
10 Things You Need to Know Before You Hire an 

Agent 
 

 

"It´s critical that you make the right decision about who will handle what is probably the single 

largest financial investment you will ever make." 

 
  

Not all real estate agents are the same. If you decide to seek the help of an agent when selling or 

buying your home, you need some good information before you make any moves.  
  

An agent can cost or save you thousands of dollars  

Picking an agent is one of those critical issues that can cost or save you thousands of dollars. There are very 

specific questions you should be asking to ensure that you get the best representation for your needs. Some 

agents may prefer that you don´t ask these questions, since the knowledge you´ll gain from their honest 

answers will give you a very good idea about what outcome you can expect from using them as an agent. And 

let´s face it - in real estate, as in life - not all things are created equal.  

Hiring a real estate agent is just like any hiring process - with you on the boss´s side of the desk. It´s critical 

that you make the right decision about who will handle what since this is probably the single largest financial 

investment you will ever make.  
  

1.What makes you different? Why should I list my home with you?  

It´s a much tougher real estate market than it was a decade ago. What unique marketing plans and programs 

does this agent have in place to make sure that your home stands out favorably versus other competing 

homes? What things does this agent offer you that others don´t to help you sell your home in the least amount 

of time with the least amount of hassle and for the most amount of money?  
  

2. What is your company´s track record and reputation in the market place?  

It may seem like everywhere you look, real estate agents are boasting about being #1 for this or that, or 

quoting you the number of homes they´ve sold. If you´re like many homeowners, you´ve probably become 

immune to much of this information. After all, you ask, "Why should I care about how many homes one agent 

sold over another. The only thing I care about is whether they can sell my home quickly for the most amount 

of money." 

 Well, because you want your home sold fast and for top dollar, you should be asking the agents you interview 

how many homes they have sold. I´m sure you will agree that success in real estate is selling homes. If one 

agent is selling a lot of homes where another is selling only a handful, ask yourself why this might be? What 

things are these two agents doing differently?  



  

You may be surprised to know that many agents sell fewer than 10 homes a year. This volume makes it 

difficult for them to do full impact marketing on your home, because they can´t raise the money it takes to 

afford the advertising and special programs to give your home a high profile. Also, at this low level, they 

probably can´t afford to hire an assistant, which means that they´re running around trying to do all the 

components of the job themselves. Bottom line, their service to you may suffer.  
  

3. What are your marketing plans for my home?  

How much money does this agent spend in advertising the homes s/he lists versus the other agents you are 

interviewing? In what media (newspaper, magazine, TV etc.) does this agent advertise? What does s/he know 

about the effectiveness of one medium over the other?  
  

4. What has your company sold in my area?  

Agents should bring you a complete listing of both their own, and other comparable sales in your area.  
  

5. Does your Broker control your advertising or do you?  

If your agent is not in control of their own advertising, then your home will be competing for advertising space 

not only with this agent´s other listings, but also with the listings of every other agent in the brokerage.  
  

6. On average, when your listings sell, how close is the selling price to the asking 

price?  

This information is available from the Real Estate Board. Is this agent´s performance higher or lower than the 

board average? Their performance on this measurement will help you predict how high a price you will get for 

the sale of your home.  
  

7. On average, how long does it take for your listings to sell?  

This information is also available from the Real Estate Board. Does this agent tend to sell faster or slower than 

the board average? Their performance on this measurement will help you predict how long your home will be 

on the market before it sells.  
  

8. How many Buyers are you currently working with? 

Obviously, the more buyers your agent is working with, the better your chances are of selling your home 

quickly. It will also impact price because an agent with many buyers can set up an auction-like atmosphere 

where many buyers bid on your home at the same time. Ask them to describe the system they have for 

attracting buyers.  
  



9. Do you have a reference list of clients I could contact?  

Ask to see this list, and then proceed to spot check some of the names.  
  

10. What happens if I´m not happy with the job you are doing to get my home 

sold? 

Can I cancel my listing contract? Be wary of agents that lock you into a lengthy listing contract where they can 

get out of (by ceasing to effectively market your home) but you can´t. There are usually penalties and broker 

protection periods which safeguard the agent´s interests, but not yours. How confident is your agent in the 

service s/he will provide you? Will s/he allow you to cancel your contract without penalty if you´re not satisfied 

with the service provided?  
  

Evaluate each agent´s responses to these 10 questions carefully and objectively. Who will do the 

best job for you? These questions will help you decide.  

  

 



For Your Clients: 10 Low-Cost Tips to Improve Your Home's Appeal 

By Paige Tepping 

 

RISMEDIA, September 4, 2010--When selling your home, the goal is to sell it quickly for the 

highest price while investing as little as possible in renovations. With a limited budget and a little 

effort, you can greatly increase your home's appeal by focusing on what prospective buyers can 

see on their first visit. The experts at BuyOwner.com offer the following recommendations for 

preparing a house for sale and staging it for showings.  

 

Tip #1: Refresh the exterior 

First impressions count when it comes to selling a home. Most buyers won’t even leave their car 

if they don’t find the exterior appealing. The best ways to improve your home’s exterior include:  

-Repairing and/or replacing trims, shutters, gutters, shingles, mailboxes, window screens, 

walkways and the driveway.  

-Painting siding, trim and shutters and lamp and mailbox posts.  

-Pressure washing vinyl siding, roofs, walkways and the driveway.  

-Washing windows.  

 

Tip #2: Spruce up the lawn and landscape 

Home buyers associate the condition of your lawn and landscaping with the condition of your 

home’s interior. By improving the outside, you affect buyers’ impression of the entire property. 

The best ways to enhance the yard include:  

-Mowing and edging the lawn.  

-Seeding, fertilizing and weeding the lawn.  

-Keeping up with regular lawn maintenance by frequent watering. 

-Trimming and/or removing overgrown trees, shrubs and hedges.  

-Weeding and mulching plant beds.  

-Planting colorful seasonal flowers in existing plant beds.  

-Removing trash, especially along fences and underneath hedges.  

-Sweeping and weeding the street curb along your property.  

 

Tip #3: Create an inviting entrance 

The front door to your home should invite buyers to enter. The best ways to improve your entry 

include:  

-Painting the front door in a glossy, cheerful color that complements the exterior.  

-Cleaning, polishing and/or replacing the door knocker, locks and handles.  

-Repairing and/or replacing the screen door, the doorbell, porch lights and house numbers.  

-Placing a new welcome mat and a group of seasonal potted plants and flowers by the entry.  

 

Tip #4: Reduce clutter and furniture 



A buyer cannot envision living in your home without seeing it. A home filled with clutter or even 

too much furniture distracts buyers from seeing how they can utilize the space your home offers. 

If you have limited storage space, you may want to consider renting a temporary storage unit to 

place items you wish to keep. The best ways to declutter your home include:  

-Holding a garage sale to prepare for your move, getting rid of unnecessary items. 

-Removing clutter such as books, magazines, toys, tools, supplies and unused items from counter 

tops, open shelves, storage closets, the garage and basements.  

-Storing out-of-season clothing and shoes out of sight to make bedroom closets seem roomier.  

-Removing any visibly damaged furniture.  

-Organizing bookshelves, closets, cabinets and pantries. Buyers will inspect everything. 

-Putting away your personal photographs, unless they showcase the home. Let buyers see 

themselves in your home. 

-De-personalize rooms as much as you can. 

 

Tip #5: Clean, clean, clean 

The cleanliness of your home also influences a buyer's perception of its condition. The 

appearance of the kitchen and bathrooms will play a considerable role in a buyer's decision 

process, so pay particular attention to these areas. The best ways to improve these areas include:  

-Cleaning windows, fixtures, hardware, ceiling fans, vent covers and appliances.  

-Cleaning carpets, area rugs and draperies.  

-Cleaning inside the refrigerator, the stove and all cabinets.  

-Removing stains from carpets, floors, counters, sinks, baths, tile, walls and grout.  

-Eliminating house odors, especially if you have pets.  

-Considering air fresheners or potpourri.  

 

Tip #6: Make minor repairs 

The small stuff does count, especially with first-time home buyers. Without dismissing the 

importance of repairing major items such as a leaky roof or plumbing, you do not need to spend 

money on replacing these items. Instead, focus on the minor repairs that will make your home 

visually appealing. The best ways to improve your home include:  

-Repairing ceilings and wall cracks.  

-Repairing faucets, banisters, handrails, cabinets, drawers, doors, floors and tile.  

-Caulking and grouting tubs, showers, sinks and tile.  

-Adding fresh paint to ceilings, walls, trim, doors and cabinets.  

-Tightening door handles, drawer pulls, light switches and electrical plates.  

-Lubricating door hinges and locks.  

 

Tip #7: Showcase the kitchen 

The heart of any home is the kitchen. If you are going to spend any money on renovations, this is 

the one area where you will see the greatest return. Even with a modest budget, focusing on a 



few key areas can make a great difference in getting the asking price for your property. The best 

ways to showcase the kitchen include:  

-Replacing cabinet doors and hardware.  

-Installing under-cabinet lighting.  

-Replacing light fixtures.  

-Replacing outdated shelving with pantry and cabinet organizers to maximize space.  

-Baking cookies or cupcakes for a showing, to create a homey smell. 

 

Tip #8: Stage furniture 

Furniture placement can enhance the space of your home while giving buyers an idea of how to 

best utilize the space with their own belongings. Take some time to rethink how different areas 

in your house could be used. Some ideas to think about include:  

-Moving couches and chairs away from walls in your sitting and family rooms to create cozy 

conversational groups.  

-Creating a reading corner in the master bedroom.  

-Clearing an empty room to set up a reading space.  

-Turning an awkward space into a home office.  

-Setting the dining room table with your best china. 

-Set wine glasses in front of the fireplace or next to a Jacuzzi tub. 

 

Tip #9: Light up the house 

Create a sense of openness and cheerfulness in your home through its lighting. To improve the 

lighting try:  

-Opening shades and drapes to let the sunshine warm and brighten rooms.  

-Installing brighter light bulbs in rooms that tend to be dark.  

-Adding additional lamps for ambient lighting.  

-Turning on all the lights for a showing. 

 

Tip #10: Add fresh touches 

You can easily add color and style to your home by adding fresh touches throughout. Some ideas 

to consider include:  

-Placing fresh floral arrangements in the entry and master bedroom.  

-Placing bowls of bright-colored fruit in the family room and the kitchen.  

-Filling an empty corner with a potted leafy plant.  

-Setting new hand soap in the bathrooms. 

-Displaying fresh towels near sinks. 



8 Tips for Low Cost Staging  
  

 

In a tough sales market, staging can help move a property. 
 

Barb Schwarz, who claims to have invented home staging in the early 1970s, estimates that 
about one in four homes nationwide are now staged.  
 

Julie Dana and Marcia Layton Turn state in their book, The Complete Idiot's Guide to Staging 
Your Home to Sell, that a seller stands to gain as much as $9,000 on a $200,000 house if it's 
staged. 
 

Shelly Wagner, a Detroit-based stager, estimates that the cost per room for staging is $100 ? 
small potatoes if it really helps a home sell. 
 

Here are some ideas from Wagner for effective, low-cost staging: 

• Remove scatter rugs and knickknacks from every room.  

• Get rid of everything on the kitchen counters, including appliances, except for the 
coffee maker.  

• Remove as much as you can from closets.  

• Hire a cleaning service if necessary to make the house spotless. Scrub floors, walls, 
and windows. Pay special attention to the microwave, oven, and refrigerator.  

• Focus on the feature rooms, the living, dining, and master bedrooms. Additional 
bedrooms are best left empty or minimally furnished.  

• Arrange the furniture to show off each room´s best features.  

• Set the dining-room table with napkins, plates, and flatware.  

• When showing the house, turn on soft instrumental "buying" music, preferably 
classical or jazz.  

 

Source: Detroit News, Marge Colborn (05/03/08) 

 



6 Tips to Successfully Stage Your Client's Home 

By Paige Tepping 

 

RISMEDIA, April 7, 2010--Staging a home for a quick sale will benefit sellers no matter what 

type of market we are in. For instance, in a buyer’s market, sellers need to take advantage of all 

the tools and resources available in order to sell their home for a decent sale price. Staging a 

home is crucial in a seller’s market too as it can help a seller achieve a quick sale for the 

maximum sale price.  

 

According to Brandon Cornett, editor of the Home Buying Institute, there are 6 key benefits that 

come with staging a home.  

 

1. Staging forces you to think like a buyer – When you are working to stage your client’s home 

to be put on the market, you’ll be looking at the home as if you were a buyer. Gaining this 

perspective will help you in many ways when preparing a home to be listed.  

 

2. Staging forces you to organize and de-clutter – Clearing shelves, closets and cabinets is a big 

part of the home staging process. It also helps with the moving process because sellers can pack 

items away as they are getting rid of the clutter.  

 

3. Staging increases the likelihood of a sale – When you are selling a home, you need to do 

everything you can to increase the changes of selling the home. A successfully staged home 

gives your seller an extra edge in selling their home quickly.  

 

4. Staging reduces the home’s time on the market – When you put in the extra effort to stage 

your client’s home effectively, you are preparing the home for a quicker sale. It is important to 

do everything you can to ensure your client’s home sits on the market for as little time as 

possible.  

 

5. Staging helps justify the asking price – If you are in a seller’s market and you help your clients 

price their home correctly, you decrease the chances of having to haggle over the asking price. In 

a market that leads toward the buyer, you need everything in your favor to justify the asking 

price. Proper home staging helps justify the asking price by positioning the home more favorably 

in the buyer’s mind.  

 

6. Staging can be fun – While staging may sound like all work and no play, be sure to use your 

creativity throughout the process to make it more enjoyable. 



6 Reasons to Reduce Your Home Price
While you'd like to get the best price for your home, consider our six reasons to reduce your home price.

These six signs may be telling you it’s time to lower your price.

1. You’re drawing few lookers

You get the most interest in your home right after you put it on the market because buyers want to catch a great new home before anybody
else takes it. If your real estate agent reports there have been fewer buyers calling about and asking to tour your home than there have been
for other homes in your area, that may be a sign buyers think it’s overpriced and are waiting for the price to fall before viewing it.

2. You’re drawing lots of lookers but have no offers

If you’ve had 30 sets of potential buyers come through your home and not a single one has made an offer, something is off. What are other
agents telling your agent about your home? An overly high price may be discouraging buyers from making an offer.

3. Your home’s been on the market longer than similar homes

Ask your real estate agent about the average number of days it takes to sell a home in your market. If the answer is 30 and you’re pushing
45, your price may be affecting buyer interest. When a home sits on the market, buyers can begin to wonder if there’s something wrong with
it, which can delay a sale even further. At least consider lowering your asking price.

4. You have a deadline

If you’ve got to sell soon because of a job transfer or you’ve already purchased another home, it may be necessary to generate buyer
interest by dropping your price so your home is a little lower priced than comparable homes in your area. Remember: It’s not how much
money you need that determines the sale price of your home, it’s how much money a buyer is willing to spend.

5. You can’t make upgrades

Maybe you’re plum out of cash and don’t have the funds to put fresh paint on the walls, clean the carpets, and add curb appeal. But the
feedback your agent is reporting from buyers is that your home isn’t as well-appointed as similarly priced homes. When your home has been
on the market longer than comparable homes in better condition, it’s time to accept that buyers expect to pay less for a home that doesn’t
show as well as others.

6. The competition has changed

If weeks go by with no offers, continue to check out the competition. What have comparable homes sold for and what's still on the market?
What new listings have been added since you listed your home for sale? If comparable home sales or new listings show your price is too
steep, consider a price reduction.



5 Things to do Before Putting Your 
Home  

on the Market 

1. Have a pre-sale home inspection. Be proactive by arranging for a pre-sale home 
inspection. An inspector will be able to give you a good indication of the trouble 
areas that will stand out to potential buyers, and you’ll be able to make repairs before 
open houses begin. 
 
2. Organize and clean. Pare down clutter and pack up your least-used items, such 
as large blenders and other kitchen tools, out-of-season clothes, toys, and exercise 
equipment. Store items off-site or in boxes neatly arranged in the garage or 
basement. Clean the windows, carpets, walls, lighting fixtures, and baseboards to 
make the house shine. 
 
3. Get replacement estimates. Do you have big-ticket items that are worn our or will 
need to be replaced soon, such your roof or carpeting? Get estimates on how much 
it would cost to replace them, even if you don’t plan to do it yourself. The figures will 
help buyers determine if they can afford the home, and will be handy when 
negotiations begin. 
 
4. Find your warranties. Gather up the warranties, guarantees, and user manuals 
for the furnace, washer and dryer, dishwasher, and any other items that will remain 
with the house. 
 
5. Spruce up the curb appeal. Pretend you’re a buyer and stand outside of your 
home. As you approach the front door, what is your impression of the property? Do 
the lawn and bushes look neatly manicured? Is the address clearly visible? Are 
pretty flowers or plants framing the entrance? Is the walkway free from cracks and 
impediments? 

 



Will Buyers Find Your Home Irresistible? 
You look out the front window, and there is your Realtor putting the sign in your yard for this 
afternoon's open house. 
 
You gather the family to leave the house and head for another Sunday afternoon at the mall or a 
movie theater. You wonder how long it will go on; where is the buyer for your home? 
 
In previous columns, I have talked about the big items that make your home attractive to potential 
buyers. In the final analysis, marketability of your home comes down to price, condition and 
location. These are the main elements that go into every buyer's decision about which home to buy. 
 
Sometimes, however, when we focus on the big things in life we forget the little things that make a 
difference. The same is true in the sale of your house. There are many little things you can do that 
might help make your home irresistible to the visitors to this afternoon's open house. These little 
things might separate your home from the similar house down the street or in the next subdivision. 
 
What are some of the little things that might make the difference? Here are some of your Realtor's 
trade secrets that might help make your home irresistible: 
 
Start by beautifying the entrance. Buy a fresh doormat for your front door, maybe one with a pretty 
pattern or a clever saying for that "homey" feeling. Add fresh flowers or seasonal decorations to the 
front door or porch. Be sure to polish the doorknobs and locks or replace them if the polish won't do 
the trick. 
 
This time of year you may want to turn on the sprinklers or water your lawn about 30 minutes 
before your open house. This will give your lawn a fresh sparkling look to attract potential buyers. 
 
Help buyers envision themselves living in your home. Consider setting the table with pretty dishes 
and candles. Create other vignettes throughout the house that will help buyers picture themselves 
living there. This might include setting out a chess game on the family room table. 
 
Also, it is best to depersonalize your home by putting away personal items such as kids' toys and 
artwork. You might also want to put away family photos that might be taking space on the end 
tables, dressers and mantles around the house. If you have distinctive tastes, you may want to get 
rid of any artwork that won't appeal to the average homebuyer. You want to make it as easy as 
possible for the potential buyers to picture your home as theirs. 
 
Accentuate the spaciousness of your countertops and closets. Put away kitchen appliances, 
paperwork and other personal items that give your kitchen and bathroom countertops a small and 
cluttered look. 
 
