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Step 1: ARE YOU READY TO MOVE?

Typically, it takes 30 to 60 days from the day you sign the contract for sale until the contract closing date.  If your house sells on the first day you put it on the market, will you be prepared to find another home within the closing time?  Do you have a plan?  Will you be able to pack and move within 30 to 60 days?

Step 2: DETERMINE THE VALUE OF YOUR HOME

All things equal, the higher your asking price above the average market price for your neighborhood, the longer it will take to sell your house.  It is important to determine the value of your home so that you can have a realistic and effective asking price.
Some Statistics about Kansas City Real Estate:
(“Kansas City Almanac”, The Kansas City Star.  June 25, 2000)
· In 1999, the median sales price for existing single-family homes in the Kansas City metro area was $120,700.

· Since 1993, the median sales price for existing single-family homes has increased an average of 6% each year.

There are no absolutes in real estate.  The price for which you sell your house is only the price that someone is willing to pay at that moment in time.  Keep in mind these effecting factors:

Time of Year

It takes longer to sell a house in December, January, July, and August.

If you have the luxury of choosing, the best time to put your house on the market is spring.  In spring, people start thinking about moving and get out to look for a new home. People go on vacations in the summer and want their kids enrolled in new schools by fall.  If spring doesn’t work for you, wait until just after school starts but before the holiday buzz begins.

Location, Location, Location

A house that is located on a busy street or corner or that has less desirable neighbors may have an effect on the price someone is willing to pay.

The Condition of Your House

If you’re asking more than your house is worth, it’s going to take just the right buyer to make an offer.  Having your house in the best possible condition will help you sell it faster.

Interest Rates

People tend to wait for interest rates to go down before they purchase or hurry up and buy a house before interest rates go up.

Market Factors

In a “Sellers Market”, the seller has an advantage.  Many buyers are competing to acquire the few available houses, and sales prices tend to be higher.

In a “Buyer’s Market”, many houses are vying for fewer potential buyers.  Buyers don’t have to compete for the houses they want, thus sales prices tend to be lower.

This can vary from neighborhood to neighborhood.

Negative Effects of Overpricing Your Home

· A legitimate buyer may move on and purchase another home that is more appropriately priced.  Then, subsequent potential buyers may wonder why the house has been on the market so long and suspect something is wrong with it.

· If your house does not appraise for the selling price, you might have to provide financing or reduce the price in order for you to close a deal.

Take Some Time…

Take some time to determine the value and therefore the asking price for your home.  Following are several ways for you to determine the value of your home.

Go to KCFSBO.COM to look for comparable properties.

Check the real estate section of your newspaper to see what the asking prices are for houses in your neighborhood.  Remember that the asking price does not necessarily mean that’s what the house was sold for.

Search for houses of comparable value in your neighborhood.  These are called “Comps”.

Real estate appraisers use comps to determine the appraised value of a home.  Banks and mortgage companies use this method.

They find 5 houses in your neighborhood which have sold in the last 6 months that are similar in square footage, number of bedrooms, baths, and garages, and that share similar amenities as your property.

Then they add or subtract value depending on the difference in the properties.  For example, a fireplace may add $500 to the value of a home.

The overall condition of the property is a big factor in an appraisal; whether the house is in poor, good, or excellent condition.

Look at your county tax appraisal to get a ballpark idea of the value of your home.  But, be aware!  This appraisal does not necessarily reflect the market value of your home!  

Ask a real estate agent.

It is very important that you are upfront with the agent about your intention to sell the house yourself.

Some agents are not interested or simply do not have time to spend with someone who is not a client.

However, many agents are willing to help you with the hope that, if later you do choose to sell your home with a real estate agent, you will contact the agent that helped you for free before.

Go to open houses in your neighborhood.  Pick up the information sheet so that you can compare the amenities and condition.

Talk to your neighbors about what they think their houses are worth.

EVALUATE THE CONDITION OF YOUR HOME

Start by determining what needs to be done to your home to make it attractive to potential buyers.  This does not mean trying to tackle every project you’ve had on your “To-Do” list for the last 2 years.  The fact that you don’t like the color of the bathroom tile makes no difference to a potential buyer.  Anyway, if you replace it, they might not like the new color!

