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01 Upgrades and Improvements 
What upgrades/improvements do I have to make?

02 Time Management 
I’m too busy to devote any time to this process. Can you still work with me?

03 Assessing Your Possessions 
I’m a serious packrat. How do I deal with 30–40+ years of accumulated stuff?

04 Evaluating the cost of selling 

How much will all this cost, and if it’s a significant sum, how do I pay for it?

09 Pricing Your Property 
Are people still getting well over their asking price?  

10 Premium Pricing and Marketing
How do you figure out the best way to market and price my house?

11 Approaching International Buyers 
How do you adapt your approach to the international buyer?

05 Finding Vendors 

How will I find trusted, high-quality vendors to do any necessary work? 

07 Deciding Your Next Move 

If we end up closing really fast, will I have to move out right away? 

08
Renovating Your Property 
Do I need to move out temporarily while renovations are going on? 
If so, where do I go? 

06
The Transaction Timeline 

I’ve got to sell fast because I’m buying another house, but still I need to get a
really good price for my house. How long will this whole process take?



“What upgrades/ 
improvements  
do I have to make?”

01.

Understand the Compass philosophy about “prep” in general.

It has two parts: 

1. We’ll always tell you what we’d do if it were our home. BUT, 
more importantly...

2. Every suggested improvement must pass our basic  
litmus test: a 2X ROI. Meaning…

We won’t recommend an improvement unless we’re certain 
that, for every $1 you spend, you’ll get back at least $2–$3 
when you sell (in most cases, it’s usually more).



4 / UPGR ADES AND IMPROVEMENTS

Upgrades and Improvements 
 
As for what those improvements/upgrades need to be, like 
anything, it depends on your goal. If you’re trying to just get 
to your market price (though our goal will always be to get 
you the most money), then chances are, you’ll be able to get  
away with a baseline level of “prep” (though remember, ours 
is a “beyond-baseline” variety).

Virtually any house you’ll be competing with will be at that 
baseline—doing things like paint, landscaping, adding flowers, 
staging, etc. So, count on that base level if you want your 
house to be competitive.

And remember this: Thanks to years of local, “in-the-trenches” 
experience, our team members are wizards at the cost-benefit 
analysis: Figuring out where to best invest in improvements, in 
order to get the highest ROI when the house sells. 

You may think some things are important to a new buyer, 
when in fact, they’re not. We’ll know.  

Now if your goal is a bit more ambitious—i.e., you want to 
get into that premium-pricing territory, you may choose to 
make more significant investments. In our experience, the 
“game-changers”—improvements that can seriously pump up 
the price of a house—include floors (both carpets and hard-
woods), major painting, refacing/painting of cabinets, and 
appliance and fixture upgrades.  

But again, no matter the
improvement, it must pass 
the “2X–3X ROI” formula,  
or we won’t suggest it. 
 

BEFORE

AFTER



Compass Concierge 
 
Exclusive to our clients, Compass Concierge helps you sell your home 
faster and for more money by covering the cost of services to prepare your 
home for market. From staging to home improvements and more, with no 
hidden fees or interest charged, ever.

Approved Expenses

• Staging

• Deep-cleaning

• Decluttering

• Cosmetic renovations

• Landscaping

• Plumbing repair

• Interior + exterior painting

• HVAC

• Sewer lateral inspections + remediation

• Roofing repair

• Moving + storage

• Pest control

• Custom closet work

• Fencing

• Water heating

• Electrical work

• Seller-side inspections + evaluations

BEFORE

AFTER

87%
of Buyers’ Agents say staging helps 
their clients visualize a property as their 
future home 
 
 

94%
of staged homes sell on average in 29 
days or less, and almost always at a 
higher price 
 

63%
of Sellers’ Agents say staging decreases 

a property’s time on market. 



6 / UPGR ADES AND IMPROVEMENTS

Do you see where we’re  
going with all this?
  
