
 
 
 

 
 
 
 
 



 
 
 

The FSBO Quick Sale Handbook 
 
 
 

By Glenn Gordon 
 
 
 

Everything you need to know  
when you positively, absolutely,  
have to sell your home quickly,  

and do it yourself!



FSBO Quick Sale Handbook 

 
© Copyright 2006 by Glenn Gordon R1.5 82906 
www.FSBO-Quick-Sale.com 
 
All rights reserved. This manual contains material which is protected under International and 
Federal Copyright laws and Treaties. No portion no part of this manual shall be reproduced, 
stored in a retrieval system, or transmitted by any means, electronic, mechanical, photocopying, 
recording, or otherwise, without the expressed written permission of Glenn Gordon. 
 
This document is intended for information purposes only. Although this information is believed to 
be accurate and useful, the author does not imply any results for those using this manual, nor is 
he responsible for any results brought about by the usage of the information contained herein. 
This document is not intended nor represented as legal advice. If legal advice is required 
regarding any real estate transactions, you should contact competent counsel in your state. 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

http://www.fsbo-quick-sale.com/


FSBO Quick Sale Handbook 

Table of Contents 
 
 

Introduction _________________________________________________________________ 1 

Chapter 1   Home Buying ï A Unique Experience ___________________________________ 3 

Chapter 2   The Seven Day FSBO Action Plan _____________________________________ 8 

Chapter 3   Controlling the Process _____________________________________________ 10 

Chapter 4   Getting Your Home Ready ___________________________________________ 13 

Areas to consider ________________________________________________________________ 15 

Kitchen and bathrooms ___________________________________________________________ 17 
Pointing Out the Upgrades ________________________________________________________________ 23 

The Sellerôs Disclosure ____________________________________________________________ 24 

Other Documents ________________________________________________________________ 24 

Chapter 5   Getting the Price Right ______________________________________________ 26 

Chapter 6   Preparing Your Advertising __________________________________________ 30 

The Advertising Plan _____________________________________________________________ 32 
Word of Mouth _________________________________________________________________________ 33 
Yard Sign _____________________________________________________________________________ 33 
Neighborhood For Sale signs ______________________________________________________________ 33 
Color Flyer ____________________________________________________________________________ 33 
Web page _____________________________________________________________________________ 39 
Creating Your Instant Web Page ____________________________________________________________ 42 
Newspaper Ads _________________________________________________________________________ 43 
Other Advertising Possibilities _____________________________________________________________ 45 

Chapter 7   The Contract Question ______________________________________________ 46 
The FSBO Connection ___________________________________________________________________ 49 

Chapter 8   Putting Your Plan Into Action ________________________________________ 50 

Scheduling Showings _____________________________________________________________ 52 

Showing tips ____________________________________________________________________ 53 

When They Leave ________________________________________________________________ 54 

Chapter 9   Dealing With Buyers _______________________________________________ 55 

Pre-qualification _________________________________________________________________ 56 

Negotiating Before a Contract ______________________________________________________ 57 

Dealing With Contingencies _______________________________________________________ 57 

Dealing with Multiple Contracts ____________________________________________________ 57 

Sweetening the Deal ______________________________________________________________ 58 

Answering Questions _____________________________________________________________ 58 

Patience Rules ___________________________________________________________________ 58 

Using a Mortgage Banker _________________________________________________________ 58 

Other Attractions  ________________________________________________________________ 59 



FSBO Quick Sale Handbook 

Assuming Your Loan ____________________________________________________________________ 59 
Lease to Buy ___________________________________________________________________________ 59 

Chapter 10   Completing The Deal ______________________________________________ 60 

Your Options ____________________________________________________________________ 61 

The Inspection Report ____________________________________________________________ 61 

Backup? ________________________________________________________________________ 62 

The Closing _____________________________________________________________________ 62 

Feedback _______________________________________________________________________ 63 

Appendix A - Sellerôs Disclosure Form __________________________________________ 64 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



FSBO Quick Sale Handbook 

          Copyright © 2006 Glenn Gordon All Rights Reserved ǐ www.FSBO-Quick-Sale.com      Page 1 

 

Introduction 
 

ñHow on earth do you sell your homes so quickly??!!   You must have a 
secret!ò 
 
Thatôs what a friend emailed to me when I told her that we sold our home a few days after 
putting out our sign. 
 
That was the second house in a year that we sold within a week. 
 
You might be thinking that we buy houses just to fix them up and sell them, and thus are 
out of touch with the issues most homeowners face when they get ready to sell. 
 
No, all the houses we have purchased have been for use as our primary residence. 
Although we hate moving, circumstances (primarily job-related) have dictated several 
moves, meaning several houses bought and sold. 
 
I always thought that the process we went through to sell a house was pretty much 
standard operating procedure ï common knowledge. 
 
But, after hearing these questions about what our house-selling secrets were, and also 
hearing stories about how long it took others to sell their houses, I decided that the factors 
that made a house sell so quickly were actually uncommon knowledge.  
 
Oh, not all of them, of course. Almost everybody knows of some of the things that make a 
house move more quickly ï curb appeal, good location, etc. But as I have looked at homes 
for sale and mentally noted the things that turned me off, I realized that few sellers have 
the complete picture.  
 
So I started analyzing what we had done in preparing our homes for sale, and reviewed 
these things in terms of how they seemed to affect the buyers, and began recording what I 
was seeing.  
 
I concluded there are some deep psychological principles at work when it comes to buying 
a home that affect us differently than for virtually any other purchase.  
 
I am not a psychologist, nor the son of one. But I have determined that the process of 
buying a home is not just an exchange of money for mortar. There are some simple but 
powerful forces at work whenever we become prospective buyers. We may be young or 
old, be purchasing the first house or the 10th, it doesnôt matter. Certain factors are at play 
in this process that we need to recognize. More importantly, we need to capitalize on these 
factors if we are going to sell our house quickly and for a good price. 
 
What are these forces, these factors? And what good does it do to know about them? 
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In case you are concerned that this is going to be some off-the-wall exercise in 
psychology, rest assured that this a rock-solid practical book, grounded in the things that 
we have found to work time and time again. 
 
But I want to help you understand a few principles that, when grasped, will help you craft a 
marketing/advertising plan that attracts buyers ï quickly! Yes, you still have to make the 
home look great. Thereôs no avoiding the hard work of making your house attractive to 
buyers. But lots of other sellers in your market are doing that. You need to add that 
something extra that makes your home sell first. That is what this handbook will show you. 
 
The Obligatory Disclaimer 
 
While I am confident the handbook is filled with accurate and helpful information, the 
results in your specific situation is obviously beyond my control. The starting point of your 
home sale is unique ï the condition of your home and amount of money you can commit to 
repairs or improvements, the desirability of your location, the general market condition, 
number of homes on the market and the mortgage interest rate ï all have some bearing on 
how quickly your home will sell and at what price.  
 
Given the conditions that prevail when you need to sell, however, you do have control over 
the approach you take in the marketing of your home. Regardless of where you start, your 
quickest sale and best selling price lies straight ahead ï in the pages of this handbook. 
Your diligence to read and apply every principle and tactic you possibly can ï thatôs what 
will ultimately make the difference in obtaining a quick and profitable sale. 
 
With that understanding, letôs examine what is really happening in the home buying 
process. 
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I recall the first home we purchased. I was in the Air Force, stationed in San Antonio, 
Texas. We were just married and living in a duplex which had been broken into while we 
were at work ï twice! I had finally had enough of that place. When we learned of a home 
closer to the base that was for sale, we immediately got interested, although, being 
financially conservative, we were reluctant to commit to our first mortgage. The house was 
only about a year old, had 4 bedrooms, two baths and a single car garage, and was being 
offered for $17,900. The required down payment was $500! I recall it was a scary time, 
making that decision. But, of course, looking back, it was the smartest thing we did for 
some time to come! 
 
Since then, of course, every house we have purchased has been more expensive than the 
last. The average selling price for resale homes in our area is over 10 times what that first 
home cost us. At any point in our lives, it is usually the case that the home purchase we 
are making is the most expensive transaction we have ever made. 
 
Besides being the most expensive transactions we make, there is something else ï and far 
more important ï something unique about the home-buying experience.  
 
As buyers, we are engaged in a psychological and emotional interplay that, although we 
donôt realize it, is likely to be unique in our lives. Unique, not in the sense that it never 
happened to us before and never will again, but in the sense that it happens only when we 
are looking for a home to purchase.  
 
