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This guide is intended to help you get ready and understand the selling 
process so you can make the best choices for you and your family. Our 
experience is that many homeowners think all REALTORS® do the 
same thing. If you have talked to more than one REALTOR® then you 
probably have a similar perception. 

Putting your home on the market and getting it sold is quite the 
process, and it has a lot of fast moving components. Especially based 
on how desirable your home is, a sale can happen the moment your 
house goes on the market. 

Over the next several pages we will outline several specific skills, 
strategies, and actions that enable us to achieve these results. Read on, 
or for a personal conversation about your specific situation, give us a 
call at 303-619-5527 

Are you considering 

selling your home 

or curious about the 

value of your home? 
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Why Sell Your Home?

1

2

5 REASONS WHY IT’S A GOOD IDEA

DEMAND IS STRONG

The latest Buyer Traffic Report from the 
National Association of Realtors® (NAR) 
shows that buyer demand remains very 
strong throughout the vast majority of the 
country. These buyers are ready, willing and 
able to purchase… and are in the market right 
now! More often than not, multiple buyers 
are competing with each other to buy a 
home. Take advantage of the buyer activity 
currently in the market.

THERE IS LESS COMPETITION NOW

Housing inventory is still under the 6-month 
supply that is needed for a normal housing 
market. This means that, in the majority of 
the country, there are not enough homes for 
sale to satisfy the number of buyers in the 
market. This is good news for homeowners 
who have gained equity as their home 
values have increased. However, additional 
inventory could be coming to the market 
soon. Historically, the average number of 
years a homeowner stayed in their home 
was six, but has hovered between nine and 
ten years since 2011. There is a pent-up 
desire for many homeowners to move, as 

5

4
3

they were unable to sell over the last few years 
because of a negative equity situation. As home 
values continue to appreciate, more and more 
homeowners will be given the freedom to move.  
The choices buyers have will continue to increase.  
Don’t wait until this other inventory comes to 
market before you decide to sell.

THE PROCESS WILL BE QUICKER

Today’s competitive environment has forced 
buyers to do all they can to stand out from the 
crowd, including getting pre-approved for their 
mortgage financing. This makes the entire selling 
process much faster and much simpler as buyers 
know exactly what they can afford before home 
shopping.

THERE WILL NEVER BE A BETTER TIME TO MOVE UP

If your next move will be into a premium or luxury home, now is the time to move up! The inventory 
of homes for sale at these higher price ranges has forced these markets into a buyer’s market. This 
means that if you are planning on selling a starter or trade-up home, your home will sell quickly 
AND you’ll be able to find a premium home to call your own!  Prices are projected to appreciate by 
4.7% over the next year according to CoreLogic. If you are moving to a higher-priced home, it will 
wind up costing you more in raw dollars (both in down payment and mortgage payment) if you wait.

IT ’S TIME TO MOVE ON WITH YOUR LIFE

Look at the reason you decided to sell in the first place and determine whether it is worth waiting. 
Is money more important than being with family? Is money more important than your health? Is 
money more important than having the freedom to go on with your life the way you think you 
should?  Only you know the answers to the questions above. You have the power to take control 
of the situation by putting your home on the market.  Perhaps the time has come for you and your 
family to move on and start living the life you desire.

https://www.larkrealtygroup.com
https://www.larkrealtygroup.com
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A Housing Bubble?
INDUSTRY EXPERTS SAY NO

BING BAI & EDWARD GOLDING, URBAN 
INSTITUTE:

“We are not in a bubble and nowhere near the 

situation preceding the 2008 housing crisis. 

Despite recent increases, house prices remain 

affordable by historical standards, suggesting 

that home prices are tracking a broader 

economic expansion.”

With residential home prices continuing to appreciate at levels above historic 

norms, some are questioning if we are heading toward another housing bubble 

(and subsequent burst) like the one we experienced in 2006-2008.

Recently, five housing experts weighed in on the question.

RICK SHARGA, EXECUTIVE VP AT TEN-X:

“We’re definitely not in a bubble. We have a 

handful of markets that are frothy and probably 

have hit an affordability wall of sorts but…while 

prices nominally have surpassed the 2006 peak, 

we’re not talking about 2006 dollars.”

CHRISTOPHER THORNBERG, PARTNER AT 
BEACON ECONOMICS:

“There is no direct or indirect sign of any kind of 

bubble. Steady as she goes. Prices continue to 

rise. Sales roughly flat.…Overall this market is in 

an almost boring place.”

