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LEGAL NOTICE

Publication Notice & Legal Disclaimer

1. Publication Information

The Flatbush Seller's Guide is an informational publication created by Shalinthia Miles,
Licensed Real Estate Salesperson, to provide insights and guidance about the process of
selling a home in Flatbush, Brooklyn.

2. Educational Purpose

This guide is intended for general educational and informational purposes only. It is designed
to help homeowners understand key considerations when selling property and is not intended
to address the specific circumstances of any individual transaction.

3. No Legal, Tax, or Financial Advice

The information contained in this guide does not constitute legal, tax, accounting, financial, or
professional advice. Readers are encouraged to consult with their attorney, tax advisor,
financial advisor, or other qualified professionals before making decisions related to the sale of
their property.

4. Market Conditions & No Guarantee

Real estate market conditions are subject to change without notice. Nothing in this guide
guarantees any specific sale price, timing, or outcome. Past performance and examples are for
illustration only and should not be relied upon as a promise of future results.

5. Copyright & Use

Copyright © Shalinthia Miles. All rights reserved. No part of this publication may be reproduced,
distributed, or transmitted in any form or by any means without the prior written permission of the
author.

6. Brokerage / License Information

Shalinthia Miles

Licensed Real Estate Salesperson
License #10401252869

eXp Realty LLC

©©0©06 6 060
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WELCOME

Flatbush |s Personal

Flatbush owners do not need generic advice. They need local guidance that accounts for architecture,
condition, legal use, buyer demand, and the life change behind the move.

Why the Flatbush Seller's Guide exists?

To help you understand the decisions that usually come before a strong listing launch:

» What to repair, if anything
» What to leave alone

» What buyers may question
» How to protect your equity

The best question to ask

What does this specific Flatbush property need in order to move forward confidently?

The Flatbush Seller's Guide 4 www.shalinthia.com
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LOCAL MARKET PERSPECTIVE

Flatbush Is Not One Market
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The Flatbush Seller's Guide

A detached Victorian, a two-family home, a pre-war
co-op, and a modern condo can all be just a few
blocks apart in Flatbush—yet they serve different
buyers, appraisers, lenders, and underwriters.

Each property type comes with its own pool of

comparable sales, financing considerations, and
buyer expectations.

Broad Brooklyn averages can be useful background
information, but they cannot tell you how the
market will respond to your specific home.

A successful sale begins with understanding how

your property fits within its immediate micro-market

and what that means for pricing and positioning

Core principle

Your strategy should begin with

the property — not an online estimate.

www.shalinthia.com
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SELLER INTELLIGENCE

What Buyers Ask About

A well-prepared seller anticipates the questions buyers are likely to ask about the property itself - not
just general Brooklyn market conditions.

CONDITION

Roof, electrical, plumbing, boiler, water intrusion,
foundation, and visible maintenance.

SPACE & UTILITY

Outdoor space, parking, gardens, layout flexibility,

usable square footage, and work-from-home options.

PREPARATION

What has been updated, what needs attention, and
whether renovation is actually necessary.

LEGAL CONFIGURATION

Certificate of Occupancy, permits, layout, additions,
and consistency with public records.

MULTI-FAMILY DETAILS

Tenant status, leases, access logistics, operating
records, and legally permitted rental utility.

DOCUMENTATION

Maintenance history, receipts, warranties,
improvements, permits, leases, and property records.

The Flatbush Seller's Guide
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SELLER RECOGNITION

Is This Guide for You?

This guide is especially useful if you are deciding how to prepare, price, and position a
Flatbush property without being rushed into a listing decision.

® A long-term Flatbush homeowner considering a simpler next chapter

® An owner of a Victorian, brownstone, detached home, co-op, condo, or multi-family
property

e A family member handling an inherited Flatbush home
® An owner weighing as-is sale versus selective improvements

¢ Someone who wants realistic net-proceeds and timing guidance before making a
commitment

No p?‘é’SS%i’B V€g%i?"€d

You do not need every answer before you start. You need a local advisor
who knows which questions matter first.

I
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WHAT CREATES INTEREST

What Flatbush Buyers Often Value

Flatbush offers a kind of permanence many buyers find difficult to replace: historic architecture, larger
homes, tree-lined blocks, porches, gardens, transit access, and central Brooklyn convenience.

* Architecture and original details that have been cared for

» Outdoor space, porch, garden, parking, or usable exterior areas

* Layouts that support work, family, or legally permitted rental utility
» Documented systems updates that reduce buyer uncertainty

* Block quality, nearby amenities, and overall neighborhood feel

* A property story supported by facts rather than invented hype

Buyer recognition

The opportunity is not simply location. It is the property story when that story is supported by real
evidence.

The Flatbush Seller's Guide 8 www.shalinthia.com
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HONEST QUESTIONS TO ADDRESS EARLY

Questions That Can Complicate a Sale

What if the home needs work? What if records are unclear?
Condition questions shape pricing, buyer Layouts, additions, basements, attics, or permit
targeting, and whether selective preparation history may need clarification early.

makes more sense than a larger renovation.

