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Q:  I’m selling my home “by owner”  and a real estate agent asked to show my home to a prospective buyer.  She mentioned 
signing a form agreeing to pay a commission should her client purchase the property.  What are my options? 
 

A:   The agent is referring to an agreement to show unlisted property, also known as a “one time show” agreement.  This is a 
form the agent will ask you to sign before she brings in her clients. It identifies the client, the commission, and prevents you 
and the identified buyer from negotiating directly at a later time, with the intent to cut the agent out of the deal and not pay a 
commission.  You have the options of refusing the agents request and loosing a possible buyer, or accepting it by signing the 
form.  If you decide to allow the agent to show your house to her client, you may negotiate the amount (percentage of sales 
price) of the commission. 
 

Financial Freedom  
 

Q: My fiancé and I are getting married in June.  We both are employed, but don’ t have any savings.  We will be renting an 
apartment and hope to put some money aside each paycheck in order to save for a down payment on a home.  What are some 
things we should do to prepare for this purchase, and how much will we need to pay down on a starter home? 
 

A:  First, you and your fiancé should prepare a household budget that includes your savings plan.  It’ s best to have the 
savings taken directly out of your paycheck and you will be more likely to stick to the plan.  A local Realtor can tell you the 
average price of a “starter”  home.  Then talk to a mortgage consultant about your plans and the percentage of down payment 
required for the different loan programs offered.  This information will help you set a savings goal.  In the meantime, build a 
good credit rating and a relationship with a bank. The key is to make wise decisions regarding spending and saving and you 
will reach your goals.  
 

Hot Shot   
 

A young broker had just opened his own real estate office. He was stylishly dressed and sitting behind his brand new 
mahogany desk when a man comes in to the outer office.  Wishing to appear the hot shot, the broker picked up the phone and 
pretended to be working a big deal.  He threw huge figures around and made giant commitments. Finally he hung up and 
asked the visitor, "Can I help you?"   The man said, "Yeah, I©ve come to activate your phone lines." 
 

Spr ing Tips 
 

� Consider installing a lightning protection system on your home  
� Protect all your electrical appliances from power surges and lightning 
� Have a professional air conditioning contractor inspect and maintain your system   
� Check for damage to your roof  
� Check all the fascia and trim for deterioration  
� Run through a severe-weather drill with your family  
 

Is there a move in your  future? 
 

Whether you are buying, selling, or both, let me work for you.  As a REALTOR® I subscribe to a standard of ethics that 
places your interests ahead of my own.  My job is to make your life easier and to give you confidence that your buying / 
selling experience will be as smooth as possible.�  

Thank you for reading my newsletter.  I hope you found something in its content that 
informed you or simply amused you.  The views expressed in this newsletter are my 
own and do not represent the views of any other agent or broker of Bunn Realty, Inc. 
 

To receive this newsletter via email or to be removed from the distribution list, please 
email your request to sandpeg@bellsouth.net.  

Peggy’s Practical 

Points to Ponder 
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“ Let’s find a house you’ ll call home.”  
 


