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After you've taken step one to decide 

to sell your home, step two is usually 

setting your asking price, striving for 

a balance between generating offers 

and receiving top dollar. 

 

Your chosen representative will per-

form a Competitive Market Analysis 

(CMA) to produce an estimate of 

your home's "fair market value," or 

that price that educated buyers will 

pay based on listings and sales of 

homes similar to yours.  The agent 

will not establish the price, but only 

provide the information you need to 

make that decision yourself. 

 

In a hot market, you have the advan-

tage, but would still want to avoid 

overpricing, which is always unpro-

ductive.  However, in a neutral or 

buyers market, you'll have to be par-

ticularly cautious in your approach to 

setting a price. 

 

In soft markets, price reductions be-

come more common, as well as 

fewer offers and longer listing peri-

ods.  You have to first establish your 

priority: is it more important for you 

to sell quickly or to get the most 

money possible?  Like it or not, one 

option simply must be more critical 

than the other. 

 

Have a third party, like your agent, 

help you see your home as a com-

modity, with positive and negative 

selling points.  Price your home ob-

jectively and competitively, be pre-

pared to negotiate to reach an agree-

ment with buyers, and exercise pa-

tience as you prepare your move  