Consider hiring a licensed home inspector to evaluate your house.  The inspection can help prevent any surprises once you’re under contract with a buyer.  The inspector will go through your home with you, from roof to basement.  She or he will assess the condition of your house and indicate the things that will likely need to be repaired in order to sell the house.  Armed with this knowledge, you can choose to repair any of the major defects that might scare off a potential buyer.  In addition, there will be no surprises as the closing date approaches and the buyer has his or her own inspector check the house.

The average whole house inspection cost from $250 - $400 and includes both mechanical and structure inspections.  During the mechanical inspection, the inspector will check for defects, potential hazards, and code violations in your furnace and air conditioning system, wiring, fuse box, electrical outlets and switches, plumbing and water pressure, windows, doors, and appliances.  During the structural inspection, the inspector will check for defects, potential hazards, and code violations in the foundation walls, framing, roofing, driveway, patio, gutters, and drainage.

You are not obligated to take action on any of the findings of an inspection you purchase.  You may choose which repairs you are willing to make before putting the house on the market.  Or, the inspection can be used to prepare you for negotiating the cost of the repairs into the final sales price.

If you decide that you will not make any of the repairs indicated on the inspection, then you are choosing to sell your house “As Is”.  In this case, the buyer is responsible for any repairs.  This is an easy way for you to sell your home, however your asking price and subsequent sales price will be lower.  Regardless of whether you choose to hire an inspector, the buyer will.

All right!  So you’ve determined an asking price, gotten an inspection, and made some repairs, …no, it’s still not time to put the sign in the yard! 

GET YOUR HOUSE READY TO PUT ON THE MARKET.

It is important to look at your home through a buyer's eyes.  There are certain things that no buyer will ever notice, and others that you must have taken care of before you sell.

Use the following ideas as suggestions as you prepare your home.  Don’t be too critical or particular about everything on this list.  Consider the actual condition of your home, the value of your time, and your ability to complete the tasks.  A “perfect” home can result in a higher offer, but the fact that you have not done each thing on this list will not prevent you from selling your house successfully.

The Quick and Easy Way To Prepare Your House for Sale: 

Clear out closets, the garage, and basement.  Store the boxes at a friend’s house.  Sweep the sidewalk; mow the lawn; clean windows; fix chipped or flaking paint.  Replace dim lighting with high-wattage light bulbs.  Clean and tidy up all rooms; make the bathroom sparkle; make the house smells good, hide the litter box, steam clean the carpets.  Check for loose steps and unsafe fixtures.  Fix leaking faucets and loose doorknobs.  Spend just a little money and get big results: buy a new welcome mat; spruce up the bathroom with a new shower curtain and hand towels.

The Hard Core, Thorough Way to Prepare Your House for Sale:

Clean everything thoroughly.  Have a friend help you assess the status of your cleaning.  Make sure everything smells clean as well as looks clean.

Un-clutter everywhere.  Take out half of what is in the closets and storage areas to make them look more spacious.  Organize everything that is left in storage so that the storage space appears ample.  Throw out, donate, or sell things you no longer want.  Have a garage sale.

Remove excess furniture to make rooms seem as spacious as possible.

Pack up any cluttered knick-knacks.

Remove personal or family photographs from walls, bookshelves, and mantles.  Sparsely decorated walls give the illusion of larger space, plus some potential buyers may have a hard time picturing themselves in a house filled with too many pictures of others.  Replace spaces where pictures used to be with plants or flowers.

Replace dim, low lighting with high-wattage bulbs to create a light and airy space. 

Ask a family member or friend if you can store some furniture and boxes in his or her garage or basement until you close.

Put on a fresh coat of paint.  Touching up existing paint is the most effective way to clean walls.  Alternatively, repaint a room by selecting a neutral color such as beige or off-white.  This creates a broad appeal for potential buyers.  Repair cracks or holes in walls and ceilings before painting. 

