
LISTING -VS- FOR SALE BY OWNER 
 

WORK WITH URGENT BUYERS WILLING TO PAY MORE 
 

ISSUE. . . . There are four major categories of home buyers: 
 
1. First Time Buyers - These people don’t understand the home buying process and 
fear being taken advantage of. They primarily work with real estate agents be-
cause there is no cost to them and they receive the personal help they need. 
 

2. Out of Town Buyers - These people don’t know the area or it’s value, and have 
limited time to shop. They often have an urgent need for a new home due to corpo-
rate transfer, and use a local real estate representative often obtained through a 
relocation service to prescreen homes and guide them through the process.  
 
3. Investors - These people seek bargains. They know value and they know “by 
owner” Sellers do not pay a real estate commission. They subtract this commis-
sion amount from your asking price in order to buy investments below market 
price. The “by owner” ends up doing all of the work and it is the investor who saves 
the brokerage fee. 
 
4. In-Town Moving Up/Down - These people are often not in urgent need of a home 
because they already have one. The only reason they bother to scout and negotiate 
with individual homeowners on their own is to try and save the brokerage fee. 97% 
of local Buyers who have an urgent need to move use a real estate agent because 
of the free service, added protection, and the need to sell their home. 
 
SOLUTION . . .  I put the area’s 8000+ real estate agents to work selling your home 
that work with the vast majority of the best, most urgent local and out of town 
Buyers willing to pay top dollar for your home. 



WORK WITH QUALIFIED BUYERS 
 

ISSUE. . . . Many make the mistake of judging the effectiveness of their home mar-
keting by the number of people who view their home. Success should be measured 
by the number of qualified offers you receive. People tour homes for many reasons, 
including the majority who enjoy looking but waste your time by not having the 
funds or intention to buy now. 
 
SOLUTION . . . Real estate agents require their Buyers to get pre-approved (not just 
pre-qualified) with a lender for the amount of your home. All viewing your home 
with an agent are serious about buying and have the funds available to buy your 
home. This dramatically improves your odds of selling for the amount you require 
within your time frame. 
 
 
 

TAKE ADVANTAGE OF 8000+ PROFESSIONALS 
 

ISSUE. . . . Many “by owner” Sellers believe that if they agree to cooperate with 
agents by offering a 3% fee, this will provide the same opportunities to sell their 
home as with a full service listing. However, in a traditional real estate transaction 
there is one agent solely representing the Seller and one solely representing the 
Buyer. In a cooperating “by owner” transaction, the Buyer’s agent must handle 
both sides which is TWICE THE WORK AT HALF OF THE NORMAL PAY. This also 
increases the odds that the transaction will not close and the likelihood that all 
parties, including the agent, will be involved in a law suit. Due to these issues, the 
reality is that most agents, especially the top agents that sell most of the homes, 
avoid showing “by owner” properties unless they have shown the multitude of fully 
listed homes first, and none of those meet their Buyer’s needs. 
 
SOLUTION . . . Allow me to provide you with a full service listing and take full advan-
tage of all of the benefits outlined in this document. You may not realize that you 
can actually net more money and avoid major hassles with a full service agent as 
opposed to selling on your own.  



PRICE YOUR HOME PROPERLY TO ACHIEVE YOUR GOAL 
 

ISSUE. . . . Housing prices are affected by supply and demand as well as timing 
(much like the stock market) and are determined by willing Buyers, willing Sellers, 
and lending appraisers. Not having a full understanding of this complex market 
causes many Sellers to make critical errors in setting their price at the crucial 
time when the home is first placed on the market. Common mistakes include pric-
ing based upon rumors of what the neighbors received, pricing too low, value 
based upon emotional attachment, or going by how much is desired to obtain a 
new home. Overvalue issues can cost you equity just as undervalue can, and it af-
fects the time your home is on the market. The wrong pricing strategy limits your 
exposure, the number of offers you receive, and the amount you eventually receive 
in proceeds.  
 
SOLUTION . . . I will provide you with my knowledge and factual data on comparable 
home sales in your area in order for “you” to determine the best pricing strategy 
to get you where you want to be in the time frame you need to be there. 
 
 

ATTRACT BUYERS WITH FINANCING OPTIONS 
 

ISSUE. . . . Many potential Buyers are unaware of the affordability of your home 
based on the 350+ financing options available today. Due to the complexity of 
these options, most Sellers find it difficult to convey all of the details to attract po-
tential buyers. Issues include rental comparisons, tax advantages, cash flow, re-
turn on investment, closing and prepaid costs, down payment, mortgage insur-
ance, hazard insurance, and property taxes. Additionally, certain mortgage types 
that Buyers may desire have costs that the Seller is required to pay, that may not 
be discovered until the closing meeting. 
 
