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Section Eleven‑FSBO Kit

Introduction

FSBOs, or “For Sale By Owner” properties make up a significant part of the real estate industry—especially when the real estate market is hot. It is during these times that owners of properties will believe that they can sell their homes without the help of a real estate professional. In reality, a real estate professional does more than sell the home—they facilitate a very complex transaction. In this day-and-age saving a person’s time and stress may very well be more important than the amount of money involved.

FSBO hunting provides a multitude of synergy opportunities for any originator—

· For one, you are in a position to provide value to the owner of a property. There will be a vacuum left by the lack of a real estate professional and you can fill that void. This value should put you in a position to finance their next home.

· Many FSBO owners will realize within the process that they indeed do need a real estate professional. You will be in prime position to refer the owners to your key Realtors(. How could you provide any more value and gain more leverage than that? 

· Being positioned within the home for sale puts you in a position to receive a steady stream of referrals from those who are “looking.” You are volunteering to follow up on those who visit to help the owners—but you are the one who really benefits from this activity. Some visitors may be accompanied by real estate agents and this represents a much better way to meet agents than by cold calling. 

· You can even put yourself in a position to interview all agents who would like to list the property (keeping the pressure off). In this way you will be turning the tables on potential long-term clients—because you hold something of value. 

Note that many of the items listed within this section are really located within other sections of the book. We felt that FSBOs were an important enough target to segregate all related materials in such a way that you will have a full arsenal to attack the market. The value contained within this book will help provide significant value to the FSBO market. 
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