
Caroline Carter 2020 | All Rights Reserved. 

Unlock the 5 Keys to 
Selling Your House Fast 

For Top Dollar!

Proven Strategic Insights to  
Increase Home Selling 

Profitability



Welcome!

Thank you for your interest in Unlocking the 5 Keys to Selling Your House Fast for 
Top Dollar!

Selling a home and moving is considered one of the 5 most stressful life events. 
Regardless of house size, price point or location the process is the SAME for every 
Seller and has a HUGE impact emotionally, financially and physically. 

But, here’s the good news: There is a seamless, strategic 
and more profitable way to sell and move.

I want to introduce you to The SMART MOVES™ Method. This method empowers 
Homeowners to progress through each step of the sales and move process in 
predetermined order so that you stay focused and on track. I will provide the  
expertise, tools and support to ensure that you will avoid leaving money on the 
table and maximize the return on your largest asset. 

Since 2005 I have worked with over 2000+ Sellers and their Realtors to eliminate 
the overwhelm and anxiety that often impedes a successful top dollar sale.

Get ready to change the way you think about selling and moving to create a top 
dollar sale - fast - this guide is a great first step. Let’s get started!

Caroline Carter • Home Transition Expert

Caroline Carter 2020 | All Rights Reserved. 



Caroline Carter 2020 | All Rights Reserved.

Key #1: Selling Your House Is Not About YOU!

It’s about the BUYER and they’re in the driver’s seat. 
You’re Not buying Your own house!

The first key to unlocking success is to accept that Selling 
your house is actually not about YOU, it’s actually about 
buyer and they’re in the driver's seat. 

Remember, YOU’RE not  buying your own home. 

So how DO you create a house that your buyer is interested 
in buying?

You start by understanding that what YOU think, want and 
need as it relates to the sale of your home is not relevant. 
But what the buyer thinks, wants and needs is.

This means that changes in your home typically need to be 
made to create a more modern, up-to-date listing that will 
appeal to today’s savvy buyers. 
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AND These these buyers make snap decisions “yes” or “NO” 
based on what they see. 

Is it Fair? No. Is it True? Yes.

In fact,  what sellers expect to sell and what buyers expect to 
buy have never been more at odds. 

So what do you do?

Remove Your Personal Footprint

Our personal footprint is the way we make a house a home. 
Think about it-we buy a house and create a home based on 
our stylized, specific design choices, colors and decor. Our 
home becomes a personal reflection of the lives we’re 
creating while living there. 

This is totally normal and not an issue until we decide to sell 
our home. 

As a seller, you need to understand the visual, financial and 
emotional impact of NOT removing your personal footprint and 
how it will impact your target  buyer. 
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Instead of focusing on the actual bricks and mortar they’re 
there to potentially buy, they’re distracted and suddenly 
intrigued by your personal items, asking themselves –” Who 
lives here? Are they happy? Why are they selling?”

So, packing up your personal footprint removes distraction 
for the buyer and clears the way to offer them what THEY are 
looking to buy which is a clean, decluttered, but defined blank 
slate to visualize the space they’re considering for their own 
family.

The Emotionality of Moving Impacts 

Strategic and Profitable Decision Making
Some of us refuse to let go of our things, even if we really 
don’t want them or use them. We look at an item and think 
“work of art”, while someone else thinks “garage sale”. 

According to the LA Times, most households in America have 
over 300,000 things stored in them and many people also 
have off-site storage units filled with more stuff. 
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The Bottom line? 

We’re all treasure hunters and love to surround ourselves with 
mementoes. And while ultimately you’re the decision maker 
on what to keep or let go of, one thing I know for sure is the 
BUYER doesn’t care about any of it and is distracted from 
the one thing they are there to do-tour your house to see if 
it’s a fit for them. 

So, in a word-if you can’t let it go, pack it away and get it out 
of the house.

No Exceptions to the Rule!

Finally, don’t make the mistake a lot of sellers make of 
thinking your house is the exception to the rule and a buyer 
will look past your things. They can’t and they won’t.

Truly, there ARE no exceptions to the rule! 
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Unlock the First Key to Success:

Consider your HOME a HOUSE and one of your largest 
financial assets. Remove the  emotion from the decision 
making process AND your personal footprint to ensure a 

profitable return on your investment.
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Key #2: Transition Your Mindset

Transition your Mindset from Home Owner 
to Home Seller.

The second key to unlock success is to make the mental shift 
from homeowner to home seller and adjust your visual lens 
from seller to buyer.

Remember, we know that the sale of your house is about the 
buyer. And you need to understand that the buyer will NOT 
necessarily value your home in the same way you do. 

Your opinion about the value is not what’s important, but the 
buyer’s opinion is. And, It’s THEIR definition of value we are 
looking to define and present.
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The buyer and their realtor have done their research, viewed 
the virtual tour, assessed the location; and based on the 
parameters of their search, want to see the listing. And when 
they do, you will have a very short window in which to 
showcase the VALUE of your house.

Typically, buyers will give themselves less than 10 minutes to 
decide if this could be “it”. Many will only devote 4 or 5 minutes 
and make a snap decision – yes or no. 

This means they will fly through your rooms in less than a 
minute or 2 and if they are distracted and a few things seem 
odd or cause them to hesitate you’ve lost their attention and 
more importantly a potential sale. So, as a seller your job is to 
ask yourself this question and be honest: 

Will the value of my house convey to 
potential buyers?

To ensure a YES, let’s move on to the nuts and bolts of how to 
present your house in a way that showcases its value to the 
buyer. 
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Conduct a Non-Emotional Buyer Based 
Assessment of Your House and Property

This assessment is not a typical home inspection by a 
certified Home Inspector but rather an extensive visual and 
cosmetic overview for YOU to see how YOUR house 
currently presents in relation to what your target buyer is 
looking to buy.

The assessment will bridge this gap and reveal the basic 
visual and cosmetic updates you may need to consider to sell 
fast for top dollar. 

Most sellers agree with this strategy in theory until the 
discussion shines the light on their house. Suddenly they are 
faced with evaluating changes or upgrades that are necessary 
to create value in the minds of their buyer and the push back 
begins.

They jump immediately to cost-what this change or upgrade 
will cost THEM rather than the value of the update to the 
buyer and the ultimate positive return on investment.
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Sellers consider the cost of this investment based on what 
they believe to be "fair" and use the logical argument that it 
doesn't make any sense to put money into a house they are 
selling. Why  update when they KNOW the buyer will 
ultimately change it anyway? 

This is a common mistake many sellers make. So, be aware 
of the tendency to default to this emotional position and avoid 
it at all cost.  

Our emotions can negatively affect the decision making 
process when it comes to evaluating our own house. These 
suggested changes or updates become personal and the 
emotional story playing in the background of the real 
attachment to your home and the life you have built there rises 
to the surface. 

But remember, the buyer doesn’t care about YOUR life in 
the home, only theirs.

Visual and Cosmetic Updates Create 
Value in the Mind of the Buyer
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Unlock the Second Key to Success:

Remove the emotion from the decision making process to 
cosmetically update the house to create buyer value and 
maximize profit. This is a business transaction - not a personal 
transaction. 
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Key #3: Assess Your House

Don’t compare your house with others in the 
neighborhood

The third key to success is rarely acknowledged, and in fact, 
it’s discouraged. You're told to compare your house with 
others like yours that have recently sold to use as a litmus for 
the eventual sale of your house. 

I would encourage you to forgo these comparisons, even if 
they’re favorable and focus on your OWN asset and the 
opportunities to strategically present a house that your buyer 
can’t wait to buy. 

So, what DO today's buyers really 
want to buy?
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They want a house they can move into and make no 
meaningful changes or spend any additional money to update 
the space for one year. 

That’s the goal to creating the perfect listing.

Most sellers will need to rely on the buyer based assessment 
to understand how to bridge the visual and cosmetic gap 
between where their house currently presents and the 
perfect listing. 

Hone in on the gap 

Once you’ve done the assessment, you will create a task list 
of issues that need to be addressed and get REAL estimates. 

Once you’ve done that, you’ll want to consider which fast, easy 
and inexpensive visual and cosmetic updates will increase 
buyer value and a return on the investment. 
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Unlock the Third Key to Success:

Visually and cosmetically present your house in a way that 
meets the buyers expectations without objections and allows 
them to move in and make no meaningful changes or spend 
additional money for one year. 

13



Caroline Carter  2020 | All Rights Reserved.

Key #4: The Exterior Hotpoints

Today’s Buyers Expect Perfection and 
are Willing to Pay for it!

The Fourth Key to success is to create the perfect 
exterior. To do this we have to start with the MONEY 
shot.

Typically, a buyer’s first introduction to your house is 
virtual and visual. It starts with a photo of the front 
facade. We call this the MONEY shot and in many 
ways it’s the most important shot in real estate! 

Why? Because it will determine whether or not the 
buyer will actually want to tour the property based on 
what they see in this one shot. 
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Think about it-when a buyer is looking at properties on 
line they put in a bunch of coordinates-price, location, 
# bedrooms, etc. out pops 20 properties, how do they 
decide which properties they actually want to see? 

Visually, of course. So, the question for YOU is-
how do you ensure that YOUR house is one of the 
listings they want to see?

Create a well designed and 
presented exterior

In order to be ready for your close up, you’ll need to 
evaluate the following exterior hot points:

1. Power washing: this means the house, the roof, 
driveway,  hardscape, decks patios and outdoor 
furniture. Literally anything else that could be refreshed 
that a buyer will see. 

