
Home Seller’s Guide
A Helpful Guide to Assist you in Making your New Move Run Smoothly!
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PREPARING YOUR HOME
FOR SHOWING

Curb Appeal
The first impressions and curb appeal 
play an important role in selling your 
home. Knowing how to prepare your 
home for showing is crucial. 

You should first make necessary repairs in 
order to make your home look its best. Don’t 
invest in overly expensive or large-scale 
improvements, such as room additions. Your 
return on these investments is not good. It’s 
easier and less costly to disclose any problem 
areas and make price adjustments accordingly. 
You should, however, invest money in 
cleaning and painting. How you decorate your home is not nearly as much of a factor as opposed to how clean it is or its condition. 
Be objective about it. If you immediately notice cracks or peeling paint, you can be sure the buyer will also notice. In general, the 
appearance must be clean and neat throughout. Little touches go a long way when it comes to providing curb appeal.

• Adding flowers to the front of your home is an inexpensive way to dress it up.

• Be sure that the lawn is trimmed, the driveway is clean, and the garage doors stay closed.

• Be sure the front door is clean and freshly painted, if necessary.

• Perform needed work on window-sills and screens.

• Where possible, open draperies to brighten house up.

• A fire in the fireplace and cookies in the oven make a home more appealing. Fresh flowers are also beneficial.

• Eliminate any cracked plaster, loose boarding, or otherwise unsightly features.

• Make kitchens and bathrooms sparkle. Fresh towels, attractive shower curtains and clean area rugs help to spruce up bathrooms.

• Remove furniture from crowded rooms.

• Pack up knickknacks and paperwork to create an uncluttered atmosphere.

• Dishes should be put away and counter-top appliances hidden.

• Carpets and area rugs should be cleaned.

• Throw out items you haven’t used in the last year. This will make moving easier as well!

• Turn on the lights in every room to show your home at its best! Use lamps rather than overhead lighting wherever possible.

• Children and pets should not be around during the showing, as they tend to distract buyers. Large dogs, in particular, should be 
   contained to avoid intimidation.

• Be prepared to show your home at the buyer’s convenience. With the busy schedules many people have, you may not get 
   a second opportunity.
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CHECKLIST 
OF HOME REPAIRS
Exterior

❑ The Condition of the paint

❑ Doors that “stick” when opening

❑ Bricks firmly in place?

❑ Doorbell in good condition?

❑ Roof in good repair?

❑ Window screens in good condition?

❑ Fence paint attractive?

❑ Trash cans out of sight?

❑ Trees and shrubs trimmed?

❑ Workbench free of tools, etc?

❑ Driveway cleared of vehicles?

❑ Pool and spa clean and in good condition?

❑ Doorknobs polished and working properly?

❑ Stucco free of cracks?

❑ Front entry clean (door mats and entry rugs)?

❑ Gutters clean?

❑ Windows cleaned, caulked and working properly?

❑ Exterior lights working?

❑ Sidewalks free of clutter, toys, etc.?

❑ Lawn green? Mowed and trimmed?

❑ Flower beds need attention?

❑ Garage door working properly?

❑ Auto stains in driveway wiped up?

❑ Pool equipment working properly?

Living Room

❑ Paint on walls and ceilings in good condition?

❑ Flooring in good condition?

❑ Window Treatments fresh? (Draperies clean, 
       blinds dusted?)

❑ Room uncluttered?

❑ Fireplace clean with wood stacked neatly?

Bedrooms

❑ Paint in good condition?

❑ Flooring in good condition?

❑ Window Treatments fresh? (Draperies clean, 
       blinds dusted?)

❑ Room uncluttered? Closets neat and clean?

❑ Light fixtures or lamps in proper working order?

Kitchen

❑ Ceiling and walls clean?

❑ Sink clean and in good repair? Leaky faucet?

❑ Oven clean?

❑ Appliances in good condition?

❑ Flooring in good condition?

❑ Counter tops in good condition and uncluttered?

❑ Stove top clean with fresh drip pans?

❑ Pantry neat and organized?
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CHECKLIST 
OF HOME REPAIRS CONT.

5

Seller’s Guide

Entry Hall

❑ Clean and attractive?

❑ Light fixtures in proper working order?

❑ Uncluttered? (Remove coat racks and any 
       “dust catchers”)

Laundry Room

❑ Washer and dryer neat and free of dust?

❑ Floor clean?

❑ Light working properly?

Bathrooms

❑ Paint in good repair? (Check for water spots)

❑ Flooring clean and free of grout stains, etc.?

❑ Fixtures working properly?

