No Real Estate Broker Needed;
"Things to Do Before You Sell Your
House - 100+ Tips”

by Terry D. Clark



Introduction

Section 1: Information is Power

Tip 1: Before anything else, get a giant dose of knowledge
Tip 2: Learn to Listen, and be a GOOD one

Tip 3: Primary rule: don’t get closed out of the market
because you’ve over-charged your house

Tip 4: What are the ads saying

Tip 5: Play detective

Tip 6: Study and take-In all that you can

Tip 7: FYI - my house is really worth

Tip 8: The Real Estate Game Isn't A Joke - Take It seriously

Tip 9: Get only what you need -- just enough to get you
started

Section 2: Know thy Regional Area/Community

Tip 10: Outstanding schools? But of course

Tip 11: It’s the health and fitness thing, you know
Tip 12: And what about events and that type of thing
Tip 13: Will I fit in the neighborhood



Tip 14:
Tip 15:
Tip 16:
Tip 17:
Tip 18:

Is there a physician in the house
How is the transit system

No gossip-mongers allowed
Help, my car’s been snowed in

Cavities?

Section 3: Know thy Abode

Tip 19:
Tip 20:
Tip 21:
Tip 22:
Tip 23:
Tip 24:
Tip 25:
Tip 26:
Tip 27:
Tip 28:

Getting to know your house...for the last time

Did you say an in-ground heated pool

Put romantic endeavors back in their lives

See, this garage entrance is really easy to operate

I never promised you a green house garden

You will have a roof over your head for years to come
Wow, a house spa

A house that’s secure and sound

What? No hot h20 again

Someone didn't remember to look up the ceiling

Section 4: Your Purposes for Selling: Closely Observe the
*Psychological Effect*

Tip 29:

Why am | selling



Tip 30:This isn't the time to be fickle

Tip 31: Appreciation for the past is a powerful sensation
Tip 32: Pm in a Financial bind

Tip 33: My house isn’t a motel or hotel

Tip 34: Pay attention, but remain with your convictions

Tip 35: Pm marketing and selling my house, no matter what

Tip 36: Even well-meaning buddies can destroy you

Section 5: Getting Serious and Being Ready

Tip 37: Time to go “pro”

Tip 38: The radon analyze test

Tip 39: This isn’t a several option analyze test
Tip 40: The well’s run dry

Tip 41: Pee-oh What’s that smell

Tip 42: Actually, now that you ask

Tip 43: Display that you mean business
Tip 44: If | were purchasing this house
Tip 45: Is there an professional around
Tip 46: It’s the law, sir

Tip 47: You and | are different

Tip 48: Did you acquire these doorknobs from your



grandmother

Tip 49: That disturbance is driving me bockers

Tip 50: Is this doorway entrance going to drop on me
Tip 51: So, how many bugs do you have here

Tip 52: For you or the buyer

Tip 53: Wait just one minute

Tip 54: | wish you hadn’t done that

Tip 55: It's time for he specialist (contractor)

Section 6: Category 6: Advertisement: Getting the message
out: “I’'m Selling my House!”

Tip 56: Get the word-out; Advertise
Tip 57: Reach out far and wide

Tip 58: Telling your friends, neighbors or cashier at the
grocery store is just as highly efficient as advertising

Tip 59: Can the company organization help me

Tip 60: Ah, the old reliable never fails - the message board
Tip 61: Adding a little sugar

Tip 62: Have you been negligent

Tip 63: How much do YOU really want

Tip 64: Will the customer/buyer ask for flexibility



Tip 65: Is this the right time to sell my house

Tip 66: The facts will show it's ugly-head, if not worded
correctly

Tip 67: Huh, how will | construct this ad
Tip 68: Can you just state the primary factor here please

Tip 69: Get your thought's in order before picking up that
phone

Tip 70: Wait and see what happens
Tip 71: Where should I place my advertisement
Tip 72: "1" is enough

Tip 73: The World Wide Web: Do | really want Jones
purchasing my house

Tip 74: Do you want to create a house story? Try the home
section, not the classified ads

Tip 75: What should add or say in the ads

Tip 76: This is EXACTLY how | want it

Tip 77: Monitor cellphone calls

Tip 78: Add “Or best affordable offer or fair offers only”
79: I’s my preferred day of the week

Tip 80: Would you say that again please?

