
Navigate a Seller’s Market
There are strategies 

that can help  
buyers succeed when 
home sales are hot.

In today’s real estate land-
scape, many buyers find them-
selves in the midst of a seller’s 
market, where demand for 
homes far outweighs the sup-
ply available. While this can be 
daunting for prospective 
homebuyers, it is essential to 
remember that success is still 
possible with the right strate-
gies in place. To secure your 
dream home in a competitive 
seller’s market, you need to be 
proactive, prepared and savvy 
in your approach to making 
offers. 

One of the most crucial steps 
is preparing pre-approval for a 
mortgage. This shows sellers 
you are a serious and qualified 
buyer and lets you move quick-
ly when you find the right 
property. Knowing your budget 
and having a pre-approval let-
ter in hand allows you to make 
strong and immediate offers.

An experienced real estate 
agent who is well-versed in the 
local market can be your great-
est ally. They can help you 
identify properties that match 
your criteria, provide insights 
into pricing trends and offer 
guidance on crafting competi-
tive offers. Their negotiation 
skills and industry connections 

can be invaluable in securing 
your desired property.

In  a seller’s market, lowball 
offers are unlikely to be suc-
cessful. Sellers are looking for 
the best price possible for their 
homes, so it’s important to be 
prepared to offer a price that 
reflects the property’s value. 
Your real estate agent can help 
you determine an appropriate 

and competitive offer price 
based on comparable sales in 
the area. An escalation clause 
is a clever strategy that allows 
your offer to increase automat-
ically if another buyer outbids 
you. This can show the seller 
that you are serious and will-
ing to compete for the proper-
ty. However, be sure to set a 
cap on the escalation clause to 

ensure you don’t exceed your 
budget. 

Flexibility in your offer can 
be a powerful tool. If you can 
accommodate the seller’s pre-
ferred closing date or offer a 
quick close, it may give you an 
edge over other buyers. Be 
sure to discuss your preferenc-
es with your real estate agent 
to align your offer with the 

seller’s needs. Put down a larg-
er earnest money deposit. This 
demonstrates your commit-
ment to the purchase and 
makes your offer more appeal-
ing. Be clear on the terms and 
conditions of the deposit so 
that it is not lost if you have to 
back out of the deal. 

Sometimes, a heartfelt letter 
to the seller can make a differ-
ence. Explain why you love the 
home and how you envision 
your future there. Personal 
connections can be emotional-
ly appealing to sellers and may 
tip the scales in your favor. 

Time is of the essence. Be 
ready to view new listings as 
soon as they hit the market 
and make offers promptly if 
you find a property you love. 
Delays can cost you the oppor-
tunity to secure your desired 
home.

While you need to protect 
your interests, consider limit-
ing the number of contingen-
cies in your offer. Excessive 
contingencies can make your 
offer less attractive to sellers. 
Work with your real estate 
agent to strike a balance 
between protecting yourself 
and making a competitive 
offer. Perseverance is key. 
Don’t be discouraged by rejec-
tion. With patience, determi-
nation and the right team by 
your side, you can navigate a 
competitive market and find 
the perfect home for you and 
your family.
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Finding Quick Cash
Bridge loans are quick, high-interest loans that buyers might use to 
make a down payment on a new property while their home is on the 
market awaiting sale. They help provide cash flow during a real estate 
transaction. Source: Rocket Mortgage.
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Realized proceeds: the sales proceeds received by the Taxpayer from sale of the Relinquished Property including the amount used to pay off the mortgage or deed of trust. 
SOURCE: American Bar Association
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