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Welcome

Selling your home is one of the biggest financial decisions you'll make. Whether you're
relocating for a new job, downsizing, capitalizing on today's market conditions, or pursuing
your next chapter, you deserve an agent who truly understands Colorado's unique real estate
landscape and has the expertise to maximize your proceeds.
I'm Prerna Kapoor, a REALTOR® with REAL Brokerage specializing in luxury homes throughout
the South Denver metro area, including Parker, Aurora, Castle Rock, Castle Pines, Highlands
Ranch, Cherry Creek, and Greenwood Village. With my Certified Luxury Home Marketing
Specialist (CLHMS) designation, I bring a strategic, data-driven approach to every sale.
My bilingual expertise—English, Japanese, and Hindi—gives you access to broader buyer pools
and international investment opportunities. I've won the International Sterling Society Award
for three consecutive years (2023, 2024, 2025), recognizing top agent performance in luxury
markets.
This guide walks you through every step of the home selling process: determining the right
timing, preparing your home strategically, pricing competitively yet confidently, marketing
effectively to reach the right buyers, and navigating offers through closing. My goal is to
empower you with knowledge so you can make informed decisions and get the maximum
value for your home.
Let's get your home sold for what it's truly worth.

Prerna Kapoor | REAL Brokerage
Phone: 720.949.5450
Email: info@prernakapoor.com
Web: PrernaKapoor.com
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1 Is It the Right Time to Sell?

Before listing your home, it's important to assess whether now is the right time for you. Selling isn't
just about market conditions—it's about YOUR life goals, financial situation, and long-term plans.
SIGNS IT MIGHT BE A GOOD TIME:
• You've built significant equity in your home and can realize substantial proceeds
• Life circumstances have changed (job relocation, family expansion, retirement, downsizing)
• Colorado market conditions favor sellers in your specific area and price point
• You have time to prepare your home properly without rushing
• You can afford moving costs and any interim housing if needed
UNDERSTANDING THE MARKET:
In a seller's market, homes sell faster and command premium prices. Sellers have leverage, fewer
homes are available, and multiple-offer situations are common. In a buyer's market, inventory is
higher, homes stay on market longer, and prices may soften. Colorado real estate has historically
favored sellers, but this varies significantly by neighborhood, price point, and property type.
DETERMINING YOUR HOME'S VALUE:
A Comparative Market Analysis (CMA) compares recent sales of similar homes in your area,
adjusting for condition, square footage, lot size, location, and upgrades. This gives you a realistic
baseline for pricing—not wishful thinking, but market facts based on actual closed sales.
THE COST OF WAITING VS. SELLING NOW:
Carrying costs (mortgage, taxes, insurance, maintenance, HOA) accumulate monthly. In a declining
market, waiting may cost more than selling now. Conversely, a strong market may justify waiting a
few months if you need preparation time.
THE BOTTOM LINE:
The best time to sell is when it aligns with YOUR life goals and financial objectives. Market timing
matters, but personal readiness matters more. When you're ready to move forward, we can position
your home for maximum value.

I offer a free, no-obligation Comparative Market Analysis (CMA) for your home. Reach out and I'll prepare
a detailed report within 48 hours so you understand your current market position.
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2 Choosing the Right Listing Agent

