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713 723-5432
It isn’t very often that I am asked if I offer my services A La Carte for Home Sellers but there is no doubt a question in many Sellers’ minds about how they can get the best deal on selling their home.  Should I sell By Owner?  Should I use a discount broker?  Should I only pay for certain services and not others, and if so, which ones are the most important to have?  Why should a Realtor make 6% to sell my home?

I would like to start by dispelling the myth about Realtor fees.  Money is no fun to talk about but there is an idea that Realtors are making a lot of money.  Whether you’re on the buy side or are a Seller, your Realtor won’t make 6%.  Let’s take a look at how that fee is broken down and then we’ll see what it’s worth.

To start, let’s split it right down the middle.  ½ of it is going to the Buyer’s Broker and the other ½ is going to the Seller’s Broker.  The 3% on each side is then split between the Company and the Realtor.  So now you’re down to, in some cases 1.5% for the Realtor, but realistically, 1% after taxes.  From that 1%, your Realtor will market and advertise your home in numerous ways, at his/her own expense and time, up front, from newspaper advertising, to flyers, open houses, technology, lots of time, mileage, cell phone calls, faxes, materials, presentations, signs, lockboxes etc…  Additionally, a tremendous amount of time is spent, behind the scenes, on contracts, planning, educating, designing, staging, crossing t’s and dotting i’s, coordinating with and meeting with Lenders, Title Companies, other Realtors, Inspectors, Repairmen, and on and on, all to make the process easy on you.  Your Realtor has ongoing monthly dues, fees, expenses and rent, as well as annual education to keep up with the latest tools, contracts and technology.  There is a lot of money, hard work, late nights and full days invested in selling a home.  Don’t forget, if your house doesn’t sell, your Realtor makes 0% minus expenses.  

Regarding A La Carte services, the reason I don’t offer them is plain and simple.  The reason I sell homes fast is not due to one thing or another that I offer, it’s the complete service package that I carefully created that makes my listings sell faster.  Each item in itself is an integral part of that process, but like a body, fingers without an arm or a foot without a leg won’t get you very far.  If I offered you a minimal list of reduced rate services and your property didn’t sell, you might end up listing with someone else at full price down the line.

Selling by Owner?  

What if you have the knowledge or experience to do it on your own?  I’ve heard Sellers negotiate a lower price with prospective Buyers if the Buyer doesn’t use a Realtor, because they don’t want to have to pay Realtor fees.  Well, essentially, it is a wash for the Seller, because they would have netted the same amount if the Buyer had paid more and used a Realtor.  Unfortunately, they netted the same amount but had to do all the work.

Also, their Buyer pool is drastically reduced for a number of reasons.  Without MLS and Realtor marketing, you are only appealing to those who happen to drive by and many times Buyers don’t want to buy homes that are sold By Owner, because they either wonder what the Seller may be hiding, or are afraid that the Seller may not know about the process and they as possibly first time Buyers don’t know anything about it themselves.  It’s just too risky or scary!  

The Buyers that do want to deal with “For Sale by Owner” Sellers are usually either very savvy and expect to pay less, since there are no Realtor fees being paid, or they know how to write a contract in their favor, thereby costing the Seller money he/she shouldn’t have had to pay.

On the flip side of that, I’ve seen Buyers who bought in a “For Sale by Owner” situation, and ended up paying fees that should have been paid by the Seller, because the Seller was so savvy that they knew they could get away with it if the Buyer wasn’t being Represented by a Realtor.

What about paying only one side?

Many times if you sell By Owner, you’ll get calls from Realtors that will show your property to their Buyer if you agree to pay their company at least the 3% Buyer’s side commission and they will agree to handle the entire transaction.  The problem with that is, they are only representing the Buyer and if the other side is being represented, the Seller needs to be represented too.

There are a myriad of issues that come up with Buyers in a For Sale by Owner situation that you need to be aware of, if you plan to try it on your own, as well as a number of questions you need to consider before you begin and during the process.  For instance…

What are the reasons you need or want to sell? 

What do you love and dislike about your home?  What made or would make you purchase your home?  What would keep you from buying it?

What updates have you done since you purchased?  What major repairs?  Have you been told you need a major repair, such as plumbing or foundation work?

What, if any, insurance claims have you made on the property?  Has your Insurance Agent ever called an Adjuster out to give you a quote, and then you chose to do the repair yourself rather than have them pay? 

What made you choose this (By Owner) format to sell your home?

Have you ever participated in and completed the (For Sale by Owner/FSBO) process before?  How did it go?

What FSBO System are you using?  How much education does it provide or do you have about the process?

What specifically did you do to prepare your home for sale?  (ie… What repairs?  Staging, etc…)

How are Buyers learning about your property?  How are you actively marketing your property?  

Do you understand the relationship between pricing and the amount of time a home is listed on the market?

How do you Pre-qualify “Lookers” for safety and financial ability to buy?

What is your safety plan when people view your home for yourself and your belongings?

Have you held any Open Houses?  What was your experience like?

What if Buyers asked questions about your home, the selling process or obtaining loans, you can’t answer?

