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Sellers’ Guide

Whether you are thinking about using a broker to help you with your sale, or are considering representing yourself, covering all your bases will help you get the best deal and in a timeframe that is best for you.

Preparing Your Home for Sale

Proper Pricing-Getting All the Facts


Pricing your property is one of the most important decisions to make.  To set the best asking price, you need data about recent sales in your building.   But sales in your building are only part of the equation: information for sales in similar buildings in your neighborhood is also important. Most buyers will have access to this data, especially those buyers working with brokers, so you will need to have it as well when considering how to price your home.

There are a number of online resources that can provide useful information; they offer windows into the market.  But bear in mind that the most recent sales data (closings) lag behind the most recent market data (contract signings) by at least a few months, and possibly more.  Since most online resources don’t provide sale prices for properties which are in contract but that haven’t closed yet, a discerning and selective eye is needed when evaluating this information.

You need to thoroughly examine and understand similar properties to yours that are on the market, your competition, as competition affects market value.

Care should be taken not to over-price your property.  The market is transparent because of the Internet and other readily available information. Many buyers, whether or not they work with brokers, will take a pass on visiting an overpriced listing in pursuit of similar properties that are more competitively priced.  Remember, over-pricing will poison your listing.

If you are selling on your own without a broker, don’t take the 6% brokers’ fee off what you determine is a fair asking price.  Nearly all other sales listings will include the commission, and many direct buyers who visit “For Sale By Owner” properties are already thinking that they can get an additional 6% off your asking price, so you may need that negotiating room.
Working with Buyers


How you interact with buyers becomes critical when all sorts of people come into your home. Some will be serious buyers, and some will be window shopping on a Sunday afternoon.  How you evaluate these buyers, i.e. who’s real and if they are qualified to buy your property, is crucial. If you sell on your own without a broker keep in mind that some “bottom feeders” will see your “For Sale By Owner” sign as an invitation to submit low ball offers.

Everyone who visits your property should be interacted with and a record kept of their visit, with notes.  You should follow up with each one, by phone if possible, and if not by email, within a day or two of their initial visit.  

Working with Agents Who Represent Buyers


If you are considering listing with an agent, make sure they “co-broke” their listings and that they have a regular system in place to inform all other brokerage companies that your property is for sale.  Halstead Property is a member of the Real Estate Board of New York; member agencies automatically inform all other REBNY firms of their listings.

If you are considering representing yourself decide if/how you want to work with agents who are working with buyers.  A vast majority of serious buyers use licensed agents to help them search for and buy property.  If you don’t access this large pool of buyers you will exclude most of your potential market, and that will impact your ability to get the best price and in the quickest timeframe.  Remember, in real estate, as in most markets, maximum exposure will yield you the maximum price for what you are selling.

If you represent yourself and are willing to work with buyers’ brokers, you should contact real estate agencies with an “open listing” offer.  This means that you, as the seller, handle the sales side of the transaction, and will bear all costs in time, effort and money for marketing your property. Brokers representing buyers would earn the “buy side” commission at the time of closing.

As far as commissions you offer, if you offer brokers less than the commission they would earn from sellers of competing properties on the market, your property could be among the last ones they will show to their buyers, if they show it at all.  Remember, you have competition out there.  And if you do work with brokers you’ll need to update all your broker contacts whenever the listing information changes, such as a new asking price, new open houses, showing schedules, etc. 

Qualifying Buyers


All offers, especially for co-ops and whether they come through agents or directly from the buyers, should be accompanied by a Financial Statement to determine how financially qualified the buyers are before you go to contract and take your property off the market.  If you are selling a co-op, in advance get information on what your co-op’s required “Debt To Income Ratio” and “Liquid Assets After Closing” are.  Having a sale fall through and your home subsequently placed back on the market can be the beginning of a stale listing, and can impact downward offers on the second and even third time around.

Showing your Home

· If you are considering representing yourself and not working with an agent, be prepared to get busy: Set aside the time to take on the tasks required.

· Money needs to be invested on advertising and promotion.

