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5 outdated seller beliefs agents should debunk

The success of HGTV and the plethora of online information has shifted
the ground rules of real estate sales

BY CARL MEDFORD JUNE 16, 2019
SHARE:

Advertisement

Any seller who has not sold a home in the past five years is in for a shock: Everything they thought
they knew about selling a home has changed.

Sellers who do not understand the new rules of engagement can easily make costly mistakes and
jeopardize their chances of a sale.

3 fundamental changes

These three changes have altered the homebuying and selling landscape forever.

Change 1: The advent of HGTV

Buyers spend countless hours watching HGTV and have developed extremely refined tastes. They
know what they want and when they look at homes for sale. They are looking for properties that look

https://www.inman.com/2019/06/16/5-outdated-seller-beliefs-agents-should-debunk/ 1/12


https://www.inman.com/author/carl-medford/
https://www.twitter.com/carlmedford
mailto:carl@carlmedford.com
https://googleads.g.doubleclick.net/pcs/click?xai=AKAOjsuwd2BBPQ5LcIvLuOTrxrVAgRjigkcnBUhjyIwWIA4TkVmQJ6sFI1TxB09cm7pGHECLK1B_uscrCrTHUmMI8w99ABZM0h8Fic393XgRzmb_2Dq4ozmFcxmAqO8t4rjG_0fp1600W-uAzrvWQJ9_qWDDu-ovotjHOW_Zkir7rPEbwUbLimq0U79ppNu88rta3_4E3oaYO5GiJSIQXGpiqb-fRzCVYDTzfanrMhViBVfpVHYDFA_X92or81kHrTazjLkJGqYwjrR7nw&sig=Cg0ArKJSzFASw3PNiWDf&adurl=https://www.eventbrite.com/e/inman-connect-las-vegas-2019-real-estate-conference-tickets-44760497854%3Futm_source%3DInman%26utm_medium%3Dbanner%26utm_campaign%3Dhouseads%26utm_content%3Dconnectlasvegas19&nx=CLICK_X&ny=CLICK_Y
https://www.inman.com/2019/06/12/hgtv-kicks-off-annual-ultimate-house-hunt-competition/
https://www.inman.com/
javascript:void(0)

6/21/2019 5 Outdated Seller Beliefs Agents Should Debunk
L]

Buyers used to have to visit a home to add or remove it from their short list. No longer the case,
today’s sellers have between seven and 10 seconds to sell their home, and those seconds are on a
mobile device anywhere on the planet — notin any home for sale.

If a buyer does not like an online listing, they will move on to the next home in a heartbeat and will
usually not come back to review.

( ( 5 SPONSORED CONTENT
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If they do not like what they see on their device, they will never waste their time visiting in person.

-

Change 3: The advent of internet real estate sites

Realtor.com, Zillow, Trulia and a host of broker-owned sites have populated the internet with user-
friendly websites that provide property data, historical facts, HD pictures, automated valuations,
neighborhood and school info, and more.

They have completely removed the need for buyers to visit in person to determine if they like a home.
Once a buyer has shortlisted available inventory, they only visit the select few they like.

These three changes have not only revolutionized the way buyers search for and view prospective
homes, they have transformed what they buy as well. Historically, there were three groups of buyers:

Top-tier buyers: Willing to pay a premium, this group looked for move-in ready homes that had all the
amenities they were looking for.

Middle-tier buyers: Looking for homes in “original” condition, this group hoped to get a decent price
and then improve the home over time with sweat equity.

Bottom-tier buyers: This third group were contractors and flippers looking for distressed properties
they could buy for 60 percent to 70 percent of retail value.

The middle tier, which historically represented a significant percentage of market sales, is
disappearing. More comfortable with tech than construction, today’s buyers are forgoing the middle
tier en masse and paying more to obtain move-in-ready homes that look like the finished properties
they have seen on HGTV.

This is not simply the consequence of real estate-related technologies. The past few years have seen
sweeping societal shifts as homebuyer wannabes, for many reasons, are less willing or even capable
of fixing up a home they’ve purchased.

