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This guide is general information about selling a home in Arizona and is not legal, tax or financial advice. Requirements

change and every property is different. Please confirm current requirements with a real estate attorney, title company or

tax professional before acting on anything here.



Selling a home is more than putting it on Zillow and sharing on Facebook that you're

trying to sell it. Here is a step by step process to selling your home on your own, no sugar

coating it. Read the whole thing and decide for yourself if FSBO is right for you.

1. Get the price right before anything else

Online estimates are a starting point and nothing more. They are generated by a formula

that has never seen your kitchen, does not know the age of your roof, any improvements

you've made, and whether or not your house backs onto a busy road. Don't rely on an

online estimate to price your home. It could cost you time and money.

Price off recently sold homes, not homes currently for sale. What your neighbors are

asking tells you what they hope to get. What sold, and what it actually closed at, tells you

what buyers are willing to pay. Look for sales in the last few months, as close to your

home as possible, similar in size, age, condition and lot.

You can also pay an appraiser for an independent valuation, which costs a few hundred

dollars and gives you a defensible number rather than a guess. This is an expense the

buyer typically pays for after you accept an offer, so it's worth considering whether you

should spend that money now or have an agent price it right for you.

The most expensive mistake in FSBO is starting high to "leave room to negotiate." Your

listing gets the most attention in its first two weeks. Spending that window at the wrong

price means the buyers who were ready to move on it never came, and by the time you

correct, the listing looks stale.

2. Do the prep work before a single photo is taken

Buyers decide whether to see your home from their phone, usually in a few seconds. You

only get one chance to make a good first impression.
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Declutter, take down personal photos, remove marks on the walls, stains in the carpet or

furniture, dust from baseboards and vents, just to name a few. You need to think outside

basic house cleaning because buyers do notice. And once a buyer notices, they are going

to question what else you've missed while caring for the home.

The mistake most FSBOs make here is not hiring a professional photographer. This is

not the area to save money. Cell phone photos, a friend with a camera, or AI photos are

going to hurt your showings and ultimately your profits.

3. Get it in front of the people who are actually looking

Most buyers are working with an agent, and most agents search the MLS. If your home

isn't there, a large share of the buyer pool will never see it exists.

What this means for you is that you have to spread the word everywhere else you possibly

can, and then keep spreading it.

Share your Zillow link on social media and ask your friends, family and followers to share

it too. The more views and saves your marketing gets, the more it tends to get shown to

other buyers. Call your neighbors or knock on their door and let them know it's for sale.

You never know if a neighbor knows someone looking to move to the area or the

neighborhood. Skip any home with a do not solicit sign. Put a yard sign up, and make sure

it's visible from both directions of travel.

Beyond that, consider building a simple landing page for the property and running paid

social ads to it. That is how a listing gets in front of people who weren't already looking,

and it's a real skill in itself. Budget for it, learn the targeting, and expect to adjust as you

go.
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4. Think about showings before having a potential buyer
tour the home

This is a part that sellers underestimate and should be taken seriously. When you sell on

your own, the people coming through have not been screened by anyone like a listing

agent would, and you are the one opening the door.

A few things that help. Ask for a mortgage pre-approval letter before scheduling, which

filters out a surprising amount of traffic. Don't show alone. Put away anything valuable,

along with prescriptions and mail. And accept that you'll have to answer your phone and

take calls at inconvenient hours, because the buyer who wants to see it at six on a

Thursday is potentially a real buyer.

As an agent, I can't tell you how many times I have tried to call a FSBO on behalf of a

buyer and they either don't answer or never call back. How are you supposed to sell your

own house if you're unavailable to speak with potential buyers?

5. Take disclosure seriously

Arizona sellers have legal obligations to disclose known material facts about the property.

This is not a formality, and it does not go away because you sold without an agent. Failing

to disclose something you knew about is one of the few ways a closed sale can come back

to you months or years later.

Get the current disclosure requirements and forms from a title company or a real estate

attorney before you go under contract, and fill them out completely and honestly. When

you are unsure whether something needs disclosing, the answer is usually yes. Ask a real

estate agent or real estate attorney if you have questions or concerns about disclosures.

