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SELLING 

CHOICES 

 This pamphlet goes beyond defining 

available selling options by: 

 

Providing an in-depth Quiz to help undecided Sellers 

determine the selling option that best suits their needs. 

 

Providing examples using current market sales data to 

allow sellers to compare and evaluate each selling option. 

 

Providing insight into the significance of agent choice in 

the attainment of the sellers’ goals, needs and concerns.  
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Dear Mr. and Mrs. Homeowner, 
The purpose of this pamphlet goes beyond identifying and defining the options available to sell 

your house. It takes actual Atlanta market sales data for the current quarter and incorporates 

that data into examples and scenarios to illustrate each selling option. This provides you a 

visual means for comparing and evaluating the benefits of each option and helps you make 

the most informed decision for your situation. 

The decision to use the concept of the ‘right’ agent in these comparison scenarios is to provide 

a bench mark for measuring agent performance in light of satisfying a seller’s basic needs and 

goals. Every seller wants four things when selling his house. 

He wants: 

1.) To get the highest possible price 

2.) In the shortest period of time, with 

3.) Least amount of hassle and inconvenience; with 

4.) The fewest problems. 
 

While every seller has these four goals in common, the depth of their importance and their 

order of priority is unique to each individual seller.  

Understanding and satisfying individual seller needs and goals necessitates the agent being 

equipped with additional skills and tools. They will: 

1.) Possess a consultative approach to uncover needs, their importance, and priority. 

2.) Provide the most realistic, in-depth market statistics currently available from 

ChartMaster Services, LLC to support and validate their recommended pricing 

strategies for satisfying those needs and goals. 

 

We define this type of agent as the ‘right’ agent. 

 

 

 

 

 

 



 

 

SO MANY DECISIONS 

 

 
 THERE IS SO MUCH TO CONSIDER 
 

1. Is it a Buyers’ Market or a Sellers’ Market in my price range and location? 

2. Where must I price my house to sell within my timeframe? 

3. Which marketing strategies are the most effective and will sell my house quickly?  

4. How do I put my house in a condition to sell quickly? 

5. What should I fix?  How much should I leave as-is? 

6. How can I get the most dollars for my house? 

7. To what extent are distressed property sales affecting houses in my price range and location? 

8. Should I choose an agent to help me sell? How do I choose the ‘right’ agent? 
 

The purpose of this pamphlet is to provide facts and examples to help you evaluate your 

circumstances and reach an informed decision regarding: selling by owner (FSBO), using an agent to 

help you sell, and choosing the ‘right’ agent versus any agent. After all, this decision is far too 

important to learn by trial and error. It’s not worth the risk! 

 
 

 

EVALUATE YOUR CIRCUMSTANCES AND YOUR MINDSET 
 

 
ARE YOU A TRUE FSBO? 
 

Do you already know the buyer, (a friend, relative or neighbor) OR have you been contacted by an 

unknown buyer, either of whom intends to buy your house at your price.  Do you have competent 

resources to assist with legal, disclosure and contract issues? And are you are willing and able to deal 

with the paperwork.                                         Yes __ No__ 

 If your answer is YES, then you are the ideal FSBO candidate. 

OR 

Are you are only interested in selling your house IF you can avoid paying any commission, OR avoid 

dealing with a real estate agent.                                        Yes __ No__ 
 

 If your answer is YES, then you are definitely a FSBO.                                                                               

    
++ 

 

ARE YOU ON THE FENCE? 
 

On the other hand, if selling your house is your top priority, but you feel in today’s market environment 

it is not necessary to have the added expense of an agent; then you might want to explore your options 

before deciding. 
 

Start by taking the FSBO Candidate Quiz, This quiz provides a great overview of the many tasks and 

functions you will have to perform to sell and close your house. The more insight you have as to what 

is involved in the process, the easier it is to make the best choice for your circumstances. 

  



 

 

THE FSBO CANDIDATE QUIZ

 

 

This is only a partial list, but it represents the minimum functions you must perform and the minimum 

challenges you face in selling and closing your house. The tasks are divided into categories for clarity. 

