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'\'ith fewerhomesonthe marketin~, real estate

agen ts say tha t th e more de sirable ones are often rece ivin g multiple

offers. Even if th e biddi ng does not escala te to a "war," it t akes a

savvy stra tegy to bea t out th e competition.

------ "If s essenti ally like a game of ches.s:

said Robe rt Dan kne r, the president of

Prime llinhanim Residen ti al .
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"~I a ny calculations lead to victory,

and few calculations lea d to defea t ."

Wh en you don "thav e unlimited

resou rces , o r at leas t lots of ca sh

sitti ng around , gath eri ng as muc h infor m ation as po ssible

about th e m arket , th e seller"s motiv ations an d oth er buy ers you "recompeting agains t

coul d give you a leg up in th e biddi ng proce ss. Kno win g your own go als - an d limits - is

also important.

~Ir. Dankner"s calcula tion s when working with buy ers involv e not onl y dete rmi nin g th e

valu e ofa pro perty, but alsou nderst andi ngclients "objectiv es - forinstance , how long

th eyplanto stayinthehomeandhow desper atelythey wa nttobeina certain
neighbo rhood - in ord er to assess wh at a particular home is worth to buy ers.

"If a coup le with t wo children wants to live in Tri BeCa and hav e th ree real bedrooms and

th eir bu dget is in th e mid- to high $ 2 million ra nge and th ey "re not willi ng to do mu ch

work, " he said , "there are not m an y ch oice s. They m ay hav e to pay a littl e bit more, or

co mpromise and live somewh ere else ."

Before submittin g an offer , ~Ir. Dankn er also tri es to u nderst and th e seller"s motivations .

In one case , he sugge sted that his buy ers not try to amend the con t ract ter ms fo r a '\'est

\~illage town hou se th at needed a gut ren ov ation , to keep thi ng s simpl e fo r a selle r who

ha d inh erit ed th e pro perty.

"We were actually th e thi rd -highest bidder: he recall ed , "bu t we got the pro perty beca use

of tha t approach . Delivering somethi ng that speaks to th e seller"s needs and objectiv es - if

you "re able to u nderst and wh at they are - ha s t rem endou s valu e."

'\'ell -pri ced homes in sought-a fter neighbo rhoods , agents say, are often gen era tin g

mul tiple bids , which ca n then lead th e seller"s broker to ask fo r "be st and final offers " fro m

all inte rested parties.

"If s really a way to add stability to a cha otic situation: said Noah Rosen blatt , an

indepe ndentbuyer "sagent and the founder of th e real esta te da t a site~.

"Everyone has th e sa me deadli ne."

In tere sted bu yers ca n th en raise th eir bids , offer to put more money do wn , remo ve any

fina nci ng con tingency from th e offe r and adjust the closi ng date to meet sellers

co nditi ons. If th e sellers need more ti me to move afte r closi ng , an offer to lea se th e

ap artm en t back to them fo r a sho rt peri od afte r the closi ng date might help seal the deal .

Comi ng up with a numbe r fo r a final bid invol ves a mixture of m arket calculations and
str ategy . ~Ir. Dankner says he tri es to submit an u nusual price in th ese "be st and fin al"

situ ations, sugges tin g his clients offer a littl e bit more tha n wh at he thi nks th e com petition

will bid. Fo r a stu dio listed at $449,00{), he figured th e oth er bu yers would offe r

$4 65,000 ; his clients bid $46 7,003 and got th e ap art ment.

Betsy ~Iesserschmitt, a sen io r vice president of th e Corco ra n Group, says tha t when th ere

are multiple bids , it is especi ally importa nt to submit a fina ncial sta tement with an offer ,

listi ng assets , liabiliti es and sou rce s of inco me. She also writes the seller a lett er 0 n beh alf

ofherclients , explainingthe rea son forthepurehase(forinsta nce , an expa ndi ng fa mily)

and th e appeal of this particular apartment.

"Th e seller h as to kno w you really want it ," ~Is. ~Iesserschmitt said. "It could be th e su n it

gets . It coul d be an ideal locati on for someone so th ey ca n walk to work, "
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