Think about everything we’ve discussed so far… 
 
Serious market analysis and property “positioning”  
that considers the uniqueness of the house, the  
neighborhood, and the ideal buyer  

Subsequent positioning of the property to “speak”  
to that kind of buyer  

Beyond-baseline prep with a goal of getting you the 
most money, not getting the quickest sale 
 

Suggesting improvements, based on our positioning 
strategy, that will appeal to your target buyer 
(And get you at least 2X ROI).  
 
Put it all together, and it adds up to giving you a truly… 

 

Unfair Bargaining Position 
 
When you’re working with a company who knows the 
ideal type of buyer for your home, and they position 
the home—through prep, improvements and stag-
ing—to appeal to that buyer, you’ve naturally raised 
the value of that house in the eyes of members (and 
usually, multiple members) of that target group. 
And when any number of people want your home, 
because we understood what it would take to make 
them want it, the whole deal becomes easier and 
sweeter for you. When buyers are worrying about 
whether someone else will get the house before they 
do, you get more money, better terms, and a greater 
ability to call the shots.



02.

The short answer? Absolutely. In fact, we smile a bit to 
ourselves when people ask this.

“I’m too busy to 
devote any time to 
this process. Can you 
still work with me?”



8 / TIME MANAGEMENT

Here’s the thing: our proven system—maximizing your 
home’s selling price—actually works best when you’re hardly 
involved at all. 

Sometimes a client says, “Oh, I’ve got a painter I love.” But, 
the reality is this: If your painter is Tom, our painter is Tom + 
8 guys. And while your Tom is still painting two weeks later 
(and doesn’t like taking orders from us), our Tom+8 will have 
finished last week, so we can list the house this week. 

It’s not just our painter, it’s our system that works. It’s your 
choice! If you have a crazy-busy life, and simply don’t have 
the bandwidth to manage or “live around” a renovation, we’ll 
actually get along just fine. Our happiest clients move out, 
hand us the keys and don’t worry about the house until  
they review the offer.

That said, of course, 1) we will need some time from you to 
set up things initially, and, 2) we may mutually agree that 
moving out temporarily makes the most sense.

Remember: We’ve done this countless times before. You 
simply can’t throw anything at us that we haven’t success-
fully handled before. And all with an eye towards getting 
you that premium price for your home.

Remember the mantra:
We. Handle. Everything.  
Everything.



“I’m a serious pack-rat. 
How do I deal with  
30–40+ years of  
accumulated stuff?”

03.

This one’s a whole lot easier than you might imagine. In our 
service-provider network are several firms that specialize in 
handling scenarios just like this. And they’re really, really  
good at it…



10 / ASSESS ING YOUR POSSESS IONS

We’ll set up an appointment between you two, you’ll go 
through the house together, and determine what you’re keep-
ing and what goes. And in that latter category, they’ll advise 
you on what can be sold, what should be given away, and 
what’s to be recycled. And, make arrangements for all three.

“The Dawn Thomas Team was successful in selling our 
Menlo Park home within ten days at 33% above the asking 
price! Now while we realize the market is hot, we credit the 
eight offers we received with Dawn’s combination of skillful 
marketing, having a broad network, and her demonstrated 
skills in negotiations. We interviewed three agents before 
selecting Dawn. We were impressed with the manner in 
which she was prepared for our initial meeting with a clearly 
defined calendar of when it would be optimal to place our 
home on the market; a thoughtfully prepared marketing plan; 
and good, solid information on comparable properties on the 
market in our neighborhood for pricing. Dawn is very person-
able and fun to work with, which really made the arduous 
and emotional process of selling our home so much easier. 
Dawn and her team provided excellent resources, such as 
the names of creative home stagers, photographers, movers 
and home inspectors to make every aspect of the sale 
process go smoothly. What really matters most, though, is on 
the date the offers were due, Dawn worked hard with each 
of the agents for the offers to negotiate the very best and 
clearest offer possible. We consider ourselves very fortunate 
to have found both an exceptional agent in Dawn Thomas, 
and a caring and trusted friend!”

— G. Betts | Menlo Park

We know we’ve 
said it before, but…  
We. Handle. Everything. 
Everything



04.

A basic level of prep (again, paint, landscaping, flowers, staging, 
etc.) can run anywhere from $5K–$20K.

“How much will all 
this cost, and if it’s a 
significant sum, how 
do I pay for it?”



12 / EVALUATING THE COST OF SELLING

Renovation Costs  
 
Major renovations/upgrades can bump those figures into 
$50K–60K+ range (again assuming it passes our 2X–3X ROI 
litmus test).

Since we’re talking about short-term scenarios here—often 
under a month from start of work to the closing—there are 
several options available. 

Zero $ Out of Pocket 
  
Because of all the work we steer to our longtime and deeply 
vetted network of local vendors, some of those folks are 
often willing to be paid from the proceeds of the closing 
(i.e., no money out of your pocket). Another option for larger 
investments could be a home-equity line. 

Don’t forget about our Compass Concierge program! (See 
Section 01)



“How will I find 
trusted, high-quality 
vendors to do any 
necessary work?” 

05.

Here’s yet another way we set up our business and systems to get 
you that premium price for your home.



14 / F INDING VENDORS

A Serious Rolodex... 
 
Again, this is where our long-time network of home-service 
specialists comes in. We’ve used these people on countless 
jobs before, and if they hadn’t come through with flying colors 
every time, they wouldn’t still be on our list. 

They won’t be the cheapest or the most expensive, but they 
deliver the goods, on time, and for a reasonable price.

 
And, as mentioned, because of the volume of business we 
send their way, many are happy to be paid after you close, 
from the proceeds of the closing.

Most importantly, here’s the bargain we’ve made with them: 
“We’ll send you steady work. In return, you give us superior 
results within our extremely tight time frames.”



“I’ve got to sell fast  
because I’m buying  
another house, but still 
I need to get a really 
good price for my house. 
How long will this 
whole process take?” 

06.



See “extremely tight time  
frames” above…  
 
A recent client was buying another house, had to move fast—
and get a premium price on their own house. It all seemed 
overwhelming, but here’s how it turned out: In 21 days we 
prepped, staged, marketed and closed on the house – and 
for $370,000 over the market value (incidentally, over 12 times 
ROI on the $25,000 invested in improvements).

These “we’re-buying-another-house-and-it-all-has-to-happen-
ridiculously-fast” scenarios are our bread and butter.
Again, wherever you are, the Dawn Thomas Team 
has been there.  

For simpler cases—i.e., baseline prep—painting and land-
scaping each take about a week and can happen simulta-
neously. Add a day or two for staging, and in a little over 
a week, the house can be ready for photos.

Remember: At the risk of overstating the obvious, if you’re 
selling your house, the decisions about what improve-
ments to make are no longer questions of emotion or 
personal preference. Since, very soon, it’ ll no longer be 
your home, those decisions are now simply steps to that 

“highest price” outcome. Period. As such, you don’t have 
to worry about the “wish list,” which vendors to choose, or 
what needs to be done. 

16 / THE TR ANSACTION TIMELINE



“If we end up closing 
really fast, will I have to 
move out right away?” 

07.

In many cases, surprisingly, no—thanks to a wonderful and 
increasingly common practice known as “rent back.” It’s a 
provision on the contract allowing the seller to remain in the 
home after closing (typically, up to 60 days — and sometimes 
longer, in a seller’s market).



18 / DECID ING YOUR NEXT MOVE

Rent-back can be a wonderful solution 
for several scenarios: 

01

02

03

“I don’t know where 
I’m moving to!” 

“I have too  
much stuff!” 

“My kid graduates 
in 3 months!” 

In this case, you want time to think about 
“where?” and find that new place (and we’ve 
helped a lot of people with that), after you know 
how much money you have to work with. 

Or, perhaps you’re moving up to a bigger house, 
and given how lean inventory is, you need time 
to find perfect house. In either scenario, you can 
take your time—minus the stress and chaos.  

One agent tells the story of the older woman 
who, preparing to move into assisted living, told 
her, “I’ve got 50 years of accumulated stuff. 
I simply can’t move out in 21 days.” Rent-back 
was a godsend in this case. 

Waiting till after your child graduates to sell might 
mean missing a good market “selling window.” In 
this case, rent-back lets you have your cake and 
eat it, too. Sell when it makes sense to sell, and 
keep your kid where he belongs. 



“Do I need to move out  
temporarily while 
renovations are going 
on? If so, where do I go?” 

08.

No one—ourselves most certainly included—likes  
upheaval in their life. 



20 / RENOVATING YOUR PROPERTY

If time is not a huge issue (i.e., you’re not “fast-tracking” 
the closing of the second house, for instance), you may 
very well not have to move out. 

If, however, time is tight, or you just want things to 
happen faster, or the renovations are major (as mutually 
agreed on, because they will deliver a predictable 2X–3X 
ROI), it might make sense to move out for a short while. 
And it likely will be short…

Remember: the renovation crews we use are accustomed 
to performing miracles within time frames that could be 
called…well, insane. Think of it as your own extreme home 
makeover—with, of course, that 2X–3X ROI payoff.

And, of course, managed by the Dawn Thomas Team. 

Bottom line, you have to balance hassle factor with desire 
for higher price. If the potential hassle is a big deal, maybe 
you stay, and if higher price is important, then maybe you 
move out for a while.

If you decide that it indeed makes sense to move out for 
two or three weeks, you might consider staying with friends 
or family, taking a vacation—if life permits—or, if it doesn’t, 
moving into an extended-stay-type hotel for a while. In 
the past The Dawn Thomas Team clients have successfully 
explored all the above avenues.



“Are people still 
getting well over 
their asking price?” 

09.

Yes, many are… And again, that’s not our goal. 



22 / PR ICING YOUR PROPERTY

It’s no newsflash that Silicon Valley is home to one of the 
hottest and most desirable real estate markets in the 
country. Here, it’s never a question of if your home will 
sell, and in most cases it’s not even a matter of whether 
you’ll get your asking price. Barring unusual circum-
stances, both are a given.

Of course, anyone reading this has heard the stories 
of people selling their home above their asking price. 
Sometimes, it’s just a matter of the perfect house—with 
broad appeal—in the perfect neighborhood, adding up 
to that picture-perfect, “most-money” outcome.

But, typical “most-money” scenarios have a lot of anal-
ysis, planning and preparation behind them. And that’s 
good news for you. Why? Because the lion’s share of 
homes we come across (including, most likely, yours) 
have that potential for serious, competitive activity. 

By the same token, not all realty companies can do what 
Compass and The Dawn Thomas Team can—and as well 
as we do. 

Sure, everyone’s doing basic “prep” on any listed house. 
It’s the baseline expectation. But are they really look-
ing at a house and its potential, and its possible buyers, 
and making informed recommendations based on deep 
experience of the market? Maybe. Maybe not.

If we’re potentially talking 
about an extra chunk of 
money in your pocket come 
closing, don’t you want to 
be sure? 
 



“How do you figure out  
the best way to market  
and price my house?”  

10.

As noted, our goal isn’t bidding wars (though that happens 
naturally in some cases), but rather, to get the most money for 
your house. We’re always shooting to get the highest price in a 
neighborhood—a record price perhaps. That premium price. 



24 / PREMIUM PR ICING AND MARKETING

As this story illustrates 
 
Recently, one of our agents listed an Eichler home – one 
of an unusual collection of modernist-style homes built 
largely in the 50s and 60s, and mostly in the Bay Area.  
What made the home different was that no one had 
ever done any upgrades or improvements to it, preserv-
ing its unique signature look and feel. These homes enjoy 
a cult status locally, and there are buyers willing to pay 
extra for a well maintained, but otherwise unaltered 
home that would be like a blank canvas for their  
period renovations.