It doesnôt matter so much if it is new or a resale, unless we are having a custom home 
built. 
 
The same basic forces are at work when a buyer becomes interested in your house, and of 
course that is the whole point of this book.  
 
There is something unique you need to know about prospective buyers. 
 
Buyers are waiting to be ócapturedô by your home! 
Buyers are wanting to be ócapturedô by your home! 
 
Itôs true! More than almost any purchase you can think of, buyers want to make emotional 
contact with a home. They want to fall in love with your house!! The question is: Will you 
give them the best possible chance to do so? Will you give them compelling reasons to 
bond with your home, beginning with the first information they receive about it? 
 
There is an emotional connection we have with our homes that is different than anything 
else we own. For many men and women, cars carry some of this appeal, but to a lesser 
degree. A home, on the other hand, has the potential to create such strong feelings, 
because it is where we spend the most of our time (and may for years to come!), and we 
want to feel comfortable there. It becomes in some sense an extension of who we are. 
When we view a home for possible purchase, we almost immediately visualize spending 
time in each room ï not just whether the furniture will fit. 
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Women, especially, are looking for a place they can make their own. They want to 
decorate it and create a space where they feel they can express their uniqueness. It is 
partly their ónestingô instinct at work, but it is also stronger than that. 
 
Men, on the other hand, are more practical. They think more in terms of when it will need 
the next paint job, or if it is brick so they wonôt need to paint it at all. But they, too, are 
looking for a place they can connect emotionally with, feel safe and comfortable in. They 
want to come to see a home as a friend, and they know they canôt make friends with a 
money-pit. 
 
So you are not just selling a house, you (if youôre smart!) are doing all you can to project 
your home as a place the prospective buyer can make an emotional connection with ï a 
place that captures them. If you do that successfully, 95 times out of 100 that person or 
couple will offer to buy your home.  
 
Note: The buyer doesnôt have to know what is happening! 
 
It doesnôt matter whether the buyer understands what is happening. In fact they are not in 
any position to evaluate their feelings. They are busy trying to find a good home ï the 
underlying emotions are of little concern to them. But they are there just the same. 
 
In case this all sounds theoretical and rather touchy-feely ï rest assured we will get to 
the concrete steps you need to take, soon enough. But it is important for you to come to 
understand that more than a purchase of wood, concrete and brick is taking place when 
you sell your home and another party buys it.  
 
You experience some degree of loss as you think of leaving your home, even if it hasnôt 
been your favorite. But you too are already seeking that emotional connection with another 
home, if you examine your feelings deeply enough.  
 
Every buyer is driven by the hope that they will find that óperfectô home ï when buyers 
come to your home, they are truly wanting it to be the one that they really connect with. 
 
A Mysterious Exchange 
To garner a quick sale at the best price, you must do everything in your power to create 
the conditions where the prospective buyer makes the emotional connection immediately 
upon learning about your house. Then, everything that is revealed to that prospective 
buyer must deepen this connection. If you do this successfully, when that buyer visits your 
home, the aspects that are less than desirable will be automatically minimized, while the 
attractive qualities will be magnified. This mysterious exchange takes place without the 
buyer even being aware of it, and, if you have done your job to this point, you will not need 
to do anything further to enhance this attachment process. But there is plenty to do before 
they step inside your door! 
 
This process might be called psychological pre-conditioning. Many tests have confirmed 
that the degree of acceptance of a new idea depends highly on how we have been 
conditioned prior to confronting this new idea.  
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Now, in case you are feeling skeptical about what is to follow, I want to make clear that 
what I will be telling you in the following pages has nothing to do with: 
 

¶ Lying or deception 

¶ Brainwashing 

¶ Concealing house flaws 
 
Frankly, any of these practices, even if they were initially successful, would come back to 
haunt you later on. I am not suggesting anything less than total honesty in your dealings 
with prospective buyers.  
 
I am simply suggesting that, whether you know it or not, deep psychological processes are 
at work in the minds of prospective buyers. The more you understand what is going on, 
the better chance you have to put these forces to work in your favor.  
 
It has been said that people make a large percentage of their purchases based on 
emotion, then justify them logically later. Harnessing the power of emotional forces that 
you didnôt create, arenôt responsible for and will be in play whether or not you take 
advantage of them, is smart business, especially when you are eager or desperate to sell 
your home. Others will be doing the same, to some degree, even if they arenôt aware of it. 
Thatôs because there are emotional triggers that have been proven to work again and 
again in sales situations. People in the real estate market have recognized some of these 
triggers and employed them, although they may not have thought through the 
psychological issues that underlay the home buying process.  
 
Whoôs desperate? 
But, as we will see, a simple review of a few real estate ads demonstrate that all realtors 
donôt really understand what is going on. And, of course, they arenôt as anxious as you are. 
Oh, they want a sale, but they have lots of properties, and if yours doesnôt sell this week or 
this month, it will sooner or later, so they donôt lose any sleep over it. The fact is, besides 
throwing your property into the MLS* listing, most realtors do little or nothing that could be 
properly called marketing. Instead, they depend on the fact that a large number of people 
look for homes on the MLS, and let it go at that. So, unless your realtor just happens to 
know someone that wants a house like yours, in your area, in your price range, your listing 
will just sit in the MLS pot without meriting any special attention, and thatôs just normal 
business for the average realtor! 
 
Iôm not trying to be hard on realtors ï thatôs just the way the industry is set up. As in any 
business, there are realtors that shine and then there are the rest. But the system is 
centered on the MLS, and so lots of business falls into their laps without having to do any 
special work. The realty company they work for places a few newspaper ads, and thatôs 
about it. They expect people to come to them, because they have the huge database of 
houses. Special effort on the part of realtors is pretty rare, partly because, for them to do 
fairly well, itôs not really necessary. 
 
But you are in an entirely different situation. You may already be losing sleep over it, big 
time! You canôt afford their cavalier attitude toward the sale of your house! You need to 
grab control of your home sale process! And thatôs exactly what we are going to look at. I 
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suggest you read the entire handbook before starting to put the elements of the plan into 
place. 
 
But first, for home sellers that want the fastest possible sale, the next chapter outlines the 
Seven Day FSBO Action Plan. 
 
 
*MLS stands for Multiple Listing Service, and is a service used by virtually all realtors to 
display homes for sale. Although each realtor seeks to be the one to list a house (since 
they will make a commission when it sells even if they arenôt the selling agent), the listings 
of all realtors in an area are usually shown on the MLS and thus can be sold by any 
realtor. MLS listings are readily available online through multiple realty companies, 
allowing the home buyer to sort through available houses by any number of criteria, such 
as price, subdivision, number of bedrooms, etc 
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This handbook is intended to guide you through the basic elements of the FSBO Quick 
Sale Plan, explaining in considerable detail each step and how to properly complete it.  
 
But many readers arenôt wired that way, and want to get into action immediately, with a 
predictable schedule and determined end date. I understand this feeling ï desperation 
produces it quite often in lots of us! So, since I want to deliver on my promise to put you in 
position to sell your home as quickly as possible, I am including an action summary of the 
plan, set in a seven day period and called, appropriately enough, The Seven Day FSBO 
Action Plan. 
 
Since the plan points toward, but doesnôt require, a weekend sale of your home, the 
starting point is on a Monday. If you will follow the plan on a daily basis and read the 
accompanying chapters for each day, you will put yourself in the best possible position to 
receive a contract on your home on Saturday or Sunday. If you are starting from ground 
zero, it may be difficult (or impossible) to keep pace with the plan, but if you have already 
been trying to sell your home, you will already have cleared many of the hurdles involved. 
Just click on a link to any chapter to go directly to the section describing that step.

The Seven Day FSBO Action Plan 
 
Monday 
Review and address the issues that must be completed to prepare your home for 
sale. (Ch. 4). Review your Comparative Market Analyses and determine your asking 
price (Ch. 5). (If you havenôt begun your home prep or received the CMAs before 
now, it may be impossible to complete in time for a weekend sale.) 

 
Tuesday 
Check the deadline for ad publication in your local newspaper. Write and place ads 
for the Saturday and Sunday newspapers, and Thursday and Friday as well, if 
possible (Ch. 6). If you are planning to sell your home with no realtor involved, 
contact a real estate attorney (Ch. 7).  