 

SHOWING PROCEDURES 
 

Are you 
 

1. Able to be available on a daily basis to show your house? Yes __ No __ 

2. Comfortable holding Open Houses and inviting strangers to view your house? Yes __ No __ 

3. Willing to allow buyers who may not be “qualified to buy” view your house? Yes __ No __ 

4. Aware of the necessity of having  a system for:  

a) Setting appointments with strangers to protect your safety? Yes__ No__ 

b) Obtaining identification before letting a stranger into your house? Yes__ No__ 

c) Showing to strangers when children are present?  Yes__ No__ 

d) Registering everyone who visits your house?  Yes__ No__ 
 

MARKETING PROCEDURES 

Are you 
I 

1. Aware that 80% of what causes a house to sell, in any type of market, is 

“how it is priced” (value) and “how it appears” (condition) to the buyer? Yes__ No__ 

2. Knowledgeable of how to determine the best price for the current market? Yes__ No__ 

3. Informed of best ways to make your house show to its maximum advantage? Yes__ No__ 

4. Able to determine which improvements give the best return for dollars spent? Yes__ No__ 

5. Willing to prepare an outside flyer box containing flyers with  the kind of  

professional quality photos that make a buyer eager to see your house?            Yes__ No__  

6. Prepared to provide a homebuyer packet for visitors with area information about 

schools, shopping, religious institutions, hospitals, recreational amenities etc.?    Yes__ No__ 

7. Equipped with a web presence that will reach all buyers, not just FSBO buyers?    Yes__  No__ 
 

 

LEGAL PROCEDURES 
 
 

Are You 
 

1. Informed regarding full disclosure? Yes__ No __ 

2. Aware of all disclosures you will need to make? Yes__ No __ 

3. Prepared to disclose all defects, both current and previously repaired? Yes__ No __ 

4. Able to accept and legally hold earnest money? Yes__ No __ 

5. In possession of a correct legal description for your house? Yes__ No __ 

6. Ready with a copy of a contract should a buyer want to make an offer? Yes__ No __ 

8. Knowledgeable enough to respond in both a timely and constructive manner to  

complicated legal contracts, or have legal counsel available to do this. Yes__ No__ 

9. Confident that you have sufficient knowledge to evaluate and respond to  

      contingencies in the contract and protect your interest without jeopardizing  

      your contract? Yes__ No__ 

 

  



 

 

                                             THE FSBO CANDIDATE QUIZ (cont.) 

 
 
 

 
NEGOTIATING PROCEDURES 
 

Are you 
 

 

1. Able to accept and evaluate contract offers unemotionally? Yes__ No__ 

2. Mindful that you and the FSBO buyer have the same primary goal - to save the  

commission?  Your goal is to receive market price without paying a commission.  

The FSBO Buyer’s goal is reduce your market price by the amount of the  

commission.    Yes__ No__ 

3. Knowledgeable of how to protect your interest and avoid giving away  

      valuable negotiating points while showing your house? Yes__ No__ 

4. Aware of your negotiating parameters and how to negotiate a win- win  

situation? Yes__ No__ 

 
 
 

FROM CONTRACT TO CLOSING PROCEDURES 
 

Are you 
 

 

1. Aware that the greatest challenge in selling your house is not finding a buyer and 

getting a contract, but getting to the closing table? Yes__ No__ 

2. Comfortable you can overcome the inevitable “buyer’s remorse” syndrome? Yes__ No__ 

3. Prepared to deal with any buyer’s loan challenges required for final loan  

approval? Yes__ No__ 

4. Willing to deal with and overcome inspection issues? Yes__ No__ 

5. Knowledgeable of how to deal with low appraisals? Yes__ No__ 

6. Able to effectively deal with emotional closing issues? Yes__ No__ 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

           



 

 

   MAKING YOUR DECISION:  TIMFA or AN AGENT?                                                                       

 

  
 

 

TIMFA (TRY IT MYSELF FOR A WHILE): 
 
 

After taking the FSBO Candidate Quiz, if: 

 You are willing and able to undertake all of those tasks. 

 Selling time is not an issue. 

 Price is not an issue.  

 You can keep your house available and in showing condition indefinitely 

 

 Then you are a candidate to be a FSBO TIMFA.  After all, it just might work; someone could walk 

in with cash and agree to pay your price. 
 

If it doesn’t work out after a while, you can always call an agent. 
 
 

AN AGENT: 
 
 
 

If, on the other hand, you answered “No” to a majority of the items above, then you are likely a candidate 

for using an agent to help you sell.  However, your overriding concern remains the same: 
 
 

Will the benefits of using an agent, who can manage the details and reduce the stress, outweigh the 

costs? 
 

The answer is a resounding yes---if you know how to choose the ‘right ’agent*. The ‘right’ agent knows 

how to: 

 Make you money not cost you money. 

 Save you time, not waste your time. 

 Eliminate stress and angst, not cause it. 

 
 

SO THE REAL ISSUE REALLY IS? 
 
The real issue is not - agent vs. no-agent, ----- but rather agent vs. ‘right’ agent. It’s about knowing how to 

recognize and choose the ‘right’ agent. 
   

