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Sensitivity, discretion and market 
knowledge are what Melissa Rubin 
continuously brings to my clients.
 
Our long-standing relationship has 
resulted in many clients selling their 
marital properties profitably and 
timely. Her experience as a mediator 
facilitates both parties to the  
closing table.

She is the divorce whisperer.
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I N T R O

New Beginnings
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Marital property symbolizes a 
culmination of memories, emotions, 
and accumulated assets.   

Understanding the nuances of  
selling a property during a divorce 
makes a remarkable difference in  
the profit to both parties.



Every divorce has a unique set of 
circumstances. The intention of this 
book is solely a source of information 
regarding the sale of your marital 
properties. Divorce laws vary from 
state to state.
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Your licensed legal counsel is  
your best resource of information  
on how to protect both parties.  
An Essential Playbook is not a  
legal guide or by any means a 
resource to dispense legal advice.
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N O W

Let us Begin….



 

I .  T H E  P R E S A L E  STAG E



Maximize  
Dollar Value



P R E - S A L E 

Inspection
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Declutter: Clear out clutter and 
clean. Buyers want a house that 
smells fresh and feels welcoming.

Be pre-emptive; repair what the 
inspector finds. These fixes are far 
less expensive than the “perception 
of the repair” by the future buyer.

THE PRESALE STAGE



E N H A N C E 

First Impressions
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Landscape, furnish the front yard, 
wash windows, clean gutters, light 
the outdoor spaces, power wash the 
house, driveway and sidewalks;  
 
Create a “wow” factor when  
opening the door.  
 
Consider a new doorknob, a 
beautiful front door, new lighting. 

You have 10 seconds to make a 
lasting impression.

THE PRESALE STAGE



VA L U E  A D D E D 

Features
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Energy Star-rated appliances, 
updated laundry room, exhaust 
fan in bathroom, exterior lighting, 
bathroom linen closet, impact 
resistant windows and doors,  
ceiling fans, garage storage,  
table space for an eat-in kitchen, 
walk-in kitchen pantry.  
 
Does your home have these  
features or can they be created 
efficiently to add value?

THE PRESALE STAGE



I D E N T I F Y 

Unique Features
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Views, location, and proximity to 
A-rated schools, medical facilities, 
and bus routes all add value to  
a property. 

What motivated you to buy  
the property?

THE PRESALE STAGE



C O M PA S S 

Concierge
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A proprietary program where 
Compass will pay upfront for 
renovations and repairs in order to 
maximize the profits of the property 
at time of sale. Compass Concierge 
may include staging, landscaping, 
interior renovations, structural repairs, 
i.e. anything to enhance the value  
of the property.  
 
Statistically homes that are staged 
and refurbished yield an increased 
profit for their owners.

The MJR Groupe offers a vetted list of 
resources for refurbishing the home.

THE PRESALE STAGE



F I N A N C I A L 

Decisions
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Fiscal  
Technicalities  
of Selling 
a Property



M O N T H LY 

Expenses
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Make a list of all the monthly 
expenses of the home and  
determine how those expenses  
will be paid for until the  
property is sold.

FINANCIAL DECISIONS



M A R K E T 

Value
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Understand the market value  
of the property and what is  
owed on the property.  
 
The sale price minus expenses  
and liens will net the equity in  
the home to be shared.

FINANCIAL DECISIONS



W I L L I N G  TO 

Wait
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Though it may be difficult, waiting 
and working together as a couple  
for the right offer can enhance  
your financial future.

Timeline: Couples that sell their 
homes before they are divorced have 
the advantage of the capital gains 
tax exclusion of $500,000.   
 
Speak to your trusted accountant  
to understand any tax implications  
in your state.

FINANCIAL DECISIONS



N E G OT I AT I O N S 

& Loans 
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Discuss in advance what you  
are willing to negotiate into the  
sale of your home. For example: 
closing costs, furniture, prepaid  
taxes, closing time, appliance  
or termite warranty.

If there is a loan on your marital 
property, understand if there are 
prepayment penalties.

FINANCIAL DECISIONS



  

I I I . T H E  S E L L I N G  

    P R O C E S S
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What to Expect  
When Marketing  
and Selling your  
Marital Property



M A R K E T I N G 

Material 
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Professional pictures, video,  
3D Matterport and professional  
floor plans are essential.

Most important to have marketing 
collateral to gain the most exposure 
for your property.

Showings: Your home must be in 
pristine condition every time a 
potential buyer will visit. It may take 
a bit of time but first impressions are 
key to second showings and offers.

THE SELLING PROCESS



T H E 

Offer 
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Request proof of funds or a  
pre-approval letter from the  
lender to confirm the buyer is 
qualified. Ask for updates  
throughout the transaction to 
confirm the loan is progressing.

THE SELLING PROCESS



R E A L  E STAT E 

Attorney 
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Hire an attorney to represent your 
best interests in the transaction.  
Be aware that there is a marginal 
fee for this service, but it can ease 
peace of mind.

THE SELLING PROCESS



D U R I N G  T H E 

Negotiations
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Don’t split the difference. Always 
keep the splitting point in your  
favor. The outcome can result in 
more money in your pocket.

