INn a
tough market,
negotiating skills
are more
important than ever.

[ asten

By Danlel Rome Lowvinao

oward Eltman, CRS, o broker/owner ar Disrinetive Homes

Realry, Ine,, sells homes in sunny Forr Lauderdule, Tl but

there'’s been nothing sunny abour the housing market there the

past two years, In fact; ir's been downrighe gloomy, To wdapt, Elfinan las had
to becomic a more creative negotiator,

1n May, Elfman was representing & buyer whio was interested i purchasing

a four-unit downtown apartment building as an investment property, Bur atter

walking for two days, negoriations stalled when rhe seller refused o lower hee

usking price further, Elfman did not give up. He continued asking the seller's

agent questions, probing for informanon char migl‘lr jur:np—:-itarl: nepriiiations.

Lis persistent questioning ultimately reveuled that the seller owned the build-

Dl s marsdpish

ing outright and was eareT tn gt out of the landlord business,
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MNow Elfman knew there was hope. In
an irrspseatives bwast, he comvneel the
seller to provide fimancing to the buyer at
i Tnwer snterest pge, ¥ percent, than the
B percent the buyer was beig oflered by
bk, This would allew the buyer 1o meet
the seller's final asking price aul lowes Ty
mortgage payments while guarantecing the
sellier  secanly Sricnrme stremnm @l un intenss
ratie higher than she would get from an
altermative s, suel an o cestafsie
of depout or money macket account,

The 1'III:|r||II1ﬁ solil e 8540000 jaul
both partics ended up happy "1 tedny's
pistichar, T T T i e 1'::||1|-rr.|r|1' than
ever,” says Elfiman, whe bad 814 illion in
T wale |t gl GO R et be
|l1l.1|‘:-iI?|E, Fat ptlic ]'llll'-'-I|1||. salitions (hat
will endd up being o win-win.”

A REALTORS™ megotinting skills
are one of the mest ceitien) ku’_ln R L1
cenk, Thin in eapecanlly e in eomputitive
maches ke Fart Lavderdols, With many
prarty ol e country experiancing smilor
softacss, o REALTOR® who 13 o akilled
negitintue will know' how o bring two
stded copecher to seal a deal

Back to Basics

Although o buyer in o soft morker has
OCE FOONL I Nepotiate {iar apewilic snn-
eossions, auch oy gerting the seller o pay

tor closing oosts of repairs, most of e
fiundamentul principles of effecte nepo-
tiating do ot chonge based on shalting
market conditions, say BEALTORS®
WI".!' arg! L'*:!JI:'IiL'I'II.'.‘!II '|'||."|‘-1""i|r-|:|.||:illll.

“Tt deosen't mateer what kind of macker
}'IIIIII‘I' ill,glllll.l. o il — il':l.'lul e’ ks
how to negotiate cxperthy you're not going
e b alilie o clese siles” R H.Ir}' Aniteta-
sio, DR of Anastnsio Associanes, Inc., in
Husitigetom, MY Anastamo il oo mech=
ator for her leeal board of REALTCRSS
aie] St pssean B RELT O ||I|_3.'t'r i
just 25 pereent of the job. The other 75
prorcert it clostng the trunsiction,”

Tha wiorst move a4 BEALTORY ¢
make, shie vave, in to isolate the two pactica
Hit |||r"| IILFIIII Llllll-'r '|"¢'I||| 1|“::|'I||.'. |Il:i||11ilﬁ
with, Learning personal detabls about vour
eliviit, sl s R Lonige I|I1!:r' Ty Ty
in n houge ar i chey raised 2 family ehere,
caatd Bt pissceel e b thae ol siade o Ll
foster an emotional bond between a buyer
il sedler thur will Telp facilieate segorin-
tinhs, "Chur jol 14 to being out the best
frovem bastly sices nmel mke chem like euch
il amd want oo deal with eacl other”
Ansstusio says, “Money iv not the most
pinprr s thaege dor people, Bt and
feelings are so much more impormane,”

hbaary An Husly, [ | Fiay Ly,
Plich., who hns been teaching venl esrare

dpunets hosw to mepotiits since 1990,
aprecs that It best to stick to the basics,
ni-Hutrer what the ket conditions, U1
don't sec anything major that we oughi
v change;” she savd, “lo any n:LrLtr.
agents really noed to ﬂu-.uh whit 1he ether
sitle's J.JJI”.-. ohjectives and issues are 1n
arder o Beat Roowe bose Lo vongtae
negotintion.”

