
T H E  M I T L O  G R O U P
“BECAUSE A TEAM WILL ALWAYS OUTPERFORM AN INDIVIDUAL”

The hot market has some sellers thinking they can list their properties above market value and, since there’s so few 
properties available for sale, hungry buyers will readily meet that price. Before thinking this is true, consider the 
following as a cautionary tale.  A co-worker  in my office mentioned he was visiting his  mother last month and 
noticed the next door neighbor’s
house was for sale. The mother mentioned the neighbor was frustrated because there were no offers after 30 days. 
They’ve heard and read so much that houses are selling fast in the area and were wondering why theirs wasn't. My 
friend talked to the seller to get more information and immediately knew the problem.

The home's price was listed at just under $700,000. The comparative market analysis (CMA) put the estimated 
value between $$630,000 and $650,000. The reason the sellers put the price at $700,000 was because that's the 
price  they  wanted.  They  figured  the  market  is  hot  and  the  CMA did  not  take  into  account  the  â€œupward 
momentumâ€ of the market. Their agent advised otherwise, but they insisted their price was right.

After a month of no activity, the sellers started to consider a price reduction. Before doing that, they contacted a 
prospective buyer who expressed interest in the home at their first open house, but never made a formal offer. The 
potential buyers said they were still interested in the property, but now at a price even lower than the price they 
targeted after the open house visit. (Note: The home is currently in pending status at a much lower than the original 
list price.)

What happened here is a classic case of what happens when a home is overpriced. No matter how hot the market, 
overpriced listings will get less attention and fewer formal offers than competitively or fairly priced homes. Once a 
home is on the market for an extended amount of time, interested buyers hold out longer because they think the 
price is headed downward or they just focus their attention somewhere else.

When it comes to the market value of a home, it  is what it  is,  not what the seller wants it  to be. The market 
determines the final price, not the seller. 
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