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5 Mistakes Sellers Usually 
Make in Selling Own House



EMOTIONAL ATTACHMENT

• The house could be matrimonial home / first home to sellers
Sellers sometimes sell too much on the experience and feeling to the buyers which can be a turn 
off.

• Sellers unable to take feedback from buyers
Most owners will think their house is the best home thus unable to take criticism or feedback from 
viewers. Sometimes sellers feel negative towards the decision of viewers to hack away certain 
walls or changing the layout.  

• Sellers sometimes will wish to leave behind furniture in the house to 
new owners as don’t wish to dispose them due to strong feeling 
towards the furniture 
Sellers have higher asking price by including the furniture but most of the time buyers don’t need 
the furniture and it could be a deal breaker 
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TOO EAGER

• Sellers show too much of eagerness to close through expression.
When buyers feel that sellers are over-selling their own house, they will feel that they are at upper 
hand and controlling the playing field towards their advantage.

• Sellers reveal too much on their reason to sell e.g.:
No peacefulness due to noisy and inconsiderate neighbours
The condo management is not helpful and doing nothing
The facilities and buildings are running down without good maintenance

• Sellers go overboard in following up with potential viewers   
Too frequent calling and texting the viewers will make the viewers feel that the sellers are 
desperate. Sometimes the buyers will think the sellers are in trouble trying to dispose the unit as 
soon as possible.
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NOT CONSIDERING OFFER SERIOUSLY

• Initial first few offers usually are the highest offers in the 1st month of 
marketing.
As the listing is fresh from oven and the viewers might have already seen and compared a lot, 
therefore the offers are usually more sincere than other shopping buyers.

• Subsequently, the offers will be lower and lower. 
The listing will be recognized as stale / not moving listing after 3 months. Owners will start feeling 
regretful for not taking the initial offers.

• There would be more competing listings if drag on
Buyers are spoilt with choices when there are more listings in the same development. They will 
always offer based on the listing with the lowest asking price.
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LOAN REDEMPTION

• Sellers have to keep in touch with their banker / bank representative.
Usually bank representative able to update sellers on any better repricing packages.

• Sellers will need to check the notice period to give to bank to avoid 
penalty. 
Sellers will need to factor this notice period served to bank into the timeline. The penalty might not 
be a lot but can be avoided if plan nicely.

• Sellers will need to check the lock-in period to avoid penalty.  
Sellers might not be aware that they might have just refinance / reprice recently and forget about 
the lock-in period. The penalty amount can be quite huge as it is deemed as breaking the contract.
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OPEN LISTING

• Sellers engage multiple agents thinking their listing will get more 
exposure.
Agents advertise on same portals which they subscribed. The exposure will be the same. The 
exposure could be lesser when agents don’t put in effort to repost due to the nature of listing 
being open listing. 

• Sellers engage a lot of agents thinking the agents will bring in their 
network thus different viewers.
Agents’ network is limited and their buyers on hand would have preference on certain location. 
Viewers are usually from the advertising platforms.
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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 -

There might be more mistakes committed by sellers in the process of selling own 

house. I have been on the ground and have seen many types of buyers with different 

patterns which require different techniques of handling them. You can leave the 

marketing process to me without any worries!
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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.


