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As a Realtor, people often ask me why
someone would pay me a lump sum
of money to sell their house for them

when they can just sell it themselves. ÒWhy,Ó
they ask, Òdo I need a Realtor?Ó After all, they
claim that the market is booming and that all
they have to do is put a For Sale sign on their
front lawn and buyers will come flocking. 

Some of this may have been true in 2005,
as it certainly was a great year for real estate.
It was a year in which buyers were plentiful
and many houses sold quickly, some in multi-
ple bids and for over the asking price. This is
often referred to as a sellerÕs market, and it is
in this market that sellers sometimes believe
they donÕt need a Realtor.

BUYING AND SELLING IN Õ06

However, 2006 is forecasted to be a differ-
ent type of year. Many articles I have recent-
ly read have all indicated an impending slow-
down in the market. DonÕt get me wrong, the
market is still doing well, especially in
Philadelphia and the Main Line. However,
houses are not selling as quickly, and longer
days on the market are likely to become com-
monplace. In addition, there may not be as
many multiple bids or homes selling in
excess of the asking price, nor are sellers
predicted to get more money for their house
than their neighbors received for the same
house just because the market is hot.

Some critics may still say that even if 2006
is not as good a year for real estate as 2005s,
there are still enough buyers in the market-
place that they donÕt need a Realtor to usher
them in. However, Realtors do more than just
bring buyers to houses and open doors; there
are many steps involved in the sale of a home. 

There are usually two Realtors involved in
a real estate transaction. There is the Realtor
who represents the seller, otherwise known
as the sellerÕs agent, and the Realtor who rep-
resents the buyer, known as the buyerÕs
agent. In short, each agent owes a duty of
loyalty and confidentiality to the party whom
they represent. There are instances in which,
with written consent, one Realtor may repre-
sent both the seller and the buyer. In this
case, that person would be referred to as a
dual agent. In addition to his or her duty of
loyalty and confidentiality, a dual agent
would be barred from taking any action to the
detriment of either party.

REALTORS CAN MARKET

The first priority of the sellerÕs agent is to
market the home. Contrary to popular belief,
it does take more than just placing a sign in
the yard to bring a buyer. When I list a home
for sale, I immediately call the new listing
into our office voicemail system. This allows
numerous agents to learn first-hand of the
house for sale. These agents, in turn, notify
their buyers and begin to schedule showings
of the property. Sellers who donÕt have a sell-
erÕs agent representing them would not have
access to as many Realtors and their respec-
tive buyers at one time, and would thus not

be able to apprise as many people that their
house is for sale.  

Additionally, when I am marketing a home,
it is posted on my personal Web site, on
Realtor.com, on Prudential Fox & RoachÕs
Web site, and any and all of their related sites.
An ad is placed in the Philadelphia Inquirer
and any neighborhood newspapers that the
seller desires. Prudential has also recently
begun to advertise on Comcast Cable televi-
sion. All of these advertising venues would be
very costly, and some of them would be inac-
cessible to an unrepresented seller, but they
would be included in the package when list-
ing their home for sale with a Realtor.

In conjunction with this, a buyer who is not
represented may not learn of their dream
home until it is too late. Even in a slower
market, if a house is priced right and located
in a popular and desirable neighborhood, it
tends to sell before it is able to be advertised
publicly because of the lead time to print in
newspapers or get published on the Internet.
An active Realtor will tell their buyers about
new listings without delay.

REALTORS CAN CLOSE

A Realtor is also useful in successfully
negotiating and closing the deal. When sell-
ing a home there is an Agreement of sale
involved in which many terms and conditions
need to be addressed. A Realtor will work on
behalf of their client, whether it is the seller
or the buyer, to achieve, amongst other
things, a mutual sales price and settlement
date. In determining an appropriate price for
a house a Realtor will be able to provide
information about comparable sales in the
surrounding area. This is extremely helpful

for a seller who wants to receive the maxi-
mum price possible, as well as for a buyer
who wants to purchase a home for fair mar-
ket value. 

A Realtor will also assist in arranging for
property, wood infestation, mold and radon
inspections. Upon completion, the results of
such inspections may need to be negotiated
by a Realtor. 

Another very important aspect of the
agreement of sale in which the Realtor will
be of assistance is the buyerÕs mortgage. A
Realtor will not only help a buyer to choose
a reputable mortgage company, but he or she
also will follow up with any pending mort-
gage issues to make certain that the money
and mortgage papers arrive at settlement in a
timely fashion. As we all know, without the
funds, the house cannot be purchased.

Somebody selling a home themselves may
not know how to navigate all of the mortgage
nuances, and an unrepresented buyer may not
know how to find a suitable mortgage com-
pany. Having a Realtor satisfactorily handle
all of these items will help relieve some of
the stress involved in making such a large
purchase. Clearly, someone who is working
on your behalf to close the deal in a favorable
manner will ensure a delightful experience.

Once any differences have been worked
out and the deal is considered done, it is still
not complete until settlement has occurred.
A Realtor will follow up with the title com-
pany to make sure that, for example, there is
clear title, the use and occupancy certificate
is ordered, and all taxes are paid for and
properly adjusted. If all of this is done ahead
of time, it will result in a smooth, friendly
and quick settlement, thus making the entire

transaction from start to finish all the more
pleasurable.

REALTORS CAN RELATE

Lastly, your Realtor will, in all likelihood,
become your friend. While searching for the
ideal home, you and your Realtor will spend
countless hours together in the car. During
this time, you usually learn a lot about each
other and your respective families, and you
build a relationship with one another. 

Your Realtor should be someone whom you can
trust. After all, a home is the largest purchase you
will make and can be very emotional, especially
for first time homebuyers. It is for this reason that I
have adopted the philosophy of always doing my
very best to market and sell a home as quickly and
profitably for the seller as possible, and to never
sell a home to a buyer that they wonÕt love living
in. Where a person lives influences their life. As the
old adage goes, ÒHome is where the heart is.Ó   ¥
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Not  as easy as it  looks: There is more to buying and selling than the lawn sign.


