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A     N O T E     O N     A C C U R A C Y

Information contained in this publication is believed accurate at the time of publication but is subject
to change without notice. Real estate practices, association rules, disclosure requirements, financing
standards, and market conditions change regularly. Information cited throughout this guide reflects
conditions in mid‐2026 and is presented for general orientation only.

Nothing in this publication constitutes legal, tax, insurance, or investment advice. Sellers should make
decisions in consultation with licensed professionals including an attorney, a certified public
accountant, a licensed insurance agent, and their association or management company as applicable.
Readers should independently verify current requirements and figures relevant to their own property
and transaction.
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A   N O T E   A B O U T   T H I S   G U I D E

Portions of the background research, brainstorming, and conceptual development for this guide were
created with the assistance of artificial intelligence tools, including Claude® by Anthropic and
ChatGPT® by OpenAI. These tools were used to help organize ideas, explore topics, and assist in the
research and writing process.

This guide is intended to serve as a helpful resource for Florida Panhandle property owners who are
considering selling, walking through what to think about, what information to gather, and what to
prepare on the path from considering selling to being just listed. While every effort has been made to
provide accurate and up‐to‐date information, market conditions, association requirements, and local
details can change over time.

The information contained in this guide is provided for general educational and informational purposes
only. It should not be considered legal, financial, tax, investment, insurance, or other professional
advice. Readers are encouraged to consult with qualified professionals in the appropriate fields to
obtain the most current information and guidance for their specific situation.

My hope is that this guide serves as a valuable starting point – helping you feel prepared and confident
as you consider your own path to a successful, well‐prepared listing.
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FROM CONSIDERING SELLING TO JUST LISTED
This guide is designed for the Florida property owner who is thinking about selling but has not yet committed to listing. It
is meant to mirror the conversation we would have sitting together at a seller consultation: what matters, what information
we need, what can affect value and marketability, and what must be prepared before the property goes live.

The goal: prepare the property, the information, and the seller before Day One on the market.

1. Our First Conversation

2. What Is Your Property Really Worth?

3. Pricing Is a Marketing Decision

4. How Long Should I Expect the Property to Take to Sell?

5. Does the Time of Year Matter?

6. Florida Condominium Sellers

7. Understanding SIRS & Milestone Inspections

8. Condo Financing & the Buyer Pool

9. HOA, Condo & Community Documents

10. Vacation Rental Properties

11. Rental & Pet Restrictions

12. Tell Me the Story of Your Property

13. Property Condition & Seller Disclosure

14. Preparing the Property

15. Professional Photography & Community Presentation

16. Before Photography Day

17. Access, Showings & Rental Management

18. Seller Consultation Questions

19. Property Listing Intake Sheet

20. What I Bring to the Table & The Road to Just Listed
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1. OUR FIRST CONVERSATION
Before we talk about photography or an asking price, I want to understand why you are considering selling and what a
successful sale means to you.

Motivation
Why are you considering selling? Are you relocating, downsizing, purchasing another property, selling an investment,
changing your use of a second home, or simply evaluating whether the market makes sense?

Timing
Are you flexible, or are we working toward a specific closing date? A seller who would sell only at the right price may
need a different strategy from a seller who needs to close within 60­90 days.

Decision Makers & Communication
Who else will participate in decisions ­ a spouse, family member, adviser, attorney or power of attorney? How often
would you like updates, and do you prefer phone, text or email?

2. WHAT IS YOUR PROPERTY REALLY WORTH?
My role is to separate what you paid, what you hope to receive, and what today's market is likely to support.

• Recent comparable sales and current competing listings

• Pending sales when reliable information is available

• Price per heated/cooled square foot and overall condition

• Location, lot, view, water or Gulf access, renovations and major systems

• HOA/condo expenses, assessments, rental rules and rental performance when applicable

• Inventory, days on market, price reductions and buyer activity

The objective is not simply to choose the highest number. It is to establish a defensible market position that can attract
qualified buyers.