❑ Showers, sinks, tubs, toilets cleaned and unstained?

❑ Wallpaper, if any, in good condition?

❑ Cabinets and closets clean and organized?

❑ Caulking in good condition?

❑ Shower curtain or glass enclosure clean, attractive?

WHEN THE AGENT 
SHOWS THE HOUSE...
Three’s a crowd! - Avoid having too many people present during 
inspections. The potential buyer will feel like an intruder and will hurry 
through the house.

Music is mellow... - But not when you show a house. Turn off the 
blaring radio and television. Let the salesperson and buyer talk, free of 
disturbances

Pets underfoot - Keep them out of the way, preferably out of the house.

Silence is golden! - Be courteous, but don’t force conversation with the 
potential buyer. He wants to inspect your house, not pay a social visit.

Be it ever so humble... - Never apologize for the appearance of your home. After all, it has been lived in. Let the trained 
salesperson answer any objections. This is their job.

In the background... - The salesperson knows the buyer’s requirements and can better emphasize the features of your home 
when you don’t tag along. You will be called if needed.

Why put the cart before the horse? - Trying to dispose of furniture and furnishings to potential buyers before they purchase 
the house often impedes the sale.

A word to the wise. - Let your REALTOR® discuss price, terms, possession and other factors with the customer. They are 
ultimately qualified to bring negotiations to a favorable conclusion.

Let there be light! - Turn on every light in the house (day or night) and open every drape and blind (daytime only).

Mom’s cooking - Heat some cookies slowly in the oven, heat a pan on the stove and then add a few drops of vanilla, or allow 
a light, pleasant-smelling candle to burn.  



WHAT A REALTOR 
CAN DO FOR YOU
Only a real estate professional who 
belongs to the National Association 
of REALTORS® may be called a 
REALTOR®. A REALTOR® is bound by 
a strict code of ethics and pledges to 
protect and promote the interest of 
the parties involved in a transaction 
by providing fair treatment.

 In addition:
 

	 •	A	REALTOR® is  knowledgeable of market conditions and has access to information not easily available to 

  the general public.

	 •	A	REALTOR®  knows how to advertise to achieve maximum exposure to your property. REALTORS® belong 

  to the local Multiple Listing Service (MLS) and can ensure that your property will be listed there. MLS is 

  used by other REALTORS® when searching for properties for prospective buyers.

	 •	A	REALTOR® understands competitive pricing.

	 •	A	REALTOR	has	many	tips	on	how	to	“stage” your home for viewing.

	 •	A	REALTOR® can make you aware of all the complexities of a real estate transaction.

	 •	A	REALTOR® has access to many potential buyers.

	 •	A	REALTOR® frees you from the hassle of showing your home, handling phone inquiries, as well as  

  negotiations of the contract, and will show your property to only serious and qualified buyers. 

	 •	A	REALTOR® will remain objective when presenting offers and counter-offers. Homeowners are 

  often emotionally tied to their homes and can cost themselves thousands of dollars by not 

  remaining objective.

	 •		A	REALTOR® carries Errors and Omissions (E & O) Insurance.
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SAFETY TIPS 
TO PROTECT YOUR HOME!
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 • Keep interior lights on while you  
     are away.

 • Make sure all windows are  
      protected with secure locks.

 • Secure windows and sliding glass  
     doors with a steel or wood brace.

 • Keep bushes and trees trimmed  
      to prevent possible hiding places.

 • Keep emergency numbers near all  
      telephones. 

 • It is not advisable to leave a key hidden 
  outside of your home. If absolutely necessary,  place the key in a very discrete location.

 • Don’t leave your keys out, whether in your home, office, etc. Someone could steal or  
  duplicate them.

 • Make sure you have accessible, working flashlights.

 • Leave the television or radio on to give the appearance of someone being at home.

 • Keep your garage door closed and the entry door from your garage into your house  
  locked.

 • Consider getting a dog; barking dogs usually discourage burglars.

 • Install the following safety features:

  	 •	Dead	bolt	locks	on	all	entry	doors

	 	 	 •	Motion	detection	light	outside

	 	 	 •	Secure	entry	doors	(solid	wood	or	steel)

	 	 	 •	A	security	system

 • Leave your family name off of your door and mailbox 
	 	 A	well-known	burglary	tactic	is	to	call	“Information”	to	obtain	the	homeowner’s 
	 	 telephone	number.



HOME PRICING 
INFORMATION
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Pricing YOUR Home
Without a doubt, of all the mistakes that a seller can make, mispricing the home is 
the most harmful and costly!
Price the home too low, the home will sell, and probably even sell quickly. However, you will lose money that is 
rightfully yours. Price the property too high and it will not sell. The home will continue to cost you money in the form 
of interest, repairs and upkeep. More importantly, you may experience severe mental and emotional stress that can 
be much more costly in the long run.

