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How homeowners can
avoid pitfalls of selling
‘as-is’'

Everyone has heard the adage, “buyer
beware.” But, when it comes to real estate
transactions, experts add the caution “seller
beware” — particularly if the offer is an “as-is”
proposition.

This is especially true for long time
homeowners faced with repairs and updates.
There is an attraction to the idea of selling
“as-is” and simply walking away, avoiding
the expense and frustration of the make-
ready process. Some view this option as a
more attractive alternative than a traditional
real estate listing.

But, homeowners should be wary of those
who make it sound easier than it really is.

“Selling a home has become more complex in
recent decades,” said Chris Buckelew,
licensed broker and Co-Founder of the
Seniors Real Estate Institute. “Even as simple
as it sounds, selling ‘as-is’ isn't necessarily
simple.”

“Longtime homeowners want an easy
solution to selling their home that maximizes
equity and lessens the hassles of marketing

and negotiations.
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The challenge is mixed messages from wholesalers, and
investors looking to buy deeply discounted properties. Despite
what they say, these companies do not have the interests of the
homeowner at the forefront,” Buckelew said.

iBuyer programs

One of the more dramatic shifts in the way people are selling
homes is through what are referred to as iBuyer programs.
These companies utilize public data and statistics to craft an
offer which maximizes their return on investment after resale.
This approach offers a seemingly modern solution to what can
be a laborious process, but that convenience can come with a
significant cost to the seller.

A MarketWatch investigation of multiple transactions involving
iBuyers found that such offers would net customers, on average,
11% less than owners selling their homes on the open market.
When fees and other costs are considered this can translate to
tens of thousands of dollars lost.
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The findings also revealed considerably more
uncertainty around the transactions — the scope of
inspections, for instance — than the iBuyer model
purports to offer consumers who are looking for
ease.

“‘People are trying to save money and make the
process easier,” Buckelew said. “It's unfortunate that
sometimes what they think will be a simple sale
actually ends up costing them not only more
money, but frustration and time as well. Without an
advocate and guide to direct the process, people
are often taken advantage of.”

Buckelew cautions people about accepting
unsolicited calls or visits from people claiming they
want to buy their home. These solicitations come
in the form of neighborhood door knocking, calls,
and mailings to specific lists based on
demographics, housing tenure, and market trends.
Homeowners should consider safety as a priority.

"We buy homes for cash” offers

The “we buy any house” approach is also used by
some real estate firms as a means of generating
business. They make an extremely low offer and
expect it to be rejected. Then they offer to list the
home on the multiple listing service as a traditional
sale. This bait-and-switch approach is considered
unethical in most real estate firms, especially
without full disclosure of a brokerage affiliation.

Wholesaling

Wholesaling is another business model being
taught to novice real estate investors looking to
make fast cash with little or no capital. It's based on
buying and selling houses very quickly without
making any repairs. A wholesaler will get houses
under contract well below market value and then
try to sell the house or assign the contract to
another investor before the closing date.

"This type of transaction can often backfire on the

seller" says Shannon Stiger, Certified Senior
Housing Professional. She described a typical
scenario.
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"The wholesaler contracts on the property and then
attempts to sell the contract at a higher price to a
third party before the closing,” she said. "They
sometimes put up for-sale sign in the yard before it's
actually theirs. The deal falls apart when the
wholesaler can't find a buyer and doesn’t have the
funds necessary to close on the home. The seller is
stuck with it”

Stiger adds that in addition to the pitfalls of “cash
buyers” and “as-is” sellers, there are also outright scams
targeting senior homeowners.

“Without a trusted and knowledgeable advocate
involved who is looking at things from your vantage
point, you run the risk of being taken advantage of’
Stiger said. “It's important to consult a real estate
agent or attorney to help you weigh your options and
protect your interests.”

For more information about the pro's and con's of
selling by owner, or to get a free pricing opinion on
your home, contact your local real estate profession

specializing in helping longtime homeowners.

Peggi Howell

Certified Senior Housing Professional
Long and Foster Realty
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540-834-8412
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