Kitchens and bathrooms sell houses!  Make sure they are spotless and well organized.  Un-clutter cabinets, empty and organize drawers.  Polish chrome surfaces.  Fix leaky faucets; loose cabinet hardware and drawer handles; broken light fixtures.  Clean the oven, stove and refrigerator.  Clean water or rust stains.

If major appliances are being sold with the home, make sure they are spotless, odor-free, and in good working condition.  Have them serviced if necessary.

Clean your windows and screens.  Repair torn screens, cracked panes, and broken sashes.  When your home is being shown, open the curtains to let daylight in, especially if you have a nice view.

Vacuum thoroughly or steam clean carpets.  If carpet is badly worn, outdated or stained, consider having it replaced or having wood floors underneath refinished.  Remember, hard wood floors are very desirable.

Scrub and wax all tiles, and repair or replace cracked tiles.  Re-grout if necessary.

Clean and repair all light fixtures, switches, switch plates, and outlet covers. 

Repaint the exterior if the paint is peeling, chipped or cracking.

Repair or replace damaged roof where necessary.  Check, clean, and repairs all gutters and downspouts.  After any roofing repairs, seal and repaint all interior water stains.  A water stain on a ceiling is a red flag to buyers.

Paint your basement walls and make sure all lighting works.  Clean and paint any water stains.

Paint your front door.  A freshly painted door and trim with sturdy hardware add a welcome touch.  Replace faded house numbers.  Make sure the doorbell works.  Rent a power washer for your driveway and walkway.  Repair any cracks in your driveway, walk and patio. 

Curb appeal counts!  Keep your grass cut and your lawn neat every day that your house is on the market and until your closing dates.  Inspectors and appraisers as well as family members and friends of the buyer will all be stopping by to take a look.  Until the transaction is complete, any of them might affect whether you close or not!  Be safe.  Mow…for peace of mind.

DEVISE YOUR MARKETING PLAN

How are you going to advertise that your house is for sale?  While it only takes one person to buy your house, the more people to tour your home, the better your chances of the right person seeing it.  There are certain things you must do to sell your house and others that you may choose to do to help the process.

Place an ad in www.KCFSBO.com

Put up signs

Hold open houses

Before you spend your Saturday or Sunday waiting for your buyer, be sure to check the paper to see what you’re competing against.  Is it a holiday weekend?  Is there a citywide event that might mean very few people will come?  Your time is valuable.  Would next weekend be a better weekend to show the house?  Is there a big game from noon until 3?  Perhaps instead of having an open house from 1 to 4, you should be open from 2 to 5. 

Show by appointment

Some people work weekends and can’t go to open houses.  Your willingness to show your home by appointment will greatly increase your chances of a fast sale.  During the week, many potential buyers will see your signs and drive by the house.  If they have the chance to see the inside of your house on Tuesday evening, and they decide to put an offer on it, you may not have to hold another open house that Sunday.

The only draw back is that you must make your house available.  Your house has to be clean and ready to be shown at all times.  

Buyer’s agents will want to show your house to their clients.  An agent’s only focus is to help his or her client find a new home.  You are wise to vacate the house during the showing and let the agent do his or her job.

Just remember, the appointment showings won’t last forever.

Tell family and friends

Tell your family, friends, and neighbors that your house is for sale.  They might know someone who would be interested.  Invite them to the open house.  Give them a flyer to pass along.  Post a flyer on your office, church, or club bulletin board.

CREATE AND DISTRIBUTE A FLYER

KCFSBO.COM will help you design your flyer.  The sample flyer shows you all of the points you should consider in a flyer, including:

· The address.

· A photo (color or black & white).  Some people look at dozens of homes.  Include a picture to help them remember your house.

· The asking price.

· A contact name and phone number.

· The basics about the house: number of bedrooms, baths, garages, lot description, neighborhood.

· The benefits and highlights of your home including the appliances which remain.

· The recent improvements and when they were made.

· Points of interest in the neighborhood: schools, parks, shopping, location, access

· On the back, you can include average monthly utility costs, property taxes, any special assessments, homeowners’ association dues, and any other fees.

