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While the concept of “guaranteed” or “cash” offers has been around for decades, 
the emergence of the “instant” offer in the past 9-10 years has truly begun to 
make a dent in the fabric of the residential housing industry. While actual market 
share numbers have recently begun to slow a bit due to a shifting market, 
consumer awareness of this home selling option is beginning to become more 
mainstream. 
 
Why is this? Institutional iBuyers like Open Door and Offerpad are spending 
millions of dollars each year marketing directly to the agent’s customers via the 
internet, tv and radio ads, direct mail, and even billboards thereby disrupting 
long-term relationships with the ultimate goal of replacing the traditional agent. 
In addition, real estate agent commissions are continuing to compress and they 
have fewer options to compete. 
 



In the midst of this disruption, agents that want to remain competitive need to 
adapt. Here are the top reasons today’s real estate professionals need an instant 
offer solution: 
 
Stop the bleeding 
 
Agents are losing business (revenue) to large institutional iBuyers. Period. End of 
story. Most of the large iBuyers are real estate brokerages. Even if the iBuyer 
offers some type of commission or agent referral program, the iBuyer’s listing 
sign will go in the yard after the home is renovated. The agent who provides the 
referral will not only lose the opportunity to serve the seller in the purchase of 
their new home, they will also lose the commission that would have originated 
from the listing after the home is renovated and the leads that come from having 
the listing under the agent’s name and brand.  
 
With home sales expected to dip to around 4.5 million this year (lowest in 10 
years) there will be fewer opportunities to generate revenue. Also, with more 
licensed real estate agents than ever before, how will agent’s even get their fair 
share if they don’t have the options that sellers are looking for? 
 
Identifying an instant offer solution that serves the client by enabling the agent to 
stay engaged throughout the process as the trusted advisor is key. Want to take 
it a step further? Find a solution that allows the agent to get the listing back and 
keep their customer in the process. 
 
Heighten your value  
 
It is no secret - iBuyers are marketing directly to the consumer and providing an 
alternative solution that offers convenience and speed in the home selling 
process.  
 
“When I go into a listing appointment, the seller has often times already received 
a cash offer via text, email or direct mail,” says Brenda Smith, a Dallas real 
estate broker. “This immediately puts me on defense in terms of positioning the 
traditional listing as the vehicle they would most benefit from.”  
 
In fact, recent surveys found that 40% of consumers already have had an offer 
before they talk to an agent about selling their home. Additionally, 65% of 
consumers would explore a cash offer. 
 



Why you ask? The answer is quite simple. 80% of those surveyed would take 
less than market value for convenience, speed or cost savings. Typically, this 
includes things like divorce, bankruptcy, foreclosure, time-sensitive job 
relocation, current property condition, or a contingency on their next home. 
Rather than roll over and allow the disrupters to provide this service, it is time to 
step it up and be the trusted advisor. According to Merriam-Webster’s Dictionary, 
an advisor is one who offers advice. A “trusted” advisor is an expert who helps 
with strategy, apprises clients of industry trends or competitive threats, and/or 
guides critical decisions. 
 
While real estate agents have typically only offered a single method for sellers 
when it comes time to sell, the best thing to do now is to offer sellers options for 
selling their home. Clearly, consumers want choice. If you don’t provide it, they 
will go find it elsewhere. The best news? 72% of consumers said they will still 
want a real estate professional to help them through the process.  
 
Increase your income 
 
One more important motivator in identifying an instant offer solution is this 
important statistic - 49 out of 50 consumers who receive a cash offer will choose 
to list their home with a real estate professional. That means that only 1 will take 
the cash offer, so what do you do with the other 49 leads? If an agent markets 
themselves as offering home selling options as opposed to being a one trick 
pony, they will attract 100’s of qualified listing leads, most all of which will lead to 
a listing. Having a strong instant offer partner will enable you to capture more 
market share while enabling you to effectively compete with the big iBuyers. 
In summary, real estate agents mostly offer one option for selling your home. 
iBuyers on the other hand offer convenience, hassle-free selling, certainty, speed 
and/or life circumstance solutions that drive the consumer’s behavior to consider 
an instant cash offer. The market has shifted and the race is on for more agents 
fighting for less transactions. If agents want to stay in the game and get more 
than their fair share of business, they need to evolve along with the industry and 
always focus on doing what’s right for the client. 

Learn more about how ZinCasa can help you offer your own Instant Offer 
solution.  
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