
SELLING
 PROPERTIES



As a real estate investor, you know that the faster you sell, the more profitable you are. The less time your 
property spends sitting on the market will save you money in holding costs - and precious time that you 
should be spending on your next project. As a real estate investor, your goal should be to give buyers 
every possible reason to want to purchase your home over any other home they see. Our goal is to help 
you do just that. 

INTRODUCTION
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"To be successful in real estate, you must always and consistently put 
your clients' best interests first. When you do, your personal needs will be 

realized beyond your greatest expectations." 
Anthony Hitt

Objectives

Know how to pre-sell 
your properties

Be able to properly list 
and sell a property

Understand how to go 
through the closing 
process with buyers
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The only thing that feels better than selling your property is pre-selling your property. Pre-selling a home 
is when you’re able to promote and sell a house before renovations are fully complete. Through pre-
selling, you are providing buyers with a vested idea of what you’re doing to the property and how it will 
look when all is said and done. About two weeks prior to listing your property on the Multiple Listing 
Service (MLS), you should be in the process of trying to pre-sell your home. Being able to sell a house in 
any condition isn’t an easy task, but it definitely is something that can be extremely rewarding if you 
follow a systematic approach to marketing your property for sale.

THE ART OF PRE-SELLING
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In the pre-sale phase, there are six campaigns that we’ve found to be quite successful. Some of these 
strategies can be considered guerrilla marketing, which is a more of an “in your face” style of doing 
things, but in this business, sometimes that is what needs to be done. 

Door Knocking 
Sure, this is kind of like cold calling, but remember, you are 
the one trying to revitalize the neighborhood so they should 
be happy to have you at their doorstep. Make sure you only 
reach out to about 5-10 local neighbors that are in walking 
distance. Let them know your goal and maybe even offer a 
reward for referrals. Speak with excitement about the 
property and invite them to see it themselves at the open 
house.

House Banner 
This is a great way to advertise your home while it’s being renovated. You can draw lots of attention and 
create a great buzz. Try using things like “We Buy Houses” bandit signs to put outside your property. Or, 
create a sign with a link to your blog site so that the neighbors can follow the progress of the renovation. 
Not only does this help you generate buyer leads but it also helps by letting your contractors know that 
people are watching, so they better keep things up to par while working on your project.  

“Choose Your Neighbor” Flyers
Here’s something you can keep simple enough to even outsource to someone in your office down the 
road. Just create a flyer with your name, company, logo, and a brief paragraph explaining how people in 
the community should “choose their neighbor” by referring quality buyers. The neighbors often times are 
the most important salespeople for the house.

“Buy Before it’s Built” Hotline 
This is an excellent way to find buyers. If you advertise a hotline in the front of the house, you can 
promote your renovations and build a buyer’s list.  There are many services you can use to create an 
advertisement via a recorded message describing the home. When a buyer calls their phone number is 
captured, allowing you to call back. A great service provider we’ve used in the past is www.infoline.com. 

Pocket-Listing Flyers to Real Estate Agents 
Real estate agents love having the ability to see something that hasn’t hit the market yet. This way, when 
they meet with buyers they have an opportunity to show them a property that no one else has access to, a 
property that hasn’t hit the market yet.   

PRE-SELLING LISTING CAMPAIGNS
SECTION 1
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Fax Blast
In a similar fashion to providing agents with pocket-listing flyers, you can fax a flyer to an agent’s office. 
You don’t want to spend a lot of time doing this – just make sure to keep it simple and get it out there. 
Pick your top 20 agents in the area, give each a call and say something like:

“I’d love for your office to be one of our agent offices that has an exclusive look at our remodels before 
they hit the market.It’s a great way to add value to your buyers.  Does that sound like something you 
would be interested in?” 

Here is a pre-marketing checklist to help keep you on track:
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Pre-Marketing Checklist

Get lockbox code
Pull comps and get a solid list price
Get all property details to be able to list and market – (ex. dimensions, room count)
Stage
Get excellent pictures of the house
Make video tour of house
Go to property and create a punch list
Start bi-weekly landscaping
Make sure all punch list items are taken care of
Pull up a list of open houses that are being held in the area from MLS and newspaper
Schedule broker’s open and public open
Lock up a flier hanger for the day before the public open house
Check Google or local town site for any local events: (ex. Flea market, farmer’s market, 
carnival, concerts, parades and etc.)
Buy directional signs
Put up all for sale directional signs 3-5 days before
Get list of agents that sold something in the last three months
Input all office names and fax numbers in the www.ringcentral.com account.

 -Create a folder under contacts with the street name
 -Input each contact individually under that folder

Print flyers (100-200} with open house date and time on it and 100 with no open house)
Print warranties and bring to the house
Print “Seller Fliers” to put in the display and on counter
Attach plastic flier holder and put fliers inside (bring screws and screwdriver)

http://www.ringcentral.com
http://www.ringcentral.com


Marketing Online 
The Internet has leveled the playing field for buyers and sellers to do 
their research concurrently. This means you have to make yourself 
stand out to reach a variety of buyers in a variety of settings. Luckily, 
most of these marketing strategies are little to no cost to you and take 
minimal time and effort to produce results. 

Here is a breakdown of some of the hottest spots to create a buzz for 
your pre-sale:
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Fielding Buyer Calls
After you’ve found your buyers and you start receiving phone calls, you’ll begin to schedule your initial 
meetings with the potential buyers. Just as in most situations in life, your first impression and how you 
handle your first phone call can make or break your success in this deal. 

The Initial Phone Call 
When a potential caller contacts you on the phone, there are four main components you want to 
remember during the call. If it helps, make a sticky note and keep it with a pad and pen by your phone so 
that you won’t forget these key steps. 

On the next page you’ll find an example to show you how you can walk away with 
those four main components and get the most from the call. 
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“Notice in the example that the question about price is shelved rather quickly. 
Never offer a price quickly. If you give a buyer the price right upfront, there’s a 
chance that they will quickly hang up and never call you again.” Than Merrill 
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Pre-Selling And Contracts
Once your buyer is ready to discuss moving forward, try and find somewhere comfortable to meet in 
person. If you have an office, you can go ahead and use that, but if not then meet at a neutral location 
that’s easy for the both of you. Make sure to schedule distraction-free time and come prepared with all 
the necessary information you will need. Dress appropriately and bring a binder of any prior projects 
that you’ve done so that you can build credibility right away. 

