
 

Welcome and Thank You! 
 
This Sellers Packet provides information on what to expect when selling your home.  
Whether its marketing your home or negotiating for the best price your home could 
sell for, you can consider me your trusted real estate advisor.  I look forward to 
serving and assisting you. 

 

 

 

 

 

 

Respectfully, 

 

 

 

Joe Kennedy 

Broker 

600 “A” Avenue 

Lake Oswego, OR 97034 

 

 

 
 

 



 

     

  About Joe Kennedy 

 

 

 

 

 
Born and raised right here in Portland, Oregon, I have an exceptional feel and 
understanding for the community and the local real estate market.  I have always had 
a passion for homes, starting in my early years working at the family plumbing 
business and then painting houses throughout college.  As a middle-school teacher 
for fifteen years in the Portland area, I developed relationships with students and 
families, and helped them grow and succeed.  As your realtor, I strive to establish a 
relationship that seeks to meet your home needs. My success is based on positive 
results and your happiness in the end.  I look forward to working with you! 

I graduated from Gonzaga University with a B.A. in History, and also hold a 
Masters in Teaching from the University of Portland.  In the fall of 2015, I taught a 
college course at Concordia University.  I mention my education to show how I am 
well-rounded and an effective communicator.  Lastly, my ability to problem-solve, my 
work-ethic and attention to detail is what you can count on to make your home-
buying experience smooth and successful! 

 

 

503.704.4898         www.brokerjoepdx.com 

jkennedy@windermere.com          www.joekennedypdx.com 

 600 “A” Avenue Lake Oswego, OR 97034 



 

 



 

A Roadmap to 

Selling Your Home  
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Go live on 
RMLS & 
Internet 

Update with 
feedback once 

a week 

Inspection 
period 

(typically 10 
business days) 

Signing Sold 

Closing is Approximately 45 Days         
(Steps 5 to 10) 

Prepare home 
for sale:        

de-clutter, 
clean & stage 

Showings:  
agents will call, 

text or email 
to see home 

Mutual 
Acceptance Appraisal 

Funding 

(24-48 hours) 



 

     

 Pricing Your Home to Sell 
 

 Serious buyers look in the price range that has been predetermined by their down payment and monthly 
payment ability.  Unless your property is priced correctly, the down payment and monthly payment 
requirements will not be competitive. 
 

 A buyer who is seriously looking, soon becomes very knowledgeable in their range.  An unreasonable 
asking price only discourages them from looking and considering your property. 

 

 Buyers purchase by comparison, and a property priced above the competition does not “compare” 
favorably.  Inviting a buyer to make a lower offer than the asking price could indicate that a fair price has 
not been established. 

 

 If you plan to adjust your price at the time of a sale, it is better to adjust the price now and attract serious 
buyers.  This often places you in the favorable position of having more than one buyer interested in your 
property. 

 

 It is very difficult to obtain a reasonable offer on an over-priced property.  The buyer feels they should be 
just as unreasonable in their offer as the seller is in their asking price. 

 

 By contrast, offers are much easier to obtain on a reasonably priced property.  You can then choose which 
offer to accept with no obligation to one that does not meet your requirements. 

 

 It is a mistake to believe that you will get more for a property by asking more.  You usually get less, 
because fewer buyers will consider it when it’s placed on the market.  The right buyers will not see it, and 
it usually stays on the market so long that it tends to become “shop worn”. 

 

 To obtain proper market exposure, it is an absolute necessity to be competitive in price, terms, and 
conditions with similar properties that are selling in the area. 

 

 If you are a serious seller, price your property at market, and attract serious buyers.  You will stand a much 
better chance of getting full-market value, and your property will sell much faster. 
 



 

 



 

 

 

Marketing Overview 

 

Here is an overview of how I will be marketing your home.  When we sit 
down together, I can further elaborate on how the marketing will happen! 

 

Traditional Marketing: 
Yard Sign 

High-End Flyers in Home 

Directional Signs 

Eco-Flyer 

 

My Full-Service Marketing: 
Professional Photos 

Marketing Prior to Going on the Market 

Networking Within the Windermere Realty Trust Group (Approx. 650 Brokers) 

Networking With Top Brokers in Your Area 

Broker Tours 

Internet Exposure (RMLS, Web-Sites, Facebook, etc) 

Targeted Post Card Campaigns 

Open-House  

 



Preparing Your 

Home for Sale
C U R B  A P P E A L 

 Drive up to your home and look at it 
through the eyes of potential buyers. 

