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H O M E  S E L L I N G  S I M P L I F I E D
Welcome! You are about to embark on the exciting
journey of selling your home. Whether it is your
first home or tenth home, a retirement home or
investment property, I will make your home-selling
journey a great experience. I can help you sell your
home with the least amount of hassle, and I am
devoted to using the expertise and full resources of
my team to achieve these results! Selling a home is
a very important decision and a big undertaking in
your life. In fact, most people only choose a few
homes in their entire lifetime. I am going to make
sure that you are well-equipped and armed with up-
to-date information for your big decision. I am
prepared to guide you through every phase of the
home-selling process. 

C A R E Y  K A N A V E L  B R O K E R

CAREY@LIVELOVEMONTANA.COM 

406.880.2335

 

mailto:carey@cmpmontana.com


LOOKING TO SELL
A HOME IN
MONTANA?

I’ve got you covered.
IN ANY MARKET, WITH ANY TIME FRAME, FIRST TIME

HOME SELLER, COMMERCIAL NEEDS,  OR EXPERIENCED

SELLER,  I CAN’T WAIT TO HELP YOU SELL YOUR  HOME

OR  PROPERTY.



It was sheer luck we got Carey the day we called and we could not be more appreciative and

thankful for her knowledge, guidance, over the top helpfulness....we could go on and on! 

 Kevin and Michelle B.

Excellent, would definitely recommend Carey again! 

Ron and Sherry S

Carey was extremely helpful and knowledgeable. I moved from out of state across the country and

she made it so easy. She is a great realtor and an even better person. 

Tom K

Carey was very professional and had great local knowledge. She returned messages quickly

and put together an extensive list of properties that matched my needs. I've purchased a few

properties and never had a better experience - Carey was top notch from start to close, highly

recommend! 

Todd R.





Giving your home a much-needed online presence through the Multiple Listing Service (MLS)

Developing a strategy for marketing your home to their extensive network of buyers and agents

Limited Exposure

If you really want to sell your home, you need buyers.  An experienced real estate agent exposes your home to

thousands of potential buyers by:

Unintentional Mishaps

Your home is your largest asset. Even small mistakes can cost you big. A top-notch agent probably sold more

homes last week than you’ve sold in a lifetime. They’ve seen everything and can navigate through pitfalls and

paperwork you never saw coming. That kind of expertise is worth its weight in gold.

You need a Comparative Market Analysis (CMA)

Let’s face it, your home is worth what someone is willing to pay for it. The best way to get an idea about that

number is to compare recent sales of homes like yours in your area. Your real estate agent has access to all of

this information and can provide a comparative market analysis to help you get top dollar for your home in the

least amount of time. A CMA is a detailed report that compares homes near you that are on the market or

were recently sold. The goal is to find homes that are most like yours. This helps your agent to better predict

what buyers will pay for your home. Your CMA will offer pages and pages of information and will usually

feature photos and a location map of all the properties. With this information in hand, you can work with Carey

to set a competitive price based on fact, not emotion. Now for the good stuff....



https://www.fortunebuilders.com/the-home-buying-process/
http://money.cnn.com/2017/04/27/real_estate/home-prices-sellers-market/index.html


Selling your home is a big deal—there’s a lot on the line. Obviously, you’d like to know if your
home will sell for enough money before planting a “For Sale” sign in your yard. So let’s do a little

math to figure out how much you can expect to make by selling your home.

First, determine how much equity you have. Equity
is how much of your home you actually own, as
opposed to what your lender owns. To calculate
equity, simply subtract your mortgage balance from
the current market value of your home. If your home
is worth $200,000 and you owe $120,000 on your
mortgage, you’d have $80,000 in equity.

Market Value ($200,000) - Mortgage Balance
($120,000) = Home Equity ($80,000)

Now we need to factor closing costs into the equation
since they cut into your proceeds of the overall home
sale. These typically cover fees like agent commission,
title insurance and prorated interest and taxes.

A seller’s share of the closing costs is typically 1–3% of
the home’s sale price.(1) If we use our example, that
means you could deduct as much as $6,000 from your
proceeds to cover closing costs. That would leave you
with $74,000, which you could use toward your next
house.

Home Equity ($80,000) - Closing Costs ($6,000) =
Sale Proceeds ($74,000)

STEP 2: KNOW HOW MUCH YOUR HOME IS WORTH
PRICE IT ACCORDINGLY

https://www.realtor.com/advice/buy/reduce-closing-costs/


CAREY will present to you a concise marketing strategy, such as listing on the MLS, hosting
open houses, and sending out targeted campaigns. 

