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1. GATHER IMPORTANT
DOCUMENTS

One way to get  ahead is  to have proof  of  when certa in 
things were done in your home. I f  you upgraded to a new 
furnace, having the invoice of  when i t  was purchased and 
insta l led wi l l  prove to potent ia l  buyers  that  what  you’re 
c la iming about the property  is  factual . Things l ike 
upgraded electr ical , plumbing, roof  shingles and 
insulat ion etc. i t  i s  important  to show these things off  and 
could influence a buyer to focould influence a buyer to forego a home inspect ion i f  
they are certa in everything is  newer and in good working 
order.
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2. PRE-INSPECTION

In  some cases i t  could be very  beneficia l  to have a home inspector  
perform a pre- inspect ion on your home. 
This  wi l l  save potent ia l  buyers  money and al low them to put in an offer  
with less condit ions. 
Some things to consider aSome things to consider are whether the inspect ion is  going to benefit  
your sale pr ice or  not , i f  there are potent ia l  under ly ing issues with the 
home that  could come to l ight  f rom the inspect ion then this  could hurt  
your sale. 
II f  you know your home is  in good condit ion and only  minor issues wi l l  
be reported on the inspect ion then i t  could be beneficia l  to give to 
potent ia l  buyers  as they would be more l ikely  to put in an offer  without 
a condit ion of  inspect ion. 
Keep in mind that  buyers  may also want to have the home inspected by 
their  own trusted inspector  and wi l l  disregard a pre- inspect ion. 
In a hot  sel lers  marIn a hot sel lers  market , buyers  are more incl ined to forego the 
inspect ion condit ion and having the pre- inspect ion done may give 
them more confidence to put in an offer. 
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3. DE-CLUTTER
The goal  when declutter ing is  to make the home feel  as  spacious as 
possible, wi thout making i t  feel  cold and empty. 
You want to focus on the overal l  feel  when you first  walk  in . 
PPicture yoursel f  enter ing your home for  the first  t ime. How does i t  feel  
when you look around? Are there things pi led up on shelves or  is  i t  
neat  and t idy with a few key i tems presented. Does al l  the furni ture 
complement each other and the space? Or is  there too much space 
being taken up by a l l  of  them? Is  i t  necessary  to have al l  of  the dvd’s  
and console games displayed by the TV? Or can they be packed away? 
Take away as many unnecessary  things as possible leaving just  the 
essent ia lsessent ia ls . 

‘

The goal  is  to make i t  feel  homely -  but  not  l ived in. 
Potent ia l  buyers  wi l l  want to be able to v isual ize themselves l iv ing there 
and a blank canvas is  the best  way to achieve that . 
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4. DE-PERSONALIZE

You’ l l  want to el iminate any feel ing that  this  is  YOUR home. 
Buyers  looking at  purchasing the home wi l l  not  want to think about who 
has l ived there before them. 
Everyone loves gett ing brand new stuff  because they l ike to know they 
are the only  ones who have used i t . 
With With resale homes the goal  is  to t r ick  buyers  into thinking the home is  
not  l ived in by someone else and is  ready for  them to move in. 
Taking away fami ly  photos, k ids drawings, excess ive amounts of  
c lothing, grooming products  and “taste specific”  i tems ( things that  are 
personal  preference to you eg. Repet i t ive artwork fol lowing a specific 
theme that  wouldn’t  appeal  to major i ty  of  people etc. )  wi l l  help to 
achieve this . 
Making suMaking sure things l ike pets  beds and toys are removed is  a lso a good 
idea.
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5. MINOR REPAIRS
A lot  of  potent ia l  buyers  are going to ni tpick every l i t t le  thing about 
your home. 

I t  i s  important  to t ry  and el iminate as many points  of  content ion as 
possible. 
FFi l l ing in any dents in your dry-wal l  and touching up the paint  wi l l  give 
potent ia l  buyers  the feel ing that  the home has been wel l  cared for. 
Make sure a l l  of  your l ights  have working l ightbulbs and fix any leaky 
faucets . 

Smal l  issues l ike these wi l l  take attent ion away f rom the great  things 
your home has to offer  and could turn off  any potent ia l  buyers .
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6. BACKYARD/PATIO

The back yard of  the house can have a huge influence on a buyers  
decis ion. 
Canadians love to spend t ime outs ide and make the most  of  the short  
summer months so highl ight ing al l  of  the great  features of  your yard 
wi l l  help them visual ize spending this  t ime there. 
Making sure the grass is  n icely  cut , gardens are weeded and have good 
looking plants  wi l l  show the yard has been wel l  kept . 
CConsider re-sta ining your deck to give i t  a  f resh feel , and make sure 
your pat io furni ture and BBQ is  c lean. 
I f  you are sel l ing your home in the winter, make sure you have some 
good photos of  your yard in the summer t ime so you can show 
potent ia l  buyers  a l l  of  the great  features of  the property.
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7. BASEMENT
Basements are a huge sel l ing feature of  a  home! Whether finished or  
not , buyers  love the extra space. I f  you have a ful l  unfinished basement, 
make sure before you sel l  that  i t  i s  t idy and looks wel l  kept . A potent ia l  
buyer  wi l l  want to picture how they can make the space their  own, i f  
there is  s tuff  pi led up everywhere i t  makes that  di fficult  for  them. 

Having a t idy space with the furnaceHaving a t idy space with the furnace, e lectr ical  panel , hot  water  tank 
and any roughed in plumbing easi ly  access ible wi l l  make i t  easy for  a  
buyer to see the ful l  space. A finished basement you want to t reat  just  
l ike the rest  of  the house. Declutter ing and depersonal iz ing the space 
so that  i t  feels  spacious and cosy. Make sure any minor repairs  that  
need to be addressed are done.
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8. CURB APPEAL
How does the house look f rom the street? Does i t  look l ike the owners 
t ruly  love and look after  the property, or  does i t  give a di fferent  feel?  
Making sure your dr ive-way and entry  way is  swept and t idy is  a  good 
place to start . Freshly  cut  grass and weeded gardens wi l l  show care and 
attent ion. I f  you want to go above and beyond for  your homes curb 
appeal , consider repaint ing the f ront  door, replace any old hardware 
on the door and even gett ing a new mai lbox. Fi rst  impress ions are 
everythingeverything, i t  i s  not  uncommon for  potent ia l  buyers  to be turned off  by 
the look of  the home from the outs ide, and sets  the mood for  the rest  
of  their  v iewing. 
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9. CLEANING!
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10. BEDROOMS
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11. SMELLS AND LIGHT
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12. LEAVE THE HOUSE



705-790-7001Ryan@RyanMegson.com

FIND AN AGENT


