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Introduction

When you receive “The 30-Day, 4-Step Home Selling System” manual, you will have joined the 
thousands of Americans who have challenged the real estate community and saved themselves 
thousands of dollars by selling their homes themselves.

Although, no one can guarantee that selling your home on your own will be easy… or that it will 
be hassle-free… or that you won’t ultimately turn to a real estate professional to list your home. 
However, the simple fact remains that many people before you have successfully sold their home
on their own and you can do the same if you follow our easy step-by-step home selling process.

The purpose of this in-depth manual is to give you the tools you need to take advantage of a hot 
real estate market… and to give you the competitive edge you need to conquer both any other 
For Sale By Owners in your community…and competitive properties listed by real estate agents. 

Now, please understand that it's not our intention to bad mouth other “For Sale By Owners” or 
real estate professionals… but these are your competition… and in order to be successful on your
own you need to have a detailed plan in place to capture the right buyer for your home.

As you will see in the next few chapters, if you have the knowledge, if you have the marketing 
expertise, in you understand the process of selling your home on your own than you will have a 
better than average chance to do just that… and save literally thousands of dollars in 
commissions.

One thing you need to understand right up front is that the only difference between you and a 
real estate professional or another “For Sale By Owner” is knowledge and experience….if you 
have it and they don’t… you’ll attract all the buyers you’ll ever need to sell your home for top 
dollar in a short period of time.  This manual will give you the knowledge we’re willing to share 
from our experience. 

The second most important thing for you to understand when you're trying to sell your home on 
your own is that you should be able to do it. You can get your home sold inside of 30 days in a 
decent real estate market.  It all comes down to knowing and implementing a few key 
procedures… which will be layed out for you in the upcoming chapters.

But the true bottom line is that you can do it.  If you have the mental attitude that it is possible 
and that many of thousands of homeowners around the country have done the same thing before 
you… then you conquer the mysteries and challenges of selling and your own… and the rewards 
and savings will be well worth the effort.

One other simple thing you need to understand is that your home will sell itself… or not sell 
itself… based on its own merits of price and condition. If you do get both right – your home will 
sell.  However, if either are not in line – your home has no chance of selling (and that applies 
even if you have a real estate agent involved).



The great thing about selling real estate is that it is a very tangible product… you can touch it… 
you can see it… and you even can feel it… thus, it sometimes sells itself based on price and 
condition. 

Another important thing you need to realize is that there is a buyer for your home out there.  
You’re proof of that.  You bought the home yourself… and that means that there are others who 
share similar taste and physical requirements as you do in real estate. 

These people will automatically be attracted to your property. If you aware of this fact… and you
realize that like anything in sales – it’s definitely a numbers game – then you’re well on your 
way to selling your home yourself.

Before we start… Let’s keep in mind why you're doing this.

Rather than paying a real estate agent a commission and eating up your hard earned equity... you 
are attempting to go it alone and save that money. 

But remember, there is no FREE lunch… selling a home is a lot of work… and in order to save 
the commission you will be required to spend some of your time on the process. A pre-approved 
buyer is not going to magically appear before you and offer you full-price for your home…unless
you follow the simple steps laid out in this manual.

But the rewards of doing this on your own are well worth the work in some cases. Take a look at 
the chart below to help you determine how much you can save by selling your home on your 
own:

HOW MUCH CAN YOU SAVE?

The savings you can expect by selling on your own are quite easy to calculate using the table 
below.  Simply multiply the normal commission for the sale of a home in your area by the dollar 
amount of your asking price.  The example below is based on a $500,000 sales price.

$100,000 sales price
x         6% commission
$30,000 in savings to the seller

Remember that real estate commissions are negotiable… and the more knowledge you have… 
the more money you will save. Now figure out how much you’ll save by selling your home on 
your own:

$____________ (your approximate home value)
x         6%)         (commission)

$                            _ (YOUR APPROXIMATE DOLLAR SAVINGS)

After making the above calculation, it’s easy to see why you would try to sell on your own. 



Now, before we get into the first step in the process of selling your home… there are several key 
questions you must ask in order to determine if selling on your own is the way to go for you and 
your family. All of the questions below require a simple “yes” or “no” response… and please 
save yourself a lot of time and hassle by answering them honestly right now.

Do you have the extra time to dedicate to being your own realtor and to handle all the duties of a 
FSBO?

Are you comfortable letting strangers into your home at night… on weekends or at a moments 
notice?

Are you a risk taker?

Are you willing to learn how to do different things?

Are you absolutely determined to save money on the sale of your home?

Do you want to sell in the next 30 days?

Are you willing to handle the paperwork yourself or do you need help?

Are you willing to negotiate face-to-face with an intimidating type of buyer?

Are you a patient person?

The point of these questions is help you determine right now if you have the time, patience, 
expertise, motivation, insight and willpower to sell your home on your own.  If you can’t answer 
“yes” to all of these requirements – it’s better to stop now and let a professional real estate agent 
handle the transaction for you.

However, if you did pass the above test… then keep reading and let’s get into how to 
successfully sell your home – on your own – in the next 30 days… and for top dollar!

As the title says, there are four steps to selling your home on your own. 

The four steps are as follows:

1. Understanding How To Prepare Your Home For Sale!

2. Understanding How To Price Your Home For Sale!

3. Understanding How To Market Your Home Successfully!

4. Understanding How To Close Your Home!



Chapter 1:  Understanding How To Prepare Your Home For Sale!

Home buyers want to be knocked off their feet…they want the yard filled with flowers… and the
lawn mowed…and the carpet clean… and the front door washed… and the clutter removed… 
and all the lights on… and anything else that would make a “normal” home look like a “model” 
home.

There's no buyer in the world who would like anything but the above description… so your job 
when preparing your home for sale is to begin to give the buyer what they are looking for in 
terms of condition and amenities. 

If you make the effort… if you do the work upfront… it will come back to your bottom line / net 
profit at the closing table. Getting your home ready for sale… and keeping it in good condition 
during the selling process… is one of the most important and crucial aspects of doing this 
yourself.

In fact, if there is one thing that I've learned over my years of real estate experience – it is that 
buyers have really no imagination whatsoever… and that the condition and presentation of your 
home may lead to literally thousands of dollars more in the final sale price.

Buyers almost always see only what is in front of them.  And… they believe, only what is real 
and what they can see.  Which means, don’t ever expect a buyer to see the “potential” your home
has to offer… because they only see what is here and now.

For example, your house may have an absolutely smashing entry with tile floors, wood trim, 
solid oak floors and doors, marble columns and more… but if they are covered with ugly paint – 
forget it.  The buyer will only question why you chose that color paint and leave the “potential” 
to someone else.

The following is a checklist of top priority items that need to be taken care of in order to give 
your home its top appeal. 

Be neat & clean – everywhere!

This is the most important of all the basic preparations.  Rooms, closets and cupboards need to 
be orderly and uncluttered in appearance – to make your home and storage look as large as 
possible.

Being cluttered can make large homes seem very small… and too much clutter is one of the 
biggest mistakes many “For Sale By Owners” make.

The solution to the clutter is to simply get rid of it.  Everything that you don't use on a regular 
basis (which means every other day at least)… put in storage or out of plain sight.

Kitchens are especially problem areas.  Go through each of your cabinets in your kitchen, all of 
the counter space, and all of the cupboards to make sure everything is clean and without 
“unnecessary stuff.” 



In the bedroom take out any unnecessary clothes and shoes from the closet.  If you’re like most 
people, you probable have a large assortment of clothes and shoes to choose from but really only 
wear maybe 25% of the entire stock.  Take a close look to determine what can go.

The best way to see if your house is cluttered or messy is to find an objective, non-discriminating
person to go through each square foot of your home and inspect it.  This may be a neighbor, a 
friend or even a relative…  it doesn’t matter as long as that person can be brutally honest with 
you if need be.

The cosmetic features should also be clean and neat… these are the walls, the windows, the 
fireplaces, the woodwork, the patios, the front porch, the front door, etc…

Be sure that all household lighting works inside and out… and make darn sure that your home is 
well lit when showing it to potential buyers.

It's wise to pay special attention to the bathrooms in your homes.  Eliminate all the mold and 
mildew and shower residue in your bathrooms.  Make the glass and mirrors look as new as 
possible…  and double check the caulking around the toilet and the tub.

In the backyard make sure that you have flower beds that are bright, beautiful and free of debris. 
All the hedges, trees and shrubs should be trimmed.  It’s a good idea to plant colorful flowers 
and have planted pots right around the front door (because this is the first thing that they see).

These are the basic and most important things to take care of in order to maximize your homes 
marketability.

However, some people go overboard in the hope that some of their home improvements will 
sweep buyers off their feet.  Be very careful not to do this.