When you are ready to show the house, you will begin a four-step process in gaining commitment to the 
pre-sale of this property. You will meet with the buyer, give a walkthrough of the house while in 
construction, sign contracts, and collect a deposit. If the house is under construction, you may want to 
consider having the potential buyer sign a liability waiver for when they are walking through the house, 
just in case. These four steps are outlined below:
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1. Meet and Greet - Ask a lot of questions so that you can prequalify your potential buyer

2. Property Walkthrough - Talk about the deferred maintenance and make sure you keep the 
enthusiasm going throughout. There may be a lot of construction going on so make sure to help 
paint the picture as much as possible. Pick out the positives and touch on the value of actually 
seeing the quality of work you’re putting in

3. Contract Write-Up - Have an attorney write up a contract outlining items of the remodel that 
you are flexible on and those that you are not. Include deadlines for your buyer to make decisions 
by and make sure to get a larger deposit if a change they want to make is something that can hurt 
you. Have the attorney go over the contract with the buyer to answer questions and make them 
feel safe. Don’t forget to have the Scope of Work (SOW) signed as well

4. Deposit Collection – It is important to get your good faith money if you’re doing all of these 
special design features. Potential buyers may speak with an agent that can talk them out of the 
deal, so you want to make sure you get commitment up front



Discussion Questions

1. How do you think pre-selling a property would benefit your business? 

_______________________________________________________________________
_______________________________________________________________________
_______________________________________________________________________
_______________________________________________________________________
_______________________________________________________________________

2. Which creative pre-selling listing campaign did you like best and why?

___________________________________________________________
___________________________________________________________
___________________________________________________________
___________________________________________________________
___________________________________________________________

Checkpoint Questions

1. Which of the following is a great place to market your property online?
a. Craigslist
b. Trade Sites
c. Facebook
d. All of the above

2. When you are meeting with a potential seller, it doesn’t matter when or where just as long as you’re 
both in the same room.  (True/ False)

3. It is important to get your good faith money if you’re doing a lot of special design features on the 
home. (True/ False)
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If you were not able to make any moves during the pre-sale phase, the next step is to list your property. 
When trying to sell your home, one of the main areas in which you should focus is gaining maximum 
exposure. The more buyers you attract, the more likely it is that you will find that one person who loves 
the property, and is qualified to buy it. It is estimated that 97 percent of buyers find the house they want 
online before they even call the seller. Whether you use the MLS, syndicated listings or both, getting your 
property listed brings you one step closer to finding your buyer.  

LISTING THE PROPERTY

3
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There are several different marketing platforms that you can use to 
find buyers, most of which you can start doing right away. We’ll go 
over a few important ones.

Email Blasts
Always use a professional email broadcast service to send out your 
email blasts to maintain your legal compliance, get maximum 
deliverability of your mail, and stay off blacklists. Make sure you 
include several links to your websites and squeeze pages. 

Send email blasts to:
Other Real Estate Investors (joint venture email blasts)
Agent Lists
Mortgage Broker Lists
Title Agents Lists

Reverse Bandit Signs
Initiating a bandit sign campaign is a critical component to any successful real estate marketing system. 
The exposure provided by a bandit sign campaign is highly targeted and cost effective. When marketing 
houses for sale, place them in many of the same areas where you would advertise to find motivated 
sellers. Using the same black on yellow traditional bandit signs, you can add a few twists to make this 
work for attracting buyers. Make the title "Investor Buyers” to target buyers, NOT sellers. Include only 
your website address that potential buyers can visit so they can be added to your buyers list. 

Here is an example:

Don’t forget to also call all of the “We Buy Houses” signs you see on telephone poles in your town. We 
know these are real estate investors looking for property. Remember to check the laws in your area, as 
some areas have restrictions on where signs can and cannot be placed.

MARKETING YOUR LISTING
SECTION 1
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INVESTOR BUYERS!!!
Properties For Sale

First Come First Serve
As Much As 53% Off Market Value

(Your Domain Name Here)



Direct Mail
When it comes to direct mail marketing, consistency is key. Once you have effectively implemented your 
campaigns, it’s important that you stay consistent and start to track the effectiveness of each campaign. 
Also, don’t forget that your buyers are wondering, “What’s in it for me?” Step into the shoes of the buyer 
and think of reasons why they would choose to do business with you and craft the benefits around those 
reasons.

Websites
As an investor, it’s extremely important to have a company website or a blog. These websites are there to 
showcase your company and your properties, but also capture names and emails. We recommend having 
a separate website for your buyers and a separate website for your sellers. By directly speaking to your 
prospect, you can eliminate distractions. There are many resources available where you can get an 
affordable website solution.

Your website will need to have:
Contact form so buyers can leave their name, phone, and email
Listings and properties for sale
Pictures and video tours of the houses

Craigslist
One of the quickest and most efficient ways to find sellers is to utilize online classified websites. Websites 
like Craigslist and Backpage are just two examples of what is out there. You can contact those that are 
buying or selling, or even find a few property managers to call. Property managers are always looking for 
new properties and will be more than willing to refer or pass your wholesale deals on to clients in hopes 
of gaining future business. You can also find hard money lenders, mortgage brokers, appraisers, title 
companies, and a host of other real estate professional you can build relationships with and eventually 
grow your buyers list. 

Social Media
Social networking sites are becoming more and more valuable 
to real estate investors. This is a great way to use the power of 
the Internet to grow your business and market your properties 
for sale. When looking for a simple and effective marketing 
technique, look no further than social media. Facebook, 
Twitter, LinkedIn, Pinterest, Instagram…if you aren’t familiar 
with these social media powerhouses, then you are truly 
missing out on some major marketing opportunities. By using 
these platforms, you can network and connect with tons of big 
guns in the industry. You can advertise your properties and 
share that advertisement in minutes all over the web. While 
each network is powerful on its own, today most people 
connect through a multitude of social media, allowing you to 
use hyperlinks and #hashtags to navigate through. 
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Squeeze Page
Squeeze pages are single-action websites. This type of website has one job and one job only: to generate 
leads. When a person visits a squeeze page, they are required to put in simple items such as first name, 
last name, email, and zip code. Once the information is submitted, it goes in your list and they receive an 
email. People tend to fill out these forms when they get something out of it. Offer something such as a 
copy of a guide or EBook such as “How to Find Cheap Properties,” and you’ll see more responses. 

Here is an example:

Newspaper Advertising/Local Publications
Don’t forget to check local newspapers and even the Penny Saver newspapers for advertisements that can 
lead you to buyers. Here is an example of what to put in a newspaper ad:
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Fixer Upper 
Homes

Available at 
wholesale prices!



Your Open House Checklist 
It can seem a bit overwhelming when you think about all of the marketing that can be done to sell a 
property. 

