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It  doesn’t  matter whether you are buying or selling, if  you can follow these
4 principles, you will be able to negot iate like a champ. While it  may seem
obvious that buyers want the lowest price possible and sellers want the
highest price possible, f inding the acceptable price between the two is
what real estate negot iat ing is all about. So I encourage to check out and
use the following t ips to your advantage:

1. Separate Yourself  From Any Emotion

One of the worst  things you can do is get emot ionally at tached to a piece
of property, especially when you are buying. When the haggling drags on,
you’ll f ind yourself  upping the bid well beyond what you can af ford (or
make money on). Do yourself  a favor and set emot ion aside, and keep in
mind that it  is just  business, and there are many other deals out there to be
had.

2. Know the Numbers Like the Back of  Your Hand

Real estate is a local game, and the only thing that matters is what comparable propert ies in the
area are selling for. As a seller, you can’t  expect to get much more than this. As a buyer, you’ll want
to know what this number is, so that you can set an upper limit  on your bid before you even start
the negot iat ion. This can help you to stay away from emotion, and only bid up to your maximum
price.

3. Know What Makes the Other Party Tick

This one is a bit  t ricky, and agents of ten get in the way of  ef fect ively judging what the other party
may do. But anything you can f ind out about them is good, and can help you to know how to
negot iate. For buyers, if  you know that the seller must move due to relocat ion, you can probably
start  of f  quite a bit  lower, and st ill get  their at tent ion, and possibly a much better deal. For sellers, if
you can watch your buyers react ions as they look at  the property, and see that they love it , you
can probably get them to spend a lit t le more.

4. Understand How the List ing’s Age Affects the Mentality of  the Seller

List ings that are old can be a gold mine for buyers. Generally speaking, if  a list ing is around 180
days old, the seller is probably gett ing a bit  anxious, and you might just  have a great opportunity.
For sellers, if  you have been with an agent for this long, you might want to think about list ing the
property again with a dif ferent agent. Then the list ing will show up as “new” in the MLS, and can
generate some fresh traf f ic.

In most cases, the more you know about the property, the agents involved, and the other principle
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party, the better chance you will have at  being able to get the best possible price. One of  the most
ef fect ive negot iat ing tact ics boils down to one word, “No”. Saying no of ten leads the other party
to come a lot  closer, if  not  all the way, to where you want them to be on price. And if  they don’t ,
just  move on to another deal. Trust  me, there are lots of  them out there.

Last, get t ing a real estate license can really help you maximize your real estate negot iat ions. It
allows you, whether you are the seller or the buyer, to keep a piece of  the total commission paid
on the deal, thus allowing you to adjust  your numbers according. After my f irst  couple of  deals, I
learned just  how important having a license was to long term real estate success.
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