Likewise, go through your closets and donate clothes you no longer wear to a worthy cause. 
Consider boxing up out-of-season clothes and putting them in storage until your home is sold. 
Buyers will not be able to picture their clothes in a closet that is overstuffed with your clothes and 



possessions. 
 
Make your rooms feel bigger. Moving is a great time to review your furniture. If there are pieces you 
won't be taking with you to your new home, call a charity and get rid of them today. If you don't 
want to get rid of them, consider taking one or two major pieces of furniture out of every room and 
placing them in storage. This will help create a sense of spaciousness throughout your house. 
 
Make the bathrooms feel luxurious. Put away those old towels and toothbrushes. When buyers 
enter your bathroom they should feel pampered. Add a new shower curtain, fresh towels and fancy 
guest soaps. 
 
Does your house smell good? You may want to set out potpourri or fresh baked goods for a homey 
smell. If you have pets, or if you have a smoker in the house, you want to be sure that there are no 
lingering scents from tobacco or pets. 
 
Finally, give your home some color. Use fresh or silk flowers to breathe life and color into your 
home. A colored afghan, throw or new pillows on the couch can help jazz up a dull room. 
 
The little things may make the difference between a buyer choosing your home or the similar home 
on the market in your neighborhood. Your Realtor can provide you with additional information on 
steps you can take to make your home irresistible to visitors to this afternoon's open house.  

Don Rogers 

 



Why You Should Work With a REALTOR  
  

Not all real estate practitioners are REALTORS®. The term REALTOR® is a registered 
trademark that identifies a real estate professional who is a member of the NATIONAL 
ASSOCIATION of REALTORS® and subscribes to its strict Code of Ethics. Here are five 
reasons why it pays to work with a REALTOR®. 
 
1. You’ll have an expert to guide you through the process. Buying or selling a home 
usually requires disclosure forms, inspection reports, mortgage documents, insurance 
policies, deeds, and multi-page settlement statements. A knowledgeable expert will help 
you prepare the best deal, and avoid delays or costly mistakes. 
 
2. Get objective information and opinions. REALTORS® can provide local community 
information on utilities, zoning, schools, and more. They’ll also be able to provide objective 
information about each property. A professional will be able to help you answer these two 
important questions: Will the property provide the environment I want for a home or 
investment? Second, will the property have resale value when I am ready to sell? 
 
3. Find the best property out there. Sometimes the property you are seeking is available 
but not actively advertised in the market, and it will take some investigation by your 
REALTOR® to find all available properties. 
 
4. Benefit from their negotiating experience. There are many negotiating factors, 
including but not limited to price, financing, terms, date of possession, and inclusion or 
exclusion of repairs, furnishings, or equipment. In addition, the purchase agreement should 
provide a period of time for you to complete appropriate inspections and investigations of 
the property before you are bound to complete the purchase. Your agent can advise you as 
to which investigations and inspections are recommended or required. 
 
5. Property marketing power. Real estate doesn’t sell due to advertising alone. In fact, a 
large share of real estate sales comes as the result of a practitioner’s contacts through 
previous clients, referrals, friends, and family. When a property is marketed with the help of 
a REALTOR®, you do not have to allow strangers into your home. Your REALTOR® will 
generally prescreen and accompany qualified prospects through your property. 
 
6. Real estate has its own language. If you don’t know a CMA from a PUD, you can 
understand why it’s important to work with a professional who is immersed in the industry 
and knows the real estate language. 
 



7. REALTORS® have done it before. Most people buy and sell only a few homes in a 
lifetime, usually with quite a few years in between each purchase. And even if you’ve done 
it before, laws and regulations change. REALTORS®, on the other hand, handle hundreds 
of real estate transactions over the course of their career. Having an expert on your side is 
critical. 
 
8. Buying and selling is emotional. A home often symbolizes family, rest, and security — 
it’s not just four walls and a roof. Because of this, home buying and selling can be an 
emotional undertaking. And for most people, a home is the biggest purchase they’ll ever 
make. Having a concerned, but objective, third party helps you stay focused on both the 
emotional and financial issues most important to you. 
 
9. Ethical treatment. Every member of the NATIONAL ASSOCIATION of REALTORS® 
makes a commitment to adhere to a strict Code of Ethics, which is based on 
professionalism and protection of the public. As a customer of a REALTOR®, you can 
expect honest and ethical treatment in all transaction-related matters. It is mandatory for 
REALTORS® to take the Code of Ethics orientation and they are also required to complete 
a refresher course every four years. 

 



Why Should I get an Inspection if I am Selling 
  

If you intend to put your house on the market, a home inspection could 
identify items that would be called out on a buyer's inspection. This allows 
you to be proactive in making repairs, thereby putting you house in a more 
saleable condition. If a buyer knows most or all of the defects up front, the 
defects take on their proper perspective. Conversely, if the buyer's inspection 
finds defects, they take on ominous proportions. Suspicion may turn into 
apprehension and eventually into negations or a deal that falls apart.  

Historically, if a buyer is unaware of a defect prior to making an offer, the 
natural tendency is to negotiate the price once the defect becomes known 
after their home inspection. With prior knowledge from the seller's home 
inspection report, the defect instead is taken into consideration before the 
offer is made and there is less leverage for re-negotiations.  

The seller's strongest position is at the time the buyer first presents an offer 
to purchase. If negotiation starts subsequent to the buyer's home inspection, 
the seller is mentally set for a sale, but perhaps more inclined to give 
concessions to avoid the deal falling apart. With prior knowledge a seller can 
either:  

a) offer the house "as-is"  

b) repair the defect using their contractor of choice  

c) downgrade (e.g. remove a rotted deck or underground storage tank)  

Above all, the seller's inspection report gives a fixed point of reference for 
everyone involved to work from before the sales agreement is signed.  

How do I find a good home inspector?  

Not all inspection companies are alike, and selecting the wrong company 
could cost you thousands of dollars in repair and replacement costs. 
Consider the following when shopping for home inspection companies.  

• Experience: How much experience do the inspectors have and how long have they have been in the 
business? The best home inspectors have been in business for years and have seen thousands of homes.  

• Home Inspection Training: Have the inspectors gone through any extensive home inspection training? In 
many states inspectors can simply call themselves home inspectors without any training or licensing.  

• Association Membership: Is the inspector a member of a professional home inspection organization? 
Companies that are affiliated with professional organizations are serious about what they do, and know 



about all the new developments in their fields. Some well-known trade associations are: American Society 
of Home Inspectors (ASHI) and National Association of Home Inspectors (NAHI). Inspectors in your area 
can be located through these associations.  

• Liability Insurance: Does the inspector carry Professional Liability Insurance (Errors and Omissions 
Insurance)? If you ever need to collect on a legal judgment, an inspector without insurance my not be able 
to pay your claim.  

 



Why is it dangerous to overprice my home? 
Sometimes sellers are tempted to test a higher price at first to see if they´ll be lucky enough to find an uneducated buyer willing to pay. 
Unfortunately, experience shows this "Why not?" pricing strategy rarely pays off. Instead, asking the right price from the start avoids the many 
dangers of overpricing.  
 
The right sales price is based on several factors: size of the house and its special features and amenities, recent home sales, demand for 
homes in your area and prices of similar homes currently on the market.  
 
Although you may have decorated lovingly or renovated extensively, those improvements may have only a small effect on the market value of 
your home. In fact, personalized decorating can even slow a sale unless the style has wide appeal.  
 
Overpricing Dangers  

Here are 8 proven reasons why it´s dangerous to overprice your home:  

• You will miss out on pent-up demand.  
Most activity on a listing comes within the first 30 days. An initial high price can discourage buyers – causing you to miss out on pent-
up demand – or tempt them to wait for the price to come down.  

• You will reduce buyer pool.  
Too high a price will eliminate a whole class of qualified buyers. Many buyers know just how high they can go and don´t even look at 
homes priced above their ceiling.  

• You might turn off buyers.  
You may experience few or no showings because some prospective buyers who can afford the price won´t waste time with an 
overpriced listing. They know they can get more house for their money elsewhere.  

• You could sell the competition.  
Overpricing helps sell other, more competitively priced homes first. Your home may be compared to underscore what a good deal 
another home is.  

• You could frustrate prospects.  
Prospective buyers who might stretch their best offer can become frustrated when they can´t buy the home they want at a fair market 
value – only because an unreasonable seller insists on accepting only a premium price.  

• You will frustrate your own timetable.  
You could become frustrated, too, when your house fails to sell in a reasonable amount of time, leaving your plans in limbo. Only a 
price reduction is likely to help sell your house faster and meet your "move out" timetable.  

• You will raise doubts about hidden problems.  
If your overpriced house stays on the market for a long time, it may eventually be seen as "stale inventory" which can suggest 
structural or mechanical shortcomings, even after you lower your price.  

• You will risk lender rejection.  
If you do get a sales contract, the contract may fall through because of a too-low appraisal. The buyer may not be able to borrow 
enough to proceed with closing.  

If you are thinking of selling your house, give us a call or send an e-mail. We´ll be happy to maximize your return by helping you set the right 
price.  

 



Which is the Best Season to Sell Your 
Home? 

Realizing the time has come to sell your home can create mass confusion. 
Timing is everything in real estate; however, some also believe one season 
is better than another to sell your home. 

If you ask a real estate professional when you should sell your home, most 
will say, "Now is the best time to sell your home". 

Real estate today is a year-round business, and most agents will agree that 
they do nearly as much business in December as in June. 

If that is the case, then how do you decide which is the best time of year to 
list your home? Each season has its own characteristic. Let's review each 
one. 

According to most real estate professionals, spring is the busiest time of 
the year for buyers and sellers -- spring offers the opportunity to showcase 
their home at its best. There's always something nice about listing your 
home when it's not too hot or too cold out and the air is fresh. 

If you have a green thumb, summer might prove to be the best time to 
show off your garden. Potential buyers come through houses looking for 
such amenities as a well-cared-for garden. Also, if your kids are away for 
the summer, you might be able to keep their rooms clean from one showing 
to another. If you have central air, this season is also a great time to show it 
off. This is also a great time to boast about any access to summer 
recreational activities such as a beach, a lake, or community tennis courts 
or swimming pools. 

A possible downside to showing a house in the summer is that most kids 
are home, and you'll have to work harder to ensure their rooms are 
maintained clean enough for buyers to get through them. 

Even though falling leaves could make for extra work in the fall, with 
children back at school, daytime showings might be easier to 
accommodate. The tax benefits of home ownership can be a push for 
homebuyers to get into a new home by December 31. 



Fall is historically a shorter selling season. A home that doesn't sell in the 
fall can be stigmatized as being held over on the market until the New 
Year. An old listing number in the MLS can give buyers the misleading 
impression that a home has been on the market for a long time and the 
seller might be willing to accept a lower offer. 

Real estate professionals agree that only the most motivated buyers and 
sellers are active in the market during the winter season. 

If you decide to sell your home in the winter, expect the unexpected. You 
will come across buyers who want showings at odd hours, or during your 
family holiday parties. At this time of year, you can expect potential buyers 
to track mud, snow, and salt through your home 

In conclusion, how do you decide which is the best season to sell? As 
discussed, every season offer some plusses and minuses. If you want to 
list your home in the spring, you might want to list in mid-January, rather 
than waiting for February or March. On the other hand, you might get even 
more attention if you wait until mid-March, when many of the spring houses 
have already come on the market and buyers are hungry for something 
new. 

Real estate is an industry of immediacy. It's always a good time to sell your 
home if the price is right, no matter what the season. 

 



What to Leave for the New Owners 
•  Owner’s manuals and warranties for appliances left in the house.  
•  Garage door opener.  
•  Extra sets of house keys.  
•  A list of local service providers — the best dry cleaner, yard service, plumber, etc.  
•  Code to the security alarm and phone number of the monitoring service if not 
discontinued.  
•  As a courtesy, you could provide numbers to the local utility companies.  
•  If it’s a condo, leave information on how to contact the condo board.  

 



What is Appraised Value? 
•  Appraisals provide an objective opinion of value, but it’s not an exact science so 
appraisals may differ. 
•  For buying and selling purposes, appraisals are usually based on market value — 
what the property could probably be sold for. Other types of value include insurance 
value, replacement value, and assessed value for property tax purposes. 
•  Appraised value is not a constant number. Changes in market conditions can 
dramatically alter appraised value. 
•  Appraised value doesn’t take into account special considerations, like the need to 
sell rapidly. 
•  Lenders usually use either the appraised value or the sale price, whichever is less, 
to determine the amount of the mortgage they will offer.  

 



What Home Sellers Can Do To Avoid Losing A Sale 
 
When your home is on the market, you know how important it is to hold on to the right buyer. But, before 
the offers come in, your home needs to showcase itself well to ensure you don't lose any offers before 
they can occur. Here are five home-sale deal breakers -- common mistakes to avoid.  

1. Color can kill a sale. Wall colors that are too cold, too unusual or too stark can turn off buyers 
early in the process. 

2. Don't hide defects. Buyers will eventually find out what is underneath the decorative carpets and 
furniture upon walk through. Be honest from the start and disclose everything you know about 
your home. 

3. If it conveys, it stays. Be very clear about what sells with the home. If you aren't planning on 
leaving certain appliances or removable features, remove them before your home goes on the 
market. Buyers may fall in love with the chandelier, for example, and end the sale when they 
learn it doesn't convey. 

4. Community issues. If your home is part of a community association, give potential buyers 
access to by-law documents that detail any restrictions the homeowners, condo or co-op 
association imposes on your property, such as pet ownership, ability to rent out the property, 
working-at-home covenants, architectural standards, etc. 

5. Offer peace of mind. Many buyers, especially first-time buyers, are nervous about committing to 
a home purchase. Offering a home warranty and/or pre-sale inspections gives a sense of security 
to these buyers and can help facilitate a sale.  

 



What factors do NOT affect my price? 
Ultimately, a house is worth what someone is willing to pay for it ? the fair market 
value.  
Some of the items we do not consider include:  

• The original cost of the home  
• Money spent for improvements  
• How much cash you would like to net from the sale  

While these factors are important to you, they have no bearing on the fair market 
value a buyer will be willing to pay.  

 



Understanding Capital Gains in Real 
Estate 

  

When you sell a stock, you owe taxes on your gain — the difference between what you paid for the stock and what you 
sold it for. The same holds true when selling a home (or a second home), but there are some special considerations. 
 
How to Calculate Gain 
In real estate, capital gains are based not on what you paid for the home, but on its adjusted cost basis. To calculate, 
follow these steps: 
 
1. Purchase price: _______________________ 
 
The purchase price of the home is the sale price, not the amount of money you actually contributed at closing. 
 
 
2. Total adjustments: _______________________ 
 
To calculate this, add the following: 

• Cost of the purchase — including transfer fees, attorney fees, and inspections, but not points you paid on your 
mortgage.  

• Cost of sale — including inspections, attorney fees, real estate commission, and money you spent to fix up your 
home just prior to sale.  

• Cost of improvements — including room additions, deck, etc. Note here that improvements do not include 
repairing or replacing something already there, such as putting on a new roof or buying a new furnace.  

 
3. Your home’s adjusted cost basis: _______________________ 
 
The total of your purchase price and adjustments is the adjusted cost basis of your home. 
 
4. Your capital gain: _______________________ 
 
Subtract the adjusted cost basis from the amount your home sells for to get your capital gain. 
 
A Special Real Estate Exemption for Capital Gains 
Since 1997, up to $250,000 in capital gains ($500,000 for a married couple) on the sale of a home is exempt from 
taxation if you meet the following criteria: 

• You have lived in the home as your principal residence for two out of the last five years. 
• You have not sold or exchanged another home during the two years preceding the sale. 
• You meet what the IRS calls “unforeseen circumstances,” such as job loss, divorce, or family medical 

emergency. 

 



TIPS FOR MOVING 
Once you have located your new home, now comes the fun part - moving. Whether you are moving two 
streets over from your current home, from one side of town to the other side, or clear across the country, 
you have two options for moving - using professional movers or doing it yourself. 

There are pros and cons of both choices, so first sit down and decide how much you can afford to spend, 
and what option you feel works best for you. Let's look at what those differences are: 

Professional Movers 

• Professional movers come in many different forms. There are those on the less expensive end of 
the system, consisting of two to four people with a truck, all the way up to the executive level of 
packing and using a huge semi-truck to delivery your belongings. Usually, what you pay for is 
what you get.  

• Most moving companies provide sturdy, reinforced boxes. The cost of these boxes is included in 
the amount quoted for the move. · Professional movers use padded blankets to protect your 
furniture. These blankets are secured with rope or bungee cords to ensure no damage occurs. · If 
you are doing the packing, make sure you carefully mark each box, specifically pointing out to the 
movers the boxes that contain fragile items. · In most cases when using professional movers, you 
don't have to worry about the weight of the boxes in that they know how much to pack and use 
dollies.  

• If working with professional movers, one semi-truck may contain several households so your 
belongings may not be the first on their route. Talk to the movers and determine when they are 
targeting arrival at your new home. Keep in mind that traffic, construction, weather, can all be 
factors in delay. For this reason, it's important to have phone numbers and e-mail addresses for 
not only the movers but also the main office should your belongings not arrive on time. In 
addition, make sure they have phone numbers where you can be reached as well. If the schedule 
shows arrival for 5:00 p.m., have someone at the house from 4:00 p.m. until the truck arrives.  

Self-Moving 

• By visiting your local grocery or business dumpster, you can find all the boxes you need. Many 
businesses throw out boxes in all sizes, which are also industrial strength. Cost - nothing. · You 
can use old blankets, pillows, or towels, or, some rental companies will rent padded blankets to 
you for a very small fee. Just be sure that you wrap breakable items carefully and don't stack 
boxes of breakables on top of each other.  

• Mark all boxes carefully. Separate your breakable items and you might consider moving those in 
your car instead of loading them into trucks with your other items.  

• When packing your boxes, keep the weight of the box reasonable. If you can't pick it up, it's too 
heavy.  

Basic Guidelines 

• Before moving, consider having a garage or yard sale. This is the perfect opportunity for cleaning 
out the old and eliminating all those unwanted items from being packed and moved  

• Carefully mark the boxes containing towels, toiletries, sheets, etc., so you can unpack those first 
and at least be able to make your bed and take a shower.  

• Other boxes that you want to get into as soon as you arrive at your new home can simply be 
marked with "Open me first." This might include coffee, eating utensils, or clothing that you've 
packed separately to cover a few days.  



• If you have children, let them help in writing out the labels. This will free you up to do other things 
and, it will help them get used to their new address.  

• If you have cats or other small curious animals, make sure you keep them closed off from packing 
as well as the moving day activity. Pets can easily get into boxes without anyone knowing or, they 
can quickly run out a door and be lost.  

• Allow anything electrical to return to room temperature before plugging it in. For example, if it's 
extremely cold outside, condensation could develop. Then, when you go to plug them in, you 
could get shocked.  

• Take phone books with you and notify old neighbors and friends of your new address and phone, 
if you already have the number.  

• Don't pack food that could spoil. Refrigerator items such as mayonnaise, butter, milk, etc. should 
be placed on ice in a cooler and then moved or given away. If moving across the country where 
boxes will take days to arrive, don't pack any perishable foods at all.  

