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Your home is a huge part of your life — whatever the reason you're considering selling, 
it's a big decision that you want to be financially and emotionally ready for. As your 
trusted real estate agent, I’m here to guide you through every step of this process, 
offering my professional insights and services along the way and getting the most 
value for your property. In the coming days and weeks, I’ll help you:

• Price your home competitively
• Market your property to qualified buyers
• Negotiate on your behalf to protect your interests and get you the best offer I can
• Navigate the closing process
• Connect with my network of real estate-related service partners
• Be a continued resource to you after the closing of your property

This Home Listing Guide will walk you through each of these steps and more, and I’m 
happy to discuss the process with you in more detail and answer any questions you 
may have.

Ready to dive in?

1



2

3
0

-d
a

y
 M

a
r

k
e

t
in

g
 P

l
a

n In the First 30 Days, We Will:

Prepare for listing
• Conduct an in-depth seller consultation to determine your needs and wants
• Order preliminary commitment of title insurance, plus well and septic evaluations
• Contact the city or township for pertinent property information
• Determine how to enhance the marketability of your home
• Perform a Competitive Market Analysis (CMA) of the property

Advertise your home
• Install a Coldwell Banker-branded yard sign on your property
• Work with a professional photographer to get high-quality photos of your home
• Enter your listing into the Multiple Listing Service (MLS), my website, and sites like 

Zillow, Trulia, and many other databases for maximum exposure
• Announce the listing in Coldwell Banker network communications, providing 

agents with quick access to view the listing
• Send flyers to producing real estate agents in the area
• Advertise through various mediums, including social media, direct mail 

campaigns, and more

Work Behind the Scenes
• Call and get feedback from all real estate agents who have shown your property
• Host open houses for the public, advertising the open houses in the local paper, 

social media, and real estate websites
• Call and follow up with anyone who attended the open houses
• At day 30, review our progress and determine whether we need to adjust the price

Keep the ball rolling
• Inform you of the results of the open houses and advertise our success through a 

Marketing Service Report
• Contact folks from our mailing lists to solicit buyers
• Inform real estate agents who have previously shown the property about changes 

that have been made to your home that could positively affect their buyer’s 
decision to purchase

• Send you copies of advertisements
• Review our personal buyers file to see if there’s a match for your property
• Include your property in newsletters and/or monthly mailings
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A little About me
A Cleveland native and west side local, Brian graduated from St. Edward High School, 
the University of Dayton with a B.S. in Industrial Engineering, and Baldwin Wallace with 
an MBA. After moving back to Cleveland in 2012, he began his real estate career in 2015 
with Bass Ohio Real Estate and joined Coldwell Banker Schmidt Family of Companies in 
2016, focusing on downtown Cleveland and the west side suburbs.

Brian is an Accredited Buyer’s Representative (ABR®), a designation earned through 
specialized training and experience dedicated to serving the unique needs of homebuyers. 
This certification reflects his advanced skills and commitment to providing exceptional 
service to buyers.

As a certified e-PRO®, Brian is also skilled in leveraging the latest technology and marketing 
strategies to enhance the real estate process while ensuring privacy protection.

Recognized as a multi-million dollar producer and Coldwell Banker Premier Club recipient, 
Brian delivers top-tier service. Outside of real estate, he enjoys boating on Lake Erie and 
participating in local events, and he actively supports Junior Achievement of Greater 
Cleveland.

With Coldwell Bankers’ global reach and Brian’s local expertise, he is well-equipped to 
assist with buying or selling homes, condominiums, waterfront properties, or luxury 
estates, showcasing the best of Northeast Ohio lifestyle and natural beauty.

Hi, I’m Brian Moran!

Nice to meet you!

440.668.1288  |  Brian@BrianMoranJr.com  |  www.BrianMoranJr.com
30400 Detroit Road Suite 100, Westlake, OH 44145
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Instead of selling on your own — which is possible, even as someone not licensed to 
sell real estate — here are the top 5 reasons why listing your home with me is in your 
best interest.

I have access to market data about recent sales and other 
homes on the market that can be used to price your home 
appropriately.

I can show your home even when you aren’t available, 
respond to inquiries from potential buyers and their agents, 
and get valuable feedback from those who attend open 
houses — all things that ultimately save you time.

