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You're thinking about selling your home, and I want to be the real estate professional to help
you. I am devoted to working with you individually and taking the time to understand the
unique selling points of your home and neighborhood.  For that reason, I do try to schedule
my listings to make sure that I don't have too many at one time in order to give you the
attention you deserve.
      
From listing to closing, I am committed to navigating the entire sale process for you, using my
expertise to sell your home smoothly and for top dollar. I will actively target the types of buyers
most likely to want your home and advise you about home repairs and improvements before
listing to maximize your listing price. Additionally, I will aggressively advertise your home until
you sign a satisfactory offer.  This guide will give you a brief overview of what basics are
involved in the process.

Selling a home can be very exciting at times! However, as this process can also be lengthy
and overwhelming at times,  I am providing you this Seller's Guide. This guide contains helpful
information for you, and I highly recommend you review it before we list your property.

I am so grateful to have you as my client, and I am very excited to start this home-selling
adventure with you!

hello!
CONTEMPLATING SELLING YOUR HOME OFTEN MEANS YOU ARE CLOSING A CHAPTER
OF YOUR LIFE AND STARTING A NEW ONE. WHATEVER THE REASON IS FOR SELLING
YOUR HOME, IT IS AN IMPORTANT MILESTONE THAT IS OFTEN VERY EMOTIONAL AND
EXHAUSTIVE. I WANT TO HELP YOU THROUGH THIS PROCESS!

Stephanie Catcher 
Sales Representative 
Re/Max Solid Gold (II) Realty, Ltd, Brokerage 
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Step1:  Pricing Strategy 

Step 2:  Prepare your Property for Sale 

Have your home show ready in 1 hour

Prepare your property for showings

Maximizing your properties appearance

Top home selling mistakes 



our team

Fun loving local Kitchener Waterloo resident helping residential buyers &

sellers with their homes! I strive to make real estate fun, there is no reason

why you shouldn't have an enjoyable experience when making the biggest

transaction of your life and enjoy a few laughs along the way! I also want to

make sure that I share with everyone how much I love living in Kitchener

Waterloo by sharing information about great local businesses and spots that

you should check out! 

I believe that buying and selling real estate should be fun and I strive to take

the stress out of the process for my clients by taking care of all the steps

along the way and taking care of any surprises ahead of time.  As a seller,

there are a lot of moving pieces to prepare your home for sale, I'm happy to

walk you through the whole process to make sure that you get the most

from your biggest investment!
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let's connect!
PHONE: 519-404-4834
EMAIL: STEPHANIE@CATCHERTEAM.CA

WEB: WWW.CATCHERTEAM.CA

@LOVELIVINGINKWIG:

 

You may also meet with Brad Gosnell 

to help with your home search! 

We assist clients as a team!  Two for one! 



STEPS TO SELLING

your home



your home
WHAT PRICING STRATEGY IS

RIGHT FOR 

S T E P  1 :



STRATEGIESPricing
The real estate market is always changing, so when thinking of selling your home, it helps to
understand how different pricing strategies can affect you and your real estate goals. 

In the past 2 years with the hot market conditions, this strategy has become more widely used.
When used correctly, this will sell the home in less days than the average, often earn you multiple
offers with fewer conditions and will most likely sell above asking when using tactics such as
holding offers and accepting bully offers. This can be a risky move in certain price ranges and is
only to be used if you are comfortable with the risks. If this is an option that interests you, I can
speak further to the risk and benefits. 

