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My Approach to Home Marketing   
It used to be that to market a home meant putting a sign in the yard, copying a few brochures and 
placing the home in the local MLS service. Back in the day of MLS books, buyers and realtors had to 
wait a week for the book of listings to be updated.  Now, the speed of information is almost 
instantaneous and it takes a diverse mix of marketing methods to attract buyers and maximize seller 
return. My goal is to maximize the appeal of my listings to prospective buyers through impeccable 
preparation, high quality deliverables and a beautiful Internet presence that gives each and every listing 
the custom feel that buyers appreciate. I fulfill this goal through the execution of my highly effective and 
proven marketing plan that puts the home, not the agency in the forefront. 
 
Preparation 
The first step in my premier marketing plan is in detailed and early preparation. Your house deserves 
professional and experience representation and this begins long before the sign is placed in the yard.  
The first step in the preparation phase is to price the property correctly. Proper pricing results in 
maximizing the sales price for the Seller while still staying attractive to potential Buyers. Correct pricing 
takes into account comparable sales, the location, the condition of the property, the current market 
conditions and the competition. I take great care in analyzing and comparing your property to other 
homes with specialized spreadsheets I have developed over time that help us decide on the right price.  

Once the price is set and the listing papers are signed, I go to work to maximize the appeal of the home 
by taking great photos and writing a compelling description. To many listings describe the property in 
terms of facts. I strive to describe the home as a lifestyle, a place to make memories, a place they want 
to live.  The goal of the photos and remarks is to make the buyer want to look at the property in person. 
Almost all potential buyers are viewing listings online. Our first showing is online and the goal of my 
marketing is to make the buyer want to see the property in person. 
 
   

The Hub – Custom Designed 
Website  
After the photos are done and the 
description is written, my hub and 
spoke marketing plan is 
implemented. The hub is a custom 
website that I build from scratch. 
This is a true custom website 
developed from scratch and with 
it’s own website address. On this 
website I can tell the full story of 
your home, display all of the 
photos, describe the location, the 
neighborhood, display links to the 
HOA, show the brochure and the 
MLS sheet, etc.  When a buyer 
wants more information we want 
more than 500 characters (the limit 
on MLS and other online sites) to 
tell the full story of why this home 
is different and why they should 
see it. The custom website is 
where interested buyers go to get 

the information they want and it’s where they send their family to share their excitement. This is where 
we point all of our other marketing. This is where we can give a full and controlled experience to our 
potential buyers.  
 



The Spokes 
The spokes of my premier marketing plan includes print, online and Realtor-to-Realtor advertising. The 
diagram on this page shows how I use a broad spectrum of marketing methods to reach potential 
buyers. All of my marketing is done with a feel of substance and quality. 

Print marketing includes a sign, custom brochures, a sign rider with the website address and consistent 
display advertising in the Daily Camera. 

Our strategic online marketing includes websites across all sectors. These include national websites 
such as Realtor.com and Redfin.com. Regional websites such as Coloproperty.com. Local websites 
such as AtHomeColorado.com. Competitor websites such as Remax.com, COHomefinder.com, and 
wkre.com. Of course your property will be featured on the KearneyRealty.com and NeilKearney.com 
websites as well.  The goal of online marketing is to impel the buyer to take the next step. 

Our marketing to other Realtors includes a thorough MLS listing, which includes the compelling 
description and beautiful photos and email marketing to our local list of over 800 agents. With the MLS 
listing, it’s important to have done all of the prep work upfront because you only have one chance to 
make a good first impression. I have established a reputation among my peers based on impeccable 
ethics and easy communication. Other agents like working with me and they know when they bring an 
offer it will be handled promptly and with complete integrity. 
 
The remainder of this proposal includes examples of my marketing plan, my resume, testimonials from 
past clients, advice on getting your home ready to show and information about the process of selling a 
home. 
 
I have extensive information and market statistics available on my website www.NeilKearney.com and I 
invite you to do some research on your own. 
 
I look forward to the opportunity to serve you! 
 
 
Best Regards, 
 
 
 
Neil Kearney  
Broker/Owner 
Kearney Realty Co. 
 
  



Personalized/Custom Website 
For an example go to www.SunriseRanchHome.com, www.2453Gorce.com, 
www.577IndianPeaks.com, 6841Bugle.com and www.6190Songbird.com 
 

 
 
  



Internet Presence  
Your home will be thoughtfully syndicated to dozens of websites both local and 
national. Your home will have a featured presence on www.NeilKearney.com and 
www.KearneyRealty.com and will be sent to all of our competitor’s websites as well. 
This means that your home will appear on Remax.com, COHomefinder.com, 
ColdwellBanker.com, Redfin.com etc.  