The truth is that statistically, most structural home improvements such as an added bedroom or 
added garage space or a new bathroom or a swimming pool or a built in workshop don't usually 
pay for themselves in terms of the value they add to the sales price of the home.  They are 
usually just bonuses for the enjoyment of the buyer.  This means that the remodel that cost you 
$25,000… does not usually add $25,000 onto the final sales price.  The swimming pool that cost 
you $30,000 last summer… does not bring in extra $30,000.  However, what it will do is give 
you a quicker sale… because it is a bonus and it adds enjoyment for the buyer. 

The addition of new rooms is even less feasible from a fiscal recovery standpoint.  A better plan 
is to make the most of your home as you have it right now… and that means taking care of some 
of the basics – as I’ve mentioned before.

Here’s a continuation of some checklist items that are inexpensive – but prudent – when getting 
your home ready for sale:

 Make sure that the front of your home is spotless all the way up to the front door.
 Make sure that all of your walls and outside exterior are washed down.
 Keep the window coverings open and the lights on at all times during showings.



 Wash all visible features… like your windows, fireplaces, countertops and your tables 
before anybody sees your home.

 Repair any leaky faucets in the bathrooms and kitchen.
 Keep your pets out of the way.
 Fix any faulty appliances. 
 Caulk any windows that leak.
 Smooth over any foundation cracks in the sidewalk, patios, driveway, or anywhere else.  
 If your roof leaks or is visibly damaged by a recent hail storm (or because of old age) it 

may be a good idea to call your insurance agent right now – because this will be a problem 
during the inspection.

 Outdoor lighting.  If you’re going to be showing your home at night – outdoor lighting is 
going to be crucially important.

 Remove dead trees and shrubs.  It's not a bad investment, especially in the front yard, to 
add new trees and shrubs or replace the old dead branches. 

 Keep your flowers blooming.  The cost of replacing flowers is usually minor in 
comparison to the perceived value it gives your home – consider this strongly.

 Make sure the doorbell works. Nothing is more apparent and noticeable than a doorbell 
that does not work.  It gets your home off to a bad showing right away.

 Have your mailbox repaired if necessary.
 Fix any squeaky hinges on doors.
 Use fresh towels in the bathroom.
 Eliminate all pet odors.
 Use potpourri types of smells throughout the house.
 To try to remove any oil stains on your driveway or in your garage.
 Paint, paint, paint.  Nothing stands out more.
 Clean the downspouts and gutters.
 Stain wood decks if necessary.
 Make sure all stair railings are secure.
 Trim all the sidewalk edges and bushes of your yard.
 Professionally clean all the carpets in your house.  This is inexpensive – but very profitable

to your bottom line.
 Wax all appropriate floors.
 Clean the curtains and window coverings.
 Straighten all pictures and mantel decorations.
 Never have dirty dishes in the sink.
 Make available the operating manuals and warranties for all major appliances.
 Replace any loose or broken tiles in the bathrooms.
 Replace shower curtain with a new, clean, bright and fresh one.
 Make all beds – this seems obvious but it’s amazing how many I’ve shown with the beds 

not made and the rooms are a mess.
 Keep all stairways uncluttered.
 If your garage or basement is jam-packed full of “stuff” – rent a storage facility and move 

all the “stuff” to it immediately.
 If you have an automatic garage door opener – make sure it works.

All of the items on this short checklist are easy and inexpensive to perform – but make sure that 
you go through the list before a showing or an open house.



What you want to remember is that each buyer is a new person… and each buyer will have a 
new and different opinion of your home.  You know the old saying, “You never get a second 
chance to make a first impression.”

Now that you have the general idea of home preparation… here’s a list by category to make your
job of preparing your home even easier.  Plus, a few important pointers about showing your 
home too!

Exterior Preparations

Creating Curb Appeal

“Curb appeal” is the common real estate term for everything prospective buyers can see from the
street that might make them want to take a further look.  Improving curb appeal is critical to 
generating traffic.  While it does take time, it need not be difficult or expensive, provided you 
keep two key words in mind:  neat and neutral.

 Neatness sells.  New paint, an immaculate lawn, picture-perfect shrubbery, a newly sealed 
driveway, potted plants at the front door—put them all together, and drive-by shoppers will 
probably want to see the rest of the house.

 Hand in hand with neatness is “neutrality”.  If you are going to repaint, stick to light, 
neutral colors.  Keep the yard free of gardening tools and toys.  Remember, when a family 
looks at a house they are trying to paint a picture of what it would be like as their home.  You
want to give them as a clean a canvas as possible.  

The Front Door

When a prospect comes to look at your house, the first thing he or she will see is your home’s 
front door! 

 The front door greets the prospective buyer.  Does it need to be painted?  Make sure the front 
door and/or screen door are in excellent condition.  If not, replace them.  

 Make sure the front doorbell works.
 
 Make sure the front door is scrubbed clean (and there are no fingerprints visible).  

 Roll out the welcome mat – literally.  Place a rough textured doormat at the front door, which
is inviting and it will help keep your floors and carpets cleaner during showings.  

The Yard

 Is your house number easy to see from the road?  If your mailbox needs a paint job or to be 
replaced, consider doing this before the house is put on the market. 



 Make sure that the front yard, in particular, is fresh, clean, and well “scrubbed.” 

 Keep your lawn and landscaping well-maintained and trimmed.  Add charm with flowers 
along the entry walk or in cheerful window boxes.  

 Pull all weeds.  Rake all leaves.  Water the lawn and keep it green.  

 Keep the lawn mowed, raked, fertilized, watered, trimmed and edged, and your yard free of 
refuse.

 Prune and trim the trees and shrubs.  Weed the lawn and gardens.

 Keep hoses and garden equipment out of sight.

 Clean/repaint/replace all outdoor furniture.

 Keep walkways and driveways free of debris.  

 Gates, fences, and other buildings — garage or carport —  should be cleaned, repaired, and 
painted.  

 Porches, steps, verandas, balconies, patios, and other extensions should be uncluttered, 
swept, and in good condition.

 Shades and awnings should be in good condition.  Replace them if the color has faded.  

 Keep trash cans covered and out of sight, plus deodorized.

Garage and Driveway

 Tidy up the garage and show off its size.  

 Remove grease stains from driveway with kitty litter or a chemical solvent.  Pick up all pet 
droppings and debris.  

The Roof

 Fix the roof if it leaks.

 Secure or replace all loose roof shingles and tiles.  

 Ensure that the garage door opens with no problem.  

 Paint the chimney vents; inspect and repair loose bricks or stones.  Caulk where the chimney 
meets the roof.

 Clean, repair, and paint gutters and downspouts.



Interior Preparations

Cleaning

Most people are turned off by even the smallest amount of dirt or odor when buying a home!

Sellers lose thousands of dollars when they sell because they do not adequately clean.  The 
perception is in the buyer’s mind...lots and lots of work which translates into money they would 
have to spend.   

If your house is squeaky clean, you will be able to sell your house faster and net hundreds, if not 
thousands, of dollars more.  If you are planning on moving, why not get rid of that old junk now 
so that your house will appear larger?  Make more space.

 Clean your whole house – top to bottom – from attic to basement.  

 Clean any indoor or outdoor storage units.

 Wash all the windows—inside and out.  

 Remove all “junk” from attic, closets, garage, tool shed.  Consider renting a storage unit for 
any of your clean-out “overflow” for the items you don’t use but wish to keep.  

 Clean all fireplaces.

Odors

Odors must be eliminated especially if you have dogs, cats, young children in diapers, or if you 
are a smoker.  You may not notice the smell, but buyers do!

 Remove smoke, pet and other odors.  Fabric deodorizers work well for some types of smells.

 Place an air freshener inside closets.  Close all other closet doors and cabinets.

Kitchen

 Clean the range hood, oven, top of stove, and backsplash walls of all grease.  

 Replace any burner pans that need replacing (this is usually easier than cleaning them).

 Depending upon the age of the appliances, use a toothbrush, razor blade, or q-tip to do “fine-
tooth comb detail” when scrubbing down the kitchen.  

Flooring



 Shampoo the carpets.  If the carpet does not clean well, strongly consider replacing it (with a 
neutral color).

 All hardwood floors should be waxed.

 The grout of all tile floors should be crack-free and as even as possible.

Bathrooms

 Bathrooms can literally make a sale— make sure they are ultra clean and shiny!  All 
bathroom fixtures and counters should be sparkling clean.  Polish chrome faucets and handles
in the tubs and sinks. 

 Re-caulk if any caulking is damaged or discolored in the bathroom or showers/tubs.  

 Replace toilet bowls if they do not become spotlessly clean.

 Replace shower curtains.

 Remove any rust stains, and replace faucet washers.  

 If your home’s water pressure is low, work on improving it.  

