
Assist-2-Sell client would pay 
just $4,995 — saving them more 
than $16,000.

Michael says the majority 
of their potential clients are 
thrilled with Assist-2-Sell’s 
model — calling it a “no-
brainer” to save so much money. 
Other homeowners say they 
can see the benefi ts, but admit 
there’s one thing holding them 
back: guilt.

“We see it all the time. 
Th ey feel obligated to list with 
their friend, golfi ng buddy or 
someone they went to school 
with,” says Michael. “Th ey know 
they’re giving away $15,000 or 
$20,000 in commissions, but 
they do it out of guilt.”

As the busy spring market 
approaches, Michael is 
encouraging homeowners to 
“have the courage to think 
about things diff erently.” 

“Rather than make an ‘easy’ 
decision to list your house 
with a friend, we want people 
to make an informed decision 
that’s based on money,” says 
Michael.

He says the traditional real 
estate model means home-
sellers are spending what feels 

like “invisible money” since 
they don’t have to write a 
commission cheque for $20,000 
or $30,000 — it comes out of the 
proceeds when they sell their 
home — but they’re still losing 
that money.

“Many of the people selling 
homes this year will be retiring, 
so they need every cent they can 
get,” points out Michael. “We 
recently sold the home of an 
older couple and we saved them 
$22,000. Th at savings alone will 
cover the costs of their new 
retirement home for a year and 
a half.”

He says there’s also a common 
misconception that if you  list 
with a large brokerage with 
many agents, you’ll have all 
those many agents working for 
you. But the model changed in 
2007 and now some of those 
brokerages operate under 
Designated Agency, which 
means a homeowner lists with 
a single agent who can’t get any 
help from other agents.

By comparison, the Assist-2-
Sell team operates in Common 
Law Agency, where the whole 
brokerage works together to sell 
a client’s home — all for a one-
time fl at fee.

Michael Doyle of Assist-2-Sell in Halifax sells homes for 
a fl at fee paid at closing.

Assist-2-Sell encourages HRM homeowners to 
‘think differently’ when it’s time to list their home

Michael says sometimes it’s 
the allure of a fancy sales pitch 
that convinces a homeowner to 
list with a traditional agent, like 
the promise of a professional 
stager. Since the homeowner 
isn’t paying out of pocket for 
anything, it feels like they’re 
getting free services — but 
they’re paying for it when they 
pay the commission.

Assist-2-Sell homes are 
listed on the MLS and Michael 
says there isn’t a single piece 
of marketing these agents 
are off ering that the Assist-
2-Sell team isn’t able to off er, 
so it’s “baffl  ing” that some 
homeowners are still agreeing to 
fork over thousands of dollars 
from the profi t of their home. 

“We just want people to 
understand those hidden costs 
and have the courage to think 
about this diff erently,” says 
Michael. “Selling your home 
should be a business decision 
— because at the end of the day, 
you’re the one who stands to 
lose or save that money.”
Please visit www.
AsLowAs2995.com or call 
(902) 446-3113.

Darrell Oake

Michael Doyle says February is 
always a blur of meeting with 
potential clients before the 
prime selling season of March 
and April. 

As the co-owner of Assist-2-
Sell, HomeWorks Realty Ltd. in 

Dartmouth, Michael has sold 
more than 4,000 homes in HRM 
and saved home-sellers more 
than $18.5M in commissions 
since opening in 2001. 

In the traditional real estate 
model, homeowners pay a 
commision that’s typically fi ve 
or six per cent of their home’s 
selling value. But Assist-2-Sell 
works diff erently, charging 
homeowners a one-time fl at 
fee (as low as $2,995) paid 
at closing. Instead of paying 
$21,000 in commissions for a 
home that sells for $350,000, an 
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