 
Wednesday 
Take exterior and interior photos and write the web page content for each photo. Go 
to the http://www.See-my-home-online.com/Signup.htm web page to upload the 
information for your web page (Ch. 6). 

 
Thursday 
Gather information about your home, create the flyer and print 50 copies (Ch. 6). Fill 
out your sellerôs disclosure (Ch. 4) and make at least 15 copies. 

 
Friday 
Purchase your yard sign, flyer holder and neighborhood signs (Ch. 6). Make sure the 
lawn and premises are attractive (Ch. 8). Put your signs in place. 

 
Saturday-Sunday 
Hold open houses and be prepared for your buyer! 

 

http://www.see-my-home-online.com/Signup.htm
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As we saw, a huge part of a successful, quick sale at a good price involves harnessing 
emotional forces that are at work in every home buyer. But you canôt properly harness 
these psychological forces unless you are in position to do so, as early in the process as 
possible.  
 
Two areas 
There are two primary areas where you need to exercise control. One is relatively simple 
to manage ï itôs your home itself. You must do a thorough review of the condition of your 
home ï as a visitor would see it. 
 
Thatôs important. You have been looking at your home for years, in most cases, and have 
become comfortable with its condition. You have conditioned yourself to accept many 
things that are absolute killers when it comes to selling quickly and at a good price. 
 
I think of two homes that illustrate the point. One is a friendôs house with significant cracks 
in the ceiling and walls ï evidence of major structural problems. I am sure our friends know 
they are there, and have become accustomed to seeing them. These cracks have never 
been a subject of discussion during our visits there, but I always think in terms of what will 
transpire when and if they need to sell. Some sellers faced with that situation might say, 
ñWell, we will just take a little less for the house and not worry about it.ò While that is a 
valid approach to selling, unless the sale price is drastically reduced, the cracks will cause 
many would-be buyers to turn around and leave immediately, and in all likelihood raise 
questions in the minds of others as to just how bad the underlying structural issues may 
be. The result is almost guaranteed to be a long time to sell and a low price ï neither of 
which appeals to most sellers.  
 
I have also observed houses crammed with furniture, to the point that the house looks tiny 
inside. Actually, the living space left that isnôt occupied by furniture is pretty small! But the 
owners have added furniture gradually over the years, never seeing it as we do. They too 
would be likely to find that it will not sell quickly, and may not bring the price it should. 
 
The second area that you need to control is the advertising that represents your home. 
Obviously, if you have a contract with a realtor for a period of time, you are in most cases 
forbidden to try to sell it yourself, and your options to do any meaningful advertising arenôt 
great. As we saw, the average realtorôs degree of responsibility is to put a sign in your yard 
and bring prospective buyers to view your home who have found your listing on the MLS. 
They will usually also run some weekend open house events, where prospective buyers 
can come in without an appointment. But thatôs about it. 
 
Hopefully, however, you are free from the clutches of a realtor, so you have the freedom to 
do things the right way.  
 
What is the right way?  
 
The right way is to create a set of information designed to produce an attraction to your 
home in the mind of a prospective buyer ï that emotional bond that he/she is actually 
already seeking, as we saw earlier.  
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The foundation of that information set is a color flyer on your house, a small Internet web 
site and a few newspaper ads. Depending on other factors, there may be additional 
aspects to your set of information, but these are the basics.  
 
Sounds almost too simple, doesnôt it? But, there is a certain way that these simple 
advertising pieces should be done, and we will look at that in detail.  
 
Doing it right, but fast 
You may be wondering how delving into such detail is going to produce a quick sale. The 
fact is, it takes very little additional time to set up the FSBO Quick Sale Plan than it does 
to sell you home the way your neighbors do ï ineffectively! Once you know how to 
approach each element of the plan, you can do it quickly, within days, in fact.  
 
This is the kind of sign you want to be able to place in front of your home! 
 
 
 
 
 
 
 
Remembering the objective 
The objective is to control what your prospective buyer sees regarding your house, right 
from the very beginning. Exercising that control is the primary reason I am going to 
suggest you market your home yourself. As we will see, this does not preclude utilizing a 
realtor, but not to depend on a realtor to do your marketing. And, if you end up using the 
buyerôs realtor, you will be able to do so on your terms. 
 
Now that you understand the foundation of the process ï your home itself and the 
advertising you will need to use to attract buyers, letôs look at the first thing you will need to 
do ï evaluate your homeôs condition and get it ready for sale. 
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ñWeôve got to get this place ready to sell!ò  
 
Few sentences strike panic into the hearts of homeowners (and consternation in a 
marriage) like this one. It is a ripe opportunity for one spouse to remind the other one (you 
can probably guess which direction this exchange usually goes!) about how the place has 
been neglected for years, and who knows how much it will cost to get it ready to sell, etc.  
 
It is human nature to let certain things go in a home ï things that we just never get around 
to fixing. Our tolerance for these things varies greatly, however. The friends mentioned in 
the last chapter let their house get to the point where the signs of problems were anything 
but subtle ï if and when it needs to be sold, not only will the foundation need to be 
secured, but significant work will be required on walls and ceilings. 
 
Since the effort and time required for this step is an unknown, it should be the first step you 
take after you determine you will be selling your home.  
 
This step is one of the most important you will take. That is because it is the basis for 
creation of the conditions where the prospective buyer makes the emotional connection 
with your home that turns him or her into a real buyer. Remember, we are not talking about 
deceiving the buyer by trying to cover up problems. Rather, we want to present an honest 
value to the buyer in such a way as to maximize the positive aspects of your home and 
minimize (but not conceal) any less positive aspects.  
 
So, the first part of this process is to arrive at an honest evaluation of the condition of your 
home. Only then can you begin to decide what steps you want to take in making it more 
salable.  
 
You are fully qualified to conduct this evaluation if you are experienced in how homes are 
built and can be totally objective. Obviously, most homeowners are 0-for-2 on these points. 
Iôm not suggesting you absolutely have to bring in some third party to more objectively look 
over your house, but I strongly suggest it. This is not really the kind of thing you want to 
hire a home inspector for, however. What you need at this point is someone to judge both 
the condition of the house from the standpoint of needed repairs, but also from an 
aesthetic point of view.  
 
This last point is extremely important. While the full inspection (conducted after a contract 
is received) may uncover several hidden problems that need attention, you need, during 
this step, to focus on the obvious surface issues, while not ignoring any deeper problems 
you are already aware of. A friend whose judgment you trust may perform this task, 
someone willing to be honest with you about the things he or she sees in your house. 
Actually, a husband and wife team is best, especially if he is reasonably adept at minor 
home repairs and she has a good eye for decorating.  
 
If you and your spouse feel you fit this set of qualifications, then by all means make the 
evaluation yourselves. This has been the way my wife and I have carried out our 
preparations for selling our homes. Moving relatively frequently made me more sensitive to 
the need for continuing maintenance on our homes, so there was never major work to be 
done when we did need to move. My wife has an excellent eye for decorating in an 
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appealing and attractive fashion, so virtually no re-decorating was ever necessary to make 
our homes salable. 
 
But you may not be in such an enviable situation, so it is important for you to be willing to 
get the help necessary to judge what needs to be done to make your home appealing to a 
buyer. 
 
Obviously, there is a whole spectrum of possibilities that will present themselves. Do you 
re-carpet, or clean the one you have? Do you put in a new sink in the kitchen or bath? Do 
the wood floors need to be re-finished? Do the bathrooms and kitchen need major 
updating? Tens of thousands of dollars could easily be spent when such projects are 
considered. Here you will have to make some judgments that no one can make for you, 
taking into consideration the overall condition of the home, the value of homes around you, 
the money you have available (or are willing to borrow) to tackle more major repairs or 
upgrades.  
 
Avoid Major Improvements 
For example, you can easily put money into one area of your house that you can never 
recover in the sale. And you can put so much money into overall improvements that it is 
priced above neighboring homes, again making it difficult to recoup your costs. Experience 
has shown it is almost impossible to recoup 100% of the cost of any major upgrade, like 
adding a room or even finishing an unfinished area. Some improvements like adding a 
pool return less than 50% of your investment when you sell. For purposes of a quick sale, 
you need to quickly arrive at a balance between creating a palace and doing nothing, but 
you should generally avoid any major improvements if at all possible. The question is more 
likely to revolve around such things as a new kitchen counter or front door. This is where 
you may need input from friends who can more objectively judge your home and how it 
looks to visitors, and what improvements are most urgently needed.  
 