3. PRICING IS A MARKETING DECISION
Your asking price determines more than the number on the listing. It affects which buyers find the property, how it
compares with competing inventory, and how buyers perceive value.

The first weeks of a new listing are valuable because buyers and agents who have already been watching the market
may receive immediate alerts. We want the property prepared, documented and positioned correctly before we use that
new­listing exposure.

If the market does not respond, price adjustments can place the property in front of a new search range and create a
second wave of attention.
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4. HOW LONG SHOULD I EXPECT THE PROPERTY TO
TAKE TO SELL?
No REALTOR® can responsibly guarantee an exact number of days. Property type, price, condition, location, inventory
and financing all matter. The ranges below are planning ranges only ­ not promises or market statistics for a specific

neighborhood.

Property Type Planning Range

Primary / Single­Family Residence ~60­120+ days

Coastal Second Home ~75­150+ days

Vacation Rental Home ~90­180+ days

Resort / Vacation­Rental Condo ~90­180+ days

Luxury / High­Price Coastal Property ~120­240+ days

At the listing consultation, these planning ranges should be replaced or supplemented with current local MLS data for the property's exact
community, price range and property type.

5. DOES THE TIME OF YEAR MATTER?
Yes ­ particularly in Destin, Panama City Beach, 30A and other Florida Panhandle coastal markets. The better question
is: who is most likely to buy this property, and when is that buyer most likely to be looking?

Primary Residences
Spring through early summer can be important for traditional homes because families, relocations and school calendars
can influence timing. A properly priced home can still sell throughout the year.

Destin, Panama City Beach & 30A
Vacation homes, condos and investment properties can have a different cycle. Late winter and spring can be useful
because buyers may want to own before the main summer vacation season. In Destin and Panama City Beach, summer
tourism and rental activity can make income potential visible, while 30A may also draw second­home and luxury buyers
whose decision is not based solely on rental income.

Vacation Rentals: Opportunity vs. Access
Listing before a peak rental season can help an investor see upcoming reservations and potential ownership use.
However, a heavily booked property can be difficult to show. Turnover days, guest stays, photography, inspections and
appraisal access should be planned before launch.

Port St. Joe, Cape San Blas & Mexico Beach
These markets include primary homes, second homes and vacation rentals. A Gulf­front rental should not automatically
follow the same listing calendar as a primary residence.

Seasonality should always be considered alongside current days on market, competing
inventory, pricing and the seller's own timing.
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6. FLORIDA CONDOMINIUM SELLERS
A condo buyer and the buyer's lender may be evaluating both your unit and the condominium association. Preparation
can reduce delays and surprises.

• Declaration of Condominium, Articles, Bylaws and Rules

• Current annual budget and annual financial statement

• Association dues, transfer/application fees and special assessments

• Rental and pet restrictions

• Association insurance information when available

• Frequently Asked Questions & Answers document

• Milestone inspection information, if applicable

• Most recent Structural Integrity Reserve Study (SIRS), or applicable statement

• Management contact information and buyer approval requirements

Florida Statutes section 718.503 identifies documents a prospective purchaser of a resale condominium is entitled to receive from the seller,
including the declaration, articles, bylaws/rules, annual financial statement and budget, FAQ document, and applicable inspection/SIRS
materials.

7. UNDERSTANDING SIRS & MILESTONE INSPECTIONS
SIRS means Structural Integrity Reserve Study. Florida DBPR states that residential condominium associations must
complete a SIRS for each condominium building that is three habitable stories or higher, subject to statutory exclusions
and requirements.

A SIRS examines specified building components, remaining useful life and reserve needs. For a seller, the practical
issue is that buyers, lenders and underwriters may want to understand the building's physical condition, reserve funding,
assessments and future capital needs.

Milestone inspections are a separate Florida requirement for qualifying buildings. Whether a particular building is subject
to SIRS or milestone requirements should be verified for that condominium rather than assumed.

