
Selling your home and thinking of asking a higher price than what your agent suggested? 
This way, after negotiations and counter offers you get the original asking price?         
Beware these pitfalls or purposefully overpricing your home. 

Less people will see your home. Buyers often shop in price brackets and rounded         
numbers.  If the majority of people are shopping for 100K-200k homes, they may never 
get the opportunity to see your home listed at 200,999. Those shopping in the next price 
bracket will be looking for the most home they can get in their range, eliminating yours as 
a viable option. 

Apathy. Imagine a home having a “sell by” date of a few weeks. Every day a home is on 
the market it loses a little value in buyer’s eye. After so many weeks on the market it can 

become ‘stale’ creating a loss of interest from agents and buyers. Time is the enemy in real estate. Too much time spent 
on the market gives the buyer the upper hand in the deal. Many homes that have sat and sat receive low ball offers, if 
any at all. 

Actually helps competing houses. Because they look more appealing in comparison.  Why would a buyer purchase your 
home at a higher price when comparable homes are more enticing with a lower price? 

Paperwork Complications. If your home actually gets an offer that’s above market value, it may not appraise at that    
value, causing the buyer to be unable to secure a loan for the asking amount and causing the deal to fall apart. 

Costs you more money. The longer your home stays on market the more mortgage payments, home owners insurance, 
HOA fees and maintenance costs you have to pay. These fees will cut (if not gouge) into your profits.  Desperation to sell 
can lead to price drops, which will ultimately lead to a lower price than the actual value of the home in the long run. 

Remember that pricing your home for sale is ultimately up to you, but most of the time your agent knows best.  Most 
buyers are nonchalant and patient, they are not willing to go through hassle of haggling the price down to something 
more affordable. They will wait till your price drops or move on in their search. 

Slowly pour heated 
syrup mixture over 
the egg whites while 

mixing on medium speed. 

Add 1 teaspoon of 
vanilla if desired and  
continue to beat until 

the desired consistency. 

With an electric   
mixer, beat 2 egg 
whites until they 

form stiff peaks.  

Stir together in a   
microwavable bowl:  

 1/2 cup sugar 

 1/4 cup light corn 
syrup  

 2 Tablespoons of    
water.   

Microwave on high for 3 & 
1/2 minutes. 

75% of Americans are chronically     

dehydrated, which can trigger the false 

feeling of hunger. The more water you 

drink, the less money you’ll be tempted 

to spend on costly snacks. 

The average American  household has 

up to 40 items plugged in that are sitting 

idol or off,  but are still using energy.  

Unplug that stuff and save up to 10% on 

every energy bill!  

Dining out is very expensive. The        

average American spends about 1/2 

their food budget on eating out at least 

1X a week. Cooking at home is both 

cheaper and healthier for you. 
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a Agents should 
constantly be 

prospecting. He/
She should pos-
ses a strong love 
for the industry. 

An agent’s    
confidence 
should be    

authentic. Don’t 
settle for the 

rehearsed “sales 
pitch.” 

Your agent 
should get to 

know your  
lifestyle and 

what you want 
in order to find a 

home that is 
best suited for 

you. 

Communication 
is key!  A great 

agent will always 
follow-up with 

you and be  
responsive.  

It’s all about 
their resume. 

Make sure you 
have a seasoned 
agent or is being 

mentored by 
one. 

The TOP 5 

Qualities in 

a GREAT 

Agent!!!
 



 

1.) Housing is typically the one leveraged investment available. 

2.) You're paying for housing whether you own or rent. 

3.) Owning is usually a form of “forced savings”. 

4.) There are substantial tax benefits to owning. 

5.) Owning is a hedge against inflation. 

Bottom Line– Homeownership makes sense for many Americans for an assortment of social 

and family reasons. Keep in mind that it also makes a lot of sense financially!                              

Naturally, home sellers tend to go with the agent that says they can get the most 

for their home. More money means ‘better agent’ right? Not really. Pricing a home 

takes cooperation between the seller and agent; it is not a competition between 

agents. You should always beware the agent who says, “How much did the other 

guy tell you? …I can get you more!” Some unscrupulous agents use a tactic that inflates the home’s recommended list 

price to get you to list with them. This method is called “Buying a Listing” and it’s almost guaranteed that your home 

won’t sell for that price.  If fact, your home will probably just sit idle on the market until your listing expires. Don’t let 

your listing be “bought” by a shady agent. Make sure that when hiring a real estate professional, don’t just go with the 

one that gives you the highest list price. Ask how and why they came up with their figures.  Make sure that you and 

your agent cooperate to come up with the very best marketing strategy for your home. 

(So why do real estate agents “Buy a Listing” if they don’t plan on actually selling it? Find out why at 

www.CarterAndRoque.com/if-the-price-is-too-high-beware) 

SIGN UP TO RECEIVE THIS NEWSLETTER ONLINE 

@ 

www.CarterAndRoque.com/feedback 

Shazam! This newsletter is packed full of 

money saving tips and home pricing 

hacks to make you a financial super hero! 