THE SELLING PROCESS



I N S P E C T I O N 

Period
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Accept the shortest inspection 
period possible. If a buyer requests 
a credit for repairs, determine if it is 
reasonable. Properties in Florida 
are sold “as is”. 

You do not have to give a credit 
and the buyer does not have to 
move forward.

THE SELLING PROCESS



E S C R O W  

& Moving On



Request escrow letters from your 
agent to know that the buyer is 
making deposits per the contract.

If buying a new home, consider 
putting a contingency on the sale  
of your current property in place.  
If a contingency is not possible,  
wait until the contract on the  
marital property is firm before 
moving to Contract on your next 
home. This holds true for leasing  
a new property.

4 5THE SELLING PROCESS



M O V I N G  

Out
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Start dividing your possessions; 
decide what each of you will keep  
or donate. Contact charities to get 
an understanding of what they will 
and will not accept. Hire movers.

THE SELLING PROCESS



T H E 

Closing
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Review the closing statements  
as soon as they can become 
available. Evaluate to confirm that 
the financials are as anticipated.  
Be aware that all your possessions 
must be removed from the house 
prior to closing unless an  
alternative is agreed to.

THE SELLING PROCESS



W O O O 

Congratulations!





 

I V .  C O ST LY  M I STA K E S  

     TO  AV O I D
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“I don’t know what  

I don’t know”  

…now you will!



U N D E R P R I C I N G 

& Timing
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Don’t leave profit on the table. 
It is crucial to have a clear 
understanding of your property’s 
current market value.

Creating a realistic time frame with 
your spouse will reduce the overall 
stress of selling the family property.

COSTLY MISTAKES TO AVOID



K E E P  E M OT I O N S 

in Check
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There is no need to disclose that  
the property is being sold because  
of a divorce.

Don’t let a low-ball offer upset you  
or rethink the value of your home  
if it is priced realistically. Remain 
calm and respond accordingly.



C O N C E S S I O N S 

& Egos
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If the buyer wants something from 
you, ask for something back. Know 
what is important to this buyer and 
use this information to your benefit.

COSTLY MISTAKES TO AVOID



R E M A I N 

Flexible
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Be flexible when asked to show  
your property. The buyer’s schedule 
can be limited.

Unqualified Buyers: Ask your 
realtor for background and some 
prequalifying information about 
buyers. Confirm they have seen 
marketing material on the property 
before entering your home.

COSTLY MISTAKES TO AVOID



B E F R I E N D I N G 

Potential Buyers
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Time alone interacting with potential 
buyers could reveal information that 
may jeopardize your negotiations. If 
it can’t be avoided, there is no need 
to share information about yourself 
and your circumstances.

Keeping the Property: If one party 
decides to keep the property, the 
property needs to be refinanced to 
remove the other party’s financial 
responsibility from the mortgage.  

Make sure you know what  
the monthly expenses are to  
ensure affordability.

COSTLY MISTAKES TO AVOID



  

V .  H I R I N G  A  

   R E A L  E STAT E  AG E N T



The best Realtor is 
one that will work 
effectively with 
both parties and 
stay neutral to sell 
the property timely 
and most profitably.



Q UA L I F I C AT I O N S  O F 

Your New Real Estate Agent
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Have they previously worked with 
clients in the midst of a divorce?

The MJRGroupe has been working 
with decoupling families since 
2002. Melissa’s experience as a 
certified mediator facilitates the 
communication between all parties 
and quickens the selling process

HIRING A REAL ESTATE AGENT
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What is their average sales 
differentiation between asking  
and selling price?

The MJRGroupe sales are within  
5% of the suggested asking prices  
for seller representation.  
 
This increases profitability and 
shortens the selling process.

HIRING A REAL ESTATE AGENT
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Do they have a strong network that 
could help market your property?

The MJRGroupe is ingrained in  
South Florida, as well as nationally 
and internationally. Our team’s 
diversity ensures maximum  
exposure for your property.

HIRING A REAL ESTATE AGENT
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Are they fluent with the  
latest technology?

As 90% of property searches begin 
online, the MJRGroupe has a 
dedicated team solely responsible  
for internet marketing. This combined 
with our proprietary technology 
enables us to create comprehensive 
award-winning creative, resulting in 
a faster sales cycle for our clients.

HIRING A REAL ESTATE AGENT



T H E  N E W 

Happily Ever After
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I wrote this guide as a way to 
impart important information I wish 
I had when I was going through my 
divorce. My goal is to give guidance 
to create a more profitable outcome 
when the marital property is sold.

HIRING A REAL ESTATE AGENT
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Our team is available 24/7 to answer 
any questions you may have about 
the process of selling your property. 
We look forward to becoming your 
trusted advisor and facilitating your 
real estate needs.

HIRING A REAL ESTATE AGENT
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Melissa Jane Rubin is a certified 
mediator for the Miami Board of 
realtors. She parlays her negotiating 
skills, her 20 years of marketing 
experience and the proprietary 
Compass programs to achieve 
unprecedented results for her clients. 
In times of change, her kindness and 
sensitivity ushers her clients into the 
next chapter of their lives.

Contact Info
melissaj@compass.com
305.984.7706

MJRGROUPE
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