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  Are Rates Rising? 

The reality is that rates have 
been single digit since 1997 and 
less than 5% for many years.  
Good news, I would say!  
The time to buy is now! 
 
 
 
 
   

The correct answer to that question is 
WHO KNOWS?  So many years ago, 
mortgage interest rates were in double 
digits.  Buyers were ecstatic if they were 
able to get an adjustable rate mortgage 
that didn’t start in the teens.   Yes, an 
adjustable rate that started at 12.75% 
was exciting and happy news.  Fannie 
Mae representatives were stating that the 
time of single digit interest rates was 
over.  So much for what they know!!  
Around election time, which I believe we 
are approaching, there is always that fear.  
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almost every transaction, both parties 
have to ask for some form of movement 
from the other party during a transaction.  
If you have taken advantage of every 
crack in the transaction, but now need 
something from the other side, what do 
you think your chances of them being 
amenable and flexible are? 
The Unrealistic Equivocator- 

This negotiator will equivocate the 
presence of a new refrigeration unit in 
their home to the presences of a pool in 
a comparable home as being equal in 
value.  A new refrigeration unit is a plus 
and allays the fears of the buyer about 
having to suddenly replace it, but it does 
not necessarily add actual value to the 
home because every home should have a 
working AC unit.  This same buyer or 
seller will also make rationalizations, that 
for instance, a 3-car garage doesn’t add 
value to a comparable home because they 
don’t need a 3-car garage.  The added 
features in a home that are concrete add 
a well-defined value to the price of a 
home.  In this example, a 3-car garage 
versus a 2-car is usually $7500-$10,000 
and that is backed up by appraisal 
adjustments. 
The Paranoid of Losing 
Negotiator- 

This negotiator would absolutely die if 
their first offer or counter offer were to 
be accepted.  In reverse, I have witnessed 
sellers receive an absolutely perfect offer 

Do you or your neighbors ever come 
back from the car dealership saying “Man, 
I really botched the negotiations on my 
new car and I really ended up over 
paying for it”?  Of course not, everybody 
likes to express what a tough and hard 
nose negotiator they are and what a good 
deal they were able to get.  The same 
thing happens in real estate transactions.  
Your neighbors always claim that they 
were “successful” in their negotiations on 
the sale of their home and have a 
tendency to overinflate the value they 
received for the property.  I know this 
because many, many times, at a listing 
appointment, the seller has an artificially 
high opinion of the value of their home 
based on what their neighbor has told 
them they received when the actual public 
record of the sale tells a different story. 

This begs the question of what 
categories negotiators fall in?  I have 
characterized these “types” of negotiators 
into a few common categories for humor 
and also to let you self-evaluate your own 
sales negotiations. 
The Yard Sale Buyer- 

Of course this negotiator is never 
paying anywhere near list price regardless 
of how aggressively the home is priced in 
the first place.  No matter how many 
statistics you show them about how much 
they are doing better than what the 
home SHOULD sell for, they won’t budge.  
This may work well with yard sale items 

where it is difficult to establish a value, 
but it is relatively easy to determine what 
a home is actually worth in the real 
estate market. 
The Oh My God Can We Just 
Be Done Negotiator- 

This negotiator is absolutely petrified 
of the negotiation process and generally 
will accept almost anything to simply be 
done with the process.  This emotional, if 
not psychological, need to not be in 
conflict is sometimes disastrous in 
negotiations.  It is very easy for an 
unscrupulous agent to take advantage of 
this client, but we always advise them to 
a better negotiating position.  Sometimes 
this advice is taken and sometimes it is 
not. 
The Continuous Negotiator- 

This negotiator is never satisfied with 
the currently negotiated price and terms.  
If they moved any on the price or terms 
of the home in the beginning they hold a 
chip on their shoulder about how they 
are being taken advantage of when it 
comes to repairs or simple things like 
extending the closing by a couple days.  
The fact that you conceded 2% on the 
sales price is irrelevant to the fact that 
your property is found to contain mold or 
needs a new roof.  They are completely 
independent negotiations.  As a buyer, 
this negotiator will continue to ask and 
ask for concessions at every opportunity 
within the transaction.  Bottom line in 
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Whats My Home Worth? 
Email Al at al@algage.com with the address, a list of upgrades, the current condition of 
the property rated from 1 being terrible condition and 5 being model perfect and he will 
personally prepare a professional market analysis of your home free of charge.  Use 
“What’s my home worth?” in the subject line and also include the purpose of the 
evaluation in the email.  No automated valuations here! 