Areas to consider 

Letôs look at areas that need to be considered in a proper evaluation of the condition of 
your home.  
 
Basic structural and functional items 
 

¶ Does the basement or foundation show major cracks, especially such that the areas 
on either side of the cracks are out of alignment? (Horizontal cracks in basement 
walls are usually the most serious.) 

¶ Have you had water leakage into a basement or lower area? 

¶ Does the outside of your house show cracks in brick or rotting of siding? 

¶ Does your chimney have loose or missing bricks? 

¶ Does your house need painting? 

¶ Is the roof in good condition, or near the end of its life? 

¶ Are gutters and downspouts in place and in good condition? 

¶ Is your clothes dryer vent and cover in good condition? 

¶ Is your water heater leaking? 

¶ Is your heating and cooling system operating properly? 
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¶ Do garage doors and openers work correctly? 

¶ Is there any evidence of termite infestation? 

¶ Is the fireplace functional? 

¶ Do windows operate properly? 

¶ Is your doorbell operating properly? 

¶ Are all outside lights operating? 

¶ Are all screens and storm windows in place? 

¶ Is your driveway, walk or steps sunken below grade? 

¶ Do all ceiling fans operate correctly? 

¶ Do all doors open and close without sticking? 

¶ Are smoke detectors installed and working properly? 

¶ Are stair rails in place and firmly attached? 
 
Kitchen and bathrooms 
 

¶ Do faucets leak or show signs of rust? 

¶ Do sinks or tub show stains or signs of rust? 

¶ Does the calking around the tub or shower need replacing? 

¶ Are tiles missing or broken? 

¶ Are tiled areas clean and shiny? 

¶ Is lighting adequate and attractive? 

¶ Do bathroom toilets wobble, leak or show signs of rust? 

¶ Are floors attractive and clean? 

¶ Do the dishwasher and disposal work properly? 
 
General interior appearance 
 

¶ Is your wallpaper peeling, dirty or outdated? 

¶ Do walls need painting? 

¶ Are wood floors in need of refinishing? 

¶ Are carpets in need of cleaning or replacement? 

¶ Do your baseboards show signs of wear or need paint or refinishing? 

¶ Are closets packed and unorganized? 
 
Premises appearance 
 

¶ Is your driveway clean of grease, oil and rust spots? 

¶ Are flower beds and yard free of weeds? 

¶ Is your fence attractive and in good repair? 

¶ Is your lawn well-maintained and free of weeds? 

¶ Are bushes and trees trimmed and neat? 

¶ Are your windows clean? 

¶ Is your garage crammed full or relatively uncluttered? 
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Kitchen and bathrooms 

Iôm not implying that everything on the list must be repaired or upgraded before selling; 
that is part of the evaluation process you must go through. But not all issues are equal, 
either. As virtually any homeowner knows, kitchens and bathrooms are the areas most 
often used to judge the age, condition and desirability of the home.  
 
A home we purchased a few years ago was built in the 1960ôs, when hardwood floors were 
standard in that area ï but so were avocado counter tops! Both were still in place when we 
moved in, although most of the hardwood floors were covered by carpet, protecting their 
original beauty. We saw the basic potential of the house and determined before purchase 
that we would replace the counter top and make other upgrades in the kitchen. Those 
upgrades included a new sink and faucet, tile floor, new lighting, wainscoting and fresh 
paint and hardware on the cabinets. When we finished, the kitchen looked like new and 
was a major selling point for the home.  
 
Similarly, the bathrooms in that house werenôt great either. They were small and had floors 
covered with two layers of vinyl, one topped with Berber carpet. Ripping up that carpet and 
old vinyl and putting down new tile (along with new wallpaper and improved lighting) 
transformed both bathrooms. I was able to advertise the óclean feel of new tileô and, like the 
kitchen, make the bathrooms a selling point instead of a liability. 
 
Remember, most homes in your neighborhood were likely built in the same era, with 
similar size rooms. Buyers understand that and canôt be surprised if your bathrooms are on 
the small side. But what distinguishes your small bathroom from the one in the house for 
sale down the street is what condition the room and its fixtures are in. Putting carpet in a 
bathroom to cover up old vinyl is one way to improve its appearance, but tile is always 
better. The durability of tile tells the buyer that you werenôt going for a quick, surface fix, 
but were making changes that would last for years to come ï an important part of the 
mindset you want the buyer to develop. If buyers get the feeling that you are simply 
covering up things with a quick coat of cheap paint and carpet, they canôt help but wonder 
what more serious issues are lurking underneath, waiting to saddle them with major costs 
later on. Tile floors are just one of the more obvious indicators that you did things right, and 
for the long term. And, while old tile may be just as durable, new tile always looks cleaner 
and carries that message that the things you have done to the house are high quality and 
will last for many years to come. 
 
So, although you canôt ignore the worn-out carpet in the bedroom, the areas that should 
merit the most attention are the kitchen and bathrooms. Again, remember you are 
building a vision of your house in the mind of your prospective buyer, before they 
ever set foot inside your home. If you can advertise (and provide color pictures as proof of) 
a kitchen and bathrooms that are clean, modern and inviting, you have won a major victory 
in developing the attitude you want the buyers to have when you actually show them your 
home. 
 
For example, below is a picture of one of the bathrooms in the house I described above. I 
will discuss in more detail the little things that you should do before you take pictures in 
your home, but for now just look at the major items. By climbing on the edge of the tub, I 
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was able to include the lighting, walls, mirror and floor. Who wants to see a bathtub 
anyway? 
 
The new items you see in this picture are the towel rack (pewter finish to match other 
hardware in the house), sconce light (a matching one is on the other side), wallpaper, 
framed mirror and tile floor. The vanity was in good condition and needed only new 
hardware. A close up shot of the tile floor would have been fine to add, but I didnôt feel it 
was necessary. Only a few hundred dollars went into these items (albeit with some sweat 
equity on my part in installing the tile floor), but the result was an attractive, clean-looking 
bathroom. 
 
Of course, your starting point on kitchen or bath can be radically different than ours, and 
the investment to bring it up to some kind of modern standard may be higher than you 
think you can afford. But donôt make the mistake of doing nothing with kitchens and 
bathrooms that are an immediate turnoff. If you do, the plan to develop a buyerôs attraction 
to your house is compromised, right from the start.  

 
 

 
 
So, for both kitchen and bathrooms, I suggest starting with floors. If the current floor needs 
replacing, if at all possible, install tile. Even if you need to take out a small home equity 
loan, the rewards of a quick sale at a good price are much more likely to be realized.  
 
Walls should come next. Since it is relatively easy and low cost, adding wallpaper in 
bathrooms should be considered, or fresh paint if the walls are already painted. The same 
can be said for kitchens, with one word of caution. Wild colors or patterns should be 
avoided in wallpaper, simply because they are more likely to be distasteful to your 
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prospective buyers. A more muted wall treatment, even though it might not be the personal 
choice of your home viewers, is less likely to produce a negative reaction. 
 
Then look at fixtures ï faucets, sinks, toilets, tub and shower stall. They donôt have to be 
brand new, but shouldnôt shout ñold!ò by their appearance either. If they show rust or 
leakage, you are wise to replace them or have it done. 
 
Cabinets and vanities say a lot about the age of the room, as well. But, if they are decent 
quality, a coat of paint and new hardware can do wonders.  
 
Brighten it up 
Once you have your kitchen and bathroom work planned, then you can look at other parts 
of the house. For virtually all rooms, remember that dark is bad, bright is good. Both dark 
and bright rooms are immediate mood-conditioners, and you want your buyerôs mood to be 
positive and bright. 
 
Again using the house described above as an example, the family room was a dark pit. It 
had dark brown paneling (although it was good quality paneling), dark, rough cedar beams 
and bookcase, dark trim pieces along the wall at the ceiling, and dark brown carpet.  
 
We pulled up the carpet to reveal beautiful pegged hardwood floors. We then painted the 
paneling a rich yellow-gold color, removed the trim and installed crown molding and 
baseboard and painted all the dark cedar white. The bookcases were given depth by 
painting the wall behind them in the wall color. We also installed a new white 6-panel door, 
as was done throughout the house. The result is shown below ï an inviting, welcoming 
space. The expense in this transformation was small, not to minimize the effort required in 
painting and crown molding installation. 
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You may not have dark areas like this one in your home, but if you do, be sure to give 
them special attention. White paint on the walls, all by itself, can do wonders for many dark 
areas. If floor covering will be changed, a lighter shade can help compensate for other 
factors that may not be possible to change, such as few windows, or none. 
 