 



The Right Selling Price Affects Your Bottom Line 
 

When you’re selling your home, the price you set is a critical factor in the return 
you’ll receive. That’s why you need a professional evaluation from an experienced 
Realtor®. This person can provide you with an honest assessment of your home, 
based on several factors, including:  

• Market conditions  
• Condition of your home  
• Repairs or improvements  
• Selling timeframe  

In real estate terms, market value is the price at which a particular house, in its 
current condition, should sell within 30 to 90 days.  

If the price of your home is too high, this could cause several things:  

• Limits buyers. Potential buyers may not view your home because it appears 
to be out of their buying range.  

• Limits showings. Other salespeople may be more reluctant to view your 
home.  

• Used as leverage. Other Realtors® may use this home to drive the sale of 
other homes that are better-priced.  

• Extended stay on the market. When a home is on the market too long, it 
may be perceived as defective. Buyers may wonder, “what’s wrong,” or 
“why hasn’t this sold?”  

• Lower price. An overpriced home, still on the market beyond the average 
selling time, could lead to a lower selling price. To sell it, you will have to 
reduce the price – sometimes several times. In the end, you’ll probably get 
less than if it had been properly priced in the first place.  

• Wasted time and energy. A bank appraisal is most often required to finance 
a home.  

 
Realtors® have known it for years – well-kept homes that are properly priced in the 
beginning always get you the fastest sale for the best price! And that’s why you 
need a professional to assist you in the selling of your home.  

Often, in a seller’s market, homes that are priced slightly below market value initially 
will sell for more, simply because of the extra interest they incite.  This can be a risk, 
however, and when it comes to such a decision, an experienced, trusted Realtor® 
is your best ally. 

 
 



The Top 10 House Maladies To Avoid 
  

Whether you’re selling a home or looking to purchase one, you’ll want to 
make certain the home in question is in good physical condition. Check 
out the following list of the 10 most common home “health” problems 
identified by members of the American Society of Home Inspectors in a 
recent survey.  

1. Improper surface grading and drainage. 

Inspectors rated this problem the most troublesome, with 35.8% of those 
surveyed listing it as their top issue. Responsible for household 
maladies, such as leaky basements or crawl spaces, grading and 
drainage problems can be fixed either by regrading the ground away 
from the house or replacing gutters and down spouts.  

2. Improper electrical wiring. 

This was rated the most common problem by 20% of the inspectors 
surveyed. Some inspectors reported that 70% to 80% of electrical wiring 
in homes is installed incorrectly -- mostly by do-it-yourselfers. Noted 
problems included insufficient electrical service, inadequate overload 
protection and amateur (sometimes dangerous) wiring connections.   

3. Roof damage. 

Leaking roofs ranked third in the survey, resulting most often from old or 
damaged shingles or improper flashing and drainage. Asphalt shingles, 
the most commonly used shingle type, last between 20 and 30 years -- 
about the same life span as wooden shake shingles. For longevity, try 
slate shingles, which can last 100-plus years!  

4. Heating systems. 

Most sales contracts require that heating systems be in working order, 
so it’s an item that must be dealt with if it fails the home inspection -- 
which often happens, according to the ASHI survey. Problems include 
broken or malfunctioning controls, blocked chimneys and unsafe 
exhaust disposal. Don’t overlook heating system problems -- they can be 
dangerous if left unattended.  



5. Poor overall maintenance. 

Although the survey found this problem common, it is truly avoidable. 
Signs of poor maintenance include: cracked, peeling or dirty painted 
surfaces; crumbling masonry; makeshift wiring or plumbing; and broken 
fixtures and appliances.  

6. Structural problems. 

This category includes damage to structural components such as 
foundation walls, floor joists, rafters and window/door headers -- often 
caused by some of the five problems already listed.  

7. Plumbing. 

Common problems include faulty fixtures and waste lines and the 
existence of old or incompatible piping materials.  

8. Exteriors. 

While exterior flaws may not have structural significance, defects in 
windows, doors and wall surfaces can cause discomfort to residents via 
moisture and air penetration. The most common exterior problems are 
inadequate caulking and/or weatherstripping.  

9. Poor ventilation. 

It is possible to “overseal” a home, resulting in excessive interior 
moisture, which can lead to rotting and failure of structural and non-
structural elements.  

10. Miscellaneous. 

Included here were interior elements -- usually cosmetic. They were 
mentioned so infrequently by respondents that they did not rank 
individually in the survey.  

Fortunately, many of the most common problems in homes are far from 
fatal -- they can often be fixed quickly and inexpensively! The point is to 
fix them early, before they cause significant damage to your home. 

 



THE MOST MONEY FOR YOUR HOME  
When selling a house, we all share the same goal - to sell it quickly and at the highest price possible. 

If you've placed a house on the market, you may have possibly enjoyed the thrill of receiving that first 
offer. Unfortunately, you may have also experienced the disappointment of a much lower offer, or one 
that doesn't come for weeks or months. 

Most people buy a house for emotional reasons, most real estate professionals agree. The desire for a 
comfortable home and lifestyle propels buyers to purchase a specific house. 

The easiest way to understand this is to remember your own experience of purchasing a home. You had 
some idea of what you were looking for, and you probably clutched a list of desirable features. You may 
have looked at several houses, but none of them seemed just right. Then one day it happened when you 
least expected it - there it was. Within minutes you knew this was the one; you were overtaken by a 
powerful emotion. If two houses are similar, buyers will choose the one that touches them emotionally. 

The same mind-set applies when the roles are reversed, when you are the seller and not the buyer. Only 
when a buyer "feels" as if your house can be a home will they acknowledge that it could be. The emotion 
that overpowers the prospective buyer can be compared to love at first sight. 

There are several ways to approach a buyer, but one of the most important ways is to make sure when 
your house is ready to be placed on the market, it plays to the largest audience. Selling your house 
should go quickly, smoothly and profitably. Dressing your house to achieve a profitable sale can help you 
buy your dream home. 

Gertrude Singer, a REALTOR with National Realty in Florida, said that the first and most important step to 
dressing for success is uncluttering. 

"Clutter makes rooms and the entire house feel smaller. Uncluttering makes every room in your house 
look and feel more spacious. Your goal is to create a roomy, comfortable feeling that's inviting to 
prospective buyers,". 

Uncluttering also means organizing. Show buyers that you have a place for everything and everything in 
its place. By putting everything away neatly, buyers will feel that by living in your house they, too, could 
be well organized. Ultimately, less is more. 

Another important step is cleaning - not just everyday cleaning, but a thorough spring-cleaning. According 
to John Kuehne with Pruitt Real Estate, Inc., "a deeply clean house not only looks great, it feels uplifting, 
and as new as when you first bought it." 

Kuehne also suggests removing any old and stained carpeting and replacing it with light colored tiles to 
give the impression of a large, clean room. An unclean house will create doubt and apprehension in a 
prospective buyer. 

If anyone in your household smokes, consider smoking outside, and use a carpet freshening agent each 
time you vacuum. Singer also suggests burning scented candles or baking a batch of cookies to give your 
house that homey, lived-in feeling. 

Now that you have done away with the clutter, your house is sparkling clean, and the scent of cookies 
baking in the oven permeates the entrance to your house, your next step should be to concentrate on 
repairs. 



A house will not sell for top dollar if any detail, whether large or small, is in need of maintenance. These 
would include a leaky faucet, a cracked tile, or peeling paint. These may signal a warning to a buyer, 
creating the fear that larger maintenance problems could be lurking beneath the surface. 

Kuehne suggests the seller make a complete list of repairs, small and large. Look at the house through 
the buyer's eyes. Replace any cracked or broken window panes, repair wood rot, re-caulk where needed, 
patch all cracks and nail holes, replace missing or loose tiles, replace old carpet, tighten loose doorknobs, 
and lubricate squeaky hinges. These fix-ups will ultimately help you receive the offer you want. 

And, finally, a word about a beloved member of your family: your pet. Pets that live in your house will 
make a strong, possibly negative statement. Research shows that half of all potential buyers are either 
allergic to, dislike, or are afraid of pets. While your house is on the market, keep Fido outside as much as 
possible. If that's not possible, be sure to clean, vacuum and neutralize odors daily to keep your house 
smelling fresh. Consider asking a neighbor to watch your pet in their home while you're showing your 
house to prospective buyers. 

There is no magic to getting the most for your home. Every house will sell;, eventually - it's just a matter of 
when and for how much. It only takes one buyer, but which one? You decide. 

 



THE KITCHEN - HOW IT CAN HELP SELL YOUR HOME 
More than likely, the majority of people looking at your home will have to cook. Therefore, the one room they will look at 
with the most scrutiny is your kitchen. 

Not only is the kitchen the one room that is the hub of activity in preparing meals, eating, and even sorting mail, the 
kitchen has long been a place for people to just "hangout." Some people say the kitchen is the heart of the home. 

A recent study shows that as high as 85% of buyers consider the kitchen to be a huge deciding factor in their 
buying decision. 

Even if you don't have the time or finances to do a complete kitchen overhaul with custom cabinets, ceramic tiles, and 
granite or marble countertops, there are some things you can do to spruce up the kitchen that won't cost you a bundle 
of money. These changes will greatly add value to your kitchen and to the sale of your home. 

• Put on a fresh coat of paint. Stay with neutral colors and use a satin or semi-gloss finish for easy clean up.  
• Consider new counter tops. You would be surprised at how many quality materials there are to choose from 

that are not expensive. If you have a harvest gold or avocado green countertop from the 1970's, this small 
investment will make a huge difference.  

• Create a backsplash. Using tile or even Stone It (a product sold at most home improvement or retail chains. 
This is a spray stone-like material that comes in colors and can easily be sprayed on for a wonderful effect), 
you can change the entire appearance of the areas above the stove and sink.   

• Sinks and faucets. Now is a great time to change out the chipped or stained sink with a new one, complete with 
new faucets, which come in a wide variety of materials and colors. Stainless steel sinks are highly 
recommended for two reasons. First, they look great, and second, they are the best choice for keeping bacteria 
down.  

• Don't be afraid to accessorize. If you have a small wall area above the countertops, add some nice wallpaper. If 
the hardware on your cabinets is old and dingy, add new hardware. If your curtains are outdated, hang a fresh, 
fun pair of curtains to allow a lot of light into the room.  

• Remove the clutter. Although empty counters aren't very attractive, neither are countertops that are so cluttered 
with all the latest technology that the buyer can't even envision their own things in the kitchen. Keep it neat and 
organized.  

• Let as much light into the room as possible. This will provide a nice cheery atmosphere. If your kitchen goes 
out onto a patio or deck, make sure the outdoor area is also neat and that there is a nice view from the kitchen 
to the outside.   

• Show off functionality. For example, if your kitchen has a nice desk for paying bills, show it off. If there are other 
special features such as a trash compactor, or chilled wine rack, make sure those are pointed out as well.   

• Make sure all your appliances are clean and in good working order. Don't think someone will bypass looking in 
the oven, because they won't.  

• If someone is getting ready to come through your house or if your agent is getting ready to host an open house, 
start baking. The fragrance of fresh baked bread or goodies will add a nice homey feel to your home the minute 
buyers walk into your home.  

Before you put your home on the market, look around the kitchen and make sure it's what you would look for 
in a home. If not, make appropriate changes. 

A hot item in kitchens today is stainless steel. The gourmet look of stainless steel stoves, refrigerators, and sinks is 
appealing to many homebuyers. Now you probably can't go out and buy all new appliances, but if you have other types 
of appliances, then consider changing out your hardware with stainless steel or even use stainless steel accessories. If 
you are in the market for new appliances, you can buy new stainless steel models but make sure the buyers know they 
are coming with you. This will at least show the potential buyer what the kitchen could look like if they wanted to add 



stainless steel themselves. 

If you own an older home, you probably have one of three designs: 

· The Galley · The L-Shaped · The U-Shaped 

These designs were all created from the "work triangle" concept where all appliances are positioned within steps from 
each other. This idea was first conceived back in the 1950s based on information from stay-at-home moms. 

By 1990, the designs of kitchens started to change based on lifestyle change. More and more couples starting sharing 
the cooking duties, families started eating more pre-packaged or frozen foods, and people needed better storage and 
space. 

Because of these changes, multiple workstations are now being incorporated in kitchen layouts, getting away from the 
traditional triangle. This new design allows more people to work efficiently in the kitchen. 

Keep in mind that there are still things you can do to make your kitchen more functional. You can add a center island 
for more counter space, have shelves built on the wall, install under-counter lighting, etc. 

To bring life into your kitchen, you should avoid certain things such as: 

· Dark corners in cabinets. To avoid this, add glide-out shelving or Lazy-Susans. · Obstructive doors. This would 
include cabinets, refrigerators, stoves, and dishwashers when the door is open, another area or cabinet is blocked.) P 

· Poor lighting. One huge selling point in any kitchen is good lighting. If you have little to no natural lighting in your 
kitchen, you can add in good fluorescent or recessed lighting. 

All rooms in your home are important when you decide to sell however, the kitchen is by far the most important room 
and should get some extra attention. 

  
 



THE IMPORTANCE OF A REAL-ESTATE AGENT 
When looking to buy or sell a house, many people try to go without a real-estate agent. This 
decision may seem like a "money saving" step, but it could actually end up costing you 
thousands of dollars in the end, even though you feel like you're saving money. An agent could 
also save you from making severe mistakes or stressful situations caused by contract 
negotiations, contingencies, and other situations that you are not prepared to deal with. A real-
estate agent will handle the following issues when you are buying or selling your home, as well 
as handle many other duties, that should make your buying or selling of a home, easier on you.  

Buying a Home 

Your agent will: 

- help you in finding your range that you, as a buyer, will be comfortable in purchasing. They will 
look at the amount you are able to borrow, what your income provides, and what you have 
saved already. From this point, they can also direct you to a lender who is best suited to help 
you. 

- investigate the market using different search methods in order to come up with the best homes 
that fit your desired descriptions. That may include school location, job location, house size, 
house style, features, and location. 

-negotiate on your behalf. Negotiating is more than just talking numbers. There are many factors 
involved, which your agent is used to dealing with. Because your agent is familiar with this 
process, his/her tactics will be better suited in getting the house down to the best price, 
according to your range that was established using your income, down payment, and lending 
resources available to you. They will make offers and counteroffers in order to keep the home in 
your price range. 

-be responsible in providing services for your home (future) inspection of such things as; 
termites, radon testing, structure, septic and/or well tests, dry rot, lead testing ,etc. This does not 
mean that they pay for these important tests. It simply means that they will look out for your best 
interests in arranging or helping to arrange these tests. 

-walk you through the final piece, which is known as the "closing" and make sure that everything 
is taken care of before your purchase is finalized. This would include the tests that were done to 
your house-which should include written or printed reports for your ease of mind as 
documentation that they were done. 

Selling a Home 

Your agent will: 

-advertise your property to other agents and possible buyers searching the MLS (multiple listing 



services) 

-provide peace of mind as you continue to-do the many other things that your life involves. 
Whether it is looking for a new home to buy, pack, or continue in your daily line of work, your 
agent will take care of all the critical parts that involve selling your home. 

-schedule times for showings, open houses, walk through, appraisals, etc. 

-provide you with information regarding the market, proper pricing, financing, and what other 
properties that are similar, are for sale as well. (This is good to be aware of for your negotiating 
purposes. This will either make your property more valuable, or force you to change your 
"market price". Your agent may also provide a time frame in which your house will be sold, or 
they will buy it from you. However, this is not common for all agents. 

-answer questions that arrive during the selling and closing process. Each potential buyer may 
have things that they would like inspect, repaired, or adjusted (including the price). Your agent 
will best be able to answer each question and work with you in reaching a reasonable 
agreement for each question or issue. 

-market or advertise your house to the best of their ability using their marketing strategies. Real-
estate agents are trained with knowledge in marketing tactics. They also should have a good 
client base already established; therefore, much of your possible buyers may come your way by 
word of mouth. Your agent will most likely have a website established as well, which means that 
you´re listing is probably going to be posted on his/her site. 

-evaluate each potential buyer on whether they are qualified or not. When a buyer comes 
forward with a bid that meets your requirement, your agent will begin the process of selling your 
home. This is not a simple 1-2-3 process, so be aware that it may take longer than you 
expected. 

-draw up a contract for the prospective buyer, as well as negotiate, making offers and 
counteroffers. 

-assist you with contingencies based on the contract that was drawn up. This may include 
repairs, inspections, installation, clean up, etc. 

  
 

 



The 9 Step System to Get Your Home Sold Fast and 
For Top Dollar  

  
  

The Real Estate Market Has Changed . . .  

"Buyers are far more discriminating, and a large percentage of the homes listed for sale don´t 
sell the first time. It´s more critical than ever to learn what you need to know to avoid costly 

seller mistakes in order to sell your home fast and for the most amount of money." 

 
 

Remember not so long ago, when you could make 
your fortune in real estate. It was nothing then to 
buy a home, wait a short while, and then sell it at 
a tidy profit.  

And then do it all over again. 

Well, as you probably know, times have changed. 
As good as the market is right now, home prices 
are still below what they were at their peak. 
Buyers are far more discriminating, and a large 
percentage of the homes listed for sale never sell. 
It´s more critical than ever to learn what you 
need to know to avoid costly seller mistakes in 
order to sell your home fast and for the most 
amount of money.  

The 7 Deadly Mistakes Most 
Home Sellers Make 

1. Failing to analyze why they are selling.  
2. Not preparing their home for the buyer´s 

eye.  
3. Pricing their homes incorrectly.  
4. Selling too hard during showings.  
5. Signing a long-term listing agreement 

without a written performance guarantee.  
6. Making it difficult for buyers to get 

information on their home.  
7. Failing to obtain a pre-approved 

mortgage for one's next home.  

 

The 9 Step System to Get Your Home Sold Fast and For Top 
Dollar 

 Selling your home is one of the most important steps in your life. This 9 step system will give you the 
tools you need to maximize your profits, maintain control, and reduce the stress that comes with the 
home selling process: 
 
 

1. Know why you´re selling, and keep it to yourself. 

The reasons behind your decision to sell affect everything from setting a price to deciding how much time 
and money to invest in getting your home ready for sale. What´s more important to you: the money you 
walk away with, or the length of time your property is on the market? Different goals will dictate different 



strategies.  

However, don´t reveal your motivation to anyone else or they may use it against you at the negotiating 
table. When asked, simply say that your housing needs have changed. 
 
 

2. Do your homework before setting a price. 

Settling on an offering price shouldn´t be done lightly. Once you´ve set your price, you´ve told buyers 
the absolute maximum they have to pay for your home, but pricing too high is as dangerous as pricing 
too low. Remember that the average buyer is looking at 15-20 homes at the same time they are 
considering yours. This means that they have a basis of comparison, and if your home doesn´t compare 
favorably with others in the price range you´ve set, you won´t be taken seriously by prospects or 
agents. As a result, your home will sit on the market for a long time and, knowing this, new buyers on 
the market will think there must be something wrong with your home. 
 