SOLUTION . . . I have the knowledge and resources available to protect your bottom 
line and attract all types of Buyers utilizing various techniques and means regard-
ing investment and financing options.  



AGGRESSIVE MARKETING MAXIMIZES YOUR EXPOSURE 
 

ISSUE. . . . It is a mathematical fact that the greater the number of Buyers your 
home is exposed to globally, the better your odds will be of finding the right Buyer 
willing to pay top dollar for your home. It is VERY EXPENSIVE for “by owner” Sell-
ers to achieve the level of effective exposure required to receive maximum equity 
on their own. It is a less known fact that most real estate agents are required to 
pay for home marketing completely out of their own pocket, which can conflict 
with your interests. 
 
SOLUTION . . . Prudential Utah funds the exposure and showcasing of your home 
with the area’s top marketing, taking full advantage of the impact of the Pruden-
tial brand. Your customized marketing campaign may include the following: 
 
 

  Your Home On The Multiple Listing Service 
 

  Installation Of A Highly Visible Yard Sign 
 

  Take-One Flyer Box On Yard Sign 
 

  Directional Sign Installed At Cross Streets 
 

  Professional Photography Of Home 
 

  Custom Designed Color Brochure Of Home w/ Photos 
 

  Key Safe Lock Box Installed On Property 
 

  Color Ad In Homes Illustrated Real Estate Magazine 
 

  Text Ad In Salt Lake Tribune Newspaper 
 

  Home Featured In The Popular Craigslist Classified Ads 
 

  Personally Conducted Open Houses w/ Statistics Display 
 

  Just Listed Color Postcards To Neighbors 
 

  Listing Promoted To Realtors & Buyer Clients 
 

  Automated Home Feature Information Telephone Hotline 
 

  Seller Statistics Reports On Web Site Hits & Showings 
 

  Featured On My Personal Website GordonHuntRealEstate.com 
 

  Virtual Tour With Panorama Or Pan & Scan Of Home On Websites 
 

  Home Featured On Up To 500 Major World Wide & Relocation Websites 
 
 



DON’T SELL YOURSELF SHORT DUE TO LACK OF SELLING SKILLS 
 

ISSUE. . . . Knowing how to show a home properly and sell it is an acquired art form 
that entails much more than letting people in the front door and pointing out 
where the kitchen is. It takes decades to develop effective skills. 
 
SOLUTION . . . I specialize in knowing how to determine buying motives, buyer needs, 
problems and their implications, discovering and overcoming objections, market 
statistics, overcoming the competition, and closing the deal. My highly tuned sell-
ing skills will increase your odds of selling more quickly and for more money. 
 
 

DON’T MISS OPPORTUNITIES WHILE YOU’RE AWAY 
 

ISSUE. . . . While you are at work or away from your home, Buyers are out looking at 
homes. Many business professionals, relocation customers, and other Buyers only 
shop during weekdays or may only be in your area for a short period of time. If you 
miss them, they don’t give you a second chance to show your home. 
 
SOLUTION . . . As part of my service, your home will be available to Buyers while 
you’re away or at work with the use of a key safe (lock box). Agents are required to 
make arrangements through me prior to showing your home, and the lock box 
electronically tracks all agents accessing your home by date and time. 
 

ENJOY YOUR PERSONAL TIME 
 

ISSUE. . . . Attempting to sell your own home is time consuming. It requires you to 
be stuck at home every night and weekend, week after week, while you conduct 
open houses, show your home, arrange for advertising, and follow up on leads. Ad-
ditionally, it often requires you to take time off from work. Also, it is a fact that 
when you and your family are not present during a showing, Buyers are better able 
to envision living in your home. 
 
SOLUTION . . . I devote my time to the effective marketing of your home so you can 
spend your personal time with your family doing the things you enjoy, and preserve 
your personal time off from work for vacation activities.  



STOP ANNOYING CALLS & UNSCHEDULED INTERRUPTIONS 
 

ISSUE. . . . Answering and returning continuous phone call inquiries from unqualified 
callers, bargain hunters, and investors at all hours can become frustrating and 
time consuming. People dropping by without an appointment at inappropriate 
times infringes upon your privacy. And, the pressures of Realtors calling and visit-
ing to obtain your listing can become annoying as well. 
 
 

SOLUTION . . . As part of my service, you will no longer be disturbed by these calls. I 
field these calls and schedule with you for qualified Buyers accompanied by myself 
or another licensed agent to view your home.  
 
