closing attorneys and escrow agents are held to the same
legal standard.  Allowing the buyer to "choose" the closing agent
is an easy concession to accept. 
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Tip 21 
Factor In Your Carrying Costs and Opportunity Costs  

Your carrying cost is simply how much you spend on your
house from the time it is listed until the time it is sold and
typically include your mortgage payment, taxes and
insurance, utilities, and any maintenance and repair which
must be done on the property. 
 
To determine monthly carrying costs, add the following: 
 
 
 
 
 
 
Every thirty days that your house goes unsold, you should
subtract the total carrying costs from your anticipated net. 
 
You can see how important it is to know your carrying cost,
especially in relation to a home’s list price. You might think
that asking $15,000 more in the beginning will get you more
money at closing, but really it can cost you a lot more as the
home remains unsold.  
 
Another thing to keep in mind is the possibility of unforeseen
major repairs the longer the property is on the market.   

mortgage 
real estate taxes and insurance 
total utilities 
on-going maintenance and repair (typically 1-3% of
home value per year) 
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Tip 22 
After The Home Inspection,  

Prepare For Part 2 of Negotiations  

Now get ready for the home inspector. Ask your agent to
provide you with a home inspection checklist so you'll
know in advance what the inspector will want to see. Be
sure to prepare the attic and basement for inspection, too. 
 
Home inspection reports don't describe the condition of
every component, particularly if it's in excellent or even just
good shape. But the report will probably note every item
that's defective or in need of service. 
 
You're entitled to a copy of the home inspection report if
the buyer requests repairs. 
 
You don't ordinarily have to accept a buyer's request to
make repairs, but he can cancel the contract if you don't.  
 
Prepare yourself, this is the time for more negotiations.  
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Tip 23 
Buyer Requested Pre-Closing Repairs  
Can Drive You Mad, Do The Alternative  

During the buyer's due diligence period (or inspection
contingency period) the buyer may request certain repairs. 
 
Keep in mind that a buyer may accept an additional closing
cost credit (if available based on their mortgage) instead of
repairs for smaller issues.  
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Tip 24 
Resist Deviating From The Final Contract 

For example, if the buyer requests a move-in prior to
closing, just say no and that you’ve been advised against it.  
 
Also, unless it is absolutely necessary, never delay a
closing, even for your own convenience. Buyers have
simply read a negative news article and decided not to
proceed with the transaction. Stick to the contract.  
 
It's the countdown until closing, now is not the time to take
any chances of the deal falling through.  
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Tip 25 
It Ain’t Over Until It's Over... After Closing  

Once your property is under contract and you are on the
other side of the buyer's due diligence period, it's just a
countdown until closing. The buyer is finalizing any
additional obligations to the lender and awaiting a final "clear
to close" from the lender's underwriting department.  
 
During this time, anything can happen. Although most
transactions close once you are past the buyer's due
diligence and contingency periods, the property isn't sold
until the proper has closed.   
 
If any issues come up before closing, don't get emotional
and stay calm. Determine the best approach with your
Realtor®. Remember: you are closer to selling your property
to the current buyer than starting the process all over again.
If at all possible, try to make it work,  
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I hope you found this guide to be helpful.  
Feel free to contact me with questions or
concerns.  
 
 
Dana Ash-McGinty, Principal Broker  
Ash McGinty & Co. 
dana@ashmcginty.com 
o: (202) 818-8718 | f: (202) 818-8719  
c: (202) 848-4081 
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