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Step By Step Guide 
to Selling For Sale 
By Owner
If you are looking to sell your home, you’re not 
alone. Countless California homeowners are 
taking advantage of the current seller’s market 
and maximizing profits.

wwww.everhome.io
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You’ve probably heard that listing your home on the MLS is 
key. That’s because it’s imperative to get the marketing exposure 

needed to sell for the highest price in the shortest amount of 

time.

What is the MLS?
MLS stands for Multiple Listing Service. It’s a database for li-

censed agents and brokers to list homes and properties that they 

are trying to sell.

 

Here’s the advantage. Once an agent or broker lists a property on 

the MLS, it is automatically uploaded to hundreds of real estate 

websites such as Realtor.com, Zillow, and Redfin.

Where am I going 
to list my house?

Do I Need the MLS to Sell 
My Home?

You don’t need to list your home on the MLS in order to sell it. 

It is possible to create a For Sale by Owner listing on Zillow and 

hope a prospective buyer sees it.

 

However, you won’t have the same level of exposure as you 

would by listing on the MLS. That’s because most real estate 

sites pull their listings from this database and won’t allow you to 

create your own listing.

 

While many people use sites like Zillow, there are hundreds of 

thousands of potential buyers browsing listings on other sites 

such as Realtor.com and Redfin. Some buyers prefer to just use 

Zillow, some prefer other platforms.

If you only market to Zillow, then in theory you are only marketing 

to one third of buyers. Additionally, on Zillow FSBO listings go into 

what is called the “Other Listings” category further limiting your 

home’s exposure.

By utilizing the MLS, you put your home in front of people on all 

of these sites by simply creating one listing.



699 Hampshire Rd #105, Westlake Village, CA 91361, United States +1 805-379-3300 699 Hampshire Rd #105, Westlake Village, CA 91361, United States +1 805-379-3300

Can I be listed on the MLS 
Without an Agent?

You may be wondering if you can list your home on the MLS with-

out a real estate agent. The short answer is no – technically, only li-

censed agents and brokers have access to the database. The good 

news is that you can still get on the MLS and skip paying a listing 

agent commission.

 

Most people only know of two options when it comes to selling 

your house:

Instead of taking advantage of the free resources that help you sell 

your own home, you could hire an agent to list your home on the 

MLS. For that convenience, you’ll have to part with around 6% of 

the sale price to cover commission fees.

Put a sign in your front yard from Home Depot and rely on word 

of mouth and limited exposure online to sell your home. While this 

works and saves you money, it could take longer  to sell your home 

and studies show people that sell their home with professional 

representation sell for 11% less money than represented sellers. But 

it works if you’re not in a hurry.

There is, however, a third option to consider if you want to sell by 

owner:

A flat fee full service agent gives you full market exposure to 

prospective buyers, the same negotiation and legal representation 

while keeping more of the profits.In other words you get the same 

exposure and representation of a real estate agent for a low set fee 

rather than a percentage of your home.

Hire A Real Estate Agent

For Sale By Owner

Flat fee, full service agent

What To Expect 
After Listing My 
Home FSBO?
Listing your house for sale on MLS or Zillow is relatively easy, but 

the process of communicating with buyers, scheduling showings, 

fielding offers, negotiating, handling paperwork, and legal 

disclosures are a little more complicated.

What can I expect when my home 
gets listed?
Once you are officially listed FSBO or with a flat fee MLS, you 

can expect to receive a flurry of calls. We typically see following 

three types of calls immediately:

If you have not listed through the MLS then the majority of these 

calls will be coming from Agents who are calling to persuade you 

to list your home with them. Some will be very direct and ask for 

the listing outright and some will try to convince you that listing 

with an agent is better than doing it on your own (FSBO). 

While the urge to hire a local, 
full fee agent may be high 
at this point we recommend 
practicing patience before 
moving forward with an agent. 
If you are thinking about hiring 
an agent, check out Is a Local 
Real Estate Agent Right For 
You first.

1   Seller Agents

TIP:

If you have not listed on the MLS or already set your buyer 

commission then you will initially get calls from buyer agents asking 

if you will pay them a commission if they bring you a buyer. Some 

of these agents may actually be working with potential buyers and 

will ask to set up a home showing. 

2  Buyer Agents

The calls you really want are from buyers interested in buying your 

house. These buyers may or may not be working with agents, but 

3  Direct Buyers

https://www.everhome.io/blog/is-a-local-real-estate-agent-right-for-you
https://www.everhome.io/blog/is-a-local-real-estate-agent-right-for-you
https://www.everhome.io/blog/is-a-local-real-estate-agent-right-for-you
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What if you haven’t found a buyer 
within the first two weeks?

If you have not sold your home after a couple of weeks, it can 

probably be attributed to one of three factors:

they will be calling to ask specific questions about the property 

and to schedule showings.

All these calls and solicitations may frustrate you or feel “noisy”, 

but you have to be patient with the process. Typically speaking, 

the first two weeks will be busy and you will get more online views 

and calls during this period than any other time, but will begin to 

level out after a couple of weeks.

