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Welcome

Selling your home is a big decision — and in today's market, it's normal to feel uncertain about
timing, pricing, and next steps. Questions about whether to wait, how much your home is worth,
and what improvements are truly necessary can feel overwhelming.

I'm Michelle Clemons, a local REALTOR® with Charles Burt Realtors. I've helped Joplin-area
homeowners navigate many different markets over the past decade, and one thing has always been
true: sellers who understand the process make better decisions and feel more confident
every step of the way.

This guide was created to give you clear explanations, practical guidance, and local insight —
without pressure or sales talk. Whether you're planning to sell soon or just starting to think about it,
my goal is to help you move forward informed and prepared.



Who This Guide Is For (and Who It's Not)

This guide is designed for homeowners who want clear, honest advice, a realistic understanding of today's market, and a thoughtful plan that
protects their equity and peace of mind.

This Guide Will Be Especially Helpful If: This Guide May Not Be the Best Fit If:

e You're considering selling within the next 6-12 months e You're looking for instant pricing without context

¢ You want to understand pricing before making decisions e You plan to over-improve regardless of return

e You're unsure which improvements are actually worth doing e You're not open to market-based strategy

e You value explanations, not pressure e You prefer to make decisions without professional input
e You want a partner who listens to your goals and timeline

[ My roleis not to convince you to sell — it's to help you sell smart when the time is right for you.
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The 2026 Market Reality

The real estate market has shifted significantly — and informed sellers have the advantage. Understanding these changes isn't about fear; it's about strategy.

Today's Buyers Are:

¢ More payment-conscious — Rising interest rates mean buyers carefully calculate
monthly costs

e More selective — They take their time, compare thoroughly, and won't settle

e More likely to walk away — Homes that feel overpriced or poorly prepared face
longer market times

e Better informed — Online research means buyers arrive at showings already
educated

Homes are still selling — but success depends on strategy, not luck.

In 2026, Successful Sellers:
Price based on current data, not past headlines or neighbor gossip
Prepare their homes intentionally with buyer priorities in mind

Understand how buyers compare homes online before ever touring in person

Work with agents who provide honest feedback, not false promises

The takeaway: Homes that are priced correctly, presented well, and marketed strategically are still selling — often with fewer complications and less stress. The difference
between a smooth sale and a frustrating one often comes down to preparation and pricing strategy.




Step 1: Is Now the Right Time to Sell?

The right time to sell isn't about headlines, interest rates, or what your neighbor did last year — it's about your situation.

Instead of asking, "Is it a good market?" A better question is: "Is it the right time for me?"

: S : Your Equity Position B Your Timeline
Do you have enough equity to cover closing costs, moving expenses, Are you flexible, or do you need to move by a specific date? Your
and your next home purchase or living situation? Understanding your urgency level affects pricing strategy, preparation time, and
financial position is the foundation of any selling decision. negotiation power. Rushed sales often leave money on the table.

@ Your Next Move @ Your Home's Condition

Where are you going? Have you secured your next living situation? Is your home ready to compete, or does it need significant work?
Selling without a plan for what's next can create stress and financial Location also matters — some neighborhoods are in higher demand
complications. Coordination is key. than others, which affects timing strategy.

Some sellers are downsizing after years in a family home. Some are relocating for career opportunities. Others simply want clarity before making a life-changing
decision. All of these are valid reasons to explore your options.

[ Pro Tip: Knowing your home's current value early gives you options — not pressure. Understanding where you stand helps you make informed decisions
on your timeline, not someone else's.



Step 2: The 2026 Home Prep Checklist

First impressions matter — especially in a more selective market. Buyers often decide how they feel about a home within the first few moments of walking through the door or
viewing photos online. That emotional response drives their offer price, if they make one at all.

