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The off market pitch by an agent will
usually begin along the lines of ‘we
have a serious buyer that is prepared
to pay above market price for a home,
just like yours'.

What harm can there be in showing
the buyer through? Well, if the buyer
buys your home at a very good price,
none. As many people are learning, the
off market pitch becomes a pain when
it does not sell.

If you are showing potential buyers
through off market, firstly consider:
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ls the buyer being shown
through by your agent
of choice in the event

you were to eventually go
on the open market?

It is not a great look if a property is
shopped around by a few agents overa
period of time. By the time it reaches the
open market, many buyers have seen it.
What should be - and is meant to be -
a fresh quality listing is subsequently old
news to the best buyers in the market.
If you go on the open market with a

continued on page 3
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The Difference Between High and Highest

Edwards
Windsor

A high price, even one that delights
sellers, may not be the highest price.
No matter how high a price appears
to be, the question remains: “Is it the
highest price?” If more agents asked
this question, more sellers would receive
higher prices.

If a seller wants $500,000 and the agent
lists the property for $550,000 and
a buyer agrees to pay $520,000, the
agentand the seller may be delighted.
But - and this is the major point
- if the buyers would have paid $530,000,
the agent did not obtain the HIGHEST
price. The agent could have obtained
more.

Would You
Like to Earn
Extra Income?

Hobart's dynamic real estate
sales team is in great need of
reliable, hardworking, fit,
casual walkers to deliver
advertising material door to
door, specifically in the areas
of Sandy Bay, Dynnyrne,
Battery Point, South Hobart,
Mount Stuart, Mount Nelson
and Taroona.

If you would like to be part of
a great team, please call on
(03) 6234 5500, or email
info@ewre.com.au

If an agent sells a property for anything
less than it could have sold for, the agent
has not done the best for the seller.

Youragent must be a skilled negotiator
and have your interests in mind at all
times. Your agent must study and think
about the various methods to get you
the highest price possible. Real Estate
is not complicated. It just requires some
extra thought. Most agents rarely think
about how they can always get the
highest price.

THE 3 TYPES OF PRICES

The secret to getting the highest
price - as opposed to a high price -
is to move away from the traditional
way agents think.

Most agents focus on two price aspects
- either the “value” of the property
(what they believe it is ‘worth’ based
on comparable sales in the area) or the
price the seller wants. Invariably, it's the
agent’s task to reduce the seller’s ‘want’
until it matches the ‘value’. The major
focus is the price the owner wants.
The lowest price the owner agrees to
accept is, almost always, the highest
price the owner gets.

But there is a third price aspect - one
rarely focused upon - and that's the
price the buyer is prepared to pay. Just
as sellers inflate the price from fear
of selling too low, buyers deflate the
price from fear
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of buying too high. Each side wants
the bestforthemselves. This is natural.

Most real estate is sold by lowering
the seller's price until it matches the
buyer's price, or raising the buyer's price
until it matches the seller's price, or a
combination of both. Get the buyer up,
get the seller down and make a sale.

This often gets a high price forthe seller,
but not the highest price. The reason is
simple: when the buyer's offer meets the
seller's minimum, the property is sold.
There is too much focus on the seller’s
minimum, which is the price at which
most properties sell. Even if the price
is high, often the buyer would have
paid more.

A good negotiator always gets this
‘more’ from the buyer.
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Selling off market: The points to consider

differentagentto the off market agent,
who is responsible for negotiating with
the off market buyers? Messy!

Why hasn't the buyer been
able to find something

on the open market?

The off market buyeris a common listing
strategy employed by agents. Does the
agentattemptto change the initial brief
of this ‘one very genuine buyer to ‘why
don’t we open it up to more buyers?
The credibility of the off market pitch
quickly becomes apparent at this point
The buyer pitch is more a listing stitch.

If the off market buyer is
interested, is the agent
capable of negotiating the
best market price having only
had one buyer through?

An off market buyer knows there is
unlikely to be any other buyers interested,
yet power is perception.

How do you know you have the best
possible price if this one buyer makes
an offer off market? The reward for going
to the open market is the best buyerand
best price becomes apparent. Would
this one special buyer also emerge
during an on market campaign?

(contiued from page 1)
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There is a wise saying in real estate about
open listings - the best buyers end up
negotiating with the worst agent. Do you
want the best buyer negotiating with
an agent you wouldn’t normally have
selected if it weren't for the off market
pitch? Listings tend to be exclusive,.
Buyers aren't. Selecting an agent you
feel most comfortable with and running
a full campaign will bring the best buyers
in the market to the surface.

The best agent will then
deliver you the best price in
an unambiguous manner.

The off market pitch becomes a pain
when it does not sell. Particularly if you
use another agent

LET US DO THE WORK FOR YOU.
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EXCITING T|MES| New S|gnage being installed on our bU|Id|ng

TO GET THE RIGHT ANSWERS,
YOU NEED TO ASK THE RIGHT QUESTIONS.

When choosing a real estate agent, the
questions asked will dictate the information
you uncover and hence the agentyou hire.

This short hard copy booklet will offer you

some of the key questions that smarthome QUESTI :

sellers ask real estate agents. SMART HOME
SELLERS ASK

To receive yours, please contact us
or come into our office and we'd be
happy to give you a hard copy
with our compliments.

No advance fees, so you can’t lose money while an agent profits

YOU PAY NOTHING UNTIL SOLD

Call 6234 5500
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