In a more balanced market and even in the upper price ranges of homes, this strategy works
because it gives the seller's time to move forward.. The process to a sale is slower, it's harder to
get eyes on an overpriced property and then convince the buyers to make an offer that they feel
is reasonable, but this pricing strategy works well if you are not in a hurry to move and even if you
need to take time to find your next home. You can always reduce the price when you know where
you will be moving to next. Generally when using this strategy you will exceed the average days
on market

Tradit ional ly th is  has been the way that Real  Estate has been pr iced and this al lows
the home to be seen by people who are looking in a specif ic  pr ice range.  The downside
to th is strategy in the current market is  that people are used to paying over asking,  so
they may feel  that the l ist  pr ice is  not the pr ice the sel lers are wi l l ing to take.  A home
wi l l  st i l l  sel l  us ing th is strategy,  however using tact ics l ike holding offers and bul ly
offers are not advised here .
A home wi l l  general ly sel l  in the average number of days using th is strategy.  

understanding

Pricing at Market Value 

Pricing below Market Value 

Pricing above Market Value 



for sale &
PREPARE YOUR PROPERTY
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STEPS TO              YOUR HOME

PREPARE YOUR PROPERTY FOR SALE & SHOWINGS
After we have signed all the paperwork to get your home on the market, it's time to prepare your
property for sale. At this stage, it's crucial to stop thinking about the house as yours and start treating it
as a product on display. Buyers will examine every room, every surface, and every shelf with utmost
detail. Therefore, it's essential to make your property ready for this audience.

Here are three important steps I recommend you follow to maximize your property's appearance and
make your home's features stand out:

1.  ONLY MAKE NECESSARY REPAIRS  

2. CLEAN, DECLUTTER AND ORGANIZE EVERY ROOM OF THE HOUSE (INCLUDING EXTERIOR
SPACES!)

3.  STAGE YOUR HOME - MORE STAGING TIPS IN THE APPENDIX

After your home is ready to be shown, I will send a professional photographer to take high-quality
pictures and prepare a virtual tour of your property. Most buyers start their home search online, so the
photos and videos of your property will be one of the main factors that decide whether prospective
buyers and their agents book a showing or reject your property as a possibility. Therefore, additional to
the quality photography and videography, I will make sure to create a customized property description
that highlights your home's top features while telling it's story.  It really helps me to write this description
if you tell me what you love about your home, I'm sure that what you love will also be important to
future buyers.

Lastly, preparing for home showings:  Logically, buyers want to see a property in person before making
any kind of commitment. Therefore, please plan to be out of the house often until an offer is accepted.
Additionally, please communicate with me any days and times of the week that you cannot leave your
home and have a plan to prepare for last-minute showings. Please note that you should not be present
in your home during a tour under any circumstances.

Additionally, buyers interested in viewing your property will ask their agent to book a tour through me,
and you will receive text message requests so you don't need to connect with buyers or buyers agents
directly at all.  I will walk you through this system of how to approve showings when we sit down to
discuss the showing process.  

selling



maximize your
property's
appearance

Use a pressure washer to wash the entire
exterior portion of your home.

Paint your home using neutral colors to
brighten up the walls and enhance the decor.

Spruce up your landscaping by adding
beautiful plants, mowing your lawn, and
paving  your driveway/walkways to make
your curb appeal look more attractive.

Choose wall art containing vibrant colors that
pair well with your walls, furniture, and room
decor.

In darker areas of your home, add soft
lighting to brighten up every room.

Add mirrors throughout your home in
strategic spots to make your interior spaces
look more spacious and brighter.

Add natural indoor plants throughout your
home to make your home look more
luxurious and full of life.

Consider replacing your furniture if the pieces
you currently have make your rooms feel old
or dull.

Grab your toolbox or hire a professional to do
your minor home repairs, such as stuck
windows, creaky doors, noisy floors, and
loose doorknobs.

Declutter your entire home. Remove any old
and unused items to make room for new
pieces that will enhance every room's appeal.
Try to clean one room per day.



top home selling                   to avoidmistakes

When selling your home, I have a proven process that works, but this process takes time and by taking
time to complete each step will ensure your success.  Below are some terms that may be helpful in
understanding the offer process so you can decide what is best for you:
Holding Offers:
Holding offers is a term used to give buyers a specific date when you will be willing to review offers.
This tactic works when you are listing at a lower price to attract multiple buyers & multiple offers. This is
used to give all interested buyers a chance to view the home and to generate multiple offers. 
Bully Offer
Also known as a pre-emptive offer, this is an offer that is given to the sellers before the offer date. This
offer is often firm. As a seller, you have the right to view bully offers or not.  I will discuss this option with
you prior to the list date so that you can make the decision that is right for you. Often, if it's not too
difficult to keep your home on the market, I would suggest we wait until offer day to get the most offers
and often the highest bids, but I also understand how leaving your home every day can be stressful.

