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EXHIBIT 6–29 METHOD OFSALE, BY BUYERAND SELLERRELATIONSHIP
(PercentageDistribution)

BuyerandSellerRelationship

EXHIBIT 6–30 METHOD USEDTO SELL HOME, 2001–2015
(PercentageDistribution)

2001 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015

EXHIBIT 6–31 SALES PRICECOMPAREDWITHLISTINGPRICE,BY REGION
(PercentageDistributionof SalesPriceasaPercent of Listing Price)

SELLERS WHO SOLD A HOME IN THE

All Sellers

Seller KnewBuyer Seller did not Know Buyer

All sellers 6% 94%

Sold home using an agent or broker 3 97

Seller usedagent/brokeronly 3 97

Seller first tried to sell it themselves,but then usedan agent 4 96

For-sale-by-owner(FSBO) 36 64

Sold home withoutusing a real estateagent or broker 36 64

First listedwithan agent, but thensold home themselves 35 65

Other 51 49

Sold home using an agent or broker 79% 83% 82% 85% 84% 85% 84% 85% 88% 87% 88% 88% 88% 89%

For-sale-by-owner(FSBO) 13 14 14 13 12 12 13 11 9 9 9 9 9 8

Sold tohome buyingcompany 1 1 1 1 1 1 1 1 1 1 1 1 1 1

Other 7 3 3 2 3 2 2 3 3 3 2 2 2 2

Northeast Midwest South West

Lessthan 90% 9% 13% 11% 9% 6%

90%to 94% 15 20 14 15 13

95%to99% 41 36 46 41 37

100% 24 22 21 27 23

101%to 110% 8 7 5 6 15

More than 110% 3 2 3 2 7

Median (sales priceasa percent of listing price) 98% 97% 97% 98% 99%
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EXHIBIT 6–32 SALES PRICECOMPAREDWITHLISTINGPRICE,BY SELLERURGENCY
(PercentageDistributionof SalesPriceasaPercent of Listing Price)

SELLERNEEDED TO SELL

All Sellers

EXHIBIT 6–33 NUMBER OFWEEKSRECENTLY SOLD HOME WAS ON THEMARKET,BY REGION
(PercentageDistribution)

SELLERS WHO SOLD A HOME IN THE

All Sellers

EXHIBIT 6–34 SALES PRICECOMPAREDWITHLISTINGPRICE,BY NUMBER OFWEEKSHOME WAS ON THE
MARKET
(PercentageDistributionof SalesPriceasaPercent of Listing Price)SELLERS WHOSE HOME WAS ON THE MARKET FOR

All Sellers

Very urgently Somewhat urgently Not urgently

Lessthan 90% 9% 13% 10% 6%

90%to 94% 15 16 15 15

95%to99% 41 31 42 43

100% 24 23 24 25

101%to 110% 8 11 7 9

More than 110% 3 6 3 2

Median (sales priceasa percent of listing price) 98% 97% 98% 98%

Northeast Midwest South West

Lessthan 1week 6% 5% 7% 6% 5%

1 to 2weeks 36 32 36 33 43

3 to 4weeks 12 12 11 12 13

5 to 6weeks 6 6 7 6 5

7 to 8weeks 7 6 7 8 5

9 to 10weeks 5 4 3 5 5

11to 12weeks 7 5 6 6 8

13to 16weeks 4 6 6 4 3

17to 24weeks 6 5 6 6 4

25to 36weeks 5 7 4 5 4

37to 52weeks 5 10 5 4 3

53or more weeks 3 5 2 4 1

Median weeks 4 6 4 4 3

Lessthan1week 1 to2weeks 3 to4weeks 5 to8weeks 9 to16weeks 17or moreweeks

Lessthan 90% 9% 4% 1% 5% 8% 11% 28%

90%to 94% 15 3 5 15 16 23 31

95%to99% 41 24 33 55 56 54 30

100% 24 50 39 20 17 9 7

101%to 110% 8 9 17 5 2 2 2

More than 110% 3 10 5 1 1 2 1

Median (sales priceas
a percentof listing price)

98% 100% 100% 97% 97% 96% 93%
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USED THESAME AGENT USED A DIFFERENTAGENT
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EXHIBIT 7–3 NUMBER OFAGENTS CONTACTED BEFORESELECTINGONETO ASSIST WITHSALE
OFHOME
(PercentageDistribution)

0%

10%

20%

80%

72%

70%

60%

50%

40%

30%

15%

9%

2%

Three Four

REGION OFHOME SOLD

1%

One Two Fiveor more

0%

10%

50%

20%

30%

40%

50%

60%

50%

70%

80%

90%

100%

19%

81%

84%

3% 3%

101to 500 miles 501or more
All Sellers 10miles or less 11to 20 miles 21to 50 miles 51to 100miles