 Dripping water discolors sinks and suggests faulty or worn-out plumbing. (Any indications 
of plumbing problems will cause concern by the buyer, even if it is unwarranted.)

 Replace any tiles which are cracked or chipped.    

 Be sure that towels and area rugs are bright and clean.  

Painting and Walls

 While washing the walls may improve their look, consider a complete paint job.  It will 
brighten each room and make it look larger.

 If the home needs to be painted, make sure to use a neutral color (off-white would be the best
choice).  Any bright or dark walls should have two coats.  

 Repair or replace any wallpaper that has become loose.

 Rather than re-hang all the pictures after painting, it would be wise to putty the holes and 
paint over them, then consider putting back only a few.  All walls should be clean and free of 
gouges, scratches, smudges, scotch tape, posters, thumbtacks, etc. 

Storage



 All clothing, shoes, hats, accessories, tools, paper, magazines, books and personal items not 
contributing to the décor of the room should be stored in closets or dressers

 Tidy up all closets.  

 Basement/attics/storage areas should be neatly arranged.  

Miscellaneous

 Repair or replace all doors, closet doors, windows, and screens if there are holes, cracks, or 
rips.  

 Remove/replace any special items that you don’t intend to leave behind.  For example, the 
heirloom chandelier that belonged to Grandma.  Replace it before a buyer falls in love with 
it.

 Check that your doors don’t stick or have loose knobs.  Make sure your cabinet drawers have
no loose knobs, also.  

 Any cobwebs should be removed.  

 Organize closets; remove items which are not necessary and put them in storage.  Large 
closets sell houses; well-organized closet looks much bigger than one crammed with clutter.

 Remove excess extension cords, especially those in traffic ways or eye sores.

 Dress up windows in freshly laundered curtains, or dust/clean window blinds.

 If any decoration is needed, (especially in the kitchen or bathroom), do it before the house is 
put on the market!  $20.00 worth of paint may help avoid a price cut.  

 Open doors to the areas you want the buyer to see such as walk-in closets, pantries, etc.  
Make sure those areas are neat.  

 Ensure that all light fixtures are cleaned (dust chandeliers; clean out bugs from overhead 
lights and lamps, etc.), and that there is a light bulb in every socket.

 Clean all window sills, as well as any space between windows and storm windows.  
Windows should be in good repair with no cracks.

 Screens should be clean, in good condition, free of rust and holes.

 Any paint on window panes should be removed with a razor blade prior to cleaning.  



Showing Advice / Preparations

When an appointment has been made to show your property, we suggest a few special 
preparations such as the following:

Lighting 

 Keep all doors unlocked within the home.  Buyers want to see all the rooms (and closets); if 
they can’t, it slows up or stops the buying process.

 Turn on all lights—day or night!

 Open all the drapes and shutters.  Make your property as bright as possible.  Buyers typically 
want homes with lots of light!

Night Showings

 For a night showing, turn on all of your inside and outside lights, creating a glowing warmth 
around your home as the potential buyers drive up.  

Kitchen

 Make sure the sink is clean and free of dirty dishes.

 Declutter the countertops:  they appear more spacious when clean and uncluttered.

 Freshly mop the floors and baseboards of your kitchen – make them gleam.

Mood

 Leave soft music playing.  Turn off any blasting television or radio.

 Place some potpourri throughout the home to make it smell fresh and clean.  

 Create a positive mood.  If it is a cold day, make sure your home is heated, and if it is 
summertime, keep your home cool.  

 Add a special accent to make your house appear comfortable and inviting:  an open 
cookbook, cut flowers in a vase, or something baking in the oven (or bread maker).

During the Showing

 Place brochures in a conspicuous place; you could place a small sign asking agents to leave 
their business card.   (This is for your safety and it allows you to track who has shown the 
property and call them for feedback.)

The Presence of Pets



 Keep pets out of the way when showing, preferably out of the house.  One type of prospect is
annoyed and another gets their attention diverted.  Some buyers do not like animals or their 
odors and they may raise undue concerns about the condition of carpeting.  

Your Presence

 If possible, don’t have too many people present during a showing since the potential buyers 
will feel like intruders and want to hurry through your house.  The goal is to encourage them 
to spend as much time in your home as possible so that they can “get comfortable.”  

 If possible, let them go through the home without interruption or discussion!  They don’t 
want to feel rushed. You want them to feel comfortable.

 Avoid having guests over during the time a showing is scheduled, if at all possible. 

A Handy Daily Checklist

 Remove any and all toys, bikes, tools, trash, and animal waste from your yard.

 Keep all steps clear of hazards—old newspapers, laundry, toys, pet toys, etc.  

 Wash dishes. 

 Put away clothes.

 Make beds

 Open the draperies, pull up the shades, and let in the sunlight.  

 Declutter the rooms.  Remove things such as coats, shoes, clothing, pet toys, pet food, pet 
food bowls, trash cans, toys, child safety barriers.  (Rooms with no clutter look bigger.)

 Dust and vacuum floors often (daily, if possible).

 Wipe showers after each use.

 Water and prune indoor plants.

 Wipe down the bathroom counters.  

 Make sure towels are hung up, and the bathroom rugs are straightened.  

If you have any energy left, just relax!!  Once the clutter is in check, tidying up prior to 
showings should take a minimal amount of time.  And remember, the necessity to be 
“spotless” will not last forever!



Chapter 2:  Understanding How To Price Your Home For Sale!

One of the greatest obstacles to selling a home on your own… and one of the most common 
mistakes that many “For Sale By Owners” make… is in pricing the home for sale.

It's only natural and common sense that many homeowners have grown attached to their home 
because of the years of service, work and sweat equity they have put into the home.  All the 
memories and emotional attachments that have gone into the home over the years sometimes 
clouds the process of pricing a home for sale. 

This step deals with how to avoid overpricing your home… and at the same time… how to get 
every penny out of your home that you possibly can.

Undoubtedly you have an idea of what your home is worth.  The first thing you need to do when 
determining price is research (and then compare to what you have in the back of your mind).  
Research is essential in pricing your home for sale. Simply start the process by looking at similar
homes in your neighborhood at realtor.com or look at the Real Estate Section of the Sunday 
newspaper.  Your goal is to look for other homes advertising in your area for sale that are most 
similar to your home in terms of style, square footage, year built, and characteristics.

Include in your search:   number of bathrooms, acreage, bedrooms, garage spaces, and location, 
if possible.  It won't take you to too long to determine what ballpark your asking price should be 
in.  One other note related to researching similar homes – don't be afraid to call the ads and talk 
to the owner or real estate agent about the details of the home.  This will help you to narrow 
down the range even further to a realistic price.  When you do call, ask for more details about the
home… for example: does it have hardwood floors?  Has it been recently painted?  Does it have 
a new roof?  Are they any important updates?  

The second place you should get an opinion of value from directly is with 2-3 real estate agents.  
Call at least two real estate agents for their input.  When you do this be as “stupid” and as 
“naïve” as you possibly can… this will allow you to ask an endless number of questions to get all
the information you need to make a sound decision on pricing your home.

A real estate agent should also be able to tell you more about the current conditions of the 
market… such as where buyers are coming from (internet, newspaper, relocation or other). 

There's no obligation for a real estate agent to conduct a “Market Analysis” for you… but it is a 
good policy to be direct and honest with him or her about your situation and that you are 
planning on trying to sell your home yourself.

Most real estate agents will be glad to conduct a FREE “Market Analysis” for you even if you 
tell them that you plan to go “For Sale By Owner”. This is because the odds are that you will 
eventually list will still be in their favor… but they don’t know you have this manual.

A word of caution!  Make sure the agents you contact for your “Market Analysis” used homes 
that have actually sold in your area.  This is an important distinction.  The difference between 
asking prices and selling prices can be substantial, which means, you want a “Market Analysis” 



from homes like yours that have actually sold… not from homes that are still currently on the 
market and unable to sell.

Remember also that real estate agents often tend to overestimate homes value as an enticement 
for you to list your home with them.  Remind yourself of this often and remember what your 
ultimate goal is:  To save the real estate commission and do this yourself… so don’t get over 
excited or have unrealistic expectations based on a “Market Analysis” from any real estate agent.

If you take a more conservative approach to pricing your home, especially because you are a 
“For Sale By Owner” (and all buyers know this), you’ll have a much better chance to sell your 
home inside of 30 days.

Another convenient source to determine your sales price is to contact your local title company.
Many people don't realize that title companies have the same information that real estate agents 
have.  Plus, they are often more direct and honest with you… because they don’t want to list 
your home.  Many title companies around the country will provide this information for free in 
order to get your business when you do sell, others may charge a nominal fee.

Remember, establishing a price of your home is both an art and a science… so don’t be 
discouraged if some of the information you get from the newspaper, the agents, and the title 
companies contradict each other a bit.  You’ll have to weed through the piles of information you 
get to determine the most probable asking and sales price.

