
NJ CASH HOUSE BUYERS  |  HOMEOWNER RESOURCE

NJCASHHOUSEBUYERS.COM  •  Atlantic  |  Cape May  |  Cumberland Counties

NJ CASH HOUSE BUYERS

THE SOUTH JERSEY
HOME SELLING GUIDE

How to Sell Your House As-Is, Avoid Costly Mistakes, and 
Choose the Right Option

A free homeowner resource for Atlantic, Cape May, and Cumberland Counties

More Than a Cash Offer. A Solution That Works for You.™
Presented by NJ Cash House Buyers

NJCASHHOUSEBUYERS.COM



NJ CASH HOUSE BUYERS  |  HOMEOWNER RESOURCE

NJCASHHOUSEBUYERS.COM  •  Atlantic  |  Cape May  |  Cumberland Counties

A Message From Our Team
Selling a house is a big decision. For some homeowners, the process is straightforward. For 
others, it comes with challenges they never expected.

Maybe you inherited a property you do not want to maintain. Perhaps your house needs repairs 
you cannot justify making. You may be dealing with tenants, a vacant property, carrying costs, 
or a move on a difficult schedule.

At NJ Cash House Buyers, we believe the selling process should begin with good information, not 
pressure. This guide explains the major paths available, the trade-offs involved, and the 
questions worth asking before you sign anything.

A direct cash sale may simplify a difficult situation, but it is not automatically the best choice. 
Some homeowners will do better listing their property with an agent. Our goal is to help you 
compare both options and make a decision that fits your circumstances.

The information here is educational. Real estate, tax, title, probate, and foreclosure issues can 
depend on your particular property and circumstances. Consult qualified New Jersey 
professionals when those questions arise.

Our philosophy is simple: More Than a Cash Offer. A Solution That Works for You.™ The right 
conversation starts with your goals and the practical obstacles you need to solve, whether that 
means moving, handling belongings, or choosing a comfortable timeline.

What is inside
 1. Understanding Your Home-Selling Options
 2. Listing With an Agent vs. Selling Directly
 3. How a Cash Home-Buying Offer Works
 4. Selling a House That Needs Repairs
 5. Inherited and Estate Properties
 6. Tenants, Liens, and Complicated Situations
 7. Understanding Your Net Proceeds
 8. Timelines, Closing Costs, and Common Mistakes
 9. Your Step-by-Step Home-Selling Plan
 Worksheets and Checklists
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CHAPTER 1

Understanding Your Home-Selling Options
There is no single best method for every property. Start by identifying what you are trying to 
accomplish, not just the price you hope to see on an advertisement.

The traditional listing route
A real estate agent markets your home to prospective buyers, coordinates showings, and helps 
negotiate an offer. A competitive listing can attract multiple buyers, especially when the home is 
well maintained and the seller has flexibility.

The trade-offs can include repairs, preparation, showings, inspections, financing contingencies, 
and uncertain closing dates. Actual expenses depend on the transaction and the terms you 
negotiate.

For sale by owner
You can market and sell the property yourself. This may reduce some professional fees, but 
requires time and attention to pricing, offers, disclosures, title questions, and coordination with 
the buyer and closing professionals.

Selling directly to a buyer
A direct buyer may offer to purchase the property in its current condition, without the usual 
listing process. The offer generally reflects expected resale value, repair expenses, carrying 
costs, risk, and a reasonable investment return. It may be lower than what an improved home 
could sell for on the open market.

Define your priorities
 Highest possible net proceeds
 Fewest repairs and showings
 Predictable timing
 Flexibility about possessions or moving
 Certainty of the buyer’s funds and ability to close

Key takeaway
Choose the method that best meets your priorities after comparing the money, time, work, and 
uncertainty involved.
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CHAPTER 2

Listing With an Agent vs. Selling Directly
A good comparison looks at your probable net proceeds and realistic workload, not a cash offer 
on one side and an ideal listing price on the other.

Compare the full picture
An agent may estimate a listing range based on comparable properties and current conditions. 
Ask which repairs or preparations are truly needed, how long comparable homes take to sell, 
and how price changes might affect the result.

For a direct sale, ask for a written offer, contingencies, required inspections, proof of available 
funds, proposed closing date, and any fees or credits expected of you.

An example of the trade-off
Imagine an as-is direct offer of $205,000 versus a projected retail sale of $255,000 after 
improvements. If repairs, holding costs, negotiated fees, concessions, and other expenses total 
$38,000, the hypothetical retail proceeds before mortgage payoff would be $217,000. The higher 
sale price still wins, but by $12,000 rather than $50,000. Your actual numbers may differ 
significantly.