Tip 81: How do YOU sound

Tip 82: Jot it down

Tip 83: Are you a (phone) grouch or grinch



Tip 84: Let’s get serious here

Section 7: Displaying Your Home

Tip 85: It concerns me

Tip 86: Dirt collectors

Tip 87: Encompass yourself with beauty
Tip 88: | thought you’d ask that

Tip 89: Kids OK, creatures NO

Tip 90: Who’s that standing by the front door entry

Section 8: Discussions, Agreement and Contracts

Tip 91: Can we discuss your price

Tip 92: There's nothing wrong with being honest

Tip 93: My house is your house now

Tip 94: How easily will he or she negotiate this issue for me
Tip 95: This includes just about everything

Tip 96: Can we modify this a little bit

Tip 97: It comes down to the money

Tip 98: Traversing the T’s and covering the I’s

Tip 99: Say What, you’ve changed your mind



Tip 100: You’re willing to pay more for my house

Tip 101: Eliminating tire-kickers or the curious

Conclusion

Now for the DISCLAIMER AND/OR LEGAL NOTICES:

The information presented herein represents the view of the author as of the
date of publication. Because of the rate with which conditions change, the
author reserves the right to alter and update his opinion based on the new
conditions. This ebook is for information purposes (only). While every attemt
has been made to verify the information provided in this ebook, neither the
authors, nor affiliates or partners, assume any responsibility for errors,
inaccuracies or omissions. Any slights of people or organizations are
unintentional. If advice concerning legal or related matters is needed, the
services of a fully qualified expert or counselor should be seeked out. This
ebook is not intented for use as a sourse of legal or accounting advice. You
should be aware of any laws which govern business transactions or other
business practices in your country and state. Any referance to any persons or
business whether living or dead is purely coincidental.

© Copyright 2014 TDC Enterprise, ceo; Terry D. Clark, Chicago, IL 60619



Introduction

So-- you’d like to offer your house for sell? Great! Everyone’s
doing it. But this is your first-time ever and you’ll be doing
the sale on your own. Are you Nervous? Of course you are!

The reality is, it’s only daunting because you haven’t got a
clue about the characteristics of selling residence/house.
It’s the one resource you have where you’ve plunked down
your lifetime savings. Now you want it all back!

That value you were gradually developing over these
decades will come back to you a hundredfold because
you’ve thought about it long enough to know that there is a
handsome profit patiently waiting to be made.

Don’t worry! This episode in your lifestyle doesn’t need to be
a drama of disasters. In this ebook guide, we’ve gathered
important tips for you - the first time seller - all 100+ of
them, actually.

And when that cash or check is placed in your hands and the
last box has been put on the moving truck to make room for
the new owners, it will be thrilling - more thrilling than



you’ve ever thought it to be.

Study these ebook guidelines. Some you already know, no
question. But even with 100+ or 1001 guidelines, you’d still
need professional advice — No Real Estate Broker needed
--but you’ll still need your attorney (or notary) and your
accountant (CPA).

You need to seek advice from with other professionals as
well - like the professional house examiner/inspector who
can plate out valuable advice about maintenance and
repairing.

These guidelines can help you map out a selling plan of your
house, and when you turn the deadbolt lock for the last time,
you’ll come out of the experience wiser. And yes, wealthy,
too.

The self confidence you obtain by getting your foot wet the
first time could - who knows? - make you want to do it the
second time around, and then a third time...and more!

How would you like to make some extra



CAS$SH? Become a 'Bird Dog'...What's a Bird Dog? Check out
our Free video to get the full details today. Go to:
http://tinyurl.com/ogjde3y

Note: If you have trouble clicking the link above ( Copy &
Paste into your Internet browser).

Section 1: Information is Power

Tip 1: Before anything else, get a giant dose of knowledge.

If you’ve made the decision to dispense with a residence real estate
broker to stoo paying those absurd income commissions, then start
thinking like one.

How? Three to six months before your focus on selling, muscle-up on
house promoting/selling techniques. If you have buddies or
colleagues who’ve worked or working in the real estate industry, talk
to them, but don’t tell them you’re considering putting your house on
the market-- so they won’t try to persuade you to do otherwise.

Ask them about errors they’ve made or errors that their close
relatives made or close buddies. Research the whole scenery.
Individual encounters are always an outstanding resource of


http://tinyurl.com/ogjde3y

knowledge and strategies.

Tip 2: Learn to Listen, and be a GOOD one

Hold informal discussions with at least 3 or 4 residence real estate
agents who work in the place where your house is situated. Be
attentive to what they say about the area. It’s beneficial to know how
much your regional/community area is valued at so-to-speak.

While regional/community is the prevalent argument in real estate,
this concept may not always apply. Perhaps the area is the least of
your potential buyer’s problems. Don’t ignore the fact that
customers/buyers have common and uncommon factors for
purchasing ahouse. Many have hopped into the world of investment

property.

While most individuals buy houses so they can reside in it, there are
those who like to play the market and want to make a killing. Sell your
house with a balanced view or open mind so-to-speak. Don’t let the
factor of location discourage you, or encourage you too much.

Tip 3: Primary rule: don’t get closed out of the market
because you’ve overcharged your house

Continue developing building blocks of knowledge: Make it a daily
addiction of studying residence real state ads everyday. Get the
average cost value of ahouse similar to yours.

