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(Continued from page 7)

have labeled “bad day” or
“rainy day” clothes. They may
unconsciously affect your de-
meanor and productivity.

. Realize that demeanor, even
away from your business set-
ting, is important.

. Invest in professional con-

sultants in areas outside of
your expertise.

. View your appearance as an

important business invest-
ment.

. Taking the time to ponder pet-

ty jealousies hinders your suc-
cess potential. Do not do it.

. Use professionalism and pro-

per business protocol on a d?i-

ly basis. Practice makes per-
fect.

. Strive for ultimate develop-

ment.

. Maintain a professional

courage.

. Be yourself but know the im-

portance of your “finer self.”

Based in Shm-port. LA, Ms. Hightower-
jenkins is president of Etiquette by Renee,
Inc.
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your home because it provides current asking and sales prices
of homes comparable to yours.

In addition to using the MLS, brokers also may advertise
a home for sale in newspapers and have an open house. You
should ask each broker you interview where and how often
he or she would advertise your home, how often the broker
would have an open house, and what other marketing tech-
niques he or she might use.

Also ask the brokers how they would help a buyer in
locating financing. Obviously, you will want to know which
lenders are offering the most attractive financing packages
so you or the broker can suggest these to potential buyers.

How Much Would You Charge Me!

You, the seller, will pay a commission to the broker-at set-
dement for finding a buyer for your home. Since your broker
will probably place your home on the MLS, he or she will

invariably have to split the commission with another broker
who found the buyer.

Are You Willing To Negotiate A Lower Commission
Rate!

Since there is no ‘‘standard’’ commission rates, you should
be able to negotiate an acceptable rate. Some brokers may
accept a lower commission rate in order to get your business.
Others may agree to a lower commission rate if they do not
have to do as much for you, such as reducing the number
of newspaper advertisements and open houses.

Other brokers may agree to a lower rate if they themselves
find the buyer for your home and do not have to split the
commission with another broker.

You also may be able to work out an arrangement whereby
the broker will accept 2 lower commission if the house is
not sold within a certain length of time. For example, you
might agree to pay your broker a 6 percent commission if
the broker finds a buyer within 60 days, and a reduced com-
mission if the broker takes longer than 60 days to sell your
home.

There also are times when a broker, in order to make final
a sale, will reduce his or her commission so you will agree
to narrow the gap between your minimum selling price and
a buyer's offer.
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Listing Contracts

You will eventually be asked to sign a ‘‘listing contract’
with your broker. It is a contract which includes the terms
of sale for home: such as the asking price, your brokerage
arrangement: what the broker will do for you and how much
you will pay the broker, and the expiration date of the
contract,

Make sure the services and terms important to you are
written into your listing contract.

Keep in mind if you want your home placed on the MLS.
There are two basic kinds of contracts you can enter into
with a broker: an ‘‘exclusive right-to-sell contract” and an
‘‘exclusive agency contract.”

In an exclusive right-to-sell contract you agree to pay ypur
broker a commission no matter who finds the buyer, even
if you find the buyer yourself. If you know of people who
may be interested in buying your home, you may want to
include a special ‘‘reserve clause’’ in this type of contract.
It is a clause allowing you to sell your property to any
specifically named person and one requiring you to pay either
no commission or a reduced commission.

In an exclusive agency contract, you agree to pay your
broker a commission if that broker, or any broker, finds a
buyer. If you find the buyer yourself, without the aid of a
broker, you will not have to pay the broker a commission.

Please note since an exclusive agency contract does not
guarantee a commission to the broker if the house is sold,
some brokers may be reluctant to enter this type of con-
tract or they may not be willing to provide you with as many
services. This is why it is important to shop for a broker whe
will meet your specific needs.

Other information which should be included in your listing
contract:

* Make sure your asking price is reasonable. if the initial

price is too high, you may discourage potential buyers.

* Include a beginning and an ending date. Most brokers want

as much time as possible to locate a buyer, but you may
want to limit the contract period.

* You may want to reserve the right to cancel the con-

tract. For example, you may become dissatisfied with
the services you are receiving.

Next month, Buying A Home Through A Broker.
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Early Bird Registration
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Take advantage of the Early Bird Registration
and SAVE MONEY
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Business

Mail all materials to:
DIRECTOR,
BLACK PRESS HALL OF FAME
AFRO-CHARITIES, INC.
628 N. Eutaw Street

Baltimore, Maryland 21201
(301) 728-8200

Please complete this application for a Black Press Hall of Fame Registration Kit.




