Real Estate Times

with Suzanne Dingley

A real estate professional recently
coined the term "Price Denial Syn-
drome," a troublesome condition
afflicting sellers having a hard time
facing the realities of today's mar-
kets. Of course it’s difficult to
make a pricing concession, but an
overpriced home simply will not
sell.

Perhaps the sellers argue that they
really need the money, but then
they have to ask themselves what
they'll do for money if the home
doesn't sell. Maybe they figure that
they can shoot for the moon now
and reduce the price later if they
must. However, the longer a prop-
erty remains unsold, the more
likely it is that even more price re-
ductions will follow. Then it’s
taken even longer to get a sale at a
lower price.

Some sellers might suggest trying
a higher price just for the first two
weeks, but that's when the interest
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of serious buyers is always greatest.
Those buyers usually look within a
certain range, and won't even make
an offer at all on an overpriced
property.

Most importantly, if the sellers
need to buy another home, time is
of the essence. If the sale takes too
long, they'll be buying at a time
when prices and interest rates may
begin climbing again.

[ have received an award for being
the #1 Agent (out of 360) to predict
the selling price of transferees’
homes with the greatest accuracy,
awarded by a major world-wide
provider of relocation services.
This has resulted in my sellers re-
ceiving more money for their

homes in a shorter amount of time.
For responsible service in all your
Real Estate needs, call
The Suzanne Dingley Team

640-4205 We never stop moving.
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