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SELLING
Choices

What's important
to you about
moving?

Where will you
go next?

When do you want
to be there?

How will
you proceed?

Your Choices are:
Selling your house and moving
• One time, directly into your new home.
• Two times, one with a temporary stop over in interim housing; second move into new home.

Finding your new home first and then selling your existing home
• Only one move, coordinate with the sale of present home and purchase at the same time.
• Only one move, possibly using a bridge loan to cover financing until present home sells. Two 		
house payments are a possibility.

Purchasing new home first with a contingency upon selling your existing home
• Chances of success are about 50% all will come together as planned.
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4 key success
Factors

Preparation
Home condition is a key step as nothing will stop a potential sale faster than a home in disrepair, or one
that is dirty, cluttered or smells bad. Staging is no longer an option. Staging enables potential buyers to see
themselves living in the home longer and the longer a person stays in the home, the greater the chances are
they will buy it.

Positioning
Regardless of how well one gets the information out to the public, if the message is unclear or unappealing,
buyers will ignore it. How a home is presented is the key to effective marketing. A key factor in effective
positioning is taking advantage of the way buyers think. When buyers look for homes they typically look for
features, but in the back of their mind they are actually looking for the benefit each feature creates.

Promotion
The key rule is simple; the more people who know a home is for sale, the better the odds are someone will
show up to buy it.

Pricing
The key to avoiding listing a home that doesn’t sell is to start with good research and a feel for that
unaltered value. Next, the asking price should be positioned to attract buyers without compromising the
desired selling price.

Codi Realty Group

Determine the
Asking price

5 key factors that determine the asking price
Homes for sale
Analyzing the competition is key. It’s important to be as objective as possible by maintaining a buyer’s
perspective when evaluating each home. Look at upgrades, features, square footage, and location. The more
sellers study, the more knowledge they will have of what to expect.

Economic conditions
The question of who has the advantage – the buyers or the sellers – is vital when establishing the asking price
of a home. The definition of a seller’s market is when the sellers have the advantage, and a buyer’s market
is when the buyers have the advantage. This question is answered by determining the number of months of
inventory currently on the market in a price range, location, and style.

season of the year
Seasonality can have a significant influence on the price of a home. Most people enjoy moving during
the fair weather months, which creates higher buyer traffic, increases demand and results in higher prices.
During the winter months, home sales tend to slow down, and home prices tend to fall.

Marketing
The key to remember is the greater the number of people who know a home is for sale; the better the odds
are it will sell faster and for more money.

The flexibility of moving
The final key factor determining the opportunity for success is the flexibility of the closing date.
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Price Right

Attract Buyers

• Pricing the home competitively will generate
the most activity from agents and buyers.
• Pricing the home too high may make it
necessary to drop the price below market
value to compete with new, well-priced
homes.

Time on Market Works Against You
• The buying market has a short attention span.
• Pricing the home right the first time is key.
• Proper pricing attracts buyers.

• An overpriced home will not sell.

• We want to generate offers before the market
moves onto newer homes.
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Price Ahead of the Market

• If sellers find themselves in a market with falling home values, they can end up chasing the market down.
Home values are always falling faster than their price reductions.

Price Competitively – The First 30 Days are Critical
• A home generates the most interest when it first hits the market.

• The number of showings is greatest during this time, if it is priced at a realistic market value.

• Starting too high and dropping the price later misses the excitement and fails to generate strong activity.
• Many homes that start high end up sell below market value.
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Closing

What to expect
The closing process finalizes the sale of the home and makes everything official. Also known as settlement,
the closing is when the sellers get paid and the buyers receive the deed to the home.