What if there are tenants or family What if I am overwhelmed?
decisions?

A strong seller strategy breaks the process into
Access, lease status, estate coordination, title sequence: facts first, decisions second, launch
matters, and shared decision-making all affect third!
timing.

The Flatbush Seller's Guide 9 www_shalinthia.com
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CLIENT SCENARIO 1

A Long-Owned Flatbush Victorian

What happened?

A longtime homeowner was considering whether a broad renovation was necessary before listing a
Victorian with beautiful original character but a mix of older and newer systems.

What was the strategy?

Selective preparation took priority over a full renovation: presentation improvements, maintenance
clarity, and stronger buyer explanation rather than spending indiscriminately.

What an Owner Can Learn

The goal is not to renovate automatically. The goal is to identify work that improves presentation or
buyer confidence without wasting money.

The Flatbush Seller's Guide 10 www.shalinthia.com
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PRICING AUTHORITY

How |s a Flatbush Home Priced?

A Flatbush home should be priced using closely matched recent sales, active competition, property
condition, legal use, lot and building characteristics, buyer demand, and expected repair or renovation
needs.

» Comparable sales that truly resemble the property type and condition

» Differences between renovated, partially updated, and as-is homes

* Lot size, outdoor space, parking, layout, and usable square footage

* Likely buyer type: end-user, renovator, investor, or multi-generational household
* Active listing competition and current market response

Direct answer

A strong price is a strategy - not a wish.

The Flatbush Seller's Guide 11 www.shalinthia.com
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CLIENT SCENARIO 2

Multi-family Homeowners & Selling With Tenants

WHAT HAPPENED? WHAT WAS THE STRATEGY?

An East Flatbush two-family owner Build a tenant-aware access plan,
wanted to sell while one unit was organize leases and operating
occupied and access needed to records, and prepare buyers with clear
remain respectful and predictable. information rather than uncertainty.

» Clarify legal configuration and Certificate of Occupancy
» Organize tenant status, leases, and rent information

» Establish respectful showing logistics

* Position the property clearly for likely buyers

The Flatbush Seller's Guide 12

WHAT CAN AN OWNER LEARN?

Documentation and predictability
reduce confusion for both tenants and
buyers.

www.shalinthia.com
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HISTORIC-HOME AUTHORITY

Presenting a Historic Flatbush Home

Editorial-quality Floor plans that reduce Copy that distinguishes current
photography and video buyer confusion condition from future potential
N T — 1201 .
. - Dining  Kitchen =
S g 20 120 B
' amue NN ¥l
' —”_)‘é'j_ = "~ Z1oC 3
| Jr—— SH{pile. r
—% r Bedroom |
o i 16.5 ft ¥
3 | I Current condition
; - Izt Visualize expanding this space and con-
Y. ferred with a lush kitchen garden.
Detail images of millwork, mantels, A preparation plan for rooms Logistics that balance access
porches, gardens, or stained glass that feel crowded, or underused with respect for the home

A historic Flatbush property should not be marketed like a generic house. Its architecture,

scale, light, and potential deserve a more thoughtful presentation.

Presentation standard

The goal is not to erase the home’s character. The goal is to help the right

buyer understand what is already valuable.

The Flatbush Seller’s Guide 13 www.shalinthia.com
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CLIENT SCENARIO 3

A Long-Term Homeowner Planning the Next Move

TLIE

What happened?

A long-term homeowner wanted less upkeep and fewer stairs but felt emotionally tied to the house and
uncertain about timing.

What was the strategy?

Start with a calm net-proceeds and timing conversation, then coordinate preparation, belongings, and
next-step housing decisions in a way that reduced pressure.

What an Owner Can Learn

Selling after many years is not just a transaction. It is a transition. A good plan creates clarity before
urgency takes over.

The Flatbush Seller's Guide 14 www.shalinthia.com
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CLIENT SCENARIO 4

When the Property Carries a Family Story

What happened?

An inherited Flatbush home came with family history, paperwork questions, a full house, and differing
opinions about timing and preparation.

What was the strategy?

Coordinate the property review alongside the attorney and decision-makers, organize documents and
cleanout priorities, and separate emotional decisions from time-sensitive sale tasks.

What an Owner Can Learn

The real estate strategy should move in step with the legal and family realities - not ahead of them.

The Flatbush Seller's Guide 15 www.shalinthia.com
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THE SELLER ROADMAP

The Brooklyn 60-Day Seller
Success Blueprint

This structured, property-specific process is designed to create clarity and momentum
from preparation through closing. It is not a promise of a particular price or fixed closing date.

. Sold in
.| Under 60 Days

What the Brooklyn 60-Day Seller Success Blueprint Provides

A practical, step-by-step structure for preparation, presentation, launch,
negotiation, and closing coordination.

