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Chapter 1

SHOULD | SELL MY HOME ON MY OWN?

Each year thousands of homeowners ask themsel®gqdiestion - primarily since
traditionally, home sales were the sole domaireaf estate brokers and agents.

If you ask a real estate agent about selling your bome, more times than not, they will
explain the process in a way to make it appear rdiffieult than it really is. For an agent
it would be better to convince you that you shoN@T sell you own home: remember
every home that an owner sells represents a brati@rsnission lost!

And many times this strategy works; because fortrpesple, their home represents their
most valuable asset and they want to be sure tiet get a good return on their

investment. Homeowners have a clear idea of wret tiouse is worth from a variety of

sources; home insurance policies and property tiaxeame just two.

When you bought your home, you looked for certaings and now that you have made
the decision to sell your home, the way you lookair home has to change. Just as there
were certain considerations as a buyer, the samds trae in your role as a seller.

Many people use their own home-buying experiencéhasmotivation to sell their own
homes. In recent years between the real estateni'holeavily discounted mortgage
interest rates, along with the advent of the Ireggrmany people have become highly
informed on the ins-and-outs of selling property.

In addition, although real estate brokers receigergain amount of training in order to get
their license, many people feel that the servibasthey provide have very little impact on
the actual sale of a property and in some casasgaaore problems for the buyer and the
seller.

Not only are more real estate owners taking maitgrs their own hands, today more
prospective buyers are also aware of the impathetrokerage fee on the amount they
pay for a property and prefer to deal directly vilie owner.

Some of the tactics used under the guise of sefiing home benefit the broker more than
the person selling the home. Here are a few ofrélasons why more homeowners are
taking control of the sale of their home:

e Wasting time hosting an "Open House"




Several things happen at an open house, but yancels of finding a bona-fide buyer for
your home is not one of them. A study conductedhgyNational Association of Realtors
on the effectiveness of open houses resulting enstde of the property, found that for
every 100 homes shown in this manner, only 2 wele t® buyers who attended the open
house.

A real estate broker will encourage you to hosbpen house because they know that all
types of people will attend; some are in the preadsselling their own home and want to
gauge the price of their own property, others ast jwindow shopping.” But no matter
what their reason for attending, the broker nowrhase people to add to their Rolodex of
prospective homebuyers.

e Inaccurate reports of offers

By law, if you hire a broker to represent you ie sale of your home, they are obligated to
inform you of every offer for your property, butfortunately, not all brokers abide by this

rule. Rather than the offer being too low for yaucbnsider, more times than not, it is

because the brokers wants a larger commission.

In some cases, home sellers are "double-teamedlewthere is an outside broker, also
called a "co-broker" showing your house while thmgnary broker waits for one of their
own clients to make an offer, then they keep tlechmmission for themselves.

Many home owners take it for granted that theikbrawill tell them whenever an offer is
made on their property, but unless this is cleapglled out in the listing agreement, a
broker will be in a position to make your decisions

e Having prospective buyers steered to a more expensi property through loan
pre-approval

By law, a broker is obligated to tell you about mveffer, but many times they will tell
prospective buyers that they must get "pre approf@dthe home loan, which logically
will make a buyer a better candidate to buy youmaoHowever, many brokers use this
information to steer them to a higher priced propty get a higher commission.

e Overstepping boundaries

Transferring property involves several differentvéabeyond the home loan. Every state
and city has certain regulations in regards to rapnimprovements and disclosure. There
are some brokers who will disregard many aspectthefprocess in order to get the
commission.




There have been cases where brokers have been @veapzoblem with the property, i.e.,
flood damage, and withheld this information frome throspective buyer, which has
resulted in legal headaches for the home seller.

In regards to the legal transaction of the hou$e, saost states require a certain form of
contract, however some brokers will give homeowrnkesfalse impression that they can
amend these contracts, when this is really a méiégrshould be handled by a lawyer.

As the real estate market has continued to becoare oompetitive, the examples of what
can go wrong when you sell your home through a essate broker, along with the
commission fees, has made for-sale-by-owner satee popular. Today, with the reach of
the Internet, it is easier than ever before foniaials to sell their own property.

What's The Story Behind The "FOR SALE BY OWNER" Sign?

Once you have reached the decision to sell yourchdme next question is: What do | have
to do to sell it? Even though real estate agentdavike you to believe that the process of
selling a house is complicated business, the tofitthe matter is that homeowners are
responsible for approximately 30% of the homes swokty year.

The key to a successful home sale is pricing apd®xe. To determine the market value
of your home, start with an appraisal of your hoBefore you hire a licensed or certified
appraiser, carefully inspect your home and repairefurbish all the items that would
detract from the value of your home.

Here are a few items that you should attend to:

e Are all of the appliances and plumbing in good viogkorder?
eHas the interior of the home been painting withie kast year?
e Is the landscaping around the house up to date?

eHave the windows and coverings been cleaned?

¢ Are the areas where sealants are used in good?epai

eHas the carpet been cleaned within the last 3 ns@nth

e Are the roof and gutters clean and good condition?

Once you have made all necessary repairs and iraprents you are ready to have your
property appraised. The appraiser uses markettdatavelop an opinion of market value

based upon the best use of your property. A rdakesippraisal is a necessity to speed
along the sale of your home.

Market value basically translates into what buyams willing to spend for homes in a
comparable size, condition and location as your ¢caome. Current interest rates also
affect how much prospective home buyers can atimspend for a property.




Technically, when you sell your home you are "tfarméng ownership.” In most cases,

lending institutions will require an appraisal te done before a mortgage is approved. In
fact, the Uniform Residential Appraisal Report sed as security for the home loan;

playing a key role in both the mortgage applicatapproval and the amount of down

payment required.

It is also a good idea to meet with your bankewab as other local lenders to have a clear
understanding of what options are available to peots to finance the purchase of your
home.

SELLING YOUR OWN HOME WILL SAVE YOU MONEY

You need to prepare yourself to devote a certaiouamof time and energy to the sale of
your home, but you will save yourself a lot of aggtion when you realize that you have
eliminated the cause of delay in negotiations; haggover the 5-10% that would be

added to the purchase price to cover the realeestaker commission.

This will give you an advantage when you begin igcalss the property with prospective
buyers -"for sale by owner" properties will attréetrgain hunters and without the brokers
fee it will be easier to feel confident in your askprice.

You have to also consider the pulse of the homerguyarket: if it is strong, you can ask
for up to 15% more than the appraisal, conversetiie market is weak, it may be to your
advantage to stick to the appraisal value or gib lagbow it.

It is important to pay attention to these condsiohyou want to sell your home in the
shortest amount of time. If you set an asking pfizeyour property that is far beyond the
range of properties in your categories, prospediiygers may pass on your property.

With your real estate appraisal completed and eepfixed for your property, you are
ready to move to the next phase: getting the expogou need to attract buyers to your
property. In the meantime, you should check witlurytocal authorities regarding the
requirements to post your "for sale” sign on yoawnd. In addition, call the print

publications to find out which local real estatebaites are the most effective for online
advertising to maximize your efforts.

When you have the rates and requirements to adgastiline and in the print publications
you can create a budget for advertising your pitypdir you plan to use print advertising
on your own, it is a good idea to set aside enaughey to advertise your property for 3-6
months longer than you anticipate it will take &l your home.




One of your most important means of gaining momanitu selling your home is to make
sure all of your personal contacts are aware tbat fiouse is for sale so that they can help
you with word-of-mouth advertising.

IT TAKES TIME AND EFFORT BUT IT IS WELL WORTH IT

The sequence of tasks that you have to perforneltoysur home can provide you with
valuable knowledge that you can apply to make tloegss as time and cost effective as
possible. If you plan to purchase real estate gfter home is sold, you will be able to use
what you have learned to save even more money.

As a homeowner you are valuable member of the camtgnand your home sale will
affect not only yourself and your family, but algour neighbors and your community at
large. Selling your own home is more than just sitess transaction: you are passing the
baton of responsibility to care for an asset tlfigicts all of these individuals.

Instead of the property being sold to the highedtidr by a broker, you will be able to
select the buyer for your home based on the famiskpow about the property and the
community that it is located within.

By taking a proactive approach to selling your hpymu will be able to put your own
"house in order" and begin planning for your futwighout burning any bridges as you
move on.

The decision to sell your own home will save youneyw on real estate brokers
commission, with the potential of saving you $3086,000, $15,000 after accounting
from your expenses. Although there are severalasmwé selling your own home, you do
not have to manage the responsibility for everyeaspn your own.

In the next section we will look at the roles otleaf the key players of the team that will
work with you to help you successfully sell youmiey the lawyer, mortgage lender and
home inspector.




Chapter 2

ORGANIZING YOUR SUPPORT TEAM

In the previous section, we looked at the advastagel basic steps required for you to sell
your own home. With these steps completed, it 18 time to talk about the players in the

supporting roles of the process; your real estateyér, mortgage banker and home
inspector.

YOUR REAL ESTATE LAWYER

Each of the steps that you take is to accomplistgtal of selling your home to a qualified
buyer. To transfer the property, you will need @ esstate attorney to handle the legal sales
agreement and contract that are needed to sellhmue.

It is in your best interests to have a list of itetihat you want written into the contract, i.e.,
items excluded from the sale of the house. In audityour lawyer will play a vital role in
witnessing the final walk-through of the propergfdre settlement, the sales proceedings
and closing.

Because you are selling your home on your own, \askr lawyer about your legal
responsibilities in negotiating the final termstlogé sale with prospective buyers including;
the sales price, offer to purchase form, deposieip#, buyer's cost sheet, disclosures,
financing, inspections, date of closing and possass

Especially in the case of disclosures, many stategire the seller to provide all
prospective buyers with a written disclosure staenof any defects in the house when the
buyer first sees the property. Be sure to make obW#WHEN you need to make each of the
disclosures available to buyers.

The purpose of a disclosure is to provide buyeth @irealistic picture of the condition of
your property, so that they can make their besrofk property that has water damage due
to a flood is worth less than a house that has.none

While this damage affects the amount you can expegtour property, it is much better to
disclose problems in the beginning rather than tikeenew owner discover the problem
and then take legal action against you.

Along with the state mandated disclosures for esthte, the federal government requires
sellers to provide a lead disclosure to buyerssure to ask your lawyer for a list of the
appropriate disclosures.

Here is a few of the legal things you will havedo once you have found a qualified
buyer:




1. Creating the Sales Agreement

When you have found a qualified buyer, they wikdédo sign a sales agreement to
put the process in motion for the closing of thie sad transfer of the property.
Verbal contracts are not valid when it comes td estate, to prevent fraud, all real
estate transactions must be in writing for it tdob®ding. In addition, the sales
agreement cannot be written on the back of an epeethis is a legal document
and should be created by a lawyer or if a stanftard is used, a lawyer should
review it to make sure it is appropriate.

