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Special Report: 

“5 Mistakes Homeowners Make When 
Selling A House” 

And The Simple Tricks To Avoid Them! 
 
Dear Homeowner, 
 
Are you trying to sell your house, but don’t know where to begin? Are you concerned 
that you won’t get an offer and the house will just sit? Not sure if you should do repairs 
or not? Should you hire an Agent? 
 
These are all common questions, and in this short eBook, you’ll learn some of the 
biggest mistakes sellers make, and how you can easily avoid them.  
 
Selling your house can be a fast and easy process when you know where to turn. 
 
Read on to learn the biggest mistakes, and how to avoid them, and get your house sold 
fast. 
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Mistake Number 1: Pricing the House Too High or Too Low  
 
Many homeowners don’t have the market experience needed to make a decision on 
how to price the house. Most of the time, they also choose the wrong agent without 
enough experience. The result is, a price that is initially set too high or too low. 
 
When a price is set too high out of the gate, this causes several potential problems. It 
will most likely miss the mark for buyers trying to stay within a certain price range. 
For example, if a buyer has a maximum price of $200,000 and you set your initial 
selling price at $204,000, that potential buyer may never even see your house. A 
trick here is to set the price just below typical maximums. In this instance, setting 
your price at $199,999 would be perfect and you would increase more potential 
buyers to see your property for sale. 
 
Another problem with a price that is too high is not getting a buyer right away. 
When your price is set a little bit too high, potential buyers tend to sit and wait for 
the price to come down instead of jumping on it because it’s a “good deal”. When 
this happens, your house doesn’t get an offer quickly, and the danger is that it will 
become a “stale listing”. Then you find yourself continually lowering the price and 
still not getting an offer. It’s a bad scenario. 
 

Pricing the house too low can 
be an issue as well. There is a 
chance that you could get a 
lot of interest and maybe 
even multiple offers. 
Typically a low price will 
have potential buyers 
thinking that there is 
something wrong with the 
property and scare them 
away. 
 
If this happens initially, and 
you don’t get an offer with a 
low price, where do you go 

from there? Big problem, right? Now your only option is to continue lowering the 
price, which certainly isn’t an ideal situation. 
 
If you find yourself in this situation, you might try removing the property from the 
market altogether and waiting a period of time before relisting it at a better price. 
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Mistake Number 2: Putting a House with Needed Repairs on the 
Market 
 
If your house is currently in need of repairs, listing it for sale on the market can be a 
mistake for several reasons. 
 
A house on the market with needed repairs may likely attract many lowball offers 
from would-be “deal finders”. If you’re looking to just get rid of your house and you 
don’t care much about taking a loss, then this may be okay. Otherwise, it may not be 
the best scenario. 
 

Potential house buyers who wish 
to be owner occupants will most 
likely be scared away from a 
house with repairs needed. 
Especially first-time buyers. Can 
you imagine being a first-time 
buyer and feeling responsible for 
putting your family in a decent, 
safe home, then seeing a listing 
that said “needs repairs”? You 
may find it difficult to attract 
owner occupants or first-time 
buyers if you market a property 
that needs repair. 
 
You may consider either taking 
care of the major repairs yourself 
or hiring someone to do it if you 
can afford it. Another method is 
to add notes in the listing that 
state you are willing to make 
repairs once you have a buyer. 

You can also offer to pay certain allowances for repairs. 
 
Many professional investors are more than happy to buy a house as-is, so you don’t 
have to worry about the repairs at all.  
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Mistake Number 3:  Constantly Lowering the Price 
 
This is something that is often seen in the market. A homeowner will market a 
property for sale and when they don't get an offer right away, they will start 
dropping the price. 

 
When you drop the price 
consistently, it simply spells 
desperation. Potential buyers can 
smell it for miles. When they see the 
price dropping every few days or 
every few weeks, most buyers will 
likely do nothing. They will sit and 
wait and watch. Waiting for your 
price to drop, and drop, and drop…. 
 