 

3. Do your homework. 

(In fact, your agent should do this for you). Find out what homes in your own and similar neighborhoods 
have sold for in the past 6-12 months, and research what current homes are listed for. That´s certainly 
how prospective buyers will assess the worth of your home. 
 
 

4. Find a good real estate agent to represent your needs. 

Nearly three-quarters of homeowners claim that they wouldn´t use the same realtor who sold their last 
home. Dissatisfaction boils down to poor communication which results in not enough feedback, lower 
pricing and strained relations. Another FREE report entitled, "10 Questions to Ask Before You Hire an 
Agent" gives you the straight, to-the-point questions you should be asking when you interview agents 
who want to list your home. You can obtain a  FREE copy of this report from my website. 
 
 

5. Maximize your home´s sales potential. 

Each year, corporate North America spends billions on product and packaging design. Appearance is 
critical, and it would be foolish to ignore this when selling your home. 
 
 

You may not be able to change your home´s location or floor plan, but you can do a lot to improve its 
appearance. The look and feel of your home generates a greater emotional response than any other 
factor. Clean like you´ve never cleaned before. Pick up, straighten, unclutter, scrub, scour and dust. Fix 
everything, no matter how insignificant it may appear. Present your home to get a "wow" response from 
prospective buyers. 



 
 

Allow the buyers to imagine themselves living in your home. The decision to buy a home is based on 
emotion, not logic. Prospective buyers want to try on your home just like they would a new suit of 
clothes. If you follow them around pointing out improvements or if your decor is so different that it´s 
difficult for a buyer to strip it away in his or her mind, you make it difficult for them to feel comfortable 
enough to imagine themselves an owner.  
 
 

6. Make it easy for prospects to get information on your home. 

You may be surprised to know that some marketing tools that most agents use to sell homes (e.g. 
traditional open houses) are actually not very effective. In fact only 1% of homes are sold at an open 
house. 
 
 

Furthermore, the prospects calling for information on your home probably value their time as much as 
you do. The last thing they want to be subjected to is either a game of telephone tag with an agent, or 
an unwanted sales pitch. Make sure the ads your agent places for your home are attached to a 24 hour 
prerecorded hotline with a specific ID# for your home which gives buyers access to detailed information 
about your property day or night 7 days a week without having to talk to anyone. It´s been proven that 
3 times as many buyers call for information on your home under this system. And remember, the more 
buyers you have competing for your home the better, because it sets up an auction-like atmosphere that 
puts you in the driver´s seat.  
 
 

7. Know your buyer. 

In the negotiation process, your objective is to control the pace and set the duration. What is your 
buyer´s motivation? Does s/he need to move quickly? Does s/he have enough money to pay you your 
asking price? Knowing this information gives you the upper hand in the negotiation because you know 
how far you can push to get what you want. 
 
 

8. Make sure the contract is complete. 

For your part as a seller, make sure you disclose everything. Smart sellers proactively go above and 
beyond the laws to disclose all known defects to their buyers in writing. If the buyer knows about a 
problem, s/he can´t come back with a lawsuit later on. 
 
 

Make sure all terms, costs and responsibilities are spelled out in the contract of sale, and resist the 
temptation to diverge from the contract. For example, if the buyer requests a move-in prior to closing, 



just say no. Now is not the time to take any chances of the deal falling through. 
 
 

9. Don´t move out before you sell. 

Studies have shown that it is more difficult to sell a home that is vacant because it looks forlorn, 
forgotten, simply not appealing. It could even cost you thousands. If you move, you´re also telling 
buyers that you have a new home and are probably highly motivated to sell fast. This, of course, will give 
them the advantage at the negotiating table. 
 
 
 

For more information about any of our innovative homeowners programs, give us a call. 
 



STEPS TO MAKING AN OPEN HOUSE 
SUCCESSFUL 

For many people, running an open house is an efficient way of getting the most exposure to sell a house, 
in the shortest amount of time. Whether you sell real estate part-time or full-time, open houses allow a 
great networking opportunity for real estate agents, real estate brokers, and buyers. There are pros and 
cons for open houses. 

Everyone agrees that open houses can only be helpful for so long. In most cases, an agent will have not 
more than two open houses per house. A rule of thumb is that if a house has not sold by the time the 
second open house rolls around, you might need to rethink their selling strategy. 

Often times the successful sale of a home is directly related to an open house. A good open house that is 
well planned and organized is a continuing source of new business. If it is not well organized, it can be a 
complete waste of time for everyone involved. To be successful, change the focus of an open house from 
reactive to proactive. 

Many real estate agents tease about the"3P approach." This approach consists of placing an ad, 
pounding directional signs in the ground at the corner, and pray someone shows up. 

The reactive scenario would be that a potential buyer shows up at the house, and is greeted by you. You 
inform the prospective buyer that if they have any questions to let you know, you take a comfortable seat 
on the couch, and wait. This is not going to help getting the house sold. 

A proactive approach plays out where potential buyers show up and you first start by introducing yourself, 
handing out your business card. Next, you provide the buyers with an informational or spec sheet, 
summarizing the amenities of the house as well as any warranties. At this point, you have a wide open 
door to answer questions and "show" the house to the interested parties. 

To have a well-rounded open house that reaches out to as many people as possible, some things 
you can do include: 

· Invite Friends And Neighbors- Get in touch with past clients, family members, friends and acquaintances 
to provide them with the open house information and invite them to stop by. At this point, you should let 
them know there will be refreshments and that this is an ideal opportunity to see them. This shows 
everyone contacted that you are interested in keeping in touch and again, provides great word of mouth 
advertising. Stop by or send flyers to neighbors in the surrounding area. Although some sellers are 
uncomfortable with neighbors coming to their home, there are advantages in that one of them may know 
of someone looking for a home just like yours. 

· Directional Signs - When putting up directional signs at the corners, if any of the corners are actually a 
part of someone's property, you should ask permission before the sign goes up. Not only is this 
considerate but it also makes a connection and could spark some interest in that neighbor learning more 
about the sale of the house. 

· Be Ready - It is imperative that you be prepared to firm up an offer there on the spot. If the right buyer 
walks in and falls in love with the house immediately, you do not want them to walk away without making 
an offer. Therefore, all documentation required to close a deal should be at the open house. 

When you think about it, there are two primary reasons open houses are offered - to attract prospective 
buyers in general and find a buyer for a particular house. 



With technological advances, there are new options for hosting an exceptional open house. Here are 
some ways in which technology can help: 

· Use the strength of networking with other agents. Compile e-mail lists of sales associates as a means of 
spreading the word. However, before anyone's name is added to an e-mail list, you need to obtain 
permission to avoid spamming. Prior to the open house, send out photos or actual invitations to attending 
person or to take a virtual tour on the Internet. · Involve prospects interested in the house. Using a digital 
camera, take photos of the house and then e-mail interested parties the photos. Keeping the house fresh 
in a person's mind will help increase the potential interest level. · Have business cards made for a specific 
open house. These cards can be made using a home computer for very little money. On one side, your 
information would be listed and on the other side, the open house information. · Have samples of your 
newsletter at the open house and when a potential buyer signs in offer to sign them up to receive their 
own copy. · Keeping copies of virtual presentations saved on disks on hand at the open house is a great 
idea for serious lookers. The presentation would include information specific to the home but also local 
schools, hospitals, merchants, etc. 

Pros 

Many agents feel strongly that open houses are a tradition and sellers expect it as part of the deal, 
another form of advertising. Open houses in big cities or suburban communities have become a part of 
Saturday or Sunday afternoons. Often people will go to open houses whether buying a home or not. Even 
if someone comes through not interested in the house, this is yet another media for advertising. For 
example, a couple is visiting open houses as something to do on a Saturday afternoon. They walk into 
one particular house and immediately think of a family member looking for a house. Each time a house is 
shown, one more person is aware of its existence. 

One advantage of an open house is that it keeps sellers alert, meaning that they know their home has to 
be in order (clean, maintained) since a buyer could walk through in an hour's notice. 

Another positive aspect of open houses is that they provide good feedback. This is a great way to learn 
information from potential buyers about comparisons for other homes and pricing. 

Cons 

Some agents and brokers view open houses as a waste of time for sellers and buyers alike. The 
concerns are that many people who come to open houses are first-time buyers, meaning they may not 
even have the proper credentials for going to an open house and making an offer. They are usually 
strapped for cash and struggle with down payments and closing costs. 

Another down side is that because not everyone visiting open houses are in the buying market, you end 
up with neighbors who have never been inside your home being curious or sellers checking out the 
competition. However, remember, it only takes one person - the right person. 

Offering an open house is a decision that needs to be agreed on between you and the seller. When 
weighing out all the odds, open houses still offer a great networking system, security to the buyer, and 
excellent visibility. 

 



Simple Tips for Better Home Showings 
1. Remove clutter and clear off counters. Throw out stacks of newspapers 
and magazines and stow away most of your small decorative items. Put excess 
furniture in storage, and remove out-of-season clothing items that are cramping 
closet space. Don’t forget to clean out the garage, too. 
 
2. Wash your windows and screens. This will help get more light into the 
interior of the home. 
 
3. Keep everything extra clean. A clean house will make a strong first 
impression and send a message to buyers that the home has been well-cared 
for. Wash fingerprints from light switch plates, mop and wax floors, and clean 
the stove and refrigerator. Polish your doorknobs and address numbers. It’s 
worth hiring a cleaning service if you can afford it. 
 
4. Get rid of smells. Clean carpeting and drapes to eliminate cooking odors, 
smoke, and pet smells. Open the windows to air out the house. Potpourri or 
scented candles will help. 
 
5. Brighten your rooms. Put higher wattage bulbs in light fixtures to brighten 
up rooms and basements. Replace any burned-out bulbs in closets. Clean the 
walls, or better yet, brush on a fresh coat of neutral color paint. 
 
6. Don’t disregard minor repairs. Small problems such as sticky doors, torn 
screens, cracked caulking, or a dripping faucet may seem trivial, but they’ll give 
buyers the impression that the house isn’t well-maintained. 
 
7. Tidy your yard. Cut the grass, rake the leaves, add new mulch, trim the 
bushes, edge the walkways, and clean the gutters. For added curb appeal, 
place a pot of bright flowers near the entryway. 
 
8. Patch holes. Repair any holes in your driveway and reapply sealant, if 
applicable. 
 
9. Add a touch of color in the living room. A colored afghan or throw on the 
couch will jazz up a dull room. Buy new accent pillows for the sofa. 
 
10. Buy a flowering plant and put it near a window you pass by frequently. 
 
11. Make centerpieces for your tables. Use brightly colored fruit or flowers. 



 
12. Set the scene. Set the table with fancy dishes and candles, and create 
other vignettes throughout the home to help buyers picture living there. For 
example, in the basement you might display a chess game in progress. 
 
13. Replace heavy curtains with sheer ones that let in more light. Show off 
the view if you have one. 
 
14. Accentuate the fireplace. Lay fresh logs in the fireplace or put a basket of 
flowers there if it’s not in use. 
 
15. Make the bathrooms feel luxurious. Put away those old towels and 
toothbrushes. When buyers enter your bathroom, they should feel pampered. 
Add a new shower curtain, new towels, and fancy guest soaps. Make sure your 
personal toiletry items are out of sight. 
 
16. Send your pets to a neighbor or take them outside. If that’s not possible, 
crate them or confine them to one room (ideally in the basement), and let the 
real estate practitioner know where they’ll be to eliminate surprises. 
 
17. Lock up valuables, jewelry, and money. While a real estate salesperson 
will be on site during the showing or open house, it’s impossible to watch 
everyone all the time. 
 
18. Leave the home. It’s usually best if the sellers are not at home. It’s 
awkward for prospective buyers to look in your closets and express their 
opinions of your home with you there. 

 



Simple Fix-Ups Pay Off Big for Sellers  
  

 
Forget about overhauling the kitchen or redoing the bathroom. The fix-ups that pay off the most are often the 
simpler and more mundane, says Diane Saatchi, senior vice president at the Corcoran Group in New York.  
 
Her specialty is selling high-end properties in the Hamptons. She recommends that sellers focus their 
improvements on small exterior changes rather than big-ticket projects inside the home. "Make the outside of the 
house look really great so that people fall in love between getting out of the car and the front door," Saatchi says. 
 
That includes repainting the trim and adding new hardware, manicuring trees and shrubs, replacing old siding and 
replacing windows that aren´t energy efficient. 
 
Nationally, returns for all major home-improvement projects are fetching 70 cents on the dollar, according to a 
Remodeling magazine´s survey of real-estate professionals conducted late last year. That's down from 80 cents in 
2004.  
 
Source: The Wall Street Journal, M.P. McQueen (05/15/2008) 

 



SHOWING YOUR HOME TRICKS 
When you have your home on the market, it needs to be ready to show at all times. Now of course you won't have 
someone showing up at 7:00 a.m. or 10:00 p.m., but during reasonable hours, your home could be shown multiple times 
through the day and evening. 

Having your agent put a lock box outside will allow them easy access without bothering you. Lock boxes contain a house 
key, and only licensed agents will have access. 

If you have indoor pets or some other situation where a lock box wouldn't work, agents can schedule appointments, 
which gives you a little advanced notice. Keep in mind that they could call 10 minutes before a showing although usually 
you will get an hour or two notice. Therefore, the best plan of action is to be prepared at all times. If an agent requests a 
showing and you refuse, instead of rescheduling, more than likely the potential buyers will just move on to the next 
house, meaning you've lost a possible sale. You never know what a showing will turn into a contract. 

Stay away 

If possible, don't be home when agents show your home. This allows the prospective buyer to look around at leisure and 
ask questions without pressure. If you're home. For example, in the middle of cooking dinner, stay out of the way and 
don't volunteer any information unless directly asked a question. Otherwise, let the agent do the talking. 

Environment 

If your home is being shown in the summer, make sure your home is cool on the inside just as you would keep it warm in 
the winter. You want to do everything possible to make your home feel like a home, which is what appeals to potential 
buyers and it leaves a lasting memory. 

Cleanliness 

Your home doesn't have to look like it just came off the cover of Better Homes and Gardens, but you should do your best 
to have it clean and tidy. Make sure there are no papers scattered about, the sink is empty of dirty dishes, toys are 
picked up and put away, and things are dusted and vacuumed. 

Lighting 

When you know someone is coming, ensure that appropriate lighting is on. At night, this would include front and 
backyard lights. This provides a cozy feeling and makes your home more inviting. 

Repairs 

If you notice rooms or areas that need paint touch-up or complete repainting, this is the time to do it. Make sure there is 
no torn wallpaper, gouges in the wall, etc. These types of things should all be fixed prior to your home going on the 
market. 

Fragrances 

Try to avoid scented sprays such as room fresheners or carpet deodorizers. Even if you use these products on a normal 
basis, to the buyer, it might appear as though you're trying to mask some other type of odor. If you do want to have a 
nice fresh fragrance, consider fresh cut flowers, potpourri, or a soft-scented candle. A great home remedy is to mix one 
tablespoon of each - nutmeg, cinnamon, ginger, and pumpkin spice. Pour all into a small saucepan filled with one cup of 



water, blend well, and simmer. Another option is to place a couple drops of vanilla extract directly onto the stove burner 
and heat quickly. The aroma is wonderful. Either option will give your home the fragrance of a nice home-cooked meal. 
Just don't use anything too overpowering since you don't know if the potential buyers have allergies or not. 

Visuals 

Set a bowl of colorful, fresh fruit out on the kitchen table. Perhaps a soft throw blanket over the back of a recliner, 
magazines neatly fanned on the coffee table, or a couple candles glowing in the bathroom. These things make your 
home more homey and inviting. Just take a quick look around each room and see if there are things you can do to add a 
nice, finishing touch. If you need more ideas, look through some home decorating magazines for quick ideas. 

Trash 

Make sure the trashcans in all rooms are kept emptied, especially the kitchen trash where food items are thrown, and 
bathroom trashcans that might contain personal items. When people look at your home, you want to leave a positive 
impression. Seeing overflowing trash isn't the way to go about it. 

Don't forget the garage 

Make sure you don't forget the garage. Keep your tools and storage items neatly arranged. If there are oil stains on the 
garage floor, use some sand and newspaper to wipe it up. This is just another room of the house and it should get the 
same level of attention. 

Pets 

This can be a little tricky. Make sure your listing mentions that you have pets. First, you don't want them to accidentally 
escape and second, you want people who might have allergies or be fearful of pets to be aware they're in the home. If 
possible, remove your pets prior to the showing. If you can't do this, try to put them in a kennel, the backyard, or garage 
where they will be out of the way. 

 

 

  
 



Selling During the Winter Holiday Season 
  

Holiday festivities abound at this time of year. If your home is on the market, your 
celebrations may feel constrained by the need to keep your home ready for a 
showing at a moment’s notice. Your family’s favorite holiday decorations may have 
been replaced this year with less traditional winter décor. Fortunately, your efforts to 
reach out to potential buyers could definitely pay off in the long run! 

During the time leading up to the winter holidays, people refocus their priorities on 
their home and family. There is a feeling of wellbeing that is not always present 
throughout the year. The arrival of the New Year brings a sense of starting over. 
Consequently, most sellers and brokers who have sold a home during the holiday 
season remember the experience as a positive one. 

Buyers are in short supply during this time of year, but some people have no choice 
but to purchase a home due to relocation or family changes. Sellers may need to be 
more flexible in their selling price and other areas of the negotiations, because 
buyers are in high demand. However, there are far fewer homes on the market 
during the winter holiday season. The net result of all these combined factors really 
depends on the home and the potential buyer. When your home offers the features 
and amenities that a potential buyer is looking for, you are more likely to sell it 
quickly in the winter than during the spring or summer buying season.  

Your home may be looking its best this time of year. Exterior blemishes might be 
hidden by a layer of fluffy snow and your front door is probably adorned with a 
festive wreath. You may have a beautiful tree adorning your front windows and a 
fire crackling in the fireplace. Your home may smell festive with the scents of 
baking, pine, and other holiday aromas. There is no better time to show your home 
to potential buyers than when you already are paying careful attention to your 
home’s appearance. Think of it as doing half the work that you would need to do 
during the summer. 

One trick for selling during the winter is to use incentives. If you can cover the 
buyer’s closing costs, or a portion thereof, you may attract potential buyers to your 
home by advertising this information. Some realtors advise their winter sellers to 
offer a “decorating allowance” (a.k.a., a cash bonus) for purchasing their home 
during the winter months. Other realtors call this a “landscaping allowance,” since in 
most areas the buyer will be unable to view the home’s landscaping until spring 
thaws the layer of snow that covers it. 



The best news for sellers who decide to place or leave their home on the market 
during the winter holiday season is that people rarely “browse” homes at this time of 
year. Those potential buyers who visit your home are serious about buying it and 
are often in a hurry to do so. 

This simplifies your job as a seller. With serious buyers and an already festive 
décor, you are well on the road to selling your home! 

Ask your realtor for valuable insights about wintertime selling, as well as tips that 
can be useful for preparing your home for sale regardless of the season. Realtors 
have experience with home sales throughout the year and they know what attracts 
buyers in your specific area. 