2. Opening Your Escrow and Title Insurance Account

With your signed sales agreement, you are reatiypten escrow”. The escrow and
title insurance company acts as an independerty énéit handles all monies and
documents. The escrow company searches the tijleusfproperty to see if there
is any type of debt or lien that would preventtitie from being cleared.

3. Resolve Problems with the Title

In the case where the escrow and title insuranogeay discovers a problem,
such as a loan that was paid but is still showmgaur title as unpaid, consult with
your lawyer regarding the best way to resolve $isee if it cannot be done directly
with the recorder of the debt.

YOUR MORTGAGE BANKER

Hopefully, you have discussed the various optioralable to qualified buyers to finance
the purchase of your home as we discussed in thiesiction. Most house hunters are
aware that they need to bring a pre-approval létiethe mortgage to prove that they are
capable of securing the financing to close the.deal

However, not all pre-approval letters are creatqdaé The most crucial part of this
document is the commitment. A mortgage pre-appréetsr should tell you how much
financing is available to the buyer as well as ttens of commitment and the issuing
authority.

You should see in the letter the maximum mortgageumt. In the best-case scenario, the
Loan to Value Ratio (LTV) will also be given. LoémValue Ratio determines the amount
of the down payment. If you are selling your prapdor $200,000 and the lender states
that your prospective buyer qualifies for up to 080 at 90%, the buyer must produce a
down payment of 10% or $20,000.

The best source of a mortgage pre-approval lesterlender with the ability to guarantee
the funds, such as a mortgage banker or bankingfuiisn. Letters from mortgage
brokers, who must solicit funds from a lender, i@aressence "pre-qualifying" letters that
only offer an opinion of the potential of the buyersecure funding.

The commitment in a pre-approval letter is rareatexd in concrete terms. More times than
not, the lender will state that they have thoroygifiecked the prospective buyers credit
and that they are "tentatively" approved for a mage. But financing is not guaranteed.




Requesting a pre-approval letter can save you afltitme, if the prospect cannot secure

financing, there is no deal. When you find a prpraped buyer and have a signed sales
agreement in hand, it is a good idea to set a oesaftir the buyer to secure the financing.

Keep an eye on the progress of your buyer's fimgndf a deadline is missed, make sure
you get the details and consult with your lawyerdlihe best way to proceed.

A WORD ABOUT INTEREST RATES

How do interest rates impact houses for sale byeoWiVhen interest rates are low, it is
easier to find buyers who can qualify and makerthrginthly payments. But all it takes is
a slight increase in the interest rates to chahnigepicture.

Currently in the United States, the Federal Resbagbeen raising interest rates on short-
term borrowing, i.e., a 12-month personal loan wibkt a borrower more. But long term
interest rates for a 30 year home mortgage loafaatg stable because most the financial
institutions that make these loans believe thatRbéderal Reserve will continue to keep
these interest rates low to retard inflation.

But eventually, this strategy will come to an emd anterest rates for long-term loans will
begin to rise. If you are selling your home whbke interest rates begin to increase, how
can you motivate a buyer? If you were selling yhome for $200,000 through a real
estate agent with a 6% commission fee, the agentdymocket $12,000. You can use this
money to "sweeten the deal" by offering a reductibthe purchase price by $6,000 to the

pre-approved buyer to achieve a faster sale. Iremd cases, where the seller is under
pressure, some have opted to reduce the purchase Ipy the full value of the
commission.

YOUR HOME INSPECTOR

While the role of the lawyer and mortgage banker watal, so is that of the Home
Inspector who gives you the important informatiauyneed in order to give buyers the
disclosures required by law in most states.

As stated earlier, it is best to tell buyers if ffr@perty has significant problems that you
cannot fix. This will save you the embarrassmerttehg unpleasantly surprised or having
to re-negotiate the deal.

A home inspection at the beginning of the procdésrds you awareness of required

property repairs and property conditions so yan mcorporate them in your pricing

decision. It also shows buyers that you are a cdtadhseller and makes your property
more attractive. With fewer conditions and amenadiimi¢o the sales agreement, closing
the sale is easier.




GETTING READY FOR YOUR HOME INSPECTION

Scheduling a home inspection begins by locatingaified and preferably licensed Home
Inspector.

Before the Home Inspector's visit there are sevbmags you can check for problems and
remedy if need be:

Paint: Check each room for cracked or peeling paint.

Stairs and Walkways: Be sure to remove any and all obstructions tosstai
and walkways, both inside your house and in tha areund your property.
Stair railings should be stable and secure.

Windows: If you have wooden frame windows, look for signslof rot
around the pane glass and sills. Clean the glakstatk for hairline cracks
in glass. Test the operation of your windows, thleguld be open easily and
function properly. Test the seal of the window amake sure that it closes
securely without draft. If you have window screemeake certain that they
are fitted securely.

The Roof: First look for leaks or cracks/condition that nemcourage a
leak. If you have trees on your property make saéthey are pruned so
that none of the branches in contact with the holks fallen leaves create
stress on your roof.

Furnace: Make sure the venting around the furnace is in@ance with
regulations. Check that all of the thermostat fiomg are operational.

Plumbing: With pipes and fixtures, first check for leaks dhen test the
cold and hot water pressure by turning on two feaiaethe same time. In
the bathroom inspect the walls around the showeitamn for water damage.
Look for rust and signs of leakages around thenater heater. Make sure
your inspection is in order for the water heater.

Your Foundation: The foundation and mudsill (the part of the founutat
that supports the house) is dry and level. Looksfgns of shifting and
settling crack.

Electrical Systems:Check your fuse box or circuit breaker; test &ll o
electrical outlets, light sockets fixtures and sWwés to ensure they work
properly. Check for broken or loose outlets.

Drainage: All runoff spouts should drain in a direction aké water away
from house. Your lot should incline away from tleuke to help with water
drainage. Your house foundation should be at asthes above ground
level.




CHOOSING THE HOME INSPECTOR

You have made all of the repairs to the problems fgaind and the day to schedule your
home inspectors' visit has arrived. Although ligegss not required by all states, it is in
your best interest if you choose to hire a licensethe inspector. This is especially true
for the termite and/or radon inspections that atpiired by banks and mortgage bankers to
issue the financing for the purchase of the home.

When the inspector arrives at your property, thely explain the inspection process in
general and make a tour of the property to estitieamount of time the inspection will
take. The inspection will begin by walking througte property and investigating all
visible areas, appliances and items such as tlutrield system, interior plumbing, the
heating system, central air conditioning systeng thof, attic space and all visible
insulation.

The inspection will include checks of the interaord exterior structural condition of all
aspects of your home. From the basement or craadesfo the attic and everything in
between; the walls, ceilings, floors, doors anddeins. The inspection will end with a
check of the entire property to ensure everythingsi it was when the inspection started.

While it is not mandatory for you to be presentha inspection, attending the inspection
will give you the opportunity to see your propeftpm the objective perspective of a
stranger with no emotional attachment to the prigpddome inspectors can provide
valuable information on the different aspects o #tructure and systems that function
within your home and how to best take care of them.

DEALING WITH PROBLEMS UNCOVERED BY INSPECTIONS

Mortgage bankers require a termite inspection amgkts expect one. However, if the
Home Inspector discovers a problem that you wesavane of, you will have to make the
repairs, especially if termites are found. Howebeyond termites, you can negotiate with
the buyers regarding repairs that were broughgta by the Home Inspection Report.

In the next section we will look at what you needkhow about competing for buyers in
the "for sale by owner" real estate market.




Chapter 3

THE PRICE MUST BE RIGHT

By this time you complete all of the steps outlimedhe previous section, you should
have:

an accurate picture of the market value of youperty from your appraisal

a list of the legal responsibilities when a homenemsells their own property
an understanding of how a buyer can purchase yopepty from your banker

a detailed report on the structural condition afiryproperty from your home
inspection

a list of repairs that you completed as a resulhefhome inspectors report

a list of any major problems that a buyers wilkblel in the disclosure

a list of the items that you want to exclude frdra sale of the house for your sales
contract

the base purchase price to advertise

a complete description of your property for theextiging to attract buyers from
the combined information of your appraisal and hamseection report

Take some time and carefully review all of the mifation you have received to date,
because now you have to make the decision of hoshrman you ask a buyer to pay for
your house? In other words, what is the "right gftc

Determining what your home is worth from an apprdss perspective is different than

how you as the homeowner evaluate your properthileNawyers and bankers can speak
in an objective manner about your property, thipsiggou see your property and all its
details. To these facts you have to add severaépief information:

¢ Is there a major difference between the conditionfoyour home when you
started this process and now?

Determining the right price to ask for your propas affected by the market:

economic factors like interest rates,

how much your property is worth,

how many properties are on the market in your macege
the attractiveness of your location

From the starting point you had a good idea of nmweh your home was worth from your
homeowners insurance and property taxes. Addingisobasic information is the figure
given to you by the appraiser, who usually incogpes the change in value if outstanding




repairs are made to the property within 3 monthe @eneral period of time where an
appraisal is valid).

You should have 2 sets of figures now you shoulduwtate how many repairs, if any, you
had to make as a result of the home inspectorsttiggus the amount of time and expense
you incurred to accomplish these repairs.

Now you should be able to list the following as yoasts and expenses to date for:

The appraisal

The legal consultation

The home inspection

The repairs; time, labor and materials
The legal documentation for the sale

You now have 3 sets of figures; let's use our mbdeate from section one to see how this
works:

Property Valueas of July 15th: $200,000
Appraisal Valueas of August 15th: $225,000
Cost and Expense$3,500

Adding the appraisal value to your costs and exgegé/es us a total of $228,500, which
will serve as your base to compare your properti wiher properties on the market. Now
the focus shifts from you to your buyer market aatier competition.

KNOW YOUR MARKET

The market as a whole is a combination the econdautors in the world, how many
people are looking to buy your type of property dmolv many owners are selling
properties like yours.

Economic Factors

From your discussions with your lawyer and bankey should have a good idea of the
current interest rates for home loans and whatstypefinancing options your buyer
available for your property. For the past few yaaes Federal Reserve has kept long term
interest rates low to encourage productivity. ésd as this policy continues, the general
real estate market will be attractive to buyersydti are in the process of selling your
home while the interest rates are low, qualifiegydya will be able to secure financing
easier and the sale should move forward quickly.




On the other hand, if the interest rates are onrigee you will face a thinner field of
buyers; high interest rates on home loans autoaibtiaises the criteria that buyers have
to satisfy in order to qualify for the loan.

Buyers

What is the profile of the person who could purehgsur property? Depending on what
type of house you have and its condition, your pective buyer could be an individual
who wants to buy a property for themselves or leirtfamily.

Today, there are many people who choose to inveseal estate instead of the stock
market. Many of these individual purchase the priypto produce income in the same
way that people purchase stocks for the dividends.

Whatever their reasons for the purchase, you krfmat they must receive a property
disclosure and should be prepared to provide a yaie-approval letter from bona-fide
lender for a home loan.