Interior Prep
e Deep clean floors, windows, and baseboards — buyers notice details

e Declutter every space — less truly is more; donate, store, or discard
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e Neutralize bold or dated paint colors — think soft grays, beiges, and whites
e Fix small issues like loose handles, squeaky doors, or scuffed walls

e Update lighting or hardware where needed — these small changes make big impacts

Kitchen & Bath Focus
e (lear countertops completely — staging means creating space buyers can imagine using

e (lean appliances inside and out, including often-forgotten spots like oven interiors
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e Organize cabinets and pantries — yes, buyers will look inside
e Refresh grout and recaulk tubs or showers for a fresh, maintained appearance

e Add simple, coordinated towels and minimal décor

Curb Appeal

e Mow, edge, and trim landscaping regularly throughout the listing period
@ e Power wash siding, walkways, and driveways to remove years of buildup

e Refresh mulch and add seasonal plantings for color and life

e Make sure the front door feels welcoming — consider repainting or adding new hardware

Action Step: | provide a comprehensive home prep checklist to all of my sellers.



What Buyers Notice First (and What They Ignore)

Buyers form opinions quickly — often before stepping inside. Understanding what catches their attention versus what they overlook can save you

thousands in unnecessary improvements and focus your energy where it truly counts.

Buyers Pay Attention To:

Cleanliness and condition — Spotless homes suggest pride of
ownership and fewer hidden problems

Smell and natural light — Fresh air and bright spaces create
emotional appeal

Kitchen and bathroom presentation — These rooms influence offers
more than any others

Major systems — Roof age, HVAC condition, and window quality affect
their financing and peace of mind

How the home compares — They're constantly comparing to others
at the same price

Buyers Often Ignore:

Personal décor choices — Your style doesn't have to be theirs; they
can see past paint and furniture

Brand-new items that don't fit — A luxury upgrade in a starter home
won't justify a higher price

Expensive upgrades outside neighborhood norms — Overbuilding
for your area rarely pays off

Minor cosmetic imperfections — Small scuffs or outdated fixtures
matter less than overall condition

() Key Reminder: Buyers aren't judging you — they're comparing value. Their questions aren't personal; they're practical. A well-prepared home

answers their concerns before they even ask.



Step 3: Smart Upgrades vs. Costly Over-Improvements

Not all upgrades add value, and some can actually hurt your return. The goal isn't to create your dream home — it's to prepare a home that appeals to the
widest range of qualified buyers in your price range.

I |

Upgrades That Typically Pay Off

Fresh, neutral paint — One of the highest-return investments you
can make

Professional cleaning and decluttering — Makes every room feel
larger and more appealing

Updated light fixtures and hardware — Modern touches that cost
little but make a big visual impact

Minor kitchen or bath refreshes — New faucets, cabinet hardware,
or updated lighting

Curb appeal improvements — Landscaping, fresh mulch, and
exterior cleaning

Upgrades That Rarely Pay Off

Full kitchen or bathroom remodels — You'll rarely recoup the full
cost, especially in moderate price ranges

High-end finishes beyond neighborhood expectations — Granite
in a vinyl-siding neighborhood won't justify the price

Specialty spaces — Home theaters, wine rooms, or highly
customized features appeal to few buyers

Over-landscaping — Elaborate gardens that require constant
maintenance can actually deter buyers

Pro Tip: | help you decide where to spend — and where to save — based on buyer expectations in your specific price range and neighborhood. My goal is
to maximize your return, not create unnecessary projects. Sometimes doing less is actually doing more.



Step 4: Pricing Strategies That Work

Pricing your home correctly from the start is one of the most important decisions you'll make. It affects everything: how many buyers view your home, how quickly you receive
offers, and ultimately, how much you net at closing.

Price Too High Price Too Low Price Just Right

The home sits on the market, generating fewer You risk leaving money on the table. While a low price You attract stronger interest from serious, qualified
showings. Price reductions follow, which signal to may generate quick activity, you might not get the full buyers. Multiple showings lead to competitive offers.
buyers that something might be wrong. By the time value your home deserves — especially if buyers sense Well-priced homes often sell faster and for better
you reach the right price, buyer interest has cooled, desperation or assume hidden problems. terms, with fewer complications during negotiations.

and you've lost valuable momentum.

Pricing is not guesswork. It's based on:

Recent local sales Current competition

. . . . . "
What have similar homes actually sold for — not listed for, but sold for — in the Whatelselis availablelrigntinowsiHow does yaUr iome compare inicondition;

features, and location?

past 180 days?