4 RUSHING THE PROCESS 

1 IGNORING MAJOR REPAIRS
A lengthy list of problems in the property can repel buyers and/or decrease the value of your property.
Think about prioritizing and fixing the most critical issues, particularly those that are likely to be
revealed to buyers during a home inspection.

5 RESTRICTING SHOWING TIMES TO BE CONVENIENT FOR YOU
Opening your home to potential buyers can become very exhausting, but it’s to your advantage to
make it as convenient for them as possible. To get the most exposure of prospective buyers into your
home and getting your home sold quickly at the best terms and price, I recommend allowing showings
between 9am and 9pm, 7 days a week. Don't worry; this is only temporary!

2 NOT DEEP-CLEANING YOUR HOME BEFORE LISTING IT
When buyers visit homes for sale that are messy or dirty, they often assume that the property hasn’t
been properly maintained, which means less interest from buyers and lower offers. If you don't feel like
cleaning, a solution could include bringing in a cleaning professional to deep-clean your home.  I have
provided a cleaning guide to help you with your deep clean to prepare for sale.

6 NOT TIDYING UP BEFORE EVERY SHOWING
Before every single showing, tidy up your home to show your property in the best condition to every
prospective buyer. Take some time to make your bed, wash the dishes, put away your laundry,, clean
the floors and turn on all the lights 

3 NOT DEPERSONALIZING ENOUGH
I understand that you love your items in your home and family photos and personal items are no
different, these items will need to be packed anyways, so do it now when you get your home ready to
list and have one less thing to pack and the buyers will be able to visualize themselves in the home



show your home ready in one hour
Make the beds

Throw all your clutter into a laundry basket and take it to your car

Put up your "show" towels

Create light in the house by opening curtains and blinds and turning on ALL lights

Empty all garbages into a garbage bag and put it in an appropriate room or take
it with you

Vacuum all carpets

Clean all glass and mirrored surfaces

Sweep the front porch and shake out the door mat to remove debris

Clear kitchen and bathroom countertops (except for decorative items)

Close all the toilet seats

Wipe down all countertops

Secure your pets or take them with you

Sweep and mop all hard-surfaced floors

Put laundry away (or take it with you)



Sit Back
& Relax

TIME FOR STEPHANIE TO GET
TO WORK SELLING YOUR

HOME

S T E P  3 :
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 L A S T  M I N U T E  S T A G I N G
You've already gone though and staged your whole home and
decluttered, I'll check one last time to make sure that your home is 
 photo ready.  Making sure towels are straight, beds are made tight and
that there are no pet items, garbage cans or tissue boxes in the photos
is a quick last minute touch.  
P R O F E S S I O N A L  P H O T O G R A P H Y
Since the growth of the internet, more buyers have been using various
real estate home search engines to find their next home. Therefore, real
estate photography is an essential marketing strategy for sellers, so I
invest in professional photographers to take stunning pictures of your
home. 

Properties that look visually professional and aesthetic will entice buyers
(especially millennials) scrolling through the web to click on those
homes rather than poorly presented homes.

Additionally, listings that have professional photography tend to sell
faster on the market, sell at a higher price point, attracts\ more
international buyers, and attract more buyer leads to visit the homes in
person.  I can let you know once your home is photographed you'll be
wanting to buy it all over again! 

O N L I N E  &  S O C I A L  M E D I A  M A R K E T I N G

94% of all  home buyers begin their home search online.  For that
reason, I make sure to market your property where they are looking,
including my home search websites, Instagram, Facebook, Google.  

