A Seller’s Perspective


It’s not always “about the money”; particularly when you are in a competitive offer situation.  If the seller sees the terms of your offer as “Great,” the seller is more likely to accept it and may even entertain a monetary concession.  On the other hand, if the seller views your terms of the offer as “Not so Great,” the seller may be reluctant to give his best price and take his home off the market.  It is always wise to think ahead to how the other party may respond.

	POINTS OF NEGOTIATION
	GREAT
	NOT SO GREAT

	Financing (Cash, Conventional, FHA)
	
	

	Pre-Approved (conditional?)
	
	

	Down Payment Amount
	
	

	Strong Earnest Money Deposit
	
	

	Closing Date
	
	

	House Sale Contingency
	
	

	Personal Property Requested 
(appliances, art, curtains)
	
	

	Financial Concessions 

(closing costs, home warranty)
	
	

	Need Help with Closing Costs?
	
	

	Condition (repairs. AS-IS)
	
	

	
	
	

	Total great / total not so great
	
	


How strong is your offer? 