To help you, here is a marketing checklist to follow:

MARKETING CHECKLIST

Online Ads
MLS
Post on Craigslist– repost every Friday and Monday
Syndicate to SIMS
Make album with description on Facebook
Create Facebook event for the open house
Copy and paste the album link on the wall of the event
Copy and paste the virtual tour link
Create and purchase an ad at www.militarybyowner.com (If in military neighborhood)

Flyers
New listing flyer with open house date (100-200) and without (100)
MLS flyer – client view (Qt. 25) (leave at house)
Seller flyer in color (25) – put one in the display and others next to it on the counter
Drop off flyers at town event, local businesses, and at neighbor door steps– flyer hanger

Email Blasts
Email all buyers in our database
Email all agents in our database
Email all agents that have sold something nearby from the MLS
Create a flyer and send it out

Fax Blasts
Fax our entire list of offices that have sold a house recently nearby

Calls
Call agents who’ve recently sold in the neighborhood. Tell them about the house and open house
Follow up with agents that showed the listing

Signs
Put up For Sale sign – Project Manager (should be up while construction is going on)
Put up For Sale directional signs 3-5 days before the open house
Put up open house directional signs with balloons the day of open house

Other
Log in agents into our showing log in the selling folder as they call in to show house
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Although most people start out house hunting with a logical mindset, studies show that most actually 
make their final decision based on emotion. This makes staging a property an extremely important detail 
to determine the speed of your sale. You don’t have to spend a ton of money – you just have to have some 
strategically placed pieces to make things more warm and inviting. 

Benefits Of Staging
Staging is a pivotal element in your real estate investing business that does not take a whole lot of effort 
but still yields enormous benefits. 

Sell Faster
On average, a house without staging spends about five times longer on the market than a home that is 
professionally staged. It’s a known fact that the longer your house is vacant, the worse off you are. A 
house on the market for too long is also going to leave the buyers thinking they have a better hand at the 
negotiation table. When you are working with a liquidation strategy, time is of the essence. 

Better Photos
When your house is staged properly, you can take better pictures. Since we already know that most 
buyers find the houses they want online first, staging your house for photographs can determine whether 
or not you get people to show up to an open house, or get your phone ringing. 

Avoid Vandalism 
The property can become vulnerable to infestation and vandalism. 

Highlight Good Features
An empty house can call attention to imperfections, preventing buyers from being able to see the house 
for it’s true potential. You want your buyers to notice all of the hard work you put into your remodeled 

STAGING TO SELL
SECTION 2
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space, so why not let it shine. Once a space is filled with furnishings and decorations, it becomes a room 
to live in and not just a living room. 

Add Space
Believe it or not, an empty room actually ends up looking smaller. A lot of people aren’t that great with 
visualizing and may only see four walls and a window. Placing furniture can help the buyer determine 
the scale in the room. Once a buyer falls in love with the place, the next thing they’re going to want to do 
is make sure they can logically fit their belongings. A bed in the bedroom can serve as a way for the buyer 
to compare how their bed will fit. They may look at how you placed a love seat and think, “I have a couch 
that would go great there too!” The more your buyer envisions themselves living there, the more 
emotionally attached they will become.

Using The Professionals
By using an experienced staging company, you are making a small investment that typically results in a 
much larger gain. Most professionals are willing to do as much or as little of your home staging as you 
would like. Most staging can purchased from $2,000-$5,000 over the life of your listing depending on 
the size of the home. This can seem like a steep price, but when you compare that with the alternative (a 
reduction in your listing price and your home sitting on the market for months) it is definitely worth it. 

Do your homework and find the right company for the job. One of the things you want to consider is if 
they have minimum time frames that you have to keep the furniture for. Typically, there is a three month 
window of staging, from setting it up to taking down. Some places rent their furniture while others own. 
Find out what works best for you. You also want to take a look at their portfolios and ask for references. 
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Key Tip! A good rule of thumb for what you can expect to invest in staging your home is to spend 
half a percent, to a full percent of what the ultimate sales price is. 



Staging Do’s And Don’ts
Whether you hire a professional or you decide to get things done yourself, here are some general dos and 
don’ts to be aware of in the staging process:

DO make the entrance to the house as inviting as the house itself. First impression goes a long way. The 
grass should be cut, the hedges should be trimmed, the door handles should be clean and polished. Add a 
new mailbox, nice looking house numbers, potted plants, and a welcome mat to greet them at the door.

DON’T over-stage your home. Too much stuff can make a house feel cluttered. You also run the risk of 
dictating a space in a way that the buyer wouldn’t want to see and actually turn them off from the 
property. 

DO find a way to highlight the most attractive feature in each room. For example, call attention to the 
fireplace in the living room by putting a mirror or painting on the mantel with some candles and a few 
logs in the fireplace. 

DON’T have your furnitures pushed against the walls. Avoid this common mistake and position 
furniture in a cozy, more conversational manner. You also want to avoid using furniture that is too big 
for the space, as this can make the space look small. 

DO use lighting to your benefit. Allow the sun to shine through your windows and open the shades. 
Lighting can make the space seem larger, and also more inviting. Increase the wattage in your light bulbs 
so that you get 100 watts for ever 50 square feet. If you can, install under-cabinet lighting to add that 
sparkle feature for your buyers. 
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DON’T skimp on the details. Yes, the couch and coffee table look nice but if your coffee table is bare 
then you aren’t maximizing on the benefits of staging. Go out and get the little trinkets and decorations 
that complete the look. Buy fresh flowers or collect them from the area and bring in that touch of nature. 
Strategically applied pieces are what distinguishes your home from others. 

DO clean all the little nooks, crannies, and window sills. A rehabbed house should be clean from all 
debris, inside and out. 

DON’T wait until the last minute to prepare for staging. You can accomplish half the work of staging 
before your project is finished. Stick to a tight timeline because every wasted minute is narrowing your 
profits. 

DO pay attention to the two main spaces that sell a home: the kitchen, and the bathroom. If there’s a 
breakfast bar, stage it with plates. Use decorative soaps in the bathroom. 

DON’T stage every room. Other than the kitchen and the bathroom, stage your master bedroom and a 
main living area.  

DO stage the awkward little corners or spaces that you may have in a home. This helps interested buyers 
see the function of the area and the possibilities of what you can do. Try using things like bookshelves, or 
cocktail cabinets. 

DON’T use old or outdated items. Using cheap and dated staging pieces isn’t saving you money, you are 
actually shooting yourself in the foot. Use newer and more modern décor instead that will attract the 
right buyer. 
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“If you are staging a home around a holiday, decorate the 
house accordingly. Use a Christmas tree in the living room, 
have holiday music playing, and light candles to make the 
house smell like the season. If it’s Halloween, have some 
jack-o-lanterns sitting out front. Try to get the buyer feeling 
like they already live there.” JD Esajian



They say a picture is worth a thousand words, but in the real estate game, pictures are worth much, 
much more. Research shows that on average, nine out of 10 house hunters initiate their buying 
experience on the Internet. Second only to price, quality real estate photography is the most important 
part of selling a home. 

Exterior Photographing
A quality image of the exterior will not only increase traffic, but it will also showcase your 
professionalism, which will help you in the future. House hunters will appreciate the time and effort you 
put into marketing your house.

Lighting techniques are one of the most 
influential aspects of quality photography. You 
not only have to consider the lighting that you’re 
bringing in, but the lighting from outside as well. 
Do your photography session on a day or night 
that has a clear sky. 