Here are a few things to bring to closing
• House Keys
• Garage Door Opener(s)
• Two Forms of ID (One needs to be government issued)

What are the seller's costs
Sellers commonly pay for the following at closing (IF APPLICABLE)
• Mortgage balance and prepayment, penalties
• Other claims against the property, such as unpaid property taxes
• Unpaid special assessments on the property
• Document stamps (or taxes) on the deed
• Real estate commission
• Legal fee or title insurance premium

After closing, make sure to keep the following for tax purposes
• Copies of all closing documents
• All home improvement receipts on the home sold
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Home
Inspection

A home inspection is a professional, objective, visual evaluation of the current condition of the home and
its major systems and does not include cosmetic improvements. It is important to understand that a home
inspection is not necessarily a guarantee of any kind, nor a municipal code inspection. Home inspection
reports may also indicate areas of preventative maintenance for the buyer’s information. These maintenance
items are not typically a reason to renegotiate contract terms.

Types of HOME Inspections
Structural

Mechanical

Electrical

Hazardous
Conditions

Pest
Infestation
or Damage

Environmental
(Lead, Radon)

There is no perfect home
Buyers and sellers involved in the transaction should be aware that existing homes are less than perfect. The
inspector may report that some items are defective or not working properly. These may or may not be major
concerns. In most instances where there is a major concern, buyers and sellers may negotiate the cost of the
correction. Where there are items that are not a major concern, most buyers will likely take care of the
correction. Talk to us about what and what not to expect.

The inspector’s role
The inspector checks that systems are installed properly, function as intended and are operating in a safe manner.
The inspector may advise the buyers of the potential life of certain major systems in the home and may make
recommendations so that the buyers may budget for maintenance or replacement. The inspector should not be
expected to give an opinion regarding the market value of the home.
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HOME
Selling
Tips

10 TIPS TO MAKE YOUR HOUSE FEEL LIKE HOME:

10 TIPS TO IMPROVE YOUR CURB APPEAL:

1

Clean everything! A clean home will allow buyers to
picture themselves in the space and not distract them.

2

Give every room a purpose! Help buyers visualize how they
can use the space, even if it was predominantly unused.

3

Let the light in! Bright rooms feel warm and inviting;
dark rooms feel small and gloomy.

4

Fix anything that is broken - buyers will notice and may
offer less for your home, if repairs are required.

5

Unclutter your home! Thinning out closets and
pantries will show how much room is actually available.

6

Fresh paint and new carpet are the top two things you
can do to help your home sell faster and for more money.
Organize the kitchen! Store any non-essential,
small appliances and clean all surfaces.

1

Give your entry a face-lift with either a new coat
of paint or a new front door.

2

Don’t forget to landscape your yard! A well-groomed
lawn shows buyers that the home was taken care of.

3

Make sure all exterior lights are in working order
and replace all outdoor light bulbs.

4

Wash all windows (inside and out). You don’t want
to take away from a great view with dirty windows!

7

5

Clean out your garage! Consider getting a storage unit
to store any non-essential items.

8

6

Depending on the climate in your area, add a pop
of color by planting flowers.

9

7
8
9
10

Remove any lawn ornaments that you will want
to bring with you to your new home.
Replace a worn out welcome mat to welcome buyers
as they tour the home.
Paint or replace the street numbers on the home,
making them more visible.
Power wash any outdoor surfaces to give them
a ‘like new’ feel (ex: siding, sidewalks, driveway)
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10

Before your home is shown, empty all trash bins
and hide any dirty laundry.
Make sure all doors open and close smoothly.
Fix any squeaks on bedroom or closet doors.
Replace light bulbs with new ones and make
sure all switches work.

Why Keller
Williams
Realty?

Technology
Leading-edge tech tools and training give us the edge in effectively marketing the home online, 24 hours a
day, seven days a week! Through the exclusive Keller Williams Listing System (KWLS), the home is fed to
more than 350 online search engines and is available on KW’s web network of more than 76,000 sites. Best
of all, because of Keller Williams Realty’s “My Listings, My Leads” philosophy, every single internet inquiry
on the home will come directly to us so that we can follow up quickly with those potential buyers.

