
How to Treat a Buyer's First Offer 

Sellers often ask our realtors how to best treat a buyer's first offer. The answer to that 

question is it depends.   Sometimes it may make sense to reject a buyer's first offer or 
propose a counter offer.  This type of strategy works best in a normal to hot seller's 
market. Rejecting the first offer might cost you the deal but in the long run you could 

end up coming out ahead. Use this information as more of guideline than a rule.  

 

 

In a cold market, depending on the number of offers, rejecting the first offer may not be 
the wisest choice. For example, the market prices are depressed. You have your first bite 
in six months. It is safe to assume that this may be your only offer and you should 

accept it.  

Why should you reject the first offer?  
A buyer's first offer does not always reflect the buyer's highest bid for your property. 

From the buyer's perspective, there are three goals in making the offer:  

Buyer's Goals in Making an Offer  

1. To get the property for the lowest possible price.  
2. To get the best possible terms.  

3. To "feel out" the seller to see how "motivated" he or she is.  
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All of these goals speak toward making a low initial offer. Why offer $300,000 to a seller 
that might accept $270,000? Always offer the lower amount first. If the seller doesn't 

accept it, you can always offer a higher bid.  

When the Market's Super Hot  

In some areas of the country and at different times, there is such a high demand for 
property but a shortage of land. Multiple Offers come in as soon as the property is listed 

(sometimes before the listing is even published!). In this situation, desperate buyers 
make their highest and best offer first. The seller has a choice again to reject the first 

offer. After all, someone else is likely standing in line to offer more!  

Will the buyer Offer More?  

In a normal market, the answer is "maybe." If the buyer low-balled the first offer, then 
indeed they will offer more. Even if the buyers offered what they considered their best, 

they might stretch and still offer more if they really want to buy your house.  

The market is fluid and stands still for no one. You never know what a buyer's thinking, 
or what other properties a buyer is considering. In the time since the first offer was 
made, the buyers may have reconsidered. They may have decided that they really don't 

want to buy into another house. Perhaps they'll rent for a time. Maybe they've seen 
another house that they like better.  

This is the risk you take when you reject any offer. You may not get another offer from 

this buyer. You may not even get this buyer to come back and honor the original offer. 
The consequences do sound scary but if you want the most for your house then this is 

the tactic to consider.  

Counter Offers  
If you don't accept the buyer's offer exactly as presented within the time frame it is 
offered, you've rejected it. Now it's time to make a counter offer.  

You don't both accept and counter. The moment you make a counter offer for a different 

price or terms, it's a whole new ball game. The buyer is under no obligation to accept 
your counter offer and can now accept or reject it.  

You should always counter any offer that you reject, no matter how frivolous the original 

offer may seem. I've been in a situation (in a normal market) where a would-be buyer 
came in with an offer that was 25 percent less than I was asking. The house was listed 

at $200,000 and the offer was for $150,000.  

Now, that's an affront. It is insulting to be offered so much less that the asking price, 
particularly since the house didn't have any particular problems that could have knocked 
down the price. My gut reaction was to tell this would-be buyer to take a great flying 

leap and simply forget about him.  

However, this is business and you never know what a buyer is thinking, So I counter 
back, at $5000 below the asking price, indicating that I was firm and would not budge. 



You know what? The buyer accepted! He had simply been low-balling me to see if I was 
a desperate seller.  

The point here is even if you think the buyer is insulting you, even if you think the buyer 

is insulting you, even if you can't stand to think about this ridiculous buyer, always 
counter.  

Once you've decided to reject a would-be buyer's offer, it doesn't cost you anything to 

counter. You can counter for close to your asking price, your actual asking price, or even 
for more than you're asking! What's important is that you not be the one to close the 

negotiations off. Keep them open by countering.  

When Should You Accept the First Offer?  
There are time when you should accept the first offer, and it doesn't always have to do 
with market conditions. You may be desperate to sell. It could be a matter of a financial 

crisis (you've lost your job and can't make the payments), a divorce, a transfer, or any 
of a dozen other problems that have cropped up. The point here is that you need to get 

out now, and you can't afford to dicker. When your back is up against the wall, you may 
not be able to risk negotiating for a higher price. You may simply have to accept what's 
on the table.  

Hopefully, you'll never be in this position. But if you are, recognize the situation for what 
it is and act accordingly.  

Never gamble if you can't afford to lose. Never reject an offer you can't live 
without. 

 

 

 

 

 

 

For more information, contact our professional home seller team.  

Phone: 954-577-5575 | Email: info@splendorrealty.com  


