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wareness Guide to Selling Your Home
our home, chances are you’re caught up in a host of emotions. You may be looking forward to
or maybe you’re encountering some financial difficulties. Maybe you’re just heading out of the
what your circumstances, there are some definite practical matters that you need to address
epared for the process of selling your home is extremely important and being aware of the
ill help you make the process smoother.

in mind is whether you’ll sell your house yourself (called “FSBO” or “For Sale by Owner”) or
gh a Real Estate Agent. There are advantages and drawbacks to either scenario. This guide is
ke you aware of some of the mistakes home owners make when selling their home and how you
designed to shed light on some of the more important situations you’ll encounter when selling
ded to be used in place of legal advice. It is always recommended to get the proper legal advice
estate contract.

riced Right?

market, many properties are highly overpriced. Often the Seller asks a

n current market conditions. Properties wind up getting listed with an

realistic price since some Agents tell the Sellers what they want to hear
s often wastes a lot of the Seller’s time, as the price of the property will

to sell. But what you probably aren’t aware of is the more real estate “F

borhood, the more likely new Sellers will remember that particular sign and
call that company to sell their own home because of all the “For Sale”

e signs seen in various neighborhoods turn into FREE ADVERTISING for
ow that real estate offices often have rewards for Agents with the most

’t want your home to be used as free advertising for a particular real es
home to be sold fast! Price your home correctly from the start. Overpriced
year are not uncommon.

f the Costs Involved in Selling Your Home?

through a Real Estate Agent, the Seller pays a “Broker’s Fee” which is
For example, on a $50,000 home, that turns into $2,500 to $3,000 and
hat’s a lot of money coming out of your pocket. Add to that the time and
operty “showings” to prospective Buyer clients. Alternatively, if you’re sell
eed to pay the total settlement costs involved with the sale. These may
ttorney’s fees, and other miscellaneous fees depending on how the deal is
requires marketing expenses as well as significant time involved on your pa

how to qualify a potential Buyer. Being aware of the fees involved in se
e accurate picture of the sale’s outcome.

te Agent Practicing Law?

a Real Estate Agent, you should be aware that selling houses and writin
ertise. In general, Real Estate Agents are taught to fill in the blanks on pre
s that involve the financing, sales price, special addenda, and other legal a
“contingency clauses” are especially important since they involve uniqu
ir credits, issues that need to be addressed involving the Seller’s Disclos
onally these contingency clauses don’t completely address the necessary

o Avoid When Selling Your Home

COSTLY MISTAKES
or

Real

tate
properties that have

usually 5% to 6% of the
on a $100,000 home,

effort spent on your part
ing your home by yourself
include notary fees, city
structured. Selling your
rt to show your house.
lling your home will

g legal documents are
-printed sales contracts
spects of the home sale
e aspects of the home
ure of the property’s con-
concern or issue within



the real estate transaction. That’s when it can be dangerous for the home Seller. Real Estate Agents are not trained to draft
contracts, and often write paragraphs in the sales contract that are unclear or do not cover all of the relevant issues. I’ve
personally been involved in deals where the Real Estate Agent drafts a new clause for the purchase contract. This is a
dangerous situation as there is a real liability for the Buyer or the Seller for what is written in this “legal document”. In
actuality, the Real Estate Agent is practicing law without the qualifications of an Attorney and the Buyer or Seller may pay
dearly for it.

What does your “liability” mean as the home Seller? It means that you could be held responsible for what the Real Estate
Agent writes in the sales contract, even if it was a “mistake”. To start with, you could wind up involved in a legal battle in
court and it may not get any better for you from there. Be careful when you’re involved in a real estate transaction and look
for a company that protects YOUR interests.