Donôt forget the floors 
Floors are almost always a problem when deciding how much money and effort to put into 
preparation for sale. There are no hard and fast rules. However, throwing down cheap 
carpet is rarely a good move. Cheap carpet always looks like cheap carpet, and sends 
undesirable messages to the buyer. If your floor covering is carpet and it is either too worn 
or canôt be cleaned so that it looks attractive, you should find a way to install a better grade 
of carpet. Sometimes sellers will offer a ócarpet allowanceô, meaning they have reduced the 
price by the amount of a new carpet, or will set aside an amount at closing for that 
purpose. However, this still leaves the prospective buyer looking at distasteful carpet 
during your home showing, and sends the kind of message you want to avoid, if the quick 
sale is a prime objective.  
 
If you have hardwood floors in need of refinishing, you have a difficult choice to make. In 
the house pictured above, the floors were generally in good condition, except for some 
spots in the living and dining room areas. We decided that they werenôt severe enough to 
merit refinishing, and it wasnôt a problem with the buyers. But you may be faced with 
severe wear in high traffic areas that will pose a problem for buyers.  
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Other floor coverings such as broken or cracked tile can be approached in a similar way ï 
determining what poses a problem and what is primarily cosmetic, and either making 
repairs or having them made, as necessary. 
 
A word about doors 
Interior doors are a part of the house that give an immediate tip-off as to its age. Higher 
priced homes usually have higher-priced doors installed, so that even as they age, they 
look great, if they havenôt been damaged by excessive wear. But, as was the case in the 
house we are discussing, the doors never were great quality, and hadnôt improved with 
age. We decided that we wanted to give the house a more modern look that went along 
with our upgrades to kitchen and bathrooms. We found new 6-panel doors available for 
about $30 each, with hardware about $20 each. So for about $50 each - $400 for the 
house, we changed out all the interior doors, and the new look was dramatic. Everywhere 
the visitor looks, the new doors (especially with the pewter-finish lever-type hardware we 
chose) said NEW and QUALITY. Thatôs the kind of look and feeling you want your buyers 
to see and experience as they go through your home.  
 
One quick note ï if your home is older (as ours was), the hinges and latch may not align 
with the new doors available, meaning that blank doors without cutouts for latch and 
hinges will need to be purchased, and the door prepared to accept hinges and latch. If you 
arenôt comfortable doing this or donôt have the equipment, you will need to have someone 
do it, making the cost go up. But I am convinced that $500 or so spent on new doors will 
be returned to you when you sell, especially if you do a good job marketing your doors. 
More about that in a later chapter.  
 
Furniture, etc. 
No, your buyers arenôt buying your furniture, but it can create a problem when you are 
doing all you can to create an ideal picture in your buyerôs mind. Iôm not suggesting you 
add the costs of new furniture to your moving hassles. Iôm suggesting you may have too 
much furniture. As I mentioned earlier, a house with too much furniture can seem small, 
regardless of its actual square footage. You may need someone elseôs eyes to recognize 
this phenomenon, because you probably added pieces gradually and so donôt see it as a 
buyer will. But if this does turn out to be an issue, you may want to move some pieces to a 
storage unit or a friendôs garage during your sale period.  
 
Less likely but also possible is too little furniture. If a house looks like someone just put a 
few random pieces in it just so it wouldnôt look unoccupied, unconscious alarm bells will go 
off in the buyerôs mind. Again, you want the buyer to see your house as his/her home, so a 

A Great Hardwood Floor Solution 
 
Here is a great solution for damaged or worn hardwood floors, although not 
without cost. You can get a quote on refinishing the areas that need it, and offer 
to pay to have the refinishing done immediately after you move out. Since this is 
the best time for such work anyway, this could be an attractive offer for your 
buyer, since he has confidence he will end up with beautiful hardwoods when he 
moves in. If you decide beforehand that you want to go this route, you can just 
add the cost of the refinishing into your selling price, so that the buyer pays!  
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normal amount of furniture indicating real people living there is the balance point you want 
to hit. 
 
In the same vein, crammed closets shout out ñsmall!ò whether they really are or not. If your 
closets fit this category, take some clothes out and store elsewhere so that the closet will 
have a roomier look. And, of course, some organization in closets and other storage areas 
never hurt any, either. 
 
Structural issues 
Problems related to the house structure itself can become costly in a hurry. In virtually 
every sale, you will need to complete a disclosure form in which you must declare all 
problems you are aware of relating to the house. Even if you were dishonest on the 
disclosure form, a good home inspector will usually uncover problem areas anyway. Thus, 
consideration of any issues you are aware of needs to be part of the evaluation you make 
when preparing your home for sale. While there is usually some negotiation that goes on 
after the inspector completes his check, you are usually better off to deal with known 
issues that are likely to be problems to the buyer.  
 
For example, even a small leak in a water heater will be an issue, and is better dealt with 
before rather than after a contract is written. On the other hand, just because your roof is 
17 years old, if it is solid and shows no signs of leaking, itôs not an item to be concerned 
with. Between these extremes are all sorts of other situations, of course. In cases where 
you canôt decide, try to put yourself in the buyerôs shoes. He doesnôt have the experience 
you have with your house that makes you comfortable with minor issues. What standards 
will you be applying when you look at your next house? Would a basement wall crack you 
have be a problem if you found it in the house you want to buy?  
 
It is often helpful to get quotes for repair on these kinds of problems. And, although you 
can ask the repairman how serious an issue this is, recognize that he isnôt there to give out 
free advice, but to make money by doing repairs, and isnôt in a good position to be 
objective in any advice he gives. As noted earlier, a friend who has some experience in 
this area is a better source of advice on how to deal with such issues.  
 
An alternative is to simply disclose all known issues and be prepared to negotiate with the 
buyer over them. As mentioned above, there will almost always be some items the buyer 
wants fixed or for which he requests a lower selling price, but you usually want to reduce 
the number of items that fall in this category. We will talk more about this negotiation 
period in a later chapter.  
 
Lawn and garden 
If your family includes a flower gardener, you have an advantage in creating a pretty 
setting for your home. But, even if you donôt have a green thumb in the house, find one! A 
few plastic flowers stuck in the front yard, surprisingly, are some peopleôs idea of making 
their place attractive. While it doesnôt take much time or money, you need to do more than 
just make sure the lawn is mowed and looking healthy. A few strategically placed flower 
beds will go a long way towards adding appeal to your home. Iôm not suggesting a major 
landscaping makeover, but if you are one of those people who never planted any trees or 
shrubs in front of your home, itôs not too late to add a few bushes or shrubs. 
 



FSBO Quick Sale Handbook 

          Copyright © 2006 Glenn Gordon All Rights Reserved ǐ www.FSBO-Quick-Sale.com      Page 23 

 
The bottom line 
A lot is written about a house having ócurb appeal.ô I want to suggest that you do what you 
can to cultivate ócurb appetite!ô You want drive by viewers to like everything they see, since 
that may be the first impression they have of your home. Then, when they get inside, all 
they see should reinforce their initial impression of your home.  
 

Pointing Out the Upgrades 

It is one thing to mention all the upgrades you have made, new items and other areas of 
your home you want to highlight, on the flyer and your web page. But you donôt want your 
potential buyers to miss these things when they look at your home, either. It may be 
difficult or impossible to cover all these sorts of things on your web page anyway. The best 
way to make sure they see them is to point them out, one by one. But since you want your 
buyers to look at your house on their own, without you tagging along, you need to leave 
reminders of each item. This should be in the form of placards placed appropriately, 
wherever the upgrades, new items or other features are located. Buy some white card 
stock and print a placard on your computer printer so that it can be folded to stand up by 
itself. It can be surprising how many things might be of interest. That dishwasher that you 
replaced last year with a super-quiet model, those high-efficiency vent-free gas logs you 
installed last winter, the storm door with the rollup screen, etc., are all things you can and 
should point out to your visitors. 
 