Your listing agent shapes everything: pricing strategy, marketing reach, buyer negotiation, inspection
management, and ultimately, your net proceeds. This is perhaps the single most important decision
you'll make.
WHY AGENT SELECTION MATTERS:
A strong listing agent brings professional photography, virtually staged walkthroughs, data-driven
pricing, targeted marketing, and expert negotiation. These services often generate significantly more in
final proceeds than their commission costs. A weak agent leaves money on the table through poor
positioning, soft marketing, and weak negotiation.
SIX CRITICAL QUESTIONS TO ASK:
1. What is your average Days on Market (DOM) for homes like mine?
A strong answer shows data from the last 6-12 months in your price range and area. Below-market DOM
indicates effective marketing and pricing strategy.
2. How do you market homes? (Professional photos, video, drone footage, social media, email
campaigns?)
Professional agents invest in high-quality marketing assets. Photos and video are non-negotiable for
homes over $300K. Drone footage is standard for luxury properties.
3. What's your negotiation approach when multiple offers arrive?
You want an agent who maximizes your leverage—understanding which terms matter most and knowing
when to push hard versus when to be flexible.
4. Can you provide references from recent sellers?
Call past clients. Ask about their experience, final sale price, days on market, and whether they'd hire
that agent again.
5. Do you have luxury home experience and national/international connections?
If your home is luxury-priced, your agent should have CLHMS or similar designation and experience
marketing high-end properties.
6. What is your commission structure and what exactly does it include?
Most agents charge 5-6% (split between listing and buyer's agent), but transparency is crucial.
Understand what marketing is included.
WHAT PRERNA BRINGS:
As a Certified Luxury Home Marketing Specialist (CLHMS), I offer:
• Professional photography, video, and drone imagery for all properties
• Personalized marketing plans tailored to each home's unique strengths
• Strategic pricing based on detailed Comparative Market Analysis (CMA)
• Bilingual reach: English, Japanese, and Hindi—opening doors to international buyers
• Strong negotiation track record backed by multiple awards
• International Sterling Society Award winner three consecutive years (2023, 2024, 2025)
• Network of buyer agents throughout South Denver metro area
• Average Days on Market below local median, demonstrating marketing effectiveness

A great agent typically generates more value through better pricing and stronger negotiation than their
commission costs. The right choice pays for itself.
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3 Preparing Your Home for Market

Home preparation is a three-level process: declutter, repair, and stage. Each level increases buyer appeal and
final sale price. Budget 4-8 weeks for thorough preparation.
LEVEL 1: DECLUTTER & DEPERSONALIZE
Remove family photos, personal collections, excess furniture, and memorabilia. Buyers need to envision THEIR
life in your home, not see your life plastered on walls and shelves. Clear 30-50% of visible items. Deep clean
every surface.
LEVEL 2: REPAIR & HIGH-ROI UPDATES
Invest in improvements with strong returns on investment:
• Interior paint: $2,000-5,000 | Returns 100-200% | Neutral colors only (whites, grays, beiges)
• Landscaping & curb appeal: $1,000-3,000 | Returns 150-200% | Fresh sod, trimmed bushes, welcoming entry
• Kitchen hardware & counters: $3,000-10,000 | Returns 80-120% | Avoid major remodels
• Bathroom refresh: $2,000-5,000 | Returns 80-100% | New fixtures, caulking, paint
• Flooring repairs: $2,000-8,000 | Returns 90-120% | Wood refinishing or carpet replacement
WHAT NOT TO RENOVATE: Avoid major kitchen remodels, pool additions, or over-personalized upgrades. ROI
diminishes quickly. Save major renovations for after you buy.
LEVEL 3: PROFESSIONAL STAGING
Arrange furniture to highlight flow and maximize perceived space. Add neutral décor, fresh flowers, strategic
lighting, and pleasant scents. Professional staging serves one purpose: help buyers see themselves in your
home.
CURB APPEAL CHECKLIST:
☐ Freshly mowed lawn and trimmed bushes
☐ Power-washed driveway and entry
☐ New or freshly painted mailbox
☐ Welcoming front door (consider new paint or hardware)
☐ Fresh flowers or attractive landscaping at entry
☐ Pressure-washed patio/deck
☐ Clean gutters and downspouts
☐ Attractive address numbers
COLORADO-SPECIFIC: If listing in fall/winter, consider snow removal readiness. If radon testing is required,
complete mitigation beforehand.
KEY STAT: Homes that are professionally staged sell 73% faster and for 7-9% more than unstaged homes. The
investment typically returns 3-5x its cost.