4. Do You Know How to Qualify a Buyer?

If you’re thinking about selling your home yourself (FSBO), do you know how to deter-
mine if a potential Buyer is qualified to buy your home? Do you know how to weed out
Buyers who think they can afford to buy your home but really can’t? Making sure a
Buyer is pre-qualified for a mortgage large enough to cover the cost of your home is
essential. The following is a brief list of factors to consider. Evaluating the potential
Buyer against these factors can help you determine whether or not you are wasting your
time negotiating a sale:
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What is the Buyer’s debt and credit history? Do they meet the debt-to-income
ratios they need to get financing?

What is the Buyer’s current employment history and what is their salary?
Does the Buyer have a down payment available? How do you know?
Does the Buyer have another house they need to sell first?

How fast can the Buyer close the sale?
Do they have enough money to pay for the closing costs?

What legal documents will you need in order to complete the sale?
Is the Buyer serious about buying your home or just wasting your time?

o You and Your Agent Know the Current Real Estate Market?

2001, interest rates have been steadily increasing and it looks like there is no end in sight. As interest rates continue
e, the housing market will most certainly weaken. Typically, for every full percentage point that interest rates rises on a
inuous basis, up to 300,000 fewer people nationwide buy homes. By the end of 2005 the real-estate market is expected
gin to return to what the Real Estate trade group calls a “more balanced market between Buyers and Sellers, involving
r multiple bids”. That means your home probably won’t sell as quickly as in the previous three years. In addition, if
home has any defects such as old wallpaper, an outdated kitchen, roof leaks, etc, the home probably won’t sell for as

h. It also may not sell as quickly as other homes in your neighborhood that are in better condition. In summary, you
not be able to get as much money for your house that you could have in previous years since the real estate market is
nning to slow down.

re You Compromising Your Family’s Privacy and Security?

ther you choose to sell your home yourself or with a Real Estate Agent, there is a certain danger involved in walking
le that you do not know through your home. In this day and age, criminals will stop at nothing to get what they want.
may be at risk to a stranger walking through your house pretending to be an interested Buyer but who’s really looking
e your windows, the type of door locks you have, or if there is a home security system, etc. Be aware of this, especially

“showing” your house yourself. If you’re showing a home on your own, at the very least ask them for a copy of their
r’s license and then compare the picture on it to the actual person. Using a Real Estate Agent is an extra layer of pro-

on since they usually pre-qualify potential Buyers and have access to their personal information but nothing is guaran-
. The bottom line is don’t compromise your family’s safety and security just to sell your home on your own. Keep it as
op priority at all times.



7. Do You Know Your Liability Involved in the Sale Process?

There are 10 million lawsuits filed each year in the United States. A number of them result from the sale of real estate,
whether you’re selling your home yourself or through a Real Estate Agent. Statistics have shown that once you are in the
position of the defendant, you’re more likely to lose than to win. A simple error on a real estate sales contract or on the
Seller’s Disclosure or any other document involved with the transaction can result in a Buyer pursuing a lawsuit against a
Seller. Most people assume that because you have a Real Estate Agent performing the tasks associated with the sale of your
home that you’re safe from lawsuits. That’s simply not true. YOU are responsible for actions taken by your Agent. One
example is when the Buyer discovers a “hidden defect” in the property that the home Seller was completely unaware of. A
“hidden defect” is simply something broken or defective in your home that you didn’t even know about but the new Buyer
may discover. Hidden defects is a topic that has caused problems for many home sellers. As the home Seller, you thought
the sale of your home was complete and you’ve moved on in your life. The next thing you know you’re being sued to make
a repair on a property that you don’t even own anymore. That doesn’t seem fair but in many instances, it will be YOUR
responsibility as the home Seller to make the repairs. Talk about liability! Once again, look for a company that protects
YOUR interests during a real estate transaction.

Why You Want a Stress-Free and Guaranteed Home Selling System

Selling your home quickly and easily can be an enjoyable event and the process doesn’t have to be stressful or confusing.
As the home Seller, it is possible to avoid the complexity involved with selling your home. Just imagine if you could:
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Get your money fast and not worry about all the paperwork.

