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About Full Circle Home Team 
At Full Circle Home Team, we are dedicated to helping you achieve your goals. We do this with a deep knowledge of the 

local real estate industry. We are trained professionals, with decades of knowledge. Our team agents, as well as agents 

within    RE/MAX Results, are among the highest-performing agents anywhere. We average 3 times more sales per year 

than the average agent. This gives us the intricate knowledge of the housing market, and of the trends that are currently 

happening.  

Our knowledge is one key instrument in selling your home.  We use this knowledge to assist you with: 

• Accurately pricing your home. 

• Enhancing the perceived, and real value of your home, enabling you to command a higher asking price. 

• Providing unmatched marketing which includes professional staging consultation, professional photography, and 

custom property websites 

• Securing a qualified buyer within your specific time frame. 

• Helping you avoid the two main reasons sales fall apart—low lender’s appraisals, and problems with home inspec-

tions. 

Regardless of the price of your home, when you hire us to sell your home, you will be prepared for a successful sale. 



This may be the first time you’ve ever sold a home, 

or it may have been some time since you’ve been 

involved in a real estate transaction. Here’s a quick 

refresher on some of the important real estate 

specific information you’ll want to know .  

Real Estate Brokers and Real Estate Agents 

Listing agreements are made between sellers, like 

yourself, and real estate brokers, usually through an 

agent. The agent works for a licensed broker. This 

agreement includes things such as a period of time 

to list the property for sale, a list price, terms you’ll 

accept, and commission to the broker after the sale 

of your home,  The broker will pay a split of that 

commission to the buyer’s agent as well as the 

listing agent where applicable.  

Fair Housing Act 

Federal law does not allow discrimination in housing. There are seven protected classes including: Race, Color, 

National Origin, Religion, Sex, Familial Status, and Disability. 

Minnesota law adds: Creed, Public Assistance Status, Sexual Orientation, Gender Identity, and Familial Status. 

Multiple Listing Service (MLS) 

The MLS system is a database that lists property for sale in a given area. All active agents and brokers who belong to 

that MLS system will have access to information about your property. Buyers’ agents searching for a home for their 

buyers will usually have saved searches set up in this system. Our system is called the Northstar MLS System. Any 

other websites that have “MLS” in the name are NOT the definitive MLS source; they are just another broker. 

Real Estate Portals 

All other sites that have real estate listings for sale are portals. Some are data aggregators such as Zillow. Other 

places that display listings for sale include the various broker websites such as RESULTS.NET or REMAX.Com.  

Inspections 

Most buyers will want to have an inspection contingency. The goal of a home inspection is to give the buyer an 
objective, independent, and comprehensive analysis of the physical condition of the property. A professional 
inspector will check on the structure, construction, and mechanical systems of the house, which may include items 

such as:  

 

 

 

 

 

One great strategy is ordering a full buyer’s inspection BEFORE listing your home for sale. Knowing the condition of 

your house allows you to fix problems before the buyer’s inspection. In multiple offer situations, it may put pressure 
on the buyer to waive their inspection process.  

Electrical systems 

Plumbing systems 

Water Heater 

Insulation 

Ventilation 

HVAC system 

Water source 

Pests 

Foundation 

Doors 

Windows 

Ceilings 

Walls 

Floors 

Roof 

Radon 

Asbestos 

Lead-based paint 

Garages 

Real Estate Transaction Refresher 

Real Estate 101 



Understanding How Buyers Evaluate Homes 

How Homes Sell 

Before a buyer considers any house, the house first must fulfil three basic criteria: 

1. It has the space they need (beds / baths / square footage ). 

2. It is in their desired location. 

3. It is priced within their range. 

  

These factors are the key search parameters 

that buyers use when looking for a home. 

Once all these key parameters are met, they 

can then evaluate the homes that are left.  

When buyers are looking at houses, they 

instinctively compare each house to the 

others. They often are weighing the positives 

and negatives of each house, and comparing 

that to the price. If one house has a negative 

feature, it can be offset by price. Likewise, a 

house with a superior feature (perhaps a new 

kitchen) can also be offset by price, but in the 

opposite direction.  

