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Tips for selling your home by owner:  

1.  Mortgage Pre-approval:  Don’t assume that buyers can afford your house or that they can obtain a mortgage to buy your house.  Don’t accept a purchase offer without a pre-approval from their bank or mortgage company.  I can help to determine whether the mortgage is likely to go through.   We need to be assured the mortgage will go through before you sign the contract.  It is important to avoid tying your house up if the loan falls through.   

2.  The Selling Process:  As long as you’re comfortable, give potential buyers some space when looking through the house.  When going through a realtor, the buyers can talk with the realtor about negatives as well as positives, which are all a part of the buying process.  This isn’t true with the owner of a house.  If you let them wander a bit, they will probably feel more comfortable to talk about the house objectively with each other.  Lock up all your valuables before any open houses as some thieves will pose as potential buyers.

3.  Sales Sheet: Write up a list of selling features of your home, ie.  when it was built, how old the roof is, etc.  Put this in the tube or envelope beneath the sign in your front yard.

4.  Seller’s Disclosure Statement:  Double check to make sure that on the seller’s disclosure statement you listed everything that you know of that is a problem or is broken, etc.  Big things that should be disclosed are leaky basements, leaky roofs, septic/sewer problems or cracked foundations.  If any of these problems aren’t disclosed, the chance of getting sued increases.  Keep a copy of the seller’s disclosure statement at the front of the house.  Each person walking through has the right to look at the statement.  The buyer must get a copy of the statement upon signing an offer to purchase.  Keep a copy for your records.

5.  Signs and advertisements:  Place signs at every entrance of your neighborhood.  This is the best way to attract offers.  Most houses are sold with this type of advertisement.  Small advertisements in the local papers, like the Observer, do well also. 

6.  Realtors:  Be prepared to get offers from realtors representing buyers who want 3% of the price from your proceeds.  This often occurs.  You don’t have to pay them or you can pay them less than 3%.  This is negotiable.  Perhaps you could decide whether to protect buyer’s realtors when you see the offer.  You can also tell the realtor that you will pay the commission if you get the asking price.  It’s up to you.   If buyers come without a realtor and ask you  whether you will pay their realtor, who isn’t even there, I usually recommend that you say no.  The reason is that usually the Buyer will still buy it with or without their realtor.  If they’re concerned about not having representation, have them call an attorney to assist them.  

7.  Condition of the House:  Make any minor repairs to the house now.  This probably isn’t the time to make any major improvements as you may not recoup the value.  Do the little things that will make the house look better.  Touch up paint, plant flowers, clean up any clutter.  Get rid of any trace of pets or their odors, if possible.  If you smoke, air out the house and remove ashtrays.  Clean windows, etc.  Having a house that isn’t extremely clean usually decreases potential offers by several thousands of dollars.  

8.  What to Take/Leave behind:  Take an inventory of your house.  Decide what you want to keep/take.  If you’re keeping anything that could be argued is a fixture, disclose that on the seller’s disclosure statement.  (for example, landscaping, shelves, fireplace grates, light or window fixtures, ceiling fans)   I recommend not including the appliances as part of the purchase price.  Use them as a negotiation tool.  (ie. if you get below asking price, you may want to keep them or sell them to the people separately.) 

9.  When you get an offer:  If a buyer does not present a purchase offer to you, but agrees to a price with you, call me and I’ll draft the contract. When the buyer presents you with an offer, don’t sign it until I review it.  Call me when you get an offer you’d like to accept.  If you want to sign it that night, where it says “additional conditions” put “subject to seller’s attorney’s approval within 48 hours.”  (if it’s a Friday night or Saturday, give me another day)  When you sign an agreement and take their money, you have to take your house off the market.  That’s why the pre-approval is so important.  

10.  Altering the contract:  Both buyers and sellers should put their initials above or near any changes or deletions to the original contract.

11.  Closing Package:  1-3 days prior to closing, I will receive a 20-page closing package from the title company and will review it extensively for any errors or omissions.

12.  Closing date and occupancy:  We can structure the closing date and occupancy to ensure that you will have time to move or find a new home. 
13.  Taxes:  The taxes are prorated to the date of closing.  The buyer will pay the seller for any taxes that the seller has already been charged for.

14.  Negotiating:  If you get an offer below asking price, even if you’re happy with it, try asking if they could come up $500.00 or $1000.00.  Have fun negotiating.  People rarely offer the highest amount they can afford. I will handle negotiations if you’d like me to.   

15.  Buyer contingencies:  Beware of contingencies from the buyer.   For example, “this offer is contingent on the buyer selling their home.”  Usually these clauses put the buyer in a good position but the seller in a poor one. 

16.  Get the names of potential buyers:  Have a pad of paper and get names and numbers of everyone who comes through.  If one deal falls through, you may need to contact someone who has been through your house already.

17.  The Home Inspection:  Be prepared for the buyer to come back after the home inspection wanting repairs or money taken off the purchase price due to problems with the house. If this occurs, call me. 

18.  Just Call Me:  The above information is just to get you started.  You don’t have to remember it all.  Call me as soon as you get an offer.  I will make sure that everything comes together.  Call me anytime with questions.  

