HOW TO NEGOTIATE
~ LIKE A PRO WHEN
B?UIN‘%A HOME
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So, you’re about to buy a home—exciting!
But let’s be real, you don’t want to
overpay, right? That’s where negotiation
comes in. Whether you’re trying to score a
better price, get repairs thrown in, or
sweeten the deal in your favor, knowing
how to negotiate is key.
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Good news? You don'’t have to be a master negotiator to get a
great deal—just follow these simple strategies.



GET YOUR DUCKS

IN A ROW

STEP

Before you start talking numbers, make sure you're 100%
prepared. Sellers take you more seriously when you're organized.

Get pre-approved A g < _ Have all your

for your mortgage | % R T F\Y paperwork ready

(this shows youre =7 . . & [ S | (income, credit,
serious). | Ral NG Sl i)

Know what you _ Work with a
want & set your R L L' - great agent
terms before | e 4 F (psst... I know
making an offer. _ . one! ®).

BE READY TO WALK AWAY—
SOMETIMES, THAT'S
YOUR BEST LEVERAGE.

Be ready to walk away—
sometimes, that’s your best
leverage




72\ DO YOUR
HOMEWORK

Smart buyers ask smart questions! Before making

STE P an offer, find out:

How long has the home
been on the market??

(Longer = more room to negotiate!)

Has the seller already

bought another home??
(They might be desperate to sell!)

Have there been other
offers??

(If multiple offers have fallen through, find out why.)

What's the lowest price
they might accept?

(Know your “walk-away” number.)




WHAT CAN YOU
NEGOTIATE?

ST E P You might think negotiations are all about price, but there’s SO much more
you can negotiate:

Purchase Price

Obviously! But don’t stop there.

|
Repairs

Found issues in the inspection?
Ask the seller to fix them!

Furniture &
Appliances

Love that fridge? Ask for it!




~= ~a ayieed the following
T iUl GONMNbUters:

§1-6: General Terms and Conditions
1. Limitation of liability

The content of our websites has been compiled with care ang to the best of oyr knowledge.
However, we cannot assume any Iiabilf'ty for the up~t0—dateness+ Completeness or accuracy of
any of the pages.

2. Privacy policy

We will save your order ang
order details. Yoy, data will

3 Terms of Payment

3.1 The Payment shall be

, We reserve

the right to Supply only a

The invoice amount is to invoice, the
invoice amount is to pe content of oyr
websites has been ¢ we cannot

‘ assume any liability fe

I n i ‘ 3.2 Payment shaj b

right to Supply only
4, Warranty and lia
Our warranty and |j
S. Limitation of

The content of
However. we

Need more time? Get flexible
terms.

our knowledge.
€ss or accuracy of
6 Terms of Payment

6.1 The Payment shall e made either vi3
the right to Supply

only against Payment in advance.
The invaice amo

unt is to be transferred within 10 days to oyr accoun
invoice amount j

. N paying by invoig
S 10 be transferred to us within 10 days of the date of the invoice. The
Websites has been compiled with ur knowledge. However, wg
assume any liability for the up y

D : acknowiedge that | hawe ran .
[ o N

Closing Costs

(or all!) of these.

Contingencies

Make sure you're protected if
financing falls through.

See if the seller will cover some



NEGOTIATION

TIPS FOR
BUYERS
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too much can backfire.
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Know your limits - Set the absolute max
you'll pay and stick to it.
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Don’t get emotional - Stay cool, calm, and
calculated.
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Look beyond price - Maybe they won't
lower the price, but they might throw in

extras.
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Lean on your agent - That's what we're
here for! A skilled negotiator can save you

thousands.

> .
y ok ’ 2 i ST ki SR
i y =l - .
-
-l - J i,
.~ - n
1A% e -
r T ' &
- i J - A ; '
P - -
3 - L] N
- i g b - g
o dhaal » b - F .
. - ¥ - TR i 4
- ol ; -
i s F' . r - o e -'"*
adl # - ”
e Ly r g™ 4
" J:.'ﬂ. : '-L
- -
L - - el i -l W
"". .i" p ' ’.
i & L il
L -.ﬂ' f L
- w
¥ s - Al = g ®
: r - ” - al oF L L



SEAL THE DEAL
LIKE A PRO

Negotiation isn’t about
“winning” or “losing”—it’s
about finding a deal that
works for both sides.

With the right strategy, you can get the home you love at a
price you feel great about. And guess what? You don’t have to
do it alone—I'm here to help!




Ready to Ma ke 0
a Winning
Offe r? L \b\
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