  

 

 



Blog Post on www.NeilKearney.com 
 

 
 
 
 
 
Local Email Advertising to over 500 Top local Realtors: 
 

  



Print Advertising 

 

 

 

Other Marketing 
• We will produce a full color brochure with property details and a link to your homes website.  We will keep 

the brochure box stocked and mounted on the sign in front of the home. 

• We will have a sign rider made with the url of your homes custom website and mount that on top of your 
sign. 

• We will hold an open house the first weekend your home is on the market.  It will be advertised in the Daily 
Camera and on multiple sites online. 

• Our showing service also collects feedback.  I will pass this feedback on to you so that we will all be on the 
same page as we see how the market reacts to the home. 

• For maximum exposure, your home will be listed in two MLS systems: IRES (Northern Colorado) and 
REColorado (Metro Denver).  

 



Results 
On average Neil sells a home every 14 days. His sales activity puts him easily 
among the top 5% of all Realtor’s in Boulder County. This is a good flow of sales 
for an individual agent but you will never feel like you are just “one of many”.  You 
will find that many agents who are active in the market are actually teams. The face 
of the team is one agent but, many times that agent is just focused on a few 
activities during the process. During your listing and transaction you will be dealing 
with and represented by a number of people who may not have the experience of 
the team leader. With me you will be dealing directly with me. My wife Kristy is my 
assistant and keeps the office running smoothly while I’m helping our clients 
directly.   
 
On average, over the past three years, Neil’s listings have had an accepted offer in 
just 23 days. The average for all agents in the MLS over the same time frame was 
61 days.  When those listings sold they sold on average for 98.65% of list price. 
Neil is a Certified Residential Specialist (CRS), which is an association open to only 
the top 7% of agents nationwide. He has also won the Five Star Professional Award 
from 5280 Magazine in 2013 and 2014. This award is especially rewarding to 
receive because it is based on personal interviews of my clients as well as excellent 
sales production. This award is capped at the top 7% of agents in the Denver Metro 
Area.  
 
 
Sell Your Home For More Money, In Less Time and Enjoy the Process 

  

  



Client Testimonials 

 
 

“Though we find it hard to express how much we appreciate and 
value Neil Kearney’s professional, ethical, kind and extremely 
effective representation of our home, it was not difficult for Neil to 
describe and represent our home in a way that was extraordinary.   

From the moment we met Neil, we knew we had found the realtor 
who was looking out for our interests and advocating a sales plan 
that would ensure the most for our investment.  Neil took 
extraordinary, professional photographs of our home, and his 
images and words in a beautiful brochure and amazing website 
created for our home reflected his passion for his job and for 
representing his clients in a way that is unsurpassed. 

You could not hope to find a more experienced, more professional 
realtor to get the absolute best value out of your property – but the 
bonus is that you will undoubtedly find a friend.  Our sale and 
purchase experience were benefited by his calm good humor and 
his expert eye – pointing out the problematic stucco, or the vacant 
lot across the street zoned for commercial development.  Neil is 
extraordinary at his profession – skilled, calm and phenomenal – our 
recommendation is without reservation, and WITH great 
enthusiasm.” 

Brad and Cindy Taylor 

 

“To whom it may concern, 

We would like to recommend Neil 
Kearney as your real-estate  agent. In 
all of our dealings with Neil, he was 
always professional in both 
appearance and manner, while at the 
same time being very understanding 
and helpful regarding any concerns or 
issues we had. 

Neil worked with us in selling our 
house in Erie, CO in the Fall of 2013. 
Neil worked with us in “staging” our 
house and then created an excellent 
photo layout which certainly helped to 
market it. During the “showings” 
timeframe, Neil kept us fully informed 
about prospective buyers and feedback 
from their initial walk-throughs.  When the 
actual sale happened, Neil provided 
invaluable assistance in helping us work 
through a reasonably detailed and complex 
negotiation process with what ultimately 
became the buyers. After the contract was 
completed, Neil kept us fully informed 
about each of the steps leading up to the 
final closing. 

Maryann and I would strongly recommend 
Neil to you for either buying or selling a 
house. 