6. The contract is where it gets serious

Accepting an offer is not the finish line. It is the start of a process with deadlines attached

to real consequences.
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In most cases you'll be dealing with a due diligence period, an appraisal, the buyer's

financing, and close of escrow. Each has a date. Missing one can cost you the deal or your

leverage in it. A title or escrow company can handle the closing and is a genuinely useful

resource, but they are neutral. They are not there to protect your interests or negotiate for

you.

If you take one piece of advice from this page, make it this: if you're not going to work

with an agent, have a real estate attorney review the purchase contract before you sign

it. It is a few hundred dollars against the largest transaction most people ever make.

7. Negotiate the terms, not just the number

A higher offer is not automatically a better offer. What else is in it matters, often more:

how the buyer is financing, how much they're putting down, what they're asking you to

pay toward their costs, how long they want for inspections, what happens if the appraisal

comes in low, when they need to close, and more.

Two offers can look ten thousand dollars apart on the top line and land in completely

different places by the time you're at the table. Read the whole thing, every time.

The initial contract is hardly ever the last of the negotiations. Expect to negotiate again

after due diligence and after the appraisal. Better to be prepared than not.

8. Know who is on the other side of the table

Most buyers who reach you will have an agent. That agent negotiates for a living, has

done it hundreds of times, has no emotional attachment to your house, and has one job:

getting their buyer the best possible outcome at your expense. That is not a criticism. It is

the job.

They will also know, the moment they see the listing, that you are unrepresented. Some

will treat that fairly. Others will read it as an opening. The hardest part is not the

paperwork.
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One thing worth deciding early is whether you're willing to work with buyers who have

their own agent, and if so, on what terms. How buyer agent compensation is handled

changed meaningfully in recent years, so get current information on this rather than

relying on how it worked the last time you sold. A title company, a real estate agent or a

real estate attorney can walk you through where things stand now.

A summary of everything you need to know

Most FSBOs run into one major issue: time and availability. A lot of the moving parts that

require urgency happen during typical working hours, making it hard for sellers to keep

up with. Being unavailable could be the deciding factor between a buyer writing an offer

on your property or someone else's that they also loved.

1. Pull sold comparables, or pay for an appraisal

2. Set a price you can defend with data

3. Declutter, depersonalize, deep clean, and fix what buyers will notice

4. Hire a professional real estate photographer

5. Write listing copy that does not read like a rental ad

6. Get the listing live and pushed everywhere you can reach

7. Share it socially and ask your network to keep sharing it

8. Talk to neighbors, put up a yard sign, build a landing page, run ads

9. Decide how you will handle buyers who come with an agent

10. Build a system for fielding calls, texts and emails at all hours

11. Screen inquiries and require pre-approval letters

12. Schedule and run every showing yourself, safely

13. Follow up with everyone who walks through

14. Obtain and complete the correct Arizona disclosure documents

15. Receive offers and read each one in full, terms included

16. Counter, negotiate, and compare offers that are not comparable

17. Have an attorney review the contract before you sign
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18. Open escrow with a title company

19. Track the due diligence, appraisal, financing and closing deadlines

20. Coordinate inspections and negotiate the repair request

21. Handle an appraisal that comes in below contract price

22. Keep the buyer's lender moving and the deal from stalling

23. Get to signing, funding and recording without missing a date

So, should you do it yourself?

Sometimes yes. But you need to be honest with yourself about three things: whether you

have daylight hours to give this, whether you are willing to negotiate against a

professional, and whether you can look at your own house the way a stranger will. Most

people can manage one or two of those. It is the third that quietly costs the most money.

The one thing I'd push back on is deciding based on the commission alone, in either

direction. What matters is what ends up in your pocket after everything, and that depends

on the price you get and the terms you agree to, not just the fee you avoid. That's a

number worth actually running before you commit to a path.

If you're second guessing listing without an agent, let's talk it through.

I'm happy to at least sit down with you and go through the process further. I'll run the

numbers with you, no cost and no obligation, whether you list with me or not. And if

selling on your own is the right call for your situation, I'll tell you that too.

Alyssa Rogers, REALTOR®  ·  Real Broker

385-215-6347  ·  alyssarogersrealtor@gmail.com
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