 



SECRETS REVEALED!   
HOW TO SPRUCE UP YOUR HOME SO IT SELLS FOR 

MORE 
  

 Before selling your home you should take a fix-it inventory of your house to see what needs to be done to 
prepare the house for sale. After all, you may be okay with the worn spot in the carpet in the den, but your buyer 
may not.  
  
Fix-ups don't have to be expensive. Below  are a couple suggestions that you can handle when you're pressed 
for time and money.  It´s always best to take care of these as soon as possible, before you´re ever considering 
the sale of your home.  
  

* BATHROOM: This room is the one that can be rejuvenated for the least amount of money. A new medicine 
cabinet, for instance, with better lighting and larger storage capacity can give your bathroom a complete new 
look. Cost:$150 or less.  
  

The shower is for more than just keeping the dirt off. It also provides a wake-up call, gives you relaxation and a 
place for pure, hot satisfaction. A new shower head can do wonders. You may find that in one house the water 
pressure is so high that it can literally throw you up against the wall. Or, perhaps worse yet, a water pressure so 
low that you have to run around in the shower to get wet. A replacement shower head complete with four 
settings) may cost $39 or less and takes less than 10 minutes to install. 

If you're in a 25 to 30-year-old home, more than likely you have those pseudo-chrome-plated towel racks that are 
more fitting to a gymnasium than a home bathroom. Towel racks run as low as $10 and can help you refit the 
whole look.  
  

With these few changes in the bathroom, this part of the house is ready for when you want to sell, and you'll even 
get a chance to enjoy the new look before you hand over the keys to new owners.  
  

* PAINTING: Applying anew coat of paint to the interior can do wonders for the look and feel of your house. 
Painting is one of the most inexpensive makeovers, yet one of the most effective. A couple of cans of good paint 
run about $50. Additional equipment (brushes, rollers, drop-cloths, etc.) will cost between $30 and $50, and, in a 
day, you've given one of your rooms a complete new look.  
  

Every homeowner ought to budget the time and money to paint the exterior on a regular basis. Painting your 
house every two to three years keeps the exterior in good condition and provides you with the opportunity to 
inspect more closely the parts of the house you normally would not get access to on a regular basis, such as the 
eaves and overhangs.  
  

While it would be difficult to paint the whole house for under $200, try attacking the trim first. With a couple of 
cans of paint, you could probably take care of the shutters and door. A fresh coat of paint on these items does 
wonders for the look of the rest of your house. In addition, who says you have to paint the whole house at once, 
anyway?  
  

These are just a couple of things you can to spruce up your house. You´ll be surprised at how a quick fix here 
and there will make your house look almost new again! 

 



Questions to Ask When Choosing a 
REALTOR® 

  

Make sure you choose a REALTOR® who will provide top-notch service and meet your unique 
needs. 
 
1. How long have you been in residential real estate sales? Is it your full-time job? While 
experience is no guarantee of skill, real estate — like many other professions — is mostly learned 
on the job. 
 
2. What designations do you hold? Designations such as GRI and CRS® — which require that 
agents take additional, specialized real estate training — are held by only about one-quarter of real 
estate practitioners. 
 
3. How many homes did you and your real estate brokerage sell last year? By asking this 
question, you’ll get a good idea of how much experience the practitioner has. 
 
4. How many days did it take you to sell the average home? How did that compare to the 
overall market?  
The REALTOR® you interview should have these facts on hand, and be able to present market 
statistics from the local MLS to provide a comparison. 
 
5. How close to the initial asking prices of the homes you sold were the final sale prices? 
This is one indication of how skilled the REALTOR® is at pricing homes and marketing to suitable 
buyers. Of course, other factors also may be at play, including an exceptionally hot or cool real 
estate market. 
 
6. What types of specific marketing systems and approaches will you use to sell my home? 
You don’t want someone who’s going to put a For Sale sign in the yard and hope for the best. Look 
for someone who has aggressive and innovative approaches, and knows how to market your 
property competitively on the Internet. Buyers today want information fast, so it’s important that 
your REALTOR® is responsive. 
 
7. Will you represent me exclusively, or will you represent both the buyer and the seller in 
the transaction? While it’s usually legal to represent both parties in a transaction, it’s important to 
understand where the practitioner’s obligations lie. Your REALTOR® should explain his or her 
agency relationship to you and describe the rights of each party. 
 
8. Can you recommend service providers who can help me obtain a mortgage, make home 



repairs, and help with other things I need done? Because REALTORS® are immersed in the 
industry, they’re wonderful resources as you seek lenders, home improvement companies, and 
other home service providers. Practitioners should generally recommend more than one provider 
and let you know if they have any special relationship with or receive compensation from any of the 
providers. 
 
9. What type of support and supervision does your brokerage office provide to you? Having 
resources such as in-house support staff, access to a real estate attorney, and assistance with 
technology can help an agent sell your home. 
 
10. What’s your business philosophy? While there’s no right answer to this question, the 
response will help you assess what’s important to the agent and determine how closely the agent’s 
goals and business em 

 



Preparing for a Buyer’s Inspection 
  

You have a contract on your house and now your potential buyers are hiring a home 
inspector. Typically, only major defects become a major point of negotiation or concern 
with your buyer. Yet, if the inspection report shows a long list of minor problems, it 
could become a major concern for your buyer. You can facilitate a smooth home 
inspection and reduce the number of minor issues your inspector might find by doing a 
little pre-inspection of your own. The items on this list are not a complete list of what 
the home inspector will be checking. However, many of the items on this checklist are 
easy to fix and will quite easily improve the impression your home gives to your home 
buyer. 

OUTSIDE 

• Check that doorbells work.  
• Check for missing roof shingles.  
• Check for loose/damaged/clogged gutters/downspouts.  
• Check attic ventilation and condition of vent screens.  
• Check to see if there is standing water, especially near the foundation, after 

irrigation or rainfall.  
• Check for cracks in foundation walls.  
• Check structure (including attic and foundation crawl space) for pests (termites, 

wasps, spiders, nests, etc.).  
• Check exterior weatherproofing (stain, paint, etc.).  
• Check for any wood in direct contact with soil, including fences and gates.  
• Check for loose wiring (electric, cable, phone) and poor wire terminations.  
• Check for holes and damage to siding, doors, windows, and trim so that 

structure is weatherproof.  
• Check that any exterior outlets are weatherproofed and not in permanent use 

for any landscape lighting.  
• Check condition of landscape components (retaining walls, landscaper timbers, 

etc.)  
• Check for overgrown vegetation, especially in walkways; growing on siding, 

roof, chimney, fences, or in gutters; or too close to utility lines.  
• Check for trip hazards in walkways, driveways, and stairways (deterioration, 

vegetation, etc.)  
• Check condition of fences or gates (leaning, damaged).  
• Check for loose, missing, or rusted guardrails and handrails at stairways, decks, 

balconies, and porches.  
• Check that landscape lighting/irrigation systems work, and that sprinklers don’t 

spray on fences or buildings.  
• Check condition of pool and spa, and related equipment and utilities.  
• Check that ponds, fountains, and waterfalls, and related utilities, work properly 



and are protected from children.  

INSIDE 

• Check condition of towel holders and tissue holders.  
• Check condition of bathtubs, showers, and shower doors, and replace old 

shower curtains.  
• Check that safety seal shows on glass doors and floor-to-ceiling windows.  
• Check that carbon monoxide alarms work.  
• Check that smoke alarms work, and that they are present on each floor of multi-

story houses.  
• Check for loose kitchen and bathroom countertops.  
• Check ease of operation for doors (including closet doors and cabinet doors), 

drawers, and windows, including windows nailed or painted shut.  
• Check for missing, loose, or damaged hardware on doors (including closet 

doors and cabinet doors), drawers (stops and guides), and windows.  
• Check that latches/locks work on doors (including closet doors and cabinet 

doors), drawers, and windows.  
• Check for loose glass panes in windows and doors, as well as glass with holes 

or cracks in them.  
• Check for damage to screen windows.  
• Remove excessive storage (closets, attic, and garage).  
• Check for damage to walls and ceilings that need to be patched and painted.  
• Check for moisture stains on ceilings and walls; around doors and windows; 

near sinks, toilets, bathtubs, and showers; and near the dishwasher.  
• Check for loose, missing, or damaged guardrails and handrails in stairways.  
• Check for loose, broken or missing baseboards and door and window moldings.  
• Check for cracked tiles or deteriorated grouting in kitchen and bathrooms.  
• Check that kitchen appliances work.  
• Check that an anti-tip device is installed on the range.  

PLUMBING 

• Check that stoppers work in bathtubs and sinks.  
• Check for clogged drains.  
• Check that toilet seat bolts and screws are tight.  
• Check that faucets don’t drip or leak around the base.  
• Check stop action on faucets handles.  
• Check condition of caulk/grout in bathtubs/showers.  
• Check insulation on water pipes in attic and foundation crawl space.  
• Check for safe and easy access to any water shutoff valves (street curb, 

exterior, water heater, sinks, toilets, washer, etc.).  
• Check for safe and easy access to any gas shutoff valves (meter, furnace, 

water heater, etc.).  
• Check for loose toilets and loose toilet tanks.  



ELECTRICAL 

• Check for safe and easy access to electric panels and main circuit breaker.  
• Check that ceiling fans work on all speeds.  
• Check for burned out light bulbs, including ceiling fans.  
• Check for damaged or loose outlets and light switches, including covers for 

outlets and switches.  
• Check that outlets work.  
• Remove extension cords and outlet multipliers.  
• Check for unplugged appliances, and unplug anything that is unnecessary to 

facilitate outlet testing by the buyer’s home inspector.  
• Check for outdated two-prong outlets and upgrade them to three-prong outlets.  
• Check for properly working GFCI outlets in kitchen, bathrooms, garage, and 

exterior.  
• Check that exhaust fans work in kitchen, bathrooms, and laundry area.  
• Check that any electrical junction boxes have covers.  

MISCELLANEOUS 

• Check that filters are clean (heating and cooling, kitchen range hood, bathroom 
exhaust fans, etc.)  

• Check that dogs or cats are secured or vacationing for a few hours with a family 
member or friend.  

• Check that other pets (birds, snakes, rodents, etc.) are appropriately caged.  
• Certain items should be inspected annually due to their inherently dangerous 

nature. These include gas-using appliances, pool and spa equipment and 
utilities, roof, and the fireplace and chimney. If  

• they have not been inspected within the last 12 months, having it done now can 
make escrow go more smoothly.  

• Check that the fireplace damper opens/closes easily.  
• Check for soot, cobwebs, and wildlife in the fireplace and lower areas of the 

chimney.  
• The Chimney Safety Institute of America (CSIA) recommends that the fireplace 

and chimney undergo a Level II inspection any time real estate ownership is 
transferred, and I recommend having that done before the buyer’s inspection.  

• Check for manufacturer installation instructions, operating instructions, or user 
guides that you can provide to the buyer, especially for kitchen appliances; 
heating and cooling system; water heater; security, irrigation, fire suppression, 
central cleaning, and water modification systems; water well; and septic system.  

• Many home inspectors exclude inspection and testing of some specialized 
systems, such as security and irrigation systems. Once you get the buyer’s 
inspection report, note what the inspector did and did not do or could and could 
not do. Offer to meet with the buyer to demonstrate how those systems are 
operated and maintained, and provide the contact information for any 
companies that regularly service the systems.  

• Check for receipts and warranty papers for any work done on the property, 



particularly for inspections and work done to prepare the property for sale.  
• Contact the NACHI inspector listed below for a pre-listing inspection to 

determine major defects. Identifying them now can make escrow go more 
smoothly.  

 



Prepare Your Home for a Virtual Tour 
With more buyers shopping for homes on the Web, photos and 
virtual tours are a must. There are many things you can do make 
your home shine on camera. 
 
1. Understand the camera’s perspective. The camera’s eye is 
very different from the human eye. It magnifies clutter and poor 
furniture arrangement. To make a home shine in a virtual tour or 
video presentation, cater to the lens. 
 
2. Make the home “Q-tip clean.” Because the camera magnifies 
grime, each room must be spotless. Don’t forget floor coverings 
and walls; a discolored spot on the rug might be overlooked by 
prospects during a regular home showing, but that stain becomes a 
focal point for online viewers. 
 
3. Pack up the clutter. But leave three items of varying heights on 
each surface. For example, on an end table you can place a lamp 
(high), a small plant (medium), and a book (low). 
 
4. Snap pictures. This will give you an idea of what the home will 
look like on camera. Closely examine the photos and list changes 
that would improve each room’s appearance: opening blinds to let 
in natural light, removing magnets from the refrigerator, or taking 
down distracting art. 
 
5. Pare down furniture. Identify one or two pieces of furniture that 
can be removed from each room to make the space appear larger. 
 
6. Rearrange. Spotlight the flow of a space by creating a focal 
point on the furthest wall from the doorway and arranging the other 
pieces of furniture to make a triangle shape. The focal point may be 
a bed in a bedroom or a china cabinet in a dining room. 
 
7. Reaccessorize. Include a healthy plant in every room; the 
camera loves green. Energize bland decor by placing a bright vase 
on a mantle or draping an afghan over a couch. 
 
8. Keep the home in shape. You want buyers who liked what they 



saw online to encounter the same home in person. 
Source: Barb Schwarz, www.StagedHomes.com, Concord, Pa. 

 

http://www.stagedhomes.com/


Parents: 
10 Tips to Prepare Young Children for a Move  

  

  
 

"Allowing your child to decide what to do with his/her worn toys provides them a feeling of 
control in a situation that is largely, out of their control."  

 
 

 
Over the years, many studies have been conducted to define and rank which typical life experiences 
cause the greatest amount of stress for the average adult. For anyone who has had to make a move, it 
probably comes as no surprise that moving ranks within the top 10 of the most stressful 
events3; and once you add children to the equation, the stress level only increases. 
 
 

We have compiled the following tips to help parents prepare their young children for a move, and to also 
help them adjust to their new home and community once the move has taken place.  
 
 

1. Tell your children about the upcoming move as soon as possible. 

Waiting until the For Sale sign appears on your lawn, or having your kids find out about the move from 
neighbors, will only leave them feeling left out and most likely, angry.  
 
 

2. Discuss with your children, in an age-appropriate manner, some of the pros 
and cons of moving. 

Most children get great comfort from simply being heard, and by being assured that their parents are 
committed to helping them adjust to a new environment.  
 
 

3. Encourage your children to help you investigate your new community. 

Most cities or towns have their own website, which they use to advertise and promote life in their 
community. In addition to finding information on the area lifestyle, you should also find a list of the local 
amenities, such as schools, places of worship, recreation centres, community sports associations, and 
parks. Most community sites will also include locations of the nearest shopping malls, movie theatres, 
and special attractions such as water parks, horse stables, and public beaches.  



 
 

4. When packing, resist the urge to throw out all of your children´s old, 
unused toys. 

Instead, ask your children to help you prepare for packing by separating their toys into three piles. Pile 1 
comes with them to the new house. Pile 2 is for donating to a local shelter or community centre, and pile 
3 is only for those toys that they understand are beyond repair, and for safety sake, should be thrown 
away. Allowing your child to decide what to do with his/her worn toys provides them a feeling of control 
in a situation that is largely, out of their control.  
 
 

5. Pack any young children´s belongings last; allowing them prolonged access 
to their familiar possessions reduces their anxiety. 

Ask your children to help you pack some of their belongings into boxes; and be sure to explain that the 
boxes, and every item that goes into the box, is going to be unpacked at the new house. Assemble some 
fun packing materials; a variety of brightly coloured (washable) markers for writing their name on each 
of their own boxes, bubble wrap for swaddling their dolls and soft toys, and a selection of stickers to 
decorate, and easily identify what is in each of their boxes.  
 
 

6. Take your children to visit the new home at least once prior moving day, 
and be sure to keep the visit short, and upbeat. 
 

 
7. Ask your child if he/she would like to have a moving party. 

Invite his/her friends over to enjoy a night of pizza and movies. Take pictures of each guest posing with 
your child using an instant or digital camera. Keep one copy for your child, and give one copy to each 
guest to take with them.  
 
 

8. Most kids make new friends at school fairly easily, but if your moving date 
is scheduled after the end of the school year, your child could be facing a long, 
lonely summer break. 

To keep your child from feeling isolated you will have to take steps to help him/her meet some new 
friends. Soon after moving into your new home, ask your neighbors if there are children of the same age 
close by. Ask those neighbors who have young children if they are interested in allowing your children to 
play together at the local park during supervised play dates.  
 



 

9. Once the move has taken place, organize a "family exploring day". 

Let your children help you plan an afternoon walk, or scenic drive through a specific part of your new 
town. By doing this, you will not only be helping your children to familiarize themselves with their new 
community, but your family will also be creating fun, new memories associated with your new home.  

10. Involve your children in deciding how to decorate their new bedrooms. 

Even the youngest child should have some of their ideas incorporated into the new design. Whether it´s 
a big decision (choosing the wall color), or a small decision (selecting just the right spot for his/her toy 
box), giving your child "a say" helps them to embrace their new space.  
 
 
 

Above all, keep the communication lines open - before, during, and after the move. Depending 
on the child, it can take anywhere from a few days to many months to adjust to their new surroundings.  

 



Negotiating the Highest Price for Your Home 
  

 

Buyers are far more discriminating, and a large percentage of the homes listed for sale don´t sell 
the first time. It´s more critical than ever to learn what you need to know to avoid costly seller 

mistakes in order to sell your home fast and for the most amount of money. 

 
 

 
The single biggest issue on most home sellers' minds when selling their homes is how to achieve 
the highest sale price. And yet most homeowners feel disadvantaged and ill-equipped to achieve 
this goal. Pricing a home is an imperfect science to begin with. Market factors can cause large 
swings affecting pricing. Also the skill of the person responsible for negotiating can also determine 
what your home will sell for.  
 
 

However, negotiating effectively doesn't have to be as difficult or intimidating as you might expect. 
Like anything else, if you have a proven system to follow - and know the signals and the language - 
you can successfully turn the tables to be in your favor.  
 
 

4 Common Negotiating Mistakes Most Home Sellers Make 

Following are 4 common mistakes most home sellers make at the negotiating table:  
 
 

1. Saying too much during an offer  

The first and second rules of effective negotiating are to a) know what you are legally required to divulge, and 
b) don't say anything more than this in front of someone who is not completely representing your interests. It's 
very important that a seller think through every point he or she is going to make . . .before it is spoken. What 
you say can and will be used to your buyer's advantage, so don't say anything more than you have to. For 
example, if you are reviewing an offer in front of both your agent and the buyer's agent, and you mention what 
your "bottom line" price is, you better count on the fact that the buyer's agent will pass this information on to 
your buyer, and you'll probably lose the opportunity of getting a higher price than this. Remember that you 
don't have to say anything in front of the buyer's agent. They are representing the buyer's needs, not yours. It 
is quite acceptable to ask them to leave before you discuss details of the offer with your agent.  
 
