Overpricing
your listing

(NC)—How can you as a seller know
whether your house is listed too high?
Of course, you woald ex pect your sales-
person to tell you. But for whatever the
reason, your salesperson may be hesi-
tant to tell you.

As & seller, the most obvious situ-
ation occurs when there is no action on
your house.,

But there is another situation which
should indicate 10 you thar your house is
overpriced. This happens when your
house is shown to potentigl buyers on a
frequent basis, yet no offers are ever
received. These buyers are usually
shown through your house by sale-
speople of other companies.

Why should these salespeople be so
anxious 1o show off your house? Well
the answer is really quite simple. They
probably have their uwn listings of
similar houses that are listed at 2 price
below yours. After showing your house
thr:;,- then take their buyers through their
listing which is priced much more rea-
sonably. ln comparison 10 your house,
their listing looks like a bargain! So
watch for salespeople that arc continu-

Setting the
price

{(NC)—Last week we discussed how we
can tell if your house is overpriced. In
my opinion, this is the candinal sin for
both seller and salesperson.

50 how do you determine the correct
list price at the outset? Since aft of us are

vilty of trying 1o get the very last dollar
ar our house — we usually starnt 100
high and work down. [ that batt? The
answer is YES!

First, you get the most atiention when
you initeally list your house for sale.
Salespeople are conditioned to look at
new listings and the good listings are
personally inspected. I your house
comes on the market at 100 high o list
price, most salespeople will simply
forget about it

But list price reductions while effec-
tive, do not have the same impact on
salespeople or potential buyers, They
will only sit up and take notice when
your list price falls to or below market
——exacily the opposite of your goal,

Al the same lime, going through
several list price reductions means your
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ally showing your property without
bringing you an offer. Chances are they
are selling their listing off your house.

When you think this is happening, sit
down with your salesperson and ask to
see other Hstings for sale in your neigh-
borhood. Compare the list prices of
these propertics, You as a seller are in
competition with these listings for po-
tential buyers,

In closing, remember that most po-
tential buyers view anywhere between
four to cight properties, before placing
an offer. Therclore, as a seller you
should expect on an average that for
every six cuurl:s that visit your house,
that you should receive an offer, even if
1L is not acceptable,

If this happens, you know your prop-

criy is listed a1 the right price.
For a free bookle! “How to Sall Your
Home,” writs: Canada Truat Realtor,
320 Hay 5t., Toronlo M5H 2P8. Toll
froe 1-800-268-9559.
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house is on the market for a longer
period of time. And the longer it is on
the market, the more suspicious buyers
become. It's human nature. And this
means you have to lower your price
further to get action.

So it all boils down 1o geuing the
initial price at our just above market,
This is where the experienced salesper-
son eams his keep. When listing your
house, get the salespersan to suggess a
list price. And don’t just accept his
word, Ask for a market analysis —
showing recent comparable sales and
current Jistings on the market - propes-
ties you are competing against for buy-
ers. Even looking at expired listings
tsn't such a bad idea. It will show you
where you will end up with 2 wrong

ncing decision.

orm booklet "How 1o Sell your
Home", writs: Canada Trust Resltor,
J20 Bay 3t., Toronto MSH 2P4, Toll
Free 1-500-263-9599.
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Refrigerator, Stove,
Dishwasher, Fireplace,
Air Conditioning,
Hardwood Floors.

$116,900
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For your personal viewing
Call Bill McKeown or
Andy King
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