
The information in this For Sale By Owner Resource Packet is 
designed to ensure a quick and successful sale of your home. 
There is no cost or obligation to you. 

The recommendations and checklists in this kit are the result 
of years of experience helping owners sell and move. I offer it 
to you based on my core value of helping others succeed. 

In addition, this valuable resource is provided  to you in the 
hopes that you keep me in mind should the time come for you 
or your buyer to use my services.

If you would like a comprehensive analysis of how your 
property compares to other homes that have been recently 
on the market or are currently for sale in your area, please 
reach out to me via the contact info below. 

Prepared and presented to you by:

 Herman W. Redd, MBA 
  732. 915.8667 
 Herman.redd@cbmoves.com 
  www.realestatereddnj.com 
 www.hermanredd.com   
   Real Estate Sales Associate, REALTOR  

For Sale By Owner               
(FSBO)Resource 

Packet

http://www.realestatereddnj.com
http://www.hermanredd.com
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WRITING EFFECTIVE ADS
1. List all of the best features of your home and pick the top 5. 

2. Use an attention-getting opening statement about the home. 

3. Less is more. Include some facts about the house (# of 
bedrooms, # of baths, price, etc.) but keep it brief. 

4. Use words that appeal to all of the senses. 

5. Focus your ad on the items of your top 5 list. 

6. Avoid exaggerating the features of your home that you like 
best, as they may not be the features that the potential buyer 
likes best. 

7. Include your name, phone number, email address and web site.

8. Use photos that show the best feature of the house rather than 
the standard front shot. 

9. End your ad with a call to action: “For a private showing, call 
555-1234 today.”

10. According to the Newspaper Association of America, here are 
the top things a buyer want to know about a property:

1. Location

2. Price

3. Type or style of home

4. Square Footage

5. # of bedrooms

6. # of bathrooms

7. Lot size

8. Amenities

9. Garage size 

10. Phone number



ANSWERING INQUIRIES
1. To generate more inquiries, don’t put everything about your 

property in the ad. This gives the reader a reason to call and 
find out more. 

2. Remember your objective in handling inquiries is to cause the 
caller to want to see the house. You can’t sell the house over the 
phone. 

3. When you are running ads, make sure you are available to 
handle inquiries during peak response times, especially evenings 
and weekends. Always put your phone number on your yard 
sign, so that drive-by shoppers know how to contact you for 
showings. If you are running an ad on the internet, respond to 
email inquiries with an invitation to call for a showing 
appointment. 

4. Always thank the person for calling about your house. It’s a 
polite and friendly way to start a conversation.

5. Always trade names with the caller, and ask for their phone 
number, so that you have a record of who inquired for follow 
up. 

6. The caller will usually ask you questions about your house right 
at the beginning of the call. Always give a direct answer to a 
direct question and then, to keep the conversation going, ask a 
probing question of your own. 

1. Question: How many bedrooms does your house have?

2. Response: We have three bedrooms. How many were you 
looking for?

7.  Invite questions from the caller by asking, “What can I tell you 
about the house?”

8.  Before agreeing to an appointment for a showing, always ask the 
caller, “ Have you been pre-qualified by a lender in my price range?” 
This will avoid getting tied up in a contract with a buyer who 
cannot afford your home. 

9.  Before agreeing to a showing, always ask the caller if they have 
to sell their present home first in order to buy yours. Studies show 
that 7 out of 10 buyers are really lookers who cannot buy until their 
home is sold, and their home isn’t even on the market. 



PREPARING YOUR HOME 
FOR SHOWING AND SALE
1. Secure all necessary legal documents and use them to protect 

yourself from fraud. 

2. Both the purchaser and the lender will require satisfactory 
proof that you have a good title to the property.

3. Buyers and lenders will want a satisfactory survey including all 
easements, rights of way and encroachments.

4. Have current tax information available. 

5. Have all utility bills available. 

6. Have information about your insulation type and thickness 
available. 

7. Have all warranties on roof and appliances available. 

8. Check your property with a critical eye. Buyers will look for 
faults which could cost them money to remedy. 

9. Clean up, fix up and paint. You have only one chance to make a 
good first impression, so invest time, money and energy on curb 
appeal. 

10. Rearrange the furniture to create the most open space. If you 
have too much furniture, remove some and store it. Six very 
important words: NO CLUTTER, NO CLUTTER, NO 
CLUTTER!

11. Keep the house immaculate at all times, since showings are not 
scheduled events. Remember that you are competing against 
every similar home on the market. Pay particular attention to 
the bathrooms and the kitchen. In the bathroom, towels should 
be fresh and clean, sinks and baths scrubbed, and the floor 
freshly cleaned. In the kitchen, make sure all the dishes are put 
away and the countertops and sinks are cleaned. 

12. Turn off the television. Play soft music. Open the shades and 
turn on the lights. Check the thermostat to make sure that the 
house is at a comfortable temperature. 



13. Keep children and pets out of the way during showings. 

14. Get every buyer’s name and phone number to follow-up. 
Almost no buys a home on the first visit. 

15. Give all family members assigned jobs in advance that will go 
into action when a short-notice showing is scheduled. Everyone 
must know their duties and carry them out so that you don’t 
end up banging into each other trying to get everything done 
quickly. 