Seller preparation questions: Is the study complete? Is a milestone inspection applicable? Are there current or
proposed assessments? What does the current budget show? Are reserves being funded?

8. CONDO FINANCING & THE BUYER POOL
Not every Florida condominium finances like a traditional single­family home. Resort operations, short­term rentals,
investor concentration, commercial components or other project characteristics can affect loan eligibility.

Some properties may require portfolio, non­warrantable condominium or condotel­style financing. The exact loan type is
determined by the project and the buyer's lender.

Before listing a resort condominium, it is useful to identify how recent buyers have successfully financed units in the
building and, when appropriate, have contact information for lenders familiar with the project. Financing availability can
materially affect the buyer pool.
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9. HOA, CONDO & COMMUNITY DOCUMENTS
When available, I want relevant association and community information organized before or early in the listing process so
buyers can evaluate the property accurately.

• Covenants and restrictions

• Rules and regulations

• Architectural guidelines

• Rental restrictions

• Pet restrictions

• Parking rules

• Association dues and special assessments

• Transfer, application or new­buyer fees

• Community amenities

• Association/management company contact information

The goal is not merely to receive an offer. It is to attract a buyer who understands what they are purchasing.

10. VACATION RENTAL PROPERTIES
For an income­producing property, documented historical performance can help an investor evaluate the opportunity.
Historical performance is not a guarantee of future income.

• Previous 12­ and 24­month gross rental revenue when available

• Current year­to­date revenue

• Future reservations and whether bookings transfer

• Average nightly rate and occupancy when available

• Management fee, cleaning fee and other operating expenses

• Owner­use periods

• Management agreement and management company

• Furniture, rental inventory and personal property included in the sale

• Applicable business or local rental requirements

We should also decide how guest reservations will affect showings, inspections, appraisal and closing timing.
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11. RENTAL & PET RESTRICTIONS
These rules can materially change the likely buyer pool, particularly for investors and second­home buyers.

Rental Restrictions
I Rentals permitted I Short­term I Long­term I Both I Not permitted I Unknown

Minimum rental period may be nightly/daily, weekly, monthly, 3 months, 6 months, 12 months or another period. We also
need to know whether there is a cap on the number of leases per year, an ownership waiting period, tenant registration,
association approval or other restrictions.

Pet Policy
Are pets permitted for owners? For tenants? For vacation guests? Are there limits on number, weight, size or breed? Is
association registration or a pet fee required?

These points should be verified from current association documents before being advertised as permitted uses.

12. TELL ME THE STORY OF YOUR PROPERTY
You know things about the property that public records and MLS data do not. These questions help identify the strongest
marketing story.

What will you miss most about your home or property?

What will you miss most about this location?

What are your favorite features?

What compliments have friends, family or neighbors made?

What makes the property unique compared with others?

Who do you believe is the target buyer?
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13. PROPERTY CONDITION & SELLER DISCLOSURE
Before listing, we should discuss what you know about the property. This can help identify issues before a buyer's
inspection or underwriting process does.

• Roof, HVAC, plumbing, electrical, water heater and windows

• Previous leaks, water intrusion, flooding or storm damage

• Insurance claims

• Termite or pest history

• Structural concerns

• Repairs, renovations, additions and permits

• Known defects or conditions that may require disclosure

Real estate professionals do not replace attorneys, engineers, contractors, accountants, insurance professionals or other
licensed specialists. Property­specific legal, structural, tax and insurance questions should be directed to the appropriate
professional.

14. PREPARING THE PROPERTY
You do not necessarily need a major remodel before selling. Often the highest­impact work is simpler:

• Declutter and remove excessive personal items

• Deep clean and clean windows

• Touch­up paint and complete obvious minor repairs

• Pressure wash and improve landscaping/curb appeal

• Organize closets and storage

• Reduce unnecessary furniture

• Clean patios, balconies and outdoor living areas

The objective is to make the property easy for buyers to understand, photograph and imagine owning.
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15. PROFESSIONAL PHOTOGRAPHY & COMMUNITY
PRESENTATION
A property's first showing often happens online. Professional visual presentation is therefore part of the launch strategy,
not an afterthought.

