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THE DANGERS OF OVERPRICING 
 

 

 

Many potential Buyers won’t even look at your home, if they 
believe it is out of their price range.  Those Buyer’s who do look 
are shopping by comparison, and looking at your home may 
convince them to make an offer on a competing property.  Your 
home runs the risk of becoming a “boomerang” by proving to 
potential Buyers that competing homes priced correctly are a 
better value. 
 
Since an appraisal is often required to finance a property 
purchase, your property will be independently appraised for the 
lending institution (Lender) and compared to competing homes 
for sale and sold in your area.  Financing may be turned down if 
the Lender feels the Buyers have over-paid, thereby increasing 
the risk of servicing that particular debt to the Buyer. 
 
Properties left on the market for extended periods of time 
usually become “worn” or “dated”, causing many Realtors and 
potential Buyers to believe something is wrong with the 
property.  One of the first questions asked is “How long has the 
home been for sale?” 
 

Overpricing tends to dampen the other Realors’ enthusiasm and attitude towards the showing and 
promotion of your property, making it less likely to be shown.  This will eventually result in a lower selling 
price than would have been, if the property were priced properly in the first place.  This is called “low-
balling”. 
 
Like you, today’s Buyers well educated.  They understand that an over-priced property usually means that 
the Seller is not motivated, and that it is often futile to try to negotiate an offer well below the asking price, 
when there are other well-priced properties with motivated Sellers elsewhere…maybe even in your 
neighborhood. 
 
It is important for you to know that I have your best interests in mind.  When I price a home I do a thorough 
Comparative Market Analysis to find out exactly what you can offer for your home.  I want you to get top 
dollar for your home.  Sometimes this means pricing you home a little lower than you originally expected so 
that you home will sell at the very best price that the market will allow. 
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TIPS FOR PRICING YOUR HOME 
 

 

 

 

• The best chance for selling your property is within the first six weeks. 

• Research shows that the longer a property stays on the market, the less the sell will net. 

• It is crucial to price your property competitively at market value. 

• Overpricing even by a percentage mark could mean your house will not sell.  Interestingly, your first 

offer is usually your best offer. 

• Price your property correctly, right from the start in order to net the most money in the shortest amount 

of time. 

• Overpricing minimizes offers- In today’s busy times, Buyer’s do not want to “waste time”. 

• Overpricing lowers Agent responses. 

• Overpricing limits qualified Buyers. 

• Overpricing lowers showings. 

• Overpricing limits financing. 