I can look at your home objectively and suggest ways to 
improve its appearance and ability to show well.

Buyers typically prefer to look at a home without the seller 
present so they can feel more comfortable exploring and 
visualizing themselves in the home long-term. I will be the 
liaison between you, your home, and those potential buyers.

I have a professional marketing team backing me, contacts 
with other real estate agents who work with buyers, 
and the support of a full-service brokerage with endless 
resources who can market your home more widely than 
you’d be able to on your own.
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Since 1927, Coldwell Banker Schmidt Family of Companies experienced phenomenal 
growth and has had the distinct pleasure of providing services to thousands of 
individuals and families. Founded by Harold F. Schmidt in Traverse City, Michigan, 
the company is now led by his great-grandson. We are a sixth-generation, full-service 
brokerage firm — proudly known as one of the country's largest and most successful 
real estate affiliates — and we’re so excited and honored to count you among the 
many we’ve assisted in finding their dream homes.

At a Glance: Schmidt Family of Companies
• 85+ offices company-wide, located throughout Michigan, Florida, Ohio, and the 

U.S. Virgin Islands
• Over 1,800 real estate agents
• $5 Billion in sales volume and 14,000+ closed sales transactions in 2023
• Ranked among the RealTrends Top 50 Real Estate Brokerages worldwide
• Principal Broker for Anywhere Real Estate, Inc., the world’s largest real estate 

relocation and referral company — designated as one of the 2023 World’s Most 
Ethical Companies by Ethisphere Institute (for the 13th year in a row!)

• Ranked #1 by number of offices and #3 by sales volume out of 900 Coldwell 
Banker affiliate companies around the world

• Coldwell Banker Global Luxury handles more than over $200 Million in luxury 
home sales every day, representing nearly 40,000 transactions of $1 Million+ 
homes and attaining a $1.9 Million average sales price for $1 Million+ homes

Buyer & Seller Services
• Multiple Listing Services
• National Relocation and Referral services
• State-of-the-art advertising systems
• Buyer agency
• Residential and Commercial real estate services and representatives
• Mortgage and Title services
• Home Warranty services
• Property Management services

30400 Detroit Road Suite 100  |  Westlake, OH 44145  |  www.CBSchmidtOhio.com
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Coldwell Banker Brand.

Over Half 
a Billion

Media impressions in 2023
2023 Sprout Social and Media Agency Reporting.

$234 Billion
in sales volume in 2023

Coldwell Banker®

118 Years
Of guiding people home

100,000
Dedicated Agents 

across 40 countries

Rated Real Estate 
Advertising 12 
years running#1

ACE Metrix scores 2012-2023, Real Estate Category.

Most visited real 
estate brand online
Total website visits for 2023. Comscore 2023 Media Trends.#1 Women’s Choice 

Award® Winner 7 Years 
in a row

#1 In agent 
loyalty

Coldwell Banker/Quester Real Estate Agent Research, January 2024. 
Least Likely to Change Brand Affiliation



7

The Home-Selling Process

Seller Consultation
• We'll discuss motivation, timing, and 

pricing strategy, and address any 
concerns you may have

• We'll review comparables and our 
marketing action plan

Sign listing 
agreement
• I'll provide you with seller 

disclosures and related paperwork 

Discuss home's 
marketability
• Prepare the home for sale — make 

repairs and upgrades, enhance curb 
appeal, and stage interior

Implement our 
Marketing Plan
• Professional photography
• Direct mail/email marketing
• Online listing marketing
• Signage, open house, info flyers

Schedule showings
• We will schedule private showings 

and open houses, and I'll provide 
showing feedback afterward

Offer received!
• I'll explain all offers, and we'll review 

price, contingencies, and closing date

1
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Negotiate
I will determine terms with the buyer's 
agent to either accept, decline, or 
counter-offer 

Contract is 
accepted!