This comparison is something that every 

buyer does on every home. It’s for this very 

reason that we need to make YOUR home stand out among the competition. 

Keep in mind that even when the market is a strong sellers’ market, buyers will still hold out for the right house. They 
are not taking the chance on a house they don’t love.  

Pricing Can Offset Almost Everything 

Pricing can account for almost every difference between 
homes. If one home has a dated kitchen and isn’t selling, it is-

n’t because the kitchen is dated. It is because the price is 
wrong for the total sum of the home. If the seller needed to 

spend $30,000 to update the kitchen but they doesn’t want to, 
the price could be dropped by $30,000 and there will be buyers 
who’ll take that trade-off.  

This holds true for anything that is an asset or a flaw. Just add 
or subtract dollars from the price to offset any condition or lo-
cation.  



Pricing Your Home For A Successful Sale 

Pro Tip #1:  Price 

Pricing your home accurately is the 

most effective way of ensuring a 

successful sale. Let me repeat that— 

pricing your home accurately is the best 

way to sell your house. 

No amount of marketing can sell an 

overpriced home. This is due to 

Economics 101: supply and demand. 

Our local housing industry is purely 

supply and demand, usually with no 

external influences. 

Many sellers are tempted to list their 

home with the agent who quotes the 

highest selling price. Please keep in 

mind, the agent doesn’t set the price, 

the seller doesn’t set the price - the 

market will set the price or value for 

your home. The net effect is that when 

you price your home accurately, it will 

sell in a short timeframe. If you overprice your home, you could be on the market for a long time.  

Pricing it higher– Many sellers believe that they can get more for their home if they start at a higher price. They 

reason that they can always lower the price later, right? This could not be further from the truth! When a home starts 

too high in price, the buyers will compare it to other homes in that same price range. Those other homes will either 

have better features or be larger in size, or both! They will immediately write off this home due to it being overpriced, 

and yet the sellers  may still believe 

that the house is priced correctly.  

At this point, even after multiple price 

reductions, people will all be saying, 

“What’s wrong with that home?” or, 

“Why hasn’t that house sold? There 

must be something wrong with it.” We 

can’t count how many times we’ve 

heard that, which is why we want to 

impress upon sellers that it’s important 

to price the house accurately from the 

start.  

Eventually, an over-priced home will sell 
for less than what it could have sold for 
if it were priced right from the first day. 
Plus an accurately-priced home will sell 

without the headaches and worries 
along the way, which is yet another 
reason to get it right on the first try.  

Factors that Influence Market Value 

• Supply & Demand 

• Economic Conditions 

• Asking & Selling Prices of Competing Homes 

• Your Home’s Condition 

• Buyer’s Perception of Your Home 

Factors with Little or No Influence on Market Value 

• The Price the Seller Paid for the House 

• The Seller’s Expected Net Proceeds 

• The Amount Spent on Improvements  

• Sentimental value 



Pro Tip #2: Marketing Your Home 

The marketing we do to promote your 

home has only one purpose—to increase 

awareness among potential buyers, which 

will lead to more in-person showings. 

Once buyers reach your front door, the job 

of marketing is over. Your home must 

now compete with other homes in two 

areas: Features and Price. 

If your home has more features that 

appeal to buyers - or your home is priced 

lower than comparable homes - your 

home will stand out as the better value. 

Conversely, if your home lacks the 

features that potential buyers desire, your 

only option is to compete on price. To be 

effective, your home should stand out as 

one of the top two or three best values in 

your immediate marketplace. 

Marketing starts with cleaning and staging. Having a home for sale is completely different than living in a home. I 
utilize a stager to bring out the best in houses. The goal is to elicit  DESIRE in buyers and make them want to schedule 
a showing.  

Preparing Your Home For A Successful Sale 

Pro Tip #3: Condition 

Condition is paramount for getting top dollar. So many buyers will be more willing to make a substantial offer when 

the condition of the property looks fantastic. This is because top condition tugs at the heart strings in the buyers. 

They fall in love with something in the home that makes them want it.  

