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California Real Estate Seller's Guide 
Selling your home in California is a significant undertaking, and understanding the 
intricacies of the process is crucial for a successful sale. This comprehensive seller's 
guide is tailored to the California real estate market and provides a detailed step-by-step 
approach to selling your home: 
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1. Evaluate Your Home's Value 

Start by determining the current market value of your California home. Consider hiring a 
certified appraiser or working with a local real estate agent to conduct a Comparative 
Market Analysis (CMA) or to prepare a Broker Price Opinion (BPO). This will help you 
set a competitive asking price. Some agents will prepare a CMA or BPO for free, while 
others may charge a small fee for these services, which are more limited in scope than 
a complete real estate appraisal.  

When it comes to determining the value of your home, it's crucial to approach the 
process with a discerning eye, especially in the context of California's competitive real 
estate market. Here are some important considerations: 

 

Beware of Overinflated Home Price Recommendations 

While selecting a qualified real estate agent is essential, it's also important to be aware 
that some agents may be tempted to provide overly optimistic pricing recommendations 
to win your business. They might suggest a higher listing price than what the market 
truly supports. Here are some ways to navigate this potential issue: 

• Multiple Pricing Recommendations: Seek CMAs, BPOs, and/or Appraisals 
from multiple real estate agents or certified appraisers. By comparing their 
assessments, you can get a more accurate picture of your home's value or realistic 
asking price. 

• Ask for Data: Request data and comparable sales (comps) that justify the 
suggested listing price. This will help you understand the reasoning behind the pricing 
recommendation. 

• Market Research: Conduct your own research on recent sales in your area. 
Websites and platforms like Zillow or other real estate websites can provide valuable 
insights into market trends and comparable property sales; however, be cautious about 
using automatically generated home valuations when setting the asking price for your 
home – while some of the automated pricing models work very well for getting a general 
idea of what your home may be worth, even the best automated pricing algorithms are 
sometimes way off (sometimes way too high, and also sometimes way too low). 

• Realistic Expectations: While it's natural to want the highest possible sale price, 
be cautious about setting an unrealistic price that could deter potential buyers. 
Overpricing can lead to a longer time on the market and may ultimately result in a lower 
final sale price. 
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• Transparent Communication: Choose a real estate agent who is transparent 
and provides you with honest feedback and data-driven insights rather than making 
promises that seem too good to be true. 

 

Market Fluctuations 

The California real estate market can be dynamic and influenced by various factors, 
including economic conditions, interest rates, and local developments. Keep in mind 
that your home's value can change over time. Regularly review your property's valuation 
and market conditions to make informed decisions. 

By being vigilant and relying on a combination of professional assessments and market 
research, you can better ensure that your California home is priced accurately and 
competitively, ultimately leading to a successful sale. 

 

2. Prepare Your Home for Sale 

Enhance your home's curb appeal and overall presentation. Consider decluttering, 
depersonalizing, neutralizing, deep cleaning, and making necessary repairs or 
upgrades. Professional home staging can also be beneficial when selling a vacant 
home that gives off a “cold” or “empty” feel when unfurnished. Note, however, that home 
stating does not have to mean fully furnishing the home, but rather can be effectively 
done by using just a few select decorative items. If selling the home as “move-in-ready”, 
deep cleaning the home, catching up on repairs and any deferred maintenance, and 
tidying up the front yard and back yard landscaping are usually the most important steps 
in preparing your home for sale. Also, if your roof is more than a few years old, it may be 
a good idea to have a licensed roofing contractor inspect and make any necessary 
repairs to your roof before putting your home on the market, or adjust your asking price 
(or offer a buyer credit) to reflect the cost of repairs (or even possible roof replacement), 
which may be required by the buyer’s lender or homeowner’s insurance company prior 
to closing escrow.   

 

3. Find a Qualified Real Estate Agent 

Select a knowledgeable and experienced California real estate agent who can assist 
you in pricing your home accurately, marketing it effectively, and negotiating on your 
behalf. Ensure they have a deep understanding of the local market, as well as contract 
negotiation and the complexities of real estate sales transactions. Cautionary Note: It is 
not at all uncommon for home sellers to list their home for sale with their relative, friend, 
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or neighbor who also just happens to be a real estate agent. Deciding to list with your 
relative, friend, or neighbor is sometimes a great decision – if they are knowledgeable, 
experienced, and most of all, able to be candid with you about what needs to be done to 
prepare your home for sale and also candid with you about your home’s value. 
However, it also might not be the best decision. Don’t ever feel pressured or guilted into 
listing your home for sale with a particular agent just because they are your relative, 
friend, or neighbor. There are many agents to choose from; not all have the same 
training, skills, and experience, and not all charge the same rate of commission or fees 
(In fact, in California, real estate commissions are negotiable by law). You will be best 
served by interviewing more than one agent before deciding which agent you hire to list 
your home for sale.  

 

4. Marketing Your California Home 

Your agent will create a comprehensive marketing plan that includes some or all of the 
following: professional photography, aerial/drone photography; online listings, 
placement in the Multiple Listing Service (MLS); networking with other agents in their 
same firm or in different firms in your area (or even outside of your area for certain 
properties); for sale sign; public open houses; agent/broker-only open houses; and 
targeted advertising. It is important to discuss with your real estate agent any specific 
upgrades you have made to your home, or other aspects of your home that make it 
unique, so that your agent can market your home the most effectively. Also, be sure to 
ask to see a copy of your online property listing and/or other marketing materials 
prepared by your agent for your home. 