The ‘right’ agent* demonstrates two major qualities that set them apart: 

 

 They are a Consultant not just a Salesperson. They don’t show, tell and sell. They ask questions, 

listen and seek to understand your needs and concerns. Their presentation and recommendations 

focus on the strategies that help you satisfy those needs. 

 

 They provide you with the most realistic, in depth, and up-to-date Atlanta market sales data from 

ChartMaster Services LLC to support and validate their recommended pricing strategies. 

 
 
 
 

* See Choosing the ‘Right’ Agent found later in this pamphlet. 



 

 

                                     EXAMPLE COMPARISON SCENARIOS 

 

 
 

To further aid you in your decision making process, three comparison sample scenarios are presented 

on the following pages: 

1. The first scenario deals with the real issue - Agent VS. The ‘Right’ Agent.  

2. The second scenario compares the FSBO Seller VS. The ‘Right’ Agent  

3. The third scenario compares using the ‘Flat Fee’ Agent VS. The ‘Right’ Agent 
 

 

Not OPINION, Not THEORY, Just the FACTS 

The numbers quoted in these examples are provided by ChartMaster Services and are based on actual 

FMLS market statistics from the current quarter.  These are the most realistic currently available figures 

in the Atlanta market. CLOSED listing sales data covers all listing periods for up to 3 years prior to sale, 

including data for properties that were off the market for periods of 30 days or longer, which are not 

included in other FMLS data sources. 
 
 

NOTE: Givens are specific facts and figures which are common to all of these scenario examples and 

are fixed for purposes of illustration. Sales to List Price percentages and number of Days on Market will 

vary based on price range and data for the current quarter. 
 

Assumptions are facts and figures specific to each particular example. 

 

 

THE GIVENS (APPLICABLE TO ALL 3 SCENARIOS) 
 
 

Market Value is, by definition, the PRICE (Sales Price) that a willing buyer will pay a willing seller for his 

house in today’s current market. It includes the real estate commission. 

 

1.   MARKET VALUE PRICE for Seller’s house today based on comparable sales is $250,000. 

2.   The real estate commission is 6%.* 

3.   3rd Quarter 2015 Total CLOSED SALES data from ChartMaster Services, LLC reveals: 

      a.   54.4% of total listing inventory was initially overpriced. 

      b.   38% of Closed Sales had to undergo a price reduction to sell, and received 93.1% of 

            the Listing Price and took 84 days (2.8 mos.) to sell. 

      c.   62% of Closed Sales required no price reduction to sell, and received 98.7% of the 

            listed price and took only 17 days (0.6 Mos.) to sell. 
 

 

*Real estate commissions are negotiable. The 6% used is solely for these examples. 

 

 
 

The ASSUMPTIONS:  
  

Assumptions will vary based on the circumstances appropriate to the example scenario.  



 

 

AGENT versus ‘RIGHT’ AGENT 

 

 

The GIVENS: 

1. SELLER DESIRED PRICE is $265,000. ( Overpriced, but AGENT agreed to this price) 

2. MARKET VALUE PRICE is $250,000 (‘RIGHT’ AGENT priced for market conditions by using 

comparable sales and current ChartMaster Stats by price range to validate strongest pricing 

strategy.) 

3. The MONTHLY CARRYING COSTS for mortgage payment, taxes, insurance, and utilities are $2000, 

or $67.00 per day. 

  
The ASSUMPTIONS: 

1. The AGENT uses a Salesperson oriented presentation style of show, tell, and sell 

                                                         AND 

2. Is not equipped with ChartMaster Reports / Analyses / Worksheets. 

     

 AGENT  'RIGHT' AGENT 

 SELLER DESIRED PRICE   MARKET VALUE PRICE 

 (price reduction likely)  (no price reduction needed) 

 $265,000 Original Listing Price $250,000 

 91.9% Likely S/L % 98.6% 

 $243,535 Likely Selling Price $246,500 

      

 $67 Carrying Costs per day $67 

 91 Likely Days on Market 18 

 -$6,097 Likely Carrying Costs Total -$1,206 

      

 6.0% Real Estate Commission Percent 6.0% 

 -$14,612 Real Estate Commission Amount -$14,790 

      

 $222,826 NET SALES PRICE $230,504 

      

   Difference in Dollars to Seller $7,678 

   Difference in Days on Market -73 

   Difference in Months on Market -2.4 

    

 Although the 'RIGHT' AGENT PRICE was -$15,000 LOWER than the SELLER DESIRED PRICE, 

 

choosing the 'RIGHT' 

AGENT:   

Generated $7,678 more money for the seller,  

Saved -73 days in selling time (-2.4 months), carrying cost and reduced stress and angst 

         of a long marketing time  

 

CHOOSING THE ‘RIGHT’ AGENT DEFINITELY MATTERS!                                        



 

 

  FSBO versus ‘RIGHT’ AGENT 

 

 

Additional GIVENS: 
 

4. FSBQ SELLER DESIRED PRICE is $265,000 *(see Assumptions) 

5. MONTHLY CARRYING COSTS for mortgage payment, taxes, insurance, and utilities is $2000, or 

$67.00 per day. 