· Photographs should be taken by a professional photographer, and the pictures used to market your property should be high resolution. 
· You might want to consider a professionally produced AND edited video tour.
· You should commission a professional, high quality floorplan.
· An attractive 4-color fact sheet for visitors should be prepared, highlighting your most compelling pictures, your floorplan, and the main selling points.

· If you are selling on your own, your voicemail/answering machine needs to have relevant information for callers, i.e. time of your next open house, asking callers for their contact info so you can call them back, etc.

· Your property needs to show uncluttered.

· You should consider staging.  

· Most family photos, etc., should be removed. Buyers need to imagine themselves living there without you, so you need to de-personalize. Buyers who visit are buying their home, not yours.
· Everything in your home should sparkle.

· Make arrangements for your kids and the dog to be elsewhere for showings!

· Keep a visitors list with all contact information, along with notes on visitors.

· Put your valuables away. 
Seller’s Checklist
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	Have all the pertinent paperwork and the information for the building necessary to complete the sale:
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	          The Original Offering Plan, with any amendments
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	          By Laws and House Rules
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	          Building’s Last 2 Years’ Financial Statements
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	          Information on recent Maintenance increases and assessments
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	          List of recent capital improvements to the building
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	          (If co-op) Debt/Income ratio and liquid assets after closing required
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	Order professional photographs and a professional floorplan.
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	Know exactly what other properties for sale are in the neighborhood similar to your home, and what the asking prices for those properties are. This information should be reviewed frequently to know your competition.
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	Create a professional-looking 4-color fact sheet, and print it on high quality paper for buyers.
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	Your property should be advertised on as many web sites as possible (at least 20) that advertise NYC real estate, including real estate search engines.
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	You should consider advertising your property in NYC’s major real estate print publications.
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	(Optional, if you are representing yourself AND open to working with buyers’ brokers) Your property should be listed as an open listing, for co-brokerage, with all the major real estate brokerage companies in Manhattan.
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	A targeted direct mail campaign should be conducted to neighborhood buildings, and to personal and professional contacts.
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	(Optional, if you are representing yourself AND open to working with buyers’ brokers) You should compile a list of agents who have buyers interested in your building and your neighborhood, and you should make sure they know that your property is for sale.
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	(Optional, if you are open to co-broking) Each week you should research and identify brokers who are advertising comparable properties. They should be contacted and made aware of your property so they can introduce your home to buyers they get from their advertising, but who don’t make an offer on the property they are selling.
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	What buyers are looking for in a new home should be researched, and these features of your property should be highlighted and discussed when buyers visit.
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	Inquiries should be able to be received most of the time, especially via telephone.

	[image: image19.wmf]
	Your showing times need to be flexible to accommodate buyers’ schedules.
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	Open Houses should be hosted on a regular basis.
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	A detailed log should be kept of the people who have visited your property, and they should be followed up with individually to gather helpful feedback and explore if there is a possibility of getting an offer from them.
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	If a co-op, make sure buyers submit a Financial Statement with their offer so their finances can be evaluated to see if they qualify to pass your board and buy in your building.


If all these steps are followed you will have done the best you can to obtain the best deal and in the timeframe that works for you.

If you are considering selling on your own, you might find it interesting to know that sellers who represent themselves without the help of a licensed professional get, on average, 14.1% less in sale price than those sellers who use licensed agents to sell their homes.**  This 14.1% difference in sale price is far less than the typical 6% sales commission.  Aside from more money in your pocket after the closing, using a licensed agent saves you valuable time, and frees you from most of the effort required to try and sell your property on your own.

As you consider whether it’s better for you to seek professional representation or embark on this journey as a “For Sale By Owner”, I’d be happy to prepare a complimentary Marketing Proposal and Pricing Analysis to show you how I would price and market your property if I were to represent, and answer any other questions you have about the market.  Please call me today at 212-381-2280.

**Survey conducted on behalf of the National Association of Realtors, Profile of Home Buyers and Sellers

Jeff Goodman – Providing You with The Best Service in New York City Real Estate

212-381-2280 * jgoodman@halstead.com
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