 



2. Failing to take time on the counter-offer  

Many sellers feel pressured to respond immediately to a presented offer. Remember that negotiation over price 
is a critical issue, and it is quite within your rights to take the time you need to respond effectively. As 
mentioned, you are certainly within your rights to request a private consultation with your agent, and away 
from the buyer's agent. However, even more than that, you may also want your legal counsel to advise you on 
the next steps. If you find yourself in this situation, request the time to meet with, or fax the offer to, your 
lawyer. A little bit of space, and an objective and knowledgeable third party, will certainly lead to clearer 
thinking and more effective decision making.  
 
 

3. Giving away too much  

Many sellers feel that they have to throw in home fixtures such as appliances, lighting, drapery etc. This is not 
the case. If these items are not specifically detailed in your listing, you are not at all obliged to give them up if 
you don't want to. Holding these items back until make you aware of the implications of dual agency when it 
occurs so you can take away a clear understanding of this important issue. By being aware of these and other 
issues and by seeking the advice of an experienced real estate professional and lawyer, your negotiating skills 
can be more effective in your home selling process. Late in the negotiating process is often an effective way to 
arrive at a price that both seller and buyer can live with. Used this way, these items can become effective 
negotiating tools. If you give them away too early, you may lose any potential leverage. And remember, there 
is nothing stipulating that these items even have to enter into the negotiating process at all. Unless they are 
specifically itemized in your listing, you can treat them entirely outside your home sale.  
 
 

4. Not understanding the issue of "Dual Agency"  

Dual Agency exists when the offer made on your home comes from the same real estate company that you 
listed your home with - i.e. when both you and the buyer are represented by agents who work for the same 
broker-age. When dual agency exists, both your agent and the buyer's agent are legally required to tell each 
other everything that their clients say. Therefore if, you don't want your buyer to know the lowest price you 
will accept, or that you'll toss in the appliances if push comes to shove (and you certainly don't want the buyer 
to know these things), then you should not be divulging this information to your agent - because he or she 
must then pass this information on to the buyer's agent who works for the same company. Your agent should 
make you aware of the implications of dual agency when it occurs so you can take away a clear understanding 
of this important issue.  
 
 
 

By being aware of these and other issues and by seeking the advice of an experienced real estate 
professional and lawyer, your negotiating skills can be more effective in your home selling process.  

 



Low-Cost Ways to Spruce Up Your 
Home's Exterior 

Make your home more appealing for yourself and potential buyers with these quick and 
easy tips:  
 
1. Trim bushes so they don’t block windows or architectural details. 
 
2. Mow your lawn, and turn on the sprinklers for 30 minutes before the showing to make 
the lawn sparkle. 
 
3. Put a pot of bright flowers (or a small evergreen in winter) on your porch. 
 
4. Install new doorknobs on your front door. 
 
5. Repair any cracks in the driveway. 
 
6. Edge the grass around walkways and trees. 
 
7. Keep your garden tools and hoses out of sight. 
 
8. Clear toys from the lawn. 
 
9. Buy a new mailbox. 
 
10. Upgrade your outside lighting. 
 
11. Buy a new doormat for the outside of your front door. 
 
12. Clean your windows, inside and outside. 
 
13. Polish or replace your house numbers. 
 
14. Place a seasonal wreath on your door. 

 



Legal Mistakes to Avoid When Buying or Selling a 
Home 

  

 

"When such a major investment is transferred from one party to another, even the 
subtle legal details need to be taken care of. If not they can turn into major problems if 

handled incorrectly." 

 
 

 
When you're buying or selling a home, there are many important legal issues, large and 
small, that you should be aware of. To begin with, residential real estate is not an 
uncomplicated process. When such a major investment is transferred from one party to 
another, even the subtle legal details need to be taken care of. If not they can turn into 
major problems if not handled correctly.  
 
 

It is essential to be as informed as possible in order to properly protect yourself in the 
process of buying or selling a home. There are several issues that will certainly cost you 
if you are not properly informed. In this report, we identify 3 of the most common of 
these issues.  
 
 

Because there are many legal issues to consider, your first step is to consider choosing 
reputable and experienced professionals to represent your interests. When selecting 
your real estate agent, ensure that you find someone who has extensive experience with 
the process. They should also refer you to a local real estate lawyer who can ensure your 
interests are protected. 
 
 

3 Legal Issues That Could Cost You Thousands  

Following are 3 common examples of legal clauses that can work to your disadvantage if not 
worded correctly: 
 
 

1. Survey Clause  

Home buyers have the right to add a survey clause to the real estate contract on the home they 
wish to purchase. When this home is yours, you should be aware of the implications of this clause. 



Your current survey may no longer be up-to-date if you have had a swimming pool built, or an 
addition added, since the survey was drawn up. If your survey is not up-to-date by these 
standards, the buyer may request an updated survey. The home seller may be required to bear the 
cost to have a new survey prepared. The cost for this process typically runs anywhere from $700 
to $1,000. This is $700-$1,000 less that you will net for your home.  
 
 

An experienced real estate agent should provide you with a survey and it is up to the buyer to 
decide if the survey is acceptable. Your agent should be able to advise you appropriately when 
dealing with this issue, but if you or your agent are unsure, you have the right to consult your 
lawyer before you sign the offer. Don't be afraid to take this important step, as thousands of 
dollars could be riding on the decisions you make at this point.  
 
 

2. Home Inspection Clause  

Some real estate transactions have fallen through because of the wording of the inspection clause. 
This clause previously stated that the buyer has the right to rescind their offer if they were 
dissatisfied with the outcome of a home inspection. In some cases, this was used unfairly against 
the seller when a minor repair issue would give the buyer a legal loophole to their change of heart. 
Meanwhile, the seller lost both time and money because of this technicality. First, they may have 
declined other offers (offers which may now be lost for-ever) in favor of the one which has now 
fallen through, and missed the opportunity for other offers which might have come through during 
the current negotiations. Secondly, their home may have been unfairly labeled as a "problem 
house" which could cost them in terms of the dollar amount of subsequent offers. And thirdly, they 
then found themselves back on the market, incurring the inconvenience and additional carrying 
costs of having to market their property for a longer period of time.  
 
 

This clause should read that the seller has the option to fix any items that the home inspection 
flags. This wording protects both the buyer and the seller. The buyer is assured that the home they 
are buying meets objective structural standards, and the seller is protected against the whim of a 
buyer who changes his/her mind.  
 
 

Not all contracts will be written in this way. Make sure you are working with a lawyer experienced 
in real estate matters to ensure your interests are protected. 
 
 

3. Swimming Pool Clause  

If the home you are buying or selling has a swimming pool, there should be a specific legal clause 
which addresses this costly item. Some contracts are written to provide a warranty to the pool to 
survive closing. The broadness of this wording protects buyers, but is not necessarily in the best 
interest of sellers who might instead request that the clause be worded to indicate that, at the time 



of closing, they believe the pool to be in good working condition.  
 
 

The existence of a pool in any home negotiation is certainly reason enough to ensure that you seek 
advice from a real estate professional and obtain legal counsel so that your interests are 
represented properly.  
 
 
 

By being aware of these and other legal issues, and by seeking advice from an 
experienced real estate professional and obtaining legal counsel, you can protect 
yourself against unnecessary cost and potential hardship. 

 



Is Your Home Still On the Market? Find Out Why! 

  
Several key things can keep buyers away from your home. Some of these 
deterrents prevent buyers from even looking at the inside of your home, 
meaning that all your preparations have been done in vain. 
 
Consider Your Price 
If few or no buyers are coming to see your home, it may be listed at a price 
that the market cannot support. Sometimes sellers list a home for more than 
they expect to sell it for, leaving them room for negotiation. They think this will 
guarantee that they get the price that they want for their home. 
 
In today’s housing market, this is simply not the case. In some areas of the 
country, sellers benefit by pricing their home about ten percent lower than 
their anticipated sale price. Then buyers compete for the right to purchase the 
home. 
 
Of course, your home’s worth is an important consideration. Sometimes, a 
lower-valued home in an area filled with high-value homes will not sell simply 
because it is not worth as much as the higher-priced comparable properties. 
 
Examine Your Photo 
Curb appeal is the number-one reason that people look at your home. If your 
MLS photo (the one that appears on realtors’ websites) is not appealing, 
clean up the exterior and request a new photo.  
 
Good realtors know that a great photo increases your chances of having 
people visit your home. If a photo does not frame a home as it should, a 
realtor should give his or her client tips for presenting the home’s true 
appearance more favorably. 
 
If you are not happy with your home’s photo, submit a new photo to your 
agent or request a new photography session. 
 
Inspect Your Home 
Cleanliness attracts buyers! This is a plain and simple fact. Buyers do not like 
dirty homes, inside or out. When you know that a potential buyer is coming 
over for a showing, take some time to clean up the house. 
 



You must impress not only potential buyers, but also agents. After an agent 
sees several potential buyers reject your home because it is dirty, they will 
stop recommending it to others. Word of mouth spreads among realtors. And 
naturally, if agents do not show your home, buyers cannot buy it. 
 
Cleaning your home means more than just doing the dishes. You need to 
detail your home as you would a car. Clean the floors get rid of the clutter. 
Make the beds. Clean out your garage and make sure the bathrooms are 
immaculate. If you are not willing to put forth the effort necessary to get your 
home seen, you cannot expect it to sell. 
 
Does Your Home Have Curb Appeal? 
Drive past your home as if you were a potential buyer. Is the lawn neatly 
mowed? Are the shrubs neat and tidy? Are the windows clean?  
 
If your answer is no, this may explain why your home is not selling. Use a 
weekend or two to spruce up your home before you place the for-sale sign in 
the front lawn. Otherwise, you run the risk that people who drive by will keep 
driving without stopping. 
 
Curb appeal is important, because it is the first thing a buyer sees when 
looking at a home. Do not miss out on a potential sale simply because you 
chose not to mow your lawn one week. 
 
Periodically check your home’s curb appeal throughout the sales process, 
making sure that you are putting your best foot forward. 
 
Once you have addressed these issues, you probably will find that potential 
buyers and agents are much more interested in your home. Your home must 
attract people. Otherwise, you will be stuck with a home that will not sell. 

 



HOW TO SELL YOUR HOME FOR TOP DOLLAR - 
FAST! 

"No matter what I do, I just can't sell my home," you exclaim!  
  

Actually, most homes can be sold in today's market in a reasonable amount of time, generally within two 
or three months, and most sellers are getting close to their asking prices.  
  

There are nine steps in selling a home. If you're having a problem selling your home, review the following 
to try and determine where the problem lies:  
  

* STEP 1 - ANALYSIS: The critical element is to correctly predict the price your home will bring in current 
market conditions. When you get the expected value of your home wrong, you're in for trouble from the 
start. The typical problem is that a home is priced too high for the market. This is the case for the majority 
of homes currently for sale. It is either the fault of the agent, the seller or both. You decide.  
  

* STEP 2 - MULTIPLE LISTING SERVICE WORDS AND PRICE: The data entered into the Multiple 
Listing Service computer will affect the number of times your home's information appears in other agents' 
computer searches of properties to consider. It will also determine whether your home will be shown to a 
prospective buyer. Carefully review the words and the price.  

 
* STEP 3 - TRAFFIC: A home needs at least three or four showings weekly in order to confirm that it is "in 
tune" with the market. If few agents call to show your home, the problem is certainly in steps 1 or 2 above. 
 
* STEP 4 - REMEMBERING: It is important that the buyer is able to remember your home. The brochure 
he or she has picked up in your home will help. It is critical at this stage for the buyer to rank your home 
among the best of the 30, 40 or 50 he or she has seen and to keep it under active consideration. Be sure 
your home's brochure is well prepared. 
 
*STEP 5 - RETURN FOR A SECOND VISIT: If the buyer decides to return for a second visit, either he or 
she has forgotten some detail or, more likely, your home is on his or her "short list." It is most important to 
alert your agent promptly and to put your home's best foot forward at such a critical time.  
  

* STEP 6 - THE OFFER: When you receive a written offer, your home is almost sold: At this point most 
buyers have decided your home is the one. But be careful: Many will have a second choice, and a good 
buyer-broker will not forget to mention this when the contract is presented.  
  

* STEP 7 - AGREEMENT: Assuming you have a serious buyer and you have avoided an emotional 
conflagration, you will come to an agreement. What is said during negotiations is often less important 
than how it is said. What is not said can be critical. 
  
* STEP 8 - REMOVAL OF CONTINGENCIES: Although you can hit a bump or two at this stage, they 
normally are not fatal. Possible problems that can surface very late in the game are a low appraisal or 
lack of loan approval. While these are serious problems indeed, especially in the week or two before 
settlement, they can usually be resolved with the help of experienced agents.  
  



* STEP 9 - FINAL INSPECTION AND SETTLEMENT: When you get to the settlement table, the only 
issue remaining is usually the result of the buyer's final inspection. Any findings are customarily minor. At 
this point significant problems are unthinkable, so relax and keep signing.  
  

So there you have it. There's no excuse for not selling your home. You and your agent should be able to 
pinpoint and resolve any problem. Save time and fix the problem today. 

 



How To Package Your Home To Sell  
  

After a full day of house hunting, even the hardiest shopper has 
difficulty remembering each home visited. A selling display featuring 
your property's benefits is a great way to be sure your home stands 
out in the shopper's memory. We've used the following marketing 
strategies to successfully sell many homes. They could work for you 
too!  

Your home's memory points can be mounted attractively on a poster 
or in a looseleaf binder or photo album and displayed on your dining 
table or near the front door.  

Home shoppers appreciate a memory-jogging take-home flyer, 
summarizing the display information for later study. The flyer should 
always include the property address, price, brief description and 
agent's name and phone number. 
  
Each home will have its own outstanding features. When we talk 
about a marketing strategy for your home, we will consider what to 
include in your display and on the flyer. Here are some worthwhile 
ideas:  

Capital improvements. 

Include project description, year completed and your investment in 
the improvements.  

Upgrades or replacements. 

List new appliances, paint, wallpaper, attic fan -- anything you've 
accomplished that buyers won't have to do after move-in. Mention 
special features and benefits. For example: "Easy-care kitchen 
range with self-cleaning oven, sealed burners, electronic ignition, 
digital controls; 1992."  

Energy-saving features. 

Cite money-saving extra insulation, high-efficiency heating/cooling 
system, thermal double-pane windows, etc.  



Average annual utility bills. 

Also mention affordable property taxes. Buyers want to know!  

Floor plan. 

Show room arrangement and dimensions. New-home builders and 
renovators can often provide floor plans, or one can be drawn for 
your home.  

House illustrated. 

Picture your home in your display and on the flyer. Architect's 
renderings may be available from the original builder.  

Gardening highlights. 

Sketch the landscaping plan to show the work you've done. Identify 
trees and plants, especially if you have unusual ones. Provide 
photos of bushes and flowers in full bloom, if you're selling off-
season.  

Pre-listing home inspection report. 

Impress buyers with proof of your home's excellent condition. Show 
receipts for correcting any problems the inspector noted.  

Neighborhood map. 

Highlight nearby schools, convenient transportation, shopping, 
parks, libraries, hospitals, and any other amenities or points of 
interest. Your kids can help color the map!  

School data. 

Feature excellent schools. Mention honors and awards, good 
student-teacher ratios, sports and athletics, drama presentations, 
and special programs (i.e. for learning disabilities or English as a 
second language).  



Neighborhood information. 

List neighborhood association dues (if any), annual community 
events, Neighborhood Watch programs, and the like. If yours is a 
friendly, quiet neighborhood, be sure buyers know it!  

Community services. 

Include helpful information such as days for recyclable-material and 
bulk trash pick-ups, availability of swimming pools, children's 
summer day-camps, adult education, and so on.  

 



How to Improve Your Inspection Results  
  

  
OUTSIDE 
  Check that doorbells work. 
  Check for missing roof shingles. 
  Check for loose/damaged/clogged gutters/downspouts. 
  Check attic ventilation and condition of vent screens. 
  Check to see if there is standing water, especially near the foundation, after 

irrigation or rainfall. 
  Check for cracks in foundation walls. 
  Check structure (including attic and foundation crawl space) for pests (termites, 

wasps, spiders, nests, etc.). 
  Check exterior weatherproofing (stain, paint, etc.). 
  Check for any wood in direct contact with soil, including fences and gates. 
  Check for loose wiring (electric, cable, phone) and poor wire terminations. 
  Check for holes and damage to siding, doors, windows, and trim so that 

structure is weatherproof. 
  Check that any exterior outlets are weatherproofed and not in permanent use for 

any landscape 
lighting. 

  Check condition of landscape components 
(retaining walls, landscaper timbers, etc.). 

  Check for overgrown vegetation, especially in walkways; growing on siding, 
roof, chimney, fences, or in gutters; or too close to utility lines. 

  Check for trip hazards in walkways, driveways, and stairways (deterioration, 
vegetation, etc.) 

  Check condition of fences or gates (leaning, 
damaged). 

  Check for loose, missing, or rusted guardrails and handrails at stairways, decks, 
balconies, and porches. 

  Check that landscape lighting/irrigation systems work, and that sprinklers don’t 
spray on fences or buildings. 

  Check condition of pool and spa, and related 
equipment and utilities. 

  Check that ponds, fountains, and waterfalls, and related utilities, work properly 
and are protected from children.   

  
INSIDE 
  Check condition of towel holders and tissue holders. 
  Check condition of bathtubs, showers, and shower doors, and replace old shower 

curtains. 
  Check that safety seal shows on glass doors and floor-to-ceiling windows. 
  Check that carbon monoxide alarms work. 
  Check that smoke alarms work, and that they are present on each floor of multi-

story houses. 
  Check for loose kitchen and bathroom countertops. 
  Check ease of operation for doors (including closet doors and cabinet doors), 



drawers, and windows, including windows nailed or painted shut. 
  Check for missing, loose, or damaged hardware on doors (including closet doors 

and cabinet doors), drawers (stops and guides), and windows. 
  Check that latches/locks work on doors (including closet doors and cabinet 

doors), drawers, and windows. 
  Check for loose glass panes in windows and doors, as well as glass with holes or 

cracks in them. 
  Check for damage to screen windows. 
  Remove excessive storage (closets, attic, and garage). 
  Check for damage to walls and ceilings that need to be patched and painted. 
  Check for moisture stains on ceilings and walls; around doors and windows; 

near sinks, toilets, bathtubs, and showers; and near the dishwasher. 
  Check for loose, missing, or damaged guardrails 

and handrails in stairways. 
  Check for loose, broken or missing baseboards and door and window moldings. 
  Check for cracked tiles or deteriorated grouting in kitchen and bathrooms. 
  Check that kitchen appliances work. 
  Check that an anti-tip device is installed on the range.   
  
