
INITIAL MEETING

Strategic Pricing 
T O  S E L L  Q U I C K L Y

When it  comes to sett ing the r ight pr ice for  your house,  the goal  is  to increase 
v is ibi l i ty  and dr ive more buyers your way.   When you pr ice i t  competit ively f rom the 
start ,  you won’t  be negotiat ing with one buyer.   Instead,  you’re more l ikely to have 
mult iple buyers interested in the house,  potent ial ly  increasing the f inal  sales pr ice.

$
U N D E R  P R I C E D

Decreases your future 
buying power

Leaves money on the 
table

Risks buyers assuming 
something’s wrong

$ $
M A R K E T  V A L U E

More l ikely to sel l  at , 
or  over,  l ist  pr ice

A fair  pr ice helps 
increase interest

Likely to sel l  quickly!

$ $ $
O V E R  P R I C E D

Higher pr ice tag may 
deter buyers

Likely to s i t  on market 
longer

May need pr ice drop 
which can raise red flags