 Inspect shingles; repair or replace 
damaged shingles where necessary. 

 Inspect, clean & repair gutters. 

 Inspect, clean & repair HVAC 
system. 

 Repair/ replace broken windows & 
screens and missing caulk. 

 Repair/ replace missing or damaged   
door & window hardware and light 
fixtures. 

 Remove all toys, equipment & 
debris. 

 Remove spider webs & nests. 

 Remove mildew, moss & stains from 
exterior of the home with clothes 
detergent. Remove stains from the 
walkways and driveway . 

 Repair & clean patio furniture and 
deck areas. 

 Power wash exterior paying 
attention to entryways. 

 Touch up exterior paint. 

 Make sure pool/ spa/ hot tub are 
spotless. 

 Keep trash receptacles hidden from 
street view, 

 Clean/refinish front door & 
mailbox. 

 Maintain landscape, including 
mowing the lawn, trimming trees & 
shrubs, weeding garden beds. 

 Replace worn doormats. 

 Keep walkways and driveway s 
swept. 

 

K I T C H E N 

 Ensure all appliances are in clean, 
working order. 

 Clean & organize inside of cabinets 
and throw away expired food. 

 Replace stovetop drip pans. 

 Repair/replace outdated or broken 
plumbing. 

 Keep counters & backsplashes clean 
and small appliances stored away. 

G E N E R A L  I N T E R I O R 

 Store, recycle or donate nonessential 
items & clutter until after the move. 

 Repair / replace outdated or broken 
door knobs, cabinet hardware, light 
fixtures, switch & outlet plates. 

 Repair/ replace or clean vent covers. 

 Repair cracked molding. 

 Spackle & repaint nail holes. 

 Clean fireplace(s); Go the extra mile 
and have it inspected by a certified 
chimney sweep. 

 Clean & organize closets. 

 Clean/ vacuum window blinds & 
shade. 

 Dry clean curtains. 

 Wash all the windows, frames and 
sills. 

 Keep wall colors light and neutral. 

 Shampoo carpet or replace if heavily 
soiled. 

 Polish hardwood floors. 

 Keep valuables such as jewelry, 
artwork, medication and cash in a safe 
or deposit box. 

 Keep pet supplies and food in an 

inconspicuous location. 

 Dust off TV’s and other electronics. 

 

B A T H R O O M 

 Remove rust and mildew stains. 

 Wash or replace shower curtains. 

 Make sure every surface sparkles – 
including grout. 

 Replace worn rugs and towels. 

 Repair/ replace outdated or broken 
plumbing. 

 

 

 

 

 

 

D I N I N G  R O O M 

 Clean out the china cabinet. Polish 
any visible silver. 

 Treat yourself to fresh flowers as a 
centerpiece. Set the table for dinner to 
help potential buyers envision 
entertaining there. 

 

B E D R O O M 

 Keep surfaces clean, especially 
nightstands. 

 Replace bedspreads, quilts and 
pillow shams if they are worn or 
faded. 

 Keep the bed made. 

 

A T T I C , B A S E M E N T & 

G A R A G E 

 Donate or recycle unnecessary 
items.  Store & pack items you won’t 
need until after the move. 

 Create as much floor space as 
possible to keep inspections easy. Put 
things on shelves or in stacking boxes. 

 Provide adequate lighting. 

 Clean & service all equipment and 
vents. Replace filters. 

 Eliminate stale or musty odors. 
Open the windows, dust, wash & seal 
walls and floors. Rent deodorizing 
machines for heavy smells. 

 

S H O W T I M E ! 

 Make sure your property folder is 
out in the open. It should contain 
utility bills, an MLS profile, Seller’s 
property flyers and business cards. 

 Do a quick clean and vacuum. 
Empty garbage cans, wash dishes, 
make the beds. 

 Put pets outside if it’s safe to do so. 

 Turn on radio with peaceful music? 

 Turn on all lights, open blinds. 

 

 

 

 



 

 

Home Energy Score  
Portland 2018 

 

*An Inspection Ranges from $100 to $300 based on home size 
*A comprehensive list of Inspectors can be found at this link: 

https://www.earthadvantage.org/pdxhes/assessors.html 
 



 

Home Energy Score  
Portland 2018 
Example 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 



 


