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How to sell a house fast

What actually decides how quickly a house sells, the realistic ways to
speed it up, what each one costs you, and how to avoid the offers
that turn out to be traps. No promised timelines, just the trade-offs.
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Before you read

This guide is general information, not
legal, tax or financial advice. Contracts,
local rules and costs vary, so check the
details for your home with your agent,
title company or attorney.

HomeSellersUSA connects homeowners
with licensed local agents and cash
buyers. We are not a real estate broker
and don't value homes.
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"Fast" means two different things when you sell a house: how quickly you find a buyer, and how
quickly that buyer actually closes. You can get an accepted offer in a weekend and still wait on a
loan, a title problem or a repair negotiation. This guide covers both halves, the options sellers
commonly use, and the checks that keep a quick sale from becoming an expensive one.

° What actually determines speed

Five things do most of the work, and you control some of them more than others.

» Price. A home priced in line with recent comparable sales tends to draw buyers sooner than
one priced above them. An overpriced listing often sits, then sells after price cuts. A licensed
local agent's market report can show you where comparable homes actually sold.

« Condition. Buyers pay for move-in ready and discount for work. Condition also affects
financing: a home with serious problems may not suit some mortgage programs, which shrinks
the pool of buyers who can close.

« Your local market. How many buyers are active in your price range and area right now
matters more than national headlines. You cannot change it, but you can price and prepare with
it in mind.

« The buyer's money. A buyer paying cash skips the lender. A buyer with a mortgage has to get
the loan approved, the home appraised, and a Closing Disclosure delivered; by law the
borrower must receive it at least three business days before closing (CFPB).

» Title. Before closing, someone has to confirm you can transfer clean ownership. Old liens,
unpaid taxes, estate paperwork or a missing co-owner's signature can hold everything up,
regardless of how eager the buyer is.

6 The realistic options, side by side

There is no single fastest route that suits everyone. These are the paths sellers commonly
compare.

List with an agent, priced to the market. You expose the home to the most buyers, which
tends to support a stronger price. You pay a commission you negotiate, handle showings and
usually some repairs or credits, and the timeline depends on buyer financing. Since the 2024
National Association of REALTORS settlement, sellers decide whether to offer compensation to a
buyer's agent, and buyers sign a written agreement with their own agent before touring (NAR).
Pricing at or slightly below the market, rather than testing a high number, is the lever most sellers
have for speed.
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Sell to a local cash buyer or investor. No lender, often no repairs or showings, and a closing
date that can be set around your needs. The trade is price: an investor has to cover repairs,
holding costs, resale costs and profit, so offers are usually below what a retail buyer might pay.

See cash offer vs listing for the full comparison.

An iBuyer program, where one operates. Some companies make offers on homes in certain
metro areas and price ranges, using data rather than a visit, then adjust after an inspection. They
typically charge a service fee and deduct repair costs. Availability, fees and terms change often,
so read the current terms and compare the net figure, not the headline offer.

Sell as-is to anyone. "As-is" means you are not offering repairs, not that you can skip required
disclosures. Disclosure rules vary by state; see your state page under /states. A listed as-is home
can still attract retail buyers, especially those willing to take on a project.

Compare net, not headline

A higher list-side price can net less after commission, repairs, credits and months
of mortgage, taxes and utilities. A lower cash price can net more than it looks.
Run both through the net proceeds calculator before you decide.

° What each option trades away

» Listing trades time and hassle for exposure. You also carry the risk that a financed buyer's loan
or appraisal falls through late.

« A cash buyer trades price for certainty and convenience. The certainty is only as good as the
buyer's actual funds, which is why proof of funds matters (see below).

« An iBuyer trades some price and a fee for a predictable process, and only if your home fits
their criteria.

» As-is trades a lower price, or fewer interested buyers, for skipping the repair work.

Many sellers ask for both a market report from one agent and a cash offer from one buyer, then
compare. That costs nothing but a little time, and it gives you a real number to measure any offer
against. You can request either from home value or cash offer.

° What commonly delays closings, and how to head it off

Most delays show up after the contract is signed. You can defuse many of them early.

HomeSellersUSA Seller Guides * 4


http://127.0.0.1:4830/guides/cash-offer-vs-listing
http://127.0.0.1:4830/states
http://127.0.0.1:4830/guides/net-proceeds-calculator
http://127.0.0.1:4830/home-value
http://127.0.0.1:4830/cash-offer

» Title problems. Order or ask for a preliminary title report as soon as you are under contract,
or even before you list. Look for judgment liens, contractor (mechanic's) liens, old mortgages
that were paid but never released, and anyone else whose name is on the deed.

» Liens you already know about. A federal tax lien attaches to all your property, including real
estate (IRS). The IRS has a process for a certificate of discharge of specific property, explained
in Publication 783, but it takes time, so start early if it applies to you. Get a written payoff
statement from every lender with a lien.