By having high quality photos, virtual tours and video, I can be sure to
get the most eyes on your property to get it sold! 

C O M I N G  S O O N
Placing a coming soon sign on your lawn can generate a lot of buzz
with your neighbours and anyone else driving by.  I find that neighbours
can often be your best resource to attract buyers to your home, they
love the neighbourhood and want their friends to live there too! 

I am allowed to place a coming soon sign on your lawn 5 days prior to
listing your property, in some cases it may make sense to place this sign
on the lawn even before the photos have been taken, but make sure
that your curb appeal is good before we put the sign up, because all
eyes in the neighbourhood are going to be on your property.  

With this coming soon, I will also advertise your property ahead of time
on social media to get names and emails of people who may be
interested in seeing your property first!  I promise they will get a sneak
peek of the photos early before the listing goes on MLS to see if they
want to book a showing as soon as your property lists.



Offer
DAY
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If you have chosen to hold offers as a seller, this means that you are looking at offers on a chosen
date.  This date is chosen before  your property hits the open market and it's a date that is usually a
week or so after you have listed.  I also want to make sure that your home is listed over a weekend,
We will make sure to choose a date that allows for maximum exposure to your potential buyers.
By choosing an offer date, you also allow all active and interested buyers to have time to view your
property.  This strategy may also generate multiple offers when paired with the right pricing strategy.  
When we have chosen to look at offers on a specific date, we sign a form that is a direction from you
the seller to advise me to turn away advance offers.  
  
On offer day, I will contact every agent who has seen the property and discuss if they are bringing an
offer and I will try to generate multiple offers in this scenario.  Depending on how many offers come
in, I may be a while gathering them all before I meet with you to present them Keep in mind that as
offers come in, I will try to keep you in the loop as much as possible, I will also be letting all the
interested buyers agents know how many offers we have, in case they choose to change their offer.  
Once I have all the offers in hand, I will meet with you to present them and we will discuss which one
may work best for you, no matter the scenario

THE OFFER PROCESS - IF YOU ARE HOLDING OFFERS 

If you have chosen the more traditional process of not holding offers and are open to accepting offers
at any time you need to be aware that you will need to be more available to look at an offer with short
notice.  There is a possibility that the 1st buyer through your home may want to offer and if that is the
case, you may feel that you have left some money on the table, it's important when not holding offers
to price your home at a price that you are happy with, because there may not be an opportunity to get
multiple buyers into the home before one comes along with an offer.  

When an offer comes in when you are not holding offers,  I will also contact every agent who has shown
the home and those with any pending showings, This like the holding offers process is done to see if I
can get you multiple offers on your property. Once I have contacted all parties, I will present the offer to
you, if there is only one, we will most likely be counteroffering and working with that offer until we come
to an agreement.  

THE OFFER PROCESS - IF YOU ARE NOT HOLDING OFFERS 

WHAT HAPPENS ON            DAYOffer



Home Inspections
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Home inspections are not as common as they have been in a balanced market, they do still happen. 
 Often a home inspection will happen now before the buyer offers on the home.  These are often mini
home inspections that take less than 2 hours with a licensed home inspector and they are used by the
potential buyer so they can limit their risk before offering.

A home appraisal is done by the bank to protect their interests, even though they have approved the
loan to the buyer they still need to have an appraisal on file.  There is no need to worry here, this is
simply for the purpose of their files, but make sure to keep your home in good condition so it shows well  
for the buyers benefit.

HOME INSPECTIONS

Buyers get a professional home inspection to provide
them with an objective second opinion about the
property's condition.

With home inspections, you must take the time to prepare
for the appointment. This means that you should present it
in its best condition to make your property shine! Before
listing your property (and especially before a home
inspection), if any visible or hidden significant repairs need
to be done, it is best to complete these beforehand.
Additionally, if you have any receipts/invoices for any
upgrades or home maintenance you have done to the
home (i.e., roof shingles replacement, furnace
maintenance, etc.), please have them available.