Sincerely, 

Chuck and Maryann Schafer” 

“To Whom it May Concern, 

After owning a house in Martin Acres for ten years, it was time to 
sell. We did our own research on the housing market and then met 
with Neil, who was introduced to us through a mutual friend, in order 
to list the house.  His presentation was clear and concise.  The 
house went on the market and we had immediate interest.  Then the 
floods of 2013 came!  Neil took the initiative to inspect the house 
and kept us up-dated with the conditions.  We were lucky and had 
little damage.  The house sold within three weeks of listing.  The 
buyer had difficulties getting his loan approved, and again Neil 
handled all communications with ease. 

Originally I had grand ideas of selling by owner.  I now see that 
would have been a disaster.  Neil represented our interests with a 
professional manner not often seen. 

Respectfully, 

John M. Garvey” 
 

“Neil has more integrity, 
patience and business 
acumen than any 
Realtor we have met.  
He always had our best 
interest in mind.” 

Lara and Arnfinn 
Austefjord 



 
 
  

“Selling one house and buying another is fairly nerve-wracking, and 
we’re glad we had you there to smooth the way.  We appreciated 
your ever-present calm and professional manner and your sharp eye 
for potential problems when viewing properties.  And your advice 
regarding pricing landed good bids in a short time in a tough 
market.  We would be pleased to recommend your services to 
anyone considering buying or selling a house.” 
Carol and Ronald Berk 

“We couldn't offer a stronger 
recommendation for Neil 
Kearney.  Neil was always 
punctual for scheduled 
meetings, and always well-
prepared. With his thorough 
understanding of the Boulder 
Valley real estate market, and 
you can depend on Neil to do 
everything he can to help you 
find an ideal house. He pays 
close attention to the 
preferences of his clients and 
adjusts the listings he shows 
accordingly. We have come 
across other realtors that 
seem to add a lot of stress to 
the process of buying a house. 
By contrast, Neil is a calming 
presence. After a few months 
working with Neil, we thought 
of him as both our realtor and 
our friend.” 

“In selling my home I was searching for a realtor that had plenty of 
experience in pricing and selling properties, is familiar with my 
neighborhood and surrounding area, has a friendly 
demeanor.  Above those qualities, the single most important thing to 
me was being confident that my realtor would know how to price a 
house right without listing it for too less or too much.   A friend had 
recommended Neil Kearney  to me, as he had told me that his 
experience with Neil had surpassed his expectations.  I took my 
friend's recommendation and Neil Kearney personified each of 
those qualities I was looking for in a realtor very well.  Neil did his 
homework and helped me price the house right.  Three days later I 
was under contract.  From the first handshake to the closing of the 
sale, Neil made my home selling experience a pleasant one.” 
Shaun Tomkins 

To read more testimonials go to 
www.NeilKearney.com/testimonials 

“We worked with Neil Kearney for the sale of our Gunbarrel home during 
our relocation out of state and were extremely happy with him!  He provided a 
comprehensive market analysis in a short time so we could price our home 
competitively.  His marketing of the house drove traffic to our home and led to 
multiple offers in a short time, allowing us to achieve our target price for the sale of 
the house.  Neil's personal touch and communications while we were out of the 
state were a great comfort to us during our busy relocation.  He took care of all of 
our worries and kept us informed during every step of the sale of the house.  We 
highly recommend Neil for your agent!” 
Jim and Anna McClatchey 



My Business Principles and Resume 
Neil grew up in real estate.  Being raised by two Boulder Realtors, Neil has a unique 
perspective and an intimate knowledge of what it takes to serve his clients.  He is highly 
principled and loves figuring out new ways to analyze data and educate his clients and the 
public about the local real estate market.  Some of the words and qualities that describe 
Neil are: consistent, understated, attention to detail, exceeds expectations, ethical, low 
pressure, punctual, friendly, aspires to add value, dependable, organized and earns respect 
through actions. Neil lives in the Gunbarrel neighborhood in NE Boulder with his wife Kristy, 
their sons Jake and Ben, and their dog Dexter. 
What is your professional priority? 
The foundation of my business is serving my clients. To me, being client focused means 
doing the things which build relationships  based upon respect, honesty and trust. By 
providing sound advice, based upon broad experience and deep expertise, I’m able to 
provide a solid framework from which my clients feel empowered to make smart decisions. 
I have a long term focus. I know that if I consistently give great service, filled with integrity, I 
will attract abundance in all aspects of life. I believe this is best demonstrated by the small 
things done on a daily basis. 
What do you love about living in Boulder County? 
I love living in a place full of active and optimistic people.  I love being able to commune 
with nature just a few miles from my house.  I love the fact that I learn the meaning of 
humility on every bike ride I take. 
What do you do for fun? 
I love hanging out with my family and I enjoy sports of all kinds.  Most of the time these two 
interests can be enjoyed together. 
What is a favorite adventure that you likely won't repeat? 
Riding my bike solo from Seattle to Boston. 
I like to listen to... 
Podcasts - I love learning new things. 
Favorite escape... 
My cabin in Minnesota, no plumbing and no electricity, but plenty of peace, quiet and a 
great view. 