With Full Circle Home Team, we will help discover 

problems that you can repair, early in the process, to 

reduce the stress of the buyer’s inspection. Discovering 

and repairing problems early in the marketing process 

puts you in control. Having your house in move-in 

condition also helps you avoid delays to closing and 

demonstrates to buyers, agents, and the buyer’s home 

inspector that your house has been very well maintained.  

We want buyers to focus on how they would live in your 

home - not on what they would have to repair. 

The extent that these repairs are made will directly affect 

your listing price. When your home is in top condition, it 
will stand out from the competition as a better value and 
command a higher asking price. 



Painting A Picture 

Pro Tip #4: Staging 

You will only get one opportunity to make a positive first impression with 

potential buyers. Well staged homes look better, photograph better, show 

better, and sell faster than non-staged homes. 

What does this magical condition look like? Think of a fancy hotel. When 

you go to a fancy hotel, you are drawn to just sitting in the lobby, or relaxing 

in your room. It’s the way the beds are made, or the way the towels are laid 

out in the bathroom, along with the extra special touches like flowers, or 

plants, or lotions. These small touches make all the difference. Most 

people don’t even realize that’s what is making them feel comfortable.  

This is staging. 

Home staging is not decorating. Decorating appeals to the person 

living in the house; staging is positioning the home to appeal to the 

psychological needs of buyers by creating a series of impressions 

that build an emotional connection to help buyers imagine living in the 

home.  

Also many agents overlook the presentation of your home and push 
for price reductions instead of more emotional appeal.  

Creating The Image 

Pro Tip #5: Professional Photos 

Professional photography is CRITICAL in today’s market.  Many agents overlook this important step in their 

marketing, thinking that they can take their own pictures and that any old picture will do. They could not be more 

wrong. With more buyers relying on online pictures, if you have bad photos of your home, buyers may not even make 

it to your front door.  

Steven, the founder of Full Circle Home Team, is a professional real 

estate photographer and has photographed over 1,500 homes. 

Because of his experiences as both a photographer and a real estate 

agent, he knows what buyers are looking for., what angles to use, 

and what lighting makes a difference. 

The goal of professional photography is to hook the buyers into 

wanting to see more of your house.  This is done by capturing their 

imagination with the very first photo. Each photo should be drawing 

them into the home as much as possible. This means good quality 

lighting and well-exposed exterior shots.  

  

NOTE: 

All the housing related photos in this brochure were taken by Steven.  



Pro Tip #6: Cost of Selling 
There are closing costs associated with selling your home. The bulk of the closing costs will be the real estate 

commissions, plus your title fees, governmental fees, and any taxes and interest.  

Commissions are what pay the real estate agent(s) involved with the transaction. It usually includes both the buyer’s 

agent as well as the listing agent.  

Title fees include the cost of the title company as well as courier fees. 

Governmental fees. Any special assessments are 

usually paid off by the seller at the time of closing.  

Taxes and Interest. We generally prorate taxes to 

the day of closing. This could mean that you’ll owe 

some taxes for some of the days of the current tax 

period. We also prorate the interest on any 

mortgages to the day of closing as well.  

Buyer’s closing costs. Sometimes buyers ask 

sellers to pay for their closing costs. It is an 

accounting move, more or less, to help the buyer 

preserve cash in pocket. The next section goes into 

details about the buyer’s closing costs.  

More often than not, typical closing costs are about 
1% plus commissions, plus 3% if you are paying 
buyer’s closing costs.  

Why it’s OK  to pay for Buyer’s Closing Costs 

Pro Tip #7: Paying for Buyer’s costs 
In each real estate transaction, there are buyer's closing costs, as well as seller's closing costs. But increasingly, 

buyers are asking sellers to cover their closing costs. Why should sellers consider paying for buyer's closing costs 

(often called seller concessions)? 

The main reason is that this is purely an accounting move. With the way we structure purchase agreements, it is 

pretty much  irrelevant if the seller pays the buyer's closing costs. I'll give an example below: 

Let's say you have a home on the market for $500,000. You receive an accept an offer for $485,000. From the 

$485,000, you'll pay your agent's commission, along with various other seller's closing costs. If you don't have a 

mortgage, you'll then take a net of about $451,000. (these numbers are very approximate) 

Now, let's say you have a home for which the buyer offers $500,000 with 3% of closing costs. This would net you 

$485,000. If this is an acceptable number to you (which it was in the above example), you'll still accept this offer. 