BILL MCBRIDE,  CALCULATED RISK:

“I wouldn’t call house prices a bubble. So prices 

may be a little overvalued, but there is little 

speculation and I don’t expect house prices to 

decline nationally like during the bust.”

DAVID M. BLITZER,  MANAGING DIRECTOR AND 
CHAIRMAN OF THE INDEX COMMITTEE AT S&P:

“Housing is not repeating the bubble period of 

2000-2006…price increases vary unlike the earlier 

period when rising prices were almost universal; 

the number of homes sold annually is 20% less 

today than in the earlier period and the months’ 

supply is declining, not surging.”

https://www.larkrealtygroup.com
https://www.larkrealtygroup.com
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Therefore, in order to get you the most money possible 
for your home, we at Lark Realty Group put a ton of 
care into its preparation before we put it on the market. 
Quality preparation that will leave buyers with the best 
impression of your house involves three elements: 

REPAIRS

There are several reasons to complete repairs on your 
home before you put it on the market. Ultimately, 
buyers will pay more for a home to avoid the work of 
fixing it, and they will pay faster.   In addition, any money 
you invest into repairs before you list — when you 
have time to price-shop and to use a little bit of elbow 
grease — will be far less than the quote from the home 
inspector or the concessions for which buyers will ask. 

PREPARATION
is Key to Sell Your Home

9LARKREALTYGROUP.COM

Just as first impressions are 

important for people, they can 

be make or break for a home. 

When potential buyers walk 

into your house, they will start 

to evaluate everything they see. 

Their impression will ultimately 

determine how much they’re 

willing to offer on the property... 

or even if they’ll be interested in 

buying it at all. 

The good news is that most repairs are merely cosmetic and fairly inexpensive. Think of the things on your to-
do list: that leaky faucet and the cracked bathroom tile were bothering you when you lived in the house, and 
they’re going to bother the new owners too.  

CLEANLINESS

You wouldn’t want your mother to come over when your house was dirty, would you? And you’re not even 
trying to get her to shell out thousands of dollars for the place! 

Buyers are easily distracted, and they will tend to focus on the negatives instead of the positives of each home 
they tour. Each dish left in the sink or dust bunny in the corner is going to detract from the perceived value of 
your home, which means a lower offer amount and more time on the market for you. 

STAGING

According to a recent study by the National Association of REALTORSⒸ, 96% of buyer agents reported that 
staging had some effect on their clients’ view of homes. They said that staging made it easier for their clients 
to visualize the properties as a future home and that they were more likely to overlook property faults.   And 
these effects turned into cash for sellers just like you. The survey revealed that 52% of buyer clients were 
willing to offer more on a staged home than a similar home that was not staged — as much as 20% more than 
asking price! 

But a picture is worth a thousand statistics. Take a look at the images below. Which home 

gives you a better first impression? 

TRICK QUESTION! This is the same home! The picture on the left was taken from the MLS listing of a 
property that expired on the market. On the next go-around, the listing was staged and new, professional 
photography was taken, and the home sold over asking price. 

01

03

02

https://www.larkrealtygroup.com
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2

1PRICE IT A LITTLE LOW

This may seem counterintuitive. However, let’s look at this concept for a moment. Many homeowners 
think that pricing their home a little OVER market value will leave them room for negotiation. In 
actuality, this just dramatically lessens the demand for your house (see chart below).

Instead of the seller trying to ‘win’ the negotiation with one 
buyer, they should price it so that demand for the home 
is maximized. In doing this, the seller will not be fighting 
with a buyer over the price, but instead will have multiple 
buyers fighting with each other over the house.

Realtor.com recently gave this advice:

“Aim to price your property at or just slightly below the 

going rate. Today’s buyers are highly informed, so if they 

sense they’re getting a deal, they’re likely to bid up a property that’s slightly underpriced, especially in 

areas with low inventory.” 

USE A REAL ESTATE PROFESSIONAL

This, too, may seem counterintuitive. The seller may think they would make more money if they didn’t 
have to pay a real estate commission. With this being said, studies have shown that homes typically 
sell for more money when handled by a real estate professional.

