Why Is My House Not Selling?
I’ve had property owner’s call or come up to me expressing frustration that nothing is happening in the effort of selling their house. Sometimes they have been frustrated with their agent, buyer agents and then of course the fact that properties are moving so slow. I’ve sometimes concluded (after listening) that the problem may not be the fault of their agent, but perhaps something the seller has failed to do, often ignoring the nudging of their Realtor®. 

Before blaming your Realtor®, consider some other things that might be having a negative effect on the sale of your house. By the way, these would fall in line after you have established the correct asking price for your property. 

1. Detach yourself from your house and look at it as a property for sale.
All of us believe our house is close to perfect. Why not? We’ve lived in it, slept in it, laughed, cried and made all kinds of memories and improvements. The fact is, while we view our house as simply the best house in the neighborhood, others often won’t and don’t! Remember the old saying, "When you are selling your house it is no longer your home - it is a house for sale." 
2.  De-clutter and de-personalize your house.

Whether we’ve been in a house one year, two years, thirty or even fifty, clutter almost always accumulates. In fact, I was talking with my wife the other day about how we have some clutter that must go! If you can’t somehow come to the point of making yourself sell the clutter or give it away, then rent a storage locker for the time your house is listed for sale. Clutter can make your house look smaller and less appealing to a prospective buyer. 
3. Hire a maid cleaning service.

I was recently looking at my back windows off of my family room and realized they are past due for a cleaning! I hadn’t noticed until that moment. Additionally, if you are a smoker, you may not realize the smell of smoke as non-smokers can detect it. The fact is, non-smokers will have a tendency to NOT want to buy your house or even pass thru the front door to view it, once they catch a whiff. Not to be rude, but here is a reality check: I’ve had countless buyers refuse to enter a house where they smell tobacco smoke. Hire the Maid Service and smoke outside.
4. Employ someone to stage your home.

Home stagers are especially gifted at arranging pictures; furniture and helping rooms look more presentable, spacious and inviting. Failing here can certainly delay a sale.

Here is a TRUE story: I recently toured a house that had been on the market for about 18 months. I couldn’t figure out “Why?” I saw that it was priced right, clean, and attractive from the curb but yet it hadn’t sold. It was in an area where houses are selling! I inquired of the Listing Agent as to the problem? She indicated that she had tried for 18 months to get the seller to get rid of the huge furniture throughout the house. They finally listened, staged it and now, the house was ready to sell. My buyer was the first to go through it after getting rid of the clutter and large furniture. Eighteen months to get to this point! Here is the kicker: My buyers bought it!

5. Clean the garage.
Remember, your garage is part of the property. A garage that is organized, de-cluttered and clean will certainly enhance and possibly speed up your sale. 
6. Pay attention to curb appeal.
Sellers often forget this point. Grass should be mowed, flowers planted in appropriate places and don’t forget to trim the shrubs or apply fresh paint where needed, especially around the main entrance. Power washing your siding can make a huge difference for curb appeal. If you are selling in the winter, snow and ice should be removed. The last thing you want is someone slipping and falling on your property.
7. Have a home inspection and purchase a home warranty.

I penned a blog about this the other day: http://www.realestatestartingpoint.com/2011/02/why-sellers-should-consider-presale.html
8. Please, please, please, go away while your house is being shown. 
I know of many deals that have fallen apart because of the sellers being home. A few months ago this happened when my purchasers were having the home they were purchasing inspected. The seller hadn’t left and wouldn’t get out of the way. His attitude was anything but pleasant. My buyers canceled their purchase agreement and went on to buy another house. If only the seller would have left! By the way, last time I checked, the sellers’ house is still on the market.
9. Set a realistic price.
This is huge! Over pricing your house will almost always delay your sale or perhaps even deny you the sale of your home. Buyers are wise when it comes to which house on your street is over priced. Why should a buyer pay more for your house than the house that is three or four doors down from you when your house is almost exactly the same as the one for $20,000 dollars less? If you can buy something at one store for five dollars, why would you pay ten dollars down the street at another store? Price your home to sell!
10. Hire a Realtor® rather than endeavoring to sell the house yourself.

I know there is a lot of talk today about selling your house on your own. The fact is, many, many people try for six months to a year to sell their property only to eventually hire a Realtor® to list and sell their house. Here is my suggestion: Interview at least three agents. Make sure the agent you choose is heavily involved in technology since 80% plus of home buyers today look on the web for listings. Find out how much web traffic is generated on the agent’s personal website. Will your house be a featured listing on the agent’s website? You will also want references to make sure the Realtor you are thinking about employing is someone who returns every email, phone call and is easily reached. Can he/she receive email and reply with the Cell Phone? Also, make sure you feel “A Connect” with this person when it comes to communication. Finally, get their promises in writing and make sure what the agent is committing to is not what I refer to as, “Over Promising” just to get the listing. Hyperbole in Real Estate just doesn’t cut it. If someone cannot be real when you interview them, then they will not be real further down the road and you will be extremely disappointed.
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