negotiating but more importantly I 
have been on both sides of thousands 
of transactions. One article 
recommended to find “the most 
hardnosed, irritating and determined 
agent” you can find. Do you 
really want to be stuck 
with an irritating agent for 
the next 90 days? I negotiate 
hard and am determined to get the 
maximum for my clients but that can 
be done in a friendly manner which 
will actually attract the other local top 
producing agents to want to do 
business with me and my clients. The 
agent that is always abrasive and 
condescending to agents will have a 
harder time selling their listings 
because the other agents don’t want to 
work with them. Advising my clients as 
to what moves to make and when to 
make them is a very precise art which 
requires a very local expertise on what 
the market is doing. 

Common to most articles was the 
advice to never meet in the middle 
during negotiations. Hard line stances 
such as this will ruin more negotiations 
than the benefit of obtaining a few 
extra dollars. 

Both articles had a couple of things 
that I did agree with and have 
promoted for years. They both agreed 
that it was best to check your ego at 
the door. They also agreed that 

information is power. The feel for the 
currents in the market as well as solid 
information properly adjusted is 
something that only a highly qualified, 
highly experienced agent with intimate 
knowledge of the area can provide. 

Probably the hardest piece of advice 
given was to stop talking and start 
listening. This is good advice in almost 
any situation but is especially valuable 
in real estate negotiations.   

Finally, I would add a few of my 
own pieces of advice based on almost 
30 years and hundreds of transactions. 

1. Never let the 
transaction die on your 
side. Always counter no 
matter how low or 
insulting the offer. 

2. Never buy your home 
back for a few 
dollars. Those few repairs 
you are asked to do are 
usually offset by the value 
of the presence of the 
buyer. 

3. Set aside your 
emotional attachment to 
your home and the work 
you have done on it and 
try to view the transaction 
from the buyer’s 
perspective as well. 

Trust the Al Gage Team 
with your negotiations! 

early in the process and literally pick 
it apart to find something to counter 
(often resulting in accepting a worse 
offer days or months later).  The 
perfect illustration of this negotiator 
was an offer I received several years 
ago approximately 35% under the list 
price.  As expected, the sellers were 
insulted and didn’t want to counter at 
all.  I recognized this negotiator and 
finally convinced them to give their 
best counter.  Still a little angry, they 
agreed to come down $100.  That is 
correct.  $100 versus an offer that was 
$70,000 low.  The buyer accepted and 
we closed right on schedule. 
The Abrasiveness is the 
Most Important Thing 
Negotiator - 

Some people are just angry.  Every 
day, all the time and as a result they 
are abrasive in every aspect of their 
lives.  Unfortunately, this abrasiveness 
often gets rewarded by weak or passive 
negotiators which further emboldens 
and reinforces the behavior.  There are 
many real estate agents that also 
operate in this domain.  They forget 
that they will subsequently have to 
work with the small pool of producing 
agents again and again.  The only 
successful strategy with these types of 
people is to simply kill them with 
kindness. 

I have read quite a few articles on 
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P A G E  3  FEATURED HOMES 

11209 W. Chase Dr.  

A 1490 Model in Durango Park  

(3 BR, 2 BA, 1490 S.F.) with owned 

solar and a 3 car garage. 

Listed by Al Gage for $194,500 

I  

I   
 

   14685 W. Catalina Dr. 

A  2163 S.F. Model (3BR, 3 BA) 

with many upgrades and a 3 car 

garage in Palm Valley Phase 3A. 

Sold by Al Gage for $225,000 

    11006 W. Granada Rd. 

 A 1965 Model in Crystal Gardens 

with 4 BR, 2 BA plus living room, 

family room and 2.5 car garage. 

Sold by Al Gage for $210,000 

I S S U E  
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      5922 N. 180th Dr. 

A custom home in Russell Ranch 

featuring 5 BR, 4 BA, lush  

landscaping , a pool and over   

3500 S.F. 

Listed by Al Gage for $485,000 

 

 12845 W. Glenrosa Ave. 

A 1678 Model (1678 S.F.,  

4 BR, 2 BA