They know exactly what they like when they see it, but have almost no idea how to produce it
themselves. The No. 1 question buyers ask about our listings is, “Can we buy the staging?”

With buyers moving away from “original condition” properties they perceive as needing upgrades,
homes that appear in the middle tier are being forced down into the bottom tier and need to be priced

https://www.inman.com/2019/06/16/5-outdated-seller-beliefs-agents-should-debunk/ 2/12


https://www.inman.com/2018/04/09/you-have-10-seconds-to-sell-your-listing-how-to-make-them-count/
https://www.inman.com/2019/06/17/use-artificial-intelligence-to-improve-your-lead-conversion-rate/
https://www.inman.com/2018/01/11/lawsuit-accuses-realtor-com-of-defrauding-agents/
https://www.inman.com/2019/04/12/zillow-has-been-buying-homes-for-a-year-now-hows-it-going/
https://www.inman.com/2018/10/23/trulia-founder-the-3-ways-tech-will-transform-real-estate-next/
https://www.inman.com/2019/04/23/fresh-design-ideas-for-staging-a-home-in-spring/
https://www.inman.com/
javascript:void(0)

6/21/2019 5 Outdated Seller Beliefs Agents Should Debunk

5 seller myths

With this in mind, here are the top five seller beliefs that are no longer true:

1. 1 do not need to have the listing agent visit until my home is ready.

Wrong. In reality, the sooner the agent can get in, the better. Sellers, assuming the old rules still apply,
might spend money on things that could harm a home’s potential and, conversely, fail to spend money
where it matters.

Agents can not only help sellers maximize their potential, but they can also connect them with the
trades and other professionals required to do it right.

2.1 do not need to upgrade the property for sale.

Since increasing numbers of buyers are looking for move-in ready homes, the more a seller does to
get the home to that level, the higher the returns. In an up market, sellers can reap a $2-$3 dollar
return for every dollar spent.

In a declining market, they may not get 100 percent back, but they will get a sale. | frequently hear
sellers ask, “Why should | upgrade? Won’t the new buyers come in and rip out all the stuff | just put in?”

That is not the right question. A better question is, “What can | do to make my online pictures sizzle to
get the highest number of buyers through the front door regardless of what a buyer does once they
own the home?”

If a seller can invest $1,000 on carpets and in the process make $3,000, does it matter what the new
owner does once they move in?
3. I need open houses to sell my home.

The myth here is that buyers need to visit your home in person to decide whether they like it or not. In
the new reality, buyers are visiting because they have already seen the home online and decided it
was worth seeing in person.

Open houses simply make it easier for buyers who are already going to visit to actually get in. They
also make it easy for the neighbors to come through — which is good because they frequently know
someone looking to move into the area.

4. | need many open house signs at multiple key intersections.

Wrong again. Savvy listing agents put out tons of signs because they are free advertising. Buyers who
have seen the home online do not need directional signs to find the home. With open houses dates
and times syndicating to all the major web portals, buyers simply use the GPS feature in their phones.

As for the neighbors, they will not come because you posted signs at far away intersections. To get
them, you want signs close to the open house.

5. If buyers really want my house, they will pay more than market value.
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While pricing strategies vary from region to region, most agents know to recommend that sellers price
listings close to market realities. As more listings come onto the market, buyers have more choices
and migrate toward those they believe represent good values.

Sellers who insist they must net a specific amount, which in turn pushes the price too high, are only
kidding themselves.

For sellers who have not sold a home in recent years, the new rules can be a shock. Ironically, since
most sellers are also looking to buy a replacement home, all | usually have to do to change their
thinking is to ask them how they are personally searching for homes in their new location.

They walk me through their process, and suddenly, in most cases, they get it.