As we previously discussed Zillow is just one of thousands of 

websites to market your home for sale so if you only listed on 

Zillow then you are only getting in front of about 30% of potential 

buyers. Our first recommendation is adding your listing to the 

Multiple Listing Service (MLS). On average your listing will get you 

on all of them and increase your exposure by over 400% versus 

Zillow alone. 

1   Home Exposure

Price may be the biggest factor in whether a home sells or not. In a 

strong sellers market, you cannot underprice your house because 

you will get buyers competing with each other (multiple offers) to 

raise the price, but overpriced houses tend to sit on the market 

unsold and with limited activity until the price is adjusted lower. 

Even a price adjustment of $10,000 can make a big difference in 

activity and offers. Better to price the house low and negotiate 

than price it high with no room for negotiations. 

2   Home Price

The issue may be poor photos, too many photos, too few photos, 

or other marketing faux pas. You have to have a great presentation 

to attract quality buyers. High quality photos, drone photography 

and virtual tours are essential to get a buyer interested in seeing 

the home in person. Think of listing a house for sale like an online 

dating site. Good photos attract interested people and cause them 

to take a closer look. If they like what they see, they want to meet 

to learn more. Upon meeting, they know almost instantly whether 

it is something worth pursuing or not.  So when presenting a house  

for sale, you want a great cover photo and an enticing photo array 

with just enough information to get them to go see the house in 

person.

3   Home Listing Presentation
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How Should I Show 
my Home?
As much as an exhaustive real estate marketing plan can drum up 

interest around your home, buyers want to see it in person (with 

their very own eyes!) before making any kind of commitment. 

That’s where house showings come in. Buyers interested in 

touring your home will ask their agent to book a tour. 

As a well prepared seller you can reduce the amount of 

communication and work with tools and software, however, you 

will need to be flexible and prepared to leave your home on a 

whim.

Some showings pop up without much warning, so if you’re still 

living in the house, be ready to drop everything at a moment’s 

notice so the buyer and agent come show the home. (Under 

limited circumstances will you need to be in the house during a 

tour). 

Plan to be out of the house on certain evenings every week so that 

your agent can book tours accordingly. Pro tip: Make Tuesdays 

and Thursdays eat-out nights and let your real estate agent know 

that you’ll be gone until 8 p.m. on those evenings. If little league is 

every Saturday morning, share this with your real estate agent, too.

Whether it’s on a Google Calendar or paper notepad — with your 

agent to reduce back-and-forth communication throughout your 

day.

Have a game plan to help prepare for last-minute showings — 

start with this emergency clean-up checklist.

Coordinate Schedules

Share your schedule

Plan Ahead

Here are some ways to make that process less frantic:
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Organize the offers from the buyers in a way that makes it easy for 

you to see what each one includes, so you can easily and efficiently 

weigh the pros and cons.

Salient points to compare are:

• Purchase price
• Close date
• Commission to agent
• Earnest money deposit
• Down Payment

How do I Secure 
a Buyer?
When it comes to selling your home, the dream scenario is to get 

multiple offers from buyers competing with each other to raise the 

price. In a hot seller’s market, it is not unusual to receive 10 or more 

offers for your home. Whether you have just listed your house 

for sale by owner or are preparing to offer it for sale, you should 

be prepared to process multiple offers, discern the difference 

between the offers, and to leverage those offers to get the highest 

price while navigating the terms of a 19 page purchase contract 

with over 100 paragraphs of legalese. 

Negotiating your terms

• Contingency removal timelines
• Proof of funds for downpayment and closing
• Who pays for what services (escrow, title, home warranty, in-

spections, retrofit, etc)
• Change of possession terms

It is important to prioritize offers that are preapproved for a loan, 

will give you ample time to move, can be flexible and have few or 

no contingencies at all.

Most buyers do not open 
with their very best offer, 
and typically leave room 
for negotiation. Do not 
eliminate buyers based on 
the initial offer price alone. 
Counter all offers in writing 
with what you will do, versus 
what you won’t do.

TIP:

The Highest Offer Isn’t Always the Best Offer

While it’s usually a priority for sellers to make as much 

money as they can on the sale of their home, it’s not 

necessarily the top priority for every seller. A high offer 

means nothing if the buyer can’t follow through. You want 

to evaluate the offers based on the likelihood that it will close. 

The best offer is the one that will meet your needs as the seller. 

Is your goal to close fast? Be able to rent back the home for a 

few weeks? Are you worried about having to make repairs or the 

house not appraising? Sometimes an offer addressing items that 

are important to you (other than price) could be preferred over the 

highest offer. 

If one offer is significantly 
higher than an offer with 
better terms,  you can 
counter the highest offer 
with the better terms and 
counter the offer with better 
terms with a higher price 
to see if you can get one of 
them to give you the best of 
both offers before deciding 
on the right offer for you. 