2. Exterior Painting: of the house and trim if needed-it 
goes without saying, if there is peeling, cracking or 
extreme fading, painting is a necessary expense  in 
order to get top dollar. 
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3. The Chimney: has to be visually in good shape-no 
missing bricks or stone, mortar or chimney cap

4. Glass Panes: in windows and doors are present, 
clear and without cracks 

5. Shutters: need to be in perfect condition or -painted 
or replaced

6. The Hardscape: around the property should have no 
cracked stone, bricks or missing mortar. 

7. Decks: should be secure, without warping and 
restained if needed

8. Landscaping: you will need to trim,edge, mulch and 
add a pop of seasonal color in key locations around the 
property.

Buyer assumption vs. The Reality 
will work in your favor - or not!

If what a buyer sees that the exterior is well maintained, 
they will assume the interior is also well maintained. 
period. 
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Exterior Examples

Power Washed: Exterior 
facade, Hardscape, 
Furniture
Paint: Trim, Shutters, Doors 
Landscape: Prune, Trim, 
Weed, Mow and Blow

All purchases from The Home Depot

Landscape: Edge, mulch, 
plant annuals
Purchases: New Seat 
Cushions for Wicker Set

All purchases from The Home Depot
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Exterior Examples

Window Washing: store 
screens
Exterior Fixtures: Clean 
and Replaced bulbs for 
max wattage

All purchases from The Home Depot

Purchases: outdoor mats, 
umbrella, planters and 
seasonal plant material

All purchases from The Home Depot
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Create an exterior that will entice the buyer to want to 
proceed to the interior. It’s that simple. 

Unlock the Fourth Key to Success:
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Key #5 The Interior Hotpoints

The Interior Seals the Deal!

The fifth key to unlock your success is to create the perfect 
interior. 

Stay focused on the unique assets of your house to 
showcase and amplify its value to the buyer.
 

The 4 most critical and common updates 
to create maximum visual impact and 

value to the buyer 

1. Paint: neutral paint colors are the best investment 
you will will ever make to enhance the value of your 
house. It is the easiest and most important way to 
unify the layout and showcase usable space.
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2. Flooring: There is no way to overestimate the value of 
flooring. From the first moment the buyer steps through 
the door, the condition of your flooring will work to 
confirm or detract from the overall perceived value. 

3. Lighting: No one wants a dark house with old and 
outdated fixtures. Make sure that lighting, both artificial 
and natural is ample, varied and current. 

4. Furniture: less is more when selling your house but 
scale, layout and color is key-furniture should be used to 
highlight how to effectively use the space. That’s it.

Focus on these 4 updates when conducting your Buyer 
based visual and cosmetic assessment to create the task list 
of what needs to be addressed to get your house buyer 
ready.
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Interior Examples

Before

Yellow Walls
Yellow/White Area Rug
Rods/Drapes
One way Lamps
Furniture Design to Live
Artwork/Mirror to Live
Personal Footprint
No Live Floral Accent

After

White Walls
No Area Rug
No Rods/Drapes
Three way Lamps
Furniture Removed/ Staged to 
Sell
Artwork/Mirror to Sell 
No Personal Footprint
Live Floral Accent
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Interior Examples

Before

Pale Yellow Walls
Blue Wall to Wall Carpet
Rods/Drapes
Furniture Design to Live
Orange Accent Colors
No Live Floral Accent

After

White Walls
Taupe/Cream Wall to Wall 
Carpet
No Rods/Drapes
Furniture Removed/Staged 
to sell
No Accent colors
Live Floral Accent
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Interior Examples

Before

Yellow Walls
Black Floral Area Rug
1-1 Way Lamp
Furniture Design to Live
Personal Footprint
No Artwork Focal Point
Silk Floral Accents

After

White Walls
No Area Rug
2-3 way lamps
Furniture 
Removed/Staged to Sell
No Personal Footprint
Artwork Focal Point
Live Floral Accents
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Present a fresh, neutral, clean space that ensures that the 
buyer will emotionally connect to and visualize living in the 
house. 

Unlock the Fifth Key to Success:
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The 5 Keys to Selling Your House 
Fast for Top Dollar!

1. Selling Your House is not about YOU!
It’s about the Buyer and they’re in the driver's seat

2. Transition Your Mindset
       Make the mental shift from Homeowner 
       to Home Seller

3. Assess Your Own Home
Don’t compare YOUR House with others in the 
neighborhood

4. The Exterior Hot Points
Today’s buyers expect perfection and are willing 
to pay for it

5. The Interior Hot Points
The interior seals the deal
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Next Steps?

Schedule a FREE for Me 
Strategy Call with 
Caroline Today!

https://bookme.name/carolinecart
er/free-for-me-call-15-minutes

Join our Facebook 
Community of Sellers and 
Realtors using the SMART 
MOVES™ Method Today!

https://www.facebook.com/group
s/CarolineCarterSMARTMOVES
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