How do you stay ahead in a changing market? Inman Connect Las Vegas — Featuring 250+ experts
from across the industry sharing insight and tactics to navigate threat and seize opportunity in
tomorrow’s real estate. Join over 4,000 top producers, brokers and industry leaders to network and
discover what’s next, July 23-26 at the Aria Resort. Hurry! Tickets are going fast, register today!

Thinking of bringing your team? There are special onsite perks and discounts when you buy tickets
together. Contact us to find out more.

Carl Medford is the CEO of The Medford Team.

Article image credited to Joe Belanger / Shutterstock.com

SHARE:

https://www.inman.com/2019/06/16/5-outdated-seller-beliefs-agents-should-debunk/ 4/12


https://www.inman.com/2019/04/02/zestimate-will-be-a-live-offer-for-every-house-zillow-ceo-says/
https://www.inman.com/event/inman-connect-las-vegas-2019/
https://www.inman.com/event/inman-connect-las-vegas-2019/
mailto:sales@inman.com
https://www.eventbrite.com/e/inman-connect-las-vegas-2019-real-estate-conference-tickets-44760497854?utm_source=inman&utm_medium=inarticlebutton&utm_campaign=editorialcontent
https://adclick.g.doubleclick.net/pcs/click?xai=AKAOjsvz9TNxmmoCFuKZdn76CwFQf_Rse_HRT07fUfhUojOKdWKYnh-8KuUul8O3XDobY4QM5cfLBz7Bs6vKHjRjuearHedv7tc9zXuMvTK51EFypBCt_XZUvRt645nDAHTdyyE&sig=Cg0ArKJSzD5JToYjcN9T&urlfix=1&adurl=https://adclick.g.doubleclick.net/pcs/click%3Fxai%3DAKAOjsuJuvDGW8CGnepSeuOqbgDYnbfIfnAR90RHQ3PGEVc8Je2wphkFTnMkfvWuEJY0WWrFFXrL8yLR3jpkko-Q-gPh4DvMp70OsyMfCLrnf-iVps-t1CWblpbE-xRwzJLo2ZtRFItY8N2Mg9jK-6N8_w8K70idru4iY9hxXxdUkboWH2CwC3POTBc6pa15ticAB2uOfWF3Y7M9CU-NW9d6VQMqY053fsvfy97Eny2JPAW-mmPG2OvD-D4lGvzxWMkxyr_yrIVC%26sig%3DCg0ArKJSzOfux7kRd-PKEAE%26urlfix%3D1%26adurl%3Dhttps://www.quickenloans.com/l/agentconfidence%253Fqls%253DINM_114568711.241821685%2526brandcontent%253DPowerBuyingAgent2019%2526dclid%253D%2525edclid!
https://www.inman.com/
javascript:void(0)

6/21/2019 5 Outdated Seller Beliefs Agents Should Debunk

Bombshell lawsuit takes a new turn
BY ANDREA V. BRAMBILA | JUN 17

Keller Williams training scripts called out in commission lawsuit
BY ANDREA V. BRAMBILA | JUN 19

5 outdated seller beliefs agents should debunk
BY CARL MEDFORD | JUN 16

SPONSORED CONTENT

Use artificial intelligence to improve your lead conversion rate
BRAND STORY BY INMAN CONTENT STUDIO

Frank Lloyd Wright home hits the market — without an agent
BY VERONIKA BONDARENKO | JUN 18

OPINION

7 open house pointers that'll get you more traffic
BY SU MIAO | JUN 20

5 things every agent must do to reach the next level
BY MARIAN MCPHERSON | JUN 19

