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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! YoX are aboXW Wo embark on Whe e[ciWing
joXrne\ of Velling \oXr home. WheWher iW iV \oXr
firVW home or WenWh home, a reWiremenW home or
inYeVWmenW properW\, I Zill make \oXr home-Velling
joXrne\ a greaW e[perience. I can help \oX Vell \oXr
home ZiWh Whe leaVW amoXnW of haVVle, and I am
deYoWed Wo XVing Whe e[perWiVe and fXll reVoXrceV of
m\ Weam Wo achieYe WheVe reVXlWV! Selling a home iV
a Yer\ imporWanW deciVion and a big XnderWaking in
\oXr life. In facW, moVW people onl\ chooVe a feZ
homeV in Wheir enWire lifeWime. I am going Wo make
VXre WhaW \oX are Zell-eqXipped and armed ZiWh Xp-
Wo-daWe informaWion for \oXr big deciVion. I am
prepared Wo gXide \oX WhroXgh eYer\ phaVe of Whe
home-Velling proceVV. 

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?

IńYe goW \oX coYeUed.
IN ANY MARKET, WITH ANY TIME FRAME, FIRST TIME

HOME SELLER, COMMERCIAL NEEDS,  OR EXPERIENCED

SELLER,  I CANńT WAIT TO HELP YOU SELL YOUR  HOME

OR  PROPERTY.



IW ZaV Vheer lXck Ze goW Care\ Whe da\ Ze called and Ze coXld noW be more appreciaWiYe and

WhankfXl for her knoZledge, gXidance, oYer Whe Wop helpfXlneVV....Ze coXld go on and on! 

 KeYin and Michelle B.

E[cellenW, ZoXld definiWel\ recommend Care\ again! 

Ron and Sherr\ S

Care\ ZaV e[Wremel\ helpfXl and knoZledgeable. I moYed from oXW of VWaWe acroVV Whe coXnWr\ and

Vhe made iW Vo eaV\. She iV a greaW realWor and an eYen beWWer perVon. 

Tom K

Care\ ZaV Yer\ profeVVional and had greaW local knoZledge. She reWXrned meVVageV qXickl\

and pXW WogeWher an e[WenViYe liVW of properWieV WhaW maWched m\ needV. I'Ye pXrchaVed a feZ

properWieV and neYer had a beWWer e[perience - Care\ ZaV Wop noWch from VWarW Wo cloVe, highl\

recommend! 

Todd R.





GiYing \oXr home a mXch-needed online preVence WhroXgh Whe MXlWiple LiVWing SerYice (MLS)

DeYeloping a VWraWeg\ for markeWing \oXr home Wo Wheir e[WenViYe neWZork of bX\erV and agenWV

LimiWed E[poVXre

If \oX reall\ ZanW Wo Vell \oXr home, \oX need bX\erV.  An e[perienced real eVWaWe agenW e[poVeV \oXr home Wo

WhoXVandV of poWenWial bX\erV b\:

UninWenWional MiVhapV

YoXr home iV \oXr largeVW aVVeW. EYen Vmall miVWakeV can coVW \oX big. A Wop-noWch agenW probabl\ Vold more

homeV laVW Zeek Whan \oXńYe Vold in a lifeWime. The\ńYe Veen eYer\Whing and can naYigaWe WhroXgh piWfallV and

paperZork \oX neYer VaZ coming. ThaW kind of e[perWiVe iV ZorWh iWV ZeighW in gold.

YoX need a ComparaWiYe MarkeW Anal\ViV (CMA)

LeWńV face iW, \oXr home iV ZorWh ZhaW Vomeone iV Zilling Wo pa\ for iW. The beVW Za\ Wo geW an idea aboXW WhaW

nXmber iV Wo compare recenW ValeV of homeV like \oXrV in \oXr area. YoXr real eVWaWe agenW haV acceVV Wo all of

WhiV informaWion and can proYide a comparaWiYe markeW anal\ViV Wo help \oX geW Wop dollar for \oXr home in Whe

leaVW amoXnW of Wime. A CMA iV a deWailed reporW WhaW compareV homeV near \oX WhaW are on Whe markeW or

Zere recenWl\ Vold. The goal iV Wo find homeV WhaW are moVW like \oXrV. ThiV helpV \oXr agenW Wo beWWer predicW

ZhaW bX\erV Zill pa\ for \oXr home. YoXr CMA Zill offer pageV and pageV of informaWion and Zill XVXall\

feaWXre phoWoV and a locaWion map of all Whe properWieV. WiWh WhiV informaWion in hand, \oX can Zork ZiWh Care\

Wo VeW a compeWiWiYe price baVed on facW, noW emoWion. NoZ for Whe good VWXff....



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


Selling \oXr home iV a big dealłWhereńV a loW on Whe line. ObYioXVl\, \oXńd like Wo knoZ if \oXr
home Zill Vell for enoXgh mone\ before planWing a ņFor SaleŇ Vign in \oXr \ard. So leWńV do a liWWle

maWh Wo figXre oXW hoZ mXch \oX can e[pecW Wo make b\ Velling \oXr home.