 
 

AVOID PERSONAL SECURITY RISKS TO YOUR FAMILY 
 

ISSUE. . . . The vast majority of people are very kind and honest, but the fact re-
mains that you are working with strangers whom you have no idea of their inten-
tions that are asking you to invite them into your family home. 
 
SOLUTION . . . As part of my service, all parties admitted into your home will be ac-
companied by myself or another licensed agent. And, open houses and showings 
will be conducted without the presence of you and your family. 
 
 

PROTECT YOUR PERSONAL PROPERTY 
 

ISSUE. . . . When multiple people are viewing your home simultaneously, it can be dif-
ficult to keep track of all parties as they spread out to various areas and levels of 
your home, exposing your valuables to the public. 
 
SOLUTION . . . As part of my service, you will be advised as to how to best protect 
your valuables and medications, etc. 



EFFECTIVE ENHANCEMENTS & HOME STAGING 
 

ISSUE. . . . Many homeowners make the mistake of completing costly improvements 
prior to selling their home that do not provide a dollar for dollar return. Other 
homes require repairs, cleaning, and enhancements to optimize the value. And, 
each home needs to be properly uncluttered and staged in order to allow Buyers 
to emotionally become involved and envision their future living in the home. 
 

SOLUTION . . . I provide you with videos, books, knowledge, and advice on the art of 
how to properly prepare and display your home to attract Buyers and maximize 
your equity. 
 

OBTAIN FAVORABLE PRICE & TERMS USING A THIRD PARTY 
 

ISSUE. . . . Many Sellers are too emotionally involved in their property, lack tactical 
skills, or don’t negotiate large transactions often enough to effectively negotiate 
the sale of their most important asset. Reactions to offers are often unintention-
ally based upon emotion and cause missed opportunities. And a lack of knowledge 
regarding the ramifications of financing, contract contingencies, and contract ad-
dendums can cause lost equity. 
  

SOLUTION . . . I’m a third party that will advise you, effectively communicate your re-
quirements and utilize my extensive training, experience, and expertise to effec-
tively negotiate the best possible price and terms to serve your needs. 
 

GET THE PAPERWORK & PROCEDURES DONE CORRECTLY 
 

ISSUE . . . Real estate transactions are complex. Federal, State, and Local laws are 
constantly changing. Most “by owner” sellers do not sell a home often enough to 
keep up with legal contracts and the multitude of addendums, disclosure obliga-
tions, paperwork flow, and timing of events and resources required to protect 
their interests and complete the transaction. 
 

SOLUTION . . . I am familiar with the laws, contracts, paperwork, and procedures of 
a real estate transaction. I provide all of the forms and protect your interests, now 
and in the future with my advice, procedures, and resources giving you peace of 



GET THE TRANSACTION CLOSED 
 

ISSUE . . . The majority of the work in a real estate transaction begins “after” you 
accept an offer on your home. Many issues can, and often do go wrong during this 
period, including issues involving loans, appraisals, insurance, inspections, repairs, 
title, contract contingencies, the sale of the buyer’s existing home, possession re-
quirements, and personal issues such as divorce to name a few. 
 
It is a statistical fact that MOST “BY OWNER” TRANSACTIONS END UP NOT 
CLOSING. This failure to close creates many problems for the Seller, including the 
fact that the sale often falls apart after the move out of the home has com-
menced. This issue can be very costly, as it takes your home off of the market, 
causes you to miss out on other offers, and leaves you right back where you 
started. It also interferes with future commitments, requiring double mortgage 
payments, or causing you to miss out on a particular new home you desire. 
 
SOLUTION . . . I carefully orchestrate all of the various entities and activities for you. 
I know how to prevent the vast majority of these problems from occurring and 
have the resources to solve the unforeseen problems so you can embark on your 
exciting new future on schedule with peace of mind.  
 
 

NO COST, PROFESSIONAL ASSISTANCE BUYING A NEW HOME 
 

ISSUE . . . Finding the right home in a changing market, evaluating the value, negoti-
ating the best price and terms, preparing the contract, protecting your interests, 
and orchestrating the transaction to close are among the issues involved in get-
ting you where you want to be. 
 
SOLUTION . . . I will help you with the process of buying a new home at no cost. If you 
are making a local move, in many instances, I can time the transaction so you close 
on the sale of your existing home on the same day as you close on your new home. 
If you are moving out of the area, I can refer you to a top agent to represent you at 
your destination. I look forward to the possibility of serving you! 