Is it Perfect? 
Itôs rather strange, when you think about it, but when buyers look at a home, they almost 
invariably have unrealistic expectations. They expect your home to look perfect, regardless 
of the condition of their current house or other living quarters. Sometimes the smallest 
things can shatter the illusion they themselves are trying to build in their own minds about 
your home. For example, a window sill that you meant to get painted to cover a damaged 
spot, but didnôt get around to, can puncture their bubble. Of course, if anyone is looking 
closely enough, they can always find something (many things!) far short of perfection. But 
you donôt want simple, easily repaired items to nix a sale. 
 
Is it Ready to Move In? 
I recall the comments of a purchaser of one of our homes, years ago. They said, ñWe 
bought your house because we didnôt have to do anything but move in.ò They had looked 
at several other homes, but all needed some kind of work done before they could move in, 
while ours didnôt. Thatôs what you want your buyers to think when they tour your home. It 
may end up having some quality such as inadequate room size or too small a yard, or 
other unalterable quality that convinces them it wonôt meet their needs. But donôt lose a 
sale because a few simple items you could have fixed or had repaired werenôt addressed. 
Try to look at your house as if you had never seen it before. What things do you see that 
you would want repaired before you moved in, if you were buying it? 
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The Sellerôs Disclosure 

 
Every smart buyer will insist on reading a sellerôs disclosure ï a document you complete 
which discloses all issues about the house that you may be aware of that might be of 
concern to the buyer. Virtually any good real estate contract you will work with will require 
the disclosure be made available.  
 
A sample copy of a generic sellerôs disclosure form is included in Appendix A. Your state 
probably doesnôt have a requirement that a specific form be used, so the attached will 
suffice. However, you may be required to complete a similar form sanctioned by the state. 
If you complete the attached form completely, you will have addressed the vast majority of 
issues that will be of concern to the buyer. 
 
In completing the form, you obviously can only comment on conditions you are aware of. 
You are not responsible for knowing the age of the roof or the water heater, if that 
information has not been made available by the previous owner or through any house 
records that you may have.  
 
But you are responsible for accurately, honestly and completely disclosing any items that 
you are aware of that are covered on the form. It will take some time to complete the form 
thoroughly, but since you are signing your name at the bottom, take the time to do it right. 
 
When the disclosure is complete, sign it and make 15 copies or so to have for any buyers 
who come to view your home. Place the copies in a conspicuous place in your home so 
the buyer can pick one up without having to ask. When you receive a contract on your 
home, it will stipulate that you provide the disclosure, and the buying party will sign to 
indicate they have received a copy. 
 

Other Documents 

Although you wonôt need them all immediately, you should start collecting documents you 
will want or need later, regarding your house. Some of them are: 
 

¶ Summary of utility costs for a year ï Although many buyers might not ask, it is 
good to have this information at hand, so that you can tell the buyer who does 
inquire how much it cost to heat and cool your home and how much water, trash 
pickup and sewer services cost. You just might sell your house to a sharp buyer 
who canôt decide between your house and another with higher utilities, or one for 
which this information simply wasnôt available. As utility costs become higher and 
more important, donôt overlook this little detail that might be the difference! 
 

¶ A copy of your homeownerôs insurance ï This information may be useful to a 
buyer who is concerned about, for instance, whether your insurance costs were 
high because you have shake shingles. 
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¶ A copy of your most recent tax bill ï This is proof of the number you place on 
your flyer. 
 

¶ A copy of the property survey ï Having this might save the cost of a new survey, 
in some cases, and can answer questions about lot size. 
 

¶ Title policy and warranty deed ï These items are not mandatory, because they 
are copies, but you should have them in the package you received at or after your 
closing, when you bought your house. 
 

¶ Maintenance contracts ï If you have any contracts on your appliances or other 
items, this will be of interest to your buyer. Itôs a positive for your home! 
 

¶ Termite or pest control agreements ï It will be to your advantage to be able to tell 
a buyer that an agreement is in place, even though a termite inspection will be 
performed before the sale is complete. 
 

¶ Warranties ï If any warranties are still in effect on your house, this is a plus also. 
 

¶ Repair bills ï If you have had the stove repaired recently, for example, passing on 
the bill with any associated warranty can be valuable to the buyer. Also, if you have 
had any work done on the house itself, it is good to pass those bills and receipts 
along, to prove the work was not only done but paid for. 
 

¶ Manuals ï Being able to provide manuals for appliances, garage door openers, etc. 
is always appreciated by the buyer. 
 

¶ Homeowners association information ï Your buyer will be saved time if you can 
hand him contact information and other details he will need to know.  
 

¶ Entry codes ï Be sure to write down any codes such as for garage opener 
keypads or locks, and leave with the house.  
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Chapter 5 
 
 

Getting the Price Right  
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Pricing your house for sale is one of the thorniest issues you will face, but an extremely 
important one as well. Unless you are constantly in touch with what houses are selling for, 
you arenôt in a good position to know what a good selling price is for your home. You canôt 
arrive at the proper asking price by just looking in the paper to see what a similar house up 
the street is being advertised for. Their price may be thousands off of the true market 
value. Your homeôs value for tax purposes is also an unreliable indicator of its value ï tax 
assessment value is almost never equivalent to market value. 
 
Remember the maxim about the value of any item: 
 
It is only worth what someone is willing to pay. 
 
So, in real estate terms, the market value of your house is determined by what a buyer will 
pay for it. And since you donôt spend your time keeping track of what homes like yours 
have actually sold for recently and in your area, I suggest you find someone who does. 
 
I suggest you ask a few realtors. 
 
Since I have already mentioned that you should sell your house yourself, why am I 
suggesting that you ask a realtor in? Well, when they asked Willie Sutton the famous bank 
robber why he robbed banks, he replied ñBecause thatôs where the money is!ò 
Keeping their finger on the pulse of the market is a realtorôs job. So, you should ask a few 
of them. 
 
Iôm not suggesting you need to be deceptive about your intentions. Although you might 
think that realtors would never be willing to give you any pricing advice if they knew you 
were planning to sell your home yourself, the opposite is true. Why? Because they know 
that a significant percentage of ófor sale by ownerô sellers (over 90% by some estimates) 
will end up listing their home with a realtor, and want to place themselves in line for that 
business. They figure if they are helpful to you, they will be the one you call when you give 
up on selling it yourself. If you encounter a realtor who is unwilling to do an analysis of your 
home, simply go on to the next one. You will find that most will agree to work with you. 
 
So you need to contact at least two, and preferably three realtors who sell in your area and 
ask for a comparative market analysis on your home. This CMA will show the prices of 
comparable homes in your area that are for sale, as well as the actual selling price for 
similar ones that have recently sold. The selling price is information that you are unlikely to 
acquire on your own, but is very important in pricing your home.  
 
Getting multiple CMAs is like getting multiple bids on a roofing job. You are likely to get a 
range of responses, but the general ballpark is established, where a single CMA may 
leave you wondering whether it is really accurate. Sometimes realtors will give you an 
inflated appraisal of your property on the hopes that you will list with them. 
 
Since the prices for comparable properties will include the realtorôs commission, you 
should make sure whether a commission fee is included in the price they suggest you ask 
for your home. 
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One thing to be watching for. A realtor may offer suggestions on conditions he or she 
observes that might hinder your sale, since he or she is an outside observer. If he or she 
doesnôt offer, it never hurts to ask for suggestions along this line. The worst thing you can 
get is a ñno.ò 
 
So, when you have the CMAs in hand, what do you do with them?  
 
First, since no two homes are identical, you should do a quick check of features of the 
comparable homes, looking for differences that might have a bearing on their value 
compared to yours.  
 
Second, recognize that, with rare exceptions, a buyer will make an offer somewhat lower 
than your asking price. Unless the market is really hot, with multiple offers coming on 
houses soon after they hit the market, buyers reason (often correctly) that sellers may 
often take an offer a few thousand below the asking price (if other conditions are 
agreeable), just to get the process moving. So, it is usually a smart practice to add a small 
amount to the price, on the order of 1%. For a house in the $180,000 range, for example, 
that would be around $2000. 
 
You can take the attitude that you donôt want to play around on price, and that you will 
establish your price and stick with it. You can do that. However, think of it from the buyerôs 
viewpoint. If they can get you to come down a few thousand dollars, they will feel they got 
a better deal than if you had started at that lower price and refused to accept less.  
 
