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For Sale By Owner -- FSBO 

The majority of home sellers in today's market rely on the expertise of a real estate professional to assist them when they sell their home. 

The 2002 NATIONAL ASSOCIATION OF REALTORS®' Profile of Homebuyers and Sellers shows that the number of consumers selling their home without a real estate professional slipped to 13 percent in 2001, down from 16 percent in 1999 and a cyclical high of 18 percent in 1997. 
This is a clear reversal of previous trends in which more people attempted to sell homes on their own in a strong real estate market. Since each of the years above reflects a higher sales record than the previous period, the old adage no longer applies. 

Several factors appear to account for the decline: the increasing complexity of the transaction process, with more disclosures and legal requirement than ever before; the amount of time required to market and show a property; and security concerns about the motivation of strangers dealing directly with owners and walking through their homes. 
The typical FSBO (for-sale-by-owner) is 45 years old and has a median household income of $74,100—less than the $78,800 median income of those who use real estate professionals. The median For Sale by Owner selling price was $137,400, compared with the median agent-assisted transaction price of $175,000. 

Since For Sale By Owner sellers do not use a real estate professional, they have to do their own marketing to attract potential buyers. Real estate professionals have an expertise in marketing that can help sell a home for more money in less time. 
The latest NAR profile of homebuyers and sellers found that 44 percent of "active" For Sale By Owner sellers (those who did not sell to a family or friend) used yard signs, while 31 percent used newspaper advertisements and 17 percent conducted open houses. Only 8 percent used the Internet as a marketing tool, while 41 percent of home shoppers used the Internet in their search. 

The survey found that understanding and completing the appropriate paperwork was a problem for 20 percent of For Sale By Owner sellers. Other problems included getting the price right (9 percent), helping a buyer obtain financing (5 percent), and attracting potential buyers (5 percent). 

Real estate professionals assist both sellers and buyers with a variety of the details surrounding a real estate transaction. Real estate pros can help a home seller set a realistic price for the property and ensure the proper paperwork and various inspections are handled correctly. 

In addition, real estate professionals are experts in marketing properties to attract qualified buyers. A broker or sales associate also can show a home more objectively than can a seller who is emotionally attached to the home and who might become unnerved by prospective buyers' critical comments. 

The real estate pro also checks the financial capability and bona fides of buyers before allowing them onto a seller's property.

Consumer Videos to loan them:

a) Dave Knox’s Pricing video

b) Staging videos such as
i) Dave Knox
ii) Tony Randall

c) How to select a REALTOR video by Dave Knox

d) Bill Barrett’s FSBO video

e) ASHI videos on inspections

2. Lead paint information (FSBOs also have to abide by the lead paint disclosure legislation)

3. A sample contract from an office supply store (the worst one you can find!)

4. Charts showing how purchasers find their homes

5. Financing information

a) If they’re in an FHA price range, use an FHA maximum loan amount worksheet and an FHA buyer qualification form

b) Add a sticky note that says “If you need help with these formulas, just call me!”

6. Title company rate sheet

7. Articles copied from the Sunday Star real estate section on…

a) inspections

b) buyer qualification problems

c) closing problems

d) appraisals

e) look for “horror stories” about real estate transactions in articles that are written from a “helpful” point of view

8. Brainstorm! There are lots of things that you might include!
