
The art of negotiating involves both the buyer and seller going into the process 
with the anticipation of getting a fair deal. The buyer usually starts the process, 
but the seller can set the tone for the negotiation process with a reasonable and 
well-researched price.

1.  At this point, you should know the fair market value of your home. Don̓t forget to consider 
     all the costs to selling a home (e.g., agent fees, listing fees, loan payoffs and repair 
     expenses) before starting negotiations.

2.  Consult a legal advisor or an attorney with experience in real estate transactions. He or she 2.  Consult a legal advisor or an attorney with experience in real estate transactions. He or she 
     can assist you in drawing up contracts and can advise you on the potential legal liabilities 
     that go with selling a home.

3.  Be prepared. If you have your home priced appropriately, you can estimate an offer of 
     5-10% lower than the original price.

4.  Avoid emotions. Approach this as a business transaction, and be willing to walk away if you 
     cannot get a fair market value for your home.

5.  When reviewing offers from potential buyers, ask them to provide you with a 5.  When reviewing offers from potential buyers, ask them to provide you with a 
     prequalification letter from their lender. Or, request proof of funds for a cash offer. It will 
     save time later on if you know at the start that your buyer is financially capable of making a 
     home purchase.

6.  Every buyer is looking for signs that you̓re under a tight time limit, so don̓t let them know 
     your moving timeline or deadline. The negotiations will turn out better if you don̓t appear 
     pressured by time or finances.

7.  Great homes, and those competitively priced, can draw multiple offers, but don̓t be 7.  Great homes, and those competitively priced, can draw multiple offers, but don̓t be 
     pressured to go beyond your predetermined price or agree to any unnecessary concessions 
     (e.g., like making the purchase of your home conditional on the sale of the buyer̓s current 
     home).

8.  Decide before you go into a negotiation what concessions you̓re willing to bargain with — 
     these might include paying for the buyers̓ mortgage approval, contributing a percentage to 
     the closing costs, paying for a few months of HOA fees or paying for the home inspection.

9.  When a buyer presents his or her offer, keep your response short. A mistake many people 9.  When a buyer presents his or her offer, keep your response short. A mistake many people 
     make in negotiating is talking too much. If you̓re uncomfortable face to face, let the buyer 
     know you̓ll get back to him or her via a phone call or email with your response—and 
     give them a date to expect your response. At some point in negotiating a home price, the 
     buyer or seller is going to offer to “split the difference” between the offers—make 
     sure you̓re not the one to suggest this, let the buyer go there first. By doing so, you̓ll let 
     him or her feel like they̓re the one winning.

NEGOTIATING AN OFFER FOR YOUR HOME