From the $500,000, you'll pay your agent's commission, along with the same various other seller's closing costs. 

Again, if you don't have a mortgage, you'll take a net of about $451,000, which is the same as the prior example. 

The bottom line is that whether you pay for buyer's closing costs (example #2) or you don't pay for buyer's closing 
costs (example #1), you'll end up with the same amount. 



From Offer To Close 

Pro Tip #8: The Whole Deal 
It would be great if a real estate transaction 

were like buying a new TV or sofa—just cruise 

through the aisles, pick your favorite model, 

and head to the register.  But it just isn’t the 

case. Real estate transactions are more 

complex and involve as many as a dozen 

different players, including real estate agents, 

real estate brokers, buyers, sellers, inspectors, 

appraisers, lenders, contractors, and more. 

Because of all the moving pieces, a typical 

transaction takes 45—60 days to close.  

  

Dealing With Offers 

When a buyer or buyer’s agent makes a formal 

offer, we will review the offer in its entirety 

together. It will include the offer price, as well 

as the terms and conditions of the offer.  

Offers will usually be presented on a Purchase 

Agreement legal document, and if accepted, you will be entering into a legal contract with the buyer.  

  

Once you have an offer 

Once you have an offer or multiple offers, you have several choices as to how to respond. In any case, you can 

choose to accept, counter, or reject any offers you have received.  With multiple offers, it is wise to consider more 

than just the price. Maybe some of the terms of the second offer are better than the first, even if the price isn’t better. 

You can then counter the second offer on the price to try to get it higher. They may or may not agree, but it is 

something that can be tried.  

Once all negotiations are finalized, we’ll work on getting signatures on the relevant pages and make the contract a 
“fully executed” binding agreement. 

When evaluating offers we need to review: 

•  All of the terms and conditions of the offer. Offers regularly include terms such as what should 

be included in the sale of the home, as well as inspection timeframes, and financing 
requirements. 

•  Anything that is an unusual request or requirement of the purchase offer. We will want to 

explore the full implications of anything odd that they buyer is including in the purchase offer. 

•  Whether or not there are other offers on the table that are a better fit for you. 

After a buyer submits an offer, you can accept, reject, or counter their offer. We will prepare the 
counter offers together and the Full Circle Home Team member will submit that to the buyer’s 
agent or the buyer, and guide you through the negotiations.  



What Do I Need To Disclose To Potential Buyers? 

Pro Tip #9: The Sellers Disclosure 
In Minnesota state law requires certain things to be disclosed to potential buyers. 

These items include whether you know of a well; if you have a subsurface sewage 

treatment system; if you have a valuation exclusion on tax treatment; if there has 

been meth production in the home; whether or not you know of any human remains, 

burials, or cemeteries; or if there have been any radon tests, and the like. In addition 

to these required items, it is prudent to disclose as much as you can about your 

house. 

We have a 12-page document that covers the gamut of topics from things in the 

basement to the condition of appliances, etc. If you know it, you should disclose it. 

The second motto of real estate (just after location, location, location) is disclose, 

disclose, disclose. 

How far back should I go? 

Agents get asked this question all the time. The best answer is, "All the way back." If you can state, "In 2014, we had a 

roof leak, in the valley on the east side. The roof has been replaced, and the interior damage was fixed by a 

professional contractor; we have had no problems since," you can understand why a buyer may feel at ease with this 

kind of disclosure. This sometimes becomes a problem with houses that have been within the family for decades 

because 40 years is a long time to remember what happened and when. In these cases, remember the best you can 

and that should be sufficient. "Sometime in the ‘50s we had a big storm come through and we had water in the 

basement, so we added some grading around the house, and it hasn't happened since." It’s good when you can state 

the problem and  how you fixed it, and that you've been trouble-free ever since. 

What if there are current defects? 

If you have current defects, you should repair them if possible. If this is not financially feasible, then disclose the 
problem so that the buyer is aware of it before they make their offer. If it is on the form and they have signed that they 

have received a copy of it, it is much harder for them to come after you later when they discover the problems. 

