
index_1 09/18/2008 225

I N D E X

Acceptance, 156
Action plan, 195
Actions vs. paralysis and inaction, 7
Advertising, 171

fliers, 63–65, 198
for owner-financing buyer,

110–111
signs, 126, 170, 198

Agreement for deed, 110
All cash bidding vs. owner

financing, 176
Ancillary expenses, 122
Appointments for sale, 123–124,

138
Appraisals, 35–36, 93, 184
Assessed value vs. market value, 24
Attics, 51
Attitude, 3, 192

maintaining positive, 6
Automated valuation models

(AVMs), 19

Bankruptcy, 182
Basements, 51, 129
Basic legal requirements of

contracts, 157
Bathrooms, 21–22, 49–50
Bedrooms, 20–21
Bid-auction. See round-robin

auction
Bids, responding to, 173
Binder agreements, 72
Bracketing, 22
Broker associate, 85

Broker fees, 86, 87
buyers vs. sellers, 94–95

Brokers, 85
advantages and disadvantages of,

87–90
experience of, 88
selection of, 199–200

Broker’s price opinion (BPO), 36,
184

Building codes, 53
Buyer appeal, 43
Buyers

empty-nesters, 82
knowledgeable, 29–30
mortgage broker referral, 83
motivated, 78–79
numbers required for an offer,

5–6
qualifications, financial and

logical, 132–133
questions to ask, 133–135, 137
renters, 82
source of, 79–80
1031 exchange buyers, 82–83
who are prequalified, 81
who have just been outbid,

80–81
who have need larger homes,

81–82
who have neighbor friends, 81
who have sold their house, 79–80

Buyers’ broker vs. sellers’ broker,
86

Buyers list, 165
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Buyer’s questions, 122
Buyers remorse, 153
Buying now or later decision, 4–5

Calculators, 72–73
Carpets/carpeting, 43
Cell phones, 69
Certificate of completion, 62
Cleaning, 54, 197–198
Cleanliness, 46
Closing, 155–156, 175, 185. See

also short sales
Clutter, 46–47
Commission sharing, 94
Comparable sales (comps/comp

book), 18, 21–30, 195–196
information in, 21
key factors, 19
reevaluation of, 200
research required for, 19–20

Competitive advantages, 8–9
through home inspectors,

14–15
Competitive assessment, 30–31
Complete updates, 42–43
Concessions, 158

marketable title, 159
signatures, 159–160

Conditions, covenants, or
restrictions (CCRs), 62

Condominiums, 21
Consideration, 157
Contingencies, 158

concessions, 158
inspection contingencies,

158–159
loan approval, 159

Contract for deed, 110
Contractors vs. partners, 56
Contracts, 89

basic legal requirements of, 157
basic principles, 156–157
contingencies, 158
drafting responsibility, 155–156
earnest money deposit, 157–158

offers into, 154, 155
from verbal to written, 174

Conversions, 100–101
Cosmetic staging. See staging
Cosmetic update, 43
Counteroffer, 156
Credit cards and credit lines, 55–56
Curb appeal, 45–46, 64
Customer list, 197
Customers, 193
Customer screening, 78–79

Data
quantity vs. quality, 23
timeliness of, 24

Decision makers, 136
Decorating for resale, 53–54
Decorations, 47
Deed of trust, 108–109
Deeds, 62, 108
Deficiency judgment, 182, 184
Defined area, 24
Defined geography, 16
Descriptions, 63
Directional maps, 66, 70
Directional signs, 71–72
Discount-fee brokers, 90–91
Dividing lines, 20
Documents

certificate of completion, 62
deed, 62
HOA and CCRs, 62
insurance policies, 62
required for sale, 61–62
school lists, 62
service contracts, 62
survey, 62
tax and utility bills, 62
title policy, 62
warrantees and owner’s manuals,

62
Double offers, 154–155
Drive by assessment, 30–31
Dual agency, 86
Due diligence, 192
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Earnest money deposit, 157–158
Effros, Bill, 163
Ego and vanity, 130
Emotional anchors, 52
Expired listings, 23

