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UNCONVERTED FSBO
THE MARKET WAS TOO GOOD
Before Benjamin Kende put his home on the market during the sizzling hot seller's
market in suburban Chicago, he listened to a listing presentation from a friend
who was a real estate practitioner. But, among other factors, the lure of saving the
commission money was too strong, and he opted to sell his house on his own.

"If the market wasn't as good or if I wasn't as proud of my home as I was, I
might have gone with an agent," Kende says. The fact that the couple was in no
hurry to sell also made going FSBO more inviting.

To generate buyers, Kende and his wife sent a letter to their wide network of
friends and neighbors, advertised in the newspapers, and hosted an open house.
Within a week, the Kendes had four offers. The eventual buyer was a neighbor who
had been to many get-togethers at their house over the years.

"We had a lot of parties," says Kende. "People knew what our house looked like."
Despite his success at going it alone, Kende says he has no illusions about the

unique nature of the seller's market at the time. That's why he might rely on a pro­
fessional next time. Should he seek representation in the future, one marketing
tactic he'll want his agent to try is a letter-writing campaign similar to the one he
and his wife used. "It's the one thing we did that we don't find many agents doing,
and it helped generate buyers," he says.

IT'S ABOUT ALREADY
HAVING A BUYER

Disgruntled owners such as this are often easier to
work with than sellers who are solely motivated by a
desire to stay hands-on no matter what.

"Those who want to stay hands-on are very high­
maintenance clients," says Dion. ''You'll have a very
tough couple of months if you end up listing their
property. I won't even work with them at this point,
but it took me 10 years to learn that."

Nikodemski lets control-oriented FSBOs know they
can ask questions of him or other professionals with
whom he maintains a relationship (including an attor­
ney and a lender) for free. Of course, ifsellers decide to
use any oftheir services, the professionals charge a fee.

After their initial distrust, buyers gradually see
Nikodemski as an ally rather than just another practi­
tioner trying to get them to sign a listing agreement.
Even if a particular owner remains unrepresented, the
positive feelings this consultative approach creates
may lead to referrals.
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Perhaps the hardest type of FSBO to convert is the one who already has a
buyer-or thinks so. In 2006, 22 percent ofFSBOs successfully sold to a friend,
neighbor, or family member. Another 12 percent had been contacted by an
unsolicited buyer.

Hard doesn't mean impossible. Many FSBOs who think they're all set to go
learn the hard way that an expression of interest does not a transaction make.

"Nine times out of 10, their 'friend' doesn't purchase the home;' says Jason
1. Penrose, CRSo, GRl, an associate broker with Melcher Agency Real Estate in
Phoenix. "Then these sellers are left trying to market their properties alone."

"Sellers have an unrealistic expectation about how people behave," agrees Hackel.
"People say they'll look at the house but don't show up. Or they make promises and
never call back."

For this group ofFSBOs, focus your presentation on the money they're leaving on the
table by not exposing the property to market forces. "Ifyou're selling to your neighbor,
usually you're selling too cheap;' says Maloof.

You also want to alert them to the risks of selling to someone with whom they have a rela­
tionship.

"I advise them that having me as part of the process helps limit the chances of the trans­
action going sour and putting them at risk of a lawsuit and a damaged relationship if their
buyer is dissatisfied later;' says Penrose.

Even if the transaction seems likely to close, you can offer your expertise in handling the
hundreds of details needed to get to closing. NAR's 2006 survey found that handling paper­
work was one of the two biggest concerns for unrepresented sellers.

"It can be scary for sellers working alone when their buyer is seeking 100 percent financ­
ing and wants closing costs funded from the transaction," says Hackel. "We see that all the
time, but they don't."

For these already-connected sellers, Penrose offers a pricing structure that's lower than the
one he typically negotiates. He also offers to work without a long-term listing agreement.
"They can fire me at any time if they're not happy;' he says. This easy exit strategy provides
a comfort level for uncertain owners, he says.

Whatever their motivation for going it alone, unrepre ented sellers who choo e to make
the switch and work with a real estate professional can win in the end with a quicker,
easier transaction and a likely increase in what they realize from the sale. Your task i
find the most persuasive approach to help them to recognize your value. R


