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Ready to Make an Offer – Negotiating Tips 

Up to this point in the home buying process, you may have been relying heavily on your 

agent for all the information and advice  he can offer. When you go into negotiating, 

especially for first time homebuyers, you may be ready and willing to just hand over this 

part of the process to your agent as well.  

Sometimes that will work but remember it is you who will ultimately need to live with the 

agreed-upon contract, price, and terms. This is not to say your the agent will not work 

hard to get you the best deal. Most will. However, don’t feel that just because you are 

new to buying a home, that you do not know how to negotiate.  

Have you ever purchased a car, or gone to a garage sale or flea market? On your line 

of work, do you participate in any negotiating, compromising, or relationship building? 

Are you a parent? At any given moment do you negotiate with your kids or spouse?  

The answer is probably yes. 

A person’s negotiating style usually falls into three different categories, adversarial, 

accommodating or win-win.  

Adversarial negotiators are usually the most aggressive as they push, pull or threaten to 

move their “opponent” as close as possible to their winning outcome.  The outcome that 

serves their interests best. They care only about winning and are not concerned with 

how their “opponent” feels about the outcome.  

At the other end of the scale is the accommodating negotiator. They feel powerless and 

tend to give in to every request or demand. Because they feel they are in an inferior 

position, either from a lack of money, time, information, knowledge or experience they 

accept a loss rather than stand their ground on issues that may be important to them. In 

a real estate transaction they may hear themselves say something like, “Let’s just sign 

and get the whole thing over with.” 

The win-win negotiator understands that every negotiation is different and brings with it 

multiple issues, priorities, and possibilities. They may adopt a little bit of the adversarial 

style as well as a bit of the accommodating style. However, overall they tend toward a 

cooperative attitude.  

Rather than consider the other side their “opponent”, they refer to them as the other 

party and recognize and respect their concerns and needs. They don’t necessarily hone 
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in on just one area of the agreement, such as price, but instead look at all the aspects of 

the agreement to create a strong, mutually beneficial arrangement that everyone 

involved will be motivated to complete.  

This is especially important with a real estate contract since it’s not over until it’s over.  

As you will see in the next chapter, once your offer is accepted there are several steps 

that still need to happen before the key gets into your hands. If you have established an 

agreeable working relationship with the seller from the beginning, then they will be more 

likely to continue that positive relationship if anything unforeseen occurs prior to closing. 

You may have the opportunity to meet the sellers, perhaps when you view the property. 

Even if you don’t, try to get as much information about them and why they are the 

selling the property as you can.  

You don’t need to interrogate them, but listen as you make conversation with them to 

pick up any hints about what they really need. For example, you may ask them, “This is 

such a lovely neighborhood, why are you leaving?” They may respond by informing you 

their job has been transferred and they will be moving to another state in a just under 

two months.  

Why could this be important? You have just discovered a possible time frame they are 

looking at. Additionally, because they are moving a great distance there may be a 

chance they don’t want to take some larger items with them. If there is a fabulous patio 

set or a barbecue in the backyard, perhaps you could try to add that to the deal. 

Typically, a seller isn’t simply trying to sell their house. There is a reason they want to 

sell that will move them forward to the next goal in their own life. Selling this house is 

simply a means to an end. When your offer comes in, they will evaluate it not only on 

price, but on how closely it advances them to their next goal.  

Continuing from our example seller above, let’s say your agent has told you this couple 

received a previous offer that fell through at the last minute. Since they are looking at 

just forty five days before they plan to move, they may be feeling a bit anxious about 

whether or not the next offer will close. When your offer comes in with a lender pre-

approval letter, confirmation of funds available to close the transaction, as well as the 

fact that you do not have a home to sell as a contingency (which we will talk about 

later), they may have very little problem coming to terms on an agreeable price and 

throw in the patio set and barbeque. For all you know, their new home may have just a 

small balcony and they were wondering what they were going to do with the items 

anyhow. You just became the solution to their problem! 
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Broaden your negotiations beyond price. While price is important to both parties, with 

sellers wanting the highest price and buyers wanting the lowest price, there are usually 

other concession points which are important to each person. By building a rapport, 

either directly with the seller or through your agent, you can arrive at an agreement that 

satisfies each party. 

And while rapport and understanding the seller’s motivations and wants are important, 

you still must come up with a price. This is where your agent’s information on closed 

comps for the area will come in handy.  

From the average of the three or four most like properties within one mile in a suburban 

area, or three to five miles in a rural area, you can determine what buyers are spending 

on similar homes right now. You will also be able to see what those other sellers listed 

the property for and what the property actually sold for. On average, in a normal market, 

that percentage is 6% less.  

You will also see how many days those homes were on the market before they were 

sold. These pieces of information will give you some insight into the trend of the current 

market. 

Are homes selling quickly, within thirty to sixty days, at a price that is at or above the 

asking price? If that is the case then you are in a seller’s market. This is when there are 

more buyers out looking for properties than there are properties available to sell. This 

puts the seller in a favorable position. Most likely in this type of market you will end up 

paying the list price, or even more. Be cautious in this situation since real estate trends 

can be hot or cool. Don’t get caught up in the excitement and end up overpaying for a 

house that doesn’t fit into your five to seven year plans. 

If you are in a normal or slow market, you will find the closing prices are less than the 

asking prices. This means there is more inventory, more homes for sale on the market 

than there are buyers out looking to purchase those homes, or that the supply and 

demand are well matched. The houses may take sixty days or more to sell. In this type 

of cycle, you can usually safely offer 5-10% lower than asking price without offending 

the seller. You can certainly offer lower than that if the property warrants it; however, be 

ready to offer an explanation for the lower price and also be ready to lose the property if 

the seller gets upset. 

By going too low, you are offering what is known as a “low-ball” price. Sellers can get 

offended by this and either refuse to negotiate with you at all, or be inflexible in other 

parts of the negotiation. Depending on what your goals are, a low ball offer may or may 

not be a good tactic. An investor who is looking for a piece of real estate just on price 

alone could find a situation where the seller is willing to accept that offer. They won’t 

feel extra good about it, but a turn of their luck may not give them much choice. But 
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even in these types of situations the buyer and seller can both come out winners and 

we’ll discuss that more in later chapters. 

As you go through the points of the negotiation that deal with the purchase price, the 

amount of time you need to close the deal, and what exactly is included in the purchase 

price (remember that patio set and barbecue), it is a good idea to assume nothing and 

list everything.  

Some of the preprinted contracts your broker or attorney may use could have many of 

these items covered, such as appliances, window coverings, light fixtures, toilets, etc. 

But don’t assume and be sure to add anything you think should be included. For 

example, a garden bench bolted to the patio may seem a logical item to stay with the 

house, but the sellers may not see it that way.  

With this information you should be able to put together a good offer. But understand 

that rarely is your first offer accepted. You will likely receive one or several counter 

offers from the seller, this is normal. Next we will discuss the details of the offers and 

contracts you may work with. 