Here’s How Things Will Happen 

On a Typical Sale 
1. The buyer submits the offer and we negotiate to a mutual agreement. 

2. The buyer submits earnest money to be held in the listing broker’s trust 
account. 

3. The buyer will have their inspection (if any) and have any requests for repairs 
submitted and agreed to in writing. 

4. A title policy will be ordered on the property 

5. The buyer’s lender will order an appraisal. 

6. You will need to complete any agreed upon requests for repairs before the 
closing date (from the inspection).  

7. The buyer will most likely schedule a final walkthrough the day of or the day 
before closing. This is so they can verify the repairs were performed 
satisfactorily and that the house is in a substantially similar condition to what 
they were expecting. 

8. Closing is completed. Your house is sold! 

As a seller, you can help ensure 

a smooth closing. 

1. Review the Settlement 

Statement form to verify the 

numbers are correct. Usually 

this is `available a few days 

prior to closing.  

2. Verify with your closing 

agent any other documents 

that you need to bring to the 

closing such as your driver’s 

license or other ID.  



Moving Checklist 
There are so many details to handle as you prepare for a move, it can end 

up seeming like a daunting task. This checklist will help you manage the 

process and not forget anything.  

Packing and Moving 

 If you are hiring a moving company, get a firm bid in writing. 

 Try and consume canned food and frozen items before the move. 

 Drain gasoline from your lawn mower and snow blower before the 

move. Drain water from garden hoses as well. 

 Dispose of any flammable or hazardous items. It’s usually easier to 

replace them after the move than to risk a fire during the move.  

 Moisten plants before moving. 

 Pack a “first night” box with bedding, household cleaners, toothpaste, 

toothbrush, pet food, toilet paper, breakfast, and other essentials that 

you expect to need upon arrival.  

The important stuff 

 Contact utility companies (electric, gas, water, cable, internet) to cancel 

your current services and sign up forservices at your new home. 

 Collect all of your important documents like birth certificates, passports, and medical records, and carry these with 

you instead of packing them. 

 Have necessary prescriptions refilled and carry the medications with you. 

 Precious items such as photos and jewelry should also be carried with you along with other household items. 

Before you leave 

 Conduct a last-minute walkthrough. Check every drawer, closet, the basement, 

the garage, and the attic. Make sure everything is turned off and locked.  

Moving is often a chaotic, yet exciting event in your life. After the big moving day, 

you’ve got a lot of work ahead of you. Unpacking is just the first part of the battle. 

Next, you’ll need to get your regular routines established and make sure everyone 

in the family feels comfortable in your new home. 

With all of the changes and responsibilities of a big move, it’s easy to misplace 
important items and make mistakes. To help keep your life in order, be sure to 
keep these things on your to-do list.  

Packing Smart 

The more organized you can be in 

packing, the easier it will be to unpack 

and settle into your new home. Here 

are some reminders on how to pack 

well. 

Don’t use damaged boxes. 

Use quality packing tape. 

Don’t put heavy items in large boxes.  

Put heavier items at the bottom of a 

box with lighter items on top. 

Use color coding or labels to mark 

boxes.  

Change your address 

You’ll want to update your address with many different 
institutions: 

• USPS to forward your mail 

• Banks 

• Credit cards 

• Insurance providers 

• Work 

• Department of Motor Vehicles (license and car regis-
trations) 

• Voter registration 

• Online vendors (for payments) 

Securely store these records: 

• Your closing statement 

• Your property deed 

• Receipts for home improvements 

• Warranty information 

• Loan papers 

• Insurance policies 



Each office independently owned and operated. If you are currently listed with another broker, 

this is not intended to solicit your business. 

Contact Us Now 
For a brief meeting, no obligations, no strings attached  

Sitting down for a brief meeting won’t cost you 
anything, and you may pick up some tidbits to 
help you along the way. Either way, our initial 

meetings are held with no obligations, and no 
strings attached. It’s an opportunity for you to 
ask any specific questions along the way. 

 

Thanks! 

7700 France Ave S #230 
Edina, MN 55435 


