
OVERPRICING IS COSTLY
YOU WILL LOSE THE EXCITEMENT THAT A NEW 

LISTING GENERATES. Realtors are working with buyers 
who have seen what is currently on the market and are 
waiting for something new to be listed. Therefore, the 
most activity will take place in the first 21-30 days of a 
listing. Your home will probably receive its highest and 
best offers during this time. After that initial period, the 
only people to look at your home will be new buyers in 
the marketplace.

YOU WILL LOSE THE MOST QUALIFIED 

PROSPECTS! Buyers will not just “make an 
offer” because they probably will never see 
your property. They will view the properties that 
are priced within their purchase power range, 
knowing that they cannot afford anything above 
their price range. Also, buyers are often afraid of 
offending you with what they think the house is 
worth.

OVERPRICING HELPS SELL OTHER, MORE 

COMPETITIVELY PRICED HOMES FIRST. Your home 
may be used to demonstrate the good value of other 
properties. Your objective should be to enter the market 
in a position that will attract prospects, not drive them 
away.

YOUR HOME MAY BECOME STALE ON THE MARKET.
Prospects may wonder why it has been on the market 
so long or if something is wrong with the property, even 
after you lower the price. You may even have to settle for 
less than market value. A house takes on a reputation 
surprisingly fast, so don’t wear out your welcome on the 
market. 

YOU LOSE A STRONG NEGOTIATING POSITION WHEN 

YOUR HOUSE IS ON THE MARKET A LONG TIME, 

BOTH FINANCIALLY AND MENTALLY. Prospects will 
not “rush” to make an offer on an overpriced 
property and you may feel compelled to accept less 
when they finally do. Having multiple interested buyers 
usually means offers at list price or higher.

EVEN IF YOU DO GET AN OFFER, THE CONTRACT MAY 

FALL THROUGH BECAUSE OF APPRAISAL PROBLEMS. 
The lender must justify the and often even if we find a 
buyer after months of marketing, the appraiser may not 
give you that price.

BEWARE OF OVERPRICING

Myth: You should select the broker who 
says he/she can get you the highest price.

Truth: Always select a real estate broker 
on his/her credentials. Overpricing a 
home to get the listing is the oldest scam 

in real estate: schmooze the seller and 
compliment the home to get the listing, 

then ask for a price reduction later. 
You should insist on a written, well-

researched market analysis to 
determine the realistic amount 

your home will bear in today’s 
market and price accordingly. 

Also, ask how a broker’s 
marketing can get you 

premium pricing.
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WE WILL CONSIDER THE FOLLOWING FACTORS

WHEN DETERMINING YOUR MARKET PRICE:

Buyers have access to the same 
information as sellers and make 
their pricing decision based on 
comparing your property to other 
properties SOLD in your area. 

Michele Messmer 
LICENSED REAL ESTATE SALESPERSON 
585.472.5508   |   MICHELE@NORCHAR.COM

Overpricing often means waiting extra 
months to get an offer. What price are you 
willing to pay for the additional cost of holding 
the property, maintenance and emotional 
strain? Is an extra $10,000 worth it when you 
start adding up these other costs?   

Kel ly Burdick 
LICENSED REAL ESTATE SALESPERSON 
585.704.1619   |   KELLY@NORCHAR.COM
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