Why Must You Price Properly?
There are four reasons for pricing your home correctly from day one of your listing:
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Time
Chances are that your home will ultimately sell at its fair market 

value. Pricing it properly at the onset simply increases the 

likelihood of a timely sale with less inconvenience and greater 
monetary return.

Competition
Buyers educate themselves by viewing 

many properties and they will always look 

at a range of homes priced competitively. 

They know, or learn very quickly, what is a 
fair price. If your home is not competitive 
in value with those they have seen in the 
same price range, it simply will not sell.

Reputation
Overpricing causes most homes to remain 
on the market too long. Buyers and agents 
become aware of the long exposure 
period and are often hesitant to make 
an offer because they fear something 
is wrong with the property. Clean, well-
prepared homes which are on the market 
for a long period of time, historically sell 
for less than their fair market value.

Inconvenience
If overpricing keeps your home from 

selling promptly, you may end up owning 

two homes, the one you are trying to 

sell and the new home you have already 
purchased. This is costly.

Statistics have shown that the agent’s and the buyer’s interest 
is highest when a home is first placed on the market. Pricing 
a home properly and then creating an immediate urgency 
in the minds of agents and buyers is critical. For assistance in 
determining the value of your property, ask your REALTOR to 
prepare a Competitive Market Analysis.
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WHAT WE DO FOR YOU 
WHEN YOU ARE SELLING A HOME
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In the State of Nevada, title companies perform a dual function. 
We issue policies of title insurance and act as a settlement or 
Escrow Agent.

We Issue Title Insurance:

Owner’s Policy

Protects the buyer against loss incurred if defects in title appear.  In general, it is said that a owner’s policy provides 

the buyer with protection against adverse matters that affect the title to his or her property.

Lender’s Policy

Protects the lender’s interest much like an owner’s policy protects a buyer’s interest. However, lenders usually insist 

on more extensive coverage than buyers. In general, the lender is concerned with protection against title defects 

and with the priority of its recorded loan.

We Act as a Settlement or Escrow Agent
This is a very involved portion of the transaction. We accumulate documents, funds, and information for your 

closing. When all necessary parts are in place, the closing will happen according to the buyer’s and seller’s written 

instructions. Because of this, they may do their part of the closing at different times. There is no need to gather 

together at a closing table to complete the transaction.



IMPORTANT 
HOME INSPECTIONS
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What are the 
Benefits of a 
Home Inspection 
Company?

Handling real estate disclosure 
issues has often been a trying task 
for homeowners. Many buyers use 
an inspection company to handle 
the process. A professional home 
inspector’s services can benefit both 
a buyer and a seller.

The key is to hire someone who is 
familiar with all facets of construction. 
One way to qualify a potential inspector is to insist that he/she be a member of the 
American Society of Home Inspectors (ASHI) and licensed by the State of Nevada. ASHI 
is a national trade organization that sets standards for inspectors and ensures that 
members follow those standards. Be aware that there are contractors who will offer to do 
a home inspection for a nominal fee. Often, they will discover unknown “problems” which 
they will write in a full property inspection report. Make sure the inspection company is 
referred by someone you trust and that all quotes for repair are in writing.

The cost of a typical home inspection is usually between $250-$400

Must I Have a Termite Inspection?

A termite inspection and the repair of damages has been a 
requirement of home sales for a long time. In practically every 
state, termite inspectors are licensed and their written report of 
the inspection is required to be registered.

The cost of a typical termite inspection is usually between 
$50-$70. The cost of termite treatment is based on the size of the house, and the 
extent of the damage.



Home Warranties
A home warranty is an insurance policy that covers a variety of mechanical, electrical, and plumbing items, as 
well as some appliances inside the home. Coverage is also available for more expensive systems such as air 
conditioners, refrigerators, pools and spas.

You may purchase a home warranty policy prior to selling to protect against repairs needed during the listing 
period, and the buyer may be able to assume the policy at the close of escrow. You may also offer to purchase a 
home warranty policy for the buyer, which may provide these benefits:

	 •	Increase	the	marketability	of	your	home	by	reassuring	potential	buyers.

	 •	Help	sell	your	home	faster	and	at	a	higher	price.

	 •	Ward	off	potential	disputes	after	the	sale	for	repair	and/or	replacement 
   of covered items.

