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Five Reasons 
Why a FSBO may want to re-think their decision… 

Reason Number 1  
The first reason is that For Sale By Owners have a track record of selling for less, 
around 70 to mid 80 cents on the dollar compared to a Realtor-assisted sale! That’s a 
bona fide, verified fact, and it’s been the case every year for the last 6 years.  (Source: 
NAR Yearly Profile of Home Buyers and Sellers)  For Sale By Owners sell for 
somewhere between 70 cents to the mid 80 cents on the dollar.   
 
Many FSBO’s are not going to understand why they sell for less and I don’t blame them 
because most agents don’t understand why.  See what they’re actually doing is pushing 
away the people who are willing to pay top dollar and attracting the investors and 
others who are trained bottom feeders.   Buyers attracted to For Sale By Owners are 
bargain hunters or investors.  Period.  The track record shows it.   
 
So, _____, if you were looking to buy a home like you have, couldn’t you walk into any 
real estate office in the city, hire an agent, have that agent show you all the properties 
that are available on the computer, take you on a door to door tour of the top 10 or 12, 
tell you which is a good value, tell you which isn’t a good value, _____, write a contract 
that protects you, not the seller, arrange the financing for you, manage all of the dozens 
of details of the transaction itself and, _____, what is that going to cost you? So, you’re 
saying it’s going to cost you nothing, right?  So, _____, why would a buyer forgo all 
those benefits to do all this work themselves when they don’t save anything?    
 
“What does that have to do with selling my house?” 
_____, it has everything to do with how you can sell your home for top dollar.  See, 
virtually all of the people, all of the buyers, the very buyers you’re looking to attract are 
not going to be attracted to buying your home.  You’re pushing them away just because 
you’re For Sale By Owner.    
 
“But, this is a great house, priced well.” 
It’s priced really well compared to houses listed in the MLS, which are exposed to 100% 
of the buyers.  Here’s the point.  You’re exposed to the buyers who are investors who 
need to buy low.   Let’s say you were to buy a pair of shoes today, a nice pair of dress 
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shoes.   _____, what might you pay for them. ($200-300)  OK, good.  And let’s say you 
took them home, kept them in the box and never wore them.  And Saturday you say, 
you know, I’m going to sell them, I don’t want them.  And you put them on your 
driveway.  Could you get $200-300 for them? (No) If you sold them at all what do you 
think is the most you’d ever get? ($50?) If you’re lucky and if you sold them at all.  
Now, that’s exactly how retail buyers are looking at your home, even as nice as your 
home is.  Because the shoes are nice, right?   
“Yeah, never been worn.”  
So, why are you going to sell it for less?  It’s because of who you attract as buyers.  
 
And the results show that For Sale By Owner’s have the exact same track record that 
you would if you were to try to sell your new shoes because you attract the same buyer 
mentality.    
 
“Well, what if some people don’t want to work with agents?”  
Sure, the people who have credit problems, or they want you to finance the home 
purchase for them, or the deal hunters.  Turn on your TV any weekend and you’ll see 
Carlton Sheets, Dave Ramsey Robert Kiyosaki, Ron Legrand and others.  You’ll see all 
these people who are training people by the tens of thousands to get rich quick.  And do 
you know what they tell them to do without exception?  Look in the newspaper.  Call up 
For Sale By Owners, because FSBO’s don’t know the value and they don’t know the 
contract.  So, I guess the question is since you’re trying to sell your home for more and 
yet you’ve got a track record of selling for less. Can I tell you what number 2 is?   
  
Reason Number 2  
Number 2 is you have directly conflicting interests with the buyer.  You’re trying to sell 
for top dollar, _____, correct?  Have you ever heard the expression...investors make 
their money when they buy a home?  Yeah, and that’s what buyers are being counseled 
today.  So, they’re looking to get the best value and you’re looking to get top dollar.  Can 
I share what buyers tell me all the time when we’re in my car?  We’ll drive by a FSBO 
and they’ll ask, “Why would anybody buy a For Sale By Owner?  This is so 
complex...this is so complicated...I have so much of my money at risk, I would never 
deal directly with a seller.”  Most buyers never even want to see a seller.  They’re 
interested in a home, not the person.  And here you think you’re going to negotiate 
directly with a buyer?  Can you see why a lot of For Sale By Owner sales never close 
escrow?  Most buyers just don’t want to be in this position so they hire an agent to 
negotiate for them, _____, and that’s for free.  By the way, that’s what  
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Realtors do too, _____.  When we buy and sell homes we actually hire another agent 
to do our negotiating for us...because we deal with two emotional hot buttons.  Number 
1, where do people live?  Their home.  And number 2, their money.  
 