Condition and layout Buyer demand

How does your home's condition, updates, and functionality stack up against the Is your neighborhood hot, stable, or cooling? Are there more buyers than homes,
competition? or vice versa?

Good pricing creates momentum — and momentum protects your bottom line. A well-priced home generates activity, which leads to offers, which leads to a successful sale

on your timeline.



How Home Values Are Actually Determined

Home values are not based on what a seller hopes to get, what they paid years ago, or what an online estimate says. They are based on what similar
homes have recently sold for. This is the foundation of all real estate valuation.

These are called comparable sales, often referred to as "comps."” Appraisers, lenders, buyers, and experienced agents all rely on comparable sales to
determine what a home is truly worth in the current market.

Comparable Homes Are:

e In the same or very similar neighborhood — Location drives value more than almost any other factor
e Similar in size, layout, and style — Square footage, bedrooms, bathrooms, and overall design matter
¢ In comparable condition — Updated homes command higher prices than dated ones

e Sold recently — Ideally within the past 90 days, because markets change quickly

Buyers use comps to decide what to offer. Appraisers use comps to confirm that offer makes sense. Lenders use comps to determine how much they'll

loan. It all comes back to recent, similar sales.

A home is ultimately worth what a qualified buyer is willing to pay — and what the market supports. Emotion, memories, and personal
investment don't set the price. The market does. My job is to position your home competitively within that reality.



Why Online Home Values Miss the Mark (Especially in Missouri)

Online home value tools can be helpful as a starting point — but they are not pricing strategies. Relying on them alone can lead to costly mistakes, particularly here in Missouri.

Missouriis a non-disclosure state

This means the actual price a home sells for is not public record. Unlike states where sale prices are openly published, Missouri protects this information. This creates a

significant challenge for online valuation tools.

Because of This:

Online tools do not have access to complete sale-price data
Estimates rely on assumptions, limited information, or outdated trends
Two similar homes can receive very different estimates — even on the same street

Algorithms can't account for nuances only local professionals understand

Online values also can't account for:

True condition and maintenance — A 20-year-old roof looks the same to an
algorithm as a brand-new one

Layout and livability — Open floor plans versus chopped-up spaces affect value
significantly

e Over-improvements versus smart updates — Not all renovations add equal value

e Buyer demand at the neighborhood level — Some streets are in higher demand
than others, even within the same zip code

This is why online estimates can vary widely — and why they often miss the mark in non-disclosure states like Missouri. I've seen online tools suggest values $30,000 apart for the

same home, leaving sellers confused and frustrated.

(D My approach: | use real local market data, neighborhood trends, and firsthand buyer behavior — combined with years of experience — to create pricing strategies based

on how homes actually sell, not just what an algorithm predicts. You deserve accurate information, not guesswork.



Step 5: Inspections & Appraisals — What to Expect

Understanding the inspection and appraisal process helps you prepare mentally and financially for what's ahead. These aren't obstacles — they're standard steps that protect both

buyers and sellers.

Home Inspections

Home Inspections

Typically scheduled shortly after an offer is accepted,
the home inspection is a thorough review of the
property's major systems and structural components.

Inspectors examine:

e Roof condition and age

e HVAC systems

e Plumbing and electrical

e Foundation and structure
e Windows and doors

This helps buyers understand the home's true condition
and make informed decisions.

&

Common Issues

Common Local Issues

Every region has typical concerns. In the Joplin area,
inspectors often flag:

e Roof wear from weather events — Hail and wind
damage are common

e Crawlspace moisture — Humidity and drainage
issues

e Older electrical systems — Outdated panels or
wiring

e HVAC maintenance concerns — Age and service
history matter

Knowing these in advance helps you prepare responses

and negotiate effectively.

@

Appraisals

Appraisals

Ordered by the buyer's lender, the appraisal confirms the
home's value supports the loan amount.

Appraisers rely heavily on comparable sales and may
require additional documentation for:

e Unique homes with few comps

e Rural properties

e Homes with significant upgrades

If the appraisal comes in low, we have strategies to
address it — but preparation is key.