There is one other option!  If you really want to be sure about the fair market value of your home
before you try to sell it, you may want to consider having it professionally appraised.

Appraisers are estimators of the official value of properties around the country, they’re used by 
lenders to determine the terms of real estate loans.

Appraisers will use objective business-like techniques to derive a reliable estimate of price.

If you do hire an appraiser you can expect to spend somewhere between $400-$500 per 
professional appraisal.  

Once you have completed your research… you must answer a few more questions to finalize a 
legitimate sales price.  These questions help you determine your motivation factor – which will 
ultimately set the final price for your home. 

Do you have immediate financial needs?

Are you being transferred by your employer?

Are you in a rush to sell your home or do you have all the time in the world?

What is the employment rate in your area?

How are the interest rates?  High or low?



What time of year is it? 

Taking a look at these common sense questions will help you further determine your ability to be
a successful “For Sale By Owner.”

The next step in the process is to market your home effectively to the public / potential buyers… 
and how to grab their attention with the right type of marketing approach. 

Chapter 3:  Understanding How To Market Your Home Successfully!

When you are trying to sell your home on your own, a keyword is patience. 

Selling your home takes time (even in the hottest real estate market), knowledge, and an ability 
to get buyers to notice your home.  To get buyers to notice your home, you need a lot of 
marketing, and the marketing must be done properly.

Marketing your home is not always fun… in fact, you may have to take two or three dozen 
phone calls off advertisements before you find the right buyer.  You may have to hold open 
houses every Saturday for 4-6 weeks.  

You may have to let several unqualified buyers through your home… because they lied to you 
over the phone.  All of this is part of marketing your home… and it’s what your real estate agent 
would deal with if you were working with one.  But you’re not – so you have to deal with it.

Before devoting energy and money to marketing your home… you need to understand the basics 
of marketing any property to the public / potential buyers.  

The first thing you need to understand is why people want to buy your home and what’s in it for 
them to look at your property.  Is it the location?  The square footage?... or, because it’s a great 
price?… or, because it is four bedroom, four bathroom – which is rare in your area? 

You must determine what is most important to the buyer, not what is most important to you.  
Because no one cares why you like your home – you’re not the one buying it.  You have to 
understand this key point when you are creating marketing pieces to advertise your home. 

The most crucial, important aspect of your home – and why buyers would be attracted to it needs
to come out in every ad, letter, flyer or brochure you create to sell it.  If it does not come across 
loud and clear – you have no chance of selling your home. 

What you need is what I call a “benefit list.”  This is simple a list of all the great things about 
your home and how that would be attractive to the buyer.  This is what you will use to develop 
your ads, flyers and brochures later.

The first piece of marketing is the “For Sale By Owner” sign.  The quickest way to get one is to 
go to one of the local sign makers that all the real estate agents in your area go to for their signs. 



You can also find a sign at Home Depot, Lowe’s, or most Hardware stores.  The key word to 
remember when buying your sign is “Professional Looking”… don’t go cheap on the sign.

If you make your sign by hand or go too cheap on your sign you’ll give the wrong impression 
right off the bat to your potential buyer.  Perceived value is everything!  Once you have the sign 
situation comfortably in control it is time to get the word out.  The best place to start is with 
everyone in your “sphere of influence.” This includes all your neighbors, friends, relatives, co-
workers, school and community sports team contacts, etc…  It’s amazing how many people you 
know that know of someone who is looking to buy a home. Many “For Sale By Owners” have 
had success in the past without having to do any marketing whatsoever… by just telling 
everyone they know about their home for sale. So please start here and capitalize on all of your 
personal contacts first.

If you don’t have success with your “sphere of influence”, then you must market your home in 
other ways.  A place to begin your marketing is classified ads, both online and the local 
newspaper.

Many serious home buyers will look in the Sunday “Real Estate Section” for properties for sale –
you should be there.  The next section of this chapter will explain to you how to write a solid ad 
for your home… Make sure you check out a few of the marketing samples in the last chapter of 
this manual.

Classified Ad Writing Magic: The Basics Of Creating & 
Writing Classified Ads That Produce Buyers!

This section has been included for those who aren't very familiar with the process of creating and
writing classified ads. I suggest everyone read it – even if you don’t currently use classified ads 
in your marketing approach – it sheds some light on the subject and gives you an idea of how I 
look at marketing and advertising.  Reading this will help you understand me better, and where 
I'm coming from.

So, even if you've never written a classified ad, this section will teach you all that you need to 
know to get "up to speed".

Creating winning ads is critical to your success as a “For Sale By Owner.”  It's something that 
you can learn to do.  At least I learned to do it... therefore, I assume that you can, too.

This section is full of the tips, hints, and techniques that I have learned, proven, and used for 
years. 

Classified ads can be a powerful and inexpensive marketing tool if you do it correctly.  There's 
nothing clever, nothing elaborate... everything's simple about the way I approach it.  I believe 
"the simpler the better" when it comes to creating winning classified ads.

In this section you'll learn how to transform your ideas, listings, and features into benefits that 
your prospects will want to act upon.



But, there's one thing that you've got to understand from the beginning.  And that is this:

No one will read or respond to your classified ads if you don’t put their needs, wants, 
desires, and passions first. 

Your buyer is only interested in looking at your home to the degree that he understands what it 
has to offer him.  You must be entirely unselfish in your marketing in order to create classified 
ads that produce a lot of buyer calls.

In every word you write, every sentence you construct, in every paragraph that goes into your 
advertisement, you must realize that your prospect’s desires, anxieties, and aspirations must 
always come before your own.

This is the basic fundamental rule of successful classified ad writing.  This is something that very
few “For Sale By Owners” understand and follow.  If you doubt that this is true.... read through 
other ads of homes for sale and notice all the unpersuasive and unattractive ads that you will see.
Compare other ads to what you learn in this section and you'll understand that there are very few 
good classified ad writers out there.  Writing the text for your ad is both an art and a science.  

Successful classified ad writing is "all about your prospect"... it's about their dreams and desires. 
If you can't understand this, then don't bother trying to create your own ads and marketing 
materials, because you won't be able.

Write Powerful Classified Ads by Avoiding These Typical Mistakes

Hundreds and thousands of dollars are wasted every day on classified ads that are not focused on
the perspective of the buyers.  Too many mistakes results in too many dissatisfied, unmotivated 
prospects, which results in many unsuccessful “For Sale By Owners.”

The most common problems:

1) Most classified ads:  Do not focus on the prospect... they focus on the property, the agent, the 
company, etc...  A very selfish thing indeed!

2) Most classified ads:  Assume the prospect is as excited to respond to you, your property, your 
offer, etc... as you are to sell!  A false deduction if ever there was one!

3) Most classified ads:  Try to be clever and creative.  The minute you get too clever with your 
copy is the minute you lose your prospect.

4) Most classified ads:  Try to create an "image".  This is ridiculous... but happens all the time! 
Your property’s image should always come second to THE PROSPECT’S NEEDS, WANTS, 
AND DESIRES. Nothing should be more important than your prospect, especially not your 
home’s “image"!

5) Most classified ads:  Elaborate on and on and on about the features of a home and not on the 
benefits and what they can do for the prospect.



6) Most classified ads:  Are extremely boring and dull.  Copy should be written full of action, 
vibrancy, and enthusiasm.  It should move the prospect to action!

7) Most classified ads:  Do not give the prospect a reason for acting NOW.  After your prospect 
reads your ad they should be so excited about the benefits they get, that they drop whatever 
they're doing and take immediate action! 

8) Most classified ads:  Do not address the anxieties and aspirations of the prospect.  If you don't 
know your target buyer, don't even try to create and write classified ads.

9) Most classified ads:  Do not sell specific benefits to the prospect.  On the other hand, the best 
listing classified ads are filled with specific benefits for the buyer... a great example:  “average 
electric bill is only $67/month.”

These are only a few of the errors that most “For Sale By Owners” commit.

After you've created a new classified ad, always turn back to these pages and test your ad against
these listed mistakes.

If you've made any of these mistakes, fix them!  If necessary, don’t hesitate to start from scratch 
and re-create your whole ad.  By the way, get used to re-creating ads!

Online Advertising Resources

 craigslist.com
 forsalebyowner.com 
 zillow.com (use “make me move” feature)
 trulia.com
 hotpads.com
 fsboads.com
 virtualfsbo.com

While none of these is as effective as our MLS or our Realtor.com, they could help get some 
exposure.

Transforming Your Features Into Benefits That Will 
Make Your Prospect Pick Up the Phone and Call You, NOW!

Before I explain how to do this, I feel the need to reemphasize the fact that:  If you don't know 
what your prospect wants to buy, then how are you going to sell it to them?  You can't.  Thus, the 
tremendous need for you to do marketing research.  If your preparation has been thorough, then 
you stand a much greater chance of writing a successful classified ad.  As a matter of fact, that's 
the key to creating a hot ad.