- Repairs and inspections. A pre-listing inspection shows you what a buyer's inspector will
find. You can fix items, price for them, or disclose them up front, so the negotiation after
inspection is shorter.

« The appraisal. If a financed buyer's appraisal comes in below the price, the CFPB notes it is
strong evidence the price was above market value and the buyer may try to renegotiate;
depending on the contract, an appraisal contingency may let the buyer walk away and get the
earnest money back (CFPB). Realistic pricing is the best defense.

« The buyer's loan. Ask for a pre-approval letter with the offer, and ask your agent or the title
company to confirm the lender is on track well before closing.

- Estate, divorce or co-owner paperwork. If someone who owns part of the home has died, is
divorcing, or is hard to reach, sort out who can sign before you accept an offer. State rules vary.

« Local requirements. Some states and cities require certain inspections, certificates or
transfer tax filings before closing. Your state page under /states lists the main rules.

e Protect yourself from rushed or predatory offers

Speed is exactly what makes sellers vulnerable. A few habits protect you.

- Read the whole contract. Look at the price, who pays which closing costs, the closing date,
any inspection or "due diligence" period that lets the buyer cancel, and what happens to the
deposit. Ask a real estate attorney to review it if anything is unclear.

« Earnest money. Earnest money is a deposit a buyer pays to show good faith on a signed
contract, held by the seller or a third party such as a title company (CFPB). A tiny deposit with a
long cancellation window means the buyer has little at stake. Make sure a neutral third party
holds it.

» Proof of funds. For a cash offer, ask for a recent bank or lender statement showing the
money, in the name of the entity that is signing the contract.

« Assignment contracts from "cash for houses" mailers. Some buyers sign a contract with
you, then sell that contract to another investor for a fee instead of closing themselves. This is
often called wholesaling. If no end buyer turns up, the sale may simply not happen, and your
home may have been off the market in the meantime. Oklahoma, for example, now requires
real estate wholesalers to hold a real estate license, after homeowners complained on learning
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their buyer was assigning the contract for a profit (Oklahoma Real Estate Commission). Rules
differ by state. Ask directly: "Will you close in your own name?" and look for words like "and/or

assigns" next to the buyer's name.

Use a title company or closing attorney. Money should move through a neutral escrow, not

directly to the buyer or to you in cash.

- Walk away from pressure. Offers that expire in hours, requests to sign the deed before
closing, or anyone asking you to pay a fee up front are red flags. If you are behind on your
mortgage, talk to a HUD-approved housing counselor (find one at hud.gov) before signing
anything. This guide is general information, not legal or financial advice.

e Your next step

Get a number you can trust before you pick a path. Ask one licensed local agent for a free market
report through home value, ask one local cash buyer for an offer through cash offer, or both, then
compare the net figures with the net proceeds calculator. HomeSellersUSA is not a broker and
does not buy or value homes; how it works explains the introduction.

Questions sellers ask

~

What is the fastest way to sell a
house?

It depends on the home, the market and what
you are willing to trade. A cash buyer removes
the lender, which often shortens the path to
closing, but usually at a lower price. Listing
priced in line with comparable sales tends to
attract buyers sooner than overpricing.
Compare the net figures from each before you
decide; see cash offer vs listing.

Can | sell my house as-is and skip
disclosures?

Selling as-is means you are not offering repairs.
It does not remove disclosure duties your state
may impose. Rules vary by state, so check your
state page under /states and ask a local
professional.

How do | know a cash buyer really
has the money?

Ask for proof of funds, such as a recent bank
statement, in the name of the person or
company signing the contract. Ask whether
they will close in their own name or assign the
contract, and make sure a title company or
closing attorney holds the earnest money
(CFPB).

What happens if the buyer's
appraisal comes in low?

The buyer may ask you to lower the price, bring
more cash, or, if the contract has an appraisal
contingency, cancel and get the earnest money
back (CFPB). Pricing in line with recent sales
reduces the chance of a gap.
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What is a wholesaler, and is it
illegal?

A wholesaler signs a contract to buy your home
and then sells that contract to another investor
rather than closing. Legality and licensing rules
differ by state; Oklahoma, for example, requires
wholesalers to hold a real estate license
(Oklahoma Real Estate Commission). Ask any
buyer directly whether they will close in their

own name.
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Thinking of selling? Ask one licensed local agent for a free
market report, or one local cash buyer for an offer. Free to
ask, no obligation.

homesellersusa.com

NET PROCEEDS Cash Offer vs Listing Selling an SELLER CLOSING Seller Closin
CALCULATOR g Inherited House COSTS IN TEXAS Costs in Florida

CAPITAL GAINS CHOOSING A
ON A HOME SALE LISTING AGENT

More free guides and your state's seller rules at homesellersusa.com/guides
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