Make sure all lights can turn on properly
Make a list of all the upgrades you have done to the home
Make sure your home looks good from the curb
Create a pleasant visit for the appraiser/inspector (i.e., decluttering, removing your pets and/or
crating them, keeping the property at a comfortable temperature, etc.)
Allow access to all areas of your home
Leave all interior doors unlocked
For an inspection, plan to leave the house for at least half a day (3 hours) 
Remove clothing from a closet if the attic hatch is found inside
Remove your pets from the property or secure them in appropriate crates
Make sure you clear access and spaces to the following areas: attic hatch, electrical panel, furnace,
main water line, hot water tank, and air exchanger
DEEP-CLEAN YOUR HOME!

A home appraisal for buyers essentially
determines the value of the home and tells
their lender that the buyer isn’t paying more
for the house than it’s worth.

To develop an accurate value gauge, the
appraiser conducts in-depth research of the
comparable sales data and uses an on-site
visit to verify the home’s size, features, and
condition.

A home appraisal can take anywhere from
around 15 minutes to half an hour. You may
stay at your home during the appointment.

HOME INSPECTIONS & APPRAISALS 
INSPECTIONS & APPRASIALS 

HOME APPRAISALS

HOW TO PREPARE YOUR HOME FOR A HOME INSPECTION AND APPRAISAL



closing day
WHAT TO COMPLETE

BEFORE
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H I R E  A  L A W Y E R
Once an offer has been accepted you need to hire a lawyer to complete
your sale.  I will handle getting all the paperwork to your lawyer, you
simply need to hire them and arrange to sign final paperwork with them
close to closing, they will also arrange getting keys to the buyer

D I S C H A R G E  O R  P O R T  Y O U R  M O R T G A G E
If you have a mortgage on your property, or any lines of credit against
your home, you will need to let your bank or mortgage company know
that you have sold your home.  I will provide you with copies of the
accepted agreement that you can simply send over as they request.  

If you are purchasing a new home, your mortgage broker or bank is
going to need this information as well to complete the documents for
the mortgage port or discharge.  

W H A T  T O  L E A V E  F O R  T H E  B U Y E R  
New buyers coming into your home can be a little lost and anything that
you can leave in your home to help them is much appreciated.  I often
suggest sellers leave all manuals to appliances staying in the home and
if you have a mail key to leave the key with a note and a photo of where
your box is located within the super box.
Other nice to leave items for the new owners are full rolls of toilet paper
in each washroom, where all the shut offs are for water and gas and
any other unique information about your home.  If you have made
repairs to the home that may need warranty work in the future, leaving
those receipts with the new owners is nice too! 

W A L K  T H R O U G H S  
The buyer of your home has most likely asked for a few walk throughs
on your property.  These can happen anytime between offer time and
closing day, often buyers will save one for the final week before closing,
and the other for sometime in the middle.  
Your home does not need to be in the same show condition it was in
when your home was for sale, as buyers do expect you to look like you
are moving, but I would expect you to still have it as clean as possible so
they have a good experience.

S C H E D U L E  U T I L I T Y  D I S C O N N E C T I O N S
You will need to let all your utility providers know that you are moving
and either schedule a move of services or disconnections.  Don't forget
to also let you hot water heater provider know, I find that is the one most
clients forget to call.



closing day
MOVING OUT &
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Once you've made it to closing day, CONGRATULATIONS! Unless you have made special arrangements
with the buyer, you MUST completely move out on closing day, or you will have breached the contract.

Before you start celebrating, there's still quite a bit of work for you to get done. For the home to
officially switch owners, you will need to sign some documents and hand in all items included with the
home (for example, house keys, garage door openers, home and security codes, etc.). 

To make it easier for you, make sure everything on this list is completed on or  by closing day:

After all conditions of an offer are fulfilled and the contract becomes firm, it's time to start planning
your move! As moving is very time-consuming, organize yourselves and start preparing. 