Most home warranty policies can be paid for at the close of escrow. A copy of the invoice is presented to the 
title company and it becomes part of the seller’s closing costs.
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MISCELLANEOUS 
INFORMATION

Paying Off Your Existing Loans
Your existing loan will be paid off at close of escrow (unless assumed by the Buyer). You will need to furnish complete information 
to your Escrow Officer on each loan against your property. Please be prepared to provide the name of the lender, the loan number, 
address and phone number of lender, as well as your social security number. 

Your Escrow Officer will need this information to order the loan payoff statement. If there is a Homeowner’s Association affiliated 
with your property, the Escrow Officer will also need the phone number of the management company or HOA contact. All of this 
information will help to ensure the timely closing of the escrow.

Disclosures and Contingencies
During the process of selling your property, you will be asked to fill out a Seller’s Property Disclosure Statement (SPDS) form. This is 
required by the Nevada Association of REALTORS® purchase contract. In this document, you will inform the buyer of any significant 
facts you have about the condition of the property.

There may be various contingency dates in your real estate sales contract. You should be very aware of these and be sure that the 
actions required are performed in a timely manner. Stay closely in touch with your real estate agent regarding these important dates.
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CLOSING COST GUIDE 
WHO PAYS WHAT?
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The Seller Can Generally 
Expect to Pay For:

•	Owner’s	Title	Insurance	premiums

•	Real	Estate	Commission

•	1/2	of	the	Escrow	fee	(except	VA)*

•	Any	loan	fees	required	by	buyer’s	lender 
  (according to contract)

•	Payoff	all	loans

•	Interest	accrued	to	lender	being	paid	off,	statement	fees,	 
   reconveyance fees and any prepayment penalties

•	Termite	work	(according	to	contract)**

•	Home	warranty	(according	to	contract)

•	Any	judgements,	tax	liens,	etc.	against	the	seller

•	Recording	charges	to	clear	all	documents	of	record 
   against the seller

•	Tax	proration	(for	any	taxes	unpaid	at	the	time	of 
   transfer of title)

•	Any	unpaid	homeowners	association	dues

•	Any	bonds	or	assessments	(according	to	contract)

•	Any	and	all	delinquent	taxes

The Buyer Can Generally 
Expect to Pay For:

•	Lender’s	Title	policy	premiums

•	1/2	of	the	Escrow	Fee	(except	VA)*

•	Document	preparation	(if	applicable)

•	Notary	Fees	(if	applicable)

•	Recording	charges	for	all	documents	in	buyers	names

•	Homeowners	Association	Transfer	Fee

•	All	new	loan	charges	(except	those	required	by	lender 
   for seller to pay)

•	Interest	on	new	loan	from	date	of	funding	to	30	days 
   prior to first payment date.

•	Home	warranty	(according	to	contract)

•	Fire	insurance	premium	for	first	year.

•	All	pre-paids

* On VA loans, the entire escrow fee must be paid by the Seller

** Termite inspection is placed in escrow by the BUYER but the 
     cost is negotiable.

This list is not necessarily all-inclusive and all the services for which payment 
may be allowable or non-allowable may not be identified.

THE CLOSING APPOINTMENT

DON’T FORGET YOUR IDENTIFICATION

WHAT HAPPENS NEXT?

Your Escrow Officer will contact you to schedule your closing appointment. Buyer and Seller usually schedule separate 
appointments.

You will need valid photo identification, a driver’s license is preferred. This is necessary so that your identity can be sworn to 
by a Notary Public. It’s a routine step, but its important for your protection.

Normally, after all the documents and funds are received in escrow and all contract contingencies are met, the title company 
will record the deed at the County Recorder’s office and disburse escrow funds to you and to other appropriate payees. 
However, at Nevada Title Company, transactions are considered “closed” when all signatures have been obtained, funding 
has been received and final recording approval is given by the Title Officer. At this point, proceed checks to the Seller and 
commission checks to the Agents may be disbursed. Keys may be released to the Buyer at the Agent’s discretion
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CHECKLIST  
FOR A TRANSACTION

❑ Contract signed and dated

❑ Escrow opened and earnest money deposited

❑ Termite inspection ordered by Seller 
       (Original termite is delivered to Nevada Title Company)

❑ Property inspection ordered by Buyer

❑ Insurance for home procured by Buyer 
       (Provide this information to Nevada Title Company and your Lender)

❑ Copy of inspection given to Buyer and Seller. Repair priority list given 
       to Seller from Buyer

