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Learn the negotiat ionLearn the negotiat ion
ski l ls  wel l  enoughski l ls  wel l  enough

before you sign the dealbefore you sign the deal
to buy a home or anyto buy a home or any
property.  There areproperty.  There are

many propert ies in themany propert ies in the
residential  market butresidential  market but
choosing the r ight onechoosing the r ight one

among them is quiteamong them is quite
risky.r isky.

Negotiate on theNegotiate on the
Fair Price WhileFair Price While
Buying a HouseBuying a House
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ways  to negotiate
for the right price
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Here are some waysHere are some ways     toto
negotiate for the rightnegotiate for the right

price.price.
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Be clear from the beginningBe clear from the beginning
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As  a  purchaser ,  your  f i r s tAs  a  purchaser ,  your  f i r s t
p r io r i t y  shou ld  be  to  f indpr io r i t y  shou ld  be  to  f ind
& f ina l i ze  a  p roper ty  tha t& f ina l i ze  a  p roper ty  tha t

f i t s  your  p r i ce  range  .f i t s  your  p r i ce  range  .
Se t  the  f ina l  budge t  &Se t  the  f ina l  budge t  &
other  necess i t i es  thenother  necess i t i es  then

barga in  we l l .ba rga in  we l l .

Do not be eagerDo not be eager
The moment you enter theThe moment you enter the
property ,  even i f  you fal l  inproperty ,  even i f  you fal l  in
love with the property ,  staylove with the property ,  stay
calm. Avoid imagining howcalm. Avoid imagining how

your belongings and furnitureyour belongings and furniture
wil l  f i t  into your new house.wil l  f i t  into your new house.
Otherwise sel ler wil l  becomeOtherwise sel ler wil l  become
sure that you have made upsure that you have made up

your mind on purchasing thisyour mind on purchasing this
property.property.
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Be realisticBe realistic
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Offering a low rate isOffering a low rate is
sensible.  Let them know thatsensible.  Let them know that

you are a serious buyer &you are a serious buyer &
you' l l  actual ly complete theyou' l l  actual ly complete the
transaction.  Ask for a pricetransaction.  Ask for a price

which is negotiable ,  & that 'swhich is negotiable ,  & that 's
how the negotiat ion processhow the negotiat ion process

starts .starts .

Find out why theFind out why the
house is on salehouse is on sale

Research on theResearch on the
property & f ind outproperty & f ind out
why the house is onwhy the house is on

salesale

https://www.youtube.com/watch?v=_iKEMBAZxi4
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Be open aboutBe open about
asking other thingsasking other things

I f  the sel ler does not wantI f  the sel ler does not want
to bring down the rate ,  thento bring down the rate ,  then
instead of st icking to yourinstead of st icking to your
offer price ,  ask for otheroffer price ,  ask for other

things.things.

Be flexibleBe flexible
Sel lers wil l  often accept aSel lers wil l  often accept a

sl ightly lower-priced offer i fs l ightly lower-priced offer i f
i t  comes with besti t  comes with best

agreement terms. So ,agreement terms. So ,
instead of being f irm on theinstead of being f irm on the
pricing ,  try to compromise apricing ,  try to compromise a

l i t t le bit .l i t t le bit .
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Close the dealClose the deal

I f  everything goes wel l ,I f  everything goes wel l ,
t ry to close the deal astry to close the deal as

soon as possiblesoon as possible
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