Having said that, let's assume that you know what your prospect wants, and why he needs to look
at your home – how can we turn your features into benefits?  

Features are the desirable elements of your home.  Features are important, but only to the degree 
that they relate to a benefit that the prospect would enjoy from the feature.  Features will not sell 
your home... benefits will.  Benefits are the advantages offered to your buyer.  Benefits are what 
causes a prospect to buy your home.  Benefits are what your prospect gains from a feature. 

Benefits answer the prospect’s biggest question:  "What's in it for me?".  Your prospect wants to 
know the answer to this question RIGHT FROM THE START.  So tell him!

Thus, if you want to write successful classified ads, then you must be good at transforming 
features into benefits.

One of the basic rules of successful classified ad writing is this...

You Must Always Lead With the Benefits,
Then You Can Follow With Features

Prospects always want to know what's in it for them first.  Only once they know what’s in it for 
them, then they may want to know the ins and outs of your home. 

If you have a feature that doesn't offer a strong benefit, then leave it out... don't even waste your 
time with it, or consider it.  You should never list features of your home as if they were in and of 
themselves, something meaningful.  They aren't!  A feature is only meaningful if it tells your 
prospect what he gets from the feature... and by their very nature, features don't do it.  If you 
understand all of this, then you are ready to begin the process of turning features into benefits.

Here are the Steps for Turning Features into Benefits:

1) List every possible feature of your home that you can.  To start, you would list all of the 
upgrades of your home, and proceed to list all of the basic facts about your home (age, style, 
square footage, color, et cetera).

2) Now answer this question for each and every feature:

"What does my prospect get from this feature?  How much?  How often?  Why does it matter? 
What problem of the prospect does this feature solve?  How well does it solve the problem?  
Etc..

If you do this, you'll have a list of benefits that mean something to your buyer!

3) Rank the benefits in order of importance to the prospect.

4) Rank the problems that your home solves in order of importance.



All of this is critical to your classified advertising success.  A prospect does not care about your 
features.  The prospect just wants to know what's in it for them.  They care only about what your 
home provides for them in the way of benefits.

Rules for Writing Classified Ads that Motivate 
Your Prospect to Respond NOW

Remember, the main question to continually ask yourself, with each word or sentence you write, 
with each paragraph you finish, is this:

Does this help get my prospect to Act now, or not?  If It doesn't, then it should be removed!

The purpose of your advertising is to get your prospect to respond NOW!  If the copy does not 
motivate action, then it does not belong!

Never forget this!

Realize that no matter what anyone else says, classified ads should always be written so that the 
focus is on the prospect, never on the home you’re selling, or anything else.

Put your ego aside, and realize that you will win at classified ad writing if your focus is on your 
prospect, his desires, his wants, his interests, etc... 

Tell your prospect that you have the solution to their problem.  Prove it in your copy!  Let them 
know that you understand what THEY are seeking.  To do this you must:

 Identify the prospect’s needs and wants

 Let the prospect know that you have what they are needing and wanting

More basic rules for writing classified ads that sell:

1. Target your market specifically.

2.  Write the ad as if you were writing to one specific, select person.

3.  Read your copy as if you were the prospect.  Consider it only from his point of view.

4.  Never assume that your prospect understands what you are saying.  Tell him specifically what
it is that you mean.

5.  Make your copy short and spunky, full of energy.  Use action words and avoid too many 
adverbs or superfluous text.

Using non-specific adverbs implies that you don't have any specific facts or numbers to 
share about your property.  You must prove each of your words when you use them.



6.  Make Your Copy Interesting.  Write everything so that it focuses on the prospect.  That alone 
will make your copy interesting to the prospect.  If what you write is not about the prospect, then
it doesn't belong!

7.  Use emphasis devices to draw attention to words that are important and be selective in using 
words that will get your prospect’s attention.  

* You can underline important words.

* You can make them bold.

* You can use asterisks to set them off.

* You can indent them.

* USE CAPITAL LETTERS.

* Use boxes, or other outlining devices

* Use different colors 

Basically, you should use anything that lets your prospect know that THIS IS IMPORTANT. 
READ ME!  I'VE GOT THE PROPERTY YOU’VE BEEN LOOKING FOR!

These emphasizing devices work, and will guide your prospects eyes across the page to the 
important messages that you are trying to convey in order for them to act in their own best 
interest.

It is equally important to evaluate just how much highlighting is optimal for your ad.  Obviously,
it can be overdone.  Over-highlighting results in your key points / most important benefits 
becoming watered-down, less important.

8.  The following is a key rule to never forget:

Always Lead With Prospect Benefits, & Follow With Features

Following this rule alone will help increase your response significantly.  
Make sure the benefits:

 Speak Directly to the Prospect

 Excite Him

 Frighten Him

 Let Him Know What He Has To Do To Get the Benefit



In short, motivate your prospect by leading with the benefits he gets, not with you, your property,
or it’s features.

9.  Make it easy for your prospect to respond.

Don’t hide your phone number by burying it deep in the text. 

Writing classified ads that compel an immediate response is something that you can do, if you 
work hard at it and follow the guidelines in this section.

This section is full of the tips, hints, and techniques that I have learned and used hundreds of 
times throughout my career – they will help you write classified ads that will get your prospect to
call you NOW and buy your property.

It should be your rule of thumb to spend about ½% of your starting sales price on marketing and 
advertising (for example, on a $300,000 home a ½% budget would equal $1500).  Being thrifty 
is a marvelous idea but it rarely works in terms of selling your home.  

You should also be aware of what causes homes to sell… or in some cases… what causes homes 
not to sell.  In order to help you get a realistic perspective of what you are trying to accomplish,  
it’s a good idea to fill out the following “How Well Will It Sell?” worksheet.

HOW WELL WILL IT SELL?

A Do It Yourself Guide to Predicting 
How Well Your Property Will Sell

A) CONDITION:  How well does your property meet the following criteria:

1)   Your property has better than average curb appeal?             2 points
2)   Your interior is light, bright, and clean? 2 points
3)   Your rooms are uncluttered and look as large as possible? 2 points
4)   Your decorating is attractive and neutral?        2 points
5)   You are offering a Buyer’s Home Warranty package? 1 point
6)   You don’t have any pets? 1 point
7)   Your home is free of any unpleasant odors? 2 points
8)   Your floor plan is not convenient or desirable?          -10 points
9)   Your home is below average condition? (i.e., wear & tear)          -10 points
10) Your home is older and is in need of updating?          -10 points

POINTS FOR CONDITION:                             ___________

B) PRICE:  How well does your property compare to properties similar to it:

1)   Your home is priced lower than any of the others?                      40 points
2)   Your home is in the lower 20% compared to others?                  25 points



3)   Your home is in the lower 21-50% compared to others?                 10 points
4)   Your home is in the top 51-80% price range?             0 points
5)   Your home is in the top 81-100% price range?          -25 points

POINTS FOR PRICE:      ____________

C) LOCATION:  How well does your property rate in regards to location:

1)   Your home is in the low end in a prestigious neighborhood?             3 points
2)   Your street has great curb appeal?             2 points
3)   Your home offers an excellent view?               3 points
4)   Your area has excellent schools?                   4 points
5)   Your neighborhood is above average for price range?  3 points
6)   Shopping is located nearby?  1 point
7)   You live in a covenant controlled subdivision?  2 points
8)   Your neighborhood has clubhouse, pool, tennis courts?  2 points
9)   You are in close proximity to noise, traffic, commercial?           -15 points

POINTS FOR LOCATION:      ____________

D) MARKETING:  You will be offering the following regarding marketing:

1)  A sign will placed in the yard?  5 points
2)  A brochure box will be on the sign full of brochures?  3 points
3)  Your home will be advertised on the internet?  5 points
4)  Your home will be advertised in the local newspaper?  5 points
5)  A full service commission will be paid?  5 points

    
POINTS FOR MARKETING:     ____________

E) TERMS:  You will be offering the following terms: 

1)   VA and FHA financing available?           10 points
2)   3% or less buyer investment?             7 points
3)   3-5% buyer investment? 5 points
4)   6-10% buyer investment? 5 points
5)   You will owner carry 10% or more of the purchase price? 3 points
6)   You don’t have any seller contingencies? 2 points
7)   Non-qualifying assumable loan?           10 points
8)   Seller will pay at least ½ of buyer’s closing costs? 6 points

POINTS FOR TERMS:     ____________

E) AVAILABILITY:  Your home rates as follows regarding accessibility:



1)   No time or day restrictions on showings? 2 points
2)   No pets on the property during showings? 1 point
3)   Your home is always prepared and ready to be shown? 2 points
4)   You stay out of the buyer’s way during showings? 1 point
5)   No Realtors are allowed to show the property?          -10 points
6)   Rental property – Uncooperative tenants – Limited access?          -15 points

POINTS FOR AVAILABILITY:     ___________

TOTAL POINTS AWARDED     ___________

Make copies of this form and review periodically as your listing time elapses without a sale.