Teamwork
Keller Williams Realty was designed to reward agents for working together. Based on the belief that we are
all more successful if we strive toward a common goal, rather than our individual interests. We're confident
that every Keller Williams professional shares the common goal of serving our clients in the best possible
way.

Knowledge
Keller Williams Realty helps us stay ahead of trends in the real estate industry through its comprehensive,
industry-leading training curriculum and research resources. It’s what prepares us to provide unparalleled
service.

Reliability
Founded on the principles of trust and honesty, Keller Williams Realty emphasizes the importance of having
the integrity to do the right thing, always putting clients needs first. It reinforces our belief that our success is
ultimately determined by the legacy we leave with each client we serve.

Track Record
We're proud to work for the world’s largest real estate franchise by agent count. It’s proof that when we offer
a superior level of service, the word spreads fast.
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moving
checklist

New address:__________________________________________________________________
Before moving, contact the following companies and service providers:

Utilities
Electric
Telephone
Water
Cable
Garbage
Gas

Professional Services
Broker
Accountant
Doctor
Dentist
Lawyer

Clubs
Health and Fitness
Country Club

Insurance Companies
Accidental
Auto
Health
Home
Life
Renters

Business Accounts
Bank
Cell Phone
Department Store
Finance Company/Credit Card

Subscriptions
Magazine
Newspaper
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Miscellaneous
Business Associates
House of Worship
Drugstore
Dry Cleaner
Hairstylist

Government
Internal Revenue Service
Post Office
School
State Licensing
Library
Veteran’s Administration

About Codi
realty group

Codi Realty Group connects people with a lifestyle they love, allowing them to feel at home. We strive to
save you time, minimize inconveniences and maximize your dollars, allowing you to enjoy peace of mind.

2021
• Over 25 years of combined experience and knowledge
• Percentage of listings actually sold versus listed: 100%
• Average percent of money received versus list price: 103.44%
• Average days on the market: 57 (excluding new construction)
• Total number of sales: 89
• Average sale price: $277,060

Codi Nincehelser
Codi is in the top 1% of all real estate agents with Keller Williams Realty Sioux Falls. She won various
awards including 2019 Best of Sioux Falls, South Dakota's Top 10 Best Real Estate Agents, and voted #4 in
the 2019-2020 Local Best. She maintains numerous designations including Certified Real Estate Brokerage
Manager, Accredited Buyer Representative and Seller Representative Specialist to name a few. Codi holds an
A.S. and B.S. degree in Business from Northern State University.
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To provide a personalized
experience to help you
feel at home.
To be your premier & preferred
real estate group.

Lead by Example • Nurture Relationships
Commit to Growth • Connect Neighbors & Communities
Codi Realty Group

What OUR
Clients Say

Reassuring,
confident
Codi was wonderful in helping us through the process of buying and
selling. We found our dream home before we had even thought about
selling. Codi reassured us and was confident it all would work out... Codi
was responsive and her assistant Kayla was also great during the process.
What a great team of women to work with!
		

Perseverance, dedication,
knowledge
Codi is hands down the best Realtor in Sioux Falls! Codi, along with Kayla, will
work the hardest for you. On a Saturday, we walked in our future home and knew
immediately that it was “the one”, found out moments after we walked out that the
sellers had received an offer. We couldn’t lose this one! Codi gave us tips to make our
offer more personable to help us stand out from the offer we were competing against...
While we waited to close, we had a couple speed bumps; but with Codi’s perseverance
and dedication to her clients, it all worked out and we were able to sell our previous
house & buy our dream home all on schedule! We are so grateful for all she did for us!
Thank you Codi & Kayla for all of your hard work and attention to detail!!
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— Danielle

— Alice

GIVING BACK TO
OUR COMMUNITY

$100

Codi Realty Group is committed to helping
our community become a better place to live,
work and play. Thanks to you, we’re able to
give back in multiple ways throughout the
community.

GIVEN TO ONE
OF THE NONPROFITS
LISTED WHEN A HOME
IS SOLD BY CODI
REALTY GROUP.
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