
WHO’S MY COMPETITION? 
With auctions and tenders, the competition is other buyers: with negotiation it’s the vendor.  
Also remember that the real estate agent works for the vendor.  They’ll be helpful, but their 
job is to sell the house for the highest possible price. They won’t help you stick to your 
budget or choose the best bidding strategy - even if they give you a nice pen and smile 
heaps. 

It all comes down to finding a middle ground between what the seller wants and what the 
buyer will pay. The main driver is scarcity. In a seller’s market, where properties are scarce, 
buyers outbid each other and drive up the price.  In a buyer’s market there’s less competition 
so the prices drop. 

The price depends on the property and people selling it. Less desirable properties and ones 
that need to be sold quickly almost always go for below their value. In a really slow market, 
prices can fall below “fair value.” Poorly marketed properties or ones with a lack of buyers, 
sell for less than similar places.  

On the other hand, “hot” entry-level and well-presented properties in good suburbs will hold 
their own, even in a slow market. With these types of properties you need to move quickly 
and focus on getting an offer on paper as quickly and cleanly as you can. Temp the sellers 
with the idea of a quick and painless sale and they might forget about the extra cash the 
could hold out for. 

SPOTTING THE BARGAIN
No matter what market you find yourself in, the opportunity for a “bargain” is in properties 
where others don’t see the potential. This generally means houses in good locations that 
are poorly presented and marketed.  Finding the right place at the right price is hard work. 
The best price negotiations happen when you’re making rational and objective decisions. If 
you’ve “fallen in love” with the stucco walls or the Wendy house out the back, you’ll find it 
much harder to walk away. 

KNOW YOURSELF
Understanding what you really want in a property is key. Write down your goals; what are 
your non-negotiables? What will you compromise on? There are a few other things over 
the page that can help too.

PLAYING HARD BALL
THE TRICK TO GETTING THE BEST 
DEAL ON YOUR NEW HOME
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Getting the best deal on a house could mean you’re tens of thousands 
of dollars better off. Like any market place, good haggling starts with 
understanding the vendor, the market and most importantly, who else 
wants to buy it. 

The mortgage and property experts
Squirrel.co.nz  0800 212 230  

GOALS:

REMEMBER:

The real estate agent works for the vendor. Their 
goal is to get the highest price possible for the 
property. 

Lots of buyers bidding 
against each other will 
push the purchase price 
up. Finding properties no 
one else wants mean you 
get a bargain.



A WORD ABOUT DO-UPS.

Deciding what to pay on a property clearly 
in need of a renovation (or demolition) can 
be tricky - it can be hard to remain objective.  
When setting your price limit, work out what the 
property will be worth fully renovated, then take 
off the renovation cost.  That’s your maximum 
price.

Here’s a rough guide on what you should expect 
to spend on renovations and therefore deduct 
from the potential value:

TENDERS
In a tender you need to present the cleanest possible 
offer.  Vendors will be considering your offer next 
to others - they might be prepared to compromise 
on price for a simple offer or one with a convenient 
settlement date.  Again this is about putting yourself 
in the vendor’s shoes.
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USE TIME
Since you can only have one offer live at a time make 
sure you put limited time frames on them. Tell the 
agent you want to put an offer on another property.

Put in unconditional offers  - but only if you have 
finance approved already.

Do a short settlement. This can be 
an emotional benefit to the seller 
so they can “move on”.

USE INFORMATION
Get dirt on the vendor. No rummaging through rubbish bins, though - just work out how 
keen they are to sell? Put yourself in their shoes - what would you do? How much equity is 
sitting in the property value? And how much do you think they would give up?

LOOK FOR SIGNS THE SELLER WANTS OUT

Is the seller moving? Have they purchased somewhere else?

Are they going through a divorce?

Has the seller struggling with mortgage repayments?

Can they afford to sit out the current market if they can’t sell?

Vendor will more readily give up profits than suffer a loss. A vendor who has owned a 
property for over seven years is likely to have substantial profits built in. If they are upgrading 
they are also likely to have benefited from a great deal on their new purchase.

Empty houses and incomplete projects will sell for a full 10% lower than houses that 
are lived in and, crucially, not costing the vendor money.  If you find one, offer a quick 
settlement - the seller will want to get out more than he wants the extra money. 

AUCTIONS
In an auction your bidding strategy depends on the other bidders:

Wait till the very end before you make a bid

Throw a high bid in from the start

Make fast bids

Make bids in big increments

Your aim is to make the other bidders think you can go higher than they can – even if you 
actually can’t.  It’s like poker - so confidence is key. 

SMALL RENOVATIONS
5% of final value

MEDIUM RENOVATIONS
10% of final value

LARGE RENOVATIONS
25% of final value


