Many homeowners believe that to maximize their home sale they should sell it themselves, FSBO or for sale by owner. At first glance, they feel selling a home is simple and why should they pay a broker fees for something they could do themselves? In fact, close to 25% of all the homes sold last year were sold for sale by owner (FSBO).

However, close to half of the FSBO's said that they would hire a professional next time they sold. Thirty percent said they were unhappy with the results they achieved by choosing FSBO.

Why?

Many FSBO's told us the time, paperwork and everyday responsibilities involved were not worth the amount of money they saved in commissions. For others, the financial savings were even more disappointing.

Selling a home requires an intimate understanding of the real estate market. If the property is priced too high, it will sit and develop a reputation for being a problem property. If the property is priced too low, you will cost yourself serious money. Some FSBO's discovered that the lost money as a result of poor decisions out-weighed the commission

Before you decide to sell FSBO, consider these questions and weigh the answers of assuming the responsibility versus employing a professional. A little time spent investigating up front will pay off tenfold in the end.

Questions To Consider:

	


Do I have the time, energy, know how, and ability to devote a full forced effort to sell my home? 

One of the keys to selling your home efficiently and profitably is complete accessibility. Many homes have sat on the market much longer than necessary because the owner was unwilling or unavailable to show the property. Realize that a certain amount of hours each day is necessary to sell your home.
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Am I prepared to deal with an onslaught of buyers who perceive FSBO's as targets for low balling? 

One of the challenges of selling a home is screening unqualified prospects and dealing with low-ballers. It often goes unnoticed.. how much time, effort and expertise it requires to spot these people quickly. Settling for a lowball bid is usually worse than paying broker commissions.
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Am I offering financing options to the buyer? Am I prepared to answer questions about financing? 

One or the keys to selling, whether it's a home, a car... anything, is to have all the necessary information the prospective buyer needs and to offer them options. Think about the last time you purchased something of value, did you make a decision before you had all your ducks in a row?

By offering financing options you give the home buyer the ability to work on their terms and open up the possibilities of selling your home quicker and more profitably. A professional real estate agent will have a complete team, from lenders to title reps for you to utilize...they'll be at your disposal.
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Do I fully understand the legal ramifications and necessary steps required in selling a home? 

Many home sales have been lost due to incomplete paperwork, lack of inspections or not meeting disclosure requirements. Are you completely informed of all the steps necessary to sell real estate? If not, a professional would be a wise choice.
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Do I have the capability or handling the legal contracts, agreements and any disputes with buyers before or after the offer is presented? 

Ask yourself if you are well versed in legalese and if you are prepared to handle disputes with buyers. To avoid any disputes it is wise to put all negotiations and agreements in writing. Many home sales have been lost due to misinterpretation of what was negotiated. 

Next INFO -----------
Here We Go Again Now FSBO Online - Why Does FSBO Not Work - Can You Tell Me!!! 
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No it Does not sound Good!!

As a Full Time Realtor I can not tell you how many clients I have visited or listed that tried FSBO or discount agent Services. Let me be frank and state the common sense reasons why this does not work before more home sellers are delayed in selling and loose more money.

1) A Full Time Qualified and Top Producing Realtor's biggest contribution to you the seller is to price you home Correctly ensuring viewings and offers. Their biggest contribution to you the seller is negotiation and protecting you assets. NAR stats show FSBO's sell for 18% less without a Realtor. That means asavings of 11% and FREE Realtor services. Beat that FSBO.

Now all Realtors are not the same so as a seller you need to interview more than one and check out their market strategies and references.

2) It takes 100 hours to carry out a successful listing to closing without any problems. Do FSBO's really have this time?? Contracts to close and due diligence periods has become more complicated with the new laws in lending and real estate.

3) If you had a severe medical case would you operate on  yourself, Tax or legal problem go to court and represent yourself. Heck most of us know how to change our oil but how many of us do it???

We pay for convienece, good service and representation. Full time Realtors who close more that 12 transactions a year are usually highly trained and experienced in the latest marketing and real estate trends and practices. Just ask anyone in the AR community.

I have a full time IT assistant to keep up with our on line listings and I spend a good portion of the week myself researching or implementing on line listings or ads and this is my full time job. Please could I do this part time, yes with part time results and an unsold house.

Good homes priced and marketed correctly are selling fast. Leaving what??? bad homes or homes that are overpriced. Stop looking for the silver bullet, the magic remedy, bite the bullet and employ a Realtor before your home becomes lost in a sea of left behind properties.