You need to deal with reality ï and reality is that buyers will always try to get something for 
less than the asking price, and if they are working with a realtor, that is probably the advice 
they will get when they go about deciding what to offer you. They expect to get the house 
for less than you are asking, unless it is a hot sellerôs market. Often buyers will make an 
offer considerably lower than your asking price, in hopes that either you arenôt sure what 
your home is worth, or are desperate enough to take a low offer just to move the property. 
Even if you make a counter offer, they reason that you may go lower to try to meet them 
nearer the middle. Donôt let one low ball offer sway your feelings about the value of your 
home. If you went through the process properly to get a selling price, believe in it and stick 
with it.  
 
In buying our current home, we felt it was probably worth about what the sellers were 
asking, but decided to make an initial offer about $5000 below the asking price. The house 
had been sitting for a while and was in a trust administered by the children of the owner, so 
we thought they might not be inclined to deal as closely as an individual owner would. We 
were shocked, however, when our offer was accepted without a counter offer - leaving 
several thousand dollars on the table which we were glad to put back in our pockets! Donôt 
make a similar mistake by accepting the first offer you get, just because it is an offer, 
especially if itôs low. Some novice sellers are so thrilled to get an offer that they take it, for 
fear there wonôt be another. Or, if the offer is low, they may reason that perhaps their 
house isnôt worth what they thought it was and they better take an offer just to get rid of it. 
As we will discuss further in a later chapter, donôt fall into these traps. Getting multiple 
CMAs helps you to feel confident in the asking price you arrive at. 
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An alternative to requesting a CMA from a realtor is to request a complete appraisal by a 
certified real estate appraiser. He or she will prepare a report complete with pictures of 
both your house and the houses used to compare with yours.  
 
The disadvantage of this approach are cost ï it could run from $300-$500, and time ï it 
could take a week or two to schedule an appraiser and get the completed report. Either or 
both of these factors could be incompatible with your need to sell quickly and at minimum 
expense. You might well feel you could take that amount of money and address some 
home repair issue that needed attention. 
 
There are advantages to this approach, however. When you are done, you will have 
objective, black and white numbers in your hands that justify your asking price. If 
appropriate, you could use this appraisal to strengthen your case with a buyer who offers 
less. Or you could simply make this appraisal available to all home viewers, along with 
your sellerôs disclosure. It could easily translate into getting a better offer. 
 
In the end, itôs your decision. From experience, however, I would recommend getting 
realtorôs CMAs, if possible.  
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Chapter 6 
 
 

Preparing Your Advertising  
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So you have your home ready, or nearly ready for sale, and have a good idea of what a 
fair asking price is. Now you need to turn your attention to the second part of the equation 
ï your advertising.  
 
Thereôs no doubt that the MLS listings have a huge head start on you in the advertising 
department. Since such a large percentage of homes get listed there, buyers know that is 
the place to go to see what is available. The panoramic views of properties or home 
interiors available on some listings can give a good feeling of what it actually looks like. 
And, of course, there is no need to go sit in some realtorôs office; they can go online and 
see the same basic listings from the comfort of home.  
 
But there are disadvantages to the MLS listing as well. For one thing, the attention a real 
estate agent or broker pays to your advertising is minimal. If you have spent any time 
looking at MLS listings on line, you will see listings without a photo, and often you can 
come back next week and there is still no photo. Of course, 95% of the viewers of a photo-
less listing will go on to the next one, because a house that you canôt see isnôt of much 
interest. In the days of digital cameras, such negligence is inexcusable ï and something 
you donôt have to put up with when you do your own advertising. Also, the effort put into 
taking good interior shots of homes on the MLS is minimal. A dark picture of a room mostly 
consisting of a blank wall is not uncommon, amazingly enough. 
 
But, fortunately, you donôt have to be MLS listed to sell your home, and you donôt have to 
rely on their haphazard way of presenting your home to buyers.  
 
As I suggested earlier, the advertising basis for the FSBO Quick Sale Plan is deceptively 
simple. 
 
Telling everyone you know 
Home-for-sale signs in your yard and neighborhood 
A color flyer ï usually one page 
A web site ï usually 1 long page, and 
A few newspaper ads 
 
But, as I keep stressing, there are right ways and wrong ways to create or carry out each 
of these items. Correctly done, these advertising items are designed to creating an 
irresistible attraction for your home. If you do them properly, you wonôt need the massive 
exposure of the MLS. Instead of coming to tour your house with the feeling that it might 
possibly be what they want, viewers who arrive there through the FSBO Quick Sale Plan 
will come with numerous positive aspects of your home already in their mind, wanting ï 
and expecting ï to see further evidence that their feeling about your home is correct. 
 
Your advertising approach is to create and grow this positive feeling about your home. 
 
Sure, everybody has a sign in their yard, and almost all have color flyers available to 
advertise their home; itôs expected these days. And, sure, lots of people have a web page 
with information about their home. But, you are going to do these things in a way that is 
designed to create and nurture a real hunger for your home, bring those buyers to your 
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home and have them find that their impression of your home ï their attraction to it ï is 
matched by the home itself. 
 
You may even find yourself in the enviable position we did on a home we sold a few years 
ago. We had multiple offers coming in almost immediately, some over the asking price! 
Thatôs buyer hunger! Thatôs what your advertising can create. Admittedly, this situation will 
happen much more frequently in a buyerôs market, and no one can guarantee you will 
receive offers above your asking price.  
 

The Advertising Plan 

 
The advertising plan is geared around directing your potential buyers as follows ï fast! 
 
 

            The FSBO Quick Sale Advertising Plan 
 
The plan is designed to direct your potential buyers to: 
 
Learn that you have a home for sale (newspaper ad, signs in yard or  
Neighborhood, friends, family and neighbors. 
 
 
Pick up information about your home (from a color flyer available from  
your yard sign) 
 
 
Seek out additional knowledge about your home (from the web page) 
 
 
 
Set up an appointment to see your home 
 
 
 
View your home 
 
 
 
Buy your home!  
 
 
So letôs look at these items one at a time.  
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Word of Mouth 

You can start by telling everyone you know that your home is for sale. Print a number of 
flyers and carry with you wherever you go. Email everybody in your locality, even if you 
know they arenôt interested themselves. Remember an important truth: 
 
It only takes one! 
 
You arenôt trying to sell 50 houses or even 5. You only need one buyer, so the wider the 
word can be spread, the more likelihood that the one person you need will get the 
message and respond. You may know 300 people, but each person you contact knows 
that number as well, and one of them may end up being your buyer. 

Yard Sign 

You need nothing fancier (or more expensive) than a For Sale By Owner sign for your 
yard. Be sure to also purchase a tube or box that attaches to your sign and holds your 
flyers while protecting them from the weather. Put your phone number on the sign, and I 
suggest writing ñBuyers With Agents Welcomeò on the sign so that it can be easily read. As 
I will discuss later, unless you have determined you will work only work directly with the 
buyer (and are prepared to do so), you really should welcome buyers who bring a real 
estate agent. 
 

Neighborhood For Sale signs 

Signs at the entrances to a subdivision and at the end of streets are an excellent way to 
gain visibility for your home. Be sure to check for laws of your city or municipality 
governing placement of such signs.  
 

Color Flyer 

Here is where you begin to create that desire for your home. All that you put on the flyer 
should be truthful, of course, but what you say there and how you say it makes all the 
difference. Below are copies of two flyers we used in selling recent homes. They were 
created using Microsoft Word. Any number of other programs can accomplish the same 
task.  
 
Samples Included 
To give you a head start in creating your own flyer, the two sample flyers are included in 
your download package as Word documents. You can easily take them into Microsoft 
Word, replace the picture(s), then change the text to correspond to the details of your 
home. On each flyer, the text is placed in two text boxes which can be easily moved on the 
page if necessary. If you donôt have the Word program, a friend probably does. 
 
Letôs look at the first flyer items and how they work together. 
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Picture 
I canôt stress too much how important a good outside picture is. It may be the first view of 
your house for some potential buyers, and the one that drive-by viewers will take with 
them. I took several shots before settling on the one in the attached flyer. 
 
