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Sell My Home During the Holidays!  Are You Kidding?
While marketing your property during the holidays might appeal to you as much as root canal, consider doing so IF you seriously need to move.  Real estate is no longer a seasonal industry. Companies transfer employees year-round; families look for larger quarters when their families expand and some Buyers need to close on a property by the end the year for tax purposes.  Buyers looking between Thanksgiving and New Year’s Day are usually quite motivated. Why else would they be tromping around after work in the dark in ice and snow?

Your competition is less during the holidays. Every year there are sellers discouraged during the fall market who temporarily cancel their listings as the weather turns chilly.  You will stand out as a motivated seller.  Remember:  if you’re not actively on the market, no one will make you an offer.
The real issue is HOW TO SURVIVE keeping your home ready for showings while enjoying the holidays with your family.

Getting Ready:  
Simplify!  Pack up excess toys, summer gear, and collectibles. If your home is compact, rent a storage locker.  Less clutter = less time to get ready for each showing.
Minimize Holiday Decorations:   A touch of holiday color adds warmth. Flashing lights or decorations on every sill and landing is a definite turn-off.  If you celebrate Christmas, buy a tree that does not dwarf your living room. Remember that you want to showcase your property not your decorations.

Lighting& Candles:  The sun sets early in New England. The warm glow of a well-lit home creates instant curb-appeal and beckons you inside.  Do not light scented candles. Many people are allergic to their scents or think that you are hiding an unpleasant odor.
Keeping Your Home Clean And Ready To Show:  Keep the driveway and walkway free of snow and ice.  Buyers will view your property more positively if they can easily reach the front door. Place a large washable rug near the door and a discreet sign asking people to “please remove their shoes and boots”. Some of my clients place a decorative basket filled with paper slippers for guests.  Organize your family’s outerwear attractively.  One of my clients solved her lack of closet space with  a basket for boots and a clothesline with colorful clothespins above the basement railing.  Her children’s mittens looked adorable, all in a row. Consider lighting a fire in the fireplace.
Create a Schedule For Your Family That Works: Alert your realtor early in the week to any blocked-out time periods.  Ask your relatives to host the big family holiday party this year. You can always host it next year in your new home.  

Keeping Children Relaxed:  Remembering that children do not like change, keep the talk about moving to a minimum. Make cleaning up as much of a team effort as possible. Consider afternoon weekend trips to museums or movies during prime showing times. Ask friends to host your children for play dates.  You can reciprocate once your home sells.  
Now For A Taste Of Reality:  One of my Sellers sold her home the day after ripping up her kitchen floor.  The Buyer didn’t care that there was only plywood because she could choose her own flooring.  One of my clients sold her home during the aftermath of a huge family gathering.  The Buyer loved the homey feel!  
You can make the off-season holiday market work for you if you are prepared and keep a good sense of humor.  
Amy L. Sebell is licensed realtor with nearly 25 years experience representing Buyers and Sellers in the Greater Merrimack Valley market.  Her credentials include:  Certified Buyer Representative, Certified Residential Special, Graduate Realtor Institute, Senior Residential Special and a Master of Education.  Amy is affiliated with Prudential Howe & Doherty Realtors in Andover, MA and holds the distinction of the Top Producer of Individual Sales for the Northeast Association of Realtors in 2005. 
