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SALES PRICE COMPARED WITH LISTING PRICE, BY REGION
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EXHIBIT 6-32 SALES PRICE COMPARED WITH LISTING PRICE, BY SELLER URGENCY
(Percentage Distribution of Sales Price as a Percert of Listing Price)
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EXHIBIT 73
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NUMBER OF AGENTS CONTACTED BEFORE SELECTING ONE TO ASSIST WITH SALE
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EXHIBIT 7-12

WOULD SELLER USE REAL ESTATE AGENT AGAIN OR RECOMMEND TO OTHERS
(Percentage Distribution)
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HOW MANY TIMES SELLER RECOMMENDED AGENT
(Percentage Distribution)
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TYPE OF HOME SOLD, FSBO AND AGENT-ASSISTED SELLERS

(Percentage Distribution)
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TIME ON THE MARKET, FSBO AND AGENT-ASSISTED SELLERS

(Percertage Distribution) FSRO AGENT-ASSISTE
= ST Knew Bover e g Ko AT AGET AR ony PSR e Agere
Allsellers asssted asisted

eSS e = T T T g = 7

Tz 0 3 3 = 3 3 o

Trodweeks T o i 0 B 2 3

SEwes 5 5 7 5 5 T

Tiobwesks 7 7 7 7 7 7 3

SToToweds 5 5 T 0 5 7 7

TrioT2weeks 7 0 3 5 7 g 77

TSoTewedks 7 G 7 5 3 3 73

TroTwed 0 T - T g g 3

TtoTeweks 5 T - T 5 5 -

TrosTweds g T T g g g o

3 3 5 T 3 3 3

e 7 3 T T 7 7 7

Tess than Tpercent

EXHIBIT 8-9 SELLER URGENCY, FSBO AND AGENT-ASSISTED SELLERS
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EXHIBIT 8-11 MOST IMPORTANT REASON FOR SELLING HOME AS FSBO

(Percentage Distribution)
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EXHIBIT 84 TYPE OF HOME SOLD, FSBO AND AGENT-ASSISTED SELLERS
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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?

o

How Can | Help You?

e Carla Cross Coaching:

o 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)

J 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 A RM\
e Contact me at carla@carlacross.com ‘ & ROgS
. 425-392-6914 COMPANY
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