Professional staging invests typically $1,500-3,500 but returns 3-5x in sale price increase. It's one of the
highest-ROI improvements you can make.
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4 Pricing Your Home Right

Pricing strategy is the single most important decision you'll make. Overpricing is disastrous; underpricing
leaves money on the table.
THE DANGER OF OVERPRICING:
An overpriced home lingers. Days on Market (DOM) increase month after month. Buyer perception shifts from
"desirable" to "stale." Price reductions signal desperation and trigger skepticism ("What's wrong with it?").
You'll ultimately sell for LESS than if you'd priced fairly initially. An overpriced home at $650,000 that drops to
$610,000 after 60 days generates more suspicion than one listed at $615,000 from day one.
THE CMA: YOUR PRICING ANCHOR
A Comparative Market Analysis compares recent sales of similar homes in your area, neighborhood, and price
range. It adjusts for condition, square footage, lot size, location, HOA quality, views, and upgrades. This is
factual market data, not opinion or emotion.
PRICING PSYCHOLOGY:
A home priced at $524,900 outsells one at $525,000. Similarly, $449,000 beats $450,000.
Just-below-round-numbers psychology is proven and powerful. Buyers mentally register $524,900 as "under
$525K" while $525,000 feels like the next tier.
COLORADO-SPECIFIC FACTORS:
• Elevation and views: Homes with views command 10-25% premiums
• School district rankings: Top-rated districts drive 15-20% price premiums
• HOA quality and fees: Well-maintained communities justify higher prices; excessive fees reduce appeal
• Mountain proximity: Proximity to hiking, skiing, and outdoor recreation increases demand and price
• County and neighborhood: Douglas County and Cherry Creek command different premiums than other areas
THE FIRST 2 WEEKS RULE:
The first 2 weeks on market are the most critical. This is when you capture maximum showing activity and
buyer attention. Price aggressively but fairly. Early momentum generates confidence and can create
multiple-offer situations. A price reduction after 3 weeks signals something's wrong.
PRICE REDUCTION TIMELINE:
If you receive no offers after 14-21 days with reasonable showing traffic, you're likely overpriced. Reduce by
2-3%. Reductions don't "restart the clock"—the market has moved on. Price right the first time.
THE BOTTOM LINE:
Price to sell in the first 2 weeks, not to dream. A home that sells for $595,000 in week 2 is better than one that
sells for $580,000 after 60 days. The difference isn't just price—it's also carrying costs, stress, and missed
opportunities.

Overpriced homes sit 3x longer and sell for 5-10% below market value. Pricing right the first time is more
important than maximizing the initial asking price.
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5 Marketing Your Home

Great marketing reaches the right buyers at the right time. Today, that means far more than just an MLS
listing.
THE MARKETING MIX:
Professional Photography: High-quality, well-lit photos are non-negotiable. A home with 25 professional photos
generates 2-3x more buyer clicks than one with 15 blurry smartphone photos. For luxury homes ($500K+),
professional photography is mandatory.
Virtual Tours & 3D Walkthroughs: Luxury homes and higher price points require cinematic video walkthroughs
and 3D virtual tours. Buyers expect these for homes over $400K.
MLS Optimization: Strategic keywords in the description, highlighting unique features, and detailed
room-by-room descriptions increase buyer engagement.
Social Media Marketing: Targeted Facebook and Instagram ads reach active buyers in your area, price range,
and buyer profile. Well-executed social campaigns drive consistent showing traffic.
Open Houses: Still important for local market awareness and generating agent networks. Open houses
typically generate 5-15% of buyer leads.
Email Campaigns: Targeted emails to agent networks and past clients in your area alert them to the listing
before general market notification.
Digital Marketing: Paid search ads on Google, Zillow, and Realtor.com capture buyers actively searching.
DRONE PHOTOGRAPHY: For homes on larger lots or with views, drone footage showcases property size,
location, and surroundings effectively.
THE PRERNA ADVANTAGE:
As a bilingual agent (English, Japanese, and Hindi), I can reach international buyers—a significant competitive
advantage in Colorado's market. Many foreign investors and relocating families seek Colorado real estate. My
Japanese language skills and cultural understanding open doors other agents can't access. International
buyers often represent cash offers, stronger qualifications, and faster closing timelines.
LUXURY PROPERTY MARKETING:
Homes above $750K need refined positioning, lifestyle photography, drone footage, international marketing,
and targeted outreach to luxury buyer networks. Standard MLS-only strategies underperform for high-end
properties. Luxury marketing requires niche expertise.
INTERNET DOMINANCE:
90% of home buyers start their search online. Your home must have a strong digital presence across MLS,
Zillow, Realtor.com, Facebook, Instagram, and Google. Professional photos drive clicks. Clicks drive showing
traffic. Showings drive offers.