6. MARKET VALUE PRICE is $250,000 (“RIGHT” AGENT priced for market conditions by using 

comparable sales and ChartMaster Stats to validate strongest pricing strategy.) 

 

The ASSUMPTIONS: 
1. FSBO Seller adds a commission amount equal to 6%* of Market Value to  his price to compensate 

for the FSBO Buyer who will reduce the asking price by 6% because he also wants to save the 

commission.  

 

 FSBO  'RIGHT AGENT' 

 SELLER DESIRED PRICE   MARKET VALUE PRICE 

 (price reduction likely)  (no price reduction needed) 

 $265,000 Original Listing Price $250,000 

 91.9% Likely S/L % 98.6% 

 $243,535 Likely Selling Price $246,500 

      

 $67 Carrying Costs per day $67 

 91 Likely Days on Market 18 

 -$6,097 Likely Carrying Costs Total -$1,206 

      

 0.0% Real Estate Commission Percent 6.0% 

 $0 Real Estate Commission Amount -$14,790 

      

 $237,438 NET SALES PRICE $230,504 

      

   Difference in Dollars to Seller -$6,934 

   Difference in Days on Market -73 

   Difference in Months on Market -2.4 

    

 Although the 'RIGHT AGENT' PRICE was -$15,000 lower than the SELLER DESIRED PRICE, 

 and included paying a commission of $14,790, choosing the 'RIGHT' agent price: 

 Generated -$6,934 money for the seller,  

Saved -$4,891 in carrying costs, and -73 days (-2.4 months) in marketing time 

Greatly reduced hassle, inconvenience and stress during sale and closing. 

 

DEFINITELY SOMETHING TO THINK ABOUT 

 



 

 

‘RIGHT’ AGENT versus FLAT FEE AGENT 

 

Let’s use the same set of GIVENS we used for FSBO versus ‘RIGHT’ AGENT, and apply them to the basic 

cost of a typical ‘flat fee’ company. 

The ASSUMPTIONS are based on the basic fees of a well-known and respected Flat Fee Company: 

1. Basic Flat Fee of $500 upon listing, which is non-refundable. 

2. .0034 X Sales Price, commission upon closing. 

FLAT FEE COMPANY FEES   VS THE ‘RIGHT’ AGENT FEES 
 

 Likely pricing:  $265,000 Seller Desired Price           VS         $250,000 Market Price 
 

Seller Perception:  $1,401 ($500 plus .0034xSP at closing)       vs       $15,000 @ 6% Commission 

 

IS IT REALLY    $1,401 ($500 + .0034 x $265,000)      VS.        $15,000?   

 
NOTE: When a property is listed, even with a “flat fee” company, most sales are likely to be a 50/50 

split with the company bringing the buyer. In this example, the Seller would, in addition to the above 

fees, pay 3% to the co-op company as shown below: 

 FLAT FEE BROKER  'RIGHT' AGENT 

 SELLER DESIRED PRICE   MARKET VALUE PRICE 

 (price reduction likely)  (no price reduction needed) 

 $265,000 Original Listing Price $250,000 

 91.9% X Likely S/L % 98.6% 

 $243,535 Likely Selling Price $246,500 

 $67 Carrying Costs per day $67 

 91 X Likely Days on Market 18 

 -$6,097 Likely Carrying Costs Total -$1,206 

 3.0% Real Estate Commission Percent 6.0% 

 -$7,306 Real Estate Commission Amount -14,790 

 -$500 Flat Fee   

 -$828 Broker Commission (0.34%)   

 $228,804 NET SALES PRICE $230,504 

      

   Difference in Dollars to Seller $1,700 

   Difference in Days on Market -73 

   Difference in Months on Market -2.4 

    

 The Seller Nets +$1,700 More Money in -73 Fewer Days 

 Even at a List Price -$15,000 lower than the Seller 's Desired price AND paying a 6% 

 commission, the Seller had a GREATER PROBABILITY of getting more money in a shorter time 

 by choosing the 'RIGHT' AGENT, who recommended a "getting it right the first time" pricing 

 strategy validated by ChartMaster statistics.  