Ask each party the same questions
 What costs will I pay, and when?
 What might cause the deal to be delayed or canceled?
 Is the offer dependent on financing, another sale, or a later inspection?
 When do I have to move out?
 Who pays for remaining belongings or cleanup?

Key takeaway
Do not confuse the asking price, the offer price, and the amount you will receive at closing.
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CHAPTER 3

How a Cash Home-Buying Offer Works
A reputable buyer should be able to explain the steps, the assumptions behind an offer, and any 
conditions that could change the numbers.

Step 1: Share basic property facts
Expect questions about location, property type, occupancy, major repairs, age of roof and 
mechanical systems, and your preferred timing. You should not need to promise to accept an 
offer merely to request information.

Step 2: Review the property
The buyer may review public records, comparable sales, photos, and the property in person. An 
in-person walk-through can reveal major defects or costs that are difficult to see in a short form.

Step 3: Receive and evaluate an offer
Ask whether the price is firm or subject to inspection, what earnest money will be deposited, 
whether the contract can be assigned, and what conditions let the buyer cancel. If you want a 
direct purchaser rather than an assignment arrangement, ask that question explicitly.

Step 4: Title and closing
The closing process typically includes title work, review of ownership and liens, document 
preparation, and transfer of funds and title through the professionals handling the closing. 
Timing depends on title, occupancy, financing (if any), and contract terms.

A personalized offer considers your situation
A home sale is about more than a purchase price. You may be managing an inherited house full 
of personal belongings, coordinating an estate sale, facing a major move, or needing a little 
more time before leaving the property. A thoughtful buyer should listen to those concerns 
before discussing possible purchase terms.

At NJ Cash House Buyers, we believe each homeowner deserves an individual conversation. 
Depending on the property and the circumstances, we can explore options such as coordinating 
the removal of unwanted items, accommodating an estate-sale schedule, or discussing a 
mutually acceptable closing and possession timeline. These are possibilities to discuss, not 
automatic benefits or guarantees.

Ask for every important accommodation to be written clearly into the contract. Be especially 
careful about any arrangement that allows someone to occupy the house after closing, since 
insurance, liability, and possession terms need to be addressed with qualified professionals.

Warning signs
 Unwillingness to explain the business model or identify the buyer
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 Pressure to sign without reviewing the contract
 Large unexplained last-minute price reductions
 Claims of a guaranteed closing despite unresolved title issues
 Requests to send money or sensitive information to unverified accounts

Key takeaway
A simple process should still include a clear written agreement and time to review it.
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CHAPTER 4

Selling a House That Needs Repairs
A house with water damage, roof problems, structural issues, outdated systems, or years of 
deferred maintenance may still be sellable. The real question is which selling path makes 
financial sense.

Repair, price accordingly, or sell as-is
Some limited repairs may improve marketability enough to justify the expense. Others may not. 
Obtain realistic estimates before assuming a renovation will increase your net proceeds.

Selling as-is usually means the seller does not agree to make routine requested repairs. It does 
not automatically eliminate disclosure obligations, inspection rights, or specific contractual 
responsibilities.

Document conditions honestly
Make a list of known problems and keep photos, permits, contractor quotes, and reports. 
Accurate information helps buyers assess the property and reduces surprises later.

Fire, water, and storm damage
If the damage may involve an insurance claim, determine the claim status, coverage, and rights 
to payment before agreeing to a sale. Pending claims, unrepaired damage, permits, and lender 
interests can complicate a transaction. A qualified professional can help you evaluate these 
issues.

A practical decision checklist
 Get at least one written repair estimate for large problems
 Compare an as-is market valuation and direct offer
 Include taxes, insurance, utilities, and loan costs during repair and marketing
 Assess whether you have the time and funds to manage the work

Key takeaway
The lowest-effort option is not always the best financial option, but it may be the best personal 
option.
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CHAPTER 5

Inherited and Estate Properties
Inherited homes often involve more people, documents, and deadlines than a typical sale. Start 
with authority to sell and the estate’s legal status.

Confirm who has authority
Ownership may have transferred by deed, operation of law, trust, or estate administration. An 
executor, administrator, trustee, heir, or other person may need particular authority to sign a 
sale contract. Ask a New Jersey estate attorney or title professional to review the facts before 
promising a closing date.