19%

62%

97%

16%

81%

38%

97%

EXHIBIT 7–4 SELLERUSEDSAME REAL ESTATE AGENT FORTHEIRHOME PURCHASE, BY MILES
MOVED
(PercentageDistributionAmongSellersWho UsedanAgenttoPurchaseaHome)
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EXHIBIT 7–12 WOULD SELLERUSEREAL ESTATE AGENT AGAIN ORRECOMMENDTO OTHERS
(PercentageDistribution)

All sellers

*Lessthan1percent

EXHIBIT 7–13 HOW MANY TIMES SELLERRECOMMENDEDAGENT
(PercentageDistribution)

All Sellers

10miles or less 11to20 miles 21to50 miles 51to100
miles

101to500
miles

501miles or
more

Definitely 67% 69% 67% 67% 68% 71% 60%

Probably 17 18 19 13 12 14 20

Probably Not 7 6 6 9 8 11 9

Definitely Not 7 6 8 9 11 4 9

Don't Know/Not Sure 1 1 1 2 2 * 2

None 38%

One time 13

Twotimes 17

Threetimes 12

Four or more times 20

Times recommended sincebuying (median) 1
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EXHIBIT 8–4 TYPE OF HOME SOLD, FSBOAND AGENT-ASSISTED SELLERS
(PercentageDistribution)

FSBOAll Sellers Agent-Assisted

*Lessthan1percent

EXHIBIT 8–5 LOCATIONOF HOME SOLD, FSBOAND AGENT-ASSISTED SELLERS
(PercentageDistribution)

FSBO
All Sellers Agent-Assisted

EXHIBIT 8–6 SELLINGPRICE,FSBOAND AGENT-ASSISTED SELLERS
(PercentageDistribution)

FSBO
AGENT-ASSISTED

All Sellers

*Lessthan1percent

All FSBO Seller KnewBuyer Seller did not Know Buyer

Detachedsingle-family home 81% 75% 80% 72% 82%

Townhouse/row house 6 2 3 2 6

Duplex/apartment/condo in 2 to 4unit building 2 1 3 * 2

Apartment/condo in a building with 5 or more units 5 7 3 9 5

Mobile/manufactured home 3 10 9 10 2

Other 3 6 4 6 3

All FSBO Seller KnewBuyer Seller did not Know Buyer

Suburb/Subdivision 49% 28% 23% 32% 51%

Small town 19 18 28 29 18

Urbanarea/Centralcity 16 15 9 18 16

Rural area 14 24 38 15 13

Resort/Recreation area 3 5 3 6 3

All FSBO Seller Knew Buyer Seller did not Know
Buyer

All Agent-
assisted

Agent-assisted only FirstFSBO, then Agent-
assisted

Median selling price $245,000 $210,000 $151,900 $223,800 $249,000 $249,000 $228,000

Sales price compared withaskingprice:

Lessthan 90% 9% 13% 9% 15% 9% 9% 13%

90%to 94% 15 13 14 12 15 15 46

95%to99% 41 35 30 37 41 42 33

100% 24 34 45 29 23 23 8

101%to 110% 8 3 * 5 9 9 *

More than 110% 3 2 3 2 3 3 *

Median (sales priceasa perc of asking price) ent 98% 98% 99% 98% 98% 98% 93%

Number of timesasking pricewasreduced:

None 57% 60% 61% 60% 56% 56% 22%

One 22 31 33 28 22 21 41

Two 12 6 1 8 12 12 33

Three 6 3 5 1 6 6 4

Four or more 4 2 * 2 4 4 *
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EXHIBIT 8–8 TIME ON THEMARKET,FSBOAND AGENT-ASSISTED SELLERS
(PercentageDistribution)

FSBO AGENT-ASSISTED

All Sellers

*Lessthan1percent

EXHIBIT 8–9 SELLERURGENCY, FSBOAND AGENT-ASSISTED SELLERS
(PercentageDistribution)

FSBO AGENT-ASSISTED

Sellersneededtosell: All Sellers

EXHIBIT 8–10 INCENTIVESOFFEREDTO ATTRACT BUYERS,FSBOAND AGENT-ASSISTED SELLERS
(Percent of Respondents)

