[image: ]


Your home – what is it really worth


How to make an initial guess-timate

To put it in a nutshell, your property is worth exactly what John Buyer is prepared to pay it at any given time. The best means of determining the value is to test the market by initially advertising your home at a recommended price, which may be slightly higher than the current market value. The recommended price can be calculated by taking an average figure of other similar properties recently sold in your area.

Beware of exaggeration

It is an unfortunate fact that the large majority of agents initially place an inflated price tag on a property when asked to give an evaluation. The reason is simple. At his first meeting with you, the agent naturally wants to make a good impression, and therefore tries to avoid disappointing you. Thus he tends to price the property at a figure larger than you may have had in mind, or unrealistically higher than the amount you originally paid. Also, there is the possibility of some ignoramus or unscrupulous agents who will inflate their evaluation merely to obtain a sole mandate. Then, after soaping you up and conditioning you, they frequently end up persuading you to accept an offer far lower than the honest and experienced negotiator quoted you in the first place.

Useful tips to consider when putting a price tag on your house

There are three aspects to putting a price tag on your house – Price, Time and Finance. The seller determines the price of the property, which in turn determines the price of the property, which in turn determines how quickly the house will sell and whether the required financing will be obtained. The problem with UNDER pricing a house is that it will result in a quick sale and you could be losing out on money. The only time this is warranted is when circumstances force the issue, as in an unexpected and sudden transfer. Even so, a sacrifice of this kind is never really necessary.

On the other hand, the problem with OVER pricing is that at an unrealistic price, other houses in the area correctly priced will sell fast. In fact, you are actually promoting the sale of these properties by providing a contrast in prices and placing the other houses in a favourable light, price wise. Your house will end up waiting a long time to be sold, and while time may bring an increase in prices in the area, a negative attitude towards your house could develop with buyers wondering what is wrong with it that it won’t sell.

Contact an Estate Agent who is a member of the Institute of Estate Agents of South Africa and ask him to prepare a Comparative Market Analysis of your area, from which the facts will be clearly indicated and the Agent’s expertise will assist you in determining the correct market place.

Establishing the actual market value

After your property had been in the market place for a reasonable period, you will, with the help and advice of your agent, be qualified to determine the actual market value of your property. Now is the time to get into top-gear. Once you know what your home should reach, provided you agree to accept the market price, the advertising campaign can be intensified. All things being equal, you are now assured of a sale at the right price. This process takes time. So don’t leave things to the last moment as you could expose yourself to the pitfalls of a forced sale.

Pricing should NEVER involve the following

· Your needs – while they may be important for your decision to sell, they are irrelevant to calculating the price of your home. You cannot inflate the price of your house because you need a given amount in order to buy your dream house.
· Your investments into the home – expect for those that enhance the appeal and value of the house.
· Municipal evaluation – this is seldom accurate or up to date, so don’t go by this.
· The cost of replacement – this may advertise well, but is really not that relevant.
· The cost of replacements – this may advertise well, but is really not that relevant.
· There are many other more important factors to be considered such as the current market situation and the state of the building industry.
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