Save your time and energy so you can spend them in the ways you want.
Avoid the potential legal liabilities involved in the home selling process.
Have pre-qualified Buyers ready to buy your home fast.

Eliminate the Real Estate Agent’s sales fees and put more money in your pocket.
Stop the countless home “showings” to potential Buyers.

Keep your family’s privacy and keep your home secure from strangers.

% No-Risk Guarantee

xpress Home Sales LLC, providing you with the quick and easy sale of your home is
tly what we do. We are a family owned company who shares the same priorities and
s as our home Seller clients. At Express Home Sales LLC, we provide home Sellers
services tailored to favor home Sellers. We give you complete control over the sale
ur home so you can immediately eliminate the non-stop “showings” that a Real

te Agent would schedule in the attempt to sell your home. We’ll offer you pre-
ned Buyers who are ready to make an offer on your home within 24 hours and you’ll be charged no fees from the sale
ur home! Sell your home through a Real Estate Agent and you’ll be paying on average a 5% to 6% commission
who knows when it will be sold! At Express Home Sales LLC, we understand that selling your home can be painful so
ake it easy! We’ll give you:

A Guaranteed offer on your home within 24 hours of our free consultation or you’ll get $500.
No fees from the sale of your home!
More private time for you and your family.

Peace of mind. Your home is bought “as is”, meaning no legal liabilities

for you!

We’re always on call from 7am to 9pm to answer your questions
A 100% No-Risk Guarantee: If you’re home isn’t sold within 10 days at our agreed upon offer price, we’ll give you

$1,000.

ou have any unique needs involved in selling your home? Maybe arranging for your home’s cleanout or you’d like
with switching over your utilities, or help with coordinating moving vans, or who knows what? Just let us know - we’re
to serve you! We depend heavily on referral business so we want you to be absolutely thrilled with all the aspects of
ervice - we’ll stop at nothing less!



4 Steps to Make Your Home Sale Quick & Easy

1. Make a Commitment to Act.

Selling your home can be a difficult process if you choose to sell it with an Agent or choose to sell it yourself. Being
aware of The 7 Costly Mistakes to Avoid when Selling your Home is a great first step in the home selling process.
Evaluate all the points stated in this Consumer Guide carefully and apply them to your own unique situation. Once you
have done this, make a commitment to act on them.

2. List Your Objectives.

Know your desired goals involved when selling your home.
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Do you just want a quick and easy sale of your home?

Perhaps your main objective is to save time in the process of selling your
home? Maybe you’re not interested in “showing” your house over and over
to prospective Buyers.

Not interested in dealing with the possible legal problems?
Maybe you just want your money fast?

ng what your main goals are from the sale of your home will help you to choose the
ompany to sell your home.

sk Questions.

the right questions to the companies who may be involved in the process of selling your home. Examples may be:
How fast do homes in my neighborhood sell?

Are there any marketing costs that I will have to pay when selling my house?

What are the fees that your company will charge me?
What kind of advertising will you do in order to sell my house?

How many “showings” will I have to do for prospective Buyers when trying to sell my house?
Who will these people be that are walking through my house?

Do you offer any guarantees for your services?

g questions like these will help you to compare services and to choose the company that best fits your needs.

hen You Find the Right Company, Act.

formation provided in this free Consumer Guide was designed to help you to become aware of some of the
you could experience when selling your home. These potential disasters could occur when selling your home
Real Estate Agent or when selling your home by yourself. It was also created to inform you of the potential

complexities, and liabilities involved in the process of selling your home. After reading this Consumer Guide and
ing these four final steps, determine your goals and determine what’s most important to you. After creating your
r selling your home, act on it immediately so you can use what you’ve learned while it’s still fresh in your mind.

oraluzzi, the President of Express Home Sales, LLC is widely recognized as a leading expert on real estate sales,
and investments. For more information about the services he offers, call toll free (800)-458-0569 or

ressHomes.info or call him directly at (215) 380-5473. © 2005 Express Home Sales, LLC

http://www.expresshomes.info/