More Info ------------------------

FSBO stands for "For Sale By Owner" a term used to describe a homeowner who tries to sell their home without the professional assistance of a Realtor®. The number one reason FSBO's decide to go this route is to avoid paying for Realtor commission, which is usually 6% of the purchase price (but can greatly range). The number two reason is because of a prior negative experience with a Real Estate agent. This section is devoted to de-bunking common FSBO myths, as well as to provide tips for FSBO's on how to best sell their property. 

First, let's look at some sobering stats:

84% of FSBO's eventually hire a Realtor® (realtor.org) 

According to a 2006 study by NAR® , only 12% of homes were successfully sold by the owner (realtor.org) 

In 2006, only 5% of buyers purchased directly from owners they didn't know (realtor.org). The vast majority of FSBO sales were to friends or relatives (and if you're selling to a friend or relative, it's almost guaranteed that you aren't getting full market value for your home). 

91% of buyers are represented by a Realtor® (car.org) 

According to the NAR® 2006 Profile of Buyers and Sellers Report, the median sales price of sold FSBO homes was 17% LOWER than the median sales price of homes sold through Realtors® 

Just like with any other venture, there is no law that states you must use a professional. By choice, you can sell your own home, do your own taxes, do your own divorce, and represent yourself in court. It goes without saying that unless you have the time, money, resources, dedication, efficiency, and inner workings of the profession you are taking on--your results can be disastrous. 
Before attempting to sell your home, make sure you have a clear and thorough understanding of what it takes to sell your home. Let's analyze the common pitfalls, mistakes, and problems FSBO's come up against:

Properly pricing your home

Realtors® have direct access to homes that have sold, are pending, and are active. An active Realtor® in your area will also have intimate knowledge about the features of SOLD homes, and can provide an in-depth "Comparative Market Analysis" to give you a realistic range of what your home is worth. In fact, Realtors use this CMA information to base the list price (and target end price) for their client's home. Pricing a home is a delicate process, because it takes many features into account beyond just the neighborhood: size, condition, floorplan, style, updates, landscaping, lot position, views, remodeling--all of these are features that will affect your home's desirability. A true CMA cannot be garnered by just a click of the button! Thus, simply garnering a list of SOLDS in your neighborhood does not tell you enough.
Why is proper pricing so important? Because over-pricing your home is the kiss of death. You'll have significantly less traffic, less interest, and less qualified buyers. As a FSBO, you’re already fighting an uphill battle---overpricing your home puts the final nail in the coffin. My suggestion it to ask a Realtor® to price your home for you. Let them know that you intend to sell your home yourself, but you would appreciate their input. Most Realtors® are more than happy to offer you any help possible, because they know that the rate of FSBO-to-Realtor® conversion and they hope to be the one you call if you decide to list your home. Just be honest with your intentions from the beginning. Another option is to hire a professional Real Estate Appraiser to appraise your home, which will cost you a few hundred dollars. Make sure that the appraiser you choose is familiar with your area, and that they know that the appraisal is for re-sale. If you'd like a list of qualified Appraisers, please let me know.

Marketing

When selling your home yourself, you are taking on the job of the Listing Agent. You should prepare your home for showing just as you would in a Realtor®-assisted sale. Clear out the clutter, make repairs, spruce up your home with fresh paint and flowers. Ask a friend or acquaintance to come in with a neutral eye to give you an objective opinion of how your home shows. It is often very difficult to see your own home through the eyes of a buyer; how we live in our home and how we market it are very different indeed.
You’ll also need to put away a budget for FOR SALE signs, newspaper ads, flyers, postcards, and a personalized website for your home. Unfortunately---you do not have access to the MLS (Multiple Listing Service), which happens to be the most effective marketing tool in home sales. You simply cannot get around the fact that 91% of buyers are represented by a Realtor®, and Realtors® find homes for their buyers through the MLS. Because of this, you will have to push harder and be much more patient in finding a potential buyer. Expect to have your home “FOR SALE” for a few months, especially in our current slowing market.