 Reason Number 3  
The 3rd problem, the 3rd challenge, the 3rd danger that you have is that you have no 
safety net.  None.  You have no financial safety net.  (huh?)  I carry a $1 million Errors 
& Omissions insurance policy on every transaction I do.  Every single one.  And, I know 
what I’m doing.  As a seller, _____, do you know what your E&O protection is?  (I have 
home insurance...)  Good, so do I.  That’s not E&O.  I have auto insurance.  I have life 
insurance.  Those aren’t E&O.  I have health insurance.  That’s not E&O.  It’s a different 
type of insurance entirely.   
 
It says that if the buyer comes back in 2, 3, 4, 5, 6 years and decides to litigate against 
you, your E&O protects your equity and every asset that you’ve got.  (Well, you’re just 
trying to scare me...)  Well, _____, if scaring you with the truth is frightening, then 
you’re right.  Its like if a doctor tells somebody to quit smoking, quit drinking or eat 
right are they giving them the truth or are they scaring them?  It’s interesting you 
wouldn’t drive across town without auto insurance and you don’t even know that you 
have a need for E&O protection.    
 
Did you know, _____, that the average American is going to get sued a couple of times 
in their life? And, _____,  it’s people like you that have a lot of equity and no 
protection that are the target.  You’re a sitting duck for a good attorney.   
 
Reason Number 4   
Number 4 is the physical danger you’re putting your family into by letting strangers 
into your home.  I mean, this is the new millennium.  How smart is that?  (Well, I’m 
here any time someone comes to the house...)  I know.  Do you work during the day?  
(Yes)  And, let me ask you a question.  If someone were to knock on your door right 
now and wanted to come through what would you tell them?  Sure, come through.  
What if it’s 1:00 on a Thursday?  (If I’m home...)   
 
What if you’re not home?  See, everyone coming through your home when you list with 
me...will be fully qualified and accompanied by a licensed real estate agent.    
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Reason Number 5  
And, the 5th problem is...and this is no small problem...that you don’t know the 
contract.  I don’t mean that in a bad way, I mean, a bunch of the agents don’t know the 
contract either, it’s just that I’ve never met a For Sale By Owner that knew the contract.  
The problem you’ve got here is this...how do you know what you’re signing?  It’s the 
blueprint for your equity; on how this transaction is going...and how do you know what 
you’re signing?    
 
“It can’t be that hard. There are hundreds of homes sold every day.” 
That’s like saying there are hundreds of operations being done at the local hospital 
every day.  Are they done by people on the street or are they done by highly trained 
professionals?    
 
“Yeah, well I can have my attorney look at it.” 
Sure, and that might be a good idea normally.  The challenge that most people have is 
that when an attorney takes a look at it...we call them deal killers. Since 99% of all 
FSBO’s are transacted without attorneys any time you get an attorney in the 
loop...honestly, _____, they don’t know real estate and since they don’t know real 
estate they put a bunch of things in the contract that will scare off a buyer and you still 
have to pay them $x hundred a hour and their E&O protects them, not you.  It’s a 
different E&O policy entirely.  
 
So, the real question is, what’s that attorney going to do to drive more business to you?  
What’s that attorney going to do to drive more buyers to you?  That’s not their job. 
Since For Sale By Owners have a track record of selling for less by 2 1⁄2 times the 
commission you’re hoping to save...why aren’t we already meeting?    
 
Summary  
_____, I understand, this is confusing.  Before our call today you probably never 
thought it was so difficult and your head’s probably swimming wondering ‘oh, my gosh, 
it sounds true but I don’t want it to be true’ because it’s new information and I 
understand.  When people learn that 90% of an iceberg is under water, that the huge 
mountain they see is only a tiny fraction of what’s really there, then people decide, ‘you 
know what, there’s a lot about this I don’t know.  I probably am going to be better off to 
at least set an appointment to learn a little more about this’ and really, that’s the reason 
for my call.  Is your calendar handy? 