Step 3: CREATE YOUR SALES PRICE COMFORT ZONE

Odds are, somebody is not going to walk up and hand you a check for the asking price.  It is very important to determine your comfort zone.  For example, you’ve seen 3 houses in your neighborhood that are comparable to yours.  They have asking prices of around $150,000.  You feel that the condition and amenities of your house make your house worth $162,500.  How much are you willing to reduce your asking price to successfully negotiate with a qualified buyer and insure the sale?

You and your partner need to agree on your bottom dollar sales price.  Then, stick to it!  Knowing this number before you ever open your house to potential buyers will give you a sense of certainty when faced with the opinions of people who are looking to buy a house for the lowest price possible.  Having comps from your neighborhood, knowing the value of your house, and knowing how low you are willing to go on the sales price, can prevent you from accidentally accepting a “low-ball” offer.

BE READY TO ADJUST THE ASKING PRICE IF NECESSARY

There are many reasons why the asking price may change.  You may have a contingency contract on the new house you are trying to buy, school may be starting in 8 weeks, or you feel that you are just not getting the response you expected.  Don’t be afraid to lower your asking price.  Reducing the price just a few percent, for example from $162,500 to $159,950, can make a world of difference and make your home seem more appealing for some buyers.

Step 4: WHAT IF A REALTOR WANTS TO SHOW A BUYER YOUR HOUSE?

This is very common and a great way to sell your house!  However, here’s what you need to remember.

All commission percentages are negotiable!

You are not required to pay commission to the buyer’s agent.  It is ultimately the buyer’s responsibility to pay the agent for his or her services. 

In advance, you can decide to pay commission for the buyer’s agent by simply raising the asking price to include the commission percentage.  This money is then figured into the mortgage amount for the buyer.  For example:

	Your Original Asking Price =
	$150,000
	

	A Buyer’s Agent Commission of 3.5% =
	$5,250
	

	The Asking Price for a Buyer with an Agent =
	$155,250
	


Remember, by selling your house yourself, you still save the selling agent’s commission.

No matter how chummy the buyer’s agent is, she or he is working solely for the buyer.  In the end, the agent will always be looking out for the buyer’s interests.  So just be careful what you reveal to the agent as you show the house and during your negotiations.  Keep the relationship on a professional level.

TODAY’S THE DAY OF YOUR FIRST OPEN HOUSE

Guess what?  It might not sell on the first day…but this is your first real chance to let serious buyers get a feel for your lovely home.  Here are some tips for your open house.

Make your home feel welcome by doing the following:

Unlock or open the front door.  Unlock all other doors in the house.

Open drapes and curtains. 

Turn on all lights, including exterior, basement, and garage lights, even in the daytime. 

Bake cookies or get the bread maker going just before you open.  Alternatively, simmer cinnamon sticks and water on the stove.

Put out clean towels, new soap, a nice tablecloth, and fresh flowers. 

Have your flyers, sign-in sheet, and a pen ready.

Use the “Open House Sign In Sheet” included in this packet.

It is important to get the name of each of your guests.  If they have the right to enter your house and learn about it, you have a right to know who they are.

After the open house, write any details about the interested lookers to remind yourself who they are.

Assess your marketing strategy by noting how guests heard about the open house.

Keep this list in case in a few weeks you want to call interested potential buyers to invite them back for a second look. 

Be on time!  Don’t keep your buyer waiting!  If your open house starts at 2:00 p.m., have your Open House signs in position by 1:45.  People will arrive at the appointed hour whether you’re ready or not.

Do not apologize for the condition of your home!  Unless you point it out to the potential buyers, they are not going to notice the little imperfections that you might think are so apparent.  People are looking at the whole house: the layout, how it flows, and big things like the roof, carpet, and kitchen configuration.  Don’t sweat the small stuff!

Make sure that your kids and pets are out of the house.  Have the kids visit a relative or friend during the open houses.  You don’t want to feel that you are neglecting your potential buyers because you are attending to the children.  Keep it fair for them and for you.  Moreover, you don’t want your dog jumping on potential buyers or your kids blurting out something you wouldn’t want a potential buyer to hear. 