Hide Comments

COMMENTS

12 Comments Sort by = Oldest

https://www.inman.com/2019/06/16/5-outdated-seller-beliefs-agents-should-debunk/ 5/12


https://www.inman.com/2019/06/17/bombshell-lawsuit-takes-a-new-turn/
https://www.inman.com/author/andreavbrambila/
https://www.inman.com/2019/06/19/kw-training-scripts-called-out-in-commission-suit/
https://www.inman.com/author/andreavbrambila/
https://www.inman.com/2019/06/16/5-outdated-seller-beliefs-agents-should-debunk/
https://www.inman.com/author/carl-medford/
https://www.inman.com/2019/06/17/use-artificial-intelligence-to-improve-your-lead-conversion-rate/
https://www.inman.com/author/contentstudio/
https://www.inman.com/2019/06/18/frank-lloyd-wright-home-hits-the-market-without-an-agent/
https://www.inman.com/author/vbondarenko/
https://www.inman.com/2019/06/20/7-open-house-pointers-thatll-get-you-more-traffic/
https://www.inman.com/author/su-miao/
https://www.inman.com/2019/06/19/5-things-every-agent-must-do-to-reach-the-next-level/
https://www.inman.com/author/marian-mcpherson/
https://www.googleadservices.com/pagead/aclk?sa=L&ai=CwYEBNe0MXejmLsbfBd2vg6ACr4y3_VbiwNeh2And2R4QASC4sqACYMmWiofMo8AXoAHho6XrAsgBA-ACAKgDAcgDCKoEnAJP0BIwPPSkWPv4HpuTjI3iLs5FDT4KwXpA5v-CN0MEdWopQprnio8nNrI17m-hFaqK8OG-Kez5ZPXoz-19-0_xhkF5_v3PqA5WSC7KBRY3X4bN8ecvB62xQMRqa3hoeA19gz5gexheiER6TgX0Gz8i8Th28tcSg-jVe072RNSyLhRQXOnEVsvjBVwMsnAHyTXHCAT-GEQurYSpEmCn_8D6o7Yfsrm4nalWIKlbLHEYOQws4bxrVaeGfdgnF9tiYoGk2voKwSRI4ZyrVD805XPNFjHwtf8mJF5X01Rfz1kYOpZsUgjf1w08QxGZzIP3xYb2-O12R4mLj-ZLJIqydtrfL8Tcr9_nq2Kkcrl18lE8H1ICAH7o7omRyAHM_-AEAaAGA4AHl_-BiwGoB47OG6gH1ckbqAfB0xuoB4XUG6gHgdQbqAeC1BuoB4bUG6gH4NMbqAe6BqgH2csbqAfPzBuoB6a-G6gH7NUb2AcB0ggHCIBhEAEYDbEJ22w9XdVSlhSACgHYEww&ae=1&num=1&cid=CAASEuRom9Q2AWI3fJsn_EJ61x39HQ&sig=AOD64_2XmBvLblnv8b7WtW6ii99Gm9SyxA&client=ca-pub-8473033773798613&nx=CLICK_X&ny=CLICK_Y&nb=2&adurl=https://roselinlin.com/collections/whats-hot-2019%3Fadp%3D2062306,1843990,2039332,1772372%26gclid%3DEAIaIQobChMIqNWm9Of64gIVxm8BCh3d1wAkEAEYASAAEgI83vD_BwE
