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The very nature of negotiation brings an image of one on one conversation working to 
create a win /  win situation.  In a real estate world that works hard to keep buyer and 
seller separate, negotiations suffer.  I am in search of potential investments that are not 
listed for this very reason.  I believe the best transactions are hand crafted face to face 
with the seller.  Going into this arena with patience, sincerity, and a high level of real 
estate fluency will create “fields” that will reap crops for years to come. 
 
Negotiation starts right off the bat.  The first impression that the seller has of you will 
either create positive momentum, or create an obstacle to overcome.  Let’s start with the 
basics.  Be on time for your appointment.  If you are late, what kind of confidence does 
the seller have that you will be on time with your monthly note payment?  Look sharp 
and clean, but dressed to blend with the demeanor of the seller.  Do not overpower 
anyone with your dress.  Use language and vocabulary that is consistent with whom you 
are speaking.  The jargon of real estate is very intimidating to many.  Learn to explain 
complicated concepts so that an eighth grader could understand them.   
 
When ever possible, meet at the seller’s home to discuss the possible purchase…even if 
what you are potentially purchasing is not their home.  The reason is simple.  The seller’s 
home is full of clues that will help you understand who you are dealing with. Take it all 
in.  Find areas that you have in common.  The golf clubs, the sailing pictures, the 
cribbage board.  Take off your watch and leave it in the car.  Your time frame will be 
dictated by the seller.  Ask questions of their life and be sincerely interested in the 
answers.  What does the seller do for a living?   If they are retired, what did they do?  The 
sticker in the window, “Union local 774 and proud of it” gives you a clue to the seller’s 
attitudes, predispositions, and beliefs.  Be sincerely interested in the seller’s passions 
even though they may be the antithesis of your own.   You may listen to “cat” stories for 
three hours.  That’s O.K.  You are paying your dues.   
 
Every seller has a reason they want to sell.  You may have to read between the lines here.  
What is their motivation?  What situation or problem are they trying to solve?  Selling the 
property is really the secondary issue to most sellers.  Solving a problem that selling the 
property will solve is usually the issue.  You need to find out what they are attempting to 
solve.  Often times, purchasing the property has little to do with the property itself, and 
everything to do with getting the seller to the vision they have in their mind.  The image I 
see is one of a puzzle.  All the pieces, the first moments of our meeting are face down.  It 
is my job, one at a time, to turn over the puzzle pieces to understand  the picture.  Once 
the pieces are turned over, the puzzle is rather easy to solve. 
 
 



As often as possible, without appearing obvious, use the sellers name in your 
conversation and questions.  “Sally, let me ask you a question, what were the best years 
you spent in this home?”  Using someone’s name creates a relationship, a bond.  It says, 
“They know me, they understand me.”  Get to know the names of their kids, their cat, and 
their dog.  Remember these names.  Referring to them helps you remember.  If you are 
negotiating with older people, and they raised their family in the home you are 
purchasing, understand that there will be emotional issues that you need to be sensitive 
to.  The six foot rose that Jake gave mom for her birthday when he was just four years 
old…  The bedroom that has not been opened since her son was killed in Vietnam.  These 
are real issues that need to be handled with care.  
 
It goes without saying that coming into this arena with an intimate knowledge of the 
mechanics of real estate investing is essential.  Having a fluent, up to date understanding 
of the tools at your disposal will help you construct a deal that will fit like a glove with 
the needs and objectives of each particular seller.  The idea of having a cookie cutter 
formula is ludicrous.  Each seller and their life situation is different, therefore, each 
transaction and the tools you use to build a successful negotiation will be different.  A 
complete understanding of the tools at your disposal is essential.  Up to date knowledge 
of tax laws, financing programs, and alike are critical, as well as a clear picture of current 
market value, zoning, and expandable potentials.   
 
However, having all this knowledge, without an earned relationship with the seller will 
yield less desirable results.  Be willing to slow dance.  Earn the sellers trust.  Provide 
them with references to your credit worthiness, your payment history with other sellers, 
and other professional and personal contacts.  Do what you say you will do.  Follow 
through.  If you tell the seller that you will call them tomorrow evening, do it.  No 
excuses.  Follow up each meeting with a thank you note and refer to something personal 
even if it is their cat.  Some times I have slow danced with sellers for years before the day 
came when I was able to purchase their property.  Once you have purchased their 
property, be more than professional.  Provide them with an amortization schedule if they 
are involved in the financing.  Be on time with your 1098 reporting.  Meet with them 
semi-annually to catch up.  These people will be your best source for other property leads 
and investor financing.  These are your blue ribbon clients.  Treat them this way. 
 
In a world that goes out of its way to keep buyer and seller separate, I find no substitute 
for face to face negotiation and the fruits that come from it.  The best negotiating tool will 
always be the art of listening.  Good luck in your art…..handcrafting deals for a lifetime. 
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