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Q saRealtor, people often ask me why
someone would pay me alump sum
of money to sell their house for them
when they can just sell it themselves. QWhy,O
they ask, Glo | need a Realtor?0After all, they
claim that the market is booming and that all
they haveto 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,
asit 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. Thisis
often referred to as a seller® market, and it is
in this market that sellers sometimes believe
they don®need a Resltor.

BUYING AND SELLING IN ©6

However 2006is forecastedo be a differ-
enttype of year Many articlesl haverecent-
ly readhaveall indicatedanimpendingslow-
downin themarket.Don®getmewrong,the
market is still doing well, especialy in
Philadelphiaand the Main Line. However
housesarenot selling asquickly, andlonger
daysonthemarketarelikely to becomecom-
monplace.In addition, there may not be as
many multiple bids or homes selling in
excessof the asking price, nor are sellers
predictedto getmore moneyfor their house
than their neighborsreceivedfor the same
housejust becaus¢he marketis hot.

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

Thereareusuallytwo Realtorsinvolvedin
areal estatetransactionThereis the Realtor
who representghe seller otherwiseknown
astheselle® agentandthe Realtorwhorep-
resents the buyer, known as the buyer®
agent.In short, eachagentowes a duty of
loyalty andconfidentialityto the partywhom
theyrepresentThereareinstancesn which,
with written consentpneRealtormay repre-
sent both the seller and the buyer In this
case,that personwould be referredto as a
dual agent.In additionto his or her duty of
loyalty and confidentiality, a dual agent
would bebarredfrom takinganyactionto the
detrimentof eitherparty.

REALTORS CAN MARKET

Thefirst priority of the sellei® agentis to
marketthe home.Contraryto popularbelief,
it doestake morethanjust placinga signin
theyardto bring a buyer Whenl list ahome
for sale,| immediatelycall the new listing
into our office voicemailsystemThis allows
numerousagentsto learn first-hand of the
housefor sale.Theseagents,n turn, notify
their buyersandbeginto scheduleshowings
of theproperty Sellerswho don®havea sell-
er@ agentrepresentinghemwould not have
accesgo asmany Realtorsandtheir respec-
tive buyersat onetime, and would thus not

be ableto appriseas many peoplethat their
houseis for sale.

Additionally, when | am marketing ahome,
it is posted on my personal Web site, on
Readltor.com, on Prudentia Fox & Roach®
Web site, and any and al 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 conjunctiorwith this,abuyerwhois not
representednay not learn of their dream
home until it is too late. Evenin a slower
market,if a houseis pricedright andlocated
in a popularand desirableneighborhoodjt
tendsto sell beforeit is ableto be advertised
publicly becausef the leadtime to print in
newspapersr get publishedon the Internet.
An activeRealtorwill tell their buyersabout
new listingswithout delay

REALTORS CAN CLOSE

A Realtoris also useful in successfully
negotiatingand closing the deal. Whensell-
ing a home there is an Agreementof sale
involvedin whichmanytermsandconditions
needto beaddressedA Realtorwill work on
behalfof their client, whetherit is the seller
or the buyer, to achieve, amongst other
things, a mutual salesprice and settlement
date.In determiningan appropriateprice for
a housea Realtor will be able to provide
information about comparablesalesin the
surroundingarea. This is extremelyhelpful

a Realtor

for a sellerwho wantsto receivethe maxi-
mum price possible,as well as for a buyer
who wantsto purchasea homefor fair mar-
ketvalue.

A Realtorwill alsoassistin arrangingfor
property wood infestation,mold and radon
inspectionsUpon completion,the resultsof
suchinspectionsmay needto be negotiated
by aRealtor

Another very important aspect of the
agreemenbf salein which the Realtorwill
be of assistancés the buyei® mortgage A
Realtorwill notonly help a buyerto choose
areputablemortgagecompanybut he or she
alsowill follow up with any pendingmort-
gageissuesto make certainthat the money
andmortgagepapersarrive at settlementn a
timely fashion.As we all know, without the
funds,the housecannotbe purchased.

Somebodysellinga homethemselvesnay
notknowhowto navigateall of themortgage
nuancesandanunrepresenteduyermaynot
know how to find a suitablemortgagecom-
pany Having a Realtorsatisfactorilyhandle
all of theseitemswill help relieve someof
the stressinvolved in making such a large
purchaseClearly, someonewho is working
onyourbehalfto closethedealin afavorable
mannemwill ensurea delightful experience.

Once any differenceshave beenworked
out andthe dealis consideredione,it is still
not completeuntil settlementhas occurred.
A Realtorwill follow up with the title com-
panyto makesurethat, for example thereis
cleartitle, the useand occupancycertificate
is ordered,and all taxesare paid for and
properlyadjusted!f all of thisis doneahead
of time, it will resultin a smooth,friendly
and quick settlementthus makingthe entire
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transactionfrom startto finish all the more
pleasurable.

REALTORS CAN RELATE

Lastly, your Realtorwill, in all likelihood,
becomeyour friend. While searchingor the
idealhome,you andyour Realtorwill spend
countlesshours togetherin the car During
this time, you usuallylearna lot abouteach
otherand your respectivefamilies, and you
build a relationshipwith oneanother

Your Redltor should be someonewhom you can
trust. After dl, ahomeisthe largest purchase you
will make and can be very emotiond, epecialy
for firgt time homebuyers: Itisfor thisresson thet |
have adopted the philosophy of aways doing my
very best to market and sdll ahome as quickly and
profitably for the sdler as possible, and to never
sl ahome to a buyer that they won®love living
in. Whereaperson livesinfluencestheir life Asthe
old adage goes, GHomeiswherethe heart isO ¥
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