Eliminate the risk of unwanted elements in your 
pictures and try to capture the curb appeal as it 
was intended. Consider which direction the 
house faces when scheduling a time to shoot, as 
the sun rises in the east and sets in the west. 
Daytime photos will require the camera to be 
positioned between the property and the sun, 
preferably preventing harsh light from entering 
the shot all together. 

THE POWER OF PHOTOGRAPHY
SECTION 3
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  How To Take The Best Exterior Photos

Refrain from using a wide-lens up close, as 
you may lose the roofline and experience 
perspective distortion

Use a tripod to keep the camera parallel with 
composition lines. Crooked lines denote poor 
technical skills. Tripods also allow you to use 
different shutter speeds, counteracting bad 
lighting while avoiding blur caused by camera 
shake

Include some perspective by shooting a little 
bit of the side and not just the façade

Include the roofline in the photo, moving the 
viewpoint back or up if need be

Minimize the less attractive aspects of the 
house – the garage, any permanent signage, 
fences (by whatever means necessary)

Don’ t photograph unt i l the yard is 
presentable (garage closed, clutter and 
eyesores removed, vegetation maintained, 
and curb appeal improved)



How you position the camera is often determined by environmental factors (unmovable signage, 
flagpoles, fences, and trees). However, by placing the camera higher and slightly to the side, as to suggest 
a sense of three-dimensionality, photos can be greatly improved.

Interior Photographing
The most difficult aspect of interior real estate 
photography is achieving optimal lighting. When 
doing your interior photography, try and choose 
the middle of the day. By shooting your interior 
mid-day, you get more of a color balance as well as 
a contrast to avoid any excessive direct light. Every 
interior is unique, but each is typically dark in 
contrast. Most cameras respond by using the flash, 
which can result in an unwanted fade. Stark 
contrasts result in windows that are ‘burnt out,’ 
too vibrant, or lacking detail.

You will be hard pressed to find one individual 
technique that can fix these potential problems. 
Different environments will call for different 
styles. However, making the best use of natural 
light is generally accepted as the standard for real 
estate photography. Sunlight is expected to sell the 
image. Once the appropriate lighting has been 
determined, it is important to establish the home’s 
best features. Remember, you are trying to capture 
the attention of a prospective buyer, so show them 
something they want to see. 
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Hot To Take The Best Interior Photos

Use the room’s perspective to your 
advantage by paying attention to window 
lines, arches, and stairways

Avoid large areas of open space

Use tabletops and their settings to lead 
into the rest of the room

Remove clutter from the field of vision

Don’t photograph the toilet 

Don’t take picture of a room if you can’t 
tell what it is

Never use your phone to take your 
pictures 

“The extra time you put into digitally editing a photograph is well worth it. A 
variety of programs exist to help you correct color, add light, and even remove 
unwanted items from the field of vision.” Than Merrill 



A listing agent can help you sell your home at the 
highest price possible.  Our recommendation is to 
take advantage of the marketing expertise of a 
local agents and utilize their services fully.  

Finding An Agent 
When you’re ready to start your search, make sure 
you do your homework and ask around amongst 
friends and colleagues, as well as former neighbors 
who may have sold in the past year. Find a reliable 
and responsive agent in a good firm. When you 
meet the agent, don’t forget to ask for copies of 
their standard listing contracts and compare the 
small print while you’re checking all of their track 
records.

 There are a few key things you want to consider when finding an agent:

Knowledge Of The Area: Look for agents that list in the area. Those that do most of the listings in the 
neighborhood know the area well and are excellent at marketing it. These people can bring in a lot of 
traffic and can be great for your property.

Experience: If the agent doesn’t list in the neighborhood, but has a ton of experience at getting 
properties sold quickly, you definitely want to consider using them. To research their history, try looking 
at the MLS to find agents with most sales. 

USING A LISTING AGENT
SECTION 4
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Advantages of Using an Agent

You can use their knowledge when it comes 
to things like inspections, repairs, and the 
presentation of your home

Good agents are also knowledgeable on 
current financial and legal issues, which can 
come in handy during negotiations

If you find a local agent, they can key you in 
on the highest price that you can get in the 
area and provide an insider’s take on 
financing and work orders to save you some 
cash

First-time buyers are usually reluctant to 
work with an amateur seller and may only 
trust an agent

Agents can take care of advertising, 
promotion, and maybe even the open house

They take all the calls, follow up with 
prospects, screen buyers, and handle the 
contract close and negotiations



Mass Exposure (how will they promote): Figure out who is going to do the most to promote your 
property. The more people that see the property, the higher the odds are that you will find a qualified 
buyer. 

Negotiation Skills: Consider whether or not the agent is good at negotiating. You want to have 
someone with experience and knowledge of local standard negotiation practices and buyer psychology.  

Volume Discounts or Special Programs: If you regularly give them listings, some agents will 
happily list at two percent or give you a fifth listing for free.  

How Much Does It Cost?
Real estate sales commissions are split a variety of ways. A 
real estate agent who lists a property traditionally is paid a 
percentage of the home’s selling price, and the listing agent 
will typically offer roughly half of that commission to an 
agent who brings a buyer into the transaction. It’s not 
uncommon to have around a six percent listing commission 
that is shared between a listing broker and a buyer broker for 
a standard listing. Keep in mind when you are analyzing your 
deal, there is a three percent commission on each side, unless 
you are listing FSBO.  

Sometimes full-service agents will negotiate a lower commission under special circumstances such as:

You're buying a home and selling a home at the same time, giving both transactions to one agent
You're willing to do all the legwork such as advertising and marketing
You guarantee more business to the agent through referrals, resulting in multiple transactions
You're selling more than one home
You don't have enough equity to pay a full commission
The agent accepts you as a pro bono case
The agent will lose the listing unless she matches a competitor's fee
The agent is looking for signage (exposure) and will give up charging a full commission
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Flat Fee Listings

If you don’t want to use an agent, some brokers offer flat fee listings. With a flat fee listing, you are 
agreeing to pay the buyer’s agent and a small fee to a listing broker, but not agreeing to the full 
listing fee. A flat fee brokerage will take the services traditionally done by an agent and list the 
property for sale in the local MLS without requiring the seller to use services such as valuation 
assistance, negotiation, transaction management, or showing accompaniment. 



Should You Sell Solo?
Are you thinking about selling your home yourself instead of hiring a real 
estate agent? Keep in mind – you don’t have to be a real estate pro to sell a 
home. The Internet has provided us with access to a wealth of information, 
making it possible for someone to sell their home by themselves, or without 
the help of an agent. However, while it may be true that selling a home by 
yourself can save money in commissions and fees, it’s important to 
remember that it is going to take some time and effort on your part. You can 
choose to market your home entirely on your own, or choose a flat-fee service 
to so that you can have your property listed on a For-Sale-by-Owner (FSBO) 
website. 

Here are some pros and cons of selling solo: 
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When the time comes to host an open house, the task at hand is to generate lots and lots of traffic. You 
want as much activity going on as possible to create that buzz you need to get things moving. 

