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that comes next.

PRACTICAL DECISIONS. LOCAL PERSPECTIVE. OCTOBER 2026



FIVE FOUR / FIELD GUIDES SELL

COLORADO, THROUGH & THROUGH. 02 / OCTOBER 2026

01 / 08

Build the sale around your next
move
Start with what needs to happen after the sale. Buying another home, downsizing, relocating, and

selling an investment create different timing and cash needs. Decide which matters most: a

particular move date, a minimum practical net amount, reducing uncertainty, or limiting preparation

work. Those priorities should guide the launch plan.

Map the dependencies before setting a listing date. If you need proceeds for the next purchase,

speak with the lender about sequencing. If you may stay after closing, discuss the written

possession arrangement, insurance, costs, and responsibilities before accepting an offer. If the

property is occupied by a tenant, obtain advice about the lease and applicable notice obligations

before promising vacant possession.

Ask Five Four for an initial net-proceeds estimate with assumptions plainly shown. It should

distinguish the expected sale price from the amount available after payoff, agreed transaction costs,

prorations, concessions, and other obligations. Keep moving costs and your next home's cash

needs alongside that calculation.

A launch date is useful when the work behind it is realistic. Allow time for documents, contractor

availability, photography, and any property-specific investigation. Rushing to publish before you

understand a roof issue or title question can simply move the delay into the contract period.

Define the move you need the sale to make possible before choosing a preparation

budget or price.

Five Four editorial guidance. Examples are illustrative.
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Prepare in three lists: repair,
present, leave
Put active problems on the first list. A leak, an electrical concern, a damaged window, or an overdue

system repair deserves investigation because it affects condition and confidence. Ask the

appropriate professional to diagnose the cause; painting over evidence is not a repair strategy.

Keep invoices and permits for completed work.

The second list is presentation: cleaning, decluttering, lighting, simple landscape care, and

arranging rooms so their use is easy to understand. In a Colorado home, storage for outdoor gear,

clear entrances, and usable outdoor space can help explain daily life. Present what the property

actually offers without implying approvals or square footage that have not been verified.

The third list is work to leave alone. A major kitchen renovation may consume time and cash without

producing a proportional increase in proceeds. Compare the cost and delay with the competing

homes buyers can choose now. A written contractor estimate and an honest discussion of likely

buyer expectations are more useful than a generic return-on-investment percentage.

For example, if your preparation budget is $12,000, do not begin by allocating it to cosmetic

upgrades. First price necessary repairs and contingency, then evaluate presentation work. The right

allocation depends on the home and the current competition. This is a planning method, not a

promise that spending a particular amount produces a higher sale price.

Choose each project for a clear reason. Record the cost, time, and problem it

solves before authorizing it.

Five Four editorial guidance. Examples are illustrative.
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Make a property file before buyers
ask
Gather the records that help a buyer understand the home: permits, major-system ages, warranties,

contractor invoices, roof work, water intrusion history, prior inspection reports, and known repairs.

Have your broker walk through the current seller disclosure form with you. Describe what you know

accurately and seek advice when you are uncertain how to disclose a material fact.

Colorado's radon disclosure law addresses known test results, reports, and mitigation history, along

with required information for buyers. Locate those records early. A mitigation pipe in a photograph is

not a substitute for the documentation. For most pre-1978 housing, federal lead rules require

specified disclosures and information; have the transaction team identify the applicable

requirements.

If there is an HOA, request its document package, assessment information, and transfer-related

charges in advance. Ask whether a proposed project or current special assessment could affect the

transaction. If the property has a well or septic system, retrieve the permits and service records.

Boulder County has a septic property-transfer process that should be addressed before closing.

Include fixtures and less obvious obligations in the file: leased solar equipment, financed

improvements, rented propane tanks, water arrangements, shared access, and any items you

intend to exclude. A buyer should not learn late in the process that something central to the property

is leased, excluded, or subject to an unresolved obligation.

Your property file should explain the home as it exists, including known issues and

the records behind repairs.

Sources: radon, lead, septic
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Price the alternatives buyers can
choose
A pricing discussion should compare the property with homes a buyer would seriously consider

instead. Separate recently closed sales from current competition and pending sales. A closed sale

offers evidence of a completed outcome; an active asking price shows a seller's position. Neither

replaces an analysis of condition, location, layout, and timing.

Ask for the reasons behind each comparable. A renovated home, a busy-street location, an unusual

lot, a different HOA obligation, or a substantially different floor plan can make a headline price

misleading. In mountain markets, intended use and ownership restrictions may matter as much as

bedrooms. In Denver or Longmont, the condition and configuration of nearby alternatives can

change the comparison.

Set a review plan at launch. Decide what you will learn from showing activity, repeated questions,

and competing listings, and when you will revisit presentation or price. A single comment is not a

market verdict; a consistent pattern is worth examining. Avoid treating the original asking price as

something the market owes you.

For planning, compare at least two net scenarios. A slightly lower offer with limited credits and a

workable timeline can leave a different result from a higher offer with substantial concessions and

added carrying costs. The aim is to understand the outcome, not to celebrate the largest number on

the first page.

Ask: which three homes compete most directly with ours, and why would a buyer

choose ours at this price?

Five Four editorial guidance. Examples are illustrative.
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Market the home with evidence
Good marketing helps a buyer see how the home works. Build the story around verified features,

layout, condition, neighborhood context, and useful daily-life details. Avoid vague claims that a

property is a guaranteed investment or can become an additional dwelling. If future use matters,

point to the approval or clearly identify what still needs verification.