Buyer conducts 
due diligence
• Buyer will order inspections: home, 

termite, roof, pool, etc., and reviews 
the property disclosure statement

Negotiate requests
• I will negotiate any buyer requests 

from inspections

Home appraisal 
ordered

Buyer loan 
approved
• Sign loan documents with escrow 

company
• Escrow company will return signed 

documents to lender, who reviews 
for final approval

Finalizing
• Buyer will conduct final walk-through
• You'll arrange for movers, and 

schedule disconnection of utilities 
and forwarding of mail

Close of escrow
• Lender will wire funds and give 

county recorder the OK to record
• Money and title will be exchanged 

on your behalf

Congratulations! 
On to the next 
phase of your life!
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promotion that targets where they are, whether that’s online, across town, or across 
the country. My comprehensive marketing strategy will boost your home’s exposure 
and ensure it reaches as many potential buyers as possible.

Photography & Videography
In a digital world like this, high-quality photography is vital. If a picture is worth a 
thousand words, then stunning images could be worth thousands when selling 
your home. I’ll help your property stand out in the crowd, thanks to professional 
photography that encourages buyers browsing online to slow down and take notice.

Online Exposure
With a primary distribution network that redistributes to up to 750 real estate-oriented 
websites, your home will reach a larger, more targeted local audience. In showcasing 
your home online, we'll be focusing our efforts where buyers spend 95% of their time 
searching for homes. This tremendous exposure to the largest audience of buyers 
helps give your home the visibility it deserves.

Open House and Private Showings
One of the most powerful ways to debut your home is by hosting an open house 
where buyers can tour your home and connect with the space and the neighborhood. 
With your permission, serious buyers and their agents can also set up a private 
showing with me so they can explore your home without distraction.

Email Marketing
My property announcements will be sent to my exclusive email list — they are an 
effective way to connect with buyers, agents, and their networks.

Social Media
Today’s buyers are on social media, so I’ll heavily promote your property on social to 
generate buzz and attract the attention of potential buyers.

Direct Mail
When paired with digital marketing, specialty marketing like direct-mailed postcards 
can help your listing stand out. Postcards have proven to be effective in the industry 
over the years, as they directly connect with potential buyers in the area and help you 
resourcefully tap into your neighbors’ networks. As a result, informed neighbors have 
the unique opportunity to inform their family and friends who may be looking to move.

ColdwellBanker.com  |  CBGreatLakes.com  |  CBSchmidtOhio.com  |  CBSunstar.com 
CBParadise.com  |  CBPPHomes.com  |  CBAmelia.com  |  ColdwellBankerVI.com
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Setting the right asking price for your home is one of the most important factors in 
ensuring that it draws the most attention from potential buyers and sells quickly. Even 
if your home is in perfect condition, you could miss out on potential buyers if the list 
price doesn't align with similar properties selling in your market. Price too high and it 
may discourage buyers from even seeing it; price too low and you risk setting yourself 
up to take home less than you could have.

To help you price your home optimally from the beginning, I will conduct a 
Comparative Market Analysis (CMA) that will feature data from the Multiple Listing 
Service (MLS) based on buyer and seller activity in your area. By considering the 
market factors and local competition, I'll determine the ideal price, so your home 
generates the most interest and excitement from buyers.

Key CMA data includes:

• Comparable properties in your area that recently sold
• Comparable properties in your area that failed to sell
• Pending sales in your area
• Comparable active listings in your area
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home or not. When you’re trying to sell a home, what you’re really seeking to sell is 
a feeling that potential buyers get about your space. By focusing on removing those 
items that are more of a distraction than an asset, you decrease the likelihood that 
a potential buyer will be unable to see past your personal belongings and envision 
themselves in your space, and you increase the chances of a higher sales price for 
your property. Here are a few of my favorite tips:

Simplicity Sells
Remove clutter and knick-knacks. 
Potential buyers tend to feel 
uncomfortable and cramped when 
surrounded by an abundance of 
someone else’s belongings.

Keep it light
Natural sunlight creates a feeling of 
warmth and happiness. Take advantage 
of all the windows that bring in sunlight 
by pulling back drapes and raising the 
blinds. Keep all lights on — it’ll (literally) 
highlight your home’s best features and 
leave potential buyers with a positive first 
impression.

Create Balance
Place candles — unlit — and potted 
plants around the room to create a sense 
of coziness, balance, and harmony.

