What to Price Your Property at?

3 Price point strategy: Bidding Fenzy, Fair market value, Neddle in the haystack

Asking Price compared Perception of the List Price
to Market Value by Buyers
15% above SO0t Priced too high - not likely to sell this year
10% above t_‘;:ﬁ' Buyer resistance - not perceived as a good buy

F

Reasonably priced - will probably sell
Market Value
Very competitively priced

10% below
“Quick sale” - a good deal

15% below

Percentage of Buyers who
will consider the property
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Source: The 2013 Mational Association OF Realtors Profile of Home Buyers and Sellers

Number of Viewings + Number of Offers = Pricing Accuracy

No Viewings = Priced to High
Viewing with No Offers = Priced Close
Viewing with offers = Current Market Value

Options I.E (Price Reduction, Improvements Based on Buyer FeedBack, Wait hoping the market picks up)




