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Dear Homeowners, 

Whether you’re considering putting your home on the market in Manhattan 
or Brooklyn, or you’ve made the decision to sell what is possibly your 
greatest asset, this booklet will guide you through the steps that will 
ensure you achieve the best possible return on your investment. 

In my experience, I have learned that achieving the best price comes  
from the best preparation. As your partner in this process, it is my 
intention to help you maximize your return, and make the sale of your 
property a stress-free and rewarding experience.

This booklet covers the four essential steps to maintain and prepare your 
home for profit:

1. Step 1 – Factors to consider

2. Step 2 – Develop an action plan

3. Step 3 – Price your property to sell

4. Step 4 – What buyers look for

If you follow these steps, with our help, you will be well on your way to  
a thrilling result.

Best regards,

Alen Moshkovich
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Determining the proper price from the start can help ensure that your property is seen by the most amount 
of people resulting in a quick sale. Not to mention, it will help avoid unnecessary pains and loss of time 
and money. Price reductions may raise red flags and deter or risk of losing potential interest. It often 
helps to let your agent show you similar listings that are currently on the market in your neighborhood 
and discuss what’s in contract and what has recently sold. 

While many sellers feel their home will sell for more than the market price, it’s prudent to be open-
minded and listen to your agent’s advice. Being too aggressive on pricing from day one, will likely lead 
to price reductions down the road. 

Before advising you on the suggested sale price, I evaluate several factors. I take various factors into 
consideration.  For example, location, proximity to transportation, parks or amenities, your building, 
condition, flip tax, curb appeal, comparable sales, views, custom finishes, etc…all effect the pricing.

The golden rule of thumb is: if something needs to be repaired, fix it! Walk through your home as a buyer 
would.  Make a list of repairs and improvements that need to be made. 

If you don’t make these repairs, buyers will mentally add up their perceived costs of repairing all minor 
flaws and end up with an amount that is generally much higher than it actually costs to make the repairs. 
You may believe the repairs are insignificant, however the buyer may question the maintenance upkeep 
of the rest of the property. Necessary, non-critical minor repairs and perceived owner neglect will either 
lower the price or lengthen your time on the market.

Your objective is to make your home appeal to the largest possible segment of the market. Buyers tend 
to have difficulty looking beyond bright carpeting and/or bold wallpapers and can’t envision themselves 
in the home.   You may want to consider changing bold colors to a more neutral palate.  Additionally the 
less you have in the house, the more a perspective buyer can imagine themselves there.

It is important to maintain open and honest lines of communication between you and your agent.  
I purposely ask you important questions during our consultation, so that I can tailor the sales approach 
to your needs and wants. One of my promises to you is that I consistently follow up with you on the 
progress and feedback, including changing market conditions, new comparables and other factors which 
may directly impact the outcome of your sale. 

DETERMINING HOW TO PRICE YOUR PROPERTY

THINK LIKE A PURCHASER

OPEN AND HONEST COMMUNICATION:

step 1 

F A C T O R S  
T O  C O N S I D E R

In life and real estate, it is often said  
that your principal place of residence  

is possibly your greatest asset.  
With this in mind, it is important that  

you maintain your property throughout its lifetime,  
in order to protect and grow your asset.  

This way, when you’re ready to sell,  
you receive the highest possible profit. 
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step 2 

Walking through thousands of homes, I can tell you that most homes need a new breath of life, 
even if it’s a small refresh. My goal is to make your property appear irresistible to buyers. 

DECLUTTER, DECLUTTER, DECLUTTER

Decluttering a home can be a life-cleansing process. Box up valuables; remove magazines and 
mail from tables and floors. Hide small appliances; put away dirty dishes and laundry. Sometimes 
moving furniture around can add more space and open up a room. Space is everything, and a 
home shines when there is plenty of room to breath.  Don’t forget your closets!  If you are overfilling 
them, your closets will appear too small.  A perspective buyer will not be able to imagine them 
being large enough for themselves. 

S T A G I N G  A N D 
D E - C L U T T E R I N G

Yes, they make a difference.

Since most people get a home inspection before they purchase a property, 
do it pre-emptively. 

WHY?

It gives you control over the selling and negotiating process. If no issues are found, you will have 
peace of mind knowing the purchasers won’t be able to use any problems as a means to negotiate 
the price down. If an issue is found, you can take action to resolve it before your home is listed 
for sale.   

