
The Seller's Net Sheet:
Understanding Your
Real Estate Proceeds

By Jeff Robinson, Real Estate Broker



Introduction: Eric and the Net Sheet 3

Chapter One: What Is a Seller's Net Sheet? 5

Chapter Two: Key Components of a Seller's Net Sheet 7

Chapter Three: How to Calculate and Use the Seller's
Net Sheet

10

Chapter Four: Common Pitfalls and How to Avoid Them 12

Chapter Six: Real-Life Scenarios and Case Studies 15

About the Author 18

Table of Contents

Chapter Seven: Tips for Maximizing Your Net Proceeds 16

Chapter Eight: Next Steps and Final Thoughts 17

Frequently Asked Questions 19

Chapter Five: The Importance of Accuracy 14



This story is about Eric. Eric lived in his house for 15 years
and accumulated significant equity—enough to move to
your ideal neighborhood. When Eric decides to sell, he
assumes he'll walk away with a specific sum based on his
approximate mortgage balance and a high ballpark
estimate of his home's market value from "the family real
estate agent who wants to get the listing." But once he lists
his house and then requests a Seller's Net Sheet, he realizes
he overlooked several critical costs (like property tax
prorations and homeowners' association dues, if
applicable). His final check may be considerably lower than
expected.

Eric's story underscores the importance of clarity in the
home-selling process. One of the best tools to provide that
clarity is the Seller's Net Sheet—a straightforward, itemized
document that breaks down every expense and fee
associated with selling your home. Whether you're an out-
of-the-area owner, a downsizer, or simply a homeowner on
the fence about selling, understanding how much you'll
walk away with can be the difference between a smooth,
confident sale and a stressful, last-minute scramble.

Introduction 



Who Is This eBook For?

Homeowners with At Least 40% Equity: If you've built
substantial equity, you'll want an accurate sense of your
final proceeds to make decisions about paying off debt,
buying another property, or investing.

Out-of-the-Area Owners: Managing a long-distance
property can be challenging—knowing what your net is
will allow you to plan repairs, travel, or property
management costs without guesswork.

Downsizers: If you're moving to a smaller place or a
retirement community, understanding your proceeds
helps you decide how to allocate funds for your next
step.

On-the-Fence Homeowners: Even if you're not sure
you want to sell, a net sheet gives you a realistic idea of
what you'd gain (or lose) from a potential sale.

Regardless of your reason for selling, this eBook will give
you the tools and insights you need to calculate, interpret,
and maximize your net proceeds. Let's begin!

Introduction 



Chapter
One

What Is a Seller's Net
Sheet?
A Seller's Net Sheet is a document—typically prepared by a
real estate professional or title company—that breaks
down the estimated expenses of selling a home. It shows
you, line by line, which costs will be deducted from the sale
price (e.g., mortgage payoff, real estate commissions,
closing fees) and any prorations (like property taxes or HOA
dues). The goal is to clearly show how much you can expect
to take home when all is said and done.

Why It's Important

Financial Clarity: Having a detailed breakdown of costs
means no surprises on closing day.

1.

Informed Decision-Making: Knowing your potential net
proceeds can help you decide the right time to sell.

2.

Trust and Transparency: A net sheet outlines every
fee, fostering trust between you and your agent, while
reducing misunderstandings or last-minute
negotiations.

3.



What Is a Seller's Net Sheet?

Common Misconceptions

"It's Set in Stone."

 A net sheet is an estimate based on the best current
information. Real numbers can shift depending on the
final sale price, unexpected repairs, or negotiated
concessions.

"I Only Need It Right Before Closing."

 In truth, preparing a net sheet early in the selling
process helps you plan renovations, set a realistic list
price, and avoid surprises when you get an offer.

"It's Only for High-End Properties."

 Every seller, no matter the home's price, benefits from
knowing how costs add up, especially if equity is being
used to fund the next purchase.
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Components of a Seller's
Net Sheet
A Seller's Net Sheet includes several key components to
show your final proceeds. Below is a closer look at each:

Projected Sales Price

Definition: The amount you expect—or hope—to
receive from the sale of your property.
Importance: This figure sets the baseline for all other
calculations. If your projected sales price is off, all
subsequent estimates will also be off.
Tip: Work with a real estate professional to set a
competitive price by analyzing comparable sales (aka
"comps") and local market trends.

Mortgage Payoff (Including Second Mortgages or
HELOCs)

Definition: The remaining balance on your mortgage(s)
that needs to be paid off at closing.
Importance: Ignoring a second mortgage, HELOC, or
prepayment penalties can lead to a much lower net
than expected.

Tip: Request a formal payoff statement from your lender(s)
for the most accurate figures. Sometimes, interest and
penalties can add up quickly.