Turn off the TV.

Be prepared to talk and listen to the potential buyers.  Try to draw out the buyer’s needs and preferences.  Listen well to help frame a subtle sales pitch geared toward the buyer's interests and needs and how your house can fulfill them.

Ask potential buyers how long they have been looking.  People who are just starting to look for a new house are not as likely to put a contract on your house as someone who has been looking for a while and may have even missed a good opportunity because she or he hesitated in making an offer.

Ask potential buyers if they are pre-qualified.  This will indicate their seriousness.  If they have taken the time to get pre-qualification, they are more ready to make and offer and buy your house!

Don't volunteer personal information that may be used against you in negotiating a sales price or contract.  For example, don't tell potential buyers that you are anxious to sell because you're starting a new job out of state soon.

Don't go overboard praising your house or its features.  Too much praise may seem phony and could end up being used against you when negotiating contract terms. At the same time, do not respond to comments regarding personal taste.

Be cordial, but don't overwhelm potential buyers with energy or enthusiasm. Many people look at dozens of homes; others check out houses as a hobby and don't ever really plan to buy one. If one person doesn't seem interested, concentrate on someone who does.

Keep a sense of humor.  Don’t take anything personally.  Let the people who are filled with negativity roll off your back.  Don’t be discouraged or rejected.  Remember, eventually your buyer will walk through the door and know that this is the perfect house!

Open House Safety Tips:

· Have a sign in sheet and use it!

· Do not leave any jewelry, loose valuables, credit cards or check books in the open or even in the top drawer.  Box up these items and place them out of sight.

· Take prescription drugs out of your medicine cabinet and put them out of sight.

· Move or pack any fragile or easily knocked over items.

Step 5: GETTING YOUR BUYERS TO WRITE A CONTRACT

So, A potential buyer who is standing in your living room says to you, “this house is what I’m looking for.”  Now what?  Ask them if they are ready to make an offer.  If they say yes, you need to be able to hand them a blank real estate contract and discuss some of your terms: earnest deposit, potential closing dates, when you will be able to move, fixtures and appliances that are staying or going.  Tell them to take the contract home, discuss their offer, fill it out, and call you when they are ready to submit it.  Give them the contract, exchange phone numbers and tell them, “We look forward to reviewing your offer!”  It’s as simple as that!

If you haven’t heard anything after a few days, don’t be afraid to follow up.  Give them a call and see if they are still interested.  Invite them back over to view the house again and show it to friends or family.  (Ultimately, you have to sell the house to everybody: parents, siblings, and friends.)  Be helpful but don’t pressure.  Remember how difficult it is to make such a big decision.  Likely, you will receive their offer in a few days. 

EARNEST DEPOSIT

You must require an earnest deposit from a potential buyer.  It simply represents the buyer’s seriousness to his or her offer.  Have the buyer write a check made out to your title company for 1% of the sale price.  Then have your title company deposit the check into an escrow account.  This money will be forfeited if the buyer fails to follow through with his or her end of contract.  If the contract falls through for legitimate reasons, like financing falling through or an inspection revealing an unacceptable condition, the earnest deposit will be returned to the buyer.  At the contract closing, earnest money will be applied to the purchase price. 

Step 6: CONSIDERATIONS WHILE EVALUATING OFFERS

You have the offer in your hand; here are some factors to consider as you make your decision whether to accept or decline it.

Dollar Amount

Is the dollar amount within your sales price comfort zone?

Can you negotiate from this amount?

Closing Date

When do the buyers want to take possession of your house?

Is it convenient?  Too soon?  Too late?

Any Conditions of The Sale

Do the buyers have a “wish list” of things they want repaired or replaced?

Do they want you to purchase a home warranty?

Are there closing costs they want you to pay?

All of these things can be negotiated.

Fixtures and Appliances

The buyer may request to include any or all appliances as part of the sale.  In addition, they may want you to remove the heavy deep freeze that you were hoping to leave in the basement when you moved.