The trick here is to be very diligent 
with your market research. It takes 
time and focus to really understand 
the pricing and sales of comparable 

properties in your area. When you do 
that, you’re in a much better position 

to price your house properly from 
the beginning.  When 

 you price it properly, you have a   
much better chance of getting an 
offer. 
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Mistake Number 4: Ineffective Marketing 
 
Homeowners make some typical mistakes when trying to sell their property. We see 
them all the time. Here are a few tips to help you avoid the same mistakes. 
 
Simply placing a “for sale” sign in your front yard isn’t going to cut it here. When 
homeowners are trying to sell their house, many have the misconception that 
placing a “for sale” sign in their front yard is an effective sole means of marketing. 

This couldn’t be further 
from the truth. Placing a 
“for sale” sign in the yard is 
great, but the only 
prospective buyers who 
might see it are people who 
already live in your 
neighborhood. It makes for 
a very small buying pool. 
You must take a very 
proactive approach when 
trying to sell your house 
and use multiple marketing 
methods. 
 
Another mistake is simply 
hiring an agent and letting 
them control the entire 
process. Hopefully, you 
hired an experienced 
professional who can get 

the job done, but you should have your own input as well to make sure things go 
smoothly. If you hire an agent, you shouldn’t rely on only their means of marketing. 
Sure, they’ll put the property on the MLS and put a “for sale” sign in the front yard, 
but what else? You should be doing everything that you can in addition to what the 
agent is doing. After all, you are trying to attract someone who is making the most 
important purchase of their life. Marketing for something like that shouldn’t be 
taken lightly. 
 
Think of your marketing strategy the same way you would if you were trying to get 
a new product into the market. Would you just stick a price tag on it and let it sit? Of 
course not; you would get the word out every way possible. That’s just what you 
should do while marketing your own property for sale. Use every means of 
marketing available within your budget. 
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Mistake Number 5: Rejecting the First Offer 
 
You have just listed your property on the market. For 2 to 3 weeks you have a 
consistent flow of prospective buyers walking through your door and checking out 
the house. Great! You just know that you’re going to sell it for top dollar. 
 

In the middle of week three, here 
comes that first offer! 
 
It’s for $3000 less then you’re 
listed price. What do you do? 
 
A common mistake that many 
sellers make is to reject this first 
offer. They think that because the 
volume of prospective buyers is 
high that they will most certainly 
get more offers. Probably much 
better offers than this one.  
 
This could be a big mistake. When 
you reject this offer, you also risk 
the chance of not getting any 
future offers at all. A new listing 
will always get good traffic and 
many buyers looking at the 

property for the first 3 to 4 weeks. Then, things start to slow down…. 
 
Most people who are currently in the market to buy have seen your listing. By 
rejecting that initial offer, you may have just blown your only chance to sell. 
 
Instead of rejecting that first offer, consider making a counter offer that only 
changes the details a little. Or, even if the offer isn’t for asking price, maybe it makes 
sense to accept it. After all, what is a couple of thousand dollars if you at least got the 
house sold? If the house doesn’t sell at all, you may be out much more than that.
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Why go through all of the hassle and pitfalls listed in 
this eBook when you don’t have to? 
  
You may be able to sell your house fast, for a fair price 
and get paid all cash. 
 
No need to list it and have strangers tromping through 
all of your personal belongings only to find that they’re 
just tire kickers anyway. 
 
Instead of wasting your time, sell your house to a 
professional house buyer who can buy it quickly and 
without all of the hassles associated. 
 
Contact us today at the website where you requested 
this eBook. We’ll be happy to make a fair priced, cash 
offer on your house within 24 hours! 
 
There’s no obligation whatsoever. Contact us today! 
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Thank you for reading. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Disclaimer: The information contained within this eBook or on any 
associated website is for informational purposes and is the opinion of 
the author only. This content should not in any way be considered legal 
or professional advice of any kind. If you are in the process of selling 
your house or are in any other type of financial situation, please consult 
a professional real estate agent, attorney, tax specialist or any other 
professional that may be required. The author of this eBook is not 
providing any advice of any kind.  