However, sellers should participate in the marketing process,  and tap into their networks to
find interested buyers. We will go over any and all strategic plans and Carey will answer any
questions you may have. 

STEP 3: UNDERSTAND YOUR MARKETING PLAN

STEP 4: 
PREPARE YOUR HOME
So you’re ready to get your home looking its
best for potential buyers. What does “looking
its best” mean? You already dusted your
shelves and vacuumed your carpets. But if you
want to stay calm and confident about selling
your home for top dollar staging is a must.
Staging makes rooms appear bigger, gives a
home a high-end feel, accentuates the
positives and downplays the negatives.
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Carey will work closely with you to prepare for upcoming open houses. Typically, the agent
will show the property professionally to interested buyers in the homeowner’s absence.

STEP 5: PREPARE FOR OPEN HOUSES 
AND PRIVATE SHOWINGS

STEP 6: DO NOT BE AFRAID TO NEGOTIATE
The great thing about selling a home in a seller’s market is that there is often room for
negotiation. If your property is in a desirable location and is priced well, you will most likely
have several competing offers. Work with your agent to negotiate on your behalf to make
and accept the best possible counter-offer.

STEP 7: WAIT OUT THE ESCROW PERIOD
Once a seller and buyer have reached a purchase agreement, they will enter into a period
called escrow. During this time, the buyer and seller will await the closing and move-out
date and address duties such as ordering a title report, scheduling an appraisal, and
conducting a property inspection.

STEP 8: MEET WITH THE PROPERTY APPRAISER
The buyer’s prospective lender will typically require a property appraisal to make sure that
the negotiated purchase price was fair and parallelled to the actual property value. Be sure
to keep your property clean and organized before the appraisal appointment, and be sure
to cooperate fully with the appraiser. Be sure to ask your agent regarding your rights in case
the buyer chooses to back out based on appraisal results.

STEP 9: HELP OUT WITH THE PROPERTY INSPECTION
In today’s day and age, property inspections are an oft-opted for purchase agreement
contingency. Inspections help buyers confirm that they are purchasing a home that is truly
in the condition for which it appears. If the property inspector discovers a serious
underlying issue, which can range from cracks in the foundation to plumbing that needs
replacement, the buyer reserves the right to back out of the deal if they are not
comfortable with the results. Once all contingencies are met, be sure to ask the buyer to lift
contingencies in writing.

STEP 10: PREPARE FOR CLOSING
Both home buyers and sellers can start breathing sighs of relief as they cross off their
checklists and approach the closing date. Carey will prepare you by walking you through all
the documentation and paperwork you will be reading and signing during the closing
meeting. Prepare yourself to read and sign a large stack of documents with fine print. Once
everything is signed and verified by all parties, the property has officially been sold.

https://www.fortunebuilders.com/contingency-rules-first-time-homebuyers/


OVERVIEW OF THE 
SELLING PROCESS

2. PRICE YOUR HOME 
COMPETITIVELY

 MEET WITH LISTING AGENT1.

3. UNDERSTAND YOUR 
MARKETING PLAN

4.  PREPARE YOUR HOME
 FOR SALE

» Carey will be guiding you through the entire listing
process. You have chosen wisely. She will inform you,
communicate well and serve as your advocate through
the entire process. 

» Carey will  provide a  competitive market analysis to
help determine the best possible listing price. The
biggest mistake sellers can make is overpricing their
property, which may cause it to sit on the market for
longer than expected. 

» Carey will help determine a marketing plan that
will help your listing stand out from the competitors
properties and keep you informed every step of the
way.

» Leave the hard work to Carey. She has the
expertise on how to best show your property.
Allowing your agent to use a lockbox will help
schedule more showings. 



7. OPEN ESCROW

6.  NEGOTIATE THE FINAL
PRICE

8. APPRAISAL

9.  COOPERATE WITH HOME
INSPECTION

» Carey will negotiate on your behalf, and can guide
both parties to an agreeable price point. 

» Once the purchase agreement is signed Carey
will open escrow and order a title report. The
buyer and seller will work together to pick a
closing and move-out date.

» It is a good rule of thumb to clean and
organize the property in advance of any home
selling appointments. The buyer is entitled to
back out if appraisal results are negative, so be
sure to ask your agent about your rights and
alternative actions if a worst-case scenario were
to occur. 

»Once the closing date arrives, your agent will
help walk you through the required
documentation and paperwork. Once the
paperwork is verified and signed by all
properties, the property is officially sold!





CLOSING  &  BEYOND



CHECKLIST





 

 
 
 

 