What is your Follow up system with your potential buyers and how do you find out the honest answer to why they didn’t buy your house?

Do you know why properties generally don’t sell?  Did you know that there is a solution to any reason why your property may not be selling?

What do you think would make your home sell faster?  Would you like to have a professional opinion of what would make your home sell faster?

Has anyone made you an offer?  

How do you feel about your negotiating skills?

Do you understand the different types of Loan Approvals? (Pre-Qualified, Pre-Approved, Approved)

How familiar are you with the financing process?  If someone asked how much money they would need to buy the home or how much the monthly payments would be, what do you say?

What Disclosures, Contracts and Addendums are you using?  

Do you know how to read them or the legal ramifications of them?  

Do you know the “typical” Buyer and Seller costs involved with selling your home, closing, different types of loans, etc?

Do you understand Option Periods and Earnest Money?   (Standard amounts, who gets it if the deal falls through, what it means, etc…)

Are you in contact with a Title Company?  Do you know their role?  Has a preliminary Title Search been done on your property?  Do you know how to review Title Commitments?

Do you understand how the Loan Appraisal process relates to the Sales Price should someone decide to purchase your home by obtaining a Mortgage through a Lender?

Do you understand the Seller’s and Buyer’s obligations, and timing of them, if you go “under contract”?

Do you know about negotiating repairs while “under contract”?

Do you understand Leasebacks (Buyer or Seller occupancy after closing)?

Do you know the “outs” for the Buyer and the Seller in the Contracts?

Do you know how to overcome various potential problems (deal killers and delays) that may arise once you are “under contract”?

Do you fully understand the process of selling a home from putting a sign in your yard to signing the final documents on Closing Day?

Do you want to do all the work yourself?                     Do you feel confident about it?

Do you know which makes more money and why, FSBO or Realtor Listed properties?

What do you think a Buyer’s perception is of a home that’s For Sale by Owner and what types of Buyers are attracted to For Sale by Owner houses?

Have any Realtors approached you to show your home or to list it?  Are you speaking with other Realtors?  How did you find them?

Do you know how commission is earned and distributed if you used a Realtor and

why you should choose one Realtor over another?

In Conclusion, with over 290 hours of Real Estate Education including Legal, Contracts, Marketing, Inspections, Pricing, Staging, Property Management and Ethics, I have been trained in my business the way a Plumber is trained in his, an Electrician is trained in his, a Heart Surgeon is trained in his and so on…  When you decide to replace the plumbing in your home, do you get a manual, do it and hope you do it right the first time?  When you need surgery, do you get a manual and perform it on yourself?  Usually, you’ll call someone you trust, who is trained in the field, who’s job it is to take care of your situation properly, and you pay them, because in the end, when you do it yourself, the costs can be far greater than using a professional.  
Services I provide for Sellers 
I evaluate the property, discuss Seller’s needs and desires, view all other homes available in the Seller's neighborhood (the competition), and review the Comps data (Homes sold within 6 months) and then give a complete Market Analysis on the Seller’s home, suggesting a range from which to choose a Listing Price.  There are many factors that determine Market Value, but there are also personal factors to be considered when determining a Listing Price, such as your time frame, etc…  

Mortgage Rate Fact Sheet to display for Prospective Buyers.  (This gives the Buyer information on what their monthly payment on this specific home will be, based on a number of down payment and interest rate scenarios)  This is very helpful to prospective Buyers.

Talking House – Radio Commercial about the Seller’s home - (Very effective)
Many “Lookers” drive by a home and write a number down, only to forget or lose it or lose interest by the time they get home.  This gives immediate information on the home, when it’s most desired.

Virtual Tours – Easy to access for dial up Internet users

Advertising in a number of websites and publications including the Chronicle (over 100k)
Grand Tour of the home on the Web
Featured Listing in an Email Newsletter and Website
Yard Sign with Website Address to see the home online
Beautiful color brochures for the yard sign
Direct Marketing within one of the largest Real Estate Offices in Houston
Regular Feedback provided (Feedback Form is left for Realtors to fax to our office)
Creative  Open Houses:
    Personal Invitations sent 
    Refreshments served
    Lender on hand to discuss Mortgage Options and to Pre-qualify     
    Information about the neighborhood offered to visitors
    Many other items offered during the Open House

Timelines – One of my jobs is to provide the Timeline and to keep the ball rolling.  The Seller will know exactly what to do and when.  I keep all Parties on the Timeline.

Behind the Scenes – There is so much that goes on behind the scenes.  One of my clients summed it up best when he said, “I just closed my eyes and everything was taken care of.”  Staying informed in the process without having to think of the next step, because someone else is doing that for you, makes it easy.  My goal is to make it easy for you.  

Education – From a complete explanation of the contract, to education about the process, the Seller will complete the transaction feeling informed and taken care of.

I'm easily accessible by phone or email any time, very attentive, and provide regular updates by email or phone on the progress of the listing.

I have a reputation for quick sales and very happy clients.   When you’re ready to sell, call me and relax.  I’ll make it easy for you.



If you are a Realtor and would like to use all or part of this document,
please contact Kathy Carrow first.  Thank you.