Thek kv Lo dinihg Lo i T fively auink=
tng questions and then listening carctully
forr dnlormution thal I||1g||| ||l...rr i ||I;|_
the two parties closer together "If vou
bt ke Tsealane: ervie wbiill Hhart i T T
to have when negotiating, kietening is the
rratiileh I-:h|1. af s wll) HilyH Mllh.lrl i
Dienaldaon, author of Sl Megodiading
il Mol .J."r'r.lln;' far Panstaiien, " Llndorm
nately, Amcsicans ae not very wood at
lintering corefully"

REALTORS®™ are no axception, seys
B, For more thim 20 yewrs, she b sur-
veved local buyvers and selless whine deals
fell through to find cut what went wiong,
“Phas aggent il Bisken toowhir | was soy=
ing” b the moar common camplaing,

"Neggniaring oo skl very fow agenes
acrually have or realize the importance of"
ninyn Howh, o former stite trooper who onee
negoriared o barricaded gunman out ol a
"R i rid listener g comes
munieaar i eritical,”

Taiiuras,
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In rnd.'&}f's
market,
negotiating
is more
Hmportant
than ever.
You alwatys
need to be
loaking for
other possible
solurions thit

In any
ruirket, agents
::'.'II||.'L '-"-'L'L.il Loy
atady wihat
the other
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expertly, you're

not Eoing to
b able to
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the urgency
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Even though
buvers may
think they've
cot all the
tine i the
world, an
agent needs to
kinow how to
create urgency
that wall
mfluence or
Eumuade the
uver to mike

will end up negothition ¢lose sales:
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Driving Forces
REALTORS™ who have gurfscred infor-
matian about buyees” or sellers” motivi-
tiang, their level af urgency anil their
sl ipportane ol can use that bnfiir-
wition to cench & deal and guarantec 3
sosther, surprise-lrce negotiiting.
That weany tot only asking o wide
canre of questions, bt v oo learn s
rruech ws possible apost thie ther side's
srotivations, When Suste kang, LIRS, il
Joa Realty in Asrin, Texns; rrprcm-.n_-d a
bauyer from South Kores in Cherober 2006
whe was moving to Austin fng Ris job, s
fonmd a Towc-bedisom, pwo-ased a-half
biath house thit had been on che miarket
fr moce than-a yeas, She alzo found ot
shiar @ nearby road was undengeing nizior
comstrection and had heen scating it
petential buvers. By asking the seller’s
ament questions throughout the negotin-
tion process she learned tht the nwners
were an elderhy petired coupls leoking 1o

Jewnsize and were sick ol the g wan
v et ot of ther howse, °1 cinild feel the
wegeney of the soller,” sayn Kang, Know-
Lge tliis, she wis able (o pegpeiate Mo
(necefillly for her elicnt wid wor severil
impurtant concessiony from the selley,
inehuding a siveable repaic allenwanes. The
deal closedl apon after for 273,500,

[ slow murkers where buyers may
foel no presilre o 2ct because thers ure
s any housds o choose from, creating
1 senac.of wrgency can e A smlt Tkl
fiur 0 seller’s ngent. “Even though buyers
miay think they've got all the wimea in
the wigld, an agent needs 1o loow how
to croate urgency thar will mfluense or
prersuade the buyer 1o muke a tlecizion,”
savs Ed Hartch, CRS, a vereean CRE
. steuctor whi teachies 1 CRS-npproved
ane-unit ciurse ticled The New Negotial
mg Lidge.

Reminding potential Duvers about the
poszibilicy ol rising InreTest TaRcs amil

a thecision,
LEd Hateh, GRS

the porential impacs on their mortgage
payments of peniinkng the riphtening
credit sieuation coulid be just the thing
[0 el & Buyer to set Bt e camelul not
rer soumil theeatentng o pushy. “Always
couch these warnings in 3 way thal
sounds like 3 coneerned friend trying o
help,™ soys siithor onaldson,

With howme biyers wow able 1o oo
many of the things nuling that they weed
totelyon u REALTOR for, Hatch says,
negotiating shalls hove never begn OIE
smpctant, “Negntiating s the only tal-
ent we've got left that we can gell, and
it's beenme primary o the COMSMET's
mind." he says. " The fundamental thing
they nesd us fur s mpeca deal ropecher
and keep it togerher, anid tlat’s all about
one thing: negotiating. iy |

panl=l Aame Lavine i= & wilmatte, .-
fpamad writer and freguent contributor to
The Bealdentisl Spaciaist,
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