Step One: Decide on the date and time
Weekends work the best, particularly Sunday afternoons. Take 
advantage of the time when people are looking for things to do, and 
expecting open houses. Check the calendar in your local area to make 
sure you aren’t conflicting with any big events going on, such as 
graduations. You may even want to check with the local public works 
department to see if any construction will be going on during the time 
of your open house causing detours. 

Step Two: Market your open house
In order to get people in the door, there are a few key marketing 
techniques that you can use. Pay attention to what works and 
remember the little things are what count. The most successful 
people in this business have realized that when you do the little 
things consistently, it leads to major success. Try these three ways to 
spread the word:

ADVERTISING CAMPAIGNS
Make sure you always have plenty of bandit signs 
saying “Open House This Weekend” with balloons 
around the neighborhood. Make sure you do this not 
only the day of the event, but a few days in advance as 
well. If you plan on having your open house on 
Sunday, for instance, try and get the signs out by 
Friday. Make sure to include the date and time of the 
event. These signs have been around for a long, long 
time and there’s a reason for that-- they work! This 
tool is a simple, low-tech and inexpensive form of 
marketing which is extremely effective at alerting 
people that you have a home for sale. 

House banners should be strategically designed, and 
done weeks in advance. Use them as advertisements 
to show the neighborhood what’s coming, and to help 
people find the open house on the day of. 

YOUR OPEN HOUSE STRATEGY
SECTION 5
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You want to also consider hiring someone to flyer the 
neighborhood. The more people you get from the local 
area, the better. You can also have flyers available 
outside the property to showcase when the open house 
will happen. 

LISTING ONLINE
Most Multiple Listing Services across the country allow 
you to post an open house and allow local agents to do 
tours of open houses. A lot of agents do these tours 
with their clients to avoid losing them to another 
agents.

Use Craigslist, or other online classified sites, to make 
an effective ad that is easy for people to search. Use key 
words to attract your crowd. Try to do this about two 
weeks prior to the date of your open house. Other sites 
like Zillow and Trulia collect a lot of traffic as well. It 
can be time consuming to go to each website, create an 
account, and go through the process. However, you 
want to be where people are looking. 

If you have your own website, make sure you are letting all of your followers know that you have this 
great new property on the market. Social media has become one of the biggest advertising outlets. Once 
again, if you have a business page and/or a personal page on Facebook, you want to share with your 
network all the excitement of your open house. Once you tell your Facebook friends that you are selling a 
property, each of them as the opportunity to share that information with their friends, getting the word 
out in a short time. 

TAPPING INTO YOUR CONTACT LIST
Walk around to tell your neighbors how you are trying to keep the value up in the area so you need some 
help getting in a good buyer. You can also use neighbor letters if they aren’t home in order to effectively 
advertise your property. The selling price of your home will affect their property values. Neighbors often 
want to be a part of their community and may know friends and family members that may want to move 
into the neighborhood. Renters renting a home in the area could also jump at the opportunity to finally 
own a home in a place they know and love. 

This is a great opportunity for you to send out email blasts to your buyers list. Send out a fax blast to 
local agents about your open house. When offices have their morning meetings, often there will be 
discussion of the activity in the area. When inventory is low and buyer demand is high, they are likely to 
be shown at the real estate agent meetings. One of the most effective direct mail campaigns involves 
mailing to renters who have a 720 credit score or higher in chosen areas. If you can, get a list of a renters 
and contact them about the home you have for sale today, or being buyers in the future. You aren’t going 
to get everybody the day of, but you can create residual business for yourself. 
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Step Three: Prepare for potential buyers
Have a sign-in sheet prepared with three main components: name, number, and email. You need to get 
this information as soon as your potential buyers walk in. Even if you only get an email, you’re adding to 
your buyers list. You also want to prepare an information packet featuring the improvements that you’ve 
made, and a little bit on yourself and your business. Your goal is to provide them with something that 
will eventually get them back to your office. Try using a credibility packet and adding a nice front cover. 

Step Four: Communicate with potential buyers 
Create small talk to make sure they are pre-qualified. 
As they come in, ask questions like “Do you have a 
real estate agent?” or “How long have they been 
looking?” As you’re touring the house, avoid pointing 
out the obvious features. Instead try and point out 
things that they might otherwise not notice. For 
example, don’t point out the granite countertops, 
point out the fact that you had the gas stove re-wired 
and up to code. This makes for a more effective open 
house. You also want to try and get a timeframe of 
when they are looking to move. Advise your potential 
buyers that this home probably won’t last. 

Step Five: Schedule follow up
If they show a fair amount of interest, ask to set up a follow-up appointment. Tell them that you’d love to 
tell them more about the home. Also, you can offer to show them some pre-construction homes that you 
have so that they can pick out their own design features. 

Step Six: Follow up
When you need to convert your potential buyers, try using a “sandwich effect” by sending an urgent e-
mail and following up with a casual phone call. The basic script you will want to use is:

Seller: “Hi this is (name) from (company), we met at 123 Main St. over 
the weekend, how are you?”

Buyer: “Great, how are you?”

Seller: “Great, thanks. I don’t want to take much of your time, but I 
wanted to extend to you a courtesy call because it seemed as if you were 
interested in the home. I feel confident that we’re going to get an offer in  
the next day or two – so let me ask you, are you still interested?”

Now you are letting them open up about the reason they are or are not interested in buying the home. 
You also are creating a sense of urgency. If you had the opportunity to have a lender at your open house, 
make sure you also follow up and ask if the buyer had the chance to be pre-qualified. If you still get a 
“no,” start speaking with them about another home you have that they may be more interested in and
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offer to give them a “first look” at it and so they won’t feel so rushed. If you don’t have a property that 
you’re currently renovating, tell the buyer about your future projects and ask to follow up down the road.

Your Open House Checklist
As always, it is going to be critical that you stay organized in this process and come up with a system that 
works. To stay on top of your marketing and ensure a successful open house, come up with a checklist of 
things that you want to do and keep up with it as you go. 