DAYS 1-10 DAYS 11-20 DAYS 21-35 DAYS 36-50 DAYS 51-60+
Clarify Prepare Launch Negotiate Protect
Goals, documents, Presentation, staging, Showings, feedback, Offer analysis, terms, Appraisal, issues,
property facts launch materials market response attorney coordination closing coordination

The Flatbush Seller's Guide 16 www.shalinthia.com
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DECISION SUPPORT

The Highest Offer Is Not Always the Strongest Offer

Review each offer through the lens of price, risk, timing, and the likelihood of actually closing.

* Cash, financing, down payment, and lender strength

* Inspection, appraisal, financing, or home-sale contingency risks

« Credits, concessions, furniture, and repair requests

* Whether the buyer understands the home's condition and configuration
* A realistic backup-buyer plan

Can| sdl as-is? Should | renovate first? How do | sell with tenants?

Yes. The key is accurate Not automatically. Compare cost, Shalinthia has experience selling

presentation, realistic pricing, timing, disruption, and likely occupied properties. She will

and the right buyer audience. buyer response. help navigate the process
seamlessly.

The Flatbush Seller's Guide 17 www.shalinthia.com
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PREPARATION DECISIONS

Repair, Refresh, Renovate - or Sell As-Is?

Before spending heavily, compare likely buyer response to the cost, time, and disruption of the work.
The right answer depends on the property and the buyer audience.

REPAIR REFRESH

Address safety, function, or obvious defects that could Improve presentation with cleaning, paint, light

disrupt buyer confidence or financing. landscaping, decluttering, or minor cosmetic work.
RENOVATE AS-IS

Consider larger work only when the expected market Price and position honestly for buyers comfortable with
benefit justifies cost, time, and execution risk. condition and future work.

A practical starting point

Do not renovate simply because you are selling. Start with the property's likely buyer and the financial case for
the work.

The Flatbush Seller's Guide 18 www.shalinthia.com
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MULTI-FAMILY STRATEGY

Selling a Two-Family or Tenant-Occupied Property

Two-family and tenant-occupied sales require a plan that protects access, information quality, buyer
confidence, and the rights and expectations of the people living in the property.

» Confirm legal configuration and available property records

* Organize lease, rent, and tenant-status information

* Establish predictable showing windows and communication
 Explain utilities, shared areas, and operating details clearly

» Coordinate questions requiring attorney or other professional review

ller intelligence

Predictability and documentation can make a complicated sale feel much more manageable.

The Flatbush Seller's Guide 19 www.shalinthia.com
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INHERITED PROPERTY

Inherited Flatbush Property

An inherited home is both a real estate asset and a family matter. The sale strategy should be
coordinated with the legal authority to sell, the property's condition, family decision-making,
belongings, and the practical timing of the estate.

 Confirm who has legal authority to make decisions

» Gather deed, estate, mortgage, lien, and property records

» Separate cleanout decisions from urgent property-protection tasks

* Decide whether selective preparation or an as-is approach makes more sense
 Coordinate the real estate timeline with the attorney and other professionals

Sart with clarity

The best first step is to identify the legal, property, and family questions before setting a listing date.

The Flatbush Seller's Guide 20 www.shalinthia.com
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The Flatbush Seller's Guide

SELLER RESOURCES

FHatbush Seller FAQs &

TTH -4

Can | sell a Flatbush home as-is?

Yes. An as-is strategy still requires accurate
presentation, pricing, buyer targeting, and disclosure of
known material facts as required.

Can | sell with tenants in place?

Yes, but access, lease status, legal configuration, and
communication should be organized early.

How long can a sale take?
Timing varies with property readiness, buyer financing,

inspection, appraisal, attorneys, title, estate issues, and
other transaction conditions.

21

Specialized Resources
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Do I have to renovate before selling?

No. Compare likely market benefit against cost, time,
disruption, and the buyer audience.

What documents should | gather?

Start with deeds, mortgage information, permits,
Certificate of Occupancy where applicable, leases,
maintenance records, and major improvement
documentation.

Specialized resources

Inherited Property Sellers; Long-Term Homeowners;
Two-Family Sellers; Selling As-Is; Tenant-Occupied
Property Owners.

www.shalinthia.com
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Request Your Flatbush
Seller Strategy Session

A property-specific conversation about preparation, pricing, timing, equity, and the
guestions that matter before you list.

CLICK TO BOOK APPOINTMENT

Shalinthia Miles

Licensed Real Estate Salesperson

License #10401252869

Mobile: (646) 804-3070 | 24/7 Phone/Text: (929) 367-SOLD (7653)
shalinthia.miles@exprealty.com

www.shalinthia.com

© 2026 Shalinthia Miles. Educational information only; no guaranteed outcome. Seller scenarios are anonymized/composite educational examples. Verify
property-specific requirements.
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