Remember, anything permanently attached to your home is considered part of the property.  You must specify in the contract that you are taking the chandelier, window treatments, etc.

Contingencies

Many offers are written contingent upon the buyer’s ability to sell and close his or her current house within a certain amount of time.  You may ask for more information about their house, (the asking price, its condition, how long it has been on the market, if there is another contingency contract on their home) before accepting.

When you have a contingency contract, it is wise to continue to market your home and accept back up offers.  Just be sure to let the back-up offer know about the first, contingent offer.

Buyer’s Qualifications

Cash buyer: this is rare, and you are very lucky to come across this buyer because closing can be fast and, generally, simple.  Most buyers must secure a loan.

Pre-qualified: the buyer has started the process of getting approval for a loan and in general, meets the lender’s criteria for a loan up to a certain amount.  However, they are not approved for the loan yet.

Pre-approved: the lender has checked the buyer’s qualifications and approved the buyer for a loan.  The buyer should furnish you with a copy of the letter of approval from the lender.

Have not started the loan process: It might take longer for this buyer to close and, in the end, may not be qualified for a loan.  You can ask to look at the buyer’s financial information to check his or her qualifications (income, debt, assets, etc.) and eliminate the obviously unqualified.

Unqualified: This is very risky.  This buyer may ask you to “owner finance” or “lease purchase”.  This is a special circumstance and you are advised to seek legal council.

Loan Types

Conventional: With a conventional loan, you, the seller, will have lower closing costs.  In addition, you will be able to close quickly especially if the buyer is pre-approved.

FHA / VA: With a government loan, you will have additional closing costs.  In addition, it may take a little bit longer to process the loan.  There are certain minimum government requirements for the house (i.e., splash blocks, replacing broken window glass, sealing cracks in the driveway), and an FHA inspection must be done.  However, FHA and VA loan programs allow more people to enter the housing market thus making more potential buyers available to look at your house.  FHA and VA loans are great ways to sell your house.

Step 7: TIPS AND STRATEGIES FOR NEGOTIATIONS

After evaluating and choosing an offer, it is time to enter into negotiations.  In a perfect world, you would have a full price offer from a cash buyer willing to close at your convenience.  In reality, you will have to give a little and ask for concessions.

You have been presented with an offer to purchase your home under a set of conditions.  You can accept it, reject it all together, or present a counter-offer that changes the price or conditions.  In return, the buyer may counter your counter offer.  Buyers and sellers are likely to go back and forth many times before reaching an agreement.  Don’t let your emotions get the best of you.  A home is the biggest investment most people will ever make.  Remember, This is all a part of the process.

The “Absolute Must” List for Negotiating

Always get everything in writing with signatures.  A handshake and verbal agreement is a bad idea and will likely cause problems down the road.  Don’t assume that because you agreed upon a particular detail at the open house, that everyone still agrees to it today.

Until both parties have signed the contract, you may continue to show your house, and negotiate other offers.  But, be careful not to contract with two different parties!

Be specific!  Don’t leave anything unsaid or make assumptions about other’s understanding.

Don’t give away the farm!  Each dollar that you are able to negotiate for yourself goes directly into your pocket, while the buyer only sees an increase of a few cents to his or her monthly payment.  For example:

	Increase in Loan Amount
	Interest Rate
	Increase in Buyer’s Monthly Payment
	Additional Money in Seller’s Pocket

	$1,000
	7%
	$7
	$1,000


Low Ball Offers

Odds are, you will see at least one “low ball” offer.  Don’t necessarily be put off.  There are several reasons why people make low offers.  It may take several rounds of negotiations to determine which sort of buyer you have.

Some Types of Low Ball Offers

Bargain Shoppers:  They are looking for a deal and are not willing to pay more.

House Poor:  They would pay more if they could afford it.

Fishing Expedition:  They are trying to see if you will bite at a low price, but are willing to pay more.  Try making a counter offer that is within your sales price comfort zone.

