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How to Avoid Selling at the Bottom


By Your Name


The old adage is to buy low and sell high; however, the economy and real estate market crash have eliminated this option for many home sellers. 

Homeowners needing to sell now are forced to sell their homes at the bottom of the market. This is a bad situation on many levels:

· The record number of foreclosures are holding prices down for all sellers

· There are a lot of homes listed for sale, which means you have a great deal of competition and it’s virtually impossible to get your home to stand out

· Buyers looking to buy today are making low-ball offers because they control the market

If you are one of the lucky sellers who receive an offer on their home, you’ll more than likely be forced to accept a lower price. This is because it’s a buyers market and you’ll have to accommodate them to get your home sold. 

A better strategy would be to wait two or three years and sell your home when the market rebounds. Until now, this wasn’t a valid option for many sellers who needed to sell now.

In my business, I’ve been testing a new approach to selling my clients homes and have been amazed at the results. This new approach allows my clients to offset their mortgage payment for two to three years and sell their homes when the market rebounds. It’s very powerful because it puts you in control. You won’t have to continue dropping your price, hoping for an offer. You won’t have to be at the mercy of a buyer who low-balls you on price. 


I’ve detailed exactly how were able to do this in a new VIDEO/REPORT which you can grab right now at INSERT LINK TO VIDEO OR FREE REPORT SALES LETTER. 

Unfortunately, this new approach to selling your home is very time intensive and I’m only able to work with a few new clients. If this new approach to selling your home is appealing to you, I suggest WACTHING THIS VIDEO OR READING THIS NEW REPORT immediately. 
3 Reasons Why It’s Hard to Sell a Home in This Market 
& What You Can Do About Them

By YOUR NAME

Today’s homebuyer is a lot different than buyers from a few years ago. They are very nervous and are afraid to make any major decisions about their home purchase. 

The first reason buyers are nervous about buying a home is because they realize their jobs are not as secure as they once thought. The unemployment rate remains at record levels, and many of the lost jobs will not be replaced. There is no job security right now, and this has made the majority of potential home buyers hold off on buying a home.

The second reason buyers are not buying is because they are afraid of losing money. Every time you turn around, there is a different news story telling a different story about our real estate market. One expert says we’ve hit the bottom while the next expert says we still have further to fall. Whom should we believe? 

This is the problem, when homebuyers are afraid of losing money, they don’t do anything. They stay put, and this makes it very difficult for the majority of home sellers to sell their homes.

The third and final reason buyers aren’t buying homes is because they are having trouble qualifying for a loan. As you can imagine, it’s a lot harder to get pre-approved with a reputable lender today than it was a few years ago. 

We have been testing a new approach to selling homes with our clients and have had great results. Our new approach sidesteps these three challenges and helps sellers let the market rebound so they can sell at a higher sales price.

I’ve detailed our new approach to helping sellers sell their homes when buyers won’t buy in a NEW VIDEO/REPORT. You can see exactly what we’re doing and how you can overcome these challenges if you’re thinking of selling your home this year at INSERT LINK TO YOUR WEBSITE.

