
5 Ways For Sellers Getting Higher Offers



RESEARCH PAST PRICE & TREND

• View past sales transactions on SRX, PropertyGuru, 99.co or HDB 
website

• Cross referencing gives good indication of the market price

• Research on the existing stocks and understand their asking

• To be more knowledgeable than the house hunting prospects

• To have information at the finger tips to path for negotiation

• Can consult banker / valuer on the indicative valuation of the house
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SHOW PROOFS OF VIEWINGS

• With property hotly contested by prospects, owners have the upper 
hand to make buyers compete against one another and request for 
the best possible offer.

• Place a few agents’ namecards on the table to show the popularity of 
the unit

• To arrange back-to-back viewings so that prospects know they face 
competition for the same unit

• Reveal some message exchanges to the prospects to show there is 
keen interest from others  
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PLAY HARD TO GET

• Do not give away your anxious feeling in getting your unit sold out

• Have the mentality that it is the prospect’s loss for not choosing your 
unit

• Not to reveal the minimum sale price to prospects as often the offer 
will be lower than it

• Mention to the prospects that around xxx date time have xxx groups 
coming to view (if applicable)

• Mention to the prospects that there are some arranging 2nd viewings 
before making official offers (if applicable)
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GET INTO BUYERS’ GOOD BOOKS

• During viewings, good to engage the prospects into conversation

• Drop hints along the way about selling points of the house (if applicable): 
eg. you strike toto / 4D on the 1st year of staying in the house
eg. Kids excel with flying colours in academic result
eg. The neighbours and management are nice to mingle with
eg. Can sell fireworks from the house itself

• Have some topics on common interest and to show interest in the 
prospects

• At the end of viewing, mention you welcome the prospects to be the 
new owner and you can accommodate 2nd viewing if needed
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PLAY AROUND WITH VARIABLES

• Selling a house is not always all about the offer price

• Suggest to play around variable eg.
leave behind furniture, white goods in good conditions, earlier move in for renovation, move out 
later for next housing plan etc.

• Unless got a fantastic deal, you can take some time to mull over the 
offer with the proposed variables (with 1% deposit or $1000 cheque secured)

• If the offer is not within expectation, just mention you are undecided 
between a few offers (official / verbal) while counter-offering the price in 
mind
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CONSUMER EMPOWERMENT INITIATIVE
- An Education Series on Real Estate Matter -
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CONSUMER EMPOWERMENT INITIATIVE
- An Education Series on Real Estate Matter -

Every seller will want to have good price for his / her own house. Managing 

expectations of buyers is a long and tedious process. Without close following up, 

buyers can lose focus easily and will still keep shopping around. We can work hand-

in-hand to get an offer on the table within shortest time span possible!
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5-Star Services | Website Profile | SRX Profile

https://www.facebook.com/jj.wong.5star
https://www.facebook.com/jj.wong.5star
https://www.facebook.com/jj.wong.5star
https://axlwongjunjie.wixsite.com/jjwong
https://www.srx.com.sg/jjwong
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DISCLAIMER:

1. By making materials and information available to The Subscribers including facts, data, views, opinions, analyses, comments and recommendations, The Sender is not giving 

financial, investment, tax, legal, professional or any other advice.

2. The Subscribers agree that and confirm that they shall not treat nor regard any information as constituting advice of any kind.

3. The Sender makes no warranty or representation, express or implied, as to the information's accuracy, reliability, completeness, timeliness or otherwise.

4. The Subscribers shall at all times rely entirely on his / her own assessment and judgement before deciding to enter into or undertake any transaction.

5. While the information has been obtained from sources believed to be reliable, The Subscribers must bear in mind that none of the data, facts, information, analyses, opinions, 

comments contained within the information has been customised or tailored specifically for any person.