Here is a preparation checklist to use the day of your open house:
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Open House Checklist

  New listing flyer with open house date leave at house 
  Warranties for appliances or for the home 
  Door knock on 50 neighbors (Ask questions, see if they’re looking to sell too) 
  Sign in sheets 
  Town information packet 
 ”Come on in” sign for front door 
  Frequently asked questions about the home 
  Balloons 
  Open house signs
  Open house directionals
  Laptop with portable printer
  List of Improvements
  Business cards 
  Drinks, chips, etc. 
  Purchase and sale contracts 
  Pens 
  Signs 
  Install air fresheners 
  Bring radio with music for open house 
  Tape
  Bring mop to clean floor
  Towels
  Bring IPad to become friends with everyone that shows up
  Sponsor brochures/flyers/business cards
  Straps
  Scissors/razor
  Comps
  Client view MLS sheets



Discussion Questions

1. Which marketing method do you think will be most effective in your area? Why?

_______________________________________________________________________
_______________________________________________________________________
_______________________________________________________________________
_______________________________________________________________________
_______________________________________________________________________

2. Would you rather sell alone or with a listing agent? Why?

___________________________________________________________
___________________________________________________________
___________________________________________________________
___________________________________________________________
___________________________________________________________

Checkpoint Questions

1. Which one of these is not a part of your open house checklist?
a. Bring mop to clean floor
b. Bring list of local grocery stores
c. Have drinks, chips, etc. 
d. Prepare sign in sheets

2. Make sure you always have plenty of bandit signs saying “Open House This Weekend” with balloons 
around the neighborhood. (True/ False)

3. Pushing the furniture, like couches, against the wall makes the room look larger. (True/ False)
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Once your home goes “under contract,” it doesn’t mean the house is sold. This is when you take the 
property off the market because the buyer made an offer that you as the seller can accept. They also have 
a chance to take a closer look before they take the keys. You should be there to handle objections, help 
facilitate as much as possible, and most importantly, close the deal.

CONTRACTS AND CLOSING

4
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A house under contract sounds like you’re in the homestretch, but there’s still a ways to go. There are a 
few contingencies in which the buyer can protect themselves from the unknowns that he or she has little 
control over. For example, if the home inspection produces unexpected results and additional repairs are 
needed, the buyer can either renegotiate or walk away with no obligation. 

Here are some key pieces to this stage:

The Appraisal – As part of the loan approval process, the mortgage lender will order an appraisal 
of the property. The home must appraise for at least as much as the agreed upon sale price. If the 
home is appraised lower than the sale price, the entire loan amount must change. It’s important that 
the appraisal process goes as smoothly as possible, so you should be listed as the contact person to 
be present during the appraisal appointment. 

Earnest Money – This is money the buyer will need to provide upfront, to show how serious they 
are about purchasing your home. This amount is usually a small percentage of the offering price. If 
the buyer does back out of the contract for any reason other than contingencies, this money can be 
kept by the real estate company (if you use an agent) and possibly split with you as the seller.  

The Contract – If you choose to work with an agent, they will provide contracts that were created 
by legal professionals and approved by the national real estate board. These contracts will protect 
both you and the buyer. They do vary from state to state. The earnest money amount that binds the 
contract does have to be shown. Also each contract must have a closing date. 

If you are not working with an agent, you 
should have a real estate attorney help you 
make the contract offer. The attorney can 
draw up the contract and provide the proper 
contingencies for your safety. 

Once the property is said to be under con-
tract, you are in the home stretch. The final 
and most critical step in the process is to 
make sure that the buyer stays in contract 
and closes on time.

PUTTING YOUR HOUSE UNDER 
CONTRACT

SECTION 1
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You now have to work with the buyer, seller, and third parties to 
inspect the home, establish the title, and make sure the 
financing is in place. There are six key things that will occur 
before you can cross the finish line:

Title Search
As things are moving forward, you should immediately order a 
title search. The closing attorney or title company, who play a 
crucial role in the closing process, handles this. Not only do they 
draft the closing papers and oversee the transaction to make 
certain it is moving forward in a timely manner, they are also 
key team members that help structure the transaction while 
providing solutions for any issues that pop up on the title 
search. In most situations you will order a title search right after 
getting the property under contract, to ensure you’re not 
wasting your time. The cost is typically $200-$500 and should 
be thought of as part of the process. Here is what the title search 
can do for you:

Make you aware of liens or encumbrances that will keep you from executing the deal

Confirm that whoever is named on the title owns the property and that there are no third or fourth 
parties involved

Reveal all liens on the property and any parties that have an interest in the property by virtue of a 
mortgage, lien, or any other encumbrance

Allows you or the buyer to obtain title insurance

Inspections And Renegotiations 
A home inspection is an important resource for a buyer. Home inspections ensure that buyers don't get 
stuck holding the bag on any of the big-ticket items such as termites, leaky roofs, and plumbing 

CLOSING 
SECTION 2
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Key Tip! Title insurance is highly recommended for personal protection. There is a chance that 
the attorney or title company could miss an attached lien to the property during the title search 
phase and you can be sued for the rights to the property or money. 



problems. It can certainly kill the momentum and can even kill the deal. We’ve 
generally found that the more work you’ve done on a house, the more a home 
inspector will dig and try to find something. That being said, you have to make sure 
you create a positive experience. There are two major things a home inspector is 
supposed to do: find problems, and explain problems. Unfortunately, they seem to 
rarely do the latter. It’s easy to get frustrated in this situation. Instead, get involved 
and help. Make sure you are prepared to re-educate your buyers if they aren’t given 
correct information, or aren’t given the full story. Do any and everything you can to 
help things move along. 

When approaching this step in the process, know the importance of finding the right people. Having a 
quality inspector on your team can do wonders for your closing process. Inspectors are definitely part of 
your key players. 

TIP: If you live in an area where you know that 90 percent of the population will want a certain 
inspection done, have it done right away. For example, if you live in California and you know that the 
buyer will request a termite inspection, treat the property and provide proof to the buyer to ease their 
minds. This is an excellent way to make sure you keep the momentum up and rolling. 

What we’ve found is that since we do an excellent job with our remodels, major repairs items typically 
won’t be on our report. However, we know that it is the job of the inspectors to find things wrong. 
Knowing they’re going to need to find something, we often leave extremely small items for the home 
inspector to catch intentionally, so that they feel as if they’ve earned their keep. This can avoid 
frustration of killing deals and still educate a homeowner. This way, you gain a little more control back. 
Here is a breakdown of the different types of inspections you can expect to see:
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Financing And Loan Approval
The financing process begins after both parties agree on price and terms. This is when the lender will 
send in an appraiser to inspect and report on the value of the home. The appraisal report is the key to the 
bank’s decision as to whether or not they want to lend on the home.

The Appraisal Process 
As part of the loan approval process, your mortgage lender will order an appraisal of the property you are 
purchasing. It is a best practice to make sure that either you, or a person from your office is always 
present at any appraisal, even if the property is vacant. You want the process to go as smoothly as 
possible and the only way to do that is to be there. Once again, working with the right person is key here. 
Since the mortgage lender selects the appraiser, you want to build a relationship with them quickly. Part 
of this is so that they contact you the day before the appraisal. A way to do this is to make certain that 
you are the contact person for the appointment. You have the keys, or the code, to get into the house; 
therefore you have to be there. They will be inspecting the property inside and out and play a very 
important role in the closing process. The appraisal report is the key to the bank’s decision as to whether 
or not they want to lend on the property.