Sellers

You need to begin looking at how real estate agksitproperties. Search online for any
major real estate website and make note of therigésa components. This is the type of
information you will have to supply for your owngmerty online listing.

KNOW YOUR COMPETITION

Compare the way a real estate agent would categgoar property with other listings in

the same price range. Specifically look for projgsrsimilar to yours within the same zip
code and vicinity. If you have a 2 bedroom, 1 bagllitional style home of 1,000 square
feet, search for homes with that criterion and madte of the purchase.

When you start this process you may be surprisdeatvide range of properties within

your price range as well as how many propertiegour category are on the market for
sale. The whole purpose of this exercise is to goae all the information you need so that
you can negotiate the sale of your house for aephat satisfies both the buyer and the
seller.

How these three parts work together results in low properties remain on the market
for sale. If you are fortunate to find a real estatbsite that displays the date the property
was listed for sale, count the number of monthafthe initial listing date to the current
one. If most of the properties in your category aneb have been on the market under 3
months that is a very brisk market. In the caserwtiee properties have been on the
market over 6 months, you might have to considev fias situation will impact your
plans.




If you want to sell your property quickly for a gjifec reason, such as relocation for

employment or family, you will have to decide hosvresolve the two issues. Hopefully,

you will be able to budget money for your adveniisior at least 6 months consistently.
The amount of time a property remains on the maskebt always because there are no
buyers to be found, sometimes it is due to ownefissmg to budge from their purchase
price.

Whether the real estate sales market is movingofaist a slow period, properties get sold,
it is all about finding the right strategy and ttight buyer. You have to decide what
compromises you are willing to take to sell yourgerty and how those compromises will
affect your plans.

TALK TO A REAL ESTATE BROKER

Even though you have decided to sell your own ptgpé would be beneficial for you to
talk about selling your property to understandrtiegket conditions you are facing. This is
a fact-gathering exercise, not a competition; there need for the real estate broker to be
told that you are going to sell your property.

Take photographs of your property with you to shiberbroker to get their opinion of how
much the property could bring on the market. Thed but how many interest buyers the
broker currently has that is looking for your tygfeproperty.

It would also be helpful to find out when was thieist sale of your type of property, how
long it was on the market and what was the purchmiee. When you have all the
information you need, you are ready to create \l®ting to put your property on the
market.

USE ONLINE SERVICES

From your online real estate research and yourestake broker interview you review and
revise your base purchase price. The "right prisealways affected by the price the
market will bear. In other words, our model propdyase purchase price is $228,500, but
what if the real estate broker told you that ygyoet of property is in high demand, selling
for $300,000 and they have 10 buyers who have ppesaal letters from a bank waiting?
Remember to factor in the amount of commission ywauld have to pay a real estate
agent if you listed your property with them. The é&nmission on $228,500 is $13,710,
that makes your total possible purchase price 8242 With that figure to use, now it's a
whole new ballgame.

This scenario gives you more bargaining room, i€gilis the top consideration, listing
your property toward the high end of the buyerdfiglou can adjust the price if you see it
is not selling after a few weeks. Depending agairnow much time you have to sell your




property, by listing the property toward the lowglhiof the buyer market will make it more
attractive to a larger group.

In the first section we discussed creating youreaiising budget. From your initial calls to
the real estate publications that serve your drepefully you have at least three that are
associated with real estate websites that haveod fgack record in home sales. Now you
just have to decide how extensively you want toestiise your property.

Keep in mind that if you decide to advertise inrefppublication and online, the majority
of the buyers who contact you will find your progeonline. The listings on the most
popular real estate websites suchhtp://www. zillow.comor http://www.realtytrac.com
are visited by millions of people everyday.

Start by performing a search for the websites #$&tve your local area that have
information that help buyers through the home-bgyimocess. Listing your property on
this type of website ensures you that your listiil) be seen by a large number of buyers.
Using a real estate website that concentrates an ai@a in combination with a website
that has a national reach will bring you a goodssreection of buyers from investors
looking for an income property to the young coupith small children.

There are also "for sale by owner" real estate webshat cater specifically to the buyers
and sellers in this market. You will see hundretitistings for real estate websites but
even with these websites it is in your best intisrés choose one that is most popular.
Remember you only need 1 buyer and if there wilthmusands of buyers searching the
site for your type of property. You should bedmreceive contacts from interested
buyers within a day.

Many of the websites where you can post your ptgpisting charge a fee, while there are
many others that are free to use. When you regstifiese sites, you are assigned an email
inbox where interested buyers messages will foraditd your personal email or you can
login to the website to retrieve the messages.

Whichever site you consider, works through the agef you were a buyer looking for

your property and see how many results are retutliddere are many listings that gives
your property the room it needs to get good expoand for its features to stand out from
the crowd.

Now that you have your real estate websites sa&lettee next step is to prepare your
listing. In the next section we will put the propyelisting together and get ready to greet
buyers.




Chapter 4

WHAT MAKES YOUR HOME DIFFERENT?

There are hundreds of homes on the market in yayr 0 how can you give your
property the best chance to sell quickly? By thigkiilke a homebuyer and accent the
features about your property that will give thenvatdages. In other words the question
that your listing needs to answer is "Why shoubdiy your property instead of another?

Homeowners, who have decided to sell their propexant it to sell fast for the best
purchase price. If that is music to your ears deate anything to chance. If you plan and
prepare carefully with the following tips you whble able to have prospects competing to
buy your house.

For every house on the market that sells, the Isigapectations were fulfilled. And the

same will be true for your home. Your advertisirigys a key role is communicating the

benefits of buying your home for the price you asking. Of course you have to

remember that the process of selling will in m@sgeas involve negotiating and incorporate
a certain amount into your price to be able to veallay from the deal satisfied.

HOME STYLES

The style of your home is the first thing a buyelf motice that makes your house different
from others. Many sellers list the type of condirc for their home incorrectly, for
instance stating that it is a "Ranch” style whemeiality it is a "Split Level" . It is helpful
to use the correct description for your house dtyteyour listing and your word-of-mouth
advertising. Having a basic understanding of thtedint styles can also help you to sell
the advantages of your house design.

Cape Codiwo bedrooms downstairs and one or two bedroomaups
Colonial- most popular style of house, all of the bedroomesupstairs.
Victorian- colonials with front porches, turrets and gingealorstyle siding.
Contemporary-built mostly in the 1980's, open floor plans, sogrteilings,
angular construction,

Farm Ranch-similar to a cape, but larger. Two levels, mostrbeths on lower
level, slanted ceilings in upper level rooms.

High Ranch or Raised Ranchusually built with stairs to get to the front dpor
main floor has the most living space.

Post Modernusually a colonial some with cathedral ceilingd anersized
windows.

Ranch-all living space on one level besides a basement.

Split Level-has many half-stair cases usually without a batimron the main level.




e Tudor- colonials with stucco exterior walls, small windolets of woodwork
inside.

COMMUNITY FACTORS

The person who buys your house is also making aestment in the community. The
collective image of the neighborhood creates ienidly and most buyers place just as
much value on the identity of the neighborhoodhasproperty that they are buying.

Communities and neighborhoods have as many diffdemes as people. If you live in a

gated community your home may be part of a re@testevelopers design. If you live in

the suburbs or in a semi rural area, your communay have an old style charm with tree-
lined streets and a Main Street, where as in alarban neighborhood tree lined streets
are not as common.

It is important to know the positive and negativants of your neighborhood when you
decide to sell your home, because the home buydrsask you questions about the
community so be prepared. You can use the Inteéonghd the statistics about the basics
like population, school locations and security. IthAugh crime can happen anywhere,
many homebuyers will often ask: "Is the area sai&&yond the local police presence, if
your community has special provisions like "Neigtimnd Watch”, be sure to tell them.

Some of your prospective buyers may be looking atryproperty from an investment

standpoint. The quality of your community can emdeathe value of your home, for

instance a house located in areas that are desdy@at "historic" are considered highly
desirable and their sales price can be much hitjaer other homes built in the same style
in other sections of the city.

As you tour your neighborhood keep an eye opemfticators of its popularity such as:

Look for these signs of increasing popularity:

Fewer rental homes

Homes being remodeled

An increase of civic improvements; re-paving oésts, new street signs, etc.

A Day in Your Community

Know the "pulse" of your community; does it haverss that remain open 24 hours a day
or does everything close at a certain time. If gounot have a garage, how convenient is
the on-street parking?

How accessible is public transportation? How maoytes can be used to reach your
location? Knowing this information can help yougduoiding prospective buyers to your

property.




If your prospective buyer gets frustrated becahsg tannot find your address, you could
lose out on a sale.

THE SCHOOLS

In addition, you can use the location of your propé enhance your listing, especially if
your property is well suited for a family. Many tfe "for sale by owner" real estate
websites offer property-listing templates that auatically generate community
information about the different levels of schodlattare in close proximity to homes.

As you begin to interview buyers for your home, k& mind that many of them will be
completely unfamiliar with your neighborhood. Itasgood idea to keep a list of all of the
service features that are important when peopleent@a new home.

In addition to school locations, generally mostglecare concerned with the location of
utility services, banking and postal offices. Ifuyoneighborhood is serviced by public
services for waste disposal and transportation omedain schedule, provide the
information that is essential for them to factdoitheir decision making process.

Selling the benefits of a home property locatiom ¢aclude many convenience and
lifestyle factors such as:

business and shopping centers
hospital and medical facilities
recreational activities

parks and forests

beaches and amusement parks
sports facilities

bike trails

transportation routes

If you have been living in your neighborhood formgayears, take a tour through your
community with fresh eyes to see all of the featutdnas to offer. Many homeowners are
surprised at what they find when they look at tl@mmunities from the perspective of a
new homebuyer.

HOME FACTORS: THAT EXTRA BEDROOM

After surveying your community, it's time to re-&wate the features of your house. The
total number of rooms is important, but the sizeeath room can be used as leverage as
well, especially in terms of an extra large bedrodimday with more people working at
home, an extra bedroom can serve as a home affstead of being tucked into the corner
of the living room or master bedroom. If your commity now has cable, satellite and




high-speed broadband service available, you carthisé¢o enhance the attractiveness of
using the extra bedroom for this purpose.

But there are other ways an extra bedroom can éx, @ instance:

a home gym

library

craft workshop

sewing room

children’s playroom
entertainment game room
office

day trading room (stocks)

Keep in mind that many of the buyers that respangadur advertisement are first time
homebuyers who may have lived only in an apartniéealping them to see the advantages
of how they can use the space in the home can thekdeal irresistible.

Besides using an extra bedroom creatively, thezeotlrer parts of the house that can be
used to enhance time spent at home. Many older fidvanee large attics that can be used
for storage or as private retreat. Finished basénare perfect to use as a teenagers
recreational area and eat-in kitchens encouraggyfaneakfasts or informal dining.

AMENITIES: THE MULTI CAR GARAGE

Today it is not unusual for a family to have mdrart one car and if you have a home with
a multi-car garage, check and see how commongHgriyour type of property. You can
use this feature to your best advantage if the ntgajof homes in your area have single car
garages or if most of the homeowners have to eik tars on the street.