If you have some extra time on your hands, you may even want to



drive around these real estate houses that are for sell and evaluate for
yourself whether or not the cost they’re asking is validated.

Some property owners have dreams as to what their houses cost. Is
the cost they ask affordable, or way out of proportion to the looks and
place of the property?

Tip 4: What are the ads saying

Get a real feel of how residence real estate ads are written.

e What are the key terms and phrases?

e What ads captured your attention?

e Why?

* Does the ad sounds reputable?

* Does the ad offer sufficient information to provoke

interest, or does it keep people indifferent? Use these ads
as a foundation for your own.

Tip 5: Play detective

Do a bit of investigator work: try to keep arecord of actual real estate
ads that appear only a short time (house could have been marketed
and sold a few weeks later) and ads that seem to be in the news paper
for months (why can’t the marketer sell? What’s preventing him or her
from selling?) This is where terminology might clue you into the



reasons.

Tip 6: Study and take-in all that you can

Build up some more on knowing all you can about selling homes by
visiting your regional library, and surfing the web, how to sell home
guides and magazines about real state in common (and
promoting/selling houses in particular).

Be on the look-out for individuals who’ve published about their
personal encounters in selling their houses. Being well informed is
still your best tool.

Tip 7: FYI -- my house is really worth

Set genuine goals: if houses like yours in your community are asking
for $250,000.00, don’t think you could make a lot more just because
you have -- for example a basketball court in the backyard and your
neighbor doesn’t.

Deviating too much from the traditional can work against you. Don’t
prevent customers/buyers from contacting you because your price is
way too much for that community area.

Tip 8: The real estate game isn't a joke - Take it seriously

Bear in mind that the “no risk, no gain” viewpoint may not always
work in residence real estate. Residence real estate is a brilliant,



serious business. It’s better to have a strong mind than guts! Nourish
your brain with information you will need when you finally do sell
your house. Real estate information is not a scarcity. There are a large
number of websites devoted to residence real estate. And the library
keeps a massive amount of information regarding the topic.

Tip 9: Get only what you need -- just enough to get you
started

Too much research results in paralysis. Arm yourself with adequate
knowledge and then get moving! Don’t let fear or over-confidence
immobilize you. If you want to sell your house effectively, fear has no
place in the grand scheme of things, nor does cockiness.

Category 2: Know thy regional Area/Community

Tip 10: Outstanding schools? But of course!

Think about what’s unique about your neighborhood, then conjure up
an ad that might entice say, a younger couple with school-age kids.
Search for how many private and public schools there are, and how
near are they to your house.

Majority of times, good educational institutions are the deal clinchers.
For young families, educational institutions are at the top of the list. If
the educational institutions in your community have won
prizes/awards of sorts -- for example, from the private and public
sector, or if you heard about any success, mention them to your



customers/buyer.

Tip 11: It’s the health and fithess factor, you know

Do an stock of your community’s perks. For example, how many
parks, golf courts are there etc? Is there a YMCA? All these facilities
play a big part in the decision making when time to buy, especially if
one the spouses is a health and fitness nut.

Tip 12: And what about events and that kind of thing

Don’t ignore the fun-time factor: how many restaurants and cinemas
does your neighborhood community have? What about concert event
locations and other social activities? Young couples, especially those
with no kids, like to dine out often.

They also want the guarantee that if they don’t feel like entertaining
buddies for supper at the house, they can go for a concert or a movie
to geta much needed soothing weekend. A very cultural
neighborhood loaded with actions is a huge aspect, not only for them,
but also for their kids.

Tip 13: Will I fit in the neighborhood

The cultural factor: if your neighborhood has a powerful multi-cultural
presence, this might be an fascination for newly arrived immigrants in
search for of a home. The sensation of seeking to feel “at home” is a
powerful inspiration. You may think it a trivial issue, but
customers/buyers do ask if there’s a sushi restaurant near by, or if



there are any Judaism Synagogues close by.

Are there conference locations where associates of ethnic
communities can associate and discuss opinions, delicacies and
stores about “back home”?

Tip 14: Is there a physician in the house

Does your neighborhood have an outstanding hospital? What makes
that hospital a plus factor? family members that have ageing in-laws
in town would like to know if they can get healthcare help immediately
In situation of an emergency.

Also, if your community healthcare center is known for a particular
specialization --make sure you let your customers/buyers know.

Tip 15: How is the transit system

How far are the significant roadways from your house? Where is the
next biggest city? How update is your area’s public transit system?
Vicinity to a train place is typically seen by many as a advantage
because downtown parking is costly. This comprises an excellent
advantage also for teenaged kids who attend (high school, college)
downtown.

Tip 16: No gossip-mongers allowed

Are you on good terms with your neighbors? If you’re selling a
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