RESULTS – “HOW WELL WILL IT SELL?”:

60 Points Or Less = Your home probably won’t sell at the price you’re asking.  You will 
need to make adjustments in order to get your home sold.

70 Points = Your home has a 70% chance of selling, but may need price reductions.

80 Points = Your home has an 80% chance of selling, but may take longer than others in 
the area.

90 Points = Your home has a 90% chance of selling and should sell quickly.

100 Points = You’ve done everything right, start packing.

Note:  Depending on market conditions, your home may or may not follow the above listed 
guidelines.  In a seller’s market, homes that score low may still sell quickly.  In a buyer’s market,
even the homes that score high may take longer than expected to sell. 

The goal of this seller guide is to let homeowners know what is necessary for them to do in order
to have the best chance of selling their home in the least amount of time and for the best price.



How to Handle Callers!

The first thing to do when someone calls is to be polite and positive (even if it is a real estate 
agent on the other end).  You should then try to get the caller to give you as much information 
about themselves and what they are looking for as possible. 

The telephone is the first line of defense against time wasters…by asking the following questions
you’ll eliminate most of the “tire-kickers.”  These are direct questions that get to the point with 
your buyer prospects and are crucial to your success.

What is your desired home size and square footage?

What is your desired number of bedrooms and bathrooms?

Are you looking for a home with a pool?

How soon did you plan on buying your home?  

Do you have a home to sell?

Are you currently renting or owning?

Where will you get the money for the down payment?

Have you been pre-qualified by a lender?

Are you currently employed?  

Are you working with a real estate agent?  

What type of financing are you going after?  

Is this home in the price range you are looking for?

What is your approximate gross monthly income (combined)?

What is a most important thing about the home you’re looking for?

Have you looked at other homes in this area?

When do you have to move by?

How’s your credit?

Have you ever owned a home before?



In addition to these questions, you may want to compile additional questions that result from 
your time on the phone with prospects.

Another rule of thumb that I have for most “For Sale By Owners” is to have a relationship with a
local lender… someone who will be glad to pre-qualify prospects as they come through or return 
calls from your ads.  This saves you time and gives you peace of mind when showing the 
property.

As a serious “For Sale By Owner”, besides notifying your “sphere of influence” and running 
smart classified ads, it's also a good idea to hold open houses.  The reason for this is simple – the 
right buyer for your home may be someone who is just out driving on the weekends.

You can hold an open house for a minimal amount of upfront expense or hassle.  You’ll need a 
large “OPEN” sign for the front yard and at least 6-8 directional arrows to direct people through 
any maze of side streets and into your home.  That’s it – along with your normal flyer that you’ll 
have already created (samples located in the last chapter of this manual).

The main rules when conducting an open house are the same as when you prepare your property 
for sale (look back at the checklist of this manual).  There are two others key items to remember 
when holding your house open. 

1. Understand that many of the people who come through your home are not qualified and are 
only there to see what type of decorating you have – there is no way to avoid this.

2. When showing your home – never, ever give buyers the “Grand Tour” of your home.  I’ve 
seen it over and over again – this is a mistake and will cause even a serious buyer to delay 
making a decision on your property.  Buyers don’t need tours – they need space – give it to 
them.  If you give a tour – now you turn into a salesman.  People don’t like salesmen.

Maximize every appropriate prospect that you have at your open house by having a sign-in sheet 
and ensure that all appropriate prospects complete it.  This makes it easier to follow-up later!

Next, let's move on to closing the sale.  This is the most crucial aspect of the whole process… 
Why?  Because no one gets paid until you close.

Chapter 4:  Understanding How To Close Your Home Transaction!

A common question that many “For Sale By Owners” have is “How do I do the paperwork?”

Rest assured that it’s not as hard as you might think and it can be done with a minimal amount of
investment on your part.  This chapter covers my suggestions on how to do this… so that 
everyone should stay out of court in the long run.  In my opinion, after watching many “For Sale 
By Owners” make errors handling the paperwork, and having cost themselves thousands of 
dollars… I recommend that you hire a real estate attorney or a real estate agent to handle all of 
the paperwork for you.



Yes, you can do all of the paperwork yourself and save even more money… but with the ever 
changing real estate laws… I think it’s a smart move to have a professional do it for you!  This 
will protect you, the buyer, and the entire property in the long run… plus, in most cases it won’t 
cost you more than $1,000 if you are a decent negotiator. 

Be flexible!

Whether or not you take my advice or do the paperwork yourself… one thing to accept is that if 
you want a hassle-free closing, it is absolutely necessary that you BE FLEXIBLE!

Without doubt, there will be circumstances in the sale of your home that will delay the dates and 
time periods in the contract.  Not a problem!  As long as the buyer is still motivated about buying
your home, my suggestion is to be flexible during the process.

Obviously, you want everything on a tight schedule… but to save your long term sanity… relax a
little. 

For your convenience, the rest of this chapter deals with checklists and the knowledge you need 
to have a successful escrow and closing. 

Review these next few pages often throughout the process so that you are well aware of every 
facet of a real estate transaction. 

The Contract

The following is a list of sections found in any common real estate contract… review them now. 

 Your Name – The legal name(s) under which the buyer wishes to take title. 

 Tenancy – This refers to how the buyer will “take title” to the property. It signifies their
interest in the property and rights of survivorship. 

 Earnest Money Deposit – The amount of Earnest Money due is negotiable and varies
with the value of the property. The range is usually between 3% and 5%.  Its purpose is to show
good faith that the offer is serious. It also serves as a source of payment  for damages to you
should the buyer default on the terms of the contract.  It is made payable to the escrow agent, real
estate company, or the closing attorney.   

 Legal  Description  and  Street  Address –  The  legal  description  is  the  technical
information from the government regarding plat location, section, et cetera.  The street address is
the name by which the property is commonly referred (i.e., 123 Maple Street, Anytown, USA).

 Purchase Price and Terms – This section details the agreed purchase amount and the
terms of down payment, loan amount, interest rate, and other loan conditions. A description of the
loan will be required.  If the buyer has not yet received loan approval, they will need to specify
the interest  rate,  loan conditions,  and down payment  limits.  (For example,  your contract can
specify “offer is contingent upon buyer’s ability to obtain a 20%, 8% interest rate, 30-year loan



within 15 days.” Therefore, if they cannot find such a loan, these stipulations will allow them to
be released from the contract, should they desire. If they are planning to assume your existing
loan,  the  contract  will  need  to  specify  “offer  contingent  upon  lender’s  approval  of  loan
assumption..”)

 Inclusions and Exclusions – This section details any items that are to be included in the
purchase price that are not permanently attached to the real property.  Also, this section details any
items that you do not wish to leave that may be construed as attached or staying with the property.
For  example,  these  items  may  include  window  coverings,  refrigerator,  stove,  dishwasher,
microwave, shed, dog house, garage door opener, et cetera.

 Liens,  Encumbrances  and  Restrictions –  The  contract  should  detail  all  liens,
encumbrances, easements, restrictions, et cetera which are not recorded. 

 Special  Assessments –  Any  special  assessments  should  be  disclosed  by  you.   For
example,  if  a  property  recently  has  a  special  assessment  to  build  new sewers,  the  purchase
agreement should specify who will pay for it. 

 Inspection – The buyer has the right to request a physical inspection of the property and
its inclusions.  If the inspection proves unsatisfactory,  both buyer and seller have a set time to
reach a settlement of how to correct the unsatisfactory conditions. 

 Title Insurance Policy – A title insurance policy is required by the lender.  As the seller,
you will pay for the title insurance policy.  The buyer is required to purchase a mortgage policy
which is a part of their loan fees at closing. 

 Closing Procedures – This section details who is to be responsible for conducting the
closing.   Usually all  monies  and documents  are handled by a title  company (i.e.,  the closing
agent).  The closing agent acts as a depository for the funds.  They disburse the funds to the
proper parties, handle the adjustment of taxes, insurance, etc. between the buyer and the seller.
They are also responsible  for obtaining pertinent  documents  such as the deed, title  insurance
policies, and are responsible for the recording of documents with the state, etc.

 Date of Closing Procedures – This section details what date the proceedings close.  

 Date of  Possession –  Although this  date  is  negotiable  between buyer  and seller,  it  is
customary for possession to occur on the same day of closing.

 Occupancy – This section details what happens if you do not give occupancy. 

 Terms of Offer Termination – The number of days you have to accept the offer. 

