The Realtor's Pre-Listing Renovation Reality Guide

THE ———

REALTORS

~ PRE-LISTING -

RENOVATION REALITY GUIDE

How to Help Sellers Decide What to

7
& Repair, Refresh, Renovate, or Leave Alone A AN

- Before Listing GA 4 ﬂxy{/

‘7\?, ST\::? I::a.m \ N\ ‘\ - " B .. 1
(;\'\E cx\v ; §\<

!“,\\(‘"‘

2o
car
> Lioh
@ S C"‘“\“
s
@ nte .
\ ath®
@ \'\\\t\“'“ &
- ket
e &L“\
gyt
@ aaarket
quwe e
@ “\\\‘ ot

REPAIR REFRESH RENOVATE LEAVE ALONE

\  Fix what matters Elevate with ease Invest with purpose Don't over-improve

by
LOU ST. GEORGE

Boca Raton Renovation, Inc. | RenovationResults.com | 561-339-5530

por & ¥




The Realtor's Pre-Listing Renovation Reality Guide

BOCA RATON RENOVATION, INC.

The Realtor's
Pre-Listing Renovation
Reality Guide

How to help sellers decide what to repair, refresh, renovate, or leave alone
before listing.

The goal is not to spend the most money. The goal is to protect net profit, reduce buyer objections,
and help the home show its best without creating unnecessary risk.

Prepared for Boca Raton, Delray Beach, and South Florida real estate professionals

By Lou St. George
http://www.RenovationResults.com
State Certified General Contractor + Years Local Renovation Experience

Boca Raton Renovation, Inc. | RenovationResults.com | 561-339-5530



The Realtor's Pre-Listing Renovation Reality Guide

Why This Guide Exists

Realtors are often asked a question that sounds simple but can become expensive fast: should the seller fix this
before listing, or should they leave it alone and price accordingly?

The answer depends on the property, the buyer pool, the neighborhood, the timeline, the cost of the work, and
the likely effect on the buyer's perception. Some improvements help a home sell faster and protect seller equity.
Other improvements look good on paper but eat up time, create stress, and reduce net profit.

This guide was created to give realtors and sellers a practical way to think before spending money. It is not a
replacement for a full renovation plan, inspection, appraisal, or contractor proposal. It is a field-tested
framework for deciding what deserves attention before listing.

The central idea: the highest selling price is not always the highest profit.

A seller can spend $50,000 chasing a higher price and still walk away with less money. Another seller may spend
$5,500 on the right cleanup, repairs, paint, and presentation items and create a better result with less delay and
less risk.

The Four Pre-Listing Choices

Every pre-listing improvement usually falls into one of four categories. Before recommending work, classify the
item first.

Repair Refresh Renovate Leave Alone

Fix broken, leaking, unsafe, or
visibly neglected conditions
that create buyer objections.

Improve presentation with
lower-cost changes such as
cleaning, paint, landscaping,
lighting, and minor touch-

Perform larger upgrades only
when timing, budget, market,
and return justify the risk.

Do not spend money when
the improvement will not
materially improve
marketability or net

ups. proceeds.
This classification protects the seller from emotional decision-making. It also helps the realtor explain why some

work is smart and some work is not.

Why Realtors Need a Safer Way to Talk About Renovation

Successful realtors are careful with contractor referrals. That caution is justified. A bad referral can damage the
client relationship, delay a listing, create liability concerns, or turn a simple sale into a construction dispute.

The better approach is not to casually tell a seller, 'You should renovate the kitchen,' or 'Just paint the house.'
The better approach is to help the seller evaluate cost, timing, risk, buyer perception, and likely return before
making a decision.

Sometimes the best recommendation is to renovate. Sometimes it is to refresh. Sometimes it is to repair only
what is necessary. Sometimes it is to do nothing and let the market decide.