Photography should be consistent with the actual property. Plan the shoot around clean rooms,

open sightlines, and the useful outdoor spaces. For Colorado homes, avoid letting a mountain view

eclipse practical features such as access, parking, storage, or the relationship between rooms.

Accurate floor-plan and property information help buyers arrive with the right expectations.

Discuss exposure and privacy as separate choices. Broad marketing and a limited private-marketing

strategy have different tradeoffs. If you are considering a private exclusive or a partner brokerage

arrangement, ask who can see the property, how inquiries are handled, what obligations apply, and

how you will decide whether to expand exposure. No private channel guarantees a premium or a

quicker sale.

Keep a record of marketing decisions and buyer feedback. The plan should be adaptable without

changing the core facts. If buyers repeatedly misunderstand a room, access route, or improvement,

improve the explanation and imagery rather than simply adding more adjectives.

Make the listing useful enough that buyers understand both the appeal and the

practical details before a showing.

Five Four editorial guidance. Examples are illustrative.
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Read an offer beyond the price
Compare financing, appraisal provisions, inspection terms, earnest money, contingencies, included

items, possession, and closing timing with your priorities. Ask your broker to explain the signed

language and the buyer's ability to perform. There is no universal Colorado timetable that replaces

the dates and provisions in your agreement.

A high offer can still create a difficult path if it depends on a sale that has not happened, financing

that is uncertain, or an appraisal outcome the buyer cannot cover. Conversely, flexibility on timing

may have real value when you are coordinating another purchase. Put a practical value on that

flexibility without assuming it eliminates every risk.

Illustrative net comparison: an offer of $750,000 with a $20,000 seller credit leaves $730,000 before

other costs. An offer of $740,000 with no credit leaves $740,000 before other costs. Different fees,

repairs, timing, and financing terms can change the final comparison. This example explains

arithmetic, not how your property should be priced.

Once under contract, keep access available for required inspections and appraisal appointments

and organize responses through the agreed process. Do not assume a verbal change to the

move-out date, repair scope, or included items is enough. Ask your broker to document the

agreement using the appropriate form.

Evaluate the offer as a complete set of terms, then update the net sheet using those

actual terms.

Sources: contract
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Handle inspection and appraisal
issues deliberately
An inspection objection is a negotiation about the buyer's concerns, not a command to perform

every suggested upgrade. Ask which findings involve safety, active damage, major systems, or

ordinary wear. Where a claim is uncertain, a specialist's diagnosis can be more useful than

competing opinions about the report.

Compare completing a repair with offering a permitted credit or changing the price. If you agree to

work, define the contractor qualifications, scope, timing, permits if needed, and evidence of

completion. If a credit is considered, confirm that it fits the buyer's financing. Keep the explanation

factual and avoid promising work you cannot complete by the agreed date.

For a roof or storm-damage question, clarify the condition, prior claims, work performed, and any

open claim or contract. Ask your insurer and advisers about the actual situation. Do not market a

prospective insurance payment as cash a buyer can automatically receive. Colorado's insurance

toolkit is a useful starting point for understanding policy terms, not a substitute for the policy.

If an appraisal is below the contract price, review the financing and appraisal provisions with your

broker. Possible responses depend on the agreement and the parties' decisions. A signed contract

price does not guarantee the lender's value conclusion. Return to your timing, net proceeds, and

alternatives before choosing the next step.

Solve the issue being negotiated. Use written estimates and clear scope rather than

broad promises.

Sources: insurance
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Close cleanly and hand over a
usable home
Request the settlement figures early enough to ask questions. Review payoff amounts, credits,

agreed costs, and prorations with the closing team. Independently verify wiring instructions through

a trusted contact. A last-minute email changing the destination for funds deserves a direct check

before money moves.

Coordinate the move with the actual possession agreement. Confirm cleaning, removal of excluded

personal property, keys, remotes, access codes, and any agreed work. Leave the records that help

the next owner operate the home, including manuals, warranties, and relevant service contacts.

Keep your own copies of the transaction and improvement records.

Your sale file should tell a coherent story: the property was represented accurately, the agreed work

was documented, the transaction costs were understood, and possession occurred as promised.

That is more useful than simply reaching a signing appointment.

Five Four can help connect preparation, pricing, and negotiation to the move you want to make.

Bring the questions that affect your decision early. A thoughtful sale is built from many small choices

made in the right order, with specialists involved where their expertise is needed.

Final check: figures reviewed, repairs documented, possession confirmed, keys

organized, and records retained.

Five Four editorial guidance. Examples are illustrative.
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Research notes and next steps

Prepared by Five Four Real Estate. Sources checked October 4, 2026. This guide provides general education; property-specific
contract, legal, tax, insurance, and lending questions require the relevant professional. Confirm current rules with the authority
for the actual address.

RADON / Colorado General Assembly: residential radon disclosure law

LEAD / US EPA: lead disclosure in real estate

SEPTIC / Boulder County: septic property-transfer requirements

CONTRACT / Colorado Division of Real Estate: residential purchase contract

INSURANCE / Colorado Division of Insurance: homeowners and HOA insurance toolkit

Read the latest edition online

Open this guide on the Five Four website

https://leg.colorado.gov/bills/sb23-206
https://www.epa.gov/lead/real-estate-disclosures-about-potential-lead-hazards
https://bouldercounty.gov/environment/water/septicsmart/property-transfer/
https://dre.colorado.gov/sites/dre/files/documents/Contract%20to%20Buy%20and%20Sell%20Real%20Estate%20%28Residential%29%20%28Fillable%29.pdf
https://doi.colorado.gov/homeowners-hoainsurancetoolkit
https://fivefourrealestate.com/field-guides/sell/
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