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Twelve
Real Estate Myths

1. Real estate agents are paid a salary — No, they only get paid if they sell a house.
The commission on a house sale legally gets paid to the agent’s brokerage. After the
brokerage takes their split and after any other fees have to be paid, the agent gets
the rest. An agent’s time and expenses are 100 percent on them. Whether it's show-
ing 20 houses, hours of research, advice or dozens of phone calls, there is no other
reimbursement.

2. There is a typical commission — All commissions are negotiable. There can be a
number of variables involved. In this market it could be the price of the home, the
condition, the type of property, etc. This is a discussion you need to have with your
Realtor.

3. An agent’s gas, mileage and other transportation expenses are reimbursed —
If only real estate brokerages had a “transportation fund” to reimburse agents for
those things. They do not. Those half hour trips across town to show houses to a
buyer every time a new one hits the market, the numerous trips to a listing, prepping
for showings, and continually checking on the vacant property, meeting with contrac-
tors, photographers, etc., none of it is paid for by anyone but the agent.

4. Marketing expenses aren’t the agents responsibility — If you think the broker-
age pays for these, you are mistaken. The agent pays for all marketing expenses.
Think about digital marketing campaigns, specialty websites, broker open house
events, design and printing of brochures and the like. All paid for by the agent.

Mvyths For Sale

If your property is currently listed with a real estate broker, please disregard.
It is not our intention to solicit the offerings of other real estate brokers.




5. A home passes or fails inspection —
A home inspector does not “pass” or “fail”
a home. A home inspection is a report
explaining all major and minor issues of
key systems. Some of the systems are
plumbing, electrical, roofing, foundation
and HVAC. After the inspection, the buy-
er may negotiate with the seller as to
what they would like fixed and find out
what the seller is willing to fix.

6. Weekends bring out the most seri-
ous buyers — Actually the most serious
buyers will look at a house as soon as it
hits the market. This could be before
work, during lunch or after work and not
necessarily on a weekend. If a house hits
the market on a week day, it could be
sold by the weekend. Weekends are for
open houses. This tends to bring out vo-
yeurs, nosy neighbors and curiosity seek-
ers interested in looking at decorating
ideas and how other people live.

7. Zillow says, therefore it is — When
was the last time Zillow walked through
your house, pulled relevant comparables
and did adjustments to establish a range
of value? Zillow’s calls their Zestimate a
“starting point”. It cannot be considered
an exact valuation tool. Even Zillow's
CEO, Spencer Rascoff, sold his home for
40 percent less than the Zestimate
showed in 2016.

8. Is it better to price a home on the
high side as the seller can always
come down — It may sound good but
usually does not work. Buyers will walk
out of the house thinking that it is priced
to high and forget about it, or they may
not look at it from the start. This may
cause the house to sit on the market a

long time and then buyers think some-
thing is wrong with the house which is
worse. The object here is to price a
home competitively from the start. You
will create more buyer traffic and get of-
fers close to list price. The closer you
can price a home to market value, the
more likely you will get that price.

9. When making an offer on a home,
you need to start with a low offer —
Although there is nothing wrong with
making a really low offer, an unrealisti-
cally low offer is only going to alienate
the seller, and you won’t be taken seri-
ously. Chances are that you will receive
a high counter or no counter offer at all.

10. Never accept the first offer — It
turns out that usually the first offer is the
best offer. In this market, you’ll find
many buyers to be well versed in pricing
and home availability, and they are often
serious about purchasing sooner rather
than later. That doesn’t necessarily
mean you should jump at the first offer,
but you shouldn’t negate it either.

11. Multiple offers give the sellers an
advantage — If a seller receives multiple
offers, they have several choices. 1.)
They may accept one. 2.) They may ask
listing agent to tell all buyers agents that
they are in a multiple offer situation, not
accepting any of the offers in hand but
now are asking buyers for their highest
and best offers. This may bring higher
offers for the seller BUT might scare
away some buyers who don’t want to be
bidding situation where prices can go
way above list price. 3.) After one round
of highest and best, seller may want a
second round with just the top offers.




(Top offers might be identical) 4.) Once
seller decides which offer they want to
go with based on price, they may coun-
teroffer the buyer on contingencies. 5.)
Seller does not have to accept any of the
multiple offers. Seller does not want to
counteroffer multiple offers simultane-
ously. They could end up selling their
house twice. In most cases multiple of-
fers do give the seller an advantage. It
all depends on how they play their hand.

12. All agents are the same — Although
the general process of buying or selling
and the ensuing chain of events are sim-
ilar, no two agents are the same, nor is
their approach to real estate. The public
often lumps all agents into the same
bunch and considers them a commodity
without really taking the time to study the
differences in their approach, presenta-
tion and achievements. As in every pro-
fession or organization, there are those
who are committed to excellence, devote
endless amounts of time and energy into
working with buyers and sellers and are
highly adept problem solvers. Others
simply march to lower standards and do
the bare minimum to get by.
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Got Questions?

Have a myth | have not covered?
Call - 317-319-9012

Email - tim@]lordrealestategroup.com

A Realtors perspective of Pike Township

http://livinginpike.com/

Want to know what your house
Is worth on the market today?
http://livinginpike.com/housevalue/

Real Estate Tetris

Let me help you find the perfect fit...




LOS RANCHEROS

7125 Georgetown Road
298-7670

www _losrancherosinc.com

Authentic
Mexican
Cuisine
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