GET CREATIVE

Describing your property is a combination of théeebor, interior and community features.
It is to your advantage to remember the questibaswere in your mind when you began
looking at houses to buy. A good way to preparsdib your home is to visit new real

estate developments and review their marketing mahteook at the features that they list
and see how they compare with the features in geighborhood.

e Being creative also means thinking outside the there anything unusual about
your home? Here are few examples of how you canhgse:




e Isit close to a major tourist attraction? Touattactions make great landmarks
that make it easy for prospective buyers to findrymome.
Does your property sit on an extra large plot? ¥an suggest some of the
improvements that are allowed for your neighborhood

e Are you in a community that is zoned for residdrdiad commercial use?
Professionals will be interested to know that thagy have clients visit without a
problem.

Be sure to make note of the special features orawgments in your property, for instance
a detached storage shed for storing landscapingreeat or a brand new water heater.
Use every aspect of your home to your advantagesBwour property have a working
fireplace? Many times homes are advertised wietpfaces but they either do not work or
they are decorative fireplaces.

Other features that you can accent in your homea aeparate dining room, food pantry or
laundry room. In addition to room space, theretheeroom features such as hardwood or
inlaid tile floors, which are enjoying a renewedpptarity. Wood beam ceilings, wood
paneling and finished basements are features taay momebuyers want to see.

Windows and lighting are features that are impdrtanrmany homebuyers. Extra large or
special windows like bay or port styles and feauseich as double insulated or tilt
windows save energy and make cleaning easier.rimstef lighting, skylights, track and
recessed lighting bring warmth to a room and makeasy to enhance the display of
paintings and photographs.

As you work through the process of preparing td seur home don't forget the
importance of networking. Ask your friends and fib give you their opinion about
your house and what features they think are thet misinctive, useful or add the most
value.

Your family, friends and neighbors can spread tlmrdwabout your property and your
asking price, which can help get your marketingtof& good start. But it is wise to rent a
pager for your contact number to avoid unwantedscal your home. If you use an
answering machine you can describe the featuregoof house and its price in your
message. It is also a good idea to let a friendrokthe message for you.

With the information you have about your neighbadh@nd home you are ready to tackle
the next step of improving the picture to makeédy to advertise and show buyers.




Chapter 5

THE FIRST IMPRESSION

In the last section you looked at what makes yaméndifferent from others - the positive
selling points you can use in your advertising. Nthe task is to enhance all of the
property features in a way that they will be mdstaative to buyers.

Even though you have done the repairs that theagggerand home inspector highlighted,
there are several other tasks you need to do &tectbe all-important first impression. The
most important one is to detach yourself emotignfthm your home. It is important to
begin to think of your home in the same way buyels as a house.

After a few weeks of house hunting, most homebuwyalidook at your property the same
way they look at cars for sale. As you work throulgé process of preparing to sell your
home, look to what the future has in store in yoeww home and say goodbye to each room
in the house you are selling.

This is important because it will help you to bereobjective about the condition and
appearance of your house. The faster you disassogaurself from the property, the
easier it will be to begin the process of movingaorr new residence.

When you begin to advertise your property, a bugay drive by the property before they
call for an appointment to see the house. Thishere they will get their first impression
of your house, and it can be the turning point ttetides if they make the appointment or
begin searching for another property.

A prospective buyer will see your house a lot défely than you do after years of living
there. Over time, once you settle into the routhex home, it is easy to overlook the
details that stand out like a sore thumb undenttoeoscope of the buyers’ eyes.

The process of selling a home has been comparagbto interview. Just as you would not
go to your dream job screening in jeans and dimgakers, you have to prepare your home
for its buyer "interview" to create the best immies. That impression begins with how
your house looks from the curb; the "curb appeé&lyaur property sets the tone for how
receptive the buyer will be to seeing the reshefproperty.

While buyers may haggle over price, a large parthefdecision of which house to buy

comes from the emotional response to the house.gbhaeis to make the house warm,

inviting and easy to love, so you want to makesiappealing as possible both inside and
outside.




TAKE OFF YOUR ROSE COLORED GLASSES AND GET REAL

Buyers are looking for their next home

While some of your prospects may be first time bsygou will probably have several that
are looking to buy their second home and will jugiger property from the perspective of
a homeowner and maybe even an individual looking da investment property.
Regardless of what category your prospective bbgéongs to, it is crucial to the sale of
your property to give it the best presentation fiides

Now that you have said goodbye to your emotion&cament to the house, it will be
easier to see it through the eyes of a buyer.algg®od idea to go across the street from
your home and see your home in relation to therstib@ your block. How does your
property rate against the houses on either sid&? dboes it need painting? Are shingles
missing on the roof?

If that is your view of your property, that will lvehat a prospective buyers will see when
they drive by your home; the street conditionsghkoring houses and your home, which
includes everything about the exterior of your ety

If your house fails to spark a buyer's interestrfrthe curb, your house may stay on the
market for a long time. Homebuyers are savvy alioeitreal estate market for the most

part and many times if they see a house with pgglaint or lawn that has not seen a lawn
mower for a year, they simply drive away to theixihhouse on the list.

Your lawn and all of the land around your home #thdoe free of obstacles to seeing the
house and the exterior of the home should be mehti@an. Depending on the material of
the exterior of your home, you have the option &npor pressure-wash the exterior. If
you have sagging doors or windows get them realigmse soon as possible. Everything
about the exterior of your home should be evalutdedurb appeal.

Now you are at the front door, when you enter ywame, what is the first thing you see?
Again remember you are standing in the shoes afy&rb Their tastes in decor may be
different from yours, but even if they are the sathe house no longer belongs to you, so
your personal tastes must be put aside.

Brightly colored walls are a big no-no because thieydistracting and make it difficult for
the buyer to focus on how they would live thereuYweant the buyer to be able to visualize
the room in their favorite color with their furnieiand personal items. A fresh coat of
paint in white or off white makes the room look imcalate and more spacious. In
addition, it leaves a fresh, clean smell to thesepuvhich makes a great impression. Let's
take a look at some of the other things you shoattsider.




TAKE A WHIFF

What's That Smell?

Walking into a house from the outdoors makes hakes easier to detect and this tops
the list as one of the things homebuyers do nott wamencounter. Odors from cigarette
smoke; cooking, pets and mildew can be offensivenamy people and will hurt your
chances for a quick and profitable sale.

Painting will eliminate some of this problem butuyshould also place air fresheners in
closets and a subtle blend of potpourri in eacmrean help as well. Remember the point
is to eliminate, not cover up odors.

Pets

If you own a dog or cat, remember that some peapmefrightened of these animals. It
doesn't make any difference how much you tell aebtlyat they are harmless, their mere
presence is enough to send some prospects baakirgf gour driveway faster than they

drove in. The last thing you want to do is makeraspective buyer uncomfortable;

remember there are plenty of houses on the market.

Placing pets in any area that you need to showrbugea bad idea because if they cannot
see everything they will be hesitant about buyimg house-no one wants to buy a house
that they cannot investigate fully.

The best remedy is to ask your neighbor or frienbdddard your pet when you are showing
your house. As an alternative you can contain ymtrin a carrier, if there is no one who
can board your pet. This way the buyer will not theeatened.

The Problem with Basements

If you home has a basement you should be awar@dtwas of a feeling of dampness in the
basement of a house will scare off most buyerddar of foundation cracks. Make sure
that your gutter downspout is pointed away fromryfmundation to avoid this problem.
Other causes of this problem could be a clogge@ngndund drain.

LOOK AROUND

Grimy Bathrooms and Kitchens

The kitchen and bathroom are the two rooms thaetsuwill inspect the most closely and
if either of these rooms are dirty, you will mastrtainly lose the buyers interest. Keep in
mind that most buyers are looking for a ready-toream house. There are a few hardy




individuals that will take on the task of fixing @phouse, but then the seller must lower the
price.

Even if it means that you hire a professional serto do the job, do whatever you have to

do to make the whole house, and especially theserdams spotless. Get out the elbow
grease and scrub until everything, fixtures argliapces shine.

The Dark Room

No we are not talking about a photographer’s studark rooms in a home that you want
to sell, is another thing that can drive away peatp Homebuyers like to see houses
flooded with light so that they can see every dlefdatural light is best, but where

additional light is required make sure that thetagg of the bulb is high enough to

illuminate the area brightly.

Make sure that every area of your house has lightistalled and that the fixtures are in
good working order. Areas that are many times ooded include closets, stairwells to
the basement, the laundry room and the area wiherecitcuit breaker or fuse box is
located.

To allow the most natural light into the house rgmalark colored curtains, drapes or
window coverings. In addition make sure that tiees do not cast shadows in the room.
Replace these with the minimum window treatment Wik afford privacy.

Make sure to clean all your windows from the owtsad well as inside to make the most of
your view. If you find and chips or broken windowgdin't take half measures to repair

them with glue or tape, have the panes replacedthéohouse that has double pane glass
windows, check all of the seal and replace theseedls

Wall Coverings

Stenciling, murals and especially wallpaper can tff buyers because it is a much more
personal decorating choice than painting. You wanir house to appeal to the largest
group of buyers’ possible, so strip off the wallpgpdon't simply paint over it. Very few
house hunters would welcome the tedious task ipipstig wallpaper, one that they should
not have to do in their new home.

In fact, if most buyers had to choose between \aplp and a paint color they don't like,
most would deal with the paint job which is muckieathan removing wallpaper.




Neglected Gutters

If you want a buyer to bring you a serious offesuyhave to present them with a serious
opportunity. Some homeowners fix the shingles airttoofs and leave their gutters full
of debris. This is one of the major conditions tteiise problems with water drainage.

Hovering Home Sellers

That means you. After you have welcomed your buygcsyour home and given them a
tour, give them the freedom to explore your housé¢heir own. Let them know where you
will be if they have questions and then leave. Agtie point here is to make your
prospects feel at home, if you hover around thémy may feel inhibited to open closets
or walking around the outside of the house. In @amldi if there is more than one buyer,
they may want to discuss their findings and thosigiitout the house in private.

Lack of Information

It will help your buyers if you prepare a fact shabout your property that lists all of the
features, your contact information and the purchasse to give them in addition to the
required disclosures about the property.

Take the facts from your appraisal report and lepaed to answer all the questions your
buyers may have which can range from wanting toaktite age of the roof to questions
about the neighbors or community features.

There are times when you will show your house baiger and they make an offer right on

the spot. If this happens make sure you have ahefequired documentation in a folder
and be ready to negotiate your deal.

IF IT'S UGLY IT'S UGLY

Finally, there may be things that you cannot datlsing about; if the neighbor's yard is a
mess, all you can do is speak to them about it.rYioain area of focus has to be to make
your property the star, and it is very possibld thrace your neighbor see how great your
property looks as a result of your efforts thatythel follow your example on their own.