https://adssettings.google.com/whythisad?reasons=-yjeUwk3SUwC71THibdZ3-DqFk6DnavcMPhnNMq0HuzhlMaUElc3EzyPR2B0DpvOMpBlmBNfDfq3W56M7f-1rVyO7TlBDYvpOi6hrPt7_Ji1jfZwTepeswoLwCbF4PQFhJiGDEWSYZghSxU3OH4WqUPsCozbvyOChKRcNh_SyH12DPM_sctxpR3187DQN3xWjojwh6NoVasS2ZEZG_w2D_asmHR64YwowehuaT84OIRJHx75DYhOUFwH-P1Hz5etmEfM9u1c0UbBcDYuXQQ4Alm40HQEE7Fm5Q,qDOZXDCwbaHt9cLwlH_gFg&source=display&cbt=Qa2Qi3t4b88I4sDXodgJENOU8sMHGPPpoIsBIg5yb3NlbGlubGluLmNvbTIICAUTGO7RERRCF2NhLXB1Yi04NDczMDMzNzczNzk4NjEzSAZYA3AB&cv=https://googleads.g.doubleclick.net/pagead/conversion/%3Fai%3DCwYEBNe0MXejmLsbfBd2vg6ACr4y3_VbiwNeh2And2R4QASC4sqACYMmWiofMo8AXoAHho6XrAsgBA-ACAKgDAcgDCKoEnAJP0BIwPPSkWPv4HpuTjI3iLs5FDT4KwXpA5v-CN0MEdWopQprnio8nNrI17m-hFaqK8OG-Kez5ZPXoz-19-0_xhkF5_v3PqA5WSC7KBRY3X4bN8ecvB62xQMRqa3hoeA19gz5gexheiER6TgX0Gz8i8Th28tcSg-jVe072RNSyLhRQXOnEVsvjBVwMsnAHyTXHCAT-GEQurYSpEmCn_8D6o7Yfsrm4nalWIKlbLHEYOQws4bxrVaeGfdgnF9tiYoGk2voKwSRI4ZyrVD805XPNFjHwtf8mJF5X01Rfz1kYOpZsUgjf1w08QxGZzIP3xYb2-O12R4mLj-ZLJIqydtrfL8Tcr9_nq2Kkcrl18lE8H1ICAH7o7omRyAHM_-AEAaAGA4AHl_-BiwGoB47OG6gH1ckbqAfB0xuoB4XUG6gHgdQbqAeC1BuoB4bUG6gH4NMbqAe6BqgH2csbqAfPzBuoB6a-G6gH7NUb2AcB0ggHCIBhEAEYDbEJ22w9XdVSlhSACgHYEww%26sigh%3DaxWl2BVr90Y%26cid%3DCAQSPADwy9IZvGDPQUcO_mGTWTkJ0U35d44ftER4zXgYp96wUt5RWIvaCiIkNT04Ze_vp_ka4KqJo7ao3hWfIw
https://adssettings.google.com/whythisad?reasons=-yjeUwk3SUwC71THibdZ3-DqFk6DnavcMPhnNMq0HuzhlMaUElc3EzyPR2B0DpvOMpBlmBNfDfq3W56M7f-1rVyO7TlBDYvpOi6hrPt7_Ji1jfZwTepeswoLwCbF4PQFhJiGDEWSYZghSxU3OH4WqUPsCozbvyOChKRcNh_SyH12DPM_sctxpR3187DQN3xWjojwh6NoVasS2ZEZG_w2D_asmHR64YwowehuaT84OIRJHx75DYhOUFwH-P1Hz5etmEfM9u1c0UbBcDYuXQQ4Alm40HQEE7Fm5Q,qDOZXDCwbaHt9cLwlH_gFg&source=display&cbt=Qa2Qi3t4b88I4sDXodgJENOU8sMHGPPpoIsBIg5yb3NlbGlubGluLmNvbTIICAUTGO7RERRCF2NhLXB1Yi04NDczMDMzNzczNzk4NjEzSAZYA3AB&cv=https://googleads.g.doubleclick.net/pagead/conversion/%3Fai%3DCwYEBNe0MXejmLsbfBd2vg6ACr4y3_VbiwNeh2And2R4QASC4sqACYMmWiofMo8AXoAHho6XrAsgBA-ACAKgDAcgDCKoEnAJP0BIwPPSkWPv4HpuTjI3iLs5FDT4KwXpA5v-CN0MEdWopQprnio8nNrI17m-hFaqK8OG-Kez5ZPXoz-19-0_xhkF5_v3PqA5WSC7KBRY3X4bN8ecvB62xQMRqa3hoeA19gz5gexheiER6TgX0Gz8i8Th28tcSg-jVe072RNSyLhRQXOnEVsvjBVwMsnAHyTXHCAT-GEQurYSpEmCn_8D6o7Yfsrm4nalWIKlbLHEYOQws4bxrVaeGfdgnF9tiYoGk2voKwSRI4ZyrVD805XPNFjHwtf8mJF5X01Rfz1kYOpZsUgjf1w08QxGZzIP3xYb2-O12R4mLj-ZLJIqydtrfL8Tcr9_nq2Kkcrl18lE8H1ICAH7o7omRyAHM_-AEAaAGA4AHl_-BiwGoB47OG6gH1ckbqAfB0xuoB4XUG6gHgdQbqAeC1BuoB4bUG6gH4NMbqAe6BqgH2csbqAfPzBuoB6a-G6gH7NUb2AcB0ggHCIBhEAEYDbEJ22w9XdVSlhSACgHYEww%26sigh%3DaxWl2BVr90Y%26cid%3DCAQSPADwy9IZvGDPQUcO_mGTWTkJ0U35d44ftER4zXgYp96wUt5RWIvaCiIkNT04Ze_vp_ka4KqJo7ao3hWfIw
https://www.inman.com/
javascript:void(0)