AN INSPECTION REPORT EMPOWERS YOU.

Although your property may appear to be structurally sound and there are no visible indications 
that issues like mold are present, there could be hidden problems lurking in foundations, roof, 
plumbing or walls that only professionals can identify.  An inspection confirms the condition of 
your home. 

Failing to do an inspection report only plays into the hands of a purchaser as they can note items 
and defects discovered in a report and attempt to have the cost of the repair deducted from the 
price. 

THE BENEFITS OF TRANSPARENCY. 

While many buyers will still insist on conducting their own pre-purchase inspection, showing them 
that you have already had the home inspected, shows them you have nothing to hide and gives 
them less room to negotiate. 

At the end of the day, home inspections aren’t likely to be deal breakers. It is what we find out 
before the investment of marketing that will protect your sale price and final profit. The report will 
cost a few hundred dollars, yet could be the vital knowledge in the negotiations of your home. 

PROFESSIONAL INSPECTION REPORTS
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M A R K E T I N G
P R E P A R A T I O N

C H E C K L I S T 

Utilize this photography checklist to ensure  
your photography has the greatest impact  

and your home is ‘magazine ready’.

Remove all unnecessary furniture to maximize space 

Clear all surfaces and floor space of clutter

Ensure all interior lights and lamps are working 

Replace broken downlights/pendant globes 

Ensure all doors are accessible

Put your own car out front to block anyone  
from parking there 

Remove pets, pet beds and bowls

GENERAL AND LIGHTING

Remove clutter from bench tops and shelves 

Keep kitchen appliances to a minimum 

Ensure range hood light is working

Remove all magnets and papers from fridge door

Fresh flowers and fruit are always welcome  
on the bench for color

Remove dishcloths, washing detergent,  
dish rack, plugs, etc.

Remove bins & any floor mats

KITCHEN

Remove all personal items including toothbrushes,  
hair products, etc. from benches, baths & showers

Remove bins and any bath mats

Hang fresh towels neatly on rack

BATHROOM

Ensure bedside tables are clutter free and lamps  
are turned on

Remove any objects from underneath  
and beside the bed

Make beds with neutral solid colors,  
complement with cushions

Make sure pillows are full and fluffy

BEDROOM

Remove remote controls & newspapers

Arrange books, DVDs and CDs in an orderly fashion 

Remove game consoles

Remove all clutter from coffee tables

Remove pedestal fans 

Clean open fireplaces 

Make sure pillows are full and fluffy

Ensure curtains and blinds are open  
and hooked correctly

LOUNGE / LIVING & STUDY
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Remove vehicles from driveways and garages 

Mow lawns, trim hedges and trees

Sweep courtyards and entertaining areas 

Put garbage bins out of sight

Remove hoses, brooms, mops, etc 

Remove bikes and toys

Ensure pool is clean and remove cover,  
hoses and cleaner

Remove BBQ covers

Clean and dress outdoor furniture with cushions

Ensure that all external lighting, including garden 
and pool lights are working and turned on

FRONT YARD AND BACKYARD



A lot of preparation is needed to make sure your home hooks and pulls potential buyers 
in. When a buyer sees your property online or in person, you want them to think, “that’s 
the one”!

A well-appointed property makes for top-quality photography that will help you stand out 
from the crowed.  Great photography can even attract the attention of news publications 
that may want to showcase your property. 

Once your property is properly prepped for sale, I will utilize extensive data to put your 
property in front of qualified potential buyers. I understand social media, passive and active 
marketing and how to get the right message across. 

step 3 

P R I C E  
Y O U R  P R O P E R T Y 

T O  S E L L

When it ‘s time to market your property,  
there are no shortcuts to obtaining a great price.



step 4 

A pristine, sparkling clean home says, “I care about this home, I’ve looked after it.” The person 
who purchases your home is going to benefit from the love, care and attention you’ve given it 
during your ownership.  

What buyers see in online photographs, has to match what they see when they see in person from 
both the outside and the inside. Photos should focus on the strengths and minimize any potential 
weaknesses. 

If you own a house, make sure the front yard is clean. Lawns and landscaping should be manicured 
and lush. Hedges and edges must be trimmed, neat and tidy. Clear out the cobwebs, get rid of 
peeling paint and grime. Wash the leaves, façade, weatherboards, and roof. The front of the house 
must be pristine. 