Finding A Buyer

No matter how many newspapers/websites you advertise your home in, how many Open Houses you hold, or how big your FOR SALE sign is in your front yard--the fact is, you are not reaching the majority of qualified buyers To reach the bulk of buyers, you will have to market to their Realtor®. Confused as to how this works? Let me explain how Realtors® get paid:

  

In the majority of home sales, sellers will hire a Realtor® to sell their home. The average commission/marketing fee is 6% of the sale price, which is only paid out to the Realtor® after she has successfully sold your home. That 6% is divided in 4 ways. Typically, half of the 6% goes to the Listing Agent (the Realtor® selling your home), and the other half is offered to the Buyer's Agent (the Realtor® who finds the buyer for your home). Thus, each agent receives approximately 3% of the sales price each. Of that 3%, each agent must then split that once more with the Broker that they work under. Splits vary greatly, but can be as much as 50/50. After this final split, both agents are then required to put aside as much as an additional 30% for taxes (agents are independent contractors). The remaining amount is the agent's net; in reality, the Realtor® receives only about 1-2% of the sale price (MYTHBUSTER: Agents are overpaid!).
This entire set-up (compensation amount to buyer’s agent) is all communicated through the MLS (Multiple Listing Service). 
The cold hard facts: It is unlikely that most agents will even know of your home’s existence. The ones that do, have absolutely NO incentive to show it to their clients—nobody likes to work for free.
In fact, even listings that offer less than 2.5% commission to the Buyer's Agent get passed over repeatedly. And since 91% of buyers are represented by a Buyer's Agent, you can readily see the importance of motivating Buyer Agents to show your home. 

Most people will observe the house down the street as it prepares for selling: an agent comes by, puts up a FOR SALE sign, sends out a few flyers, does a couple of Open Houses---two weeks later the house is SOLD. It looks so easy! But this is only "surface" marketing. More important activity occurs behind the scenes. After the "For Sale" sign goes up and flyers are printed, your agent’s main job is to market your home to other agents, who represent buyers—not buyers themselves.

This is essentially why the failure rate for FSBO’s is so high. So what can you do? My advice is to find an agent who will list your home on the MLS, which usually involves a small fee. Because you will not be paying this agent for full service, you will have to take on the marketing and contract negotiations yourself, which, incidentally, is no small chore (but let’s take things one step at a time). But, listing your home on the MLS with a minimum 2.5% compensation to the Buyer’s Agent increases your selling chances exponentially. 

Safety Issues

  

It’s an issue even us Realtors® have to contend with, but since the vast majority of Realtors require a buyer to become pre-approved before showing homes—at least we know our buyer’s background, name, and personal information. You, on the other hand, will be allowing strangers to enter into your home. My advice is to always have someone with you when showing, especially at the Open House. You may want to carry a bottle of Pepper Spray or Mace and very discreetly hold it in your hand as you show your home. Don’t turn your back to the buyer, and have them “sign in” with their personal info. 

Buyer Trust

  

In an industry that is dominated by professionals with distinct roles—the truth of the matter is, many buyers just won’t trust you. The idea of paying out hundreds of thousands of dollars without any professional mitigation or representation is simply too frightening to most. I once had buyers that found a FSBO home on craigslist.org—it fit all their needs perfectly and because it was FSBO, there was no bidding war to contend with. They contacted the owner and requested that I represent them in the contract. The seller refused, and pressured them to deal directly with him. My buyers balked at the idea and grew distrustful of the seller and his aggressive approach. We found a home for my buyers on the MLS shortly after. The seller never sold his home—after a few months he gave up completely and continued living in it. 
How are some of the ways you can gain trust? For one, don’t be pushy. You have to be as professional as a Realtor® would be in your shoes. Show the buyer that you have honest intentions by having home and pest inspections readily available. And lastly, reassure your buyer that you happy to give them however much time they need to do their own inspections to their satisfaction.


Buyer Qualification

  

One other issue that FSBO’s come up against is buyer qualification. In the industry, it is standard to pre-approve buyers before they start their home search. When you sell your own home, you often deal with buyers who aren’t serious. They aren’t pre-approved, they aren’t financed, and they’re really just “looking around.” If they were truly serious about finding a home to buy---they would have retained a Realtor’s® representation. You may want to consider requesting that only pre-approved buyers view your home, and ask them to bring a copy of their pre-approval with them. This will help you eliminate the non-serious buyers from the real ones. 
Ironically, the buyers that FSBO’s tend to attract the most are bargain hunters—people who are looking for a “deal” and to avoid paying top dollar in a crazy market. 


Legal Problems

  


Part of the fees that we pay to our Brokerage from each commission check covers our hefty Insurance costs. Real Estate is a very litigious industry. If is often said that if you haven’t gotten sued—you aren’t doing enough deals. With that said, selling your home directly opens you up to a lot of legal vulnerability. Protect yourself by doing what I recommend as my number one FSBO tip: hire a Real Estate Attorney. He will be especially useful during the contract negotiation period---a very delicate process that can easily turn nightmarish with a blink of an eye. I cannot stress enough how important I think it is for FSBO’s to hire an attorney. It’s simply not worth the risk or money to find yourself slapped with a lawsuit several weeks, or even several years down the line. Don't be penny-wise and pound-foolish. I hope you have found these tips helpful. I would be happy to answer any questions you might have about the process. The odds are clearly stacked against you as a FSBO, but there are many things you can do to improve your chances. Patience is key in a FSBO sale. If all else fails? Consider hiring a Realtor®! The advantage to hiring a Realtor® is that she only gets paid after a successful sale---the agent puts in her time, energy, and her own money to sell your home for top dollar. You lose absolutely nothing by letting an agent try to sell your home. And don't forget---on average, Realtors® sell homes for 17% higher than FSBO's. That's almost THREE TIMES the average commission cost!