TIP:

Get Ready For A Bidding War

The big difference between responding to a single offer versus 

multiple offers is the form. 

In a single offer scenario, a buyer makes an offer and the seller 

can accept, reject or counter. Assuming the seller counters, the 

buyer now has the option to accept, reject or counter and this 

process continues back and forth until the parties agree or one of 

the parties quits. 

This does not work in a multiple offer situation. If you have 

three offers and you counter all of them and all three buyers 

accept, who are you in escrow with? You can’t sell the house to 

all of them, so when negotiating with multiple buyers, we use 
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If you have one low offer and 
one high offer, you want to 
do the multiple counter offer 
process to get the higher offer 
to go even higher. Use the 
low offer (you do not have to 
disclose the offer amount) to 
create fear of loss in the good 
offer and use that leverage to 
get an even higher price. 

What if I need 
some help with 
negotiation or 
paperwork?
While it’s vitally important for you to be prepared during this 

process it is likely that you will need some form of professional 

guidance. As we explained before there’s much more to selling a 

house than negotiating a sales price and close date. 

If selling a house were that simple, it wouldn’t require a 19-page 

legal document with over 100 paragraphs of legalese. The purchase 

contract is a binding legal agreement that specifies who will do 

what, who is going to pay for it, when it will be done, and what 

happens if it’s not done as agreed. 

Additionally, there are dozens of pages of other forms, advisories 

and mandatory legal disclosures that must be prepared, signed 

and shared in addition to the legal documents required by escrow 

and title.

the Seller Multiple Counter Offer form. This form specifically 

discloses to the buyer that you have multiple offers and even if 

they accept your counter offer terms, you are not in escrow until 

you confirm acceptance of their offer over the others. 

There are a lot of nuances involved in a complex multiple counter 

offer negotiation that maximizes price and gets preferred 

terms. The use of the right form and the right language in the 

offers protects you from accepting any offer until you have fully 

explored all offers to find the right one for your situation.

TIP:

 In response to this we often hear three common replies:

1     I will have the escrow company  represent me.

2    I will let the buyer’s agent handle the paperwork.

3    I have a friend or relative who is a real estate agent that 

      will help me.

Escrow Isn’t The Answer

Escrow’s role in a transaction is to be completely neutral. They may 

provide required forms upon request, but they are forbidden to 

represent one side over the other. Escrow simply holds the buyer’s 

funds and coordinates the transaction to make sure all the parties 

involved perform as agreed. If there is a negotiation or dispute of 

any kind, escrow cannot help you. They only do what was agreed 

to in the contract between the buyer and the seller.

Don’t Trust the Buyer’s Agent

The buyer’s agent’s job is to represent the buyer. That means 

putting the buyer’s needs ahead of the seller’s. They have an 

obligation to deal with you fairly, but that does not mean get you 

the best price or terms.  Just because you pay the buyer’s agent a 

commission doesn’t mean he or she represents you. Trusting the 

buyer’s agent to represent you as the seller is like going to court 

without a lawyer and letting the opposing counsel represent you. 

It is just a bad idea.

A Friend or Relative May Help

If you do have a friend or relative that is a licensed real estate 

agent, this may be a viable solution if they are experienced, their 

license is active and they have access to the Association of Realtors 

forms. It is critical to make sure they are familiar with the legal 

forms, disclosures and advisories that are required. You will also 

want to be confident they are prepared to handle multiple offer 

negotiations, issues with buyer non performance, and contract 

disputes. Their ability in these areas will be instrumental in getting 

top dollar for your home and mitigating the risks associated with 

mistakes, accidental exclusions and non compliance with the legal 

requirements of selling a home. 

If you are still thinking about 
it, here is a checklist of 
common documents needed 
in a California real estate 
transaction.

WORKBOOK:

https://hubs.ly/H0NZM2y0
https://hubs.ly/H0NZM2y0


699 Hampshire Rd #105, Westlake Village, CA 91361, United States +1 805-379-3300 699 Hampshire Rd #105, Westlake Village, CA 91361, United States +1 805-379-3300

Submitting 
Paperwork and 
Preparing for 
Escrow
Once you’ve accepted an offer, sign the offer agreement and 

submit it to the escrow and title company. The escrow company 

or title company (depending on the area you’re in) acts as the third 

party to gather documents and payments between you and the 

buyer.

Once your house is in escrow, the title report for the house confirms 

the legal owner of the home (which should be you). It’s common 

for title issues to hold up a sale, even if you’re unaware of the issue 

beforehand. Title and deed issues make up 7% of the contractual 

problems in delayed settlements as of May 2020.

Along with your title report, the escrow company will provide a big 

packet of documents to look through including a grant deed, state 

specific forms, property information statement, and more. Review 

these documents to make sure there aren’t any issues.

If you are thinking about doing 
this on your own, you may 
want to consult a real estate 
attorney to resolve any issues 
like liens, trust complications, 
lender balances, property 
taxes or encroachments.

TIP:


