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MEET YOUR

REALTOR®
Hello y Hola!
My name is Peter Hudson, and I am an Arizona licensed real estate agent,
REALTOR®.
I am an Arizona na�ve and reside in Mesa, AZ with my spouse and our
four-legged son, Rico Suave!
I have more than 30 years of real estate, sales, and marke�ng experience
and first obtained my real estate license in the early 1990s.
I enjoy represen�ng friends, long�me and new, sell and buy their homes.
I’m always my clients best advocate all during the process of selling the
home in order to make the transac�on as stress-free as possible.

THE PROCESS
Of Selling Your Home
Selling a home is a difficult process. Some people think you put a for sale sign on the
front yard and put the house on the MLS and the offers come rolling in, but that is
just the �p of the iceberg.
Most people today are looking for a house that is updated and needs few repairs.
With this in mind, it's important to make sure your home appeals to the broadest
number of people.
Cleaning the house, pain�ng the house, and making general repairs prior to going on
the market is paramount to ge�ng the best offers with the least amount of stress.
This is where a professional eye comes in handy, and I can offer you advice on how to
prepare your home for the market.
A�er the offers come in there are contract-mandated due dates that must be met,
home inspec�ons, further nego�a�ons, the appraisal, the final walk through and
finally the close of escrow. All along the way, you must walk delicately through
minefields that could derail the transac�on, or get you sued.
Just as you would hire an a�orney to represent you if you were to go to court, your
REALTOR® is your representa�ve all through the real estate transac�on and is there
to protect you, your family, and your interests.
I look forward to represen�ng you with the same care as I would a member of my
family.

PREPARE THE HOME
Preparing your home for the market is one of the most
important steps to selling the home. You may need to rent
temporary storage in order to de-clu�er and depersonalize
the home.
Cleaning the home and making sure the house shows like a
model home when we open the house for tours is cri�cal.
Professional cleaners can help with this process.
If you cannot do these things you can expect to receive lower
offers.

PRICING THE HOME
There are a few strategies for se�ng the offering price of the
home. The condi�on of the home in comparison to other similar
houses within a mile or two will help us set the price higher or
lower than comparable houses that have recently sold.
For example, if your home has not been updated in the past few
years you can't expect to get the same price as the house down
the street that has been fully renovated.
On the other hand, if your home has been fully renovated it will
bring top dollar.
I use very specialized so�ware available only to REALTORS® to
help me understand and determine the marketable price of your
home.

THE MLS
The Mul�ple Lis�ng Service (MLS) is where all of the
informa�on on the homes for sale to the general public
by a real estate agent is uploaded and stored.
Any home offered to the public and made available by
real estate agents must be on the MLS.
Some people will use well-known websites like
Realtor.com (and hundreds of others) to search for
homes for sale, but the informa�on on these home
search websites is aggregated to all of these websites
through the informa�on in the MLS.

HOME SELLING FACTS
The current housing market is what will drive the actual
selling price of any home.
A new home lis�ng generates the most interest from
buyers when it first goes on the market. With this in
mind a correct pricing strategy is the key to ge�ng a
fair price for your home!
Star�ng too high and dropping the price can hurt your
lis�ng because some buyers are o�en hesitant to buy a
home that has been si�ng on the market for too long.
My compe��ve pricing strategies generate the most
showings and offers and may lead to a bidding
compe��on that will push up the selling price of your
home.
Star�ng with the right strategy is the key to selling your
home for the best possible price on your �meline.

IT'S NOT ALL ABOUT PRICE
Some�mes selling your home is not all about the selling
price. Maybe you have certain dates where you need to
be living in a different area, or you want to wait un�l the
kids are out of school before you move.
If a person can be flexible on their closing date this may
have more value to you than a higher price offer where
the buyer's desired closing date does not agree with your
desired closing date.

HOW DO WE MARKET YOUR HOME?
Professional photography, including drone
photography when it's an advantage
Professionally designed property flyers
Added to the MLS - Aggregated to more than 300
home search websites. FACT: 97% of home searches
start online!
Scheduled open house (when needed)
Virtual property tours
In-person property tours
REALTOR® tours when needed
Social media marke�ng

ATTRACTING BUYERS
Kitchen
Remove items from counters to create more space
Declutter the house
Clear off the refrigerator of any items
Add fresh flowers and plants
Clean the garbage disposal
Paint the house
Deep clean

Living Areas
Repaint with neutral colors
Replace light bulbs
Clean windows
Keep window coverings open
Deep clean the house
Add plants
Remove personal photos

Bathrooms

Outdoors

Repair dripping faucets
Add fresh towels
Remove stains from toilets
Remove stains from bathtubs
Clean sinks
Clean mirrors
Replace old caulking

Place flowers outside of entry
Cut back overgrown trees or
greenery
Keep the lawn mowed
Repaint exterior if needed
Replace outdoor lights if
needed

Garage, Closets, Attic
Clean out the clu�er
Be sure that the lights and garage door
opener are in working condi�on
Ven�late the garage
Repair cracked floors and walls

FIRST IMPRESSIONS FOR
PROSPECTIVE BUYERS
START AT THE STREET

OFFER & NEGOTIATION
Once you receive an offer, or perhaps multiple
offers, we will discuss all aspects of the offers in
our time of review.
If we receive multiple offers we may set a
deadline for other buyers to submit their highest
and best offer by a certain date and time.
When reviewing we will go over all terms on
the offers, such as price, financing,
concessions requested, repairs requested and
the time they wish to take possession of your
home.
As your advocate I will help you understand,
and determine which offer is best for you.

HOME INSPECTION
The Purchase Agreement will be contingent on the
buyer having a professional, licensed home
inspection of the property.
Time line for this will be determined in the
Purchase Agreement (typicallywithin 7-10days)
Requests for repairs or further negotiations
following the inspection may arise.

APPRAISAL
If they buyer is financing the purchase of your home, their
lender will require a home appraisal. Most homes today are
evaluated by an automated computer system,where other
appraisals must be performed in person.
Results are given usually within 7-10 days.
If the appraisal comes in lower than the sale price
additional negotiations will take place
Once this process is complete most of what occurs
takes place behind the scenes by others.
Onward to closing!

FINAL WALKTHROUGH
Prior to closing the buyer will do a final walk
through with their REALTOR®.
This is for the buyers to check that the home
is move-in ready, and any requests for
repairs, or personal property that were
negotiated have been addressed or are
present.
Typically this is done a few days before
closing.

CLOSING
It's time to sign the papers to transfer your house
to the new owners. You will sign the documents
2-3 days prior to the new owners signing.
Once the new owners sign their documents and
their monies have been received, the title company
will distribute the funds to your previous mortgage
company to pay off any remaining balance, and
pay any remaining taxes or HOA fees that are
owed, and selling fees.
Your money is typically wired to an account you
have established with the title company the day
after closing.

TESTIMONIALS

We used our friend and neighbor Peter Hudson to sell our
home in Mesa, AZ. Peter explained every detail all along
the way and made sure we stayed on pace. We received
multiple offers and our final selling price was beyond our
imagination. Thank you ! Mick and Rhonda

We hired Peter Hudson to sell our house in Mesa, AZ.
Peter handled every aspect of the transaction
professionally and kept us informed on every step.
If the need arises again Peter Hudson is the real estate
agent we will call.
Jon S.

We had not sold or bought a home in more than 20
years. Things have changed! Peter was very
communicative and professional.
We could not have asked for a better REALTOR® to
work with! Great job. Jaime R.
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