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Twenty Questions to Ask Yourself Before You Decide to be a FSBO

1. Do I have the time to sell my house by myself?

2. Do I know where my buyers come from?

3. [image: image3.wmf]Do I know how to make my home show the best?

4. Do I know how to weed out the serious from the curious?

5. Do I know the questions I should ask buyers?

6. Do I know the information to give buyers?

7. Do I know what to say when I show my home?

8. Do I know how to qualify my buyers?

9. Do I know the latest financing methods?

10. Do I have ways of attracting buyers other than an ad and a for sale sign?

11. Do I know what my closing costs and obligations are?

12. Do I know how to write a contract on the spot?

13. Do I know how to negotiate and compromise with a buyer?

14. Do I know what to do during the showing?

15. Do I have the time to invest in follow-up on a buyer?

16. Do I know how to ‘read’ my buyer?

17. Do I know how to close?

18. Do I know how to protect my interests if a buyer agent represents a buyer?

19. Do I know how to negotiate with a buyer agent who is looking out for the buyer’s interests.

20. Do I realize that most FSBO’s ultimately end up listing with an agent? (It’s true – 88%)

Where Buyers Come From

40%
from real estate company or real estate contact           
20%
from the real estate company for sale sign

18%
from a real estate company ad call

  8%
from an open house ad or sign

  7%
from a relocation service

  3%
from an advertised property

   1%
buy an open house they saw

   3%
buy for a combination of reasons
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