Account for the real costs of holding
While decisions are being made, property taxes, insurance, utilities, maintenance, security, and 
mortgage obligations may continue. Multiple heirs may have different priorities or expectations.

Compare options with the same financial worksheet
A direct sale may reduce the need to empty, update, and publicly market a property. A 
traditional listing may generate higher proceeds when condition and timing permit. Obtain both 
perspectives when possible.

Documents to gather
 Deed and recent mortgage statement
 Estate or trust documents showing authority
 Property tax and utility information
 Information about known liens or judgments
 A list of personal property that must be retained

Key takeaway
Do not distribute sale proceeds or sign on behalf of others without confirming your authority 
and legal obligations.
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CHAPTER 6

Tenants, Liens, and Other Complications
Complicated does not necessarily mean unsellable. It means the transaction requires a realistic 
plan.

Tenant-occupied homes
A buyer may be interested in a rented property, but leases, security deposits, tenant rights, 
access, and vacancy plans must be handled properly. Do not assume that a sale automatically 
ends a tenancy. Have a New Jersey real estate attorney review your situation.

Liens, mortgages, and title
Mortgages, judgments, unpaid taxes, estate issues, or ownership discrepancies can affect the 
amount available to the seller and whether title can transfer. Request a payoff or title review 
early when you know there may be an issue.

Foreclosure or financial pressure
If foreclosure deadlines or mortgage arrears are involved, speak promptly with your lender or 
servicer and qualified legal or housing-counseling professionals. Selling may be one option, but 
a proposed closing date does not suspend legal deadlines. Avoid guarantees that a sale will solve 
every debt.

Vacant and unwanted properties
Keep insurance appropriate for the occupancy status, secure doors and windows, and monitor 
the home while making plans. Vacancy can create extra insurance and maintenance concerns.

Key takeaway
Clear information and early professional advice are more valuable than a rushed promise.
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CHAPTER 7

Understanding Your Home’s Value and Cash Offers
The number that matters most is usually what you can reasonably expect to take home after the 
transaction.

Start with comparable properties
Recent closed sales of similar homes in similar locations provide useful context. Size, condition, 
lot, parking, layout, flood exposure, and needed repairs all matter. Active listing prices alone do 
not establish what buyers will pay.

Why investor offers differ
A buyer planning to repair or resell must account for purchase and sale transaction expenses, 
repairs, permits, taxes, insurance, carrying costs, unknown defects, and the risk that the 
finished home sells for less than projected. These assumptions should be reasonable and 
explainable.

Build a net-proceeds estimate
Estimated sale price minus seller-paid transaction costs, repairs or concessions, carrying costs to 
closing, and mortgage or lien payoffs equals an approximate amount available to the seller. Tax 
consequences are separate and should be discussed with a qualified advisor.

Beware of misleading comparisons
Do not compare an investor’s signed as-is offer with an optimistic resale price after renovation 
unless you also account for the complete cost and risk of getting there.

Key takeaway
Use the worksheet at the back of this guide to compare real written proposals side by side.
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CHAPTER 8

Closing Costs, Timelines, and Common Mistakes
Whether you list or sell directly, the contract should make costs, responsibilities, and key dates 
understandable.

Typical closing considerations
Depending on the transaction, expenses may include legal fees, title-related charges, agreed 
commissions, mortgage payoff charges, prorated taxes, negotiated credits, and other contractual 
items. Some costs are paid by one party by custom or negotiated differently. Review the actual 
closing statement.

Timing is not guaranteed
Cash can eliminate a mortgage financing contingency, but it does not eliminate title defects, 
estate questions, outstanding permits, inspection issues, occupancy problems, or document 
preparation. Ask what is required before a closing date is realistic.

Common mistakes
 Signing before reviewing all contingencies and assignment language
 Assuming “as-is” means there are no disclosures
 Ignoring taxes, liens, mortgage payoffs, and holding costs
 Failing to verify the buyer or where closing funds will come from
 Forgetting to coordinate moving and personal-property removal
 Relying on verbal promises that are not in the contract

Protect yourself
Read the agreement carefully, ask for changes in writing, and consider an independent New 
Jersey real estate attorney for significant or unusual transactions.

Key takeaway
Certainty comes from verifying the details, not from promotional promises.
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CHAPTER 9

Your Step-by-Step Home-Selling Plan
Here is a practical way to move from an uncertain situation to an informed decision.