More informatiom -------------

Many people don't realize that selling a home is a complicated, time-consuming process. With numerous factors to consider such as open houses, advertising, pricing, negotiating and handling the numerous kinds of inquiries, it can be very exhausting and even worse - unfruitful. Many homeowners report the familiar grief after an open house: "I got lots of people, but most were just looking." "They wanted it for a song."

You may be thinking, “why would I need a REALTOR® to sell my home?” Let us give you just a few of the key reasons why a For Sale By Owners need MoveRight's help:

Without working day in and day out in the real estate market it is quite unlikely that a FSBO will have complete understanding about pricing. Often a seller is forced to reduce the price and may have to accept less money for the home than the seller would have received had he/she started at the right price. When Jason go to work with you they ensures you will receive the most current market stats along with a thorough market analysis report to GUARANTEE your home is in a solid market position. Our Agents will sell your home FAST and for TOP DOLLAR.
 

A property depreciates the longer it is on the market. Many owners fail to take advantage of this excitement by limiting the market to their immediate contacts and advertising. Jason ensure your home is advertised 24 hours a day until it is sold. MoveRight's HomeSelling System is constantly being tested and improved to ensure your home is exposed to the largest pool of QUALIFIED buyers. 
 

The two most common people who prey on FSBO’s are: 

#1. Investors/Bargain Hunters: these people who are looking to capitalize on a FSBO’S lack of negotiating experience and market knowledge to score their next deal. Any time a buyer doesn’t buy from a store or through a sales person they expect to pay substantially less. In a sense they would expect to save the sales commissions or profits that would normally go to a sales person or store owner. Why should someone do all the work a salesperson would do and still pay the same price? For example if the seller is trying to save six percent and the buyer is trying to save six percent, now they are 12 percent apart!
 

#2. People who can’t qualify to buy your home: These people will often approach FSBO’s because they have had previous financial difficulties and would want the owner to finance them. While for the right person, this could be a profitable investment, most sellers need to pull as much equity out of the property as possible to be able to move on with their next home.
 

MoveRight's team ensures that only prospects who can qualify are introduced to your home. This eliminates the hassle of “lookers” and non-serious buyers and reduces the chance of strangers who may have activities in mind other than buying a house will come. MoveRight also works with some of the best mortgage brokers in the industry that works with their team who can pull the necessary strings to help finance a purchase.
 

Did you realize that any time a private seller is away from home, the home is off of the Market? MoveRight.s team guarantees that someone will always be available to handle and follow up with inquiries during both peak hours and off-peak hours.
 

A seller selling privately can expect to put a minimum of 80 hours “work” into the project, without a guaranteed result. This does not account for out-of –pocket expenditures such as advertising, lawn signs, etc. Selling a home CAN be extremely stressful! Jason and team take care of the details, from the first step of marketing to the final sale, so you can continue on with your life.

MORE INFORMATION -----------------

FSBO Gone Wrong

The FSBO Route? Never Again For This Frustrated Buyer 

By Blanche Evans, Realty Times columnist 

Homebuyer Alan Jacobson wants to tell the world, "Always use a Realtor." After weeks of disputes, he outlines his side of the case on a Web site called FSBOgonewrong.com where he and the seller are now in a spaghetti western standoff. 

Mr. Jacobson claims that the following happened: 

Buyer makes offer of purchase with addendum for sellers to make repairs. Sale price: $441,000. 

  

Buyer and seller agree to use the same attorney to close the transaction. 

  

Home is inspected, problems found. 

  

Buyer hires contractor to work on third floor. 

  

Contractor dies, after cashing retainer check. 

  

Buyer hires a second contractor of Middle Eastern descent. 

  

Buyer notes progress is slow on seller's repairs, expresses concerns repairs will be completed by closing. 

  

Mutual attorney suggests buyer do a walk-through inspection. 

  

Seller denies buyer walk-through inspection. 

  

Seller threatens contractor and hurls racial slurs. 

  

Mutual attorney recommends seller retain separate counsel. 

  

Seller hires new counsel. 

  

Seller denies lender's appraiser to view the property before closing, then relents. 

  

Buyer has property inspected, significant findings threaten sale. 

  

After some back-and-forth, seller offers to lower price to compensate for discrepancies. 

  

Both agreeing to a new price, $420,000, closing is scheduled. 

  

Buyer prevented from doing final walk-through prior to closing due to keys not being available. 

  

Second closing scheduled; keys still not available 

  

Buyer asks intermediary to talk to seller. 

  

Seller tells intermediary - no papers signed, no walk-through; expresses irritation that buyer had "badmouthed" the house. 

  

Buyer hires new attorney 

  

Buyer's attorney calls seller's attorney several times, gets no response. 

  

Finally, buyer and seller attorneys agree to a walk-through prior to closing. 

  

Buyer finds during walk-through that all utilities are off, can't inspect mechanics of the house. 

  

Buyer told by seller's attorney to call utility company, but only seller's attorney has access to house. 

  

Buyer asks for termite inspection; finds inspection report completed 15 days prior to first closing date. 

  

Termite report bad. 

  

Lender refuses loan until termite problem fixed. 

  

Buyer's lock rate on loan runs out. 

  

Structural report suggests termite damage extensive. 

  

Buyer's attorney requests price reduction to cover new costs. 

  

Seller refuses price reduction or to sign a mutual release of liability and termination of the agreement. 

Jacobson says, "If the seller really wants to sell this house, he needs to compensate me for all my costs and make the repairs necessary to satisfy the lender." 

He explains, "The contract I signed doesn't provide any relief or remedy when the buyer acts in bad faith. For instance, the contract says a termite inspection is required and the buyer must pay for it. But it doesn't require the seller to pay for any termite damage. Furthermore, the contract explicitly absolves the seller for any responsibility for structural damage. My lender requires a clean termite letter, which the termite inspector will not provide until the structural issues are resolved. But I'm reluctant to do this at my own expense to satisfy the lender when I don't even own the property. I'm not a lawyer, but from a literal reading of the contract, the seller has satisfied it, even though he didn't disclose the termite damage, nor provide the structural engineer's report before I lost the lock on my mortgage, in spite of assurances from the seller's attorney that this report would be provided before I lost my lock." 

According to his attorney, suing the seller would be a problem, Jacobson says. 

"We can only sue for 'specific performance,'" he says. "In this case, we threatened to sue because the seller had not provided the termite inspector's report and the structural engineer's report. Neither were provided before the first three scheduled closing dates, but they were ultimately provided, albeit not before I lost my lock. 

"So we can't sue for failure to perform on those grounds. The contact states that 'TIME IS OF THE ESSENCE" but it isn't more specific than that. 

"I can force him to sell the property for the contract price of $441,000. That's $21,000 more than the negotiated price, but we don't have the negotiated price as an amendment to the contract. This was strictly a verbal agreement when the first closing fell through. 

"So if I sue, I can get the house - maybe three years from now when the case is heard - and pay $21,000 more for it, plus I'm not likely to get all my fees reimbursed even if I prevail. 

"While I might win in the court of public opinion, my case on strict legal grounds is not as solid according to my attorney, because the contract I signed was not a standard REIN contract," says Jacobson. "Yet another reason to ALWAYS USE A REALTOR." 

Could the seller sell to someone else? 

"Legally, the seller can't sell to someone else because he's bound by this contract," Jacobson says. "However, he was legally bound by this contract to do many, many things that he didn't - and that is clearly documented - so I wouldn't put anything past him. If he sold to someone else, I would have to document how I was damaged by his actions. I could show $10,000 in damages, but it might cost just as much to bring such a suit with no guarantee of winning it. So it isn't a slam-dunk option." 

When Jacobson asked his lawyer about building FSBOgonewrong.com, the lawyer told him "to go ahead, because it would be therapeutic." Says Jacobson, "It would get it out of my system and prevent it from continuing to eat at me. And he was right." 

But that doesn't mean he doesn't have regrets. 

"A Realtor once told me, 'You'll know you've found your house when you can see yourself living in it.' And that's my problem," Jacobson says. "I can see myself living in that house. I can see my girls in their new, big bedroom that my girlfriend offered to decorate. I can see the girls running up and down the stairs. I can see us entertaining in our new dining room - the most elegant room in the house, with high ceilings, crown moulding, a window seat, etc. I was even looking forward to working with the contractors to redo all the floors, finish off the exterior, etc. 

"So it's tough just to walk away from this deal." 
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