Once inside the home, minimize the amount of furniture in each room and utilize the furniture 
that’s going to make an impact. You want to create a scenario that will stimulate positive emotions 
in your buyer. 

Declutter! A fridge should not be noticeable – remove the magnets or anything that’s attached to 
the doors. Remove all personal items, add a fruit bowl or fresh flowers or a plant.

Clean, clean, clean that stainless steel, and give it a good scrub-down. All the surfaces should be 
gleaming. Remove personal touches, whether it’s kids report cards or the magnetic stickers from 
the fridge. Remove the tea towels, pet bowls, garbage bin, and the dirty dishes before photographs 
and each showing.

If you have any kind of view from your living room – maximize it. Clean the windows and be 
careful about window treatments. Remove lace curtains as they date the home and make sure to 
showcase the views. Photographers will lift the blinds and pull back the verticals so the backyard, 
city views, water views, deck and outside entertaining areas can be seen.

The bathroom is one of the greatest challenges, particularly for family homes. This is one room that 
should be cleaned thoroughly so it feels germ-free. Make sure the shower glass and the mirror are 
absolutely spotless so they match the atmosphere you’re creating for the rest of your home. Make 
sure that any cobwebs or dust, even on the exhaust fan, has been removed. Any chrome items 
must be given a good polish.  

1. DECLUTTER AND CLEAN, CLEAN, CLEAN

2. FIRST IMPRESSIONS MATTER.

3. KITCHEN

4. LIVING ROOM

5. BATHROOM

Declutter and clean. Contrasting bed linens and wall treatments work well, but be careful. Assess 
the view out of the bedroom windows. If it is not a particularly attractive view, take the focus away 
from the window with a nice big painting, photo or something else that will draw the attention 
away. If you want to focus attention on the view, take away objects that will distract the eye from 
the window. 

For entertainment areas, keep in mind the atmosphere that you are trying to create to appeal to 
your buyer. Whether it’s a deck, a terrace, a roof deck — how does it mesh with the rest of the 
atmosphere. For example, if you have a city apartment, you want to stage the balcony with a 
barbecue and chairs so people can imagine summer nights entertaining friends. 

Make sure all light bulbs are working, and if the property is vacant, make sure the electricity is 
still on.

6. BEDROOMS

7. ENTERTAINMENT AREAS

8. REPLACE THE FAULTY BULBS. 

W H A T  B U Y E R S
L O O K  F O R

Steps to prepare
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A wise choice

What sellers are saying

best regards,

I cannot say enough great things about working with Alen. It was one of the best and 
smoothest experiences I’ve ever had. Everything from communication to the actual 
negotiations were excellent! He was extremely quick to answer any and all of my questions, 
always available, and bottom line, got us above asking price. Our selling situation wasn’t 
easy, but he made it as smooth as possible. Alen is truly a very driven realtor, one I would 
HIGHLY recommend. I truly believe that having a realtor of this quality on your side is truly 
priceless!  — Diana, Bab

Having worked with 2 other realtors who have failed to sell the property, we were frustrated 
and disappointed, but were hopeful a fresh perspective can get the job done. Alen totally 
breathed new life into the listing. From the first meeting and even phone conversation, his 
knowledge of the neighborhood and research for comparables was evident. He educated 
and took the time to really advise on how to best approach to have a sale. We ended up 
having a 10 day process from listing to contract and a very quick closing, not to mention 
full ask! Alen was professional and attentive. Full heartedly recommend him.  — Olga, Z

So there you have it. A complete list of practical, affordable improvements to make while 
selling your home. Each step will turn a potentially stressful situation into a smooth 
transaction. Once you start checking tasks off, you’ll notice your home starting to evolve. 
Naturally, every home and situation will vary and all the rules don’t apply to each home but 
this list is created based on experience, to help make the selling process a seamless one.

Even with a good checklist, I know you may not have the time or resources to get jobs 
done, but I am here to help. 

Please contact me if you would like to discuss a tailored approach to preparing your home 
for a successful sale.
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A L E N  M O S H KO V I C H  
L I C E N S E D  R E A L  E S T A T E  S A L E S P E R S O N

156 Montague Street, Brooklyn, NY 11201  
C: 347.277.9304  |   O:  212.418.2066 

alen.moshkovich@elliman.com 
www.AlenMoshkovich.com
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