
The Open Market System 

 

Although the vast majority of real estate that is traded is conducted through organized real estate 

boards, there are still some cases where the homeowner tries to take on the complex task of 

selling their home by themselves. This scenario is called a For Sale By Owner, or FSBO (fiz-bo) 

as it's known in the industry. The homeowner focuses solely on the idea of saving what they 

perceive to be a large commission, making the assumption that this approach will help them come 

out ahead on the transaction. They lose sight of the many ways that it pays to use a professional 

sales representative. As a result, it usually ends up costing the seller far more than any 

commission they save and they run risk of getting involved in serious legal problems. The reason 

people try to sell on their own is that they really don’t understand the value and benefits of an 

open market system.  

Because of our close emotional ties to our home, most of us do not realize that a house is a 

product that is affected by the same economic principles as any other product that is on the 

market. One of the most basic principles of marketing is that the best way to get the highest price 

for your product is to get as much exposure as possible. No matter what you are trying to sell, the 

more people that know about it, the more likely you are to sell it. It is like fishing in a pond, we 

all want the biggest fish. If you are trying to sell your home privately, you only have one line in 

the water, but if you put your house on the open market, you are using the biggest net that you 

can find. Who has the better chance of getting the big fish? A real estate professional can market 

your home to a vast number of potential buyers in a variety of ways. There's a lot more to 

marketing a home than simply placing a sign on your lawn or an ad in the paper. Targeted direct 

mail, posting on board listings, internet promotion, referral networks, newsletters, community 

events, and open houses are just some of the elements your real estate salesperson may use in 

developing a customized marketing plan that's right for you. And by showcasing your property to 

a far greater number of prospective buyers, you stand a far greater chance of selling your property 

at a price and terms that are better for you. Cutting yourself off from these prospects simply cuts 

down your chances of getting the best possible price for your home. 

 

And there are only so many fish to go around. According to the National Association of Realtors 

(NAR), for every 100 buyers, 70 can’t buy because they have ‘frozen assets’ their money in tied 

in their current home, 11 can’t afford a home, 15 still prefer to rent, and 4% are prequalified. 

There are about 4,500 realtors in Calgary. It is estimated that they have an average of 10 buyers 

each. That translates into 45,000 buyers. If you decide to sell your home on your own, you must 

draw your buyers from somewhere else. If you choose not to use a Realtor, these buyers are not 

available to you, and they will pass your home by for another property. It is simply a matter of 

numbers, the chance of one of the 45,000 buyers being the right one for your house is much 

greater than the chances you would have by what every methods you use to draw buyers to your 

home. In theory, if you had enough time, eventually, the right buyer would eventually show up. 

But most people don’t have years and years to try and sell their house.  

Have you ever stopped to consider why a homebuyer might be motivated to purchase a home that 

isn't marketed through a professional real estate broker? After all, the property isn't being 

marketed by a company that's well versed in the process and is fully aware of the rights and 

obligations due to the buyer. Instead, it's being marketed directly by the homeowner, an 

individual who due to their own personal interests or their lack of experience may not represent 

the property accurately. So why then would a homebuyer want to deal with a FSBO? Simple! 



They are trying to save the commission too. So, if both the buyer and the seller of a FSBO are 

trying to save the same commission dollars, who really wins? Not the seller. In fact, the NAR 

states that those people who sell their home privately end up getting 3 to 5% less than if they had 

put their house on the open market. What is worse is that about 95% of those people who are 

serious about selling their home eventually use the services of a Realtor. Private sale represents 

one of life’s littlie ironies – the seller wants to save the commission and the buyer wants to save 

the commission – but the cost of this irony is that seller runs the risk of wasting money and more 

important than that, wasting time as well.  

Remember, as a seller working with a real estate professional, you are in the driver's seat and you 

pay only for results. If your home does not sell at a price and terms that are agreeable to you, then 

you pay nothing. The real estate agent absorbs all the costs incurred while marketing your home, 

including advertising, signage, posting on the Internet, MLS fees and more, regardless of the 

outcome. It could be argued that the seller really pays nothing. When it comes to marketing, 

people are willing to pay more for a product if they know they are getting value and the company 

will stand behind the product. If you had the choice between two loafs of bread, the bargain and 

the brand name, most choose the brand name, even if they have to pay more for the bread. With 

the name brand, they know what is in it, who made, how old it is, how long it will last, what to 

expect, and they know that somebody will be there if it is something they don’t like or something 

goes wrong. The name brand product will command are receive the higher price. This is why 

companies spend millions of dollars promoting their products. In the end, the cost of marketing is 

absorbed in the price of the product. Home buyers are not buying a loaf of bread. They are 

making the single most important investment of their lives for themselves and their family.  They 

are not going to gamble of a bargain, even if it means paying a little more for a product they can 

trust. All things considered, it's not what you pay in commission that really matters; it is what you 

come away with as your net profit after the sale is complete. The reason people choose the 

services of a realtor is that end up with more money in their pocket in the long run, and somebody 

did all the work and took all the risks.  

The value that a professional Realtor provides goes beyond mere economics. You agent is your 

legal representative. He or she is bound by the rules and regulation set down by the various 

governing agencies so as to protect your best interests in the sale of your home. Like doctors, 

lawyers, architects and engineers, Realtors are educated and licensed professionals. They will 

assume your risks should they make errors or omissions in the performance of their duties. They 

lead you through the contract negotiation and insure that your rights are protected and your 

liability minimized as contracts and agreements are prepared. It is like walking into a court of law 

and trying to defend yourself. As they say, such a person has a fool as a client. They advise you 

of financing options and coordinate the inspection and appraisal processes. Furthermore, they 

make sure the inspection process is handled properly and subsequent negotiations concerning any 

repairs are completed within the specific time frames required in the contract. Finally, a Realtor 

leads you through the lengthy closing process and protects your interests. Find a Realtor you trust 

and be sure to take their advice. Since you are both partners in this transaction, neither of you can 

succeed without the other. 

 

The open market system created by Realtors has its faults. But as far as things go, it is a pretty 

good system... Could you imaging if you had to buy a house the same way you bought other 

products. You would have to drive around to every company and look at their homes. The open 

market system provides the consumer with incredible value and service. The system, in various 

forms, has been around for about a 150 years. No service industry can last that long if it does not 

provide value to the public. As our world becomes more complicated and demands more of our 

time, more and more people are turning to the service of professionals – real estate is not unique. 



By far the vast majority of people are aware of the importance of the open market concept in 

marketing their home and more will follow as they too become aware they trying to sell privately 

really isn’t worth the time, money, and risks.  