• Professional interior and exterior photography

• Community and amenity photography

• Aerial/drone photography when appropriate and permitted

• Video and social­media content

• Floor plan when appropriate

• Lifestyle imagery that shows beach access, Gulf views, pool, marina, golf, clubhouse, fitness, trails or other meaningful
amenities

For coastal real estate, we are often marketing both the property and the lifestyle around it.

16. BEFORE PHOTOGRAPHY DAY
• Open blinds and curtains

• Clear kitchen and bathroom counters

• Remove refrigerator papers and magnets

• Close toilet lids and remove visible trash cans

• Make beds and straighten linens

• Remove pet bowls/crates when practical

• Clear patios and balconies

• Remove vehicles from the driveway when practical

• Turn on lights and replace burned­out bulbs

• Clean mirrors and glass

• Secure valuables and sensitive documents

Photography day should feel like the property's grand opening.
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17. ACCESS, SHOWINGS & VACATION RENTAL
MANAGEMENT
Access should be solved before the listing goes live. Easy, well­coordinated access can prevent missed opportunities
while still respecting owners, tenants and vacation guests.

I Electronic lockbox I Combination lockbox I Key I Door code I Front desk I Owner I Rental manager I Other
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Door / lockbox / access code

Gate or building code

Special access instructions

Minimum showing notice

Restricted showing times

Vacation Rental Management
Is the property currently managed by a vacation rental management company?

Vacation rental management company

Primary individual who manages the property for the seller

Contact's position / role

Phone

Email

After­hours / alternate contact

Management company office / front desk

Who should the listing agent contact to coordinate access and showings?

How much advance notice is required?

Turnover­day or check­in/check­out showing windows

Does management need to approve or coordinate access?

Are future reservations likely to restrict showings?

This contact may also be useful for rental histories, future reservations, photography, inspections, appraisal access and
questions about transferable bookings.
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18. SELLER CONSULTATION QUESTIONS
Motivation ­ Why have you decided to consider selling?

Timing ­ Are you flexible, or are we working toward closing before a certain date?

Decision Making ­ Will anyone else be included in the decision?

Communication ­ How often would you like updates, and what is the best way to contact you?

Previous Selling Experience ­ What went well and what did not?

Personal Property ­ Will any furniture, appliances, decor or other personal property be included?

Condition ­ Are there known problems or conditions that should be discussed?

Relocating ­ Will you need assistance purchasing another property?

Concerns ­ What concerns would you like to discuss?



19. PROPERTY LISTING INTAKE SHEET
Use this worksheet to organize the information needed for an initial property assessment and listing preparation.

OWNER & PROPERTY LOCATION
Owner(s)

Phone

Email

Preferred contact method

Property address

City / County / ZIP

Subdivision / Condominium

PROPERTY DETAILS
Property type (single­family / condo / townhome / vacation rental / investment / second home / other)

Bedrooms / Bathrooms
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19. PROPERTY LISTING INTAKE SHEET
Use this worksheet to organize the information needed for an initial property assessment and listing preparation.

OWNER & PROPERTY LOCATION
Owner(s)

Phone

Email

Preferred contact method

Property address

City / County / ZIP

Subdivision / Condominium

PROPERTY DETAILS
Property type (single­family / condo / townhome / vacation rental / investment / second home / other)

Bedrooms / Bathrooms

Heated & cooled living area (sq. ft.)