Education 

• MBA with an emphasis in Finance and Entrepreneurship, University of Colorado, 
Boulder. 

• BA in business administration from Principia College, Illinois. 
• Licensed as a Realtor® in Colorado since 1991. 

Professional Designations and Awards 
• Boulder Area Realtor® Association. 
• Colorado Association of Realtors®. 
• National Association of Realtors®. 



• CRS - Member of national Council of Residential Specialists. 
• Current chair of Grievance Committee, Boulder Area Realtor Association 
• Current treasurer of IRES our 5,000 member Northern Colorado regional MLS system. 
• Board of Managers for IRES our regional MLS system - 2007- Current. 
• Former Chairman of the Board of IRES MLS System 2012. 
• Board of Directors for the Boulder Area Realtor® Association 1998 - 2006. 
• Former President of the Boulder Area Realtor® Association. 
• Former Treasurer of the Boulder Area Realtor® Association. 
• Former Vice President of Information Services Boulder Area Realtor® Association. 
• Former Vice President of Member Services Boulder Area Realtor® Association. 
• 5280 Magazine Five Star Professional Award 2013 & 2014. Awarded to top 7% agents 

in Denver Metro Area. 
• Realtor® of the Year - 2006 Boulder Area Realtor® Association. 

 

Services   
• Seller Agency, Buyer Agency and Real Estate Consultation. 
• Serving all of Boulder County and the Front Range. 
• Quality agent referral network throughout the U.S. 
• Designated buyer’s agent for HUD homes in the Denver Metro Area. 

Personal 
• Wife - Kristy; Son's - Jake (18) and Ben (15) 
• In my free time I enjoy golf, tennis, hiking, reading and watching sports. 

Contact Neil 
Phone 303.818.4055 
Email - Neil@NeilKearney.com 
 



 
History 
John and Jo Kearney became Realtors in Boulder during the mid 1980’s. They worked for different 
firms and in 1989 John Kearney founded Kearney Realty Co. In 1991, his son Neil Kearney was 
licensed and joined the company. When Jo joined the family business in 1992 Kearney Realty Co. 
affiliated with Metro Brokers a Denver based affiliation of independent companies. John Kearney was 
the broker of Kearney Realty Co. and operated the Boulder Metro Broker office until 2008 when Neil 
took over as the owner and managing broker. At the end of 2012 the company went back to it’s roots 
and again became a truly independent, local real estate company.   

We Are All About… 
Kearney Realty is a local boutique real estate firm with the mission to provide the Boulder Valley a 
high touch, high tech, five-star customer experience. Each of our full time associates is empowered 
and engaged to give top quality service based on impeccable ethics, consistent systems, 
professional development and cutting edge tools. 

Kearney Realty offers agents a unique culture based on collaboration, cooperation and mutual 
consideration. The atmosphere is positive, fun and laid back. We strive to be an office of smart, 
proactive agents who do business the “right way”. Agents share a modern work space centered 
around collaboration and creative innovation. The relationship between management and associates 
is one centered on mutual trust and respect. 

 
 
Our Values… 

1. Integrity and Class – Keeping our word; knowing what’s right and doing 
what’s right. 

2. Selfless Service – Exceeding expectations by focusing on exceptional 
service. 

3. Caring - All of our relationships are based on mutual respect, cooperation and 
consideration. 

4. Connected - Give back to the profession and the community with our time 
and money. 

5. Innovation – Continually striving to find new and better ways to serve our 
customers and associates. 



The Dangers of Overpricing Your Home 
 

If you overprice your home: 
• The Right Buyers won’t see it. 
• The higher priced buyers will look but won’t want it. 
 

 
 
The Blue lines represent a Seller who prices their home above market value.  Over time they 
lower the listing price in order to attract more showings and possibly an offer.  Eventually 
the price matches the market value of the home but since buyers see that the home has 
been on the market for a long time they will no longer pay market value.  In the end the 
Seller settles for less than market value just to get the house sold. 
 