First Impressions: Where Hidden Profit Often Starts

A buyer forms an opinion before they reach the front door. The goal is not to make every home perfect. The goal is
to remove avoidable objections and create the sense that the home has been cared for.
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Exterior items worth reviewing

e Driveway and parking: Fewer cars, cleaner surfaces, and easier access improve the first impression.
Pressure cleaning, weed control, and simple organization often create an immediate lift.

e Roof and gutters: A dirty, damaged, or visibly aged roof can make buyers assume the worst. Some
conditions should be cleaned, documented, or repaired before listing. Larger roof decisions require careful
cost and timing review.

e Exterior paint and trim: Faded, peeling, dirty, or mismatched exterior finishes can signal deferred
maintenance. A full repaint is not always necessary, but visible defects should not be ignored.

e Lawn and irrigation: A neglected lawn raises questions about the rest of the property. Mowing, edging,
sprinkler repairs, and small sod areas may be simple value protectors.

e Landscaping: Trim, shape, remove dead material, and add color where it matters. Overgrown landscaping
can make the house feel smaller, older, darker, and less maintained.

e Pool and spa: Clear water, clean filters, visible finishes, and operating equipment matter. A dirty pool can
create unnecessary fear and inspection concerns.

e Fences, gates, screens, and windows: Small broken items often feel bigger to buyers than they are.
Repairing visible defects can reduce low-offer ammunition.

The buyer does not know whether the problem is $250 or $25,000. If the visible condition looks
neglected, many buyers assume the expensive version.

The Inside Story: Make the Home Show Well

Realtors already understand staging, but construction experience adds another layer. Buyers respond to
cleanliness, smell, temperature, light, maintenance, and flow. These details can make a home feel easier to buy.

Interior items that influence buyer confidence

e Odor: Cooking smells, pet odor, smoking, dampness, moldy cabinets, dirty carpet, trash areas, and laundry
rooms can all kill buyer enthusiasm. The owner may not notice what the buyer notices immediately.

e Cleaning: Deep clean floors, kitchen, bathrooms, windows, baseboards, closets, garage, and utility areas.
Clean suggests care. Dirty suggests hidden problems.

e Furniture placement: Too much furniture makes rooms feel smaller. Flow matters. A second opinion on
furniture placement is often worth more than another accessory.

e Basic maintenance: Replace dead bulbs, service obvious leaks, check drains, repair loose hardware,
replace dirty HVAC filters, and correct small visible defects before showings.

o Temperature and comfort: A home that feels too hot, too cold, humid, or stale creates a negative buying
environment. Comfort keeps buyers in the home longer.

o Lighting: Light affects perception of size, cleanliness, and condition. Dark rooms need attention before the
first showing.

e Owner personalization: Personal items, excess furniture, pet items, and clutter make it harder for the buyer
to imagine themselves living there.

The Profit Question: Will This Improvement Pay Back?

Before spending money, ask a simple question:
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If the seller spends $1.00, is there a realistic path to getting $1.10, $2.00, or more back - or will the
seller simply have a nicer house with less money and a later listing date?

Not every necessary repair creates a visible return, but many protect the deal. A roof leak, unsafe electrical
condition, plumbing issue, or active water damage may need to be addressed because it can affect financing,
inspections, insurance, or buyer confidence. The return is sometimes the preservation of the sale itself.

Cosmetic improvements should be judged differently. Paint, cleaning, landscaping, lighting, and minor repairs
can often create a better buyer reaction at relatively low cost. Larger renovations require deeper caution.

Example: Highest Price vs. Highest Profit

Consider a simplified example. A seller has three comparable sales suggesting a likely value range around
$853,000. Similar homes with brand-new kitchens have sold higher, around $876,000 to $877,500. The seller
wonders if a new kitchen is the best pre-listing move.

Scenario Investment Potential Sale Price Likely Result

Kitchen renovation $66,250 $876,000+ Possible higher sale price,
but higher risk, delay, and
lower net profit if the market
does not fully reward the
cost.

Targeted refresh and repairs $4,500-$10,500 $858,000-$860,000+ Possible better net profit with
less delay and less
construction risk.

No preparation $0 Lower or slower May attract lower offers,
inspection pressure, or buyer
objections that could have
been prevented.

The numbers will vary by market, neighborhood, timing, and property condition. The lesson is stable: a higher
sale price does not automatically mean the seller made the better financial decision.

When a Larger Renovation May Be the Wrong Pre-Listing Move

A major renovation before listing may be a poor decision when:

e The seller needs to list quickly.

e The renovation requires permits, drawings, HOA review, or long lead-time materials.

e The selleris guessing at buyer preferences rather than responding to clear market demand.

e The scope could reveal concealed conditions or change orders.

e The cost of the work consumes most or all of the likely price increase.

e The home may be purchased by a buyer who wants to renovate it their own way anyway.

e The work creates the risk of looking partially updated instead of consistently improved.