A new study by Collateral Analytics reveals that FSBOs don’t actually save any money, and in some 
cases may be costing themselves more, by not listing with an agent.  In the study, they analyzed home 
sales in a variety of markets in 2016 and the first half of 2017. The data showed that:

“FSBOs tend to sell for lower prices than comparable home sales, and in many cases below the 
average differential represented by the prevailing commission rate.”

The results of the study showed that the differential in selling prices for FSBOs when compared to 
MLS sales of similar properties is about 5.5%. Sales in 2017 suggest the average price was near 6% 
lower for FSBO sales of similar properties.

BOTTOM LINE

Price your house at or slightly below the current market value and hire a professional. That will 
guarantee you maximize the price you get for your house.

Pricing Your Home
TO SELL IT FAST & FOR MORE MONEY

You may have heard that there’s not much housing 
inventory in Denver right now, which means that 
prices for homes have gone up across the board. 
This is great news for you as a home seller! The 
timing is perfect for you to get the most return on 
your investment into your home. 

But even in today’s market, there are still homes that 
sit, waiting for an offer, for months and months. This 
time spent on MLS means that you’re still making 

your mortgage payments and you’re still not getting 
equity out from your home. 

Perhaps even worse is what buyers and buyer 
agents think about homes that have been on the 
market too long. Remember how important first 
impressions are? The first impression a buyer gets 
about a home that has been listed for a long time in 
this hot market is this: 
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“Something must be wrong with that home.”

That thought will scare away many buyers, and it’ll prompt the ones who remain interested to try to 
lowball you.  

But why are those homes still on the market in the first place? It’s because they are often priced “out of 
the market.” Take a look at the graph on the next page to see what we mean.

Every homeowner wants to make sure they maximize their financial reward when selling their home. But 
how do you guarantee that you receive maximum value for your house? Here are two keys to ensure that 
you get the highest price possible.

IMPACT OF PRICE
ON VISIBILITY
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The percentage of 
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will look for property

MARKET VALUE
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Marketing Your Home to Sell
PROMOTION

In the “old days,” real estate agents marketing 
their sellers’ properties would simply put a sign in 
the yard, put a listing in the MLS, and pray that 
it sold. Even today, there are a lot of real estate 
professionals who think syndicating listings to 
portals is a job well done. 

And that might actually be enough to sell your 
home in today’s hot market. But if that’s all an 
agent does to market your home to potential 
buyers, then they’re not fulfilling their fiduciary 
responsibility to you: to get you the most money 
possible for your home. 

You see, you have a distinct advantage in wanting 
to sell your home right now: There isn’t much 

inventory, but there are a ton of buyers. A smart 
agent will use this classic example of supply and 
demand to create an auction environment for 
your home. 

Getting multiple offers on your home will allow 
you to choose the best one for you, the one that 
has the right price, the right timeline, and the 
right conditions. This isn’t possible if your agent 
convinces you to sell the home before it’s even 
officially listed! 

The key to creating an auction environment is 
promotion. We have to get your home in front of 
the people most likely to purchase it. 

At Lark Realty Group, we have a two-part 
promotion process for each of our listings. 
The first part is what we call our “pre-
launch” sequence, and the second is “post-
listing” marketing.

The pre-launch activities use the latest 
technologies and our marketing know-how 
to seed the marketplace, optimize for SEO 
(search engine optimization), and position 
your home for the best possible impression 
right out of the gate. For example, we run 
targeted Facebook advertisements for 
your home and create Youtube videos to 
showcase it’s best features. 

Our post-listing activities are designed to 
keep your home top of mind with potential 
buyers. We use our national network of 
agents to promote your home to people 
wanting to move to the area, and we pen 
compelling marketing narratives to help 
buyers envision living in your home. We 
continue to run Facebook ads and use 
other social media to get your home in 
front of the people who want to buy it. 

A recent study by the National Association 
of REALTORS® shows that 98% of home 
buyers began their home search online, so 
it’s imperative that your home be featured 
where the buyers are. If you’d like more 
details on how we use online marketing 
to sell your home for as much money as 
possible, then please give us a call at 303-
619-5527. 

13LARKREALTYGROUP.COM
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FROM AN AGENT

You’ve decided to sell your house. You begin to interview potential real 

estate agents to help you through the process. 

You need someone you trust enough to:

• Set the market value on possibly the largest 
asset your family owns (your home)

• Set the time schedule for the successful 
liquidation of that asset

• Set the fee for the services required to liquidate 
that asset

An agent must be concerned first and foremost 
with you and your family in order to garner that 
degree of trust. Make sure this is the case.