FSBO AGENT-ASSISTED

All Sellers

*Lessthan1percent

All FSBO Seller Knew Buyer Seller did not Know
Buyer

All Agent-
assisted

Agent-assisted only FirstFSBO, then Agent-
assisted

Lessthan 1week 6% 18% 28% 12% 4% 4% 7%

1 to 2weeks 36 32 32 33 36 37 10

3 to 4weeks 12 10 13 9 12 12 3

5 to 6weeks 6 5 * 7 6 6 17

7 to 8weeks 7 7 7 7 7 7 3

9 to 10weeks 5 6 1 8 5 4 13

11to 12weeks 7 8 3 9 7 6 17

13to 16weeks 4 6 7 6 4 4 13

17to 24weeks 6 1 * 1 6 6 3

25to 36weeks 5 1 * 1 5 5 *

37to 52weeks 5 4 4 5 5 5 10

53or more weeks 3 3 6 1 3 3 3

Median weeks 4 3 1 4 4 4 10

All FSBO Seller Knew Buyer Seller did not Know
Buyer

All Agent- assisted Agent-assisted only FirstFSBO, then Agent-
assisted

Veryurgently 16% 13% 21% 9% 16% 16% 19%

Somewhat urgently 41 32 33 33 42 42 33

Not urgently 43 54 47 58 42 42 48

All FSBO Seller Knew Buyer Seller did not Know
Buyer

All Agent- assisted Agent-assisted only FirstFSBO, then Agent-
assisted

None 63% 86% 93% 83% 61% 61% 39%

Home warrantypolicies 21 5 * 7 23 23 32

Assistancewithclosing costs 16 4 3 6 17 17 25

Credit towardremodeling or repairs 7 2 1 3 7 7 4

Other incentives,such asa car, flat screen TV,etc. 4 3 * 4 4 4 7

Assistancewithcondo associa- tion fees 1 * * * 1 1 *

Other 3 2 4 1 3 3 7
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EXHIBIT 8–11 MOST IMPORTANT REASON FORSELLINGHOME AS FSBO
(PercentageDistribution)
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commission or fee

SELLER KNEWBUYERALL FSBO
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119NationalAssociationofREALTORS® |  PROFILEOF HOME BUYERS AND SELLERS 2015

National AssociationofREALTORS®

EXHIBIT 8–4 TYPE OF HOME SOLD, FSBOAND AGENT-ASSISTED SELLERS
(PercentageDistribution)

FSBOAll Sellers Agent-Assisted

*Lessthan1percent

EXHIBIT 8–5 LOCATIONOF HOME SOLD, FSBOAND AGENT-ASSISTED SELLERS
(PercentageDistribution)

FSBO
All Sellers Agent-Assisted

EXHIBIT 8–6 SELLINGPRICE,FSBOAND AGENT-ASSISTED SELLERS
(PercentageDistribution)

FSBO
AGENT-ASSISTED

All Sellers

*Lessthan1percent

All FSBO Seller KnewBuyer Seller did not Know Buyer

Detachedsingle-family home 81% 75% 80% 72% 82%

Townhouse/row house 6 2 3 2 6

Duplex/apartment/condo in 2 to 4unit building 2 1 3 * 2

Apartment/condo in a building with 5 or more units 5 7 3 9 5

Mobile/manufactured home 3 10 9 10 2

Other 3 6 4 6 3

All FSBO Seller KnewBuyer Seller did not Know Buyer

Suburb/Subdivision 49% 28% 23% 32% 51%

Small town 19 18 28 29 18

Urbanarea/Centralcity 16 15 9 18 16

Rural area 14 24 38 15 13

Resort/Recreation area 3 5 3 6 3

All FSBO Seller Knew Buyer Seller did not Know
Buyer

All Agent-
assisted

Agent-assisted only FirstFSBO, then Agent-
assisted

Median selling price $245,000 $210,000 $151,900 $223,800 $249,000 $249,000 $228,000

Sales price compared withaskingprice:

Lessthan 90% 9% 13% 9% 15% 9% 9% 13%

90%to 94% 15 13 14 12 15 15 46

95%to99% 41 35 30 37 41 42 33

100% 24 34 45 29 23 23 8

101%to 110% 8 3 * 5 9 9 *

More than 110% 3 2 3 2 3 3 *

Median (sales priceasa perc of asking price) ent 98% 98% 99% 98% 98% 98% 93%

Number of timesasking pricewasreduced:

None 57% 60% 61% 60% 56% 56% 22%

One 22 31 33 28 22 21 41

Two 12 6 1 8 12 12 33

Three 6 3 5 1 6 6 4

Four or more 4 2 * 2 4 4 *
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19 Big Takeaways
The first 12 takeaways are listed in my video, Excerpts from 2015 Profile of Home Buyers and Sellers 
Part I: Buyers. Below are the takeaways concerning sellers:

13. 89% of sellers used an agent to sell their home

14. Homes sold in 2015 for 98% of list price

15. The longer the home was on the market, the lower its sales price

16. 72% of sellers interviewed only 1 agent

17. 67% of sellers would use agent again or recommend; average recommendations: 1

18. Average sales price for listed vs. FSBO sales: $245,000 to $210,000

19. 21% of FSBO sales were seller knew buyer

• What do these statistics mean to you? How can you use them to 
• educate buyers and sellers? 
• To market yourself?

How Can I Help You?

• Carla Cross Coaching: 

• Up and Running in Real Estate (online) for Agents under 2 

years in the business (includes mgr. coaching component)

• Career Achievement for Agents (one‐on‐one)

• Leadership Mastery for Owners/Managers/Team Builders
(one‐on‐one)

• Resources/presentations which utilize facts to back up what you say:

• Your Complete Buyer’s Agent’s Toolkit

• The Complete Power Listing System

• Find out more at www.carlacross.com

• Contact me at carla@carlacross.com

• 425‐392‐6914


