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Are you Ready to Sell? Rate Yourself.

Are you a Reluctant Seller, an Ambivalent Seller, a Qualified Seller, or a Motivated Seller? 

Write down a score for each of the eight mindsets below. Then add up your score. You can 
then compare your score each time you take the quiz. It will change! If you want a more in-
depth analysis, set up a meeting with us to review your scores. We will give you feedback 
of how you compare to other townhouse sellers in the beginning, middle and end stages 
of their decision-making.

Motivated to Sell Quickly

Able to Price Your House Properly

You’re not sure of the timeline to start marketing your house, and you don’t even 
want to think about the process. You might wait a year, five years, or even ten 
years.
You know it’s time to sell, but you’re postponing getting educated about the 
value of your house and the process of selling. In fact, you’re exhausted by the 
thought.

You want to sell, and your family members are on board. You have begun 
exploring brokerages and learning about the market.

You are ready to start marketing ASAP and to get your house sold within the 
typical time frame.

You’ve seen that houses in your neighborhood fetch high prices, and you want to 
price your house even higher. But the other houses may not be similar to yours.

You understand that houses of different sizes and in different locations fetch 
different prices, but you still want to ask much more for your house than it’s 
worth.
You understand what the value of your house is, but you’re worried about losing 
money on the sale and so you’re inclined to price your house far beyond its 
actual value.
You understand what people are paying for houses like yours in your 
neighborhood, and you’re willing to take the advice of experts to set the correct 
asking price.
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You’re not bogged down with details and not afraid of change. You want to take 
action now.

Able to Make Decisions Well
When it comes to selling your house, you’re nervous about deciding to pull the 
trigger, especially because selling your house represents a life-changing decision.

You need to do a lot of research and soul-searching before coming to a decision. 
Even once a decision is made, you will continue to second-guess yourself.

You are close to making a decision, and once you do, you expect things to go as 
you’d planned.

You’ve heard too many negative stories about agents. You don’t want to be 
manipulated or taken advantage of.

You know an agent is needed to get it on the Multiple Listing Service. But you 
don’t understand why it matters which pleasant agent you hire as long as they 
seem trustworthy.
You want an expert, but there are no clear guidelines about how to select one. 
Everybody you know seems to have advice, but you want facts, not just 
anecdotes.

You want to delegate the process to an agent who is a specialist. You see them as 
an advisor, not an adversary.

You’re not open to making improvements to increase the value of your house. 
You don’t see the negatives that prospective buyers might see.

You need to do a lot of research and soul-searching before coming to a decision. 
Even once a decision is made, you will continue to second-guess yourself.

You’re open to staging and listening to advice about improvements. You just 
hope that buyers will be impressed by your home and will recognize its value.

You’re willing to make improvements and stage your home as necessary to make 
it more attractive to buyers, and you have a good understanding of its pluses and 
minuses.

Commitment to a Real Estate Agent

Open to Critiques of Your Townhouse
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Family and Advisors Are Supportive

Educated on How Long the Process Takes

Add up your scores from each section to learn your Seller Rating.

You know exactly what your life plan is post-sale. Nothing will derail 
negotiations.

You get derailed every time you try to set goals and plan for the future. You get 
stressed and emotional just thinking about it.

You have some ideas about the future, but you feel as if a lot of them are 
unreachable, partly because your life seems to be pulled in so many directions.

You definitely have an idea of your post-sale goals, but you can’t image who 
you’d be without your townhouse.

Clear Idea About Life After the Sale

You think your house is amazing and special, but you may not have accounted for 
the numbers of current buyers in your asking price range.  You are not a know-it-
all but you do know a whole lot.
You understand the average time a townhouse can be on the market, and you 
know that pricing, location, and condition may affect how long it takes for your 
house to sell.

You don’t have a cohesive support system, and you’re scared about moving 
ahead with a plan.

You know that you need the support of family and advisors so the process can be 
smooth, but you find engaging them exhausting.

You’re glad that your family and advisors agree with your decisions, even if 
sometimes they’re not totally right.

Everyone is on the same page with you about timing, pricing, and post-sale 
planning. There are no family conflicts.

You listen to non-experts about how long it can take to see your house, and their 
advice may not be reliable. You know you are susceptible to bloated promises of 
quick and easy.
You’re worried that it will take too long to sell your house, that you’ll lose money 
on the sale, and that you’ve made the wrong decision. This worry tends to 
stalemate your ability to move forward.



The Qualified Seller 
Score 52-75 
You are on very solid footing. However, you know yourself too well: underneath your solid 
research and expertise that's been built up over many years, there is that nagging worry that 
you might have missed something. You will address these variables, one by one, getting 
professional assistance as needed. 

The Motivated Seller 
Score> 75 
Congratulations! Your mindset is the highest attainable and is likely to result in a successful 
selling experience. This is a transformative moment in your life. You can easily envision how a 
team of experts can achieve a top price with minimal stress for you. 

The Reluctant Seller 
Score< 28 
You were not in any hurry. Even if you were to put your townhouse on the market, it would 
only be at a price that would knock your socks off. The thought of selling is definitely on your 
mind, however, so you will continue to casually take stock in the situation. This actually is an 
opportune time to develop relationships with real estate professionals so you can be better 
prepared when the time comes. 

Here is your Seller Rating. Contact us for a more in-depth analysis. 

The Ambivalent Seller 
Score 28-51 
You are capable and ready, provided that you can feel reassured and educated on a number of 
critical issues that will affect your sale. You are often frustrated you on the topic comes up. In 
some ways it is not a big leap to go from this mindset to becoming a Motivated Seller. You have 
successfully navigated many similar decisions in the past. 
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