Be careful if the agent you are interviewing 
begins the interview by:

• Bragging about their success

• Bragging about their company’s success

An agent’s success and the success of their 
company can be important considerations when 
deciding on the right real estate professional to 
represent you in the sale of your house. However, 
you first need to know that they care about what 
you need and what you expect from the sale. If 
the agent is not interested in first establishing 
your needs, how successful they may seem is 
much less important.

Look for someone with the ‘heart of a teacher’ 
who comes in prepared to explain the current real 
estate market to you, and is patient enough to 
take the time to show you how it may impact the 
sale of your home; not someone only interested 
in trying to sell you on how great they are.

You have many agents from which to choose. 

Pick someone who truly cares.

Two Things You Do Not Want to Hear

https://www.larkrealtygroup.com
https://www.larkrealtygroup.com
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So, What Next?
WHAT TO DO NOW 
TO SELL YOUR HOME

17LARKREALTYGROUP.COM

GIVE US A CALL AT 303.619.5527

If you are considering selling your home in today’s market, we invite you 
to give us a call. We would love the opportunity to learn more about your 
specific situation and explain to you in more detail what we do differently 
to sell homes faster and for more money. 

https://www.larkrealtygroup.com
https://www.larkrealtygroup.com
https://www.larkrealtygroup.com
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WE UNDERSTAND THAT BUYING OR SELLING A 
HOME IS MORE THAN JUST A TRANSACTION: 
IT ’S A LIFE-CHANGING EXPERIENCE. 

That’s why our team is dedicated to providing exceptional, 
personalized service for all of our clients. We take great 
pride in the relationships we build and always work 
relentlessly on the client’s behalf to help them achieve their 
real estate goals.

Today’s buyers and sellers need a trusted resource that can 
guide them through the complex world of real estate. With 
our extensive knowledge and commitment to providing only 
the best and most timely information to our clients, we are 
your go-to source for real estate industry insight and advice.

OUR MISSION STATEMENT

Our philosophy is simple: 

clients come first. 

We pledge to be in constant 
communication with our clients, 
keeping them fully informed 
throughout the entire buying or 
selling process. We believe that 
if you’re not left with an amazing 
experience, we haven’t done our job. 
We don’t measure success through 
achievements or awards, but through 
the satisfaction of our clients. We 
strive to achieve a FIVE STAR client 
experience with every transaction.

About
LARK REALTY GROUP

Growing up in Dallas, TX my exposure to real estate started early.  My father 
was a commercial developer of hotels, apartments and office buildings and 
my talents of making photocopies and delivering coffee to employees started 
when I was 8 years old!  Although I had a path into commercial real estate 
I chose a different route.  After graduating from high school I moved to 
Redondo Beach, CA where I went to college on the path of a business degree.

Midway through I moved to Palo Alto, CA and started a job in medical sales.  
My path to becoming a college graduate was a bit lengthy because I put 
myself through school, while working full-time.  I ended up in the medical 
device industry for nearly two decades where I gained experience in sales, 
marketing, contract negotiation and small business ownership.  After 2012, 
I could see that the medical industry was changing.  Switching careers and 
reinventing myself in residential real estate felt like a natural path because 
I’ve always had a desire to help, be a resource, and to build relationships. 

My success in real estate has come from helping first time homebuyers, 
downsizers, and being an advocate for my Wash Park neighborhood.  
I’ve been a Denverite for 20 years and lived in Littleton, Morrison, and 
Roxborough Park, but settled in the Wash Park neighborhood in 2007 
because we were attracted to its active lifestyle, sense of community, 
unique homes and proximity to small businesses. I’ve always possessed an 
entrepreneurial spirit and supporting local business is a passion of mine and 
it would only make sense that as soon as I had enough experience, I opened 
my own brokerage, Lark Realty Group.

I’m married, have a teenage son, two step children, two crazy dogs, a gecko 
and a ball python (well, Sparta belongs to my husband, but it sounds cool!).  
I love the mountains in the summer, hiking, yoga, wine, beaches and an 
occasional quick getaway to The Broadmoor.

LESLIE MACROSSIE 

Broker and Owner 

Leslie@LarkRealtyGroup.com 

(303)  619-5527

https://www.larkrealtygroup.com
https://www.larkrealtygroup.com
https://www.larkrealtygroup.com
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