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WORKBOOK – PRIVATE TREATY
Content
The module discusses the different steps of a sale by private treaty. It also includes important actions you can make to get that deal successfully.
Questions
1. How is private treaty sale in commercial property similar with that of residential property?



2. What is a “Private Treaty”?



3. What is the best way to make a price offer to an agent/vendor?



4. What is the best way of motivating an agent/vendor to adhere to your price?



5. What is the most important thing to do once your offer has been accepted? Explain why.


[bookmark: _GoBack]Answers
1. How is private treaty sale in commercial property similar with that of residential property?
The price is already listed and the sales process is a negotiation between the buyer, vendor and agent.

2. What is a “Private Treaty”?

It is a private sale.

3. What is the best way to make a price offer to an agent/vendor?

Make your offer based on your desired % yield and sales price.

4. What is the best way of motivating an agent/vendor to adhere to your price?

Tell the agent that you have your finances in place and ready to exchange contracts.

5. What is the most important thing to do once your offer has been accepted? Explain why.

Exchange contracts quickly after your offer is accepted. This is to protect yourself from vendors accepting other offers and therefore not selling you the property anymore.
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