This does not mean large pre-listing improvements are always wrong. It means they deserve a more careful
review before the seller commits.

Questions Realtors Can Ask Before Recommending Work

These questions help keep the discussion practical and protect the seller from emotional spending.
e What are the top buyer objections likely to be with this property?
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e Which items are visible presentation issues versus real functional issues?

e Will this improvement help the home photograph better, show better, inspect better, or appraise better?

e How much time will the improvement add, before listing?

e Does the work require a permit, HOA approval, special-order material, or multiple trades?

e Will the buyer pool value this improvement, or will they replace it anyway?

e |sthisrepair protecting the sale, increasing the price, reducing days on market, or simply making the seller

feel better?

e What happens if the project uncovers more work than expected?

e |sthere a less expensive refresh that would solve the same buyer objection?

e Would a contractor review help clarify the risk before the seller spends money?

Pre-Listing Renovation Reality Checklist

Use this as a simple first-pass review before recommending work or calling for estimates.

Area

What to Review

Action

Curb appeal

Driveway, entry, lawn, landscaping,
exterior cleaning, visible paint, gutters,
roof appearance.

Repair / Refresh / Renovate / Leave alone

Buyer confidence

Leaks, stains, odors, broken items, dirty
mechanical areas, damaged screens,
poor drainage, visible neglect.

Repair / Refresh / Renovate / Leave alone

Photography impact

Lighting, clutter, furniture placement,
paint, flooring, countertops, exterior
entry, pool condition.

Repair / Refresh / Renovate / Leave alone

Inspection risk

Roof, electrical, plumbing, HVAC, water
intrusion, structural concerns, safety
issues, unpermitted work.

Repair / Refresh / Renovate / Leave alone

improvement, delay, carrying costs, and
probability of buyer value.

Time risk Permits, HOA, long lead items, trade Repair / Refresh / Renovate / Leave alone
availability, special-order fixtures,
weather, scope creep.

Profit risk Cost of work versus likely price Repair / Refresh / Renovate / Leave alone

How a Contractor Review Can Help Before Listing

A practical contractor review can help a realtor and seller separate low-cost presentation opportunities from

expensive renovation decisions. It can also help identify when a seller should stop, avoid unnecessary work, or

disclose and price accordingly.

The purpose is not to pressure the seller into construction. The purpose is to help the seller understand realistic

cost, timing, scope, and risk before decisions get expensive.

Good situations for a pre-listing renovation review

e Aseller wants to know what is worth fixing before listing.

e A dated home may scare buyers, but the seller does not want to over-improve.

e Abuyer likes the home but needs a realistic renovation range before making an offer.

e Inspection issues are likely to create objections or credits.

e Therealtor wants a second opinion before making a contractor recommendation.

e A home has renovation potential, but the scope and budget are unclear.
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Ready-Estimate: A Starting Point for Renovation Decisions
Ready-Estimate is designed for larger renovation decisions - the kind of project where a buyer, seller, or
homeowner needs a realistic cost range before spending thousands on drawings, committing to a full design
process, or making a major listing or purchase decision.

Itis not a bid, not a repair estimate, and not a generic online calculator. It is a structured starting point for
substantial renovation projects, based on scope, finish level, property type, and 23+ years of local renovation

experience.

Use Ready-Estimate when a client asks: “What would it probably cost to renovate this home?” or “Is
this larger renovation realistic for the budget?” For small repair, refresh, maintenance, or pre-listing
cleanup items, a direct conversation or simple contractor review is usually more appropriate.

Final Thought

The best pre-Llisting decision is rarely about doing the most work. It is about doing the right work for the right
reason at the right time.

When realtors and sellers think clearly about repair, refresh, renovation, and risk, they can protect seller equity,
reduce buyer objections, and avoid wasting money on improvements that do not improve the outcome.

Have a property or client situation you want to discuss?
Call Lou St. George directly: 561-339-5530
Boca Raton Renovation, Inc. | RenovationResults.com

Licensed and insured. State Certified General Contractor. 23+ years of local renovation experience.
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