 Additional Provis  ions – This is where you put all items which may be in doubt or which
could be contested later. 

 Signatures – In Florida, an offer and acceptance must be in writing.  Electronic signatures
are binding and have the same impact as hand signatures, per federal law.



What is Escrow?
As a buyer or seller, you want to be certain all conditions of the sale have been met
before property and money change hands.  The technical definition of an escrow is a
transaction where one party engaged in the sale, transfer or lease of real or personal
property with another person delivers a written instrument, money, or other items of
value to a neutral third person called an escrow agent or escrow holder.  This third
party holds the money or items for disbursement upon the happening of a specified
event or the performance of a specified condition (closing the real estate transaction).

Simply stated, the escrow holder impartially carries out the written instructions given
by the principals.  This includes receiving funds and documents necessary to comply
with those instructions,  completing or obtaining required forms, and handling final
delivery  of  all  items  to  the  proper  parties  upon  the  successful  completion  of  the
escrow. 

When all of the instructions in the escrow have been carried out, the closing can take
place.   At this  time,  all  outstanding funds are  collected  and the fees,  such as  title
insurance  premiums,  real  estate  commissions,  termite  inspection  charges,  are  paid.
Title to the property is then transferred under the terms of the escrow instructions and
appropriate title insurance is issued.  The following items represent a typical list of
what an escrow holder does and does not do:

THE ESCROW HOLDER:

 Serves as the neutral “stakeholder” and the communications link to all parties in the transaction;
 Prepares escrow instructions;
 Requests a preliminary title search to determine the present condition of the property;
 Requests a beneficiary’s statement if debt or obligation is to be taken over by the buyer;
 Complies with lender’s requirements, specified in the escrow agreement;
 Receives purchase funds from the buyer;
 Prepares or secures the deed or other documents related to escrow;
 Prorates taxes, interest, insurance, and rents according to instructions;
 Secures releases of all contingencies or other conditions as imposed on any particular escrow;
 Records deeds and any other documents as instructed;
 Requests issuance of the title insurance policy;
 Closes escrow when all of the instructions from buyer and seller have been completed;
 Disburses funds as authorized by instructions;
 Prepares final  statements  for the parties  accounting  for the disposition of all  funds deposited in
      escrow (these are useful in the preparation of tax returns).

Buying or selling a home 
(or other piece of real 
property) usually involves 
the transfer of large sums 
of money.  

It is imperative that the 
funds & related documents
from one party to another 
be handled in a neutral, 
secure, and  
knowledgeable manner.  

For the protection of the 
buyer, seller, and lender, 
the escrow process was 
developed.



Who Pays What?

A Guide to Closing Costs

The SELLER can generally be expected to pay The BUYER can generally be expected to pay

 Owner’s title insurance premiums
 Real estate commission
 Any loan fees required by buyer’s lender per
      contract
 Payoff of all loans in seller’s name (or
      existing loan balance if being assumed by
      buyer)
 Interest accrued to lender being paid off –
      Statement Fees, Reconveyance Fees, and any
      Prepayment Penalties
 Termite inspection (according to contract)
 Termite work (according to contract)
 Home warranty (according to contract)
 Any judgments, tax liens, etc. against the
      seller
 Recording charges to clear all documents of 
      record against seller
 Tax proration (for any taxes unpaid at time of 
      transfer of title)
 Any unpaid Homeowner’s Association fees
      due. 
 Any bonds or assessments (according to
      contract)
 Any and all delinquent taxes

 Lenders’ title policy premiums
 Recording charges for all documents in
      buyers’ names
 Homeowner’s Association Transfer Fee
 All new loan charges (except those required
      by lender for seller to pay)
 Interest on new loan from date of funding to 
      30 days prior to first payment date
 Assumption/Change of Records fees for 
      takeover of existing loan
 Beneficiary Statement Fee for assumption of
      existing loan
 Home warranty (according to contract)
 Insurance premium for the first year
 All pre-paids
 Notary fees (if applicable)

 



For Sale By Owner

Real Estate Transaction Checklist

Property Address ______________________________________________________

Contract Date __________________ Closing Date ______________________

Buyer’s Name(s) _______________________________________________________

Phone _______________     Fax _______________

Address ___________________________ City _______________ State ____ Zip ______

Buyer’s Agent ______________________ Phone _____________  Fax ______________

Title Officer _______________________  Phone _____________  Fax ______________

Lender ____________________________ Phone _____________  Fax ______________

Home Inspector_____________________ Phone _____________  Fax ______________

Attorney __________________________  Phone _____________  Fax ______________

CHECK OFF ITEMS WHEN THEY’RE COMPLETED

Lender Pre-Approval Letter Received _________
1st Earnest Money’s Deposited by Escrow Agent _________
Signed Contract emailed/Faxed to Attorney _________
Inspection Completed _________
Inspection Objections Received _________
Inspection Resolution Complete _________
Settlement Statement Reviewed with Attorney & Signed _________
Earnest Money Deposited by Escrow Agent _________
Settlement Statement Emailed/Faxed To Lender _________
Appraisal Ordered by Lender _________
Appraisal Completed _________
Title Work Ordered by Closing Attorney _________
Title Work Received by Closing Attorney _________
All Contingencies Met _________
Closing Date Scheduled _________
Homeowners Insurance Secured Buyer _________
Loan Underwriting Approval - Clear to Close Received _________



A Few More Real Estate 
Terms You Need To Know!

Amortized Loan – a loan that is completely paid off, interest and principal, by a series of regular
payments that are equal or nearly equal.  Also called a “Level Payments Loan.”

Appreciation – an increase in value of real estate.

Assumption of Mortgage – the taking of title to property by a grantee, wherein he or she assumes
liability for payment of an existing note secured by a mortgage or deed of trust against the property,
becoming a co-guarantor of a mortgage or deed of trust note.

Balloon Payment – the final payment of a mortgage loan when is larger than the regular payment.  It
usually extinguishes the note.

Capital Gains – the taxable profit derived from the sale of a capital asset.  It is the difference between
the sale price and the basis of the property, after making appropriate adjustments for closing costs,
fixing-up expenses, capital improvements, allowable depreciations, etc.

Closing – the final settlement of a real estate transaction between buyer and seller.  It is also known as
“recording.” 

Condominium –  a  system  of  individual  fee  ownership  units,  combined  with  joint  ownership  of
common areas of the structure and land.

Contract for Deed – a contract ordinarily used in connection with the sale of property in cases where
the seller does not wish to convey title until all or a certain part of the purchase price is paid by the
buyer.

Contract of Title – a summary or digest of the conveyances, transfers, and any other facts relied on as
evidence of title, together with any other elements or record which may affect the marketability of the
title.

Conventional  Mortgage – a  mortgage  securing  a  loan  made  by investors  without  governmental
underwriting (i.e., not FHA-insured or VA-guaranteed)

Counter-Offer – a seller’s rejection of an offer made by a buyer accompanied by an agreement to sell
the property to the potential buyer on terms differing from the original offer.

CRV – Certificate of Reasonable Value –  A document of appraisal issued by the VA establishing
their opinion of the maximum value.

Discount Points – additional charges  - made by a lender at the time a loan is made. Points are 
measured as a percent of the loan, with each point equal to one percent.  These additional interest 
charges are paid at the time a loan is closed to increase the rate of return to the lender so as to 
approximate the market level. 



Earnest Money Deposit – a down payment made by a purchaser of real estate as evidence of good
faith.

Easement – created by grant or agreement for a specific purpose, an easement is the right, privilege or
interest which one party has in the land of another.

Equity – the interest or value an owner has in real estate over and above the liens against the real
property.

Exchange – the trading of equity in a piece of property for equity in another property.

Fee Appraisal – the act or process of estimating values of real estate or any interest therein for a fee.

FHA Loan – a loan which has been insured by the federal government insuring its payment in case of
default by the owner.

Firm Commitment – a  lender’s  agreement  to  make  a  loan  to  a  specific  borrower on  a  specific
property.  An  FHA or  PMI  agreement  to  insure  a  loan  on  a  specific  property,  with  a  designated
purchaser.

CMHC Loan – a loan insured by the federal government, usually used for residential properties in
rural areas.

Investor – the holder of a mortgage or the permanent lender for whom the mortgage banker services
the loan.  Any person or institution that invests in mortgages.  

Joint Tenancy – joint ownership by two or more persons with right of survivorship.  All joint tenants
own equal interest and have equal rights in the property.

Land Contract – a contract ordinarily used in connection with the sale of property in cases where the
seller does not wish to convey title until all or a certain part of the purchase price is paid by the buyer.

Lease Purchase Agreement – the buyer makes a deposit for the future purchase of property with the
right to lease the property in the interim. 

Lien – an encumbrance on the property which usually names the property as security for the payment
of a debt or discharge of an obligation.  Examples: judgments, taxes, mortgages, deeds of trust, etc.