Facilitators, 91
Fear, 129–130
Federal Housing Administration

(FHA), 184
Feedback, 138
Fees vs. value received, 94–95
Financial qualifications, 132–133
Financing

credit cards and credit lines,
55–56

home equity line of credit
(HELOC), 56

partners, 56
of renovations, 55
retirement accounts, 55

First offers, 154
Flier boxes, 70–71
Fliers, 198

designed for attention, 66
development of, 63–65
directional maps, 66

Floors, 48
Follow-up calls, 137–138, 199
Forebearance agreement, 186
Foreclosures

lenders cost of, 182
walking away, 186

Forgiven debt, 184–185
For-sale-by-owner (FSBO)

property, 30–31, 88
Foyer/entrance, 47
Furnishings, 47–48

Garages, 21
Giggle and no-brainer tests,

120–121
Giggle test, 34
Go-fish raffle, 122–123
Greed, 130

Hazards, 53
Highest reasonable offer term, 168
High prices, 31
Home equity line of credit

(HELOC), 56
Home inspection, 196–197
Home inspectors, 14–15
Homeowners’ association (HOA)

declaration, 62
Homes for sale, 21
How to Sell Your Home in Five

Days (Effros), 163
Human signs, 171

Information organization, 61–62
Information packet, 169–170
Inspection contingencies, 158–159
Inspection period, 171
Installment land contract, 110
Insurance policies, 62
Interested buyers, 78
Interior, 46
Investment in the sale, 7–8
In writing requirement, 157
IOUs, 108
iPhones, 69

Kitchen, 48–49, 132
Knowledge of market price, 13–14

Land contract vs. lease/option,
114–115

Lawyers, 89
Lease/option transaction, 111–114

advantages and disadvantages of,
111–113

terms of, 114
Lease/option vs. land contract,

114–115
Lenders, 181
Lighting, 48, 53
Listing agent, 85
Listing agreement, 89–90
Listing broker, 85, 89–90, 95–96
Listings, 85
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Loan approval contingencies, 159
Local market, micro-view, 18
Location, 19–20
Lockboxes, 68
Logical qualifications, 132–133
Love, 130
Low-ball offers, 121
Low prices, 31, 164

Macro conditions. See supply
quotient

Mailers, 171
Marketable title, 159
Market cycles, 3–5
Marketing for round-robin auction,

170–171
Market price knowledge, 13–14
Market value vs. assessed value, 24
Measuring tape, 69
Media reporting, 6–7
Micro-view, data quantity required

for, 23
Monitoring change, 36–37
Motivators, 129–130
Multiple Listing Service (MLS),

15, 86
access to, 19
discount-fee brokers, 90
property description, 100–101
property submittals, 97–98

Music, 51
Mutual agreement, 157

Negative cash flows, 112, 114
Negotiating/negotiations, 121

body language, 146
defined, 141
gambits, 194
normal sequence in, 151–152
by phone, 147
price range listing, 151–152
questioning, 148
requirements of, 142
split the difference approach,

149–150

test close, 148–149
timing, 145
topics to avoid, 144–145

Neighborhood information, 21
Newspaper ads, 171
Nightlights, 53
No-brainer test, 34

Offers
into contracts, 154
dealing with, 152–153
double offers, 154–155
first offers, 154

Open bidding, 172–173
Open houses, 194, 198–199

advertising of, 123–124
duration of, 126–127
focus on, 124–125
guidance to, 119–120
multiple, 125–126
numbers viewing, 120–121
round-robin auction, 172

Options, 111–112
Organization, 192–193,

195–196
Organize to Be the Best (Silver),

197
Over-ripe buyers, 134–135
Owner financing

advantages of, 106–108
vs. all cash bidding, 176
closing costs, 107
closing timing, 107
down payments, 107–108
owner-carry sale, 16
qualification, 106–107
reasons for, 105–106