Pack the Pets
To ensure everyone's comfort, safety, 
and peace of mind, it's best to keep your 
pets away from home during showings. 
Be sure to tuck their food and water 
bowls out of sight. You never know who 
might be put off by your pets, let alone 
afraid of or allergic to them!

Let the fresh air in
Opening the windows for a few minutes 
every day — no matter the season — 
refreshes air, neutralizes odors, and 
promotes a feeling of positive energy. 
Minimize strong scents, especially 
synthetic ones, and avoid plugins.

Refresh Rugs & carpets
Make your space sparkle even more by 
having rugs and carpets professionally 
cleaned. 

PACK UP THE SHOES
A pile of shoes by the front door can be 
uninviting to newcomers, as it can make 
the space feel cramped and untidy. When 
prepping to show your home, collect all 
footwear and store them out of sight. 
Make sure that the walkways to and from 
the front door are clear and welcoming.

Comb through CLOSETS
If you know you won't wear them again, 
it's time to let them go. Don't let not 
unworn items take up valuable space 
in your closet and your mind. Comb 
through your closet and pull out the 
things you don't need. Channel your inner 
Marie Kondo and thank them for their 
service, then donate them and take a tax 
deduction.
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perceived value and create a warm, inviting space that potential buyers will love. Here 
are a few suggestions that will help the process go more smoothly.

Keep your home in ready-to-show condition
Keeping your home clean, tidy, and clutter-free will ensure that you can be ready for a 
last-minute showing at any time. 

Showcase your home
When you do have a showing scheduled, take some time to showcase your home to 
its best advantage. Turn on the lights, open the drapes, clear last-minute clutter, put 
out fresh flowers and fresh towels, light the fireplace if it’s cold outside, and play some 
soft background music.

Step out during showings
Potential buyers feel more relaxed when they’re allowed to view a home without 
distractions. Grab a cup of coffee at that café you’ve been wanting to try, or take 
advantage of the ability to run a few errands.

Take care of your furry friends
Pets and visitors alike will enjoy their time more if your furry family members are out 
of the way. Put them in a quiet, safe place, or make arrangements for them to be away 
from the home altogether.

Reserve your comments
In most cases, it's best to wait until after potential buyers have left your home to 
share your thoughts. This allows them to view the property without any pressure or 
influence from you.

Prioritize Safety
Only allow buyers to view the property when their agent is present, and be sure 
to put away any sensitive materials or valuables like jewelry, collectibles, and 
prescription medications.

Feel free to call me any time you have 
questions, concerns, ideas, or suggestions!
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As your trusted partner in all aspects of the home-selling process, I'm committed to 
supporting you and advocating for your best interests. Even after your home is sold 
and the deal is closed, I'll continue to be available to you to ensure you have a smooth, 
positive experience. Below are a few businesses I personally trust, recommend, and 
wholeheartedly endorse.

Home 
Inspectors
Inspection Tech
440.465.0448
www.inspectiontech.us

A-Pro Home Inspection
440.961.2099
www.apronorthernohio.com

Lighthouse Home Inspections
216.633.7840
www.lighthousehomeinspect.com

Title 
Services
Cleveland Home Title
440.788.7100
www.clevelandhometitle.com

Chicago Title
440.933.2936
www.northernohio.ctic.com

Ohio Real Title
216.262.3900
www.ohiorealtitle.com

Mortgage 
Lenders
First Federal Savings of Lorain
Melanie Stock
440.610.7694
melanie.stock@fflorain.bank.com

Coast One Mortgage
Melanie Alexander
216.999.3337
melanie.alexander@
coastonemortgage.com

First Federal Lakewood
Nancy Peyton
216.221.7300
npeyton@ffl.net
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To get your home market-ready, take some time to declutter, deep clean, and repair 
your home and property before listing it for sale — this can increase its appeal to 
prospective buyers and result in a faster sale at a higher price. Additionally, the 
purchase agreement will require that you maintain the home — keep the lawn mowed, 
snow removed, etc. — during the whole listing period, and up to closing.

Increase curb appeal
A well-maintained and attractive exterior 
is crucial — it creates a positive first 
impression and sets the tone for the rest 
of your home. Spruce up your outdoor 
space with the checklist below:

	F Mow the lawn, trim the shrubs, 
and weed and edge gardens and 
walkways
	F Add mulch around trees and bushes
	F Sweep walkways and the driveway
	F Remove debris, branches, and litter 

from lawn and gutters
	F Add plants, flowerpots, or window 

boxes
	F Deep clean walls and walkways to 

remove mildew and moss
	F Get rid of grease stains on the 

driveway with cleanser or kitty litter
	F Stack wood in a neat pile
	F Repair, sand, paint, and stain the 

patio and deck areas
	F Remove outdated or damaged 

outdoor furniture
	F Replace damaged screens, shutters, 

or old storm doors
	F Add a fresh coat of paint on the 

exterior of the house and front door
	F Clean out septic systems

Make the interior shine
Create an inviting atmosphere inside by 
cleaning, decluttering, and organizing 
your home so potential buyers can 
envision the lifestyle it offers. Freshen up 
with these ideas:

	F Paint walls a neutral color
	F Shampoo or replace carpeting
	F Clean, wax, or refinish wood floors
	F Wash windows, windowsills, and 

baseboards
	F Dust and vacuum blinds and curtains
	F Replace loose caulking or grout
	F Remove outdated or damaged rugs 

and furniture
	F Clean and polish kitchen appliances 

like the refrigerator, oven, and sink
	F Store away kitchen countertop 

appliances and items
	F Remove mildew from sinks and 

showers
	F Organize closets with shelves and 

storage bins
	F Store everyday items like papers 

and toys in cabinets and closets
	F Store pet accessories in closets or 

drawers
	F Clean the fireplace
	F Change the furnace filter and clean 

air vents
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Paperwork
	F Copy of the mortgage note
	F Name of the loan company/bank
	F Loan numbers like first mortgage, home equity, etc.
	F Survey
	F Floor plan, room dimensions, and square footage of the home
	F Latest tax assessment
	F Inspection and/or contract
	F Results of termite, well, and septic inspections
	F 12 months of utility bills like electric, water, gas, etc.
	F List of all utility companies and service providers for the home, including contact 

info for each
	F List of home improvements you’ve made, along with estimated costs
	F List of any known defects, including environmental (radon, asbestos, etc.)
	F Most recent title policy
	F Covenants and restrictions
	F Homeowners’ Association documents, including monthly and yearly dues, deed, 

and amendments
	F Any special assessments — past, current, or future
	F Warranties in effect
	F Results of the latest appraisal
	F List of local schools

Paperwork Preparation
Beyond the preparations you'll make to your physical space, you’ll need to gather 
some information to get ready to list, show, and sell your home. Below are a few 
things you should have lined up so that things run smoothly.
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To get the most out of your home sale — and avoid putting yourself at a 
disadvantage — you need a skilled agent who knows how to negotiate. As your 
agent, my goal is to maximize your profit, and with data from my comparative 
market analysis and my tried-and-tested negotiation techniques, I'll build a strong 
case to ensure you get top dollar.

If your property receives multiple offers, I'll help you evaluate the terms of each, as 
price isn't the only factor to consider. Other factors may include:

• Improvements the buyer is requesting to be made
• Contingencies
• Timing of the closing
• Requests for the seller to cover part of the closing fees
• Whether the buyer is paying cash or obtaining a mortgage.

No matter what offers are presented, I'll 
provide guidance to help you determine 
which is the best for your needs.
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closer to finalizing the sale. When it's time to close the sale of your home, we'll sit 
down together with the buyer and sign all necessary paperwork.

What to bring
	F Government-issued photo ID
	F Purchase agreement
	F Mortgage documents
	F Trust documents and power of attorney
	F House keys and garage door opener (if applicable)

Don’t forget!
• Date of closing:  _________________________________________________________________
• Location:  _______________________________________________________________________
• Time:  ___________________________________________________________________________

Can't wait to celebrate with you at the 
closing table!
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with movements in a financial index. ARMs can also be referred to as AMLs (Adjustable Mortgage 
Loans) or VRMs (Variable Rate Mortgages).

Annual Percentage Rate (APR): The cost of a loan or other financing as an annual rate. The APR 
includes the interest rate, points, broker fees and certain other credit charges that a borrower is 
required to pay.

Appraisal: An estimate of the property's value.

Assessed Value: The value placed on a property for purposes of taxation.

Closing: The process of completing a financial transaction. For mortgage loans, the process of signing 
mortgage documents, disbursing funds, and, if applicable, transferring ownership of the property. In 
some jurisdictions, closing is referred to as escrow, a process by which a buyer and seller deliver legal 
documents to a third party who completes the transaction in accordance with their instructions. (Also 
referred to as a settlement).

Closing Costs: The upfront fees charged in connection with a mortgage loan transaction. Money 
paid by a buyer (and/or seller or other third party, if applicable) to effect the closing of a mortgage loan, 
generally including, but not limited to a loan origination fee, title examination and insurance, survey, 
attorney’s fee, and prepaid items, such as escrow deposits for taxes and insurance.

Comparables: An abbreviation for “comparable properties,” which are used to help determine the 
current value of a property that is being appraised.

Concession: Something given up or agreed to in negotiating the sale of a house. For example, the 
sellers may agree to help pay for closing costs.

Contingency: A condition that must be met before a contract is legally binding. For example, home 
purchasers often include a home inspection contingency; the sales contract is not binding unless and 
until the purchaser has the home inspected.

Conventional Mortgage: A mortgage loan that is not insured or guaranteed by the federal 
government or one of its agencies, such as the Federal Housing Administration (FHA), the U.S. 
Department of Veterans Affairs (VA), or the Rural Housing Service (RHS).

Debt Ratios: The comparison of a buyer’s housing costs to their gross or net effective income and the 
comparison of a buyer’s total long-term debt to their gross or net effective income. The first ratio is the 
housing ratio and the second is the total debt ratio.

Disclosure: To make known or public. By law, a seller of real property must disclose facts which affect 
the value or desirability of the property.

Earnest Money Deposit: A deposit made by the potential home buyer showing that they are serious 
about purchasing the home.

Equity: The difference between what is owed and the amount for which the property could sell. If you 
owe $100,000 on your house but it is worth $130,000, you have $30,000 of equity.

Escalation Clause: A clause in the offer or contract that states that a buyer is willing to raise their 
offer price to a predetermined amount if the seller receives a higher competing offer for the property.
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the fulfillment of a condition. For example, the deposit by a borrower with the lender of funds to pay 
taxes and insurance premiums when they become due, or the deposit of funds or documents with an 
attorney or escrow agent to be disbursed upon the closing of a sale of real estate.

Fair Housing Laws: Local, state, and federal laws that prevent discrimination against any individual or 
group based on race, color, religion, sex, handicap, national origin, or familial status.

FHA Loan: A loan insured by the Federal Housing Administration.

Fixed Rate Mortgage: A conventional loan with the same interest rate for the life of the loan.

Liabilities: A person’s debts and other financial obligations.

Multiple Listing Service (MLS): A database through which member real estate brokerage firms 
regularly and systematically exchange information on listings of real estate properties and share 
commissions with members who locate purchasers. The MLS for an area is usually operated by the 
local, private real estate association as a joint venture among its members designed to foster real 
estate brokerage services.

Property Disclosure Form: A form that requires you to disclose all known defects to your property.

Purchase Agreement: A written document in which the purchaser agrees to buy certain real estate 
and the seller agrees to sell under stated terms and conditions. Also called a sales contract, earnest 
money contract, or agreement for sale.

REALTOR®: A real estate agent who is a member of the National Association of REALTORS® and 
subscribes to and adheres to its strict Code of Ethics.

Rider: An amendment to the sales contract that affects your rights as the seller. For example, you may 
wish to negotiate to stay in your home for a set period of time after closing, paying rent to the buyers 
during that period.

Secured Loan: A loan that is backed by property such as a house, car, jewelry, etc.

Title: The rights of ownership recognized and protected by law. It is a combination of all elements 
that constitute the highest legal right to own, possess, use, control, enjoy, transfer, and dispose of 
real estate.

Unsecured Loan: A loan that is not backed by collateral.

Walk-Through: A common clause in a sales contract that allows the buyer to examine the property 
being purchased at a specified time immediately before the closing, for example, within the 24 hours 
before closing.
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