(JJ Pro Tip: | prepare upgrade lists, maintenance records, and supporting information so nothing important is overlooked. Documentation strengthens your position and helps

appraisers see the full value of your home.



Step 6: Avoiding Costly Surprises

One of the biggest mistakes sellers make is skipping a pre-listing inspection. It might seem like an unnecessary expense, but it's one of the smartest investments

you can make before putting your home on the market.

Identify Issues Early Address Simple Repairs in Reduce Renegotiations Avoid Contract Problems

Find potential problems before buyers Advance Pre-listing inspections minimize Deals fall apart when unexpected

do. This puts you in control of the Fix minor issues on your timeline and surprises during the buyer's issues arise. Proactive preparation

narrative and gives you time to make budget. Buyers often inflate repair inspection. Fewer surprises mean keeps transactions moving smoothly

informed decisions. costs in negotiations — handling them  fewer requests for concessions or and protects your closing date.
upfront can save thousands. price reductions.

Preparation leads to smoother transactions and fewer surprises. Sellers who invest in pre-listing inspections consistently report less stress, faster closings,
and better outcomes. It's about control — knowing what you're working with before buyers start making demands.



Insider Tips from a Local Pro

After years of helping Joplin-area homeowners successfully sell their homes, I've learned what truly makes a difference. These aren't generic real
estate tips — these are insights from real transactions, real negotiations, and real results.

Staging Still Matters

Clean, neutral spaces help buyers visualize
living in the home. Even simple staging —
removing personal items, rearranging
furniture, and adding fresh touches — can
increase perceived value and speed up the
sale.

B

Timing Matters — But Strategy
Matters More

Yes, spring and early summer are
traditionally busy. But well-priced, well-
prepared homes sell year-round. Waiting
for the "perfect" season often means
missing opportunities. The right strategy
beats timing every time.

,

Transparency Protects You

Complete, honest disclosures build trust
with buyers and reduce legal risk. If you
know about an issue, disclose it. Buyers
appreciate honesty, and it protects you
from post-closing disputes. Transparency
is always the best policy.

These principles have guided countless successful sales. They're not flashy, but they work — and they protect sellers from costly mistakes that can

derail a transaction or reduce their net proceeds.




What Working With Me Looks Like

Selling a home is a transition — not just a transaction. My role is to help you navigate it informed, confident, and supported every step of the way.

Clear Explanations — NoJargon

Real estate has its own language, and | translate it into plain English. You'll understand every step of the process, every contract clause, and every
decision point. No question is too small.

Honest Feedback

| won't tell you what you want to hear — I'll tell you what you need to know. If your price expectations aren't aligned with the market, I'll explain

why with data and examples. Honest feedback protects your interests.

A Plan Tailored to Your Goals

Your timeline, your priorities, and your situation shape everything we do. Whether you need to sell quickly or have time to wait for the right offer,
we'll build a strategy that works for you — not the other way around.

Guidance, Not Pressure

| treat selling as a process, not a pitch. You'll never feel rushed or pushed into decisions. My job is to provide information, guidance, and support
— the decisions are always yours to make.

When you work with me, you're not just getting an agent — you're getting a partner who's invested in your success, your peace of mind, and your

financial outcome. I'm here to make this transition as smooth and stress-free as possible.




Your Next Step — No Pressure, Just Clarity

If selling is on your radar — even if it's months away — the most helpful next step is understanding where your home stands in today's market. Knowledge gives you options,
confidence, and control over your timeline.

Free, No-Obligation Home Value & Selling Strategy Review

| offer a comprehensive review that includes:

e Recent comparable sales — Real data from your neighborhood

e Neighborhood-specific trends — What's happening in your local market
e Buyer demand insights — Who's looking and what they're prioritizing

e A customized plan for your home — Tailored preparation and pricing guidance

Let's Connect

Call/Text: 417-438-5018 .
. Michelle Clemons
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MichelleClemonsRealtor.com
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Have you seen what | posted on Facebook?

Charles Burt Realtors | 417-782-1234

‘ Experience matters. Guidance matters. And having the right plan makes all the difference.
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