
When you're planning to sell your property, several key factors can help you maximize the sale price, reduce the 
�me on the market, and avoid complica�ons. Here's a guide on what to consider:

1. Market condi�ons:

a) Seller's market vs. Buyer's market: In a seller's market, demand exceeds supply, giving you more 
nego�a�ng power. In a buyer's market, you might need to be more flexible on price and terms.

b) Local trends: Research local market trends, including property values in your neighborhood.

2. Property valua�on:

a) Get a compara�ve market analysis (cma): a real estate agent can provide a cma to give you an idea of your 
property's value based on recent sales of similar homes in your area.

b) Hire a valuer: for a more formal valua�on, consider hiring a professional valuer to assess your home's 
worth.

c) Price it right: overpricing can cause your property to sit on the market, while under-pricing may leave 
money on the table. Set a compe��ve but realis�c price.

3. Prepare the Property for Sale:

a) Repairs and upgrades: fix minor issues like leaky faucets, broken fixtures, and cracked �les. If major 
repairs are needed (roof, plumbing, etc.), decide whether to fix them or adjust the price accordingly.

b) Appeal: first impressions ma�er. Ensure the exterior is clean and well-maintained by �dying up 
landscaping, cleaning walkways, and adding touches like fresh paint or flowers.

c) Declu�er and stage: remove personal items and excess furniture to make rooms appear larger and more 
invi�ng. Consider staging the home professionally to appeal to buyers' emo�ons.

d) Deep clean: a spotless home, including windows, carpets, and floors, will make a be�er impression on 
poten�al buyers.

4. Work with a Real Estate Agent:

a) Experienced agent: choose an agent with a strong track record in your area. They can help market your 
property, nego�ate deals, and guide you through the selling process.

b) Commissions: real estate agents typically charge a percentage of the sale price as their commission. 
Consider this when calcula�ng your net proceeds.

5. Marke�ng the Property:

a) High-quality photos: invest in professional photos to showcase your home's best features. Many buyers 
start their search online, and good photos can a�ract more interest.

b) Online lis�ngs: ensure your property is listed on major real estate pla�orms.
c) Open houses and showings: be flexible with showings and consider hos�ng open houses to a�ract a 

larger pool of buyers.

Planning to sell your property

1 of 2

www.apricotproperty.com 

MANAGE | LET | SELL - REAL ESTATE +254 725 452 444 

For any further clarifica�ons or assistance , feel free to reach out to us! 



6. Legal and Documenta�on:

a) Disclosure requirements: Be aware of the legal disclosures required in your area, such as property 
defects, environmental hazards, and neighborhood condi�ons. Failing to disclose cri�cal informa�on can 
lead to legal issues.

b) Property documents: Gather important documents such as warran�es, manuals for appliances, and 
records of major repairs or upgrades. Buyers appreciate having these available.

7. Nego�ate Offers:

a) Consider more than price: Evaluate the full offer, including con�ngencies, financing terms, and closing 
date. A higher offer with difficult con�ngencies might not be as appealing as a slightly lower offer with 
fewer condi�ons.

b) Con�ngencies: Be prepared to nego�ate con�ngencies, such as inspec�on, financing, or sale of the 
buyer's current home. These can affect the speed and security of the transac�on.

c) Counteroffers: Don't be afraid to counteroffer if the ini�al offers are lower than your expecta�ons. Keep 
nego�a�ons respec�ul and professional.

8. Closing Process:

a) Buyer's financing: Ensure the buyer is pre-approved for a mortgage. Deals can fall through if financing 
falls short.

b) Home inspec�on: Be prepared for the buyer's home inspec�on. Address any issues that arise, by fixing 
them.

c) Appraisal: If the buyer is using a mortgage, the lender will require an appraisal. Be prepared to nego�ate 
if the appraisal comes in lower than the purchase price.

d) Closing costs: These typically range from 2% to 5% of the sale price and may include agent commissions, 
transfer taxes, and legal fees.

9. Timing:

a) Market timing: Selling at the right �me can make a big difference. If possible, wait for op�mal market 
condi�ons where demand is high.

b) Personal timing: Consider your personal circumstances. Are you ready to move? Do you have a new place 
lined up? Selling too early or too late could cause unnecessary stress.

10. Emo�onal Considera�ons:

a) Le�ng go: Selling a home, especially one you've lived in for years, can be an emo�onal process. Focus on 
the future and the opportuni�es that come with moving on.

b) Staying objec�ve: Try not to take offers or nego�a�ons personally. Treat the sale as a business 
transac�on, and let your real estate agent handle difficult nego�a�ons.

Final Thought:
Selling a property is a major financial and emo�onal decision. Being prepared and well-informed can help you 
navigate the process smoothly and ensure you get the best possible outcome. Working with experienced 
professionals and staying organized throughout the process will also make things go more smoothly.
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