Total usable square footage

Lot size

Year built

Garage / parking

Pool / waterfront / water view / Gulf view

Furnished? Yes / No / Negotiable
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PRICING & OWNERSHIP COSTS
Seller's suggested list price

Current property taxes

HOA / condo fee and frequency

Current special assessment

New buyer / transfer fee

Association application fee

Other recurring ownership costs

MAJOR SYSTEMS & IMPROVEMENTS
Roof age

HVAC age

Water heater age

Window information

Major renovations / improvements

Known insurance claims
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VACATION RENTAL INFORMATION
Currently rented?

Management company

Management contact

Annual gross rental revenue

Future bookings

Management fee

Do reservations transfer?

Furniture / rental inventory included?

Kinsey Haddock, P.A.
B R O K E R   A S S O C I A T E     |     C O L D W E L L   B A N K E R   R E A L T Y

kinsey.haddock@cbrealty.com   ∙   (850) 340‐0646
Panama City  •  Panama City Beach  •  30A  •  Destin & Sandestin

S E R V I N G   F L O R I D A ' S   E M E R A L D   C O A S T

16



HOA / CONDO INFORMATION
Association / management company

Association contact

Current budget available?

Annual financial statement available?

Rules & regulations / covenants available?

SIRS available / not applicable / unknown

Milestone inspection applicable / complete / unknown

Current special assessment ­ amount, purpose, payment schedule & remaining balance

Proposed, anticipated or future assessment ­ estimated amount, purpose & timing

Known major capital projects being discussed or planned

Pending or current litigation involving the condominium association / HOA

Brief litigation description

Association / management contact for supporting documentation

Rental minimum and annual lease limits

Pet restrictions / breed / size / number
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SHOWING & ACCESS
Who should be contacted for showings?

Phone / email

Gated?

Gate code

Building code

Door / lockbox access

Minimum showing notice

Occupancy: owner / tenant / vacation guest / vacant

SELLER COMMENTS
Anything else about the property that I should know?

Additional comments
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20. WHAT I BRING TO THE TABLE & THE ROAD TO
JUST LISTED
Selling real estate involves more than entering a property into MLS. My role is to help you understand the market,
position the property, organize the information buyers need, present it professionally, evaluate offers and coordinate the
transaction toward closing.

I also want to identify potential obstacles before they become transaction problems - especially with coastal properties,
condominiums, vacation rentals and association-governed communities.

STEP STAGE WHAT HAPPENS

1 Considering Selling We discuss your objectives and whether selling makes sense.

2 Property Evaluation

3 Market Analysis We review comparable sales, competition and current market conditions.

4 Pricing Strategy We decide how the property should enter the market.

5 Documentation We gather property, HOA/condo, rental and access information.

6 Property Preparation Cleaning, repairs, presentation and staging recommendations.

7 Photography & Marketing Professional visual presentation and marketing assets are created.

8 MLS Preparation Property details, documents and showing instructions are assembled.

9 Final Seller Review We confirm price, details, access, documents, marketing and launch date.

10 JUST LISTED The property enters the market prepared - not rushed.

You do not need to know today whether you are ready to sell. The purpose of this guide is to
help you understand what comes next, what buyers may evaluate, what information we will need,

and how we can prepare before the property becomes Just Listed.
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FLORIDA-SPECIFIC NOTES & SOURCES
This guide is educational and Florida-specific. Laws, association requirements, financing standards and market
conditions can change. Property-specific requirements should be verified at the time of listing.

Florida condominium resale documents: Florida Statutes §718.503 addresses documents and disclosures for
condominium resales, including association governing documents, annual financial statement and budget, FAQ
document, and applicable milestone inspection/SIRS materials.

SIRS: Florida DBPR's condominium resources state that residential condominium associations generally must complete
a SIRS for each condominium building that is three habitable stories or higher, subject to statutory exclusions and current
law.

Market timing and days on market: The days-on-market ranges in this guide are planning ranges, not a representation
of current MLS statistics. Before a seller sets a launch date or price, current local MLS data should be reviewed for the
exact property type, community and price range.
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