❑ Appraisal ordered by Lender

❑ Appraisal Completed

❑ Repair work ordered by Seller after negotiated by Buyer and Seller

❑ Buyer approved by Lender

❑ Other inspections, if needed, requested by Buyer

❑ Repairs completed and approved by Lender and Buyer

❑ Final contingencies removed

❑ Final signing appointment scheduled

❑ Closing figures confirmed with Escrow Officer 
       Buyer informed of funds due at closing

❑ Final documents signed by Buyer and Seller

❑ Final documents filed with County Recorder by Nevada Title Company 
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WHAT INFORMATION SHOULD YOU HAVE 
AVAILABLE FOR POTENTIAL BUYERS?
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Maintenance and 
Home Improvement 
Records

Have available all the records with 
regard to maintenance service work, 
warranty work or improvements 
that you have made throughout the 
ownership of the home. Of particular 
interest will be roof replacement or 
repair, appliance repair, plumbing 
service and electrical work. If you 
have kept up with the proper service 
and maintained good records, most 
buyers will see that as a very strong 
positive for the house.

Utility Bills

Most potential buyers will want to know the 
approximate monthly utility bills. If you have all of 
the bills for gas, electricity, propane, sewage, garbage 
and water for the previous year, have them available. 
If you have not saved your bills, call each of the utility 
companies and ask for a printout of your bills for the 
previous	12	months.	These	can	also	be	printed	out	
from the Internet.

Taxes

A copy of last year’s tax bill should also be made 
available. Your REALTOR® can help you with this.

Warranties

Have available all warranties that are still in effect for appliances and other items for the home. This is 
especially important for the roof, pools, spas, electrical and major appliances.
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CHECKLIST 
FOR MOVING

Address Change
❑ Give	forwarding	address	to	post	office	2	to	3	weeks	before	moving.

❑ Change accounts, credit cards.

❑ Magazine subscriptions: Notice requires 6 to 8 weeks.

❑ Cancel newspaper subscription.

❑ Friends and relatives

Bank
❑ Transfer funds, arrange check-cashing in new city.

❑ Arrange credit references.

Insurance
❑ Notify companies of new location for coverages: life, health, fire and auto.

❑ DO NOT cancel your existing homeowner’s policy until you have confirmation 
      that your escrow is closed.

Utility Companies
❑ Gas,	electric,	water,	telephone,	sewer,	garbage,	cable	TV/internet	cellular	phone 
       service, etc.

❑ Get refunds on any deposits made.

IF MOVING TO ANOTHER CITY YOU WILL ALSO NEED:

Medical, Dental, Prescription Histories
❑ Ask Doctor and Dentist for referrals. Are transfers needed for prescriptions, 
       eyeglasses or X-rays? Obtain birth records, medical records, etc.

❑ Arrange for medical services: doctor, dentist, veterinarian, etc.

Pets
❑ Ask about regulations for licenses, vaccinations, tags, etc.
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CHECKLIST 
FOR MOVING
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Don’t Forget to:

❑ Empty freezer, plan use of foods.

❑ Have appliances serviced for moving.

❑ Check with your moving counselor, insurance   

 coverage, packing and unpacking labor,  

 arrival day, various shipping papers, method  

 and time of  expected payment.

❑ Plan for special care needs of infants or pets.

On Moving Day:

❑ Plan for transporting of pets. They are poor traveling companions if unhappy.

❑ Let close friends or relatives know route and schedule you will be travelling, including  

      overnight stops. Use them as a message headquarters.

❑ Double check closets, drawers and shelves to be sure they are empty.

❑ Leave old keys, garage door openers, broiler pans, landscape/house plans and instructional  

      manuals needed by new owner. Tell your REALTOR® where you have left them.

At Your NEW Address:

❑ Obtain good funds necessary for the closing of your real estate transaction 

       (check transaction coordinator/title company for details.)

❑ Check on service of telephone, gas, electricity, water, garbage and cable.

❑ Check pilot lights on stove, water heater and furnace.

❑ Have new address recorded on driver’s license and car registration.

❑ Register car after arrival in state or a penalty may have to be paid when getting new license plates.

❑ Register to vote.
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GENERAL NOTES





(702) 251-5000
www.nevadatitle.com















Nationally Recognized. Locally Owned and Trusted.

“At Nevada Title, we believe the manner in which we satisfy our customers will determine the future of our organization.  It is our objective to 
provide superior service through professionalism, communication, cooperation and quality. We add value to all our customers through our 
specialized services in each market segment. Our customers are recognized as the leaders in their respective fields. “

“Nevada  Title Company’s success is largely attributed to our ability to develop long-term, closely knit business relationships with our customers, 
many of whom have relied upon Nevada Title Company since 1979. Building long-term relationships with our customers is the focal point of 
our business philosophy.”