Loan  Commitment –  a  written  promise  by  a  lender  to  make  a  loan  under  certain  terms  and
conditions.  These include interest rate, length of loan, lender fees, annual percentage rate, mortgage
and hazard insurance, and other special requirements.

Loan to Value Ratio – the ratio of the mortgage loan principal (amount borrowed) to the property’s
appraised value (selling price).  On a $100,000 home with a mortgage loan principal of $80,000, the
loan to value ratio is 80%.

Marketable Title – merchantable title, free and clear of objectionable liens or encumbrances.



Mortgage/Deed of Trust – an instrument recognized by law by which property is pledged as security
or  collateral  for  debt  without  transfer  of  title  or  possession,  to  secure  the  payment  of  a  debt  or
obligation to the lender.  Title transfers to the lender during the foreclosure process which occurs in the
event that the debtor defaults on the loan obligation to the lender.

Mortgage  Insurance  Premium  (MVP) –  the  consideration  paid  by  a  mortgagor  for  mortgage
insurance  either  to  FHA or  a private  mortgage  insurance (PMI) company.   On an FHA loan,  the
payment is one-half of one percent annually on the declining balance of the mortgage.  It is a part of
the  regular  monthly  payment  and  is  used  by  FHA to  meet  operating  expenses  and  provide  loss
revenues.

Mortgagee – the lender of money or the receiver of the mortgage document.

Mortgagor – the borrower of money or the giver of the mortgage document.

Note – a written promise to pay a certain amount of money with or without specific terms. 

Origination Fee – a fee or charge for the work involved in the evaluation, preparation, and submission
of a proposed mortgage loan.  Origination fees are paid by the borrower to the lender.

Personal property – any property which is not real property.  For instance, money, savings accounts,
appliances, cars, boats, etc.

Point – one percent of the loan amount.

Prepayment Penalty – the fee paid to the mortgagee for paying the mortgage before it becomes due.
Also known as the “Prepayment Fee” or “Reinvestment Fee.” 

Prepayment Privilege – the right given a purchaser to pay all or part of a debt prior to its maturity.
The mortgagee cannot be compelled to accept any payment other than those originally agreed to.

Private  Mortgage  Insurance  (PMI) –  insurance  written  by  a  private  company  protecting  the
mortgage lender against loss due to a mortgage default. 

Privately Insured Mortgage – a conventional mortgage loan on which a private mortgage insurance
company protects the lender against loss.

Promissory Note – following a loan commitment from the lender, the borrower signs a note 
promising to repay the loan under stipulated terms. The promissory note establishes personal liability 
for its repayment.

Purchase Agreement – an agreement between a buyer and seller for the purchase of real estate.

Real Property – any land and whatever, by nature or artificial annexation, is part of it.

Rent with Option – a contract which gives one the right to lease property at a certain sum with the
option to purchase it at a future date.



Second  Mortgage/Second  Trust –  also  known  as  a  “Junior  Mortgage”  or  “Junior  Lien.”  An
additional  loan imposed on property with a first  mortgage,  generally  at  a  higher  interest  rate  and
shorter terms than a “first” mortgage.

Special Assessment – a legal charge against real estate by a public authority to pay the costs of public
improvements such as street lights, sidewalks, street improvements, etc.

Straight Loan – a loan with periodic payments of interest only; the principal sum is one lump sum
upon maturity.

Subdivision – a parcel of land that has been divided into smaller parts.

Tenancy in Common – ownership by two or more persons who hold undivided interest, without the
right of survivorship.  Interests need not be equal.

Term of Mortgage – the period during which a mortgage must be paid.

Title – often used interchangeably with the word “ownership.”  It indicates the accumulation of all
rights in a property.

Title Insurance – an insurance policy which protects the insured (purchaser or lender) against loss
arising from defects in title.

Trust Account – an account separate and apart and physically segregated from a broker’s own funds,
in which the broker is required by law to deposit all funds collected for clients.



Final Tips and Advice

You started the process to sell your home on your own and you wanted to save money by not 
paying a commission.  Obviously, you want to do this in the most cost-effective way you can.  
This could include using a real estate agent to list your home, if you found that selling FSBO is 
not the right fit for you.  

Before we go through the process of picking the right real estate agent… let's go through a 
checklist of questions to determine if you’ve done everything you possibly can to sell on your 
own.  By answering these questions honestly, you’ll decide if going with a real estate agent is 
best for you at this point.

How good is the real estate market in your area?

How is the location of your home?

Have you recently checked all of the comparable homes still on the market and the homes that 
have sold like yours?

Has any buyer or agent commented negatively on your price? 

Are you offering the right kind of financing terms?

Are there any other financing terms you could offer to attract more buyers?

Do you really have to sell?

Are there any major repairs that you could do to improve the perceived value of the home?

Did you do everything you could do in terms of marketing and advertising?

How does your property show? 

Can you afford to list your home?  Have you considered a full-service realtor that provides you a 
discount commission?

Your goal here is to sell your home for the highest amount, in the shortest period of time, with 
the least amount of money spent, right?  

In most cases, you can hire an agent if you have been unsuccessful on your own – without 
paying a 6% commission if you also purchase a new home with that agent.  Which would partly 
cover your goal of “least amount of money spent.”  I provide a special discount exclusively for 
FSBO.

A real estate agent can provide you with many valuable services, not the least of which is to help 
market your home and prepare all the documentation.  In addition, an agent has resources that are
not available to you as a “For Sale By Owner”, including many more contacts with potential 



buyers that you have.  In fact, a good real estate agent can probably get your home out to 20-30 
times more potential buyers than you can on your own.

Also, keep in mind that no matter how much effort, marketing dollars and time you put into 
selling your home on your own… this this is still a part-time gig for you. 

The agent, on the other hand, will work full-time at selling your home.  It stands to reason that 
the full-time agent probably has a better chance than you do. 

The million-dollar question for most sellers now comes down to the money situation.  “How do I
get a real estate agent to work with me… without paying him/her a 6% commission?” 

The answer is quite simple… you ask.  Everything in a real estate transaction is negotiable.

Most people think that when they list with an agent, that they must pay a full real estate 
commission.  That's not necessarily the case; one of the easiest ways to get a real estate agent to 
work for you without paying a 6% commission is to simply ask.

Now, if you're considering working with a real estate agent… there are a few key points to 
remember so that you can save time and money by picking the right one.

Here are few questions you probably should ask every real estate that you interview to list your 
home. 

Can I have a copy of your marketing plan? (A good agent will tell you specifically what they are 
going to do to sell your home)  

What specific internet marketing will you do? (Remember 95% of buyers search for their home 
online)

What other sources of marketing do you provide me that I cannot provide on my own? (Make the
agent get detailed and specific with you – no generalities)

What do I need to do to get my home ready to put on the market immediately? (An honest agent 
will have something for you to do – beware of the agent that over compliments your home)

Do you have a full-time receptionist? (You want someone who spends their time on marketing 
your home with administrative assistance for answering phones and scheduling showings)  

Can I cancel my listing at anytime? (Get an agent that stands by their performance – not 
someone who hides behind a long listing contract)

Can I have three or four references to call please? (A professional will have more than this and 
they will offer them to you in their presentation)

How many years has the company been in the business? (3 or more is preferable)



What is your commission? (Less 6% is your goal)

At what price would you list my home? (Remember, you’ve done the research, never go with an 
agent that is “too optimistic” about the sales price of your home

All these questions will help you determine which real estate agent is right for you. 

The best rule of thumb is to continue to ask questions until you are comfortable with the situation
and remember everything in the real estate transaction is negotiable 

If you follow the simple steps I've given you in this manual, the odds are in your favor that you 
won’t have to pay any commission at all.  If, however, you do end up listing your home… make 
sure the agent you select can answer the above questions and provides solid answers so that you 
can select which agent is the best for you and your situation.

Selling your home should be a fun, enjoyable, and profitable experience!  Avoiding the mistakes 
that are detailed here that most “For Sale By Owners” make, will help you keep more of your 
hard earned money in your pocket. 

The greatest compliment that you can give to me is that I helped you with one of the biggest 
financial decisions of your life.  Hopefully you will sell your home on your own and save 
thousands… but even if you have to use a real estate agent – you now know that everything is 
negotiable and this will save you money, too!

I want to thank you for taking the time to read this manual.  With good marketing and 
advertising, you can market, coordinate, and sell FSBO!   

I wish you the best of luck in your home selling process!

Michael A. Melnyk
Real Estate Broker
Elegant Casas, Corp.
Cell:  727-228-2272
Email:  mmelnyk@elegantcasas.com

Marketing Plan:  go-elegant.com

mailto:mmelnyk@elegantcasas.com
tel:727-228-2272
http://go-elegant.com/
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