The Loan Process
Plain and simple, a bad lender and poorly executed loan can kill your deal. There are plenty of things that 
can happen and you need to be prepared for it. Particularly, be aware of the government back loans such 
as Federal Housing Administration (FHA) and the U.S. Department of Veterans Affairs (VA), as they 
tend to be sticklers for everything. Here are some loan basics to focus on:

Seasoning Requirements on Flips- Find out if there is a seasoning requirement. FHA has had a 90-
day seasoning requirement in the past that has been waived. However, a lot of lenders who got 
caught up in a lot of bad loans, aren’t required to honor this waiver, they can make it harder to get a 
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loan and institute this requirement. Make sure you find out up front whether or not there is a 
seasoning requirement so you don’t tie up a house for three months without anything that you can 
do about it. 

Truth in Lending Statement- When a borrower is getting a loan, this statement shows exactly what 
all their costs are going to be. This cannot change. We have seen loans go south because a truth in 
lending statement has changed. This happens because of a variety of reasons, for instance the 
borrower was not truthful on their pre-qualification, or even a lender not being truthful. Lenders 
have promised a fixed interest rate when in fact it is a variable interest rate. Federal law requires 
that lenders provide this statement to all loan applicants within three business days of receiving a 
loan application. 

Locked-in Interest Rate- A borrower would lock in their interest rate if they think that the rate will 
increase over the lifetime of the loan. The lending institution legally commits to charging only this 
rate. A floating rate loan is the opposite of a locked-in rate. Floating rates are subject to change and 
should only be carefully considered because you are in essence gambling. 

Final Walkthrough
The buyer typically has the right to re-inspect the property right before closing. Many contracts don’t 
allow a full re-inspection, but they can ensure that nothing else has gone wrong since the last visit. The 
final walkthrough is often done immediately before or immediately after signing loan documents. The 
buyer will be looking for things like whether or not the floor got scratched while removing furniture, if 
the appliances and fixtures are still intact, and if there are any major damages such as vandalism, or a 
tree hitting the house. They will also check that any agreed-upon repair work has been done, and finally 
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any retrofits required by local ordinance such as the installation of smoke detectors or water heater 
bracing.

Money Transfer
The buyer will arrange to have loan funds and down payment in the escrow account either the morning 
before an afternoon closing or the afternoon before a morning closing. The seller will not release a deed 
without this payment. 

Understanding Escrow
Escrow occurs after a seller signs a mutually acceptable purchase agreement, but before the buyer gets 
the keys to the house. An escrow company typically acts as a neutral third-party that can collect all the 
necessary documents as well as the funding that is involved in the closing process. The money involved is 
called earnest money, or good faith money that the buyer will purchase the subject house. The real estate 
attorney, the title company, or the real estate brokerage trust account will typically hold the earnest 
money. This part of the process is called Open Escrow. You can still exit your contract at this stage in the 
game. There are various contingencies, like home inspections, that are in the contract allowing that.

During the Closing Escrow phase, there are no longer any contingencies left on the table. The good faith 
money will go to the seller if the buyer walks away. This is why it is imperative to know your timelines 
with each closing.

Closing
Both you and the buyer will sign the necessary documents to transfer ownership, pay off the mortgage, 
and establish the buyer’s mortgage. If there is anything being prorated, like property taxes and utility 
bills, they will be handled as well. Finally, the buyer receives the keys.The appointment to sign loan 
documents is one of the most important dates on a homebuyer’s calendar. Buyers have to close on their 
loan and on the real estate transaction. The documents signed vary by where you live and the specifics of 
the transaction. 
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The HUD-1 or Settlement Statement
One document you will see is the HUD-1 or Settlement Statement. This multi-page form itemizes the 
buyer and seller's closing costs separately. It should be reviewed carefully before being signed.The first 
page of the statement includes basic details. In Part B there are details such as your name, the seller's 
name and the property address. Read sections J and K, which give a summary of the total amounts owed 
from or due to the borrower or seller. Both sections should be reviewed to make sure the amounts are 
what had been discussed with the lender. Here is a breakdown of how to read the HUD-1:

Buyer fills out lines in blue
Seller fills out lines in green 

Line 101:  The contract price is listed 
here as stated in the Agreement of Sale

Line 103:  The overall settlement 
charges to the borrower

Line 120:  The full amount due from 
the borrower including the contract 
price, costs listed on page two, and 
adjustments for taxes and other items 
paid by seller in advance
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Line 220:  The total amount paid by or 
for borrower including deposit monies, 
principal loan(s), and Sellers Assist

Line 303:  The total amount of funds 
needed in cash or certified check that the 
borrower needs to bring in order to close

Lines 406-412:  Adjustments made for 
items that the seller has already paid in 
advance of settlement, such as taxes

Lines 501-509:  I temizes a l l 
deductions in the amount that the seller 
would otherwise walk away with from 
the settlement 

Line 603: The total amount of funds 
that the seller gets on the transaction, 
which typically comes in a check from 
the title agent

Lines 701-702:  Sets forth the total commission that the seller must pay to the real estate agents 
involved 
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Lines 801-811:  All of the costs associated with the loan such as origination fees, appraisal fee, credit 
report fee, processing fee, and administration fee. If marked “LR” or “lender retained,” then this amount 
was subtracted from the funding amount wired by the lender to the title company

Lines 901-905:  Any amounts required by the lender to be paid in advance

Lines 1001-1009:  All reserves that the lender requires to be set aside in an escrow account such as 
hazard insurance, county taxes, and school taxes 

Lines 1101-1113:  Includes all charges associated with the buyer’s title insurance such as the insurance 
premium, search fee, examination fee, endorsements, closing service letter, and overnight wire fee
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Lines 1201-1203:  The recording fees charged by the county to record the deed and the mortgage. Also 
sets forth the proportionate share of the real estate transfer taxes for the buyer and the seller

Lines 1201-1203:  The seller is also responsible for a share of the real estate transfer taxes. In many 
jurisdictions, the transfer taxes are based on a percentage of the contract price and are split equally 
between the buyer and the seller

Types of Deeds 
Although many types of deeds exist, title is usually transferred by a warranty deed. A warranty deed 
provides the buyer with the highest level of protection. The seller must warrant that they legally own the 
property and that there aren’t any outstanding liens, mortgages, or other encumbrances against it. 
Depending on the type of deed, this can also guarantee the title to the buyer, meaning that the seller will 
be liable for any damages if the buyer finds the title to be defective. There are two different types of 
warranty deeds: a general warranty deed and a special warranty deed. 
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General Warranty Deed
A g e n e r a l w a r r a n t y d e e d 
guarantees that the only valid 
title to the property is the one 
going to the buyer and that no 
one has a lien against it. With the 
general warranty deed, the seller 
is liable if they did not provide 
good clean title, even if they had 
no idea. Because of this, sellers 
and their attorneys often push for 
a special warranty deed. 



To make sure that you are fully prepared for the closing process, take the time to review the checklist 
provided for you on the next page. 
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Special Warranty Deed
A special warranty deed protects 
sellers by limiting their liability, 
t h u s l i m i t i n g t h e b u y e r ’ s 
protection. The guarantee here is 
that the seller has done nothing 
to impair the title. Basically, the 
special warranty deed covers 
only the time the homeowner 
owns the home, whereas the 
general warranty deed covers the 
entire existence of the home. 