PLUMBING 
  Check that stoppers work in bathtubs and sinks. 
  Check for clogged drains. 
  Check that toilet seat bolts and screws are tight. 
  Check that faucets don’t drip 

or leak around the base. 
  Check stop action on faucets handles. 
  Check condition of caulk/grout in bathtubs/showers. 
  Check insulation on water pipes in attic and foundation 

crawl space. 
  Check for safe and easy access to any water shutoff valves (street curb, exterior, 

water heater, sinks, toilets, washer, etc.). 
  Check for safe and easy access to any gas shutoff valves (meter, furnace, water 

heater, etc.). 
  Check for loose toilets and loose toilet tanks.     
ELECTRICAL 

  
  Check for safe and easy access to electric panels and main 

circuit breaker. 
  Check that ceiling fans work on all speeds. 
  Check for burned out light bulbs, including ceiling fans. 
  Check for damaged or loose outlets and light switches, including covers for outlets 

and switches. 
  Check that outlets work. 
  Remove extension cords and outlet multipliers. 
  Check for unplugged appliances, and unplug anything that is unnecessary to 

facilitate outlet testing by the buyer’s home inspector. 
  Check for outdated two-prong outlets and upgrade 

them to three-prong outlets. 
  Check for properly working GFCI outlets in kitchen, bathrooms, garage, and 

exterior. 



  Check that exhaust fans work in kitchen, bathrooms, and laundry area. 
  Check that any electrical junction boxes have covers. 

  
MISCELLANEOUS 

  Check that filters are clean (heating and cooling, kitchen range hood, bathroom 
exhaust fans, etc.) 

  Check that dogs or cats are secured or vacationing for a few hours with a family 
member or friend. 

  Check that other pets (birds, snakes, rodents, etc.) 
are appropriately caged. 

  Certain items should be inspected annually due to their inherently dangerous 
nature. These include 
gas-using appliances, pool and spa equipment and 
utilities, roof, and the fireplace and chimney. If 

they have not been inspected within the last 12 months, having it done now can 
make escrow go more smoothly. 

  Check that the fireplace damper opens/closes easily. 
  Check for soot, cobwebs, and wildlife in the fireplace and lower areas of the 

chimney. 
  The Chimney Safety Institute of America (CSIA) 
recommends that the fireplace and chimney undergo a Level II inspection any time 
real estate ownership is transferred, and I recommend having that done prior to the 
buyer’s inspection.  
  
  Check for manufacturer installation instructions, operating instructions, or user 

guides that you can provide to the buyer, especially for kitchen appliances; 
heating and cooling system; 
water heater; security, irrigation, fire suppression, central cleaning, and water 
modification systems; water well; and septic system. 

  Many home inspectors exclude inspection and testing of some specialized 
systems, such as 
security and irrigation systems. Once you get the 
buyer’s inspection report, note what the inspector did and did not do or could and 
could not do. Offer to meet with the buyer to demonstrate how those systems are 
operated and maintained, and provide 
the contact information for any companies that regularly service the systems. 

  Check for receipts and warranty papers for any work done on the property, 
particularly for 
inspections and work done to prepare the property 
for sale. 



  
OUTSIDE 
  Check that doorbells work. 
  Check for missing roof shingles. 
  Check for loose/damaged/clogged gutters/downspouts. 
  Check attic ventilation and condition of vent screens. 
  Check to see if there is standing water, especially near the foundation, after 

irrigation or rainfall. 
  Check for cracks in foundation walls. 
  Check structure (including attic and foundation crawl space) for pests (termites, 

wasps, spiders, nests, etc.). 
  Check exterior weatherproofing (stain, paint, etc.). 
  Check for any wood in direct contact with soil, including fences and gates. 
  Check for loose wiring (electric, cable, phone) and poor wire terminations. 
  Check for holes and damage to siding, doors, windows, and trim so that 

structure is weatherproof. 
  Check that any exterior outlets are weatherproofed and not in permanent use for 

any landscape 
lighting. 

  Check condition of landscape components 
(retaining walls, landscaper timbers, etc.). 

  Check for overgrown vegetation, especially in walkways; growing on siding, 
roof, chimney, fences, or in gutters; or too close to utility lines. 

  Check for trip hazards in walkways, driveways, and stairways (deterioration, 
vegetation, etc.) 

  Check condition of fences or gates (leaning, 
damaged). 

  Check for loose, missing, or rusted guardrails and handrails at stairways, decks, 
balconies, and porches. 

  Check that landscape lighting/irrigation systems work, and that sprinklers don’t 
spray on fences or buildings. 

  Check condition of pool and spa, and related 
equipment and utilities. 

  Check that ponds, fountains, and waterfalls, and related utilities, work properly 
and are protected from children.   

  
INSIDE 
  Check condition of towel holders and tissue holders. 
  Check condition of bathtubs, showers, and shower doors, and replace old shower 

curtains. 
  Check that safety seal shows on glass doors and floor-to-ceiling windows. 
  Check that carbon monoxide alarms work. 
  Check that smoke alarms work, and that they are present on each floor of multi-

story houses. 
  Check for loose kitchen and bathroom countertops. 
  Check ease of operation for doors (including closet doors and cabinet doors), 

drawers, and windows, including windows nailed or painted shut. 
  Check for missing, loose, or damaged hardware on doors (including closet doors 

and cabinet doors), drawers (stops and guides), and windows. 
  Check that latches/locks work on doors (including closet doors and cabinet 



doors), drawers, and windows. 
  Check for loose glass panes in windows and doors, as well as glass with holes or 

cracks in them. 
  Check for damage to screen windows. 
  Remove excessive storage (closets, attic, and garage). 
  Check for damage to walls and ceilings that need to be patched and painted. 
  Check for moisture stains on ceilings and walls; around doors and windows; 

near sinks, toilets, bathtubs, and showers; and near the dishwasher. 
  Check for loose, missing, or damaged guardrails 

and handrails in stairways. 
  Check for loose, broken or missing baseboards and door and window moldings. 
  Check for cracked tiles or deteriorated grouting in kitchen and bathrooms. 
  Check that kitchen appliances work. 
  Check that an anti-tip device is installed on the range.   
  
PLUMBING 
  Check that stoppers work in bathtubs and sinks. 
  Check for clogged drains. 
  Check that toilet seat bolts and screws are tight. 
  Check that faucets don’t drip 

or leak around the base. 
  Check stop action on faucets handles. 
  Check condition of caulk/grout in bathtubs/showers. 
  Check insulation on water pipes in attic and foundation 

crawl space. 
  Check for safe and easy access to any water shutoff valves (street curb, exterior, 

water heater, sinks, toilets, washer, etc.). 
  Check for safe and easy access to any gas shutoff valves (meter, furnace, water 

heater, etc.). 
  Check for loose toilets and loose toilet tanks.     
ELECTRICAL 

  
  Check for safe and easy access to electric panels and main 

circuit breaker. 
  Check that ceiling fans work on all speeds. 
  Check for burned out light bulbs, including ceiling fans. 
  Check for damaged or loose outlets and light switches, including covers for outlets 

and switches. 
  Check that outlets work. 
  Remove extension cords and outlet multipliers. 
  Check for unplugged appliances, and unplug anything that is unnecessary to 

facilitate outlet testing by the buyer’s home inspector. 
  Check for outdated two-prong outlets and upgrade 

them to three-prong outlets. 
  Check for properly working GFCI outlets in kitchen, bathrooms, garage, and 

exterior. 
  Check that exhaust fans work in kitchen, bathrooms, and laundry area. 
  Check that any electrical junction boxes have covers. 

  



MISCELLANEOUS 
  Check that filters are clean (heating and cooling, kitchen range hood, bathroom 

exhaust fans, etc.) 
  Check that dogs or cats are secured or vacationing for a few hours with a family 

member or friend. 
  Check that other pets (birds, snakes, rodents, etc.) 

are appropriately caged. 
  Certain items should be inspected annually due to their inherently dangerous 

nature. These include 
gas-using appliances, pool and spa equipment and 
utilities, roof, and the fireplace and chimney. If 

they have not been inspected within the last 12 months, having it done now can 
make escrow go more smoothly. 

  Check that the fireplace damper opens/closes easily. 
  Check for soot, cobwebs, and wildlife in the fireplace and lower areas of the 

chimney. 
  The Chimney Safety Institute of America (CSIA) 
recommends that the fireplace and chimney undergo a Level II inspection any time 
real estate ownership is transferred, and I recommend having that done prior to the 
buyer’s inspection.  
  
  Check for manufacturer installation instructions, operating instructions, or user 

guides that you can provide to the buyer, especially for kitchen appliances; 
heating and cooling system; 
water heater; security, irrigation, fire suppression, central cleaning, and water 
modification systems; water well; and septic system. 

  Many home inspectors exclude inspection and testing of some specialized 
systems, such as 
security and irrigation systems. Once you get the 
buyer’s inspection report, note what the inspector did and did not do or could and 
could not do. Offer to meet with the buyer to demonstrate how those systems are 
operated and maintained, and provide 
the contact information for any companies that regularly service the systems. 

  Check for receipts and warranty papers for any work done on the property, 
particularly for 
inspections and work done to prepare the property 
for sale. 

 



How to Improve the Odds of an Offer 
  

1. Price it right. Set a price at the lower end of your property’s realistic price 
range. 
 
2. Prepare for visitors. Get your house market ready at least two weeks 
before you begin showing it. 
 
3. Be flexible about showings. It’s often disruptive to have a house ready to 
show at the spur of the moment. But the more amenable you can be about 
letting people see your home, the sooner you’ll find a buyer. 
 
4. Anticipate the offers. Decide in advance what price and terms you’ll find 
acceptable. 
 
5. Don’t refuse to drop the price. If your home has been on the market for 
more than 30 days without an offer, you should be prepared to at least 
consider lowering your asking price. 
 



HOW TO IDENTIFY THE BEST SEASON TO SELL 
YOUR HOME  

  
  

Realizing the time has come to sell your home can create mass confusion. Timing is everything in real estate; 
however, some also believe one season is better than another to sell your home. 

If you ask a real estate professional when you should sell your home, most will say, "Now is the best time to 
sell your home". 

Real estate today is a year-round business, and most agents will agree that they do nearly as much business in 
December as in June. 

If that is the case, then how do you decide which is the best time of year to list your home? Each season has its 
own characteristic. Let's review each one. 

According to most real estate professionals, spring is the busiest time of the year for buyers and sellers -- 
spring offers the opportunity to showcase their home at its best. There's always something nice about listing 
your home when it's not too hot or too cold out and the air is fresh. 

If you have a green thumb, summer might prove to be the best time to show off your garden. Potential buyers 
come through houses looking for such amenities as a well-cared-for garden. Also, if your kids are away for the 
summer, you might be able to keep their rooms clean from one showing to another. If you have central air, this 
season is also a great time to show it off. This is also a great time to boast about any access to summer 
recreational activities such as a beach, a lake, or community tennis courts or swimming pools. 

A possible downside to showing a house in the summer is that most kids are home, and you'll have to work 
harder to ensure their rooms are maintained clean enough for buyers to get through them. 

Even though falling leaves could make for extra work in the fall, with children back at school, daytime showings 
might be easier to accommodate. The tax benefits of homeownership can be a push for homebuyers to get into 
a new home by December 31. 

Fall is historically a shorter selling season. A home that doesn't sell in the fall can be stigmatized as being held 
over on the market until the New Year. An old listing number in the MLS can give buyers the misleading 
impression that a home has been on the market for a long time and the seller might be willing to accept a lower 
offer. 

Real estate professionals agree that only the most motivated buyers and sellers are active in the market during 
the winter season. 

If you decide to sell your home in the winter, expect the unexpected. You will come across buyers who want 
showings at odd hours, or during your family holiday parties. At this time of year, you can expect potential 
buyers to track mud, snow, and salt through your home 

In conclusion, how do you decide which is the best season to sell? As discussed, every season offer some 
pluses and minuses. If you want to list your home in the spring, you might want to list in mid-January, rather 
than waiting for February or March. On the other hand, you might get even more attention if you wait until mid-
March, when many of the spring houses have already come on the market and buyers are hungry for 



something new. 

Real estate is an industry of immediacy. It's always a good time to sell your home if the price is right, no matter 
what the season. 

 



How to Avoid Getting Stuck With Two Homes 
  

 

"...you could run the risk of owning two homes...if you sell first, you could end up 
homeless"  

 
 

 
We´ve all heard the old saying about being caught between a rock and a hard place. 
Well unfortunately, that´s where most homeowners find themselves when they decide 
to move from one home to another.  
 
 

The Real Estate Catch 22  

You see, if you buy before selling, you could run the risk of owning two homes. Or, just 
as bad, if you sell first, you could end up homeless. That´s what is known as the Real Estate 
Catch 22, and for thousands of homeowners, it´s an extremely stressful position they find 
themselves in. 
 
 

The Solution: How to Avoid The Real Estate Catch 22  

This financial and emotional tightrope is one many homeowners feel they have to walk 
alone. However, you should seek out agents offering specialized programs that can 
eliminate the stress and worry associated with selling and buying another home.  
 
 

The Dilemma  

The biggest dilemma when considering purchasing another home is deciding whether to buy first 
or sell first. Either way is risky because you could end up owning two homes or no home at all. 
Let's face it, the real estate market has become a tough environment for buyers and sellers alike. 
The fact is that it's more difficult to get homes sold today and therefore it's essential that real 
estate agents look for new and innovative ways to meet the demands of the market.  
 
 

The Solution  

A new and innovative program that some agents offer actually guarantees the sale of your home 



and takes away all of the worry and stress associated with selling and buying another home.  
 
 

Here's How it Works  

1. Your agent will prepare a total market analysis including a computerized printout of all 
comparable home sales and listings in your area.  

2. With this information you and your agent can determine a market value for your home.  
3. This establishes your guaranteed price and list price which you will receive up front (in 

writing) before your home is marketed.  
4. You are doubly protected because you know that your home will sell for the guaranteed 

price. However if you receive an offer from an outside buyer for more than the guarantee 
price you get the higher offer.  

5. You can confidently look for your next home and immediately place a firm cash offer (not a 
conditional one) when you find a home you like because you know the minimum that your 
home will sell for and when you can expect to receive the money from it's sale.  

6. This service eliminates the usual stress and worry (the emotional roller coaster ride) of 
whether to buy first or sell first so you can avoid the risk of getting stuck with two homes 
or no home at all.  
 

Remember, not all agents are alike and you should consider only those that can offer 
you the most innovative marketing plan available to ensure that your needs are 
completely and properly met. 

  

 



HOMESELLERS:  How to Get the Price You Want  
(and Need) 

  

  
 

"Depending on how a buyer is made aware of your home, price is often the first thing he or 
she sees. As a result many homes may not be shown because they are discarded by 

prospective buyers for not being in the appropriate price range." 

 
 

 
When you decide to sell your home, setting your asking price is one of the most important 
decisions you will ever make. Depending on how a buyer finds your home, price is often the 
first thing he or she sees, and many homes are discarded by prospective buyers as not 
being in the appropriate price range before these homes are given a chance to be shown.  
 
 

Your asking price is often your home´s first impression, and if you want to realize the most money you 
can from your home´s sale, it is imperative that you make a good first impression.  
 
 

Because this is not as easy as it sounds, your pricing strategy should not be taken lightly. Pricing too 
high can be as costly to a home seller as pricing too low. Taking a look at what homes in your 
neighborhood have sold for is only a small part of the process, and this on it´s own is not nearly 
enough to help you make the best decision.  
 
 

This report will help you understand some important factors about pricing strategy to help you not 
only sell your home, but sell it for the price you want.  
 
 

Pricing Strategy Starts with Good Information  

Before you can begin to know what your home is worth, you should do some research, 
bearing in mind the following: An analysis of what homes have recently sold for in your 
neighborhood is NOT enough to help you properly price your home.  
 
 

A quick scan up and down the street at the prices of homes that have recently sold will give you a 



starting point. However, this is not nearly enough for you to base your entire pricing strategy on. It is 
important for you to understand how buyers look for a home.  
 
 

Think about how you conducted your house hunting search to find the home you are now thinking of 
selling. You most likely did not confine your search to a single neighborhood, but perhaps different 
neighborhoods or towns in order to find a home that best matched your needs and desires.  
 
 

The prospective buyers who will be viewing your home, will conduct their searches in a similar 
manner. That means they will be comparing your home to, for example, brand new development 
homes, century homes, 10-20 year old homes, etc. They will also consider locations such as homes in 
established neighborhoods, the middle of town, the suburbs or country properties. Each home will 
have a different look and feel and it´s quite possible that a prospective buyer might consider all of 
these variables in the search for a home.  
 
 

You can see, when you´re selling your home, you´re not just competing with the home around the 
corner, but also with all homes in other areas which have the same basic characteristics: i.e. number 
of rooms, overall living space, etc.  
 
 

How Sellers Set Their Asking Price 

For you to understand how much to offer for a home you´re interested in, it´s important for you to 
know how sellers price their homes. Here are 4 common strategies you´ll start to recognize when you 
begin to view homes: 
 
 

1. Clearly Overpriced: 

Every seller wants to realize the most amount of money they can for their home, and real estate 
agents know this. If more than one agent is competing for your listing, an easy way to win the battle 
is to over-inflate the value of your home. This is done far too often, with many homes that are priced 
10- 20% over their true market value. 
 
 

This is not in your best interest, because in most cases the market won't be fooled. As a result, your 
home could languish on the market for months, leaving you with a couple of important drawbacks: 

• your home is likely to be labeled as a "troubled" house by other agents, leading to a lower than 
fair market price when an offer is finally made  

• you have been greatly inconvenienced with having to constantly have your home in "showing" 



condition . . . for nothing. These homes often expire off the market, forcing you to go through 
the listing process all over again.  

2. Somewhat Overpriced: 

About 3/4 of the homes on the market are 5-10% overpriced. These homes will also sit on the market 
longer than they should. There is usually one of two factors at play here: either you believe in your 
heart that your home is really worth this much despite what the market has indicated (after all, there's 
a lot of emotion caught up in this issue), OR you've left some room for negotiating. Either way, this 
strategy will cost you both in terms of time on the market and ultimate price received 
 
 

3. Priced Correctly at Market Value 

Some sellers understand that real estate is part of the capitalistic system of supply and demand and 
will carefully and realistically price their homes based on a thorough analysis of other homes on the 
market. These competitively priced homes usually sell within a reasonable time-frame and very close 
to the asking price. 
 
 

4. Priced Below the Fair Market Value 

Some sellers are motivated by a quick sale. These homes attract multiple offers and sell fast - usually 
in a few days - at, or above, the asking price. Be cautious that the agent suggesting this method is 
doing so with your best interest in mind.  

 



Fixing Up Your Home: Protect Your Housing Investment 

Your home is an investment in living as well as in savings. If neglected, it will pay no 
dividends. If properly maintained and improved, it will pay a high yield in comfort and 
usefulness for your family and in avoidance of costly repair bills. Home improvements also 
tend to raise neighborhood standards and, as a result, property values. From an economic 
standpoint, home improvements mean higher employment, increased markets for materials 
and home products--and therefore a more flourishing community.  

If You Do It Yourself  

If you are handy with tools and have the experience, you can save money by doing many 
jobs yourself. But unless you are skilled in wiring, plumbing, installing heat systems, and 
cutting through walls, you should rely on professionals for such work.  

When you buy the required materials, it pays not to skimp. Good materials are not 
necessarily the most expensive. What you need are products that look good, are easy to 
maintain, and last a long time. Buy only from reliable dealers.  