Here are a few ways you can start planning your move even with weeks or months ahead of closing:

MOVING OUT AND CLOSING         

MOVING OUT & CLOSING DAY

Start collecting moving supplies
(boxes, bins, packing tape, trash

bags, markers, etc.)

Create a written plan
to organize your

move

Request quotes from different moving
companies (and storage spaces if

necessary) and book their services!

1.  MOVE OUT AND MAKE SURE YOU DO NOT FORGET ANYTHING INSIDE YOUR HOME.

2. DEEP-CLEAN YOUR ENTIRE HOUSE ONCE IT'S EMPTY SO THAT OWNERS MOVE INTO A FRESH,
CLEAN SPACE.

3. CHANGE YOUR ADDRESS AND FORWARD ALL OF YOUR MAIL AHEAD OF TIME.

4. GATHER MANUALS AND WARRANTY INFORMATION FOR THE BUYERS.

5. NOTIFY BANKS, SUBSCRIPTIONS, FAMILY, FRIENDS, AND ANY OTHER INSTITUTION OF YOUR
NEW ADDRESS.

Also, when you sign closing documents with your lawyer, please make sure to bring the following with
you to complete the sale:

All main keys
and codes

Documents proving any repairs you made to
the home per buyer's request

Government-issued Photo ID of
yourself and any co-owners

Once you've closed on the sale of your home, go through this short post-sale checklist:

Keep copies of your paperwork somewhere safe

Transfer any remaining utilities

Cancel (or transfer) your homeowners insurance 

THEN...

Day



Stephanie handled the sale

of my home with the

utmost competence and

clearly understands the

market. She came in

offering clear strategies and

advice to get my home sold

quickly and at the best

price possible. All around,

she was wonderful to work

with and I got more for my

house that ever thought

possible! I will definitely be

contacting her again for

any of my real estate needs.

- Mike Moore  - Cambridge

Stephanie is great at what she does and is just a great

person in general! My wife and I bought our house with

her a few years ago and couldn't have been happier

with our experience. There was never any pressure at

all, she gave us advice based on her great knowledge

but ultimately left decisions up to us, she spent lots of

time with us to find the right place, communication

was fast and she was a ton of fun too. We have

recommended her to friends who have also bought

with her and were very happy. We highly recommend

Stephanie Catcher!

-Lucas Erdman - Maryhill

Selling and purchasing a home at any time, but, especially in

todays market is stressful and exciting. With all of the legal

and practical things that need to be considered...complete

trust in your realtor/broker is key to making the process,

anxiety free. We TRUSTED and felt SAFE at every step, from

listing to close, while working with Steph. Her knowledge,

experience, calm and assuring approach, is hands down the

best we could have asked for. She was prompt with her

availability and explained/ answered all questions and

concerns with a genuine desire to give the best customer

service possible. Thank you Steph!

-Laurie Molnar - Kitchener 

Stephanie was awesome to work with. She understood exactly what I was looking for and

provided options as quickly as they became available. When I was interested in a house,

Stephanie never applied any pressure, her main concerns were to help me make the best

purchase possible and offered sound advice and support throughout. She was also very

honest when it came to the pros and cons regarding whatever we were looking at.

As a first time home buyer, Stephanie walked me through each step, clearly explaining the

process and offering sound advice for what I should do.

I can’t imagine buying a home without anyone but Stephanie and I know if and when I

sell I will be selling with her.   - Emily Elder - Guelph 

CLIENT testimonials



IF YOU REQUIRE ANY ASSISTANCE DURING THIS
HOME SELLING PROCESS, PLEASE CONTACT ME!

I look forward to helping
you sell your property!

STEPHANIE CATCHER, sales representative 
Re/Max Solid Gold (II) Realty, Ltd 

stephanie@catcherteam.ca
www.catcherteam.ca

519-404-4834
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