Step 8: ACCEPT THE OFFER

Once you have come to a mutually agreed upon set of conditions for the sale, you have finalized the contract.  Both the buyer and the seller need to sign the fully revised, final version of the contract.  This does not mean, however, that you cannot amend the contract.  As long as both parties agree, you can add an official amendment to the contract.  Both parties must sign each amendment.

AVOID FRAUD

Fraud is when a person misrepresents a material fact which he or she knows is not true, with the intent to induce the other person to enter into a contract.  Telling a potential buyer that there hasn’t ever been even a trickle of water in your basement, when it actually has happened, is fraud!

Do not misrepresent yourself.  You could be held accountable.  Committing fraud during a real estate transaction is grounds for a lawsuit.

Step 9: LEAD BASED PAINT REQUIREMENTS

If you house was built before 1978, you are required by law to comply with the Residential Lead Based Paint Hazard Reduction Act of 1992.  You must:

· Disclose all known lead based paint hazards and any available reports on lead for your house.

· Give the buyer the EPA pamphlet call “Protect Your Family From lead Based Paint in Your Home”.  This can be attained at www.hud.gov/lea/leadhelp.html
· Give the buyer a 10-day opportunity to test the house for lead.

· Include certain warning language in the contract about the possibility of lead based paint.

· Provide signed statements from all parties verifying that all requirements stated above were completed.

As the seller, you are not required to fix any lead based paint problems and you are not required to pay for the lead based paint inspection.

INSPECTIONS

The buyer will conduct a series of inspections on your home.  You need to make your home available for each and all of these inspections.  This includes leaving your utilities on even if you have already moved out.  Unless you agreed to it during negotiations, you are not required to pay for any of these inspections.  They may include:

· Mechanical Inspection

· Structural Inspection

· Termite Inspection

· Appraisal and Land Survey

· Home Owner’s Insurance Inspection

· Radon Inspection

Step 10: AFTER INSPECTIONS YOU MAY NEED TO NEGOTIATE AGAIN

Results of the Mechanical and Structural Inspections

The inspector will present the buyer with a list of items that she or her considers being in need of repair or replacement.  They can range from broken outlets to foundation repair, and anything in between.  

Consequently, the buyer may present you with a “Punch List” of items she or he wants you to repair.

Unless the repairs are required by the FHA loan inspection, you are not required to make them.

However, it would be a bad idea to consider the punch list an affront.  You are a key player in the success or failure of this selling process.  Show your willingness to see the process through in good faith.  Determine which items you are willing to complete.  Work with the buyer to fulfill his or her needs while protecting your own.  

If you don’t have the time or skills to make the repairs, you may want to negotiate a cash settlement in lieu of repairs.

If the repairs are extensive, get two or three bids and then either offer a cash amount or reduce the sale price by this amount.

Termite Inspection

You are not required to pay for the termite inspection.  However, the seller pays for any termite treatment needed.

Appraisal and Land Survey

If the house does not appraise for at least the selling price, the buyer may have to put more money down or you may have to reduce the asking price.  This will require renegotiation of the original contract.

Radon Inspection

If a high enough concentration of radon is found in your home, the buyer may request radon mitigation, which can cost between $600 and $1,200.

TITLE WORK

You are responsible for providing a “clear title” for the home.  This means that there are no mechanic’s liens on your property, easement disagreements, or conflicts of ownership.  The buyer’s loan company will contact your title company if there are any conflicts with your title.  You are required to clear up any title issues.  This can seriously postpone your closing date or even force the contract to fall through.  If you have any doubt as to the viability of your title, contact your title company now.

Step 11: CLOSING DAY

In most transactions, you will be responsible for paying some of the closing costs.  You can expect to pay for title insurance, the termite inspection, tax proration, homeowner’s warranty, and other miscellaneous costs.

You do not go to the closing.  The buyer signs the closing papers.  Then the loan company issues a check to you for the sales price minus your mortgage amount and closing costs.

Step 12: CONGRATULATIONS!  YOU’VE SOLD YOUR HOUSE!

Now, check out the companion piece to this guide for packing and moving tips.
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