Owner-financing buyer, 110–111
Owner financing mechanisms

for free and clear property,
108–109

for mortgage and equity in
property, 109

for mortgage and low equity in
property, 109–110
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Painting party, 57
Paint/painting, 43
Partners, 56
Party identification, 157
Phone calls, 69
Photographs, 127, 198

prioritizing, 65
taking, 63–64

Placebo effect, 132
Plants, 48
Polaroid photos, 127
Post-it notes, 70
Preapproval, 84
Preparing the house for sale, 39
Prequalification, 84
Price classes, 34–35
Price-range listing, 33–34
Pricing

determination of, 30–31
fine-tuning, 34
initial, 32–33
paradox of, 31
psychology of, 35
for quick sale, 27

Promissory notes, 108
Promotional materials, 122
Property description, 100–101
Property identification, 157
Purchase price, 157

Qualifications, financial and
logical, 132–133

Rapport building, 143–144
Rating comps, 30–31
Ready, able and willing (RAW)

customer, 78
Real estate agents

client management by, 91–93
defined, 85
as facilitators, 15
fees vs. value received, 94–95
listing vs. selling, 199
selection of, 77, 91–93

Real estate appraiser, 19–20

Real estate broker, 195
Real estate contracts, 72
Real estate cycles, 3–4
Real estate maven (in family), 69,

136, 151
Realtors, 87
Re-baked listings, 99–100,

200–201
Renovations

deciding to proceed with, 41
do-it-yourself vs. contracting,

42–43
financing, 55
levels of, 42

Rent-to-own comparison, 72–73
Rent-to-own contracts, 110–114
Research on competition, 13
Reserve amount, 164
Reserve pricing, 168–169, 177
Retirement accounts, 55
Ringer, Roger, 6
Round-robin auction, 163–164,

194, 200–201
benefits of, 164–165
buyer’s agent, 175
expectations from, 167–168
initial pricing, 168
inspection period, 172
legwork required, 166–167
marketing for, 170–171
open houses, 172
reserve pricing, 168–169
responding to bids, 173–174
timing of, 166

Sale-by-owner decision, 77
effort required, 84–85
open house, 85

Scents, 50–51
School lists, 62, 101, 122
Seasonal trends, 18
Second calls, 135
Sellers’ broker vs. buyers’ broker,

86
Seller’s reason for sale, 122
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Service contracts, 62
Short sales, 166, 181, 183

pitfalls to, 184
retrying, 186
steps toward, 183

Showings
initial moments, 131–132
length of, 133
logical. See also open houses
readiness for, 67–68
second, 69–70
strategy of, 128–129
zone assistants, 129

Signatures, 159–160
Signs, 70–71, 126, 170, 198
Silver, Susan, 197
Smells, 50–51
Sold homes, 21
Split the difference approach, 153
Square footage, 20
Staging

attics, 51
basements, 51
bathrooms, 49–50
check list, 44–51
cleanliness, 46
clutter, 46–47
curb appeal, 45–46
decorations, 47
floors, 48
foyer/entrance, 47
furnishings, 47–48
interior, 46
kitchen, 48–49
lighting, 48
music, 51
plants, 48
scents, 50–51
smells, 50–51
unfinished areas, 51

vacant houses, 49
wall hangings, 50
wallpaper, 48
window coverings, 50

Staging check list, 44–51
Staging professionals, 54–55
Street navigation systems, 70
Subagents, 86
Supply quotient, 15–17
Survey documents, 62
Swimming pools, 21

Tax and utility bills, 62
Tax benefits, 114
Tax implications, 184–185
Terms (financing), 193–194
30 Days sold figure, 16
Timing of listing, 99
Title policy, 62

Under-contract homes, 21
Unfinished areas, 51
Unripe buyers, 134–135

Vacant houses, 49
Views, 24–25
Virtual tours, 67

Wall hangings, 50
Wallpaper, 48
Warrantees and owner’s manuals,

62
Web sites, 66–67, 171
Window coverings, 50
Winning Through Intimidation

(Ringer), 6
Wraparound transaction,

109–110

Yard signs, 70–71
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