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ffl Opendoor a Sponsored· 0 
,, Like Poge 

Get a fair mar1<et offer on your home without ever listing. Sell to 
Opendoor for a certain sale with no risk of financing fall-through. 

Opcndoor 

OPEN DOOR.COM 

No showings, cleaning, or listing necessary. 
Opendoor buys quality homes valued between $1 OOK ... 

0pendoorO @Opendoor · Feb 23, 2016 

Get Offer 

V 

Look, simpler pricing! Now better for more sellers. As always, your offer is 
our best estimate of full market value. 

Pricing & Fees I Opendoor 
Learn about Opendoor's pricing and fees. Our goal is 
to be transparent, fair, and accurate when making ... 
6' opendoor.com 
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II\ Opendoor 
�~� PubUshed by o Mavis Huang (?I · March 12, 2018 · 0 

Selling a home on the market often costs more than the 6% commission 
fees. When you sell to Opendoor, we estimate the entire cost i6r, 196 0(mo)T73.4871 0.46
(e0.0028 Tc 5.6 0 0 5.6 325.0804Tc 0.77or )Tjj
0.'e



 

    



 

 

  

   
  

  

     
  

    
 

   
 

pnee (example) 

Selling process 

Average days to close transact on 

Average deys to prep and su19e home 

Average num~r of show ngs 

Transaction costs 

Average ()penc:loor $erve.e charge 

Estimaied real estate agent fees 

Estimated $eUer eo~iOM 

Est11T-.ated home owne.rsh p and overlap 

Repa rs needed to sell home 

Estimated cash before closing 

Selling to Opendoor 

6.8% 
average service charge• 

$200,000 

Choose from 14·60 days 

0 days 

0 show ings 

6.8% 

TBD 

$186,400 

Traditional home sale 

7-10% 
average costs• 

$200,000 

50 



HI Rober1, 

We just hnlshed analyz.lng your homo's maiket vMJe, and we're excited 10 make you an offe11 

I'm- and I'm here to answer any 





 

 

     
     

     
    

   
    

 

   
      

 

 
    

 
 

  

net proceeds 

Sale price 

Selling fees O 

Closing costs o 

Seller concessions 0 

Home ownership/overlap 

costs 

Repairs O 

Opendoor 

$268,466 

$284,800 

5% $14.240 

0.74% $2,094 

'Jone 

None 

X 
Traditional 

\IS 
$257,074 

$284,800 

6% $17.088 

0.74% $2,094 

2% $5,696 

1% $2,848 

j 

28. In some instances, Opendoor included two disclaimers at the end of the seller flow. Those 
disclaimers were not conspicuous and were in fine print. Moreover, they did not cure Opendoor’s 
repeated representations that it provided market value offers and that consumers were likely to 
make more money selling to it. Rather, one merely stated that “[t]hese figures are our best 
estimates” and the other stated, in direct contravention to Opendoor’s marketing, that the offer 
“does not necessarily represent the ‘market value’ of your home” because it was not a formal 
appraisal. 

29. The net proceeds comparison charts have provided more information about certain line 
items if consumers clicked a link adjacent to those line items. For example, if a consumer clicked 
an icon next to repairs on one version of the chart, a popup graphic provided the following 
explanation: 

Our philosophy is to ask for repairs we anticipate the next buyer of the home will 
ask for. We look for items that are broken, in poor condition, or can affect the 
safety, structure, or functionality of the home. Some examples include roof, 
foundation, flooring, electrical, plumbing, HVAC (heating, ventilation, and a/c 
systems), and appliances. On average, a typical repair request ranges from $___ to 
$_____, but can vary depending on the condition of your home. 
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Other versions of the offer described repair costs as “[s]imilar to what you’d expect to pay 
traditionally.” In emails, Opendoor described its repair-assessment process as an “inspection” 
similar to post-contract inspections in market sales. 

Most Consumers Who Sold to Opendoor Lost Money. 

30. Contrary to Opendoor’s promises, consumers actually lost thousands of dollars selling to 
it compared to what they would have received from a traditional sale. Its offers have not been 
market value but consistently averaged thousands of dollars below market value. And the costs 
consumers have paid when selling to Opendoor have been higher than what consumers typically 
pay in a market sale. 

Opendoor Offered Below Market Value for Homes. 

31. The overwhelming majority of Opendoor’s offers have been significantly below what 
consumers would have received if they sold on the open market. 

32. Opendoor took various steps to reduce offers below what their internal valuation system 
deemed to be a home’s market value. 

33. In or around August 2018, Opendoor instituted a policy of lowering offers to cover 
anticipated repair costs. The policy reduced offers without disclosing that they were less than 
market value. If actual assessed repairs were lower than the amount withheld, Opendoor retained 
the difference as revenue. Even before implementing this policy, Opendoor would reduce certain 
offers to account for potential repairs, which simultaneously provided a sub-market offer and 
concealed assessed costs from consumers. 

34. Opendoor has used an automated system to generate expected market values for homes. 
In many instances, Opendoor’s employees have manually adjusted these values before presenting 
them to consumers as offers. Opendoor’s internal analyses showed that these 



did not disclose these reductions thereby masking its higher costs compared to market sales and 
competitors. 

38. Opendoor's own internal analyses show that its offers have been, on average, below what 
consumers would receive on the open market. In November 2018, for example, one analysis , 



Opendoor's internal study of sellers who withdrew after receiving repair demands showed that 
those who sold on the market did so without making all the repairs that Opendoor demanded. 

45. As prut of the repair process, Open door has sent consumers a list of required repairs with 
the cost it would charge consumers if they agree to deduct the costs from their sales proceeds. 
The list of repairs has been typically well beyond what consumers would be responsible for in a 
market sale. Opendoor has routinely requested upgrades to, or replacement of, fimctional heating 
and cooling systems, flooring, and roofs. It has also frequently demanded cosmetic changes such 
as repainting and replacement of items that could be repaired at far lower cost. 

46. According to Opendoor's own internal study, as of March 2019, Opendoor demanded 
repairs that cost, on average . The same study concluded that, in 
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Opendoor Overstated the Costs of Traditional Sales. 

52. 



 

   
 

   
   

   
 

 
 

 

   
  

 

   
 

 
   
 
 
        
        
 

 

b. Respondent makes money from disclosed fees rather than from “buying low and 
selling high”; 

c. Consumers will likely pay the same amount in repair costs whether they sell their 
homes to Respondent or sell their homes in traditional sales; and 

d. Consumers will likely pay less in costs by selling to Respondent than they would pay 
in traditional sales: 

58. The representations set forth in Paragraph 57 are false or misleading, or were not 
substan-1.9 (o R)2sta -0.0( n)2 (o)2[stTJ
0atas




