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I first came to know Kevin Bradley though Bill’s 5 Day Sale “Forum (Blog),” in the summer of 2007.  Bill is the author of “How to Sell Your Home in 5 Days,” Workman Publishing, New York.
Kevin had identified himself as a 5 Day Sale candidate in Denver, Colorado, and in need of some assistance – as is often the case – in pursuing his 5 Day Sale.

In the six (6) months that I have been a daily observer of the 5 Day Forum, I have 

found that many of those who happen upon Bill’s book, and subsequently wish 

to pursue a 5 Day Sale, have found the “Forum” a wonderful source of information and support.  In my opinion, those who pursue a 5 Day Sale without using the “Forum” and its participants as a resource increase exponentially their odds of success.

Given my academic and professional interest in observing and participating in a 5 Day sale, and Bill’s request on the Forum that someone document a 5 Day Sale, I decided to both engage Kevin as a free resource in assisting him with his 5 Day Sale.  I also thought that it would be an excellent topic for an academic “case study,” and a worthwhile empirical experience for my students (in the Franklin Burns School of Real Estate & Construction Management, in the Daniels College of Business, at the University of Denver) where I have been an adjunct professor for over 20 years.  I am also a graduate of both the undergraduate and graduate programs at the Burns School.
With the purpose of documenting a case study with my students, I engaged Kevin on the Forum and he agreed to work with us as he had no family in Denver to assist him and didn’t want to impose upon his circle of friends as he prepared for his 5 Day Sale.  Kevin, who is a technical writer by trade, and an aspiring theology student, needed to sell his condominium in order to pursue a doctorate in theology at Texas Christian University.

Nationally, we have seen downward “price corrections” to some degree across the nation.  This is clearly reflected in “real” time on the Forum, as many 5 Day Salers (as I take the liberty of describing them) post the results of their 5 Day Sales.  It is also documented by data obtained by and reported to the real estate and financial markets by the National Association of Realtors (NAR).  This is in part a function of the normal business cycle that was expected following the prior decade of exponentially increasing property values relative to the rate of inflation, increasing interest rates that tend to have an inverse relationship to property values, and the historic number of foreclosures impacting housing supply.  The record number of foreclosures is due largely in part to loosened mortgage underwriting standards and creative mortgage financing instruments such as interest-only loans, adjustable rate mortgages, and option arms that are now adjusting upward and putting many marginal borrowers beyond their financial means to service their mortgage debt.  Clearly, supply is out of balance with demand, and there are many such loans that have not yet adjusted that will continue to increase housing resale supply in the years to come.

As for Denver, we have historically led the nation in both heading into downward  business cycles and coming out of them, and while the national and local economy are brisk, our real estate market continues to soften as it does in much of the country.  That said, we are fortunate in that Denver real estate property values – on average – historically do not tend to appreciate as much in upward markets, as do property values in markets such as Florida, Phoenix, Las Vegas, and California.  Correspondingly, Denver real estate property values do not tend to stagnate or negatively correct in downward market cycles.

As for Kevin’s property, the subject of our 5 Day Sale case study, it was a 930 square foot condominium that he owned for nearly 2 years and bought when the market was healthier than in September, 2007, when he conducted his 5 Day Sale.  Furthermore, the unit was greatly improved relative to comparable units in the building and suffered from the academic real estate principle of “regression,” wherein his unit’s value was brought down as a function of historic comparable sales in the building.  Additionally, the building was constructed in 1970, and common areas appeared to be very dated.  That said, it should be noted that the building is located at the “confluence” of several very affluent neighborhoods in the Denver metropolitan area including Washington Park, Bonnie Brae, and Cherry Creek.  Kevin believed his condo to be worth $155,000 at the time he decided to run a 5 Day Sale/Home Auction.
As our first 5 Day Sale case study, we (the DU students and myself) assisted Kevin        in identifying real estate websites and posting his online ads.  Otherwise, we primarily observed the process as executed by Kevin, assisted as greeters during the inspection period, provided moral support, and video documented the entire process.  You can view this 16 minute video documentary free on www.AuctionBySeller.com   

Kevin had tried to run his sale two times unsuccessfully, each time paying for expensive classified print ads in Denver’s two local newspapers.   On his third attempt, he agreed to    let us document his 5 Day Sale, and assist.  After working very hard on his pre-5 Day Sale advertising campaign by posting online ads on multiple real estate websites, physically posting fliers in high-traffic pedestrian areas in his neighborhood, nearby universities, etc., Kevin had the 24 responses (the book recommends 25 as the “Go; No Go” threshold) and decided to hold his inspection period and sale on September 9th & 9th  in 2007.

Weather was good that weekend, and he had an excellent turnout over the two day  period with nearly 30+ people coming through the property.  All were friendly, liked the property, and were curious about the 5 Day Sale/Home Auction process.  
Kevin’s condo was located on a five-way intersection in a affluent part of Denver, so      he invested in “Condo Auction” signage that seemed to work well in his sale.  Of the    ten (10) bidders, three (3) came off of auction signage.

At the end of the inspection period, Kevin was exhausted and was looking forward to           the “round-robin bidding” session.   The bidding process was both laborious and disappointing.  Kevin started the process a little later in the evening and was unable to reach several bidders who were not available by phone (including the ultimate buyer), and the bidding session ended at a disappointing $86,000.

After following up with the bidders he couldn’t reach on Monday, Kevin struck a deal and put his condo under contract directly with the bidder-buyer for $149,000!

Although the process didn’t work exactly as described in the book, it did result in identifying a real, “willing and able buyer” who put the condo under contract. 

The sale closed in October of 2007.
