
What Other Agents May Not Have Told You

If the price isn’t right, nothing else matters.
Some agents trying to get your business may quote you a higher price than I will, but I assure you that I 
have years of experience listing lake property, and I know the market better than anyone.  I will not give 
you an inflated suggestion just to get you to list with me.  Properties that start out overpriced stay on the 
market longer and often end up selling below market value due to the owner’s desperation.  A listing 
generates the most interest in the first few weeks on the market.  Homes that are overpriced initially do 
not earn the same interest when the price is reduced later.  

Warning Signs:
Agent Elimination:  Agents aren’t previewing your 
home, or they are previewing it but not showing it to 
their buyers.
Buyer Elimination: If your home is being shown 
with no results, buyers are finding better properties 
in their price range.
**In either case, this is an indication that your 
home is NOT priced at the current market value**

The true market value of your house is based on:

• the market conditions TODAY
• the competition TODAY
• the financing TODAY
• the economic conditions TODAY
• how the BUYER perceives the property
• the location

The true market value of your house is NOT based on:
• what you paid
• what you need
• what you want
• what your neighbor thinks

• what another agent said
• what it would cost to rebuild today
• what it appraised for several years ago
• what your friend’s house is listed for

As a seller, you’re unable to control what the market conditions are like, the motivation behind your 
competition, or the actual value of your home.  What you CAN control is the condition of the property, the 
ease of access to your property for showings, and your asking price.  Remember that you’re not just
marketing to buyers.  You’ve got to appeal to other real estate agents as well!  Oftentimes, agents are 
able to get buyers to look at properties they may not have chosen by looking online alone, but if an agent 
knows that your home is a great value, they’re more likely to convince buyers to take a look.  Even when 
buyers are looking for a specific style, school district, or other requirement, they can fall in love with a 
property that doesn’t meet their exact criteria if their agent asks them to give it a chance! 
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You might be surprised to learn that pricing too 
high isn’t the only pricing error an agent can make.  
While it’s less common, an inexperienced agent, or 
one less familiar with our market, may also price 
a property too low.  The home may sell quickly, but 
a seller will have missed out on an opportunity to 
make more money on their his or her home.

Underpricing: As your Realtor®, it is my responsibility to work toward 
getting you the most money for your property in the 
shortest time possible.  I know that you don’t have time 
to waste, and that you will rely on me to guide you in 
making the best decisions.  Selecting an agent to 
represent you in selling your home is a major 
commitment, and I will not let you down!