In the next section we will look at the specifiefs you may need to take to have your
home ready for buyers to see.




Chapter 6

SOME IDEAS ABOUT "CURB APPEAL"

In the last section we talked about the importaotcéhe first impression that a buyer
receives from seeing your home and the role that"appeal” plays in getting the buyers
into the house to see all of its features. When ai@uselling a house, the better the curb
appeal of your home, the better your chances ateatlyualified buyer will walk through
the house and make you a decent offer.

It is such a simple concept that it is hard to usi@dad why so many homeowners do not
seem to realize that if a prospective buyer dodike'the look of the outside of the house,
it will be virtually impossible to get them throughe front door. Lack of curb appeal is

more times than not the reason why houses sit®mrket for months instead of selling

in a few weeks.

Once you put your "for sale" sign on your lawn, ybouse will draw more attention than
you may ever know just from drivers on your strdéfed buyer sees an unkempt lawn and
shrubs growing wild, your curb appeal is gone i@ wind.

In addition, when you post your advertisement oe bhternet, you literally open the
floodgates for interested buyers. With hundredfi@hes available in their price range,
you have to make the most of the opportunity thet type of exposure gives your home
and curb appeal is where it all begins. You balsidadve one chance to grab a buyers'
attention and if you squander it, that is a prospeduyer and potential sale that you have
lost.

Increase your chances by cultivating the curb dppegour home from another persons’
perspective. Ask different people such as a fri@odworker and a relative to take a look
at your house and tell you what improvements theuld make. Even though you have
emotionally let go of the house, the fact that yawe lived there for so long will make it
difficult for you to see everything that may nedtkation.

The exterior of the house and landscaping are wepprtant, as well as lighting for your
property at night, make sure to check your outdigbting fixtures and bulbs to make sure
they are in good working order and illuminate ypuwperty well.

Keep your lawn trimmed and watered reqularly

First and foremost, take special care of your latviush green, uniformly cut and edged
yard creates a beautiful frame for your home. Ragcisl attention to problem areas of
your lawn and if there are places that need teelidized or replanted do these first so that
the repairs will not be noticeable. Your yard cavéra well-manicured look if you use




fresh mulch around plants and make the plant bgdedges sharp with a hoe. If you are
selling your home in the autumn season make suvekgep your lawn free of fallen
leaves.

The Back Yard

While the inside of your home will be under closespection by prospective buyers,
remember that the land around your home is jughpsrtant. If your home is one a large
lot of land, this is one feature that is sure tpesd to young families who want a safe and
secure outdoor play area for their children.

Your back yard should be neat and well manicurewl,Fountains or Jacuzzis should be
clean and well maintained. If you keep your dogthe year, be sure to clean up all
evidence of their activity. Remove outdoor playexercise equipment and put them in
storage. Clear everything except the essential fyoor back yard so that buyers can
clearly see the space available.

Tend Your Front Yard

What is the standard of landscaping around yous&®lf it is not very attractive, it might
be worth the investment to buy a few shrubs or domg plants, but stay away from
planting trees, because you will not recoup youestment.

In terms of landscaping, make it a practice to tywor lawn and shrubs around the house
every week as the weather conditions permit. Make $ spruce up your garden or add
color to your landscaping with potted flowers wmibke your property more inviting.

If you have tall trees on your property, you needntake sure that the branches are
trimmed back so that they do not overhang or tdbelproperty. Not only is this important
to keep leaves off the roof, but also to avoid dgen@ the roof should lightning strike the
tree or a branch is broken from a storm.

Add seasonal flowers to your garden

If you do not have a flower garden, make sure yoatadd so colorful potted flowers and
plant them. Greenery and colorful flowers help teate a good first impression. If you
have a small yard, make it wonderful with seasdimalers or decorative items like a
birdbath.




Inspect your foundation, steps, walkways, patios ahporches for disrepair

There are many features in a home that you mayftakgranted such as a front or back
porch, built-in bookcases or a security system yoat can include in your list of special
attractions. Think of all the activities that eadpect of your home makes easier and how
you can use them as selling points for your prgpéviany home buyers will inspect the
porch before entering the house. If you want tbygeir house, you'll need to make sure
your sidewalks, decks, and open porches look ptaiskn

Remove old paint on doors and windows

If your house looks dull and faded from acrossdtieet, a new coat of exterior paint may
be the answer. While a house painting is not chiag, one investment that is worth

making for the added curb appeal value it givesrymuse - which can give you more
bargaining power.

Consider the color theme of your neighborhood dmbse a color that blends in well and
is compatible with your style of house. Steer clefaextra bright hues or unusual colors;
use a subtle color that will be harmonious withrtinest attractive feature of your property.

If you cannot afford to paint the entire house, yam paint the trim, front door and the

shutters a color to catch the buyers' eye. Andesthe porch frames the front door and is
the first part of the house buyers will actuallgiyi make sure it looks freshly painted,
because it will be noticed more than the sidingydéir house needs painting, it's best to
paint the whole house. In some cases a good peesgsh will be enough to gibe the
exterior a fresh look. In addition, pressure waghsa great way to give trim or walkways
a clean, white look.

Check your qutters for problems

Be sure to check that your gutters and downspaetdianly secured to the house. The
sight of gutters that are packed full of leaves atier debris will turn off buyers. Gutters
that have not been cleaned often can become aibgegdound for serious drainage
problems and will call into question the conditimirthe entire house.

Check the roof and replace loose or damaged shingle

The roof is one of the most important-and most agpe parts of the house. Make certain
that you check the roof to see if any shinglesrargsing. If you have a fireplace, have
your chimney inspected and cleaned.




Check your house siding or brick face for signs odisrepair

Inspect the exterior material of your home. If y@ave siding, make sure that it is in good
shape. If you find damage like holes patched aatiteem. If you own a brick home, look
for cracks in the brick face and missing chunkmoftar that may need to be replaced.

Make sure your walkways are free of snow and ice

If you are selling your house in winter, make stiina you keep your walkways, sidewalk
and driveway cleared of snow and ice to preventaaots.

Ensure a smooth arrival on your driveway

Make sure that the outside of your home receiveswh attention as the inside. When
buyers see a home with beautiful landscaping, amaoth driveway, it not only enhances
your home but also reinforces your ability to negfetthe purchase price from a point of
confidence.

From the time that you decide to sell your homspett the walkway, sidewalk and
driveway for cracks, loose tiles or other defelftgou have an asphalt driveway you may
need to have it patched an sealed. You shouldchlsck and repair or paint gates, fences
and your exterior mailbox.

Apply a fresh coat of paint to the front door

Your front door needs to be inspected as well lasféhe doors throughout the house,
especially in the attic and basement. The frowr @d your home should be as attractive
as possible because it is the entry to the hom@muthave metal fixtures on the door make
sure you polish it until it shines. If the paintcisipped or peeling, refinish or repaint it.
Make sure that all of the locks work easily and §au have the keys that work for each
door in your house.

Remove your family name plaque from the front dbgou have one; remember you want
the buyer to imagine the house as his or her owrsuBe to buy a new welcome mat.

Taking care of the details

But keep in mind that buyers will also notice thi#le things" like loose doorknobs,
squeaky doors, loose grout around the shower oaridbmissing outlet covers.




A house sparkles with cleanliness it not only ingges buyers, but helps them to enjoy
your house. If a buyer feels at ease in the hauseedasier for them to imagine their life
there and that is the result you want and the reémaall of your efforts.

Pay attention to the things that accent a roomolf have brass doorknobs, make sure they
shine. The same is true for metal awnings or tnmake sure that it is polished or painted,
and buyers will see that the property is well cai@dand have more confidence in the
potential of the house.

If your home has a foyer, make it welcoming witbwkrs in keeping with the season. If
you have other accents such as a mirror or umbsédiad make sure that they are clean,
polished and free of overly personal effects. Yewntryway acts as the prologue to the rest
of your house, make sure that every aspect isaad gepair.

Store RVs or old cars elsewhere while the houseas the market

If your hobby is restoring old cars, put it on haldtil you sell your house. All of your
efforts can be undone if you have an eyesore likeld car on the property. In addition,
ensure that you have a place to store your landsga&guipment and outdoor items safely
while you are showing your property.

With all of your exterior work completed, it is navme for the most time consuming part

of getting your house ready for sale-sorting thtoygars of accumulated belongs and
memories. In the next section you will work througle interior of the house to get ready
to move to your new home.




Chapter 7

OPENING THE FRONT DOOR

Cleanliness is Essential

In the last section you learned about how to ireeehe "curb appeal” of the exterior of
your home attractive and inviting to prospectivgdrs.

Now the task is to make sure that your home is©iénltest possible condition on the inside
as well. There are certain home improvements that lost your potential to get the

purchase price that you are asking for and if ymuraally lucky, you might even have

more than one offer to consider.

At the top of the list of things that play a vitale in creating an outstanding impression
when your buyer enters your property is cleanling&sg ideal scenario is for the buyer to
see a house that is immaculately clean, full ditlignd spacious, smell fresh, be in good
repair and easy to use.

The level of cleanliness you are aiming for is Hatenew home." This is an extremely
important part of the presentation of your propentyl you will achieve the best results by
first clearing your house of everything that is eo@ssary and then hiring a professional
cleaning firm to make your home spotless.

Clear the Decks

If you are like most homeowners over the periodetipou have lived in your house you

have probably collected items that you do not usgomot want. The goal is to have every
prospective buyer envision your property as the énavhere they live. Most buyers count

maneuvering through a maze of furniture, toys atiteropersonal items as a major

annoyance. Removing clutter is a priority in orttebe able to have your house cleaned
professionally.

Get a head start on the moving process by sortimqugh the items of each room into
donations and trash. This includes everything flwoks to kitchen items to clothing and
furniture. Keep only the essential items that yeedevery day in a packing box that fits
into a closet.

To make the display of your house easier, conselging a storage unit for unnecessary
furniture so that the furniture that remains gibegers an idea of the function of the room.
Clearing the room gives buyers the freedom to mansind and view the room from
different angles. The more open space you have room, the larger it appears which
helps buyers to see how their furniture wouldrfithe room.




In addition to furniture, you have to also consigeur closets and cabinets. Home buyers
want to be able to investigate every aspect ohthese, so save yourself embarrassment of
things falling out of the closet when the door peped by removing everything but the
essentials in the kitchen, bathroom and bedrooims Kiichen and bathroom are two of the
most intensely scrutinized rooms in the house dsalthe two that you will use every day.

For every day that you will be showing your homebtoyers, give it a "white glove"
cleaning and organize everything that remains @sehrooms neatly. The more organized
and clean the house appears the more confidencéuyers will have in the sound
condition of your property.

Removing items like photographs and personal kéegsiom the house will help keep
your buyers focused on the property instead of yWemember, the objective is to do
everything possible to make it easy for the bugewisualize their photos and personal
items in the house.

