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SERIOUS BLUNDERS
TO AVOID IN PROPER
NEGOTIATIONS

Industry professionals warn the negotiating
landscape can be a minefield. vanessa oe Groor
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THE FUNDAMENTAL difference between  behalf, although a very small percentage of
buyers and sellers in property negotiations purchasers hire a buyers agent to purchase
is simply that the buyer wants the lowest  on their behalf.”
price possible and the seller wants the No matter how you go about it there are
highest price possible, explains Independent plenty of pitfalls to avoid if you want to
Real Estate Consulting director Rob Williams. ~ conclude the transaction in your favour.
“Sellers generally hire a real estate agent API asked property professionals to warn
to handle the sale and the negotiation investors about the biggest mistakes that
process on their behalf,” he says. can be made when negotiating to buy and
“Buyers generally negotiate on theirown  sell property.

1. BEING THE FIRST TO NAME A PRICE
“If a property is being advertised as ‘offers
above’ a particular price, or between two
figures such as ‘between $500,000 and
$600,000’ or up for sale via auction then
don’t make the mistake of being the first to
name a price,” says buyers agent and director
of EPS Property Search Patrick Bright.
He notes a big part of negotiation is about
strategy; it's a part poker game that impacts
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