The Green lines represent a Seller who prices their home at or just above market value.  
Buyers in that price range see the value in the home since they are comparing it to many 
homes that are overpriced as well as the homes that have recently sold in the area.  The 
Buyers see this as a fair listing price and make an offer at market value. 
 
In the end pricing a home correctly will save time and money. 
  



THE PROCESS OF SELLING YOUR HOME 

Selling a home can seem like a daunting process, especially if you haven't done it 
before. There are many facets to the process and enlisting a good Realtor is a very 
important piece of the puzzle. I help people list their homes all the time and for many 
it's their first time. Here is a detailed overview of the process of selling your home. 

Preparation 

There are three factors in which your home will be judged; location, condition and 
price. Location is fixed, after you purchase the property you can't do much about it. 
An appropriate price can make up for deficiencies in the location and condition. 
Condition is what you, as a seller, have the most control over. The question you 
should be asking yourself as you prepare your house for the market is, "how will my 
house compare with others in this neighborhood and price range?" If your home 
compares well, you will be rewarded in a quicker sale and more money. Your home 
needs to have finishes that appeal to buyers and be in really good showing 
condition. Be sure to have the house ready for photos. The photos posted represent 
the initial showing for all potential buyers. If the house doesn't look good in the 
photos many buyers won't take a look in person. 

Another part of the preparation process is to review and sign the listing paperwork. 
Filling out the Colorado approved Sellers Property Disclosure form is part of this 
process. My advice to you as you fill out this form is to be through and clear in your 
disclosure.  Don't leave the buyer asking for more information. If you indicate that 
you have had a past roof leak, give all the information you have; when it happened 
and how it was fixed. In my experience, the more information on the disclosure, the 
more confidence the buyers have in the sellers and the transaction. This is also a 
good time to gather any documents that would supplement the disclosure. You will 
be asked for these in the buy/sell contract so it would be good to start gathering 
anything that is of material fact about the house (roof warranty, survey, past 
inspection, insurance claim, etc.) 

Showings 

In order for your house to sell it must make an emotional connection with a 
buyer.  In order to make an emotional connection with a buyer your house must be a 
clean and inviting environment. They must be able to picture themselves living there. 
Here are a few tips for creating a successful showing. 

• Leave it to the buyers - Many Sellers think that they can be of help during a 
showing, answering questions or giving a tour. This is what the Buyer’s Agent 
is for. Sellers get in the way and buyers tend to rush through and showing 
and are not able to talk openly about the home. 



• Light and Bright - It's best if the house shows brightly. This means that the 
blinds are open, interior doors are open and many of the lights are on. 

• Neat and Clean - You only have one shot to make a first impression so make 
sure that the house looks as good as possible as you leave each morning. 

• The Extra's - You may want to go the extra mile and put out refreshments 
and play some tasteful music.  These are not required and especially with the 
music should be done with discretion. When there is music being played I 
usually turn it down to see what noises the music is covering up. 

Offer 

If all of the above goes well you can expect an offer! In most cases the buyer has 
their own agent who represents them and will prepare and deliver the offer to your 
agent.  Your agent will then meet with you to discuss the merits of the offer. Some 
of the criteria your agent will help you think through are: price, closing date, 
financing terms and qualification, inclusions, inspection dates and additional 
provisions. 

In a normal situation you will have one offer who will submit an offer that isn't exactly 
what you are offering.  Your agent will then help you formulate a negotiating strategy 
and prepare a counterproposal to send to the buyers. This process continues until 
the buyers and sellers reach an agreement or it doesn't come together and you wait 
for a new buyer.  

From Contract to Closing 

Finding a buyer and agreeing to an acceptable price and terms with a buyer is one 
of the high points of a real estate transaction.  No more daily showings, no more 
uncertainty, making plans for the future, it’s exciting stuff!  But then comes the 
realization that you are only part way to the finish line.  There is still work to be 
done.  This is a checklist of items that the seller is responsible for between contract 
and closing. 

Order Title Commitment – In Colorado the seller is responsible to providing the 
buyer a title insurance policy in conjunction with a real estate purchase.  The first 
step of this process is ordering the title commitment.  The listing agent usually 
handles this for the seller.  This is also a great time to provide to the title officer the 
information on your existing loans which will need to be paid off at the closing. 