Components of a Seller's Net Sheet

Closing Costs

Definition: Various fees associated with transferring
ownership, including title insurance, escrow fees,
attorney fees, recording fees, and transfer taxes.
Importance: While these costs vary by location, they
are often a significant portion of the total expenses.

Tip: Ask your escrow or title company for a "preliminary"
closing cost breakdown. These can change slightly, but
you'll at least have a ballpark estimate.

Real Estate Commissions

Definition: The percentage of the sale price paid to real
estate agents—usually split between the listing agent
and buyer's agent.
Importance: Commissions can be one of the larger
expenses on the net sheet, so clarity on rates is
essential.

Tip: If you negotiate a different commission structure,
make sure that's reflected in your net sheet. Also, recognize
that a lower commission might reduce the marketing
resources for your property.



Components of a Seller's Net Sheet

Prorated Items

Definition: Costs like property taxes, HOA dues, and
special assessments are divided between buyer and
seller based on the exact closing date.
Importance: Depending on your property's tax rate or
HOA fees, these prorations can affect your final
proceeds by hundreds or even thousands of dollars.

Tip: Keep track of prepaid items (e.g., if you've already paid
annual HOA fees). In some cases, you may receive a credit
for the unused portion.

Potential Repairs or Concessions

Definition: Any financial credits you offer the buyer to
cover inspection findings, repairs, or closing costs.
Importance: These amounts can significantly reduce
your net proceeds if you are unprepared.

Tip: Set aside a contingency fund or be mentally prepared
to negotiate buyer requests.

Additional Liens or Fees

Definition: This might include unpaid utility bills,
mechanic's liens, or judgments against the property.
Importance: Even small outstanding debts can delay
closing or reduce your net proceeds if not accounted
for early.

Tip: Consider running a preliminary title search to identify
any liens or judgments well before you list your home.
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How to Calculate and Use
the Seller's Net Sheet
Calculating your Seller's Net Sheet is subtracting all
relevant expenses from the projected sale price. While
your real estate agent or title company can help with the
math, it's crucial to understand how the numbers are
derived so you can track and update them.

Step-by-Step Calculation

Start with the Projected Sales Price
Example: Suppose you believe your home can sell for
$400,000.

Subtract the Mortgage Payoff(s)
Example: Let's say your remaining mortgage balance is
$250,000.
New Total = $400,000 - $250,000 = $150,000

Deduct Agent Commissions
Example: If the total commission rate is 5%, that's
$20,000 (5% of $400,000).
New Total = $150,000 - $20,000 = $130,000

Remove Estimated Closing Costs
Example: Assume closing costs of $3,000 for title,
escrow, recording, etc.
New Total = $130,000 - $3,000 = $127,000



How to Calculate and Use the Seller's Net Sheet

Account for Prorated Items
Example: You might owe $500 for property taxes and
$100 for HOA fees prorated to your closing date.
New Total = $127,000 - $600 = $126,400

Plan for Repairs or Concessions
Example: The buyer requests a $1,400 credit to cover a
roof repair.
New Total = $126,400 - $1,400 = $125,000

Result = Estimated Net Proceeds
$125,000 is what you might walk away with after all
expenses.

How to Use the Seller's Net Sheet

Set Realistic Expectations: Knowing a rough final
figure helps you decide if selling now aligns with your
financial goals (e.g., paying off debt, buying another
home, or investing).
Negotiate Confidently: If you receive an offer below
your expectations, your net sheet can help you see how
low you can go without jeopardizing your plans.
Update Regularly: Recalculate whenever new
information arises—like a revised payoff statement, a
change in list price, or additional buyer requests.
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Common Pitfalls and How
to Avoid Them

Even with a solid grasp of the net sheet, mistakes can
happen. Below are frequent pitfalls to watch out for:

Overlooking Prorations
Taxes, HOA dues, and utilities can all be prorated.
Sellers who forget to include these may find themselves
owing more at closing.

Ignoring the Market

If your home sits on the market too long, you may need
to adjust the price or make concessions. That can
reduce your net if your initial calculations don't change.

Underestimating Repairs

A last-minute discovery during inspection can cost
thousands in credits or repairs. Always set aside a
contingency in your net sheet for potential issues.



Common Pitfalls and How to Avoid Them

Failing to Update Your Mortgage Payoff

If you don't check your payoff statement regularly,
interest or prepayment penalties might cause your final
numbers to shift dramatically.

Not Reviewing the HUD-1 or Settlement Statement

At closing, you'll receive an official breakdown of costs.
Compare it to your net sheet to confirm accuracy.
Discrepancies sometimes occur due to oversight or
miscommunication.

