
It’s Not Just 
About Price

How to get your Offer 
Accepted When 
Competing

With Coach Lisa 



A Seller's market means that there are more 
Buyers than there are homes available for 
sale. 

It may mean that your full-price offer just isn’t 
going to cut it. So, what can you do to get that 
perfect house your Buyer has searched for 
high and low? 

These tips might push your offer to the 
front of the line.



Offer Above-Asking

This is not the market for making low offers and hoping 
someone will bite. Coach your Buyer to  make your offer 
strong enough to beat out a multiple-bid situation. If they 
want the house, you’re likely going to have to go above the 
asking price.

Sometimes, you only need to offer $2,000 – $3,000 more to 
achieve the effect you’re going for. Doing this will show the 
Seller that you’re serious about buying the home, and that you 
want them to consider your Buyer.

Making an offer above asking price won’t end up costing them 
much in the long run. What you put down and what you pay 
monthly on your mortgage will only change significantly if you 
offer an unrealistic amount above asking. 

Keeping your offer aligned to the home’s value, while still 
above the asking price, will help you secure the home they’re 
interested in.

https://www.quickenloans.com/blog/handle-multiple-offer-situations-win


Add An Escalation Clause To Your Offer
An escalation clause means that your offer will 
outbid other offers up to a maximum price. This 
means that you make an offer saying you will 
pay X price for a home, but if a higher offer 
comes in, you will increase your offer to Y price.

Be creative with your escalation.  Use 
odd numbers to beat out the previous 
high bid.



Pay Cash
When Buyers finance through a lender, they are often at the 
mercy of the lender’s process. This has the potential to lead to a 
negative outcome. Cash Sales can close quickly without a 
financing contingency and without an Appraisal.  

There are creative ways of using a bridge loan or hard money, 
albeit more expensive and refinancing after settlement.

Dealing with cash offers proves that a Buyer is serious and has 
the financial means to expedite closing. Cash offers allow the 
Buyer to be in control instead of letting a lender dictate the 
closing process.

https://www.rockethomes.com/blog/home-buying/7-things-you-need-to-know-when-buying-a-house


Make Sure Your Offer Is Complete
Paying attention to the details of your offer 
should be a no-brainer, but every day there are 
mistakes made in this process. This may include 
missing disclosures, EMD, or pertinent 
information for the purchase agreement. In a 
competitive market, mistakes like these may 
result in your offer getting tossed.

If a Seller receives multiple offers that are 
complete, they may not give your offer a second 
look if it is not. 

Make sure to cross your “t’s” and dot your 
“i’s”.



Offer One Month of Free Rent Back

When purchasing a home with a mortgage, the payment isn’t 
due until a month after you close. 

Why not offer your payment early to sweeten the deal? 

A Seller could benefit from your Buyer paying “rent” for a 
month, and this may strengthen your offer.

But, if you do decide to offer one month of free occupancy, 
make sure you discuss all the details beforehand including 
insurance, security deposit, etc. It’s critical to have this 
agreement in writing so guidelines are clear and concise. 

You don’t want to find yourself an unwelcome house guest for 
an indefinite amount of time.

https://www.quickenloans.com/blog/5-key-features-rocket-mortgage-homepage


Put Down A Stronger Earnest Money Deposit 
(EMD)

EMDs are about 1% – 3% of the purchase price of the 
home. If you put a larger amount down, it may show that 
you are a serious Buyer and that your intentions are 
genuine.

But, if you do put more of an EMD down, make sure you 
intend to buy the home. If you don’t end up moving 
forward with the purchase, your EMD may be in 
jeopardy. 

If you’ve already signed the contract and don’t buy the 
home, the Seller could keep your EMD as compensation 
for the time wasted.



Waive The Appraisal Contingency
“An appraisal contingency can be given up as well – but, 
this poses the most risk unless the Buyer has enough cash 
to cover any potential shortfall between offered price and 
appraised price.”

This is a huge one in neighborhoods that are experiencing 
a resurgence in property values or gained interest. An 
offer indicating your intention to bring money to the table 
if the home doesn’t appraise will definitely set the Buyer 
apart from the others. 

Make sure they are in a strong financial position to take 
this risk. And you’ve done the comps to assure the risk is 
low.



Increase Down Payment
No matter what type of loan you choose, 
offering to pay more down is another sign of 
good faith to the Seller. 

Anytime you can showcase that your Buyer is 
in a good financial position, you should do so. 

By showing a  a larger down payment in the 
offer than you need to, you are sending the 
message that your Buyer is  serious about the 
purchase and capable of meeting all financial 
obligations.

https://www.quickenloans.com/blog/finding-new-money-save-payment


Offer to clean out the property.

Houses can accumulate a lot of stuff over 
time, and, removing this stuff can be 
incredibly overwhelming for the Seller.

Therefore, if you are offering on a property 
that has a lot of junk in it, make your offer 
stand out by offering to clean out the 
property for the Seller.



Pay Sellers Moving Costs

Have the Buyer Offer to Pay the 
Sellers moving costs or if you have a 
moving truck that you loan out to 
your clients, perhaps offering it to 
the Sellers for their move may be 
the incentive that they need to 
accept your Buyer’s offer.



Think outside the box  

In this case, it’s the pizza box. 
One Portland, OR Buyer who owned a 
pizza restaurant offered the Seller “free 
pizza every month for life.”

“If your Buyer has a special service or 
product, use their assets,”

http://www.trulia.com/for_sale/Portland,OR
http://in.reuters.com/article/2015/06/03/us-usa-pizza-oregon-idINKBN0OJ2V420150603


Breakout Groups

1)   What have you done in the past to get 
your offer accepted

2)   What else can you do to make your offer 
stand out and get accepted?

3)   As a listing agent, what are you looking 
for when dealing with multiple offers?



The Bottom Line
While they may seem small, these things can go a long way to making your offer stand out and get 

your Buyer  the home of your dreams.

Establishing that your Buyer is a serious Buyer, with the financial capabilities to meet all 
obligations, is the way to a Seller's heart. 

Be willing to go the extra mile, both in your intention and in their financial offerings. If you do so, 
the Seller of their dream home will notice your effort and give your offer a second glance.

Don’t forget about the details. Make sure you are following all the guidelines to a T. This includes 
submitting your documents accurately and on time. Take the extra time to follow up with all 
parties involved to assure your information and payments made it to the appropriate person. 

Don’t be afraid to come across as over-attentive to detail. Being proactive will serve both you and 
your future home’s Seller well.

Happy bidding!

https://go.rockethomes.com/blog-get-an-agent?utm_source=rockethomes&utm_medium=blog&utm_campaign=rh-blog&utm_term=get-an-agent&utm_content=category-buy


Want to know what ONE great Agent we Coach says to get your offer Accepted?

Come tomorrow, Thursday at 2pm and hear what Terri Pontzious says are “9 Things Buyers Agents need to 
Know”

as well as part 1 of 5 of - How to Work with Buyers – A Buyers Course

LIMITED Registration 
When: Sep 17, 2020 02:00 PM Eastern Time (US and Canada) 

http://bit.ly/YCMRegisterForBuyers

After registering, you will receive a 
confirmation email 
containing information about joining.