Homeowners Association Documents – As per the Colorado approved real estate 
contract the seller will provide the buyer a copy of the relevant HOA 
documents.  This shall include bylaws, rules and regulations, financial documents, 
minutes from the most recent meetings.  Again, this is something that the listing 
agent usually tries to supply (at least I do) but sometimes the information is 
embedded in a members only website and the Realtor might need help with this. 



Gather Paperwork – The buyer will want to have any relevant documentation 
regarding the home.  In conjunction with the disclosure requirements the seller must 
supply the buyer any prior inspections or reports that give insight to the condition of 
the home.  This would also be a good time to gather any manuals and warranties 
and set them aside before your packing gets into full gear. 

Prepare for Inspection – Just because most of the showing activity has subsided it 
doesn’t mean that you are off the hook for keeping the home looking good.  I would 
argue that the inspection is your most important showing and the house should be 
prepared as well as possible.  The buyer will be looking at your home objectively 
and can terminate the contract during the inspection period.  In addition to the 
general cleanliness, here are a few tips to help the inspection.  Replace the furnace 
filter and clean the humidifier filter if you have one.  Move boxes and or furniture 
away from access points for plumbing, heating and electrical.  It is common that a 
buyer will perform a radon test and the protocol for a radon test is that the house 
will be closed up for 12 hours prior to closing as well as 48 hours throughout the 
test.  However, it is a really good idea to “air out” the lowest level of the home prior 
to the closed house conditions. 

Make Your Arrangements – Start making arrangements for moving, storage, packing 
and cleaning.  Consult with your Realtor so that you are sure that you understand 
the timing of when you need to be out and cleaned.  After the inspection it is also a 
good idea to contact the utility companies to let them know about an upcoming 
transfer in service.  Once the deal is rock solid, put in your change of address 
request to the postal service. 

Inspection Items – Once the inspection has been done and the agreements 
surrounding the inspection has been made, some work will need to be done.  My 
advice here is to get the work done as soon as possible, don’t cut corners and 
follow the letter of the agreement to a “t”.  The listing agent is there to help you get 
this work done if you need help. 

Clean and Closing – The days surrounding closing will be busy days.  You will need 
to pack, clean and supervise work maybe at two locations.  My advice regarding 
how you leave the home is based on two things.  Look at the contract and make 
sure you are doing the minimum required and then consult the Golden Rule.  How 
would you really like a home to be left for you?  When the house is really left in good 
shape and the buyers feel that they are being treated well, the closing is much easier 
for all involved. 

Costs Associated With Selling 

Many of the traditional closing costs like appraisal, discount points, and inspection 
fees are handled by the buyer but here are the costs that the seller is responsible 
for. 



Commissions - The commission fee that you agree to with your agent when you sign 
the listing papers includes fees for both the Listing Agent and Buyer’s Agent. 

Title Insurance - Sellers in Colorado customarily pay for the title insurance policy 
that insures that the property is transferred free and clear. The fees vary on sales 
price but a typical fee for a $400,000 sale is around $1,450. 

Mortgage, HOA and Taxes - At closing the title company will make sure that all of 
the financial obligations of the seller regarding the house are settled. This means 
paying off any loans or liens and prorating the taxes (don't forget they are paid in 
arrears) and settling up with the HOA. 

  



NET PROCEEDS 
 
 
Sales Price 
 
1st Mortgage Payoff 1 
 
Additional Mortgage Payoff 
 
Realtor Commission 
 
Title Insurance 
 
Other Closing Costs 
 
Tax and Interest Adjustment 2 
 
Inspection Credits 
 
Tax Withholding 3 

 

 

Net Proceeds 
 
 

 

1   Add one month payment to current loan balance to get approximate payoff. 
2  Property taxes are paid in arrears so you will credit the Buyer for the portion of the current year you 
have lived in the house. In addition, if your closing is before the end of June, the title company will 
make sure that your property taxes are paid.  If they are not yet paid you will see a charge on your 
settlement statement. Your mortgage company will refund you the balance of your escrow account 
within three weeks after closing. 
3  If you are a Colorado resident you will not be required to withhold any money for income taxes. 
Corporations that do not maintain a permanent place of business in Colorado, and nonresident 
individuals, estates and trusts are subject to Colorado income tax withholding on the sales of 
Colorado real estate in excess of $100,000. The withholding tax, if required, will be the smaller of 1) 
two percent (2%) of the sales price, rounded to the nearest dollar, or  2) the net proceeds from the 
sale. (“Net proceeds from the sale” means the net amount that would otherwise be due  to the seller 
on the settlement sheet.)   Foreign citizens are subject to a 10% withholding to the IRS. 


