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Pricing Your Home Properly 

Selling a home at the highest possible price in the shortest amount of time is the goal of most home sellers. This 
can be achieved by properly positioning your home in the market.  Keep in mind factors outside your control, such 
as; is the market is trending up or down?   Are you placing the home on the market in the dead of winter or in the 
spring?   Are there employers in the area that are experiencing lay-offs?   What are homes selling for in the area?  
How long are they taking to sell?  

Determining the appropriate asking price requires careful consideration.   Market forces are the primary factors 
in determining your home’s value -not how much you need for a down payment, or how much you have invested 
in your home.  A smart seller knows that although only one person sets a price, two people, a seller and a buyer 
make a sale.  Keep in mind; it is easier to get a full-price offer on a well-priced house than a low offer on an over- 
priced house.  

SETTING THE PRICE
When a home is priced correctly, most will sell within 95-97 percent of their asking price. When setting a price for 
your property, the listing level must strike a balance between your goal to achieve the best possible return and the 
buyer’s goal to make a good investment.
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CHECK OUT THE COMPETITION
On average, buyers look at approximately 12-19 properties before making an offer. As a result, they gain a solid 
understanding of the market and will compare your property against its competition. If your asking price is not in 
line with the prices of similar available properties, buyers won’t consider your home a good investment.  Ask your 
agent to show you your competition.

RESEARCH RECENTLY SOLD PROPERTIES
Buyers will ask their agent about recent home sale prices in your neighborhood. If your price is not in line with 
recent sale prices, buyers will not consider purchasing your home, and may not even take the time to  look at your 
home.   

 ACTIVITY VS. TIMING
When a property is first listed, it generates a very high level of interest from agents and prospective buyers. This 
interest dramatically decreases over time. It is critical that your property be accurately priced from the beginning in 
order to take advantage of the initial peak of interest and activity.  
  
OVER PRICING WOE’S
If nothing is essentially wrong with your property, most of the time the inability to sell is due to overpricing.  It tells 
the local real estate agents that you are unwilling to accept the price the market is telling you the house is cur-
rently worth.  As long as you choose not to list your home at the amount that buyers would be willing pay for your 
house, it will continue to suffer unsold on the market.  Once it becomes shop worn it may sell for less than it could 
have if it had been priced right when initially placed on the market.


