
Subject: Essential Guide: Navigating Your Property Negotiations 

Dear [Client Name], 

Receiving an offer on your property is an exciting milestone, but it also marks the beginning of 

the most critical phase: the negotiation. To help you achieve the best possible outcome, I have 

prepared this "Survival Guide" for handling buyer negotiations. 

1. Emotional Detachment 

Try to view your home as a financial asset rather than a place of memories. Low offers or 

requests for repairs are not personal insults; they are business propositions designed to test your 

limits. 

2. Understand the Buyer's Position 

We will analyze the buyer's motivation. Are they under a time crunch? Have they lost out on 

other homes? Knowing their "why" gives us leverage in determining how firm we can stay on 

our price. 

3. The Power of the Counter-Offer 

Rarely is the first offer the final one. We can counter-offer on price, closing dates, contingencies, 

or included appliances. Even a small concession can make a buyer feel they have won while still 

meeting your goals. 

4. Focus on Net Proceeds 

Don't get distracted by the top-line sales price. We will focus on your "net proceeds"-the amount 

you walk away with after commissions, taxes, and closing costs are paid. 

5. Be Prepared to Walk Away 

The strongest negotiating position is being able to say "no." If a buyer is making unreasonable 

demands or asking for a price below your bottom line, we must be prepared to move on to the 

next prospect. 

I will be by your side throughout this entire process to handle the communication and ensure 

your interests are protected. If you have any questions about an offer we have received, let's 

schedule a time to talk. 

Best regards, 

[Your Name] 

[Your Title] 



[Your Company Name] 

[Your Phone Number] 