Step 1: Identify your priorities
Decide on your ideal timeframe, price expectations, ability to fund repairs, and willingness to 
handle showings or cleanup.

Step 2: Gather your property documents
Collect the deed, mortgage information, taxes, insurance information, leases, known repair 
estimates, and any estate paperwork that applies.

Step 3: Understand the condition
Walk through the property and write down visible problems and any known history. Do not 
conceal conditions or make assumptions about repairs you have not evaluated.

Step 4: Compare your options
Seek a realistic listing opinion and, where relevant, a direct written offer. Use the same net-
proceeds framework to compare them.

Step 5: Verify and negotiate
Ask questions about conditions, deposits, funds, assignments, repairs, access, personal property, 
and closing timing. Obtain professional advice when warranted.

Step 6: Prepare for closing
Confirm payoffs, title work, moving plans, final walkthrough expectations, and how funds will 
be delivered. Review the final settlement documents.

Key takeaway
You do not have to choose the first offer or the first timeline someone gives you.
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Worksheet 1: Your Selling Priorities
Write down what matters most before deciding how to sell.

Property address 

________________________________________________________________________________

County / municipality 

________________________________________________________________________________

Ideal closing date 

________________________________________________________________________________

Minimum net proceeds needed 

________________________________________________________________________________

Biggest property concern 

________________________________________________________________________________

Repairs you are willing to make 

________________________________________________________________________________

Who needs to approve the sale 

________________________________________________________________________________
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Additional help or flexibility I would like to discuss: __________________________

________________________________________________________________________________

Worksheet 2: Compare Your Options
Fill in actual estimates from each offer or listing plan. Subtract expenses and payoffs to estimate 
net proceeds.

Potential listing sale price 

________________________________________________________________________________

Estimated listing repairs and preparation 

________________________________________________________________________________

Estimated listing commissions and closing costs 

________________________________________________________________________________

Listing holding costs until closing 

________________________________________________________________________________

Written direct purchase offer 

________________________________________________________________________________

Direct sale seller-paid costs 

________________________________________________________________________________

Mortgage and other payoffs 

________________________________________________________________________________

Estimated listing net proceeds 

________________________________________________________________________________

Estimated direct-sale net proceeds 

________________________________________________________________________________
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Worksheet 3: Questions for a Direct Buyer
Use these questions during a property evaluation or before signing a contract.

Who is the legal buyer on the contract? 

________________________________________________________________________________

Will the buyer purchase directly or assign the contract? 

________________________________________________________________________________

What is the basis for the proposed price? 

________________________________________________________________________________

Is the price contingent on inspection or due diligence? 

________________________________________________________________________________

How is the purchase financed or funded? 

________________________________________________________________________________

What earnest money is deposited and when? 

________________________________________________________________________________

What can cause the buyer to cancel? 

________________________________________________________________________________

Who pays which closing costs? 

________________________________________________________________________________

What is the proposed closing and possession date? 

________________________________________________________________________________

What happens to items left behind? 

________________________________________________________________________________
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Home-Selling Checklist
   Clarify my priorities and preferred timeline☐

   Check who is legally authorized to sell☐

   Gather deed, mortgage, tax, and relevant estate records☐

   List known property issues and repair estimates☐

   Estimate monthly carrying costs☐

   Compare a realistic listing scenario with any direct offer☐

   Verify buyer identity, funds, and contract conditions☐

   Review legal, tax, tenancy, and title questions with qualified advisors☐

   Confirm moving arrangements and any items left behind☐

   Review final numbers and closing documents before signing☐

Thinking About Selling As-Is?
If you own a house in Atlantic, Cape May, or Cumberland County and want to understand 
whether a direct sale might make sense, NJ Cash House Buyers welcomes a conversation about 
your property. Requesting information does not obligate you to accept an offer.

Visit NJCashHouseBuyers.com to request a property evaluation.

More Than a Cash Offer. A Solution That Works for You.™ We begin by listening to your 
priorities. Whether you need time to move, assistance exploring furniture-removal options, or a 
thoughtful schedule for an inherited home, we can discuss possible arrangements. Not every 
solution is available in every transaction. Any agreed terms should be documented in writing.

About this guide
Published by NJ Cash House Buyers as general homeowner education. It is not legal, tax, 
appraisal, mortgage, or financial advice. Contract terms, property conditions, and New Jersey 
requirements vary by situation. Verify information with appropriate professionals. The 
examples in this guide are illustrative, not predictions of actual values or offers.
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