How to Sell Your House In2011
The Upside ToDownsizing
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| t 6s a New Hous

Requiring New & Innovative
Selling Strategies



In the Good Old Days

ASELLERG6S MARK

The Home Owner was in charge

Sel | ARAS | So

Set the Contingencies Low Effort
ANY Real Estate Agent to Sell

The Buyer was ready and able to buy
Buyer 0s Jjob security
One Bread Winner Build Equity
American Dream Raise Family
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But Today, Times Have Changed

BUYEROS MARKET

Todayos Sell ers must be
Set your house apart Stage House
Avoid penny wise Repair Issues

Know the Market: Set the right list price
Hire areal Real Estate Professional

Todayos Buyers have P
Heavily in Debt Tighter Mortgages
Scared about their Job Security
Afraid of being house poor
Afraid of buying in a sliding market
Want a nNncarefreeo hec



So Why Are There Fewer
Buyers and More Houses
For Sale?
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SUPPLY AND DEMAND

| ess Buyers Because:

o The World Economy, Loss of Job

o D.I.N.K.S (Dual Income No Kids)ave been
looking for an unrealistically low house deal to begin
their family with less income

ol he Medi aodos Gl oom and D
slowing)

o Different Goals Than Their Parents, to be house
poor with the assumption of equity grow may no
longer be true
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FOR HOUSING, THE WORST IS YET TO COME
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SUPPLY AND DEMAND

More houses on the market because:

o Some sellers do not want to acknowledge that the
market has dropped.

o Buying a house is more like risking your money in
the stock market rather than sheltering it in the bank.
o Some sellers forget why they paid what they paid
for their houses when they bought it.

oSome sellers think they :
Instead of their house. Thereby attaching a monetary
value on their memories in their house.
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Some Good News

o Themost recent S&P/Caseghiller Home Price Index shows
that prices for New York metro area homes are now at the san
level they were in May 2004

o The AprilT May 2009 report indicates New York metro area
house selling index increased slightly from 170.48 to 170.51

o Inventory of existing homes on the market has reducing. Wh

1.) Sellers have reduced their expectations to the current
market-OR- have taken their house off the market to wait fo
full recovery

2.) Buyers have increased their offers and reduced inventc

3.) Ineffective Real Estate Agents are not renewing their
licenses
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What Are My House Selling Options?

Four basic options for selling a house:

o Option #1- Real Estate Brokers: Sell over 97% of Single Fanr
Homes

o Option #2- Private Sale: Buyer sells to professional real esta
Investor or contractor

o Option #3- F.S.B.O (For Sale By Owner) 90% of FSBO
attempts are unsuccessful and the buyer revert to Option #1

o Option #4- Auction: Usually for Bankruptcy Sales



What should | ask a potential Real Estate Agent?

1.) How many houses are you listing
2.) Are you in real estate F/T or P/T
3.)Will you do the work or your team
4.) How will you market my home

5. )

What 6s

t he

6.) How long is the listing agreement
7.) What if | find my own buyer

cCoOmmi

SSI Oon

Be Smart with the Commission Structure

Seller Pays

Listing Side

Buying Side

5% of Sale
Price

Listing Agent
1.25%

Buying Agent
1.25%

< Commission
= < Buyers

Listing Broker
1.25%

Buying Broker
1.25%

Foxton 2%
Discount
Broker is no
longer in
Business. Lots
of Listings but
no Sales
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What Can You Do Right Now?

1.) Preparing to sell your house to potential buyers will require
you to shift your mindset. Yo
the physical structure of you
not selling your home. You had a home before you had this housc
and you will have a new home after you sell this house. You are
just selling a building that some other family will turn into their
home.

2.) Stage your house for Sale by significantly reduce the items in
the house. Downsize your items to the level that you will need
for your NEW home. Golden Years can help with this step.
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3.) If necessary repair obvious items that may distract buyers.
Golden Years can help with this step.

4.) Make plans to Adisappearo
You do not want to be there during a showing.

5.) Consider all offers and m
reme mber vy ou baousgenotsyeurhbmeng your
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Depending on the factors of: time, effort, and cost, |
will recommend one of three options:

o If your house is ready to be presented on the MLS
then we set a list price, a commission percent, usually
5% to 6%, and a listing contact time period, which for
me is always 3 months (others require 6 to 12 months).

o If your house needs to be decluttered or requires minor
repairs before it can be placed on MLS, I will provide

you with a very reasonable estimate to make the house
ready for the MLS.

o If your house requires extensive renovation | may
recommend that ydUwboaonddmtr 4
my Real Estate Investors.



Next Steps:

An in-home free consultation to create an

Action Plan. | will listen to your objectives

and timetable and create a stgpstep plan to
accomplish your goals. At the conclusion of the
meeting you will have a clear road map to
attairn your outcome. AN
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Thomas J. Hollerbach

9083431171
www.goldenyearsequity.com
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Licensed Agent Real Estate Investor
Better Homes Realty Golden Years Real Estate & Services
75 Midland Avenue 470 Schooleyodos M

Montclair, NJ 07042 Hackettstown, NJ 07840


http://www.goldenyearsequity.com/
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40 NetherwoodAvenue, Plainfield

ACTIVE
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183 HebberdAvenue, Paramus

SOLD- 01/31/11
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55 Butler Parkway, Summit

SOLD- 01/28/11