If You Use a Contractor  

If you plan to use the services of a dealer or contractor, take care to choose one with a 
reputation for honesty and good workmanship. There are several ways to check on a 
contractor:  

• Consult your local Chamber of Commerce, the Better Business Bureau, or Local 
Consumer Protection Agency.  

• Talk with people for whom he has done work.   
• Ask your lender about him, if you plan to finance the project with a loan.   
• Check his place of business to see that he is not a fly-by-night operator.   
• Find out, if you can, how he rates with known building-product distributors and 

wholesale suppliers.   
• Ask friends and relatives for names of firms that they could recommend.   

Compare Contractor Offers  

Before deciding on a contractor, you may want to get bids from two or three different firms. 
Make sure that each bid is based on the same specifications and the same grade of 
materials. If these bids vary widely, find out why.  

Many contractors offer package plans that cover the whole transaction. Under such a plan 
the contractor provides all materials used, takes care of all work involved, and arranges for 
your loan.  

Your contractor can make the loan application for you, but you are the one who must repay 
the loan, so you should see that the work is done correctly.  

Understand What You Sign  



The contract that both you and the contractor sign should state clearly the type and extent 
of improvements to be made and the materials to be used. Before you sign, get the 
contractor to spell out for you in exact terms:  

• How much the entire job will cost you.   
• How much interest you will pay on the loan.   
• How much you will pay in service charges.   
• How many payments you must make to pay off the loan, and how much each of 

these payments will be.   

After the entire job is finished in the manner set forth in your contract, you sign a 
completion certificate. By signing this paper you certify that you approve the work and 
materials and you authorize the lender to pay the contractor the money you borrowed.  

Beware of Fraud  

Most dealers and contractors conscientiously try to give their customers service equivalent 
to the full value of their money. Unfortunately, home improvement rackets do exist. Here 
are a few common sense rules to follow:  

• Read and understand every word of any contract or other paper before you sign it.   
• Never sign a contract with anyone who makes fantastic promises. Reputable dealers 

are not running give-away businesses.   
• Avoid wild bargains. The best bargain is a good job.   
• Never consolidate existing loans through a home improvement contractor.   
• Do not let salespeople high-pressure you into signing up to buy their materials or 

services.   
• Be wary of salespeople who try to scare you into signing for repairs that they say are 

urgent. Seek the advice of an expert as to how urgent such repairs are. High-
pressure and scare tactics are often the mark of a phony deal.   

• Avoid salespeople who offer you trial purchases or some form of bonus, such as 
cash, for allowing them to use your house as a model for any purpose. Such offers 
are well-known gimmicks of swindlers.   

• Never sign a completion certificate until all the work called for in the contract has 
been completed to your satisfaction. Be careful not to sign a completion certificate 
along with a sales order.   

• Proceed cautiously when the lender or contractor demands a lien on your property.  

 



FINAL WALK –THROUGH CHECKLIST 
  

GENERAL 

_____Have all agreed-upon repairs been completed? 

_____Has the associated paperwork been submitted? 

_____Is the home relatively clean and ready for new   

           Occupants? 

  

WALLS, CEILING AND FLOORS 

_____Are there signs of new damage? (water  

          damage, gouges, stains, etc. 

  

ELECTRICAL 

_____Do all light fixtures work? 

_____Does every outlet have power? 

  

PLUMBING 

_____Test each faucet  (on/off? Water pressure?  

           Hot/cold water) 

_____Check under sinks for leaks 

_____Do all toilets flush properly? 

_____Are any drains clogged? 

  

WINDOWS/DOORS 

_____Do all windows open, close and lock properly? 

_____Do they all have screens? 

_____Do all exterior and interior doors open and  

           close properly? 

_____Do the locks work? 

_____If there’s an electric garage door, is it  

           operational?  Openers? 

APPLIANCES 

Do all appliances included in the home operate correctly? 

_____Refrigerator 

_____Dishwasher 

_____Stove, cook-top, microwave 

_____Garbage disposal 

_____Other specialized kitchen appliances (e.g.,          

            warming drawers, wine coolers, trash  

            compactors) 

_____Exhaust fans (kitchen and bath) 

_____Heaters (bath) 

_____Ceiling fans 

  

HVAC 

_____Test the furnace and/or air conditioning system 

_____Are any vents blocked? 

  

EXTERIOR 

Has there been any damage to: 

_____Exterior walls or roof? 

_____Driveway? 

_____Landscaping? 

_____Other structures on the property? 



_____Do all cabinet doors/drawers open/close? 

 



WHAT YOU SHOULD KNOW ABOUT RADON  

Some of us are aware of outdoor air pollutants that can damage our health, but few of 
us know about the dangerous radon gas that may lurk inside our own homes. 
 
radon, a naturally occurring radioactive gas found in many homes, causes cancer.  
Radon gas migrates through the soil and rock, and becomes part of the atmosphere. 
 
If a structure, such as a house, office building, or school, is built where the gas migrates 
out of the ground, radon can enter the structure and become hazardous to the health of 
the occupants. 
 

Facts About Radon 

Radon is naturally occurring throughout the United States. 

It is a dense gas that is colorless, tasteless and odorless.  Only a special test can detect 
the presence of radon. 

Radon is measured in Picocuries per liter. A picocurie (pCi) is a measure of the rate of 
radioactive decay of radon. 

Radon tends to collect in buildings through cracks in concrete floors and walls, floor 
drains, sumps, joints and tiny cracks or pores in hollow-block walls. 

We may ingest small amounts of radon with food and water; however, inhalation is the 
main route of entry into the body. 

Radon and its decaying products may attach to particulates in the air we breathe.  
When we exhale, some of these particles are retained in our lungs. 

There is no “safe Level” of radon exposure.  Since radon is a Class A Carcinogen, any 
exposure poses some risk of cancer. 

According to a 1999 National Academy of Science study, radon in indoor air is the 
second leading cause of lung cancer in the U.S. 

Next article is:  Should I be Concerned about Radon Levels in our Area? 

 

Should I be Concerned about Radon Levels in our Area? 

 

http://cribbinrealty.blogspot.com/2010/04/what-you-should-know-about-radon.html


Statewide testing in Missouri has revealed approximately 18 percent of houses have 
potentially dangerous radon levels. 

 

The Environmental Protection Agency (EPA) has designated St. Louis county as a 
“Zone 2” level for radon.  This designation means the prevalence of radon in homes 
may be in the range of 2 to 4 picocuries per liter (pCi/L).  The EPA has an “action level” 
of 4 pCi/L for indoor air quality.  

 

Testing is the only way to find out if radon is present in your home.  For more 
information on radon test kits contact me at mike@cribbinrealty.com 

 

mailto:mike@cribbinrealty.com


EXPIRED: How to Sell a House that Didn't Sell 
 

"...before you put your home back on the market, take a step back and review 
your situation..." 

 
 

 

 4 Important Points that Will Get Your house Sold!  
 

 
If your home has just come off the market and hasn't sold, don't be discouraged. The reason it didn't sell may have 
nothing to do with your home or the market. In reality, your home may have been one of the more desirable 
properties for sale. If your listing has expired and you still want results, before you put your home back on the 
market, take a step back and review your situation.  
 
 

Q. Where should you begin?  
 
 

A. Start by making a commitment to do what it takes to market your house to get it sold. With the right system, the 
home sale you want is still well within reach.  
 
 

Q. Why didn't your home sell?  
 
 

A. Review your previous selling plan and you'll discover that an expired listing usually reflects a problem in one or 
more of these four major areas:  

1. Teamwork,  
2. Pricing,  
3. Condition of Your Home, and  
4. Marketing.  

1. Teamwork  

Your home is a major financial investment, and your relationship with your Realtor® should be a full partnership 
where your needs and wishes are heard, and you receive detailed and dependable feedback on the progress of your 
sale. Your agent has a responsibility to source this feedback from the agents who have shown your home, and to 



communicate this to you so together you can make the right decisions about what to do next. How well did this 
occur the last time you had your home up for sale?  
 
 

2. Pricing  

Did price work for or against you? The "right" price depends on market conditions, competition and the condition 
of your home. Pricing it too high is as dangerous as pricing it too low. If your home doesn't compare favorably with 
others in the price range you've set, you won't be taken seriously by prospects or agents.  
 
 

You'll get the facts when you see the statistics!  

• To help you establish a realistic selling price for your home, ask your agent to provide you with an up-to-date 
competitive market analysis to give you:  

• a review of comparable homes recently sold or currently for sale,  
• an idea of how long other homes have been listed, in order to calculate an average time in which a home can 

sell in today's market,  
• a review of homes whose listings have expired, to understand what issues were at play.  

Note: There is no mention of how much you paid for your home or its improvements. Like any other investment, 
the market value is determined by what a willing buyer will pay and a willing seller will accept. 
 
 

3. Condition of Your Home  
 

 
Show Case Quality!  

Is your house someone else's idea of a dream home? When buyers enter are they inspired? Do they think, "I love 
this house!" Remember, the decision to buy a home is based on emotion, not logic.  

A house in move-in condition invites a sale. You need to consider:  

• fixing all the little squeaks and cracks  
• keeping it clean for all showings  
• making it uncluttered  
• brightening it up  
• what your home shows like from the street concentrating on outside curb appeal.  

Plus - Consider taking care of major items, such having your home painted. Offering an allowance to your 
prospective buyers, so they can have painting completed is not the same as having done it for them. Now, as 
they're trying to imagine what that new paint job will look like, they may also be discounting the price even further 
because of the less-than-perfect look of those walls.  



Remember....  
 
 

A house that presents well, sells for the best price because it outshines the competition. Ask your agent if they can 
arrange a no-obligation inspection of your home to help you assess the above.  
 
 

4. Marketing 

....Marketing Your Home To Sell! Some Questions You Should Be Asking!  

One of the first steps in your marketing plan involves finding an agent who will best represent you. When 
interviewing agents, test and compare their knowledge and ask each to demonstrate how they will market your 
home to buyers. Also compare how much money each spends on advertising the homes s/he lists, in what media 
(newspaper, magazine, etc.) and the effectiveness of one medium over the other. Remember, it's not just how 
much they spend, but how they spend it.  

Say goodbye to any real estate agents using old, traditional methods to sell your home because they 
don't work in today's market!  
 
 

To be competitive in today's marketplace, agents who use new and innovative, non-traditional marketing 
approaches are the ones who are getting more homes sold fast and for top dollar.  
 
 

Buyers are Out There...And They Will Come!  

Before You Put Your Home Back on the Market remember:  

1. Effective communication is vital between you and your agent.  
2. Price your home according to market conditions, competition and the condition of your house.  
3. Be sure your house is in showcase, buyer ready-condition.  
4. Have an innovative marketing plan firmly set in place. Not intended to solicit property currently listed for 

sale.  

 



EMPTY NESTER: How to Sell the Place You Call 
Home 

 

 

"The last thing you need are unbudgeted financial obligations cropping up hours before you take 
possession of your new home." 

 
 

 
Are you an Empty Nester who needs a home for the future? Is it time to downsize or to move into 
another home more suitable for your glorious retirement years?  
 
 

Like thousands of home sellers, you may discover that after years of non-stop child traffic in and 
out of your doors, toys on the floor, music floating throughout, you can suddenly hear a pin drop 
over the quiet hum of the refrigerator. Your rooms are filled with pictures and memories of this 
wonderful time in your life, but there are many empty rooms gathering dust now that your children 
have moved on. The freer years ahead are exciting ones to look forward to, and it may be time for 
you to move as well.  
 
 

If you find yourself in this situation, you´re in vast and good company. What this means is that 
there are many wonderful opportunities for you to create this new chapter in your life . . . if you 
know what it takes to get the most out of the equity you´ve built up in your current home.  
 
 

To help you understand the issues involved in making such a move, and how to avoid the most 
common and costly mistakes most Empty Nesters make, we´ve prepared this special report to help 
you identify and plan for the move ahead. 
 
 

How to Sell the Place You Call Home  

Selling your home is one of the most important steps in your life. This 9 step system will give you the tools 
you need to maximize your profits, maintain control, and reduce the stress that comes with the home selling 
process:  
 
 

1. Know why you´re selling, and keep it to yourself. The reasons behind your decision to sell affect everything 



from setting a price to deciding how much time and money to invest in getting your home ready for sale. 
What´s more important to you: the money you walk away with, the length of time your property is on the 
market or both. Different goals will dictate different strategies.  

However, don´t reveal your motivation to anyone else or they may use it against you at the negotiating table. 
When asked, simply say that your housing needs have changed.  
 
 

2. Do your homework before setting a price  

Settling on an offering price shouldn´t be done lightly. Once you´ve set your price, you´ve told buyers the 
absolute maximum they have to pay for your home, but pricing too high is as dangerous as pricing too low. 
Remember that the average buyer is looking at 15-20 homes at the same time they are considering yours. 
This means that they have a basis for comparison, and if your home doesn´t compare favorably with others in 
the price range you´ve set, you won´t be taken seriously by prospects or agents. As a result, your home may 
sit on the market for a long time and knowing this, new buyers will think there must be something wrong with 
your home.  
 
 

3. Find Out What Other Homes are Selling For  

(In fact, your agent should do this for you). Find out what comparable homes in your own and similar 
neighborhoods have sold for in the past 6-12 months, and research what current homes are listed for. That´s 
certainly how prospective buyers will assess the worth of your home.  
 
 

4. Find a good real estate agent to represent your needs  

Nearly three-quarters of homeowners claim that they wouldn´t use the same realtor who sold their last home. 
Dissatisfaction boils down to poor communication which results in not enough feedback, lower pricing and 
strained relations.  
 
 

5. Maximize your home´s sales potential. 

Each year, corporate North America spends billions on product and packaging design. Appearance is critical, 
and it would be foolish to ignore this when selling your home.  
 
 

You may not be able to change your home´s location or floor plan, but you can do a lot to improve its 
appearance. The look and feel of your home generates a greater emotional response than any other factor. 
Before a showing clean like you´ve never cleaned before. Pick up, straighten, un-clutter, scrub, scour and 
dust. Fix everything, no matter how insignificant it may appear. Present your home to get a "wow" response 
from prospective buyers. Allow the buyers to imagine themselves living in your home. The decision to buy a 
home is based on emotion, not logic.  



 
Prospective buyers want to try on your home just like they would a new suit of clothes. If you follow them 
around pointing out improvements or if your decor is so different that it´s difficult for a buyer to strip it away 
in his or her mind, you make it difficult for them to feel comfortable enough to imagine themselves an owner.  
 
 

6. Make it easy for prospects to get information on your home 

You may be surprised to know that some marketing tools that most agents use to sell homes (eg. traditional 
open houses) are actually not very effective. In fact only 1% of homes are sold at an open house. 
Furthermore, the prospects calling for information on your home probably value their time as much as you do. 
The last thing they want to be subjected to is either a game of telephone tag with an agent, or an unwanted 
sales pitch. Make sure the ads your agent places for your home are attached to a 24 hour prerecorded hotline 
with a specific ID# for your home which gives buyers access to detailed information about your property day 
or night 7 days a week without having to talk to anyone. It´s been proven that 3 times as many buyers call for 
information on your home under this system. And remember, the more buyers you have competing for your 
home the better, because it sets up an auction-like atmosphere that puts you in the driver´s seat.  
 
 

7. Know your buyer  

In the negotiation process, your objective is to control the pace and set the duration. What is your buyer´s 
motivation? Does s/he need to move quickly? Does s/he have enough money to pay you your asking price? 
Knowing this information gives you the upper hand in the negotiation because you know how far you can push 
to get what you want.  
 
 

8. Make sure the contract is complete  

For your part as a seller, make sure you disclose everything. Smart sellers proactively go above and beyond 
the laws to disclose all known defects to their buyers in writing. If the buyer knows about a problem, s/he 
can´t come back with a lawsuit later on.  

Make sure all terms, costs and responsibilities are spelled out in the contract of sale, and resist the temptation 
to diverge from the contract. For example, if the buyer requests a move-in date prior to closing, just say no. 
Now is not the time to take any chances of the deal falling through.  
 
 

9. Don´t move out before you sell  

Studies have shown that it is more difficult to sell a home that is vacant because it looks forlorn, forgotten, 
simply not appealing. It could even cost you thousands. If you move, you´re also telling buyers that you have 
a new home and are probably highly motivated to sell fast. This, of course, will give them the advantage at the 
negotiating table.  

 



DO YOU NEED A REALTOR? - THE 
TRUTH! 

You are selling your home, and you want to get the best price you can to maximize your profit. Do you 
need a Realtor? Can't you sell it yourself and save on the commission? 

It's best to have an agent on your side who will coach you through the process, be your advocate in 
negotiations, advise you on preparing your home for sale - and provide access to the most powerful 
home-selling tool of all. That tool is the database of homes for sale, locally called the MLS. 

What's an MLS? When you hire a Realtor to sell your house you sign a contract to sell the home, and 
your home is "listed." Locally, most of these are exclusive arrangements, meaning the sale of the home 
will result in the Realtor getting paid. 

A multiple listing service (MLS) is what it sounds like - a collection of thousands of listings in one 
database. The service allows Realtors to see what's available throughout a region. Moreover, such 
Internet sites as Realtor.com offer nationwide listings, exploding the power of the MLS. 

How can a sign in your yard and some ads in the newspaper compare with thousands of Realtors seeing 
your house in that database? How are all the potential buyers working with buyer's agents going to find 
out about your house? 

Today's market is very hot, and it does favor sellers because of the low number of listings and the large 
number of sales each month. So you might be able sell on your own, but for how much and after how 
long? 

The advantage of the MLS is exposure. By letting a large number of people know about your home, you 
are more likely to get a good price for it in a reasonable amount of time. 

But is it worth 6 percent? Sellers pay the entire 6 percent or 7 percent commission on the sale of a home, 
which consumes $12,000 of the profit on the sale of a $200,000 home. So, is it worth it? 

Well, what if you didn't sell the house at all? You might try in vain month after month to sell, and miss out 
on that great home you wanted to move up into, just so you could save a bit. Worse yet, you might buy 
that perfect house assuming you would sell yours soon and wind up paying two mortgages for awhile. 

Who Pays the Commission? Besides, the commission is really paid by the buyer. How can that be 
possible? It winds up in the seller's column on the settlement sheet, but buyers pay commissions in a 
certain sense. 

Consider this: An automotive manufacturer sells cars to dealers, who then sell them to consumers. 
Consumers pay for the car, plus they pay the dealer. The dealer's profit is built into the price listed on the 
window. This practice is so common, we don't think we are paying the cost of the car plus the dealer's 
profit. We just consider the price vs. the value of the vehicle and, after a little negotiating, pay for it. 

In a similar way, the 6 percent or 7 percent commission is really built into the price of the home. Because 
Realtors' fees are such standard practice, a 6 percent commission probably was included in the price of 
your house when you bought it 10 years ago. Now you are selling it, probably for a fair bit more, and that 
6 percent is still built into the home's value and price. And it is the buyer who pays that price, which 
includes the Realtor's fee. 



Finally, if you want to sell your home quickly, safely and for a good price, nothing beats listing it with a 
Realtor. 
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