-Time of day - Many realtors will run by a new listing at any daylight hour, snap a picture 
and consider it adequate for an MLS listing. That may be adequate for the MLS, but you 
want a better representation for your home. Take several pictures during the day. For my 
house, an early morning shot was best. It emphasized the trees and their shade and gave 
a somewhat softer appearance to the house. A morning or evening picture is probably 
more flattering for most homes than a picture taken around noon. 
- Framing - As with any outside scene, a house looks best when framed by objects in the 
foreground. In this case, trees on the left and right served that purpose.  
- Angle - MLS photos tend to be straight-on shots. I suggest avoiding that view unless your 
house situation requires it. Instead, shoot the picture up to about a 45 degree angle from 
directly in front of your house. The flyer shot shown was about a 30-35 degree shot. 
- Emphasis ï You may want to choose your shot based on de-emphasizing some aspect 
of your property ï such as an ugly tree. Notice in the flyer shot that it tends to de-
emphasize the garage. There was nothing wrong with the garage, but it simply isnôt the 
highlight of the home. 
 
Once you know these things to look for, it shouldnôt take long to get a picture ready for 
your flyer.  
 
Add a short caption under your picture, with the address and the asking price. Here, as in 
the remainder of the flyer, I suggest using a font such as Arial (my favorite), or Verdana. 
Stay away from fonts like Times New Roman, which arenôt as clean and easy to read. This 
manual is written in Arial, by the way. 
 
Description 
Here you begin to create a word picture that accompanies the external photo. First give an 
overall introduction that describes its living layout and its geographical location. Then give 
a short, tantalizing paragraph that highlights the primary features of your home. Resist the 
urge to get too wordy here ï you want to present only the best features. Begin by making a 
list of all the things that are newest or most appealing in your home, then prioritize them 
from highest to lowest appeal to a buyer. Then pick the top three or four, or at most five 
things to highlight. Note in my flyer I highlighted: 
New roof 
New interior doors 
Floors 
Crown molding  
 
Major items like a new roof will appeal to the husband, because he will visualize the many 
years ahead with no concern about replacing a roof. If you have a brick home or one with 
lifetime siding, mention that too, even if it isnôt new, to impart a sense of permanence to 
your home (and the buyerôs investment!). New interior doors, shining hardwoods and new 
tile will implant a visual image of beauty and freshness, and the crown molding tells the 
buyer you value those special touches that set your home apart from others. Donôt 
underestimate the potential for this small paragraph to create an attractive, inviting picture 
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of the interior of your home that accompanies the external photo they are seeing. Use your 
words carefully and you can do just that! 
 
Create a sense of urgency as I did by the last sentence in the introductory paragraph -   ñIt 
wonôt last long at this price!ò You may do it in different ways, but you want your readers to 
say to themselves, if only subconsciously: 
 
ñThis is a great house, and if I want to have a chance at it I need to act now!ò 

 
Even if people reading your flyer doesnôt end up purchasing your home, the fact that they 
were urged to go take a look at it may create the sense of urgency some other buyer 
needed to make you the offer you will accept. 
 
The next section is a summary of the specifics of the home. Different areas of the country 
present this in somewhat different ways. In some areas, for example, you will never see a 
total square footage, while it would always be shown in real estate ads in other cities. It is 
probably a good idea to grab a few other flyers in the area, if you arenôt familiar with the 
way these descriptions are written, and the abbreviations used. I suggest measuring your 
rooms to the nearest İ foot, rather than rounding up or down to the nearest foot. And donôt 
make measurements by going all the way to the back of a closet ï that is not room area, 
and will only make a sharp-eyed prospective buyer suspicious of your honesty. 
 
If you have room, add a few remarks as I did in the flyer below the home details. This is a 
chance to mention other attractive features of your home that didnôt make the top 3 or 4. 
Note that I concentrated on the beauty of the vegetation around the home. Since you have 
attempted to appeal to the husband in the opening paragraph, here you may be able to 
capture the imagination of the wife, especially if she loves flowers, as most women do. As 
you will see, I carried that theme on the web page description and pictures. I then 
answered the question that always lurks in the back of peopleôs minds ï If itôs so great, 
why are you moving? There are a thousand valid reasons to move, of course, but people 
will have that question in their minds, so answer it, allowing them to concentrate on the 
house itself. 
 
Contact Information 
Be sure to include the note about how viewers can contact you about your home. More 
than one number is best, and if necessary, give hours when each number will be 
answered. Try to avoid making a caller leave a number for you to call back. If they get an 
answering machine, many will just hang up and go on to investigate other houses. And, 
although most interested buyers prefer to call rather than email, include your email 
address as well. 
 
Web Address 
Last, but certainly not least, is the address for your web page. Since this is such an 
important part of your plan, be sure to make it prominent. Note the >> and << arrows I 
placed before and after the web address, and the fact that the font was bolded and a 
different color than the other text. There is nothing magic about blue; any brighter color 
that is easily readable is fine, such as red. I have also chosen to add a yellow background 
to make the address even more prominent. Since such a high percentage of viewers will 
be using the web to search for houses, they are also highly likely to go to your web page, 
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so be sure they donôt miss the address. It wouldnôt even hurt to add the address right 
under the picture, in addition to being at the bottom. But wherever else you may place it, 
be sure it is also at the bottom. You want them to end reading your flyer with an urgency to 
go to your web page, so make sure this is the last thing on the page. For this reason and 
others, I suggest you try to keep your flyer at one page. If you have it spread over the front 
and back, the focus tends to be reduced and it may be easier to miss your web address. 
 
The second flyer is worth noting for a few obvious reasons. It shows how you can use 
more than one picture, even on a single-page flyer. An attraction like a pool is too powerful 
to omit, and words simply canôt do justice to the cool, inviting feeling you get by viewing a 
picture such as the one shown. Again, time of day was an important factor in this 
photograph, making the pool look more shaded than it actually was, and thus more 
inviting. The shot was taken from a step ladder, to get the umbrella, table and pool 
together. Notice the bright cushions on the chairs. Adding a few table settings would also 
have made the scene more inviting. Just a few touches go a long way to creating the mood 
in the viewerôs mind that you are looking for. (The web page address shown on this flyer is 
not active.) 
 
Remember, both these flyers are included in Microsoft Word format, so you can just open 
one of them, replace the picture(s) with your own, then alter the text to fit your home 
specifics. 
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Home for Sale ï 1234 Our Street, Overland Park, KS 
$187,900 

 
Beautiful 4 bedroom, 2 bath side-to-side split in Oak Park subdivision, convenient to Oak Park 
Elementary, Oak Park Mall, Hwy 69 and I-435. 
 
From its new roof to all new interior doors, this house has been extensively updated, so you donôt 
have to! Beauty and easy-to-maintain floors are everywhere ï the entire living area floors feature 
either hardwoods or new tile. Crown molding in family room and formal dining room add that classy 
look. It wonôt last long at this price! 

 Description: 3/2/2LA/BSMT__________CITY: OVERLAND PARK ZIP CODE: 66214 
SCHOOLS: SHAWNEE MISSION FP: WB   ______OCCUPIED: YES 
LOT SIZE: 75 X 150 (approx)  HEATING: CENTRAL/GAS____ AIR: CENTRAL/ELEC 
LIVING ROOM: 12 X 15  ______BEDROOM MSTR: 13 X 13 GARAGE: 2 CAR 
DINING ROOM: 12 X 11  BEDROOM: 12.5 X 10 ______ROOF: COMP, 2005 
FAMILY ROOM: 18 X 13  BEDROOM: 12.5 X 10.5 INTERIOR: SHEETRK 
KITCHEN: 11 X 14           _   BEDROOM: 12 X 13  EXTERIOR: BRICK FR. 
UTILITY: 7.5 X 15   BASEMENT:   Daylight ______SQ FT: 1679 
BATHS: 2 FULL   ______HOA: $145      CEILING FANS: 2 
TILE FLOORS: KITCHEN/BRKFST, ENTRY, 2 BATHS         ______ __TAXES: $1688 
ATTIC STORAGE: OFF DORMER FENCE: WOOD, CHAINLINK__ AGE: 1968 
REMARKS: Great home with many updates to make it look and feel new. From the redbud and iris 
in the spring to the Rose of Sharon in summer, blooms are everywhere. We love it here but we canôt 
resist being closer to our first grandchild! 

 
FOR INFORMATION OR SHOWING CALL: Glenn or Carol Gordon, 913-555-1212 
or 913-555-1213 (mobile) or email at forsale@myhome.com  Agents Welcome! 

See more pictures and description at: 
>> http://www.See-My-Home-Online.com/home/Gordon1234 << 

 
 
 
 
 