Closing Preparation Checklist

Order Title Search From Lawyer or Title Company: If it is a foreclosure situation, you must put a rush order on the title search.

Insurance Binder: Call insurance broker and get insurance binder for property so that insurance is in place the day of closing. Make 
sure lender’s name is on policy as additional insured.

Lead Violations/Building Violations: Call the city and see if there are any outstanding leads or building violations against the 
property.  

Condo Docs/Resale Certificate: If it is a condo, call the condo management company and make sure the seller has obtained a copy of 
the condo docs and a 6D certificate.

Water Company: Call the water company and get the water bill changed over into company name set for the day of closing.

Sewer Company: Call the sewer company and get the bill changed over into company name set for the day of closing.

Gas Company: Call the gas company and get the bill changed over into company name set for the day of closing.

Oil Company:  Make sure there is enough oil to last three months.

Electric Company: Call the electric company and get the bill changed over into company name set for the day of closing.

Traditional Mortgage(s): Check with mortgage broker or loan officer to get all paperwork, appraisals, fees, etc. done on time; get loan 
commitment and closing date commitment.

Mortgage(s) for Private/Hard Investor(s): Call lawyer and tell him who will be sending money over if private or hard money 
lenders are involved, who needs to have a mortgage, and what the terms are.

Call Private Investors to send over money: Call all private investors for that project and have them send over money to the lawyer. 
Give them the wiring instructions as well as the address of the lawyer.

Company funded: If the company is purchasing the property with its own funds, call and get amounts that will need to be brought to 
closing the day before the closing.

Certificate of Good Standing (if buying in business name): Bring original to close. You can order through your secretary of state.

Change of Management Letters: Create and send out letters to all existing tenants that there will be a change of management with a 
new application for them to start filling out with our information.  Have the seller sign the letters.

Signed and Notarized Quit Claim Deed: For all properties we are buying, whether a short sale or an equity deal, and for short sale 
properties or any others where the seller is not going to be at the Close. (Some sellers will sign the deed at closing.)

Signed and Notarized Limited Power of Attorney: Required for all properties where the seller is not going to attend the closing.

Get smoke and carbon monoxide detectors installed: Check the fire department of the individual town to find out where the 
detectors need to be installed and if they need to be hardwired; get homeowner to install or, if need be, buy them and have them installed.

Set up smoke inspection at least one week before the close: Find out how much it costs and if you have to pay in advance; get 
receipt and a copy of the check if we pay it.

Set up water reading two to three days before the close: Make arrangements to have the water paid on the HUD if possible. 
Otherwise, we need a receipt and a copy of our check. Get a faxed or scanned copy of the water reading that can be turned in at the close.

Title V Report: If the property has a septic tank make arrangements to have a title V inspection completed. 

Keep in contact with the closing attorney: Make sure that the closing attorney and mortgage broker have all the information they 
need in order to close. 

Check preliminary HUD against closing attorney final HUD draft: Make sure negotiated figures are the same and that final 
HUD will be acceptable to the banks.

Find out close location and time: If there is one individual who has limited power of attorney, see to it that they can attend the close. 
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Discussion Questions

1. What is the best way to prepare for inspections and renegotiations? 

_______________________________________________________________________
_______________________________________________________________________
_______________________________________________________________________
_______________________________________________________________________
_______________________________________________________________________

2. Which aspect of this process is most confusing for you? Write it down and discuss it with a coach.  

___________________________________________________________
___________________________________________________________
___________________________________________________________
___________________________________________________________
___________________________________________________________

Checkpoint Questions

1. Escrow occurs: 
a. After a seller signs a mutually acceptable purchase agreement
b. Before the buyer gets the keys to the house
c. After the buyer gets the keys to the house
d. Both A and B

2. Once your home goes “under contract,” it means the house is sold. (True/ False)

3. Although many types of deeds exist, title is usually transferred by a warranty deed. (True/ False)
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Although you may feel like you’ve struck gold when you buy a property, you 
don’t get a dime of your profits until your property actually sells. If not handled 
correctly it can be a very nerve-racking time. You want to make sure that this 
part of the process goes as smoothly as possible. Remember that every closing is 
unique. Things are going to change, opinions may vary, and problems can 
multiply. The one thing you can keep as a constant is yourself and how you 
react to everything. Get a system up and running so you can keep working 
smarter to avoid working harder. Don’t wait until the last minute to start doing 
these things or you’ll find yourself learning some hard lessons.

WRAP UP
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Don’t Forget!

Visit the Fortunebuilders 
site to find the 

corresponding Action Plan 
for this manual



Active Comparables- These properties on the MLS are your competition. They are the houses that you 
will be up against when it comes time to sell. 

Appraisal- Also known as property valuation or land valuation, is the process of valuing real property 
(usually market value).

Bandit Signs- Lawn signs (also known as yard signs, bandit signs, placards, and road signs, among 
other names) are used for local advertising. They can be used by business such as real estate.

Earnest Money- Money paid to confirm a contract.

Escrow- A bond, deed, or other document kept in the custody of a third party, taking effect only when a 
specified condition has been fulfilled.

Flat Fee- A practice in the real estate industry of a seller entering into an "à la carte service agreement" 
with a real estate broker who accepts a flat fee rather than a percentage of the sale price for the listing 
side of the transaction.

General Warranty Deed- A legal document that identifies the owner of a property and also 
guarantees to the owner that the property is free and clear of any encumbrances or claims against it.

HUD1- A form used by a settlement or closing agent itemizing all charges imposed on a borrower and 
seller in a real estate transaction. This form gives a picture of the closing transaction, and provides each 
party with a complete list of incoming and outgoing funds.

Special Warranty Deed- A deed in which the seller warrants or guarantees the title only against 
defects arising during the period of his or her tenure or ownership of the property.

Staging- The act of preparing a private residence for sale in the real estate marketplace. The goal of 
staging is to make a home appealing to the highest number of potential buyers, thereby selling a property 
more swiftly and for more money.

Squeeze Page- A landing page created to solicit opt-in email addresses from prospective subscribers.

Title- Legal title is actual ownership of the property. When a contract for the sale of land is executed, eq-
uitable title passes to the buyer. When the conditions on the sale contract have been met, legal title 
passes to the buyer in what is known as closing.
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Title Search- The process of retrieving documents evidencing events in the history of a piece of real 
property, to determine relevant interests in and regulations concerning that property.

Under Contract - When a potential buyer made an offer and signed the Purchase and Sale Agreement, 
but a successful closing is still contingent upon financing and inspections.
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Chapter 2: The Art of Pre-Selling
1. D
2.False
3.True

Chapter 3: Listing the Property
1. B
2.True
3.False

Chapter 4: Contracts and Closing
1. D
2.False
3.True
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