FirVW, deWermine hoZ mXch eqXiW\ \oX haYe. EqXiW\
iV hoZ mXch of \oXr home \oX acWXall\ oZn, aV
oppoVed Wo ZhaW \oXr lender oZnV. To calcXlaWe
eqXiW\, Vimpl\ VXbWracW \oXr morWgage balance from
Whe cXrrenW markeW YalXe of \oXr home. If \oXr home
iV ZorWh $200,000 and \oX oZe $120,000 on \oXr
morWgage, \oXńd haYe $80,000 in eqXiW\.

MarkeW ValXe ($200,000) - MorWgage Balance
($120,000) = Home EqXiW\ ($80,000)

NoZ Ze need Wo facWor cloVing coVWV inWo Whe eqXaWion
Vince Whe\ cXW inWo \oXr proceedV of Whe oYerall home
Vale. TheVe W\picall\ coYer feeV like agenW commiVVion,
WiWle inVXrance and proraWed inWereVW and Wa[eV.

A VellerńV Vhare of Whe cloVing coVWV iV W\picall\ 1Ł3% of
Whe homeńV Vale price.(1) If Ze XVe oXr e[ample, WhaW
meanV \oX coXld dedXcW aV mXch aV $6,000 from \oXr
proceedV Wo coYer cloVing coVWV. ThaW ZoXld leaYe \oX
ZiWh $74,000, Zhich \oX coXld XVe WoZard \oXr ne[W
hoXVe.

Home EqXiW\ ($80,000) - CloVing CoVWV ($6,000) =
Sale ProceedV ($74,000)

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

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


CAREY Zill preVenW Wo \oX a conciVe markeWing VWraWeg\, VXch aV liVWing on Whe MLS, hoVWing
open hoXVeV, and Vending oXW WargeWed campaignV. 

HoZeYer, VellerV VhoXld parWicipaWe in Whe markeWing proceVV,  and Wap inWo Wheir neWZorkV Wo
find inWereVWed bX\erV. We Zill go oYer an\ and all VWraWegic planV and Care\ Zill anVZer an\
qXeVWionV \oX ma\ haYe. 

STEP 3: UNDERSTAND YOUR MARKETING PLAN

STEP 4: 
PREPARE YOUR HOME
So \oXńre read\ Wo geW \oXr home looking iWV
beVW for poWenWial bX\erV. WhaW doeV ņlooking
iWV beVWŇ mean? YoX alread\ dXVWed \oXr
VhelYeV and YacXXmed \oXr carpeWV. BXW if \oX
ZanW Wo VWa\ calm and confidenW aboXW Velling
\oXr home for Wop dollar VWaging iV a mXVW.
SWaging makeV roomV appear bigger, giYeV a
home a high-end feel, accenWXaWeV Whe
poViWiYeV and doZnpla\V Whe negaWiYeV.
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Care\ Zill Zork closel\ Zith \ou to prepare for upcoming open houses. T\picall\, the agent
Zill shoZ the propert\ professionall\ to interested bu\ers in the homeoZnerńs 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 sellerńs market is that there is often room for
negotiation. If \our propert\ is in a desirable location and is priced Zell, \ou Zill most likel\
haYe seYeral competing offers. Work Zith \our agent to negotiate on \our behalf to make
and accept the best possible counter-offer.

STEP 7: WAIT OUT THE ESCROW PERIOD
Once a seller and bu\er haYe reached a purchase agreement, the\ Zill enter into a period
called escroZ. During this time, the bu\er and seller Zill aZait the closing and moYe-out
date and address duties such as ordering a title report, scheduling an appraisal, and
conducting a propert\ inspection.

STEP 8: MEET WITH THE PROPERTY APPRAISER
The bu\erńs prospectiYe lender Zill t\picall\ require a propert\ appraisal to make sure that
the negotiated purchase price Zas fair and parallelled to the actual propert\ Yalue. Be sure
to keep \our propert\ clean and organi]ed before the appraisal appointment, and be sure
to cooperate full\ Zith the appraiser. Be sure to ask \our agent regarding \our rights in case
the bu\er chooses to back out based on appraisal results.

STEP 9: HELP OUT WITH THE PROPERTY INSPECTION
In toda\ńs da\ and age, propert\ inspections are an oft-opted for purchase agreement
contingenc\. Inspections help bu\ers confirm that the\ are purchasing a home that is trul\
in the condition for Zhich it appears. If the propert\ inspector discoYers a serious
underl\ing issue, Zhich can range from cracks in the foundation to plumbing that needs
replacement, the bu\er reserYes the right to back out of the deal if the\ are not
comfortable Zith the results. Once all contingencies are met, be sure to ask the bu\er to lift
contingencies in Zriting.

STEP 10: PREPARE FOR CLOSING
Both home bu\ers and sellers can start breathing sighs of relief as the\ cross off their
checklists and approach the closing date. Care\ Zill prepare \ou b\ Zalking \ou through all
the documentation and paperZork \ou Zill be reading and signing during the closing
meeting. Prepare \ourself to read and sign a large stack of documents Zith fine print. Once
eYer\thing is signed and Yerified b\ all parties, the propert\ has officiall\ 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

t 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. 

t 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. 

t 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.

t 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

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

t 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.

t 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. 

tOnce 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
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