16. Open every window covering. All drapes, curtains and blinds 
should be positioned to let in maximum light. Buyers like a 
house to be “light and bright” so accommodate them. Turn on 
as many lights as possible. 

17. Make sure the house smells good. Baking cookies, often 
recommended, may be overdoing it, but pet odors, smoke, or 
greasy cooking odors definitely will not work. Air out the house 
just before the scheduled showing, but close the windows 
(unless it is a perfect day) before they arrive. 

18. Make sure Fact Sheets are available and easily accessible. The 
dining room table is an ideal place for them.



PRICING STRATEGY 
ANALYSIS
1. Is the local market rising, falling or staying even?

1. Rising

2. Falling

3. Staying even

2. Is my opinion of value based on actual neighborhood sale 
prices?

1. Yes

2. No

3. How many homes in the area are competing against mine right 
now? _______

4. How does my home compare?

1. Better

2. Worst 

3. Even

5. Have any neighborhood homes been on the market too long?

1. Yes

2. No

6. If “Yes” to the previous question, why?

1. Price

2. Condition 

3. Other

7. Does my home align more with larger or smaller homes in the 
surrounding area?

1. Larger

2. Smaller



8. Are my financial needs influencing my asking price?

1. Yes

2. No

9. Is my original purchase price influencing my asking price?

1. Yes

2. No

10. Am I willing to price it right and stand firm?

1. Yes

2. No

11. Are the benefits of moving important enough to price my home 
at market value?

1. Yes

2. No



ESSENTIAL VENDORS 
From the time you sign a contract to closing, the following types of 
vendors are a necessary part of any successful closing. Please feel 
free to use any of my trusted sources listed below. 

Home Inspections 

4 Seasons Home Inspections

1308 Centennial Ave., Suite 160

Piscataway, NJ 08854

877.547.7383

Mortgage Lender/Broker 

Benchmark Lending

Barry Cooper

732.547.7226

barrycooper.com

Title Company 

Commonwealth Title Monmouth

64 W. Main Street

Freehold, NJ 07728

732.431.0540

http://barrycooper.com


HOW TO PROTECT 
YOURSELF (AND NOT GET 
SUED)
✦ Complete a seller’s disclosure

✦ Set up an escrow account

✦ Use a legal purchase/sale agreement

✦ Use the services of a reputable title/mortgage/escrow company

✦ Pull all permits

✦ Follow all rules for signage and marketing

✦ Make clear in writing what is and is not included

✦ Have a survey done

✦ Maintain consistent and regular communication with all parties 
involved

✦ Avoid discrimination

✦ A certified home inspector should be used

✦ Invest in a home warranty

✦ Document all communications in writing

✦ Hire an attorney who specializes in real estate

✦ Keep all documents

✦ HIRE A PROFESSIONAL REAL ESTATE AGENT 



Guest Registry  



REASONS WHY SELLING 
YOUR HOME YOURSELF 
CAN BE MORE 
CHALLENGING THAN YOU 
THINK

There are too many people to negotiate with. 

Here is a list of some of some of the people with whom you must 
be prepared to negotiate with if you decide to sell your home 
yourself:

• The buyer who wants the best deal possible.

• The buyer’s agent, who solely represents the best interest of 
the buyer.

• The buyer’s attorney 

• The home inspection companies, who work for the buyer 
and will almost always find some problems with the house. 

• The appraiser if there is a question of value.

Exposure to Prospective Buyers 

Recent studies have shown that 89% of buyers search online for a 
home.  Most real estate agents have an internet strategy to 
promote the sale of your home. Do you?

Leverage the Buyers Agents  

It is important to target REALTORS who have buyers and offer 
them an incentive to show your home to QUALIFIED buyers.



For Sale by Owner Sales has Become More and 
More Difficult 

The paperwork involved in selling and buying a home has 
increased dramatically as industry disclosures and regulations have 
become mandatory. 

You Net More Money When Using an Agent 

Many homeowners believe that they will save the real estate 
commission by selling their home on their own. Realize that the 
main reason buyers look at FSBOs is because they also believe they 
can save the real estate agent’s commission. The seller and buyer 
can’t both save the commission. 



BOTTOM LINE:
Regardless of whether or not this packet has prompted you 
to reconsider using a real estate professional to market and 
sell your home, I would still like to sit down with you and 
see if there is a way that we could work together to get 
your home sold faster and for more money. 

If you would like a comprehensive analysis of how 
your property compares to other homes that have 
recently been on the market or are currently for sale in 
your area, please reach out to me via the contact info 
below my photograph. 

Prepared and presented to you by:

Herman W. Redd, MBA 
732. 915.8667 
Herman.redd@cbmoves.com 
www.realestatereddnj.com  
www.hermanredd.com 
Real Estate Sales Associate,  
REALTOR 

http://www.realestatereddnj.com
http://www.hermanredd.com
http://www.realestatereddnj.com
http://www.hermanredd.com
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