How to Avoid These Pitfalls

Communicate with Professionals: Work closely with
your real estate agent, lender, and title company.
Keep Receipts and Statements: Maintain
documentation for any mortgage statements or fees
you've paid.
Ask for Revised Net Sheets: If an offer changes, if the
closing date shifts, or if you discover new liens, request
an updated net sheet right away.
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The Importance of
Accuracy

Even a small error can have big repercussions. Consider
the story of Rob, a seller who was confident his final
proceeds would cover a sizable down payment on his next
home. However, due to an unpaid contractor's bill, he
forgot to account for a $7,000 secondary lien on his
property years ago. 

Because Rob had never fully resolved that debt, it showed
up at the last minute on his title report, reducing his final
check.

This anecdote highlights how accuracy in your net sheet
calculations—and thorough checks for any liens or
outstanding fees—can protect you from unpleasant
surprises. Always verify your payoff balance, check for
hidden debts, and stay in contact with your title company
to ensure you have the most current numbers.
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Real-Life Scenarios and
Case Studies

Out-of-the-Area Owner

My client had been renting out his old home. When he
was ready to sell, I provided him with a net sheet he
used to budget for needed repairs, fees, and
commissions. This helped him avoid underestimating
expenses and maximize his net return.

Downsizer

My client, who is a veteran, had knee surgery and
needed to sell their four-bedroom home and move into
a smaller home. Using a net sheet, they realized they
could cover the new home's down payment and still
have enough left to pay off their car loans.

Homeowner on the Fence

When interest rates began rising, and prices started
leveling off in the area, my clients were unsure about
selling. We ran the numbers on a net sheet. That clarity
gave them the confidence to consider listing their
home.
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Tips for Maximizing Your
Net Proceeds
Boost Curb Appeal

Simple landscaping, cleaning windows, and a fresh coat
of paint on the front door can greatly impact buyers'
first impressions (and offers).

Stage Strategically

Declutter, depersonalize and use light staging to help
buyers envision living in the space. Staged homes often
sell faster and at a higher price.

Price It Right

Overpricing can lead to fewer offers and longer market
time, which may force price reductions later.
Underpricing might mean leaving money on the table.
Rely on local comps and agent expertise.

Negotiate Smartly

Use your net sheet during negotiations to see if you can
afford concessions while still hitting your target
proceeds.

Consider Timing

Spring or early summer listing can yield higher buyer
demand in many markets. If you have flexibility, choose
a time that aligns with peak buyer activity.
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Next Steps and Final
Thoughts
Get a Personalized Net Sheet

Contact a trusted real estate agent or title company for
a calculation based on your mortgage details, local
taxes, and property specifics.

Market Reports

Stay informed about local real estate trends—knowing
if you're in a seller's or buyer's market can affect your
list price strategy and net proceeds.

Consult with Professionals

Realtor: Pricing strategy, negotiations, marketing
Title/Escrow Officer: Closing cost estimates, lien
checks
Attorney (where applicable): Complex legal questions
or unusual property circumstances

Final Thoughts

Armed with the knowledge in this eBook, you're well on
your way to making informed decisions about selling your
property. Using a Seller's Net Sheet—updated with
accurate, up-to-date numbers—you'll have clarity,
confidence, and control as you navigate the real estate
process. Whether you're ready to list your home now or
just exploring the possibility of selling, understanding your
net proceeds is the first step toward achieving your
financial and personal goals.



His straightforward approach and deep market knowledge
make him a trusted advisor for buyers, sellers, and
investors looking to make confident real estate moves.

📞 Have questions? For a personalized consultation
 contact Jeff at:
 📲 (925) 325-2007
 📧 jeff@jeffdoesrealestate.com

Follow Jeff for more real estate insights and updates:
 📌 Instagram: @JeffTheeBroker
 🎙️ Podcast: As The Market Turns

About the Author

With years of experience
navigating the ever-changing real
estate market, Jeff is a dedicated
real estate broker and industry
expert committed to  guiding
homeowners to successful sales.

With a focus on empathy, transparent communication, and
data-driven strategies, Jeff ensures every client knows
exactly what to expect at the closing table.  Whether you're
selling a rental home or a luxury estate, Jeff believes that
clarity and preparation are the keys to maximizing your net
proceeds and ensuring a smooth transaction.

mailto:jeff@jeffdoesrealestate.com
https://www.instagram.com/JeffTheeBroker


Frequently Asked
Questions

How often should I update my net sheet?

Recalculate whenever your home's list price changes,
you receive a new payoff statement, or you renegotiate
with a buyer.

Can I do my net sheet, or do I need a professional?

You can create a basic spreadsheet, but professionals
(agents, title officers) have the tools and local
knowledge to make it more accurate.

Are real estate commissions negotiable?

Yes.

What if I have a second mortgage or HELOC?

Include all outstanding balances in the payoff line.
Otherwise, you'll inflate your net proceeds in error.

Does the net sheet become final at any point?

The net sheet is always an estimate until you sign the
final closing documents. Your Closing Disclosure (or
HUD-1) will show the exact amounts.


