
Calgary Luxury Home 
Seller9s Guide
Selling a home is a big decision, and the best results come from a simple plan 

you can trust. This guide walks you through how today9s Calgary market really 

behaves, what buyers respond to, and how we prepare and promote your 

home so it sells smoothly and profitably. If you own a luxury property, you9ll 

also see how our approach adds privacy, polish, and reach where it matters 

most.

Spencer Rivers, Lead Luxury Realtor

https://luxuryhomescalgary.ca/calgary-luxury-realtor/
https://gamma.app/?utm_source=made-with-gamma


Recently Sold Luxury Homes

1105 East Chestermere Drive Chestermere, AB TIX 1A9 125 Kinniburgh Boulevard Chestermere, AB TIX 1A9

135 13 Avenue SW #2105 Calgary, AB T2R 0W8 17 Aspen Ridge Cove SW Calgary, AB T3H OP1

52 Masters Terrace SE Calgary, AB T3M 2T1
52 Nolanhurst Green NW Calgary, AB T3R OZ2
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THE EXPERT

Spencer has been exceeding clients9 expectations since 2012. 

Transitioning his entrepreneurial skills developed from the fitness industry to real estate 

was habitual. Now a top Realtor in Calgary, Spencer has built his brand on integrity, respect, 

and hard work, coupled with a dire passion to help others achieve their real estate dreams. 

He prides himself on his inherent ability to connect with clients personally, while shrewdly 

providing competent service, and articulating it in a manner that they deem relevant. His 

abilities continue to shine brightest in the luxury echelon, where the stakes are highest. He 

describes it as truly an art and a science being able to accurately identify and decipher key 

leading indicators in the market to best advise his clients on their next move.= 

The Best In Calgary Blog 
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What9s really happening in the market
What the data says (2025 snapshot)

Detached & semi-detached 
lead price growth
From analyzing recent market data 

from 2015- 2025, we know the 

market continues to reward well-

presented homes, especially in the 

detached and semi-detached 

segments.

Apartments and row 
homes offer accessible 
entry points for buyers
Apartments and townhomes are 

attracting steady interest too, 

particularly for people entering the 

market or right-sizing their lifestyle.

Low inventory pockets are 
still producing faster sales 
for turnkey listings
Buyers have become more decisive 

when they encounter a listing that 

feels move-in ready, and they are less 

patient with homes that raise 

questions or require guesswork.

That doesn9t mean you must renovate; it means tackling the small things that remove uncertainty and help a buyer say <yes=. Across 

all types, the message is the same: clarity, quality, and confidence sell.
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How buyers decide (and why <turnkey= wins)

Most buyers first judge your home on the story it tells in photos 

and video, then look for the facts to back up that feeling. If the 

flow, light, and finishes feel right, they9ll book a showing. If the 

details support what they saw online4maintenance looks 

current, rooms feel spacious, and there9s nothing distracting 

them from imagining their life there4offers follow more 

quickly.

In other words, <turnkey= isn9t code for expensive renovations; it9s about removing friction so buyers can focus on value rather 

than problems to solve.

The Seller Playbook: Your Step-by-Step Guide
Our comprehensive playbook outlines a clear, strategic approach to selling your home, ensuring every step is optimized for success.

1

Precision Pricing (don9t guess4prove)
A strong sale starts with a price you can defend. We anchor 

pricing to the last sixty to ninety days of comparable sales in 

your immediate pocket, then adjust for what truly changes 

value: lot, light, view corridors, floor plan, finish level, and 

builder pedigree. The goal is not to guess high and hope; it9s 

to set a confident number that invites serious interest in 

week one and keeps you in control of the negotiation. With a 

supported price and a clear value story, you9re negotiating 

from strength instead of reacting.

Comps window: 60390 days, same micro-area, similar lot, 

exposure, finish.

Range, not a point: publish at the top of a supported 

range; keep price-justifying upgrades in your back 

pocket.

Pre-appraisal (optional): helpful on unique, high-end 

builds to anchor valuation.

Deliverable from us: a one-page pricing brief you can defend 

in any negotiation.

2

Prep & Presentation (speed up DOM, protect 
price)
Preparation should feel manageable and purposeful. A quick 

pre-inspection helps us spot small issues before a buyer uses 

them as leverage. Simple updates4fresh paint in the right 

rooms, better bulbs, a new faucet here and there, tidy 

landscaping4can lift the entire presentation. Staging 

finishes the picture by highlighting how each space is meant 

to be used. None of this is about perfection; it9s about 

eliminating objections and helping the right buyer see 

themselves living well in your home.

Pre-inspection to eliminate surprises; fix high-ROI items 

only.

Staging & styling: declutter, lighting, soft goods; elevate 

photography.

Cinematic media: editorial photos, lifestyle film, drone, 

twilight, 2D plan & 3D tour.

Deliverable from us: room-by-room prep list, trades 

schedule, and media calendar.