 



 

 

 ‘RIGHT’ AGENT 

 

 
 

After taking the FSBO Quiz, if you decide you are not a candidate to sell by yourself, even as a TIMFA, 

but your top priority is the sale and close of your house, then using the services of an agent is your best 

course of action. The challenge will be in choosing the right kind of agent (“right” agent) to help you. 

Choosing the “right” agent is often times the difference between a sale that is burdened with problems, 

doesn’t sell within your time frame and causes you considerable stress and angst, or one that sells 

quickly for the best price, without the stress and hassle. 

 

The tips below should help you in identifying the ‘right’ agent. 

 

LOOK FOR AN AGENT WHO 
   

 Is a real estate consultant, not just a salesperson. 

The ‘right’ agent knows that, while all sellers share common selling goals and objectives, the way each 

seller needs the selling process to unfold is unique to them. It’s not a “one size fits all” deal. 

Before making any presentation, offering any suggestions, or recommendations, they will want to spend 

a few minutes discussing your particular goals, needs and concerns--- making certain they understand 

the depth of their importance to you, and their order of priority. 

By consulting with you first, the ‘right’ agent’ can discuss with you during their presentation, the 

Marketing and pricing strategies they would use to satisfy your particular goals and needs.  

 

 Has integrity! 

The ‘right’ agent won’t take a listing just to get a listing. Their top priority is to sell your house and to 

make the selling process unfold in the manner that satisfies your particular goals, needs, and concerns. 

If, during your consultation, you have a need or expectation that they know they cannot meet---the 

mantra of the ‘right’ agent is “I had rather turn you down--- than let you down!” 

 
 Is equipped with ChartMaster Services LLC Quarterly Metro Market and Area Comparison 

Reports.  

The ‘right’ agent uses these charts, graphs, and worksheets to support and validate the best pricing 

strategies for sellers who can’t afford to, or choose not to, risk losing valuable time and leave money on 

the table because of overpricing choices. 

 

These reports are based on actual FMLS market statistics from the current quarter. CLOSED listing sales 

data are for all listing periods for up to 3 years prior to sale, including data for properties that were off 

the market for periods of 30 days or longer, which are not included in other FMLS data sources. This 

makes them the most realistic figures currently available in the Atlanta market. 

 

 Is Committed 

The ‘right’ agent will put in writing what you can expect of them in the way of services and performance 

and is willing to be held accountable. 

 

 

 



 

 

 YOUR TOP MUST-DO’S 

 

 
 

Selling your house is a big deal---with or without the help of an agent.  

There are ever changing market conditions, financial conditions, laws, ethical practices, and practical 

considerations that you don’t want to learn by trial and error. It’s not worth the risk. The steps below are 

must-do’s if you intend to be successful in achieving your selling goals. 
  

 
 

 Take time to define your goals, wants, needs, and expectations.  Before you make any decisions, 

determine the depth of their importance to you and their order of priority. 

 

 

 Price for the market.  Determine the best price based for the current market environment. If 

your number one priority is speed of sale or top dollar, then you must price for the market 

(buyers).  

 

 

 Prepare your property so that it is in top selling condition.  Look at your house from a Buyer’s 

point of view, not yours.  Most of us focus on keeping our house comfortable for our personal 

life style and that may mean is it not always in top selling condition. 

 

 

 Implement time-proven, research-based marketing strategies.  Make certain that the marketing 

strategies used to sell your house are directed at the largest number of potential buyers and are 

proven to be the most effective for today’s market Implement time proven, research based 

marketing strategies. 

 

 

 When you leave for work, and/or school always make sure you house is showing-ready.  Make 

it easy and pleasant to show your house. Real estate agents love nothing better than to know 

that your house is always in top showing condition when they bring their buyers. 

 

 

 Have your house pre-inspected. One of the most discouraging and frustrating situations is to find 

out after you have negotiated your best price, that the buyer, upon inspection, has returned with 

a laundry list of repairs they want done in order to continue with the sale. So many sales are lost 

at this point. Even if you are confident in the condition of your house, pre-inspect to gain 

professional insight into what a buyer’s inspector might find and have the opportunity to either 

make the repairs or price for the conditions. 

 

 

 Consider having your house appraised by an independent appraiser.  An appraisal done by an 

independent appraiser is the best method of determining the worth of your house in today’s 

market and an excellent way to help you set a realistic price. This action does not completely 

mitigate the risk that a future appraisal can come in lower than the purchase price and delay or 

stop your sale, but it does help with your pricing choices and provides valuable insight into the 

criteria a mortgage lender appraiser will be using to evaluate your house for a loan.  These two 

factors alone should put it on your “must do” list. 


