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SOLD BY SILVANA

Selling for Top Dollar

SELLER RESOURCE GUIDE

A complete strategy for selling your Calgary home quickly and for maximum

value — from preparation through closing.

I Start with Clear Goals

Before a single photois taken or a sign goes on the lawn, successful sellers define what matters most to them. Are
you optimizing for the highest possible price, the fastest possible sale, or a specific closing date that aligns with

your next move? These priorities shape every decision that follows.

In Calgary, your timeline can significantly affect your strategy. Listing in the spring seller's market (March through
June) typically yields more competition among buyers, while fall and winter listings face fewer competing
properties but also a smaller buyer pool. Understanding your priorities helps your REALTOR craft the right
approach.
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| Price It Right from Day One

Pricingis the single most powerful leverin your selling strategy. An accurately priced home generatesimmediate
interest, drives showings in the critical first two weeks, and creates the conditions for strong offers.

e Studythe competition: Look at active listings in your neighbourhood and price point. Your home needs to
stand out, notjust blendin.

@ Respectthe data: AComparative Market Analysis (CMA) based onrecent sold pricesis your most reliable

pricing guide. Emotional attachment to your home is natural, but the market does not share your memories.

e Consider strategic pricing: In competitive neighbourhoods like Killarney, Seton, or Sage Hill, pricing slightly
below the expected range can generate multiple offers and drive the final price above where a higher asking
price would have landed.

Calgary fact: Homes that sell within the first 21 days on the MLS statistically sell closer to — orabove —

theirasking price compared to homes that require one or more price reductions.
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| Choose the Right REALTOR

Your REALTOR s your strategic partner, not just a door opener. The right agent brings local market knowledge,
professional marketing resources, negotiation skill, and a network of buyer agents and industry contacts. When

interviewing agents, consider:

e Localexpertise: Do they know your specific neighbourhood and recent activity init?

e Marketing plan: How will they present yourhome? Professional photography, virtual tours, targeted digital

advertising, and MLS optimization should be standard — not upgrades.
e Communication style: Will they provide regular updates and be responsive when you have questions?

e Trackrecord: Ask about theiraverage days on market, list-to-sale price ratio, and volume of transactionsin

your area.

o Negotiationapproach: Sellingis ultimately a negotiation. Your agent's ability to handle multiple offers,

navigate conditions, and advocate for yourinterests directly affects your bottomline.
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| Pre-Listing Improvements with the Best ROI

Not allrenovations are created equal when it comes to return oninvestment. Focus your time and money on the

improvements that buyers notice most and that translate into higher offers.

High-ROIl Improvements

o Freshinterior paintin modern neutral tones (warm whites, light greys) — costis low, impactis enormous
e Deep cleaningincluding carpets, windows, grout, and appliances — a spotless home signals care

e Kitchenrefresh: New hardware on cabinets, updated light fixtures, fresh caulking around countertops. A full

renovationisrarely necessary.
o Bathroomupdates: New faucets, amodern mirror, fresh grout, and a clean shower curtain or glass door
e Curb appeal: Landscaping, front door paint, exterior power-washing (see our Curb Appeal guide)

o Lighting: Replace dated fixtures and ensure every roomis bright and inviting

Lower-ROIl Improvements (Proceed with Caution)

e Fullkitchenorbathroomrenovations (you rarely recoup the full cost)

Swimming pools or hot tubs (niche appeal in Calgary's climate)

Highly personalized upgrades (custom built-ins, bold tile choices)

Finishing a basement to aluxury standard (moderate finish is usually sufficient)
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| Marketing That Creates Demand

Intoday's market, the vast majority of buyers begin their search online. Yourhome's digital presentationisjust as

important as its physical condition.
e Professional photography: Thisis non-negotiable. Smartphone photos do not compete withwide-angle,
professionally litimages.

e Virtual tours and video: Especially important for reaching out-of-province buyers relocating to Calgary for

work — a significant segment of the market.

e Compelling MLS description: Highlight the features that matter most to Calgary buyers: walkout basements,

south-facing yards, proximity to schools or CTrain, recent upgrades, and energy-efficient systems.

e Targeteddigital advertising: Social media ads and search engine marketing can put your listing in front of

qualified buyers who are actively searching in your price range and area.

® Openhouses and broker tours: Well-timed events generate buzz and can accelerate the timeline to an offer.
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| Negotiation Strategies That Protect Your Interests

Receiving an offeris exciting, but the negotiation phase is where deals are won orlost. Key principles:

e Evaluate the full picture, notjust the price. Closing date, conditions (financing, inspection), deposit size, and

inclusions all affect the quality of an offer.

e Multiple offers: If you receive competing offers, your REALTOR can guide you through the process ethically
and strategically. In Alberta, sellers are not required to disclose the number of offers, but signaling

competition often strengthens your position.

e Condition management: A clean offer (no conditions)is worth more than a higher offerloaded with conditions

that could cause the deal to collapse.

@ Inspectionnegotiations: Buyers will oftenrequest repairs or credits after aninspection. Know in advance

whichitems you are willing to address and which are not worth conceding.

e Stayobjective: Letyour REALTOR handle the back-and-forth. Emotional responses to lowball offers or

aggressive buyerdemandsrarely lead to the best outcome.

Calgary market context: With ongoing population growth driven by interprovincial migration —
particularly from Ontario and British Columbia — Calgary's market has seen sustained demand in the mid-
range single-family segment. Sellers who prepare thoroughly and price accurately are well-positioned to

capitalize on this trend.
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| From Accepted Offer to Closing

Once you have an accepted offer, the work is not finished. Stay organized and responsive through the closing

process:

e Cooperate fully with the buyer'shome inspection and any follow-up requests
@ Ensureallconditions are satisfied by their deadlines

@ Arrangeyourmove and schedule utility transfers

e Conductafinalwalk-throughasoutlinedin the purchase contract

e Workwithyourlawyerto ensure a smooth title transfer and funds disbursement on possession day

The formula: Strategic pricing + professional presentation + skilled negotiation = top dollar. Each element

reinforces the others. Skip one, and the entire strategy weakens.
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