
show up as 2-bedroom houses. And I have 
seen 2 bedroom homes show up as 5 bed-
room homes. The point is that the informa-
tion is just not as accurate as it needs to be.

Buyer beware. Get off  the internet and get 
looking at the homes that may be right for 
you. Seller beware, never trust an online 
valuation of  your home…ever!

The only accurate method for determining 
the correct assessment of  a home you’re 
either buying or selling is to have me fi  nd 
the information for you and for me to do 
a number of  different analysis for you. I 
would do a property analysis, a neighbor-
hood analysis and most important I would 
do this in person, live and only after I had 
viewed your home you were selling or ana-
lyzed the home you wanted to buy. I know 
how to fi  nd all the right numbers—from 
square footage to recent sales to neigh-
borhood fl  uctuations and zoning issues. 
These are the important and critical factors 
in determining true value. Factors that no 
internet site could ever provide.

Don’t bet your buying and selling future on 
a website that pulls numbers from the sky. 
Be smart and allow a true professional to 
help you determine the correct value for 
your home.

Any questions? Give me a call at (360) 692-
6102. I’m very familiar with your neighbor-
hood and will be happy to talk to you about 
selling prices there. You may be surprised 
to fi  nd out what similar homes to yours are 
actually selling for—and how quickly.

Business: 360-692-6102 
Seattle:  206-282-5340 
Cell:  360-620-2690 
mollyells@windermere.com
www.mollyells.com

Associate Broker  
ABR, GRI, e-PRO, CRS 
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W
e’ve all heard the 
stories. A woman 
is outside wash-
ing her car when a 

man drives by and says, “I’m interested in 
moving into the neighborhood and I’d love 
to buy your house if  you’re ever selling it. 
Here’s my card.”

A dream scenario, right? No real estate 
agent. No showing the home to potential 
buyers. Sure, it can happen. But how often 
does it happen? Let’s look at some numbers.

In 2006, just 12% of  all sellers nationwide 
were “FSBO”—For Sale By Owner. Of  
that 12%, 40% were closely held transac-
tions. A closely held transaction means that 
the buyer and seller knew each other. A 
father selling to a son. A neighbor selling to 
another neighbor.

So, only about 7% of  all homes sold in the 
United States last year were true FSBO 
transactions. And yet, we see so many “For 
Sale By Owner” signs in yards all over the 
place. Surely, that statistic can’t be correct, 
right?

Well, the truth is that FSBOs usually come 
to realize that they’re losing money by sell-
ing their home on their own. They’re hoping 
for the magic sale where they can avoid real 
estate agent commissions. They think they’re 
saving a bundle by doing so. But the harsh 
reality is that they are losing money.

What are they missing out on? The power 
of  the open market—the fi  nal judge for 
what a home is worth. When a property is 
placed for sale on the MLS (Multiple Listing 
Service), literally thousands of  pairs of  eyes 
look at it almost immediately. This is the 
“market.” They will decide what your home 
is truly worth—and it might be a lot more 
than what that drive-by buyer will give to 
you.

Plus, your home will certainly sell faster. 
FSBO properties are exposed to only a tiny 
fraction the market, meaning that only a few 
potential buyers will see the property. The 
percentage of  people who drive your street 
or read your ad in the paper will never equal 
the reach of  the MLS.

Not only that, FSBOs are also missing out 
on the competitive bidding that can drive a 
home’s selling price up. If  you have more 
than one person interested in your property, 
then there’s nothing like a little competi-
tion to make people pay for what they truly 
want.

Numbers don’t lie. Selling “For Sale By 
Owner” is a statistically proven money 
vacuum. Don’t be misled. Find a good agent 
who can sell your home faster and for more 
money. You’ll thank yourself  later.