90% of buyers start online. Professional photos get 2-3x more clicks. Digital presence directly drives
showing traffic and offers.
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6 Offers, Negotiation & Under Contract

When offers arrive, emotions can override logic. A strong agent helps you evaluate offers holistically,
considering far more than just price.
EVALUATING OFFERS BEYOND PRICE:
Earnest Money Deposit (EMD): Shows buyer seriousness. Typical: 1-2% of purchase price in Colorado. Higher
EMD ($10K+) signals serious, qualified buyers.
Contingencies: Inspection, appraisal, sale of buyer's current home. More contingencies = higher risk. Cash
offers with zero contingencies are most attractive.
Closing Timeline: Does it align with your needs? Quick closes (14-21 days) are valuable. Extended closes
(45-60 days) increase risk.
Buyer Preapproval: How strong is their financing? A preapproved buyer with 20% down is more reliable than a
cash buyer lacking documentation.
Closing Cost Credits: Who pays? Some buyers request you pay $15K-25K toward their closing costs, reducing
your net proceeds. Evaluate this carefully.
MULTIPLE OFFER STRATEGY:
When you have multiple offers, negotiate terms beyond price. Perhaps one buyer offers $610,000 with lots of
contingencies. Another offers $605,000 with no contingencies and 3-week close. The "best" offer isn't always
the highest. A lower, cleaner offer often nets more proceeds with less risk.
COLORADO-SPECIFIC TIMELINE RULES:
Inspection Objection Deadline: Typically 5-7 days in Colorado. Buyer inspects and must object to items within
this window or loses right to request repairs.
Appraisal Contingency: Typically 10-14 days. Buyer's lender appraises. If low, creates negotiation.
Closing Timeline: Typically 30-45 days, though negotiable. Plan backwards from your move date.
COUNTER-OFFER LEVERAGE:
If you receive a below-list offer, understand your leverage. If homes are selling quickly in your area (high
demand, low inventory), counter firm or reject the offer. In a softer market, be realistic and negotiate
respectfully.
SELLER CONCESSIONS:
Sometimes you offer credits toward closing costs to close a deal. If a buyer brings strong offer otherwise (good
price, clean contingencies, quick close), seller concessions can be worthwhile. Helping a buyer close can net
you a higher final price.

In multiple-offer situations, terms often matter more than price. A $605K offer with no contingencies and
3-week close can be worth more than a $610K offer with lots of conditions.
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7 Inspection to Closing