6/21/2019

L

/)

4

5 Outdated Seller Beliefs Agents Should Debunk

Amy Harbeck

Excellent summary! | would add that print ads were previously important to promote a listing. Some
agencies still spend a lot of money on print advertising, but now the purpose is to please sellers and
attract new seller clients. Today, agents know it is all about what happens on line and that is where the
focus needs to be.

Like - Reply- 5-5d

| Susan Romashko Baltaragis

So true!

Like - Reply - 2-5d

Lynne Totaro Kelleher

WOW! What a great article. Just sent it to a client who thinks there's nothing wrong with her wallpaper
(wallpaper is IN now you know) and if the Buyer doesn't like it they can remove it themselves....

Like - Reply - 2-4d

Grant Rothberg

Totally disagree about the open house strategy. We use it diligently and have discovered countless buyers
for our listings from people who just "saw the signs." In some markets, yes, buyers are highly tech
focused. But in most of middle America, a simple sign still is remarkable effective.

Like - Reply - 2-4d

OttawaAgent.ca

Really good article, Carl. The only exception in our market being buyer reliance on AVMs. But buyers still
rapidly develop a sense of great value and will not over-pay based on market value. A completely different
concept than paying over asking. You've nailed a lot of reality in this piece.

Like - Reply- 2-4d

OttawaAgent.ca
Write 6 more characters to post to Facebook?
Like - Reply - 4d

Fabi Banifatemi
The online Zestimate part invalidated the whole report. Sellers should put their house at market value not
online Zestimates sites which could be off by couple hundred thousands or more.

Like - Reply - 1-3d

’a Carl Medford

| was not suggesting that sellers should use Zestimates to determine pricing for their home -
there is no replacement for agents providing solid CMAs based on actual market data and visits
to the subject property to ascertain the level of amenities, property condition and so on. | was
merely stating that buyers - whether we like it or not - are using AVMs such as Zillow to get a
quick read on market values for listings and, if the list price is way over the value given by the
AVM they are using, will more then likely not bother visiting.

Like - Reply - 3d

Pete Doiron

78 | frequenty advise buyers to give strong consideration to a "top tier" property over a "middle tier" simply
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!d Carl Medford
Great advice.
Like - Reply - 3d

Pete Doiron

| frequenty advise retail buyers to give strong consideration to a "top tier" property over a "middle tier"
simply because improvements that are completed can be financed at 4% as opposed to additional cash
out of pocket and countless weekends at Home Depot to facilitate improvements after closing.

Like - Reply - 3d

" . Bradley Reeves

. Great article! Time and time again, we hear prospective buyers find our listings and other listings from
different online sites straight from their phone and not by the open house signs. Like you mentioned
above, with technology right at our finger tips, its easy for a buyers to just hit the address and have
directions to the home. Open house signs/yard signs, at least in our market, is simply for advertising to
other potential sellers in that area.

Like - Reply - 1-2d
~ 3\ Maryann O'Donnell
4. good article thankyou
Like - Reply- 2-2d
Bobby Babak Yazdani
One of the best articles I've read in terms of useful content. Thank you!

Like - Reply - 1-2d
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