Detailed Floor Plans

39%
Users searching for homes on the internet found this features to be <very useful=

Matterport

An interactive self-guided 3D tour. An incredibly piece of technology that will alleviate a ton of uninterested buyers by carving out the 

details of the home to them. This minimizes the number of showings you will be inconvenienced with. A pivotal part of the pre-

qualification process

Users searching for homes on the internet found this features to be <very useful=
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Elevating Your Listing: The Power of Visuals
In the competitive luxury real estate market, stunning visuals are paramount to capturing buyer attention and conveying the true 

value of a property. From professional photography to strategic staging and data-driven insights, every visual element plays a critical 

role in attracting qualified buyers and securing optimal outcomes.
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The Seller Playbook (step-by-step)

3. Launch week4build early momentum

Pre-marketing: agent network alerts & qualified buyer 

heads-ups.

List mid-week: catch weekend traffic; reverse <days on 

market drift.=

Agent previews + private showings: concentrate early 

demand.

The first week sets the tone. We warm the market quietly 

through our network and hand-pick agents with active buyers 

before your listing goes live. We choose a list day that catches 

the highest number of eyes heading into the weekend and 

make sure your media4photography, film, floor plans, and 3D 

tours4shows the best of your home. Early showings get fast 

follow-up so we know what9s resonating and what needs 

clarifying. With momentum on your side, you steer the timing 

and the terms.

Deliverable from us: 7-day launch plan and daily feedback loop.

4. Showings ³ Feedback ³ Adjust

Tight instructions: showing windows, notice, and post-

showing surveys.

Signal vs. noise: act on repeat objections you can fix in 48 

hours.

Showings should feel easy and respectful of your routine. We 

keep instructions clear, gather feedback quickly, and look for 

patterns rather than reacting to one-off opinions. If two or three 

buyers flag the same concern and we can fix it in a day or two, 

we do. If interest is high but offers feel light, we adjust the story 

before we ever touch the price. The idea is to keep energy on 

your side and avoid losing valuable days to indecision.

Deliverable from us: weekly report (traffic, watch-list growth, 

comp shifts).
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The Seller Playbook (step-by-step)
5. Offer & Negotiation (protect leverage)

Offers often arrive in batches or can be strung out over a week; 

we manage the process to keep your leverage intact. Whether 

you9re dealing with multiple competing bids or a single strong 

offer, we9ll advise on how to respond strategically, setting the 

right pace to encourage commitment without rushing a buyer. 

Our goal is to secure the best possible terms and price, 

minimizing your risk and maximizing your return.

Multiple offers: when we have them, how to optimize them 

for price & certainty. If we only have one, how to manage the 

pace to keep the buyer engaged but not hurried.

Deposit & timelines: how to manage the buyer9s deposit and 

timeline requests to protect your interests.

Terms & price adjustments: what to do if the offers are 

good, but the terms are a little soft or the price isn9t quite 

there yet.

Deliverable from us: a clear offer roadmap and response 

strategy.

6. Conditions & Risk Management (keep your sale together)

This is where sales can get derailed. Our job is to quarterback 

the process so the transaction moves smoothly through 

inspection, appraisal, and any other conditions. We anticipate 

potential issues and proactively work to resolve them, ensuring 

your sale progresses to a successful closing. From navigating 

repair requests to managing appraisal outcomes, we9re your 

advocate, ensuring your interests are protected every step of 

the way.

Inspection: what to expect, who to engage, and how to 

manage the buyer9s request for repairs. Don9t get emotional; 

get strategic.

Appraisal: how to ensure your home appraises for the 

contract price, and what to do if it doesn9t.

Condo docs: for strata properties, how to organize and 

present the documents so buyers have confidence in the 

building9s financials and maintenance history.

Deliverable from us: a full schedule of key dates, contacts, and 

document checklist.
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Metrics that matter (and when to adjust)

After 10312 qualified showings with no offer: 
revisit price or fix top-2 objections.

If time-on-market > comp median: refresh 
media, reposition in the feed, or strategic price 
refinement.

If traffic is high but offers are soft: fix the 
objection, don9t slash price.

Luxury Marketing That Actually Sells

Lifestyle Storytelling
Film and photography that 

sells the experience of living in 

the home.

High-Intent Targeting
Geo-fenced ads to feeder 

neighborhoods and retargeting 

site visitors for maximum 

impact.

Local and Global 
Reach
Syndication to international 

portals and private outreach 

for High Net Worth Individuals.

Privacy Options
Masked addresses and NDA 

showings where appropriate to 

ensure discretion.
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This is Why We Are The Best!

Luxury homes require polish and privacy. We invest in editorial-quality film 

and photography that tells a lifestyle story and then deliver it to the right 

audience, locally and globally. For unique properties, we emphasise the 

elements that hold value over time: site, sightlines, craftsmanship, and 

architectural intent. Where appropriate, we keep addresses masked and 

arrange NDA showings. The outcome is the same as any great sale4qualified 

buyers, firm offers, and a closing that feels effortless4just handled with more 

discretion.

Contact Details:

Email: spencer@riversrealestate.ca

Phone: +1(403) 966 9237

Address: 38 Elmont Cv SW, Calgary, AB T3H 6A5

Get Your Personalised marketing plan
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