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I know that if you are even considering Selling your Home in this Market everything you read and hear makes you apprehensive, but you can successfully sell a home into a declining market and even profit from the sale if you follow a few simple principles and avoid these common pitfalls. Read More …

Selling in this “Declining,”or “Buyer’s Market” is not nearly as bad as you may think from the current news you hear and read. You can successfully sell a home into a declining market and even profit from the sale, if you set realistic goals, work a little harder at it than your competitors, and understand just a few simple basic principles. 
#1.  The Law of Supply and Demand ALWAYS applies. “When inventory goes up and demand goes down, prices fall. It’s a law…no exceptions. If you are planning to Sell, you need to understand that the market is not what it was in 2005. Unfortunately, buyers don’t care about those two-year-old values when there is currently over 12 months of housing inventory on the market.”

#2.  The Market Value for your home is what a buyers is willing to pay, and what you are consequently willing to sell it for. Buyers are comparison shopping. They are looking for the BEST VALUE. They want a house that offers the most benefits and features for the best price 
#3.  Sellers, who sell are those that are really motivated. Motivation takes a lot of forms which we will discuss later. You will find that right now there are a lot of motivated sellers (they NEED to sell) 1) Bank-owned Property, 2) Pre-Foreclosure, 3) Builders, 4) Divorces, 5) Bankruptcies, 6) Relocation for jobs, then there is everybody else. When there are a limited amount of buyers, if you don’t have to sell,  then you are better off not trying to sell at this time. Increased inventory on our market drives values down.”

To sell today, it’s a mix between the old-fashioned principle of accurate pricing, and the new-age proactive thinking through staging and home inspections.

Accurate Pricing:  This cannot be emphasized enough! It is the single most important factor determining you having a successful and profitable transaction. Historically, under any market conditions an overpriced home seldom sells. Successful sellers and agents know that they have to be “in line with” or better than the competition. 
The number one criteria for Buyers is the price range that the Buyer can afford. The best strategy to get your home sold is to price it right from the start. That means not too low as well as not too high. The Buyer wants to believe that they are getting a value for their money. In a Buyer’s market, Buyers don't have to fool with sellers who are asking unreasonable prices.  Over-Pricing, and then making numerous, incremental price reductions, gives the impression of desperation. Under-Pricing makes the Buyer wonder what’s wrong with this home that they don’t know about.  
One of the most important things in setting the Price of your home is that you want to get the maximum exposure of your home to potential buyers. When you first put up that "for sale" sign, you'll be visited by a bevy of potential buyers who have been waiting to find the perfect home. Brokers call this "pent-up demand." "Your first six to eight weeks on the market is your hottest time.

The majority of buyers start, and some even finish their home search on the internet.  When you search for a home, whether it is with an Agent, or on the Internet, the thing you use to limit the search is price from - price too.  
DON’T nickle and dime with your price. 

· If you price at $304,900.  This puts the home just over the $300,000 cut of for many searches, and you get no exposure.

· Conversely, if you are at $304,900 and they are searching the $300,000 to $350,000 range you have one of the worst looking homes in that range

· Also, in your Market, where are the most people searching the $250,000 to $300,000 range than the $300,000 to $350,000.

 Consider a listing that is priced at $354,000.  It doesn’t get anywhere near the hits it would get if it were $350,000 or under, and even better, it ill look like the best house for the price. Every Seller wants to get the most money for their home that they can. Sometimes you actually have to ask for less to get more.  More exposure = more offers.  When pricing your home be sure to add consideration of Maximum Exposure to the process.  You will be glad you did.

 

As A Part Of The Pricing Equation, You Need To Select The Right Agent
In this Market, the Agent MUST be “seasoned and successful” to be able to educate you about the local Market and know how to Market YOUR HOME in this Market.
You want to get the price right the first time!

The right Agent is the one who knows and can give you data: 
Prices that are Current vs. Previous Months and Years.  Inventory In Your Price Range both New vs. Resale Homes, for both your Neighborhood vs. Other Areas. How long it is currently taking to sell comparable homes.  List-to-sell ratios shows whether there is room to negotiate. 

Use the data to set your price! DO NOT SET YOUR PRICE BY: 

· How much you want to take away from the sale.

· “I need this much for my new home.” 
· “I want to make at least this much
· or “My neighbor got this much and my house is better”

Staging the Home:  
Once you've settled on a price, your next step is the job of distinguish your property from the large number of similar homes that are available.  
Pre-home Inspection: Make sure everything is in good working condition. Do your own “inspection” before the first Buyer arrives. You can personally perform a home inspection, or hire a professional home inspector; the buyer is going to have the home inspected so a pre-emptive strike that discovers any defects will help you. You can correct all the little things so that are prepared for the buyers to arrive. You should also be prepared to compensation the buyer (in price reduction or payment at closing) for any major defects that you discover.

Consider Curb Appeal. You only get one chance to make a good first impression. Spruce up all the landscaping front and back. 

Inside cosmetic changes have become more important as buyers have gained power in the housing market. You and Your Agent should “Stage the House” to create a more inviting living space. The house should feel as open and bright as possible. If possible don’t move prior to selling.

Keep your home in “ready-to-show” condition at all times. The buyer should walk into the house and go, “Wow. Remember it is potentially THEIR HOUSE not yours. Neutral is best.

The Good News is that after you have sold your current home, you are probably going to buy another home. 
   YOU ARE NOW A BUYER.
But when you are a Buyer in a Buyers Market you are in a great position…
· Contingencies are often accepted with offer 

· There are a large number of homes for you to choose from 

· You have time to look and think about making an offer 

· You might buy more home for the same price so taking less than you want for your home may not be so pain 

· You should try to get the Seller to give you some incentives to buy their home. 