Once under contract, the timeline to closing is typically 45-60 days. Here's what happens at each stage.
BUYER'S INSPECTION (Days 3-7):
The buyer's inspector examines your home systematically: roof, foundation, HVAC, electrical, plumbing,
structure, appliances. You'll receive a detailed report listing items they request you fix or credit them for. Know
your Colorado rights: you can decline repairs and let them walk away, fix the items, offer a credit, or negotiate.
Focus on health and safety issues. Cosmetic items are usually low priority.
APPRAISAL (Days 8-14):
The lender's appraiser values your home independently, typically $500-700 fee paid by buyer. If the appraisal
comes in lower than purchase price, creates an appraisal gap. You can renegotiate, buyer brings additional
cash, or you meet in the middle.
TITLE SEARCH & HOA DOCUMENTS (Days 7-21):
Title work ensures clean ownership and no liens. You'll provide HOA documents (bylaws, financials, reserve
studies), homeowner disclosure forms required by Colorado law, and any known issues. Have these ready from
day one.
FINAL WALKTHROUGH (Day before closing):
Buyer walks the home one last time to confirm all agreed repairs were completed, nothing was damaged
during the transaction, and property condition matches the contract.
CLOSING PREPARATION:
Coordinate with closing agent: final walkthrough date, closing date, time, location, and required documents.
Arrange for utility transfers: schedule electricity, gas, water shutoff/transfer to occur after closing. Plan moving
logistics: hire movers, arrange truck, coordinate with buyer on possession time.
CLOSING DAY:
You sign final paperwork (deed, closing disclosure, title transfer documents), receive your proceeds (typically
via wire transfer to your account), and hand over keys. Closing typically takes 30-60 minutes. You'll receive a
detailed Closing Disclosure and HUD-1 showing all credits, debits, and your final proceeds.
POST-CLOSING:
Funds typically arrive in your account within 24 hours. Arrange property vacating timeline with buyer. Ensure
final utility readings are documented. Leave agreed-upon items (keys, garage remotes, instruction manuals).

Have HOA documents, title info, and disclosure forms prepared from day one. Delays in providing these
can slow closing and create stress.
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8 After the Sale

Congratulations! Your home is sold. Now comes the logistics of transitioning to your next chapter.
TAX IMPLICATIONS:
If you're married filing jointly and meet the IRS ownership and use tests (owned and lived in for 2+ of the last
5 years), you can exclude $500,000 of capital gains from federal taxes. Single filers can exclude $250,000.
This is a MAJOR benefit—consult your tax professional immediately to maximize it. You may have state tax
implications too.
1031 EXCHANGE OVERVIEW:
If you own the home as an investment property (not your primary residence), you may be eligible for a 1031
exchange (like-kind exchange), allowing you to defer capital gains taxes by reinvesting in another property
within specific timelines (45 days to identify, 180 days to close). Consult a tax attorney or CPA to explore this
option.
MOVING LOGISTICS:
Start planning 8-12 weeks before closing. Get quotes from multiple movers and book early (summer is peak
season). Update your address with USPS, banks, insurance companies, employers, and subscriptions.
Coordinate utilities: schedule electricity, gas, water, internet shutoff at old home and setup at new home.
Cancel services (cable, alarm, trash) and transfer others. Notify your insurance agent of new address.
FORWARDING MAIL & RECORDS:
USPS address change takes 1-2 weeks. Check your old address for forwarded mail occasionally. Update
address with: mortgage/loan servicers, tax authorities, employer, healthcare providers, subscriptions, and
clubs.
BRIDGE LOANS & RENT-BACKS:
If buying simultaneously, explore bridge loans (borrow against new home to fund down payment before sale
closes). Some sellers negotiate rent-back agreements (seller stays in home post-closing, paying daily rent).
Understand tax and liability implications before pursuing these options.
NEXT CHAPTER:
The sale represents an ending and a new beginning. Many sellers feel emotional about leaving their
homes—that's natural and valid. You've built memories here. Your next chapter awaits.
STAYING CONNECTED:
Please stay in touch. Referrals from happy clients are the highest compliment an agent can receive. If friends
or family need real estate services, I'd love to help them too. Leave a review if you had a great experience—it
helps other sellers find the right agent.

If married and this is your primary residence, you may exclude $500,000 of capital gains from federal
taxes if you've owned/lived in the home 2+ of the last 5 years. Consult your tax professional.
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Ready to Find Out What
Your Home Is Worth?

Get a FREE Home Valuation
No obligation. Detailed market analysis within 48 hours.

Prerna Kapoor
REALTOR® | Certified Luxury Home Marketing Specialist

REAL Brokerage

720.949.5450

info@prernakapoor.com
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