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u Creates ease in the appraisal process

* Experience has shown that the closer the gap between the perceived market value of the home and the asking
price, the more likely you are to receive an offer.

+ Generally, homes that are priced more than 5% above the expected market value, will not receive purchase offers.

* You increase your chances of obtaining a timely sale at or near your asking price, when the price is
substantiated by comparable sales information.
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