WHERE BUYERS LOOK FIRST:

The Kitchen and Bathroom - The Two Most Important Rooms in Your House

Kitchens

The best place to start "clearing the deck” is ykitehen; this room is one of the most
used in the house and as a result you will fin@@dgamount of accumulated clutter.

The easiest way to get your kitchen clutter freehie shortest amount of time is to put
everything in boxes according to category. Takerygheng out of the cabinets, drawers,

closets and off the counters. Then sort everythiogprding to use, get rid of everything

that you do not use. Select the essential itemisyitia need everyday and put this in a
separate box. Non-essentials should go into packmgs to take with you when you

move to your new home. If you have a large amot@ichoned goods, use as many of them
as possible before your move; they are heavy aléed weight to your moving bill.

Remember you want your homebuyers to see all taeirfes of your home in their best
light. In the kitchen they will open all your cabkiis and drawers, look under the sink and
inside the pantry. Beneath the sink? Yes, hometsuwill look under the sink to check
for plumbing leaks. Removing all but the necességning supplies and thoroughly clean
this area. Showing your kitchen with plenty of frggace - clear of all but the essentials
will give them a clear picture of the storage spidee your kitchen has available.

The two most expensive features in a kitchen ageaphpliances and cabinets. You will
save a lot of money if you don't have to replaaarthlf your cabinets are old but in good
condition, consider having them refaced. This imesl attaching a thin veneer to the




surface of the cabinets and replacing the doorshandware .If your cabinets are painted,
add a fresh coat of paint and new hardware.

For cabinets that are in a state of disrepairam@phent may be less expensive then getting
them repaired.

If you decide to remodel your kitchen, focus on #ssentials instead of the high-end
improvements such as built-in chef-style stove,chvtare more personal choices. Of all of
the improvements you can make in your home, inegdtitchen and bathroom repairs or
remodeling is one that will bring you a 100% return

Make sure that your kitchen sink and faucets amgoimd working order; homebuyers love
to see modern, sparkling sinks and features. Ancleall-maintained laminate countertop
is sufficient.

Bathrooms

You can expect prospective home buyers to chealf #lfie fixtures in the bathroom; make

sure that the sinks, bathtub, shower and toiletl lamg/free from hard water and rust stains.
Check the water pressure and flow of the toilet badure that it works efficiently and as

quietly as possible. Ensure that there the showeri® leak free and all of the tiles are
properly grouted, especially around the tub. Fixemlace leaky faucets and water pipes.

Kitchen and bathroom floors are the two rooms wher@amic and vinyl tiles are used the

most. If you have this type of flooring, inspece tliles and replace those that are chipped
or cracked tiles. Make sure that you clean or m@plhe grout between the tiles. Ceramic
tiles are expensive, and installation of them tpriowe the appearance of your home works
best in small areas such as the foyer.

Check Your Walls and Ceilings

Take a walk through your house and look at theingslin each room because this is
exactly what your prospective buyers will do. Tlspend time looking at your ceilings for
signs of leaks from the roof as well as ceilingcks grease or smoke stains.

If you find problems on your ceilings or if it hgen more than 6 months since you last
painted the rooms in your house, now is the timadd the freshness of a new paint job,
which is one of the most cost effective improversgru can make. If there are any large
cracks in the ceilings or walls, start by coverihgm with fiberglass tape, then apply joint
compound to cover the entire area and sand dowarstoooth finish. Choose neutral color
paint such as eggshell white or cream.

Some homes have textured ceilings, such as "popstyle. Unfortunately, many of the
compounds used to create the sparkle affect cordsiestos and can present health




hazards. You don't want to give your prospectivegeb@any reason to say goodbye to your
house. Removing this material is time consumingnot expensive to do and repaint.

If you have used wallpaper in any of the rooms anryhouse, you should be aware that
this is one of things that prospective buyers dblike to see - it's too personal. Strip the
wallpaper off the walls, remove the adhesive resiaind then repaint the walls.

Wood paneling is another very personal decor treatmf your wood paneling is real or
composite, you can still apply primer and painifithe paneling in your rooms is very old,
such as walnut, mahogany, cedar and pine, it'®fostlyle and it would be best to remove
it.

Fix Your Flooring

Now inspect the flooring of your home. There arenypnhomes that were built in the late
'40s, which have hardwood oak floors and as thperty aged developed squeaks. Floor
squeaks are usually caused by temperature and hymhdnges, which cause contraction
and expansion of wood. The sub-flooring and jaisisout and warp causing a separation
between the sub-floor and joist. The wood movingaad down on the pulled nail causes
the squeak.

If you have wood floors, walk around the edges ali as the most trafficked areas and
listen for sounds. Squeaky floors may be funny a@a,ybut they will raise unnecessary
guestions in your buyer's mind that are easily @i Fixing squeaky floors can make a
big difference when you put your home on the marketsqueaky floor can be fixed
permanently with 4 easy steps. The only tools ng¢edee a "Phillips" head style
screwdriver, adjustable wrench and a squeak ender.

Wood floors are enjoying renewed popularity todayt carpet is another type of flooring
found in many homes. Newly installed carpeting wased as an incentive in VA homes
houses built after World War Il because the costtfi@ carpeting was covered by the
government. In the 60's, shag style carpeting bec#me home decorating rage and
unfortunately there are many homes still adornetiéfashion although it out of style.

Check the flooring underneath your carpeting, isia hardwood floor, have the carpeting
removed and the floors refinished, because todaystrhome buyers love beautifully
finished hardwood floors. If the flooring is plywdoreplace the old carpet with new
carpeting in a neutral color.

The Big Picture

Generally, homebuyers prefer to buy a home thatasly to live in without any repairs
required. Houses with newer appliances, modern exmences, plumbing, electrical and
heating/air conditioning are in high demand. Evieyour house is older, you can use the




key tips in mind that have been presented in thcdien to get your home ready with the
best "curb appeal” exterior as well as the typmtafrior that encourages buyers.

The best way to think of the process is to imadioes you want your home to look in
photographs that you will use for the online resth&e listing sites for homebuyers. Keep
in mind that when you are showing your house to édmyers, every nook and cranny
will be open to investigation; even those spaced ylou use for storage only. Storage
space is very important to prospective homebuyersnake sure that all of personal items
that you have in your basement, attic and cloget$rae of everything.

In the next section we will look at how to credte perfect stage for presenting your home
in a showing to prospective buyers.




Chapter 8

SHOW THE POSITIVE POINTS OF YOUR HOUSE

In the previous section you completed the taskgheninside of your home to make it

shine, just as you made improvements to the extefigour house. The goal throughout

each of the steps you have taken is to enhancapiheal to the widest range of prospective
homebuyers as possible.

Technically, the process you are completing isecithome staging." If you had chosen to
let a real estate agent manage your listing, yostrikely would had a discussion with
them about the value of using a professional hotages, but if they can do this task, so
can you and by doing the task yourself, you wllesapproximately $500-$1,000.

With the repairs and refinements that you havegperéd on the exterior of your house to
enhance its' "curb appeal" and on the interioretmave clutter and the other things that
turn off home buyers, now it is time to work on @mesthetic aspects of house presentation
which will involve the use of light, furniture plament and home decorating accessories to
draw the attention of the home buyers' eye.

To meet your goal of selling your property at thestbprice quickly, home staging is
mandatory; there are far too many properties onntlaeket in your house category for
interested homebuyers to choose from to leave arg/tb chance.

Home staging accents the features of your house rtteke it stand out from the
competition and make it unique while at the sameetiminimizing any short comings
your property may have. Taking a more conscient@pgsroach to the details of selling
your property puts you ahead of the many homeowiteas hold the view that their
property will sell regardless of its appearance.

The amount of time you spend on this phase of tbegss will be significantly less than
the time you have spent on the previous tasks; ywhatare about to do can be compared
to the final touches on a movie set before theatttars make their entrance.

Throughout the process of home staging, the matoifa have to be considered; the age of
the property, its physical condition and humbepmfperties comparable to yours all affect
the marketability and extent of work required. Byst point in time, you should be
completely aware of the strong points as well asnbak points of your property.

Viewing your property as a buyer, look for the ardhat may cause hesitation. For
example, lack of storage space. How can you conaperfer this? Since you have been
living in the property, you should make a list bétways you have handled this situation,
should this be a matter of concern to a prospetinreebuyer.




However if you do not pay attention to the preseomaof your home, even the positives
can be overlooked. This is why it is important mottake anything for granted; just
because you see the advantage of a separate trglmexy, without a point of focus and
reference, a prospective buyer may walk throughaut even noticing.

The purpose of this section is to give you ideasefich feature of your house. Then you
can make a list of ways you would like to draw mtiten to them, whether it is to make
their function easy to decipher or their added @atore apparent. The components of
your exterior and interior that are required toateethe big picture of your house, one that
the prospective homebuyer who views your propertlyconsider in making their decision
of whether or not to purchase. In addition to yproperty itself, give some thought to the
advantages that your location and neighborhoodftfee homebuyer.

The big question for many reading this will bealsthis work worth the effort? What if
your house sits on the market for 6 months or X% d@he best way for you to answer the
first question is to locate real estate listingyaur home's category in a different section
of your city, one where you are unknown, call tigerst and go see how properties is on
the market are being presented for sale for yourdefou find that the majority of them
have gone through the home staging process asaxa) then you face stiff competition.

On the other hand, if the majority of the propextiave you in a state of disbelief, you are
very far ahead of the game. This partially answkessecond question about how long
your property will be on the market. When you hadiryreal estate broker interview, it
was suggested to ask them about the number of Htiyey had on file who expressed an
interest in your type of home property.

The other part of the answer is related to youeaesh with your banker in reference to the
long-term interest rates for mortgages and thestgdinancing options that could be used
to purchase your property.

If you are selling during a period where these g interest rates are rising, then
depending on the purchase price you are asking; fyeld of prospective buyers may
decrease. The strategies given in the previousosetatik about your options in regards to
incentives you can offer a prospective home buyer, reducing your purchase price by
one-half of the commission fee you would have paid real estate agent.

There are a wide range of ways you can manageaileeo$ your property, much of the

decision of which option is best for you dependsyoar future plans and what you are
willing to compromise in order to sell the houséefe is no cut-and-dry formula that fits
every situation; there are as many variables ®ghuation as there are people. But if you
have followed the steps throughout this book tolet of your ability, the chances of you
having to take extreme measures is not very prebabl




GETTING READY FOR YOUR DATE

The date of the Big Dance is getting closer; thg gaur first prospective homebuyer
walks through your front door to see what YOUR leotss to offer THEM. That is the
guestion that people looking for a home propertyeha the front of their mind: "What's in
it for ME?"

Now you have another opportunity to decide how ywauwse will speak to the prospective
home buyers' heart, because buying a house is atiogra as well as rational experience.
To increase the emotional appeal of your house,want to focus your efforts on making
your house feel inviting, warm, comfortable anduseg all the terms that most people
basically think about when they think of "home." kdaa house feel like home and selling
it at the same time is a balancing act. While yantwour prospective homebuyers to feel
SO at ease that they linger, you also want thebetolear on the value of the property that
is providing that reaction. Home staging is an eiser in property appreciation. After
living in a house for years, it is easy to take flveperty for granted; homeowners
notoriously procrastinate in regards to repairdeAdll of the tasks you have performed to
bring you to this point, it is quite possible tlyaur perspective of your house has changed
dramatically.

Now with these efforts behind you, your confidemeeel in the value of your property
should be higher than when you started. In faarethare some homeowners who have

their property reappraised after completing thegsteutlined in the previous sections;
many times finding a significant increase in therkeivalue from the appraiser's point of
reference.

But whether you have your property re-appraisedody the point here is that now you can
feel secure in your purchase price. From the hoomngeits perspective, the amount of
confidence you express when it comes time to dssqusce will be invaluable in
determining how far they think they can take thgdiiag ritual that is inherent in most
transactions.

You must continue to reinforce a buyer's mind-$ebtighout this process if you want to
come to a successful conclusion of your property. $&hile both the homebuyer and you
both may know that the property is worth the pusehprice, be prepared for the buyer to
use tactics designed to persuade you to lower goce. Review the previous section that
discusses how to incorporate a "negotiation cushioryour purchase price, so that you
can enjoy the haggling process and give the buyeropportunity to feel that they have
saved some money on the deal.

Unlike Cinderella, your house will not magicallamisform itself into an object of desire
for home buyers just because it has a well-maniclaen, Fido, the dog is nowhere on
the premises, and the house is full of the fregmtsof new paint. You want to give your
prospective homebuyers spaciousness and beautyspBle@usness is important, the more




space they feel they are getting in the propehty,mhore value they feel they are receiving
for their money; this is the rational part of theguament. The beauty component is
important because you want the prospective homehoyelentify and connect with the
property; they should be able to see how the ptpdés their lifestyle as well as how
much happiness they will experience by living ie tiouse. Starting with the rational part
of the response, you need to address the finetgointhe functions of each room in the
house and how it functions as a unit.

USING SPACE AND THE SENSES

Using the example of a colonial style house witlo taedrooms, one bathroom, living
room, formal dining room and eat-in kitchen, eadom should contain the basic
furnishings to display the functionality or purpagehe room.

LIVING ROOM

The main room for social interactions, you can ragea a compact love seat and
entertainment unit in the living room. Accent tleomm with a tasteful art print, subdued
lighting and attractive window coverings. Positithre furniture from a point where the
room can be viewed from as many angles as possitheut interfering with the flow of
traffic.

DINING ROOM
Set the scene for a delicious dinner for two inrydining room. Prepare two table settings
with linen and just enough tableware to make thatpdccent the table with a scented

candle and a bud vase with a silk rose flower. Epagels for the window and a bowl of
potpourri in the same scent as the candle willelddance to the setting.

BEDROOMS

A well dress bed with a nightstand, lamp and a b®aeks easily conveys the feeling of
privacy and relaxation that people seek in thedrbems whether they live alone or with a
companion. Adding a small dresser with a bow! dfpparri or vase of silk flowers along
with subdued lighting completes the scene of cot@&nd security.

BATHROOM

Small, scented votive candles, a bowl of guest s@au hand towels should greet your
homebuyers’ inspection of the bathroom. A brand sbawer curtain with liner and bath
mat are all that is required to communicate how thom supports good hygiene.




KITCHEN

Two chairs placed beside a small bistro style tabdpared for a friendly coffee break will
immediately make your prospective home buyer see/éifue of the house; they have two
places where they can entertain, enjoy good foaddaimk. If you let the aroma of vanilla
and cinnamon that comes from cookies baking bdr#ggance for all the scented candles
and potpourri throughout your house, by the timeeitbuse tour is completed, you may see
the home buyer with their checkbook in their hands.

Once you have completed these steps you will beyréa present your house for
consideration by the homebuyers. In the next sectou will place the advertising listing
that will attract them to purchase your house &e $y owner.




Chapter 9

ADVERTISING YOUR PROPERTY

Now that you have put the finishing touches on ybouse, and you have all the other
elements required for you sell your property oaryown, you are ready to let the world
of prospective homebuyers know that your hous&adable for their consideration.

You became acquainted with the variety of printl estate advertising publications that
are available and hopefully, discussed not onlyrthdvertising rates, but also which
Internet web sites were the most productive. Thesemmendations should serve as the
starting point for your own Internet research; ¢hare several elements that determine how
productive a real estate web site may be.

In addition to house hunters using print real estatlvertising, more than 50% of
prospective house buyers turn to the Internet. 8tee real estate websites that are
operated by the large brokerage firms such as Re/Maaddition to large sites geared to
"For Sale By Owner" (FSBO) market. The increasewnmers choosing to sell their own
property has not gone unnoticed by the large re@te business concerns; the number of
these sites that now feature a "for sale by owsection is growing daily.

It is a good idea for you to perform a search faperties in your category on both types
of websites and choose the number of sites youctaafortable handling. Be aware of the

fact that in addition to the type of site managehaam perspective you will find, there are

local and national real estate sites. If you wanmhébuyers from across the United State to
be able to consider your property, a national esthte site will give your house that

exposure. Whether you place your listing on just ereb site or one hundred, keep in

mind that even the smallest sites have the potdantgenerate hundreds of responses.

CHOOSING A REAL ESTATE WEBSITE

Many people who use the Internet to search forvam@me may not venture past the first
5 pages of search result. However, the Number Getesite today, may not be next week;
there are several factors that determine the welpsisition in the search results. What is
more important than the website ranking, is théuies it offers its visitors.

Buying a house requires moving from one locatioranother and whether that move is
across town or across country, the person needmaoaity information. The web sites that
provide the most complete information that peo@echwhen they are moving to a new
home will attract a high volume of buyers.




PREPARE YOUR LISTING

When you have selected the web sites where you tegpiace your listing, review their
listing requirements. While registration on manwlrestate websites are free of charge
because the website has sponsored advertising (sWowebsites.net), there are others
that operate as a paid subscription service tdbheta provide a higher level of service to
subscribers.

In addition to whether or not you will have to pay the advertising as a whole, there are
additional services that may be charged separatet)) as email forwarding. Focus on the
technical requirements for the size and formathef photographs you will include with
your text listing; each real estate website has then specifications on how to adjust the
pixels of high-resolution photos to display progerh the Internet.

Ideally, the website you select will have "virtdaur" capability. Many of the homebuyers
today will use photographs and virtual tours toibdheir house hunting online. A virtual
tour gives your prospective homebuyer a 360-degre® of your house. With many
properties to choose from, there are many buyerswith use the lack of a virtual tour as
the basis to eliminate the house from consideratireck the requirements for creating a
virtual tour of your house and submit at much videothe site will permit.

Text, photos and video; what more could a prospedtomebuyer want? The ability to
download, print and e-mail the photos of your howstneir family and friends is included
on most real estate websites, but not all of thdake sure this feature is available on the
website you select.

Make sure that you make note of the factual infaromathat you can provide in your text.
The website that provides your prospective homebwyth the most complete information
about your house is the website you want to use.

With these facts in hand, you can use your apgraigaort to obtain the technical
information you will need to create your listingtart with the complete address of your
property and then list the following information:

Total Number of Rooms
Total Number of Levels

Total Square Footage of the Property
Dimensions of Each Room
Level Location of Each Room
Land Acreage

Type of Construction

Type of Design

Type of Heating/AC

Source of Sewer and Water
Year the Property was Built




Type of Roof
Type of Flooring
Type of Parking
Amenities

Complete each of the relevant data fields that idevnformation the prospective
homebuyer can use to determine whether or notwlaey to view your property.

Take photos that show off your house

To accent your listing, you want to add as manyt@gh@s possible to give prospective
buyers a clear idea of every important aspect of ymuse. The quality of the photos is
extremely important; posting a blurred image of ryptoperty is a disservice to all of the
hard work you have done to reach this point.

If you do not own a digital camera, but have a canpdone, take a test photo and upload
it to the website and check the clarity of the imampline. Make sure that your photo is
within the optimum size stated in the website igtrequirements. If the image is as clear
online as in the camera photo viewer, you can &@kef the photos you need in this
manner. However, if the test image doesn't giveldisan accurate representation of the
condition of your property, ask your friends andhtiges who own stand-alone digital
cameras to assist you to take the photos of yousdio

The first photos should be of the exterior viewsodir property. A wide angle shot of the

front of your house to show the full size of thegerty as well as from the backyard. If

you have a garage, carport or other free standnugtare on your property, take a photo

that shows the proximity of this structure to threuse. If your garage is attached to your
house, make sure that the front exterior phototucaghe garage and house. You want to
position yourself for the front exterior photos rfrocurbside and the photos of your

backyard from the back door of your house. Make sou take these photos when the sun
is at its zenith, between 11 am to 1pm to use ashmatural light as possible to show the
features of your house clearly enough for your ausmber to be legible.

For your interior photographs, you want to takehatp of each of the features you have
highlighted in your text listing. The day you deeitb take the interior pictures, give your
house a "white glove" cleaning, arrange your fumatsettings, board any pets you may
have with friends and freshen your window coveringat everything in its place and

remove trash containers in the kitchen, bathroochlmdrooms, with all of your personal

items stored out of sight. Use your buyer perspegthis is house under consideration, not
another person’s home.

Again, you want to take your interior photos at time of day when you have the most
natural light to make your photo images clear angpc Start at the entryway of your
home, positioning yourself to be able to photograpimuch of the room as possible. Take




photos from several angles so you can compare tttereee which gives the best
impression. Pay special attention to the distieatdres of each room. Our example home
is a colonial 2-bedroom house with a foyer. Thig/mat be as impressive as a swimming
pool, but not every house has one, and even feaes foyers with a closet. If your house
has either or both of theses features, count & plis; a photo of each room’s assets will
entice a prospective buyer to come and see thataés.

When you have finished taking the photos of evennr in your house and have selected
the ones you like the best, send them to a frignd-mail, ask them select the ones they
like the best, between the two sets you shouldbie ta choose enough photos to upload
to the real estate website and place your listing.

Once you have completed placing your listing, makete of the website address that is
assigned to your house so you can include it om yaatherproof "For Sale" yard sign.
Use your cell phone number or rent a pager andhagenumber as the contact number on
your signs. If it's not possible for you to be dale all day, prepare a message for your
answering machine or rent a toll free 800 numberecord the listing information,
including your Internet listing website address. dddition, it's a good idea to write
"Viewing By Appointment Only" on the sign to disgage drop-in visits.

PRINT ADVERTISING

Newspapers

The Internet has its advantages, but so doesaguhrdrtising. The most effective marketing
is to use a combination of as many avenues to as&grour property as possible so that
your property is sold quickly at the purchase prigmu desire. Local community
newspapers as well as the newspapers with citytatevgide circulation, especially the
weekend editions have real estate sections. Intiaddsome newspapers offer special real
estate picture sections.