In a case like this, we knew better than to do anything 
other than very limited cleanup and touchup. Moreover, 
we knew that this house – as is – would absolutely ap-
peal to a certain class of buyer who’d be willing to pay 
handsomely for it. 

In other cases, our “strategic positioning” to land that 
premium price centers more on a particular home’s 
place within a neighborhood. 

Sometimes, it’s a matter of  
knowing exactly what you have 
(and when not to do anything to 
it), and exactly who would  
appreciate such a house…



“How do you adapt  
your approach to the 
international buyer?”

11.



26 / APPROACHING INTERNATIONAL BUYERS

Many wealthy residents of China are leaving China for 
cleaner air, better schools and more opportunity. With the 
money to pay for what they want, they’ve found it on the 
Peninsula -- and have helped push our prices to record 
highs. China is our fastest-growing market segment. 

Having worked intensively with this market segment, we’ve 
developed ways of reaching these buyers. Our marketing 
reaches them in their native language. Our syndications 
display listings in Chinese, on Chinese web portals and in 
Chinese media.  

But whether or not that buyer is international, we’re in 
tune with what they want. We know what experiences 
they expect, including their home. That breed of buyer 
who won’t be satisfied with a typical home -- who wants 
something more. We know when it makes sense to go 
beyond the baseline. We can look at a house, and quickly 
determine what improvements we might make* to give it 
that extra measure of... je ne sais quoi, to catch the fancy 
of this breed of buyer. And...

*Again, always with an eye towards getting that 2X–3X 
return on any investment…

...Inspire them to pay

a premium price…



“What does Compass bring to the 
table that other companies don’t?” 

12.

Our platform
Developed entirely in-house, all of 
our technology is designed to sell 
your home faster and at a higher 
price point. We can track comparable 
properties, view your listing’s traffic, 
gauge marketing performance — all at 

a moment’s notice.

Our community
Locally, we’re counted among the 
top five brokerages in every one 
of our core markets; meanwhile, 
our national presence and uniquely 
collaborative culture present agents 
with unlimited co-brokering and  
referral opportunities.

Our marketing
The 150+ members of our in-house  
marketing and advertising agency  
ensure that every home we represent 
is portrayed in its finest light across 
every platform — from eye-catching 
billboards and installations to stunning 
print materials and digital campaigns.

Your home. Our mission.



28 / THE COMPASS ADVANTAGE

A Nationwide Network
Since our launch in 2012, we’ve aimed to simplify the real estate 
process, one market at a time. With 250+ offices across 20+ 
markets, Compass is the country’s fastest-growing, most innovative 

brokerage.

20,000K+
Number of Compass
agents nationwide

30+
Number of our 
major markets

400+
Number of 

Compass offices

$152B+
2020 sales volume

to date



If you’ve been overwhelmed by the thought of preparing your home for 
sale, don’t be. We can handle it. If you’re going to be selling your house in 
the next 6–12 months, our free “Room-by-Room Review” will show you the 
most important things you can be doing now to prepare for your move.

It’s very helpful if you’re wondering what fix-ups or improvements are really 
worth doing… and which ones would be a waste of money.

Just give us a call or email us and we can arrange a convenient time to 
get together.

By the way, if you wish to share our We Handle Everything Guide with a 
friend or a colleague, here is the URL: WeHandleEverything.Guide

Talk to you soon.

Our Sincere Thanks

The Dawn Thomas Team
Broker Associate 
Silicon Valley: 650.701.7822  
VIP@SiliconValleyandBeyond.com 
SiliconValleyandBeyond.com 
MoveToTheBeach.com 
DRE 01460529 

Compass is a real estate broker licensed by the State of California and abides by Equal Housing Opportunity laws. License Number 01991628. All material presented herein is intended for informational purposes only and is compiled from sources 
deemed reliable but has not been verified. Changes in price, condition, sale or withdrawal may be made without notice. No statement is made as to accuracy of any description. All measurements and square footage are approximate. If your 
property is currently listed for sale this is not a solicitation.

For taking the time to learn exactly what we meant by… 
We. Handle. Everything. 




