Selling: Prelisting Inspectio

w-x /.’T

[
e

January Issue
Current Links

Past Articles

Address Changes
L

SELLING
Personal Marketing
Property Marketing
Prospecting
Listing
Working With Buyers
Negotiating
Closing

Follow Up

Handouts for
Consumers

For Rookies
Personal Assistants
Sales Coach Column

TECHNOLOGY
Ask Mr. Internet
Build a Better Web
Site

Buyer's Guides
Tech Watch

TOOLS
Architecture Guide
Web Site Reviews
Book Reviews

Online Exclusives
Archive

Quizzes

REAL ESTATE NEWS

Industry News
Regional News

http://www.realtor.org/rmomag.NSF/pages/sellingg#@penDocume

Pagel of 4

TODAY'S INSIDER REALTOR SECRET

¥Tou can eliminate cold calling and compel 47 hot -
leads to call you every day. The simple secret iz -

REALTOR

MAGAZINEONLINE

YOUR BUSINESS SUPPORT TOOL
This article was published on: 07/01/2006

Search

\GaY

Home FAQ About Us

SELLING: Prelisting Inspections

Prelisting Inspections: Head off trouble
BY CHUCK PAUSTIAN

Sandy Schoon, ABR®, GRI, a sales associate withoha
Best Realty in Scottsdale, knows firsthand just lopnekly
a deal can be put in jeopardy — or slip away aliogre

Schoon had a listing on an older house, built endarly
"70s. Two weeks before the sale was to close,ithe a
conditioning system broke down. After some scrantgby
the sellers and a $2,000 repair, the deal wenugirobut
Schoon says the added stress could’ve easily haxdea.

“If you do an inspection and make the necessargirep
before listing a home, the house basically hagancbill of
health,” says Schoon, who has regularly recommended
prelisting inspections to her clients during therfgears
she’s worked as a real estate salesperson. “It's an
opportunity to take care of things that could gong so
that they won’t come back and bite you.”

Prelisting inspections — examinations paid for oy seller
before a house is put on the market —are beconmng a
increasingly popular way for practitioners to natyoreduce
the possibility of last-minute surprises but alsgegheir cli-
ents’ homes a marketing edge.

Although some practitioners suggest prelisting @tions

for older homes or those in obvious need of ref@igan
Spellman, ABR®, a salesperson with Long & Foster,
REALTORS®, in Williamsburg, Va., recommends them to
all her clients. Her average sales price is ab@00$®00,

and her clients tend to live in gated communitidgst
because a home has granite countertops doesn’titieean
well built,” she says.

She feels so strongly about prelisting inspectibas if her
clients don’t agree to do one, she gives them tptmos:
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sign a letter acknowledging theg’ not following her advic
or work with another practitionerl tell my clients not to b
penny-wise and dollar-dumb,” Spellman says.

In the end, “my clients feel it's been money wglést,” she
says.

Schoon and Spellman both mention the inspectioai wf
a home’s marketing materials, and make the inspecti
reports, as well as any repair receipts or cogshagts,
available during showings.

From the Experts

According to the “2005 Home Inspection Business
Operations Study,” conducted by the American Sgp@ét
Home Inspectors in Des Plaines, Ill., the number of
prelisting inspections has been increasing slowly b
steadily during the past decade. The study, wisdiased
on a nationwide survey of about 18,000 home ingpect
(response rate: 14.7 percent) and covers busipesatmns
during the 2004 calendar year, found prelistingp@tsions
accounted for about 2.6 percent of an inspectorsial
business, up from 1.5 percent in 1996. On aveiaye,
inspector conducts about 200 home inspections dignua

Although the percentage of prelisting inspectianstill
relatively low, the increase is significant, espdgias man
real estate markets show signs of cooling, says Rob
Paterkiewicz, executive director of ASHI based gsD
Plaines, Ill. “Sellers are realizing it's not jukeir market
anymore. Thanks to the Internet, potential buyess a
walking into homes more knowledgeable than eveorgef
and sellers know they must do everything they oasetl
their house,” Paterkiewicz says. He estimatesgined)
inspections might already represent as much ascepieof
an inspector’s business, and he expects the toend t
continue.

“A lot of this activity is being driven by real egé
practitioners,” rather than consumers, says Daw&t
president of Tampa, Fla.-based Pillar To Post lc.,
national franchise of home inspection companiesabge
practitioners want faster transactions with fewepsases o
hiccups.

Like Paterkiewicz, Steward’s also seen an incr@ase
prelisting inspection activity. “A prelisting insgigon helps
get buyers comfortable with the idea of making an
unconditional offer. There’s also a greater seriseourity
because the seller and practitioner are being feetlyright,
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demonstrating that there’s nothing to hide.”

The need to make certain repairs—such as to mezdiani
systems (heating and air conditioning, plumbingl an
electrical) and to address safety issues (brokeks|doose
handrails)—almost goes without saying. But theigtialy
inspection can help the owner and practitioneratewihich
if any, of the remaining projects to address befarting
the house on the market.

Even if sellers decide not to make any of the sstgge
fixes, a prelisting inspection can still prove bigrial,
Steward says. For example, it allows sellers taioktost
estimates for needed work, so they can offer patient
buyers an appropriate, not excessive, discourtheffisting
price.

Gale Colvin, director of technical training for Mehis,
Tenn.—based AmeriSpec Home Inspection Service Inc.,
another home inspection franchisor, says a pnegjsti
inspection should follow the same standards antbpots
as any other inspection. “More than likely the buyél
conduct a second inspection, and you don’t want any
surprises,” he says.

A Smooth Ride

By bringing potential problem areas to light befeedlers
put their house on the market and creating an enrient
of trust and goodwill between sellers and buyemsligiing
inspections can reduce parties’ stress level amdrelte
many of the bumps that can throw a deal off traels
Long & Foster’s Spellman.

“You want a smooth, successful transaction,” slys.sdf
the house doesn't sell, it's a lose-lose for eveeyd

MORE ONLINE

American Society of Home Inspectors

National Association of Home Inspect

What Your Home Inspection Should Cover
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