 

Cautionary Note About Open Houses 

Although open houses are often touted as a great way to sale a house, an open house 
may actually not be the best tool to use to sell YOUR house. While it is true that real 
estate agents meet a tremendous number of home buyers by holding open houses, the 
open house visitors are typically very early in their home shopping process and rarely 
purchase the home that they viewed at the open house, but rather the agent who is 
holding the open house typically uses the open house as a first point of contact with a 
particular home buyer, and then shows the buyer several other homes over the next 
several months. The buyer who the agent met at YOUR open house ultimately will likely 
end up buying a different house that is listed for sale one month to several months later. 
This is especially true if your home is overpriced. This being said, open houses do 
sometimes work as an effective marketing tool when a home is priced realistically, 
located in an area where homes are selling quickly, and held during the first 3 to 10 
days that the home is on the market. In this case, holding an open house may be a 
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good way for multiple agents and prospective buyers to tour your home during a short 
timeframe. If you absolutely need to sell your home ASAP for top dollar, there is a 
strategy that does include an open house that does work, but it requires proper planning 
and execution. If you would like to know about this specific strategy, please contact me 
and I can tell you all about it. 

 

5. Pricing Strategy 

Collaborate with your agent to determine an appropriate pricing strategy. Consider 
market conditions, recent comparable sales, and your goals when setting the asking 
price. Communication with your agent about why you are selling and when you 
absolutely need to have your home sold is critically important when determining your 
pricing strategy. Also be prepared for adjustments based on buyer feedback and market 
dynamics. 

 

6. Negotiating and Accepting an Offer 

Review offers with your agent and negotiate terms, including the sale price, 
contingencies, and the closing date. Understand the intricacies of California real estate 
contracts and be prepared for counteroffers. Assess the buyer's financing and earnest 
money. 

 

7. Navigating the Escrow Process 

In California, a title and escrow company typically manages the transaction, but your 
real estate agent will play a significant role in driving this process forward and keeping 
things on track to close escrow on schedule. The escrow company will hold funds and 
important documents until all conditions of the sale are met, including inspections, title 
searches, and buyer financing. Familiarize yourself with the timeline, and cooperate with 
your real estate agent and the escrow officer. 

 

8. Understanding Closing Costs 

As a seller, you may be responsible for some closing costs. These can include agent 
commissions, title insurance, escrow fees, and transfer taxes. Your agent can help you 
understand these costs and negotiate with the buyer on which expenses you'll cover. 
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9. Legal and Disclosure Requirements 

Comply with California's legal and disclosure requirements. This includes providing the 
necessary disclosures about your property's condition, any known issues, and past 
renovations. Failure to do so can lead to legal complications. It is usually a good idea to 
work with your real estate agent to prepare your disclosure documents as soon as you 
sign an agreement to list your home for sale (rather than waiting until you have a buyer 
in contract), and to update your disclosures accordingly if you subsequently discover 
any defects in your home that you weren’t initially aware of. In some parts of California, 
it is also common for the seller to supplement their disclosures by having a professional 
home inspector prepare a home inspection report that is made available to buyers even 
before they make an offer to purchase your home, and to stipulate which suggested 
repairs that were identified in the report you will be willing to make and which items you 
will expect the buyer to accept as-is.  

 

10. Tax Considerations  

Consult a tax professional to understand any potential tax implications of selling your 
California home, including capital gains tax. California may have specific rules regarding 
tax liabilities on real estate transactions. If the home you are selling was recently used 
as a rental property and you are planning on re-investing the proceeds from the sale in 
another rental property, discuss with your tax advisor whether a 1031 Tax-Deferred 
Exchange may be an available option for you to use, and the specific rules you will need 
to follow to use the 1031 Exchange. 

 

11. Completing the Sale 

Once all contingencies are satisfied and the buyer's financing is secured, you'll sign the 
necessary documents to transfer ownership. The title and escrow company will handle 
the transfer, and you'll receive your proceeds from the sale. 

 

12. Additional Considerations 

• Capital Gains Tax: Understand the rules surrounding capital gains tax 
exemptions for homeowners in California. 

• Moving Logistics: Plan your move carefully, especially if you're relocating to a 
different city or out of state. 
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• Market Conditions: Keep an eye on California's real estate market trends to 
time and price your sale effectively. 

• Home Warranty: Consider offering a home warranty to make your property more 
attractive to buyers. 

• Disclose, Disclose, Disclose: A home warranty does not cover defects that 
existed at the time of sale, and selling your home “As-is” does not take away your duty 
to disclose. If you know (or should reasonably be aware of) of any defects, damage, or 
other adverse conditions in your home, be sure to disclose them, in writing, to 
prospective buyers as early as possible. This will drastically help reduce re-negotiation 
during escrow as well as reduce conflicts that could come up after the sale if you fail to 
disclose.   

 

13. Conclusion 

Selling your home in California can be a complex process, but with thorough 
preparation and guidance from a qualified real estate agent, you can navigate it 
successfully. Stay informed, be flexible during negotiations, and prioritize compliance 
with legal requirements. By following these steps, you can achieve a successful sale 
and transition smoothly to your next chapter. Best of luck! 

 

 

Message from James Cardoza 

I hope you have enjoyed reading my California Real Estate Seller’s Guide. When the time comes 
for you to sell your home in California, I would sincerely appreciate the opportunity to help you 
navigate the process. 

Please call me at: 559-612-6629 to set up a time to talk. 

Sincerely, 

James Cardoza 

 

            

 

 

Disclaimer:  The information contained herein is for educational purposes only; nothing 
contained herein should be construed as legal advice. If you need legal advice, please consult 
with a qualified attorney. 