BILLBOARD ADVERTISING

Now that you have your property listing online,npra copy of the listing at home and take
it to a photocopy center to make the 8 1/2 by Thiadvertising flyers to use as handouts
and post on community bulletin billboards. In aggitto the information on the listing, it
is a good idea to the website address and directmgour property. Create this flyer with
tear-off strips with your contact information.

Use the e-mail feature of the website to send howise listing to everyone you know with
a note asking them to do the same with their conisic Keep in mind that you should
respond to telephone and e-mail requests for irdtion in as soon as they are received.




CALLING ALL BUYERS

You have told all of your friends and relatives abthe sale of your house and placed ads
in the newspapers and on the Internet. So how dohgmdle your first response? For

starters, keep a cool head and play it safe; whieappctive homebuyer calls, listen to

them carefully and then ask for their name and phammber and request to return their

call within then next hour. This tactic will helpoy screen and separate the curious
"lookers" from qualified buyers.

When you return the call, make sure to answeruwsbktjons and make sure that you ask the
prospective buyer whether or not they have theirtgage pre-approval letter. If they are
just beginning to look for a home it is possiblattthey do not realize that they need this.
If you insist that prospects have a pre-approviséidrom a mortgage banker before they
make an appointment for a viewing, you will saveingelf and the prospective buyer a lot
of time.

In the next section, you will meet and greet praipe homebuyers through individual

appointments, by holding an "Open House" or botchEmethod has its advantage and
disadvantages; you have to decide how much timeeaedgy you want to devote to the
process.




Chapter 10

YOUR FIRST OPEN HOUSE

Congratulations! You have completed the stepserptievious sections to prepare yourself
and the house for the big moment; now you are réadiow the prospective buyers who
have pre approval letters from their mortgage battieproperty you have for sale.

Your advertising efforts are beginning to beartfruinquiries are being sent via the Internet
and received from interested people who have seenflyers or the "for sale” sign on the
front lawn. Friends and neighbors have given ydormation about people who want to
schedule an appointment. Now all you have to desitdw you want to show the house.

The first month the house is on the market wilthe busiest time. Scheduling individual
appointments afford you more time to talk to eachdn as well as keep an eye on things.
If you do not relish the idea of a crowd of peoglleover the house, this might be your best
option. On the other hand, if you have 10 or margiiries within a week, you need to
consider having a group open house.

Schedule your open house during the period of #yewhere you have the most natural
light. Make sure you prepare a fact sheet or hawveega copies of your Internet listing
with your contact information ready along with tlegjuired disclosures and questionnaire
cards to give prospective buyers.

MANAGING YOUR OPEN HOUSE

Who is Coming To Visit?

The prospective homebuyers who viewed your Intdiskig have a basic idea about your
property, but there will also be people who onlyw s@ur open house signs. Many of these
"walk-ins" come to an open house to see how theyxanducted, because they are
thinking about selling their own home.

Buyers are not the only people who may be attereldviore than likely there will be an
"undercover" real estate agent-a broker who uses bpme showings to prospect for new
clients. If a real estate agent attends the opaséhand offers you suggestions, listen
carefully to what they have to say; it might hetuyto sell your home faster.

You will probably find curious neighbors as well@asgiosity seekers and malicious
opportunists at your front door. On the positiidesif the curious neighbors like what
they see, they will tell their friends about thaibe; the more word of mouth advertising
the house receives, the more potential is created fast sale.




Remember to think about your community and safstyes; you are responsible for the
property until it is sold and the last thing youedes for a disgruntled neighborhood to
have the car of one of your prospective home buy@red away for parking in their
driveway or a home buyer to suffer an accident bseaof something on your property.
Play it safe with the following tips:

TWO DAYS BEFORE THE OPEN HOUSE

Although you have a "For Sale" sign on your lawnsibest to inform your next-
door neighbors of the date, time and duration afryapen house at least 2 days
ahead of time. Be polite and understanding abaeit ttoncern that the influx of
strangers arriving in a herd of cars. In additibypur neighbors have pets, request
that they be restrained in case one of your prasgebomebuyers has a fear of
animals.

ONE DAY BEFORE THE OPEN HOUSE

Keep your buyers' thinking cap on so you can gudie their questions regarding
practical needs. Get copies of fare schedulespbtrmin routes, parking, day care
and school district information. Make a list of tpetential improvements that
could be made to the house; adding a deck in tlok lyard, remodeling the

basement to be a recreation area or creating arsmteporch may pique a home
buyers interest - without any discussions of th&t obthese improvements.

Inspect your property the day of the sale to ensia¢ every area around your
property and inside the house is free of obstrastar anything that could cause an
accident, i.e., dangling cables/cords, unstabl&kwey tiles, loose carpet runners,
etc.

OPEN HOUSE DAY

Act One-Before Home Buyers Arrive

Place "Open House" signs along the route to thedénom major directions on the
morning of the open house and be sure to remowe #sesoon as the open house is
over.

Give your home a thorough cleaning the day of tpenohouse, lock up your
valuables, place bowls of potpourri in the bedropfresh towels and new soap in
the bathrooms. Arrange out-of-the-house activitesthe children and hire a pet-
sitter or board your pets for the day.




Create a folder with extra house listing flyersgtfaheets, property disclosures,
blank contracts and forms you need so you can &ayréor the homebuyer who
wants to buy the house. Every person who atteneloplen house should have a
property disclosure, fact sheet and listing flydérew they leave.

Make the atmosphere inviting by creating a moody gome soft music or light a
fire in the fireplace. Draw back you window covegsto let in light, if you are in a
quiet neighborhood and weather permits, open thmelows. Make sure that you
turn on all of the lights in the house, and turhtbé television.

Put a batch of cookies in your oven to slow bakéal cinnamon sticks in water
on the stove to create a "homey" aroma of welcdPnepare a refreshment table;
select an attractive design in paper plates, cuys reapkins along with some
"finger food," small sandwiches, cookies, bottleatev or soft drinks to encourage
buyers to linger and in the process discover metaild about the house.

You can also leave the questionnaire cards and @erise refreshment table; the
homebuyers will more receptive to giving your feadb after they have eaten.
Remember to provide a waste receptacle.

Help your prospects to interact with the housepearage them to touch by leaving
doors partially open, draping a tactile fabric lgk or velvet throw across the love
seat or chair in the living room.

Act Two-Early Arrivals

Be prepared to greet "early birds," the home buyles wants to be the first one to
view the property usually has company; others whatvwo avoid the crowd. If you
have scheduled your open house to start at 2PMyrdemized and ready to start
talking to prospective homebuyers at 1PM.

Invite the homebuyers that attend the open housigtoyour guest book; Although

you want to be as gracious as possible during pes diouse, you have to protect
yourself as well. You have a right to know who haseived information about the

house.

It is also a good idea to ask homebuyers how teayned about the sale of the
house; this will help you evaluate which form ofadising was the most effective.
Make sure that you have at least one friend otiveldo greet the home buyers at
the door, just in case you become involved talkogn interested home buyer.

Use notes to provide information for your prospexthomebuyers as they explore
the house. If there are facts that may not be afsyiprint cards and post them in an
area that they are sure to see. For example ifhgwe items in the house that are




not included in the sale or if there is a room deatwith a special history. In
addition, you can use these cards to advise famedution, for example if the
closet has a low ceiling or if the steps to thenthy room are steep.

Homebuyers will ask you a lot of questions abowt tlouse, be factual but keep
praise of the house to a minimum. Remember thaesainyour audience has seen
many houses, which they will be comparing to yawperty.

Keep yourself available at all times so that yon walk through the property with
prospective buyers to answer their questions amer afiformation about local
schools, parks, transportation, shopping, placegoo$hip, etc.

Remain calm and listen carefully to the questiam$ @mments of the homebuyers
to understand their reasons for wanting to buyhihiese. Focus on the homebuyers'
information instead of your own; keep your persaeasons for selling the house
private.

If you appear anxious or disclose that you are updessure to sell quickly, you
may find that the prospective homebuyer uses ttfatrmation against you and you
many not get the purchase price you want.

When a buyer expresses interest in buying, thethilag you need to see is their
pre-approval letter from a mortgage banker. Iflibger does not have one, politely
explain to them that you cannot discuss the termis them until they have this
document in hand.

Many homebuyers attend an open house assumingtiégtcan qualify for a

certain mortgage when in reality they cannot. Ndtenahow much they claim to
want the property, technically they are unprepaaed, it is in your best interests to
emphasize the need for them to secure a mortgageappmroval letter before you
begin discussing terms.

For the homebuyer with a pre approval letter wheeady to negotiate a deal, sit
down in a private area and listen to their offeenfémber to keep your emotions
under control and assume the impartial role ofira gparty; let the buyer show the
excitement for the house. If you remain focused aalin, it will be easier to
handle all the details of the offer of sale.

Once an offer is made, come to an agreement ofirtleprice and terms of the
sale. If the homebuyer has objections to any ot¢hms, listen attentively and ask
the appropriate questions so that you can respomdatly. Remain responsive and
flexible about the homebuyers legitimate concentsia the case where you do not
have the answer, assure the homebuyer that younwiistigate the matter. Do
your best to resolve any doubts that may be imthmal of your potential buyers to




keep their interest high and their offer of saleving forward to an agreement as
quickly and efficiently as possible.

THE FINALE

Act Three-Home Buyers Departure

Along with the disclosures, fact sheet and propésgiyng flyer, remember to give the

homebuyers who attended your open house a queatiencard to encourage feedback.
You should also note of the buyers who showed tbetrmterest in your home, even if
they did not make an offer. Remember to thank tfe@mattending the open house.

When the last prospective home buyer has left thesé, take stock of the events of the
day; if you received a bona fide offer, the balh@v in the home buyers' court; they must
secure the financing to purchase the house. Howéves to your advantage to keep a
sharp eye on the process; give your homebuyersomaeale amount of time to secure the
financing but set a deadline. In addition, commateaegularly with the buyer to inquire

about their process.

If the deal seems to be lingering a little bit tong, you might want to ask the buyer if you
can talk to their mortgage banker to help movedhle to closing. In addition, you can
suggest the options that your banker outlined towere open to individuals who want to
buy your home.

When your buyer calls with the good news of sectimghcing, your next call should be
to your lawyer to discuss closing the sale of tamé. Sooner than you realize, you will be
preparing to move into your new home and when #he doses you will be ready to hand
the keys of the house to its new owner.




FINAL THOUGHTS

Selling your home on your own can be rewarding sanck you lots
of money. It will take your time, effort and enerigyt is well worth

it. We hope you enjoyed the ebook and look forwamdyour
comments. Please email us abook@fsbowebsites.netThe
contents of this book are opinions and everyonethas. Please
take advantage of our offer to list your home on
www.fsbowebsites.net at no charge for 45 days. Yaume will get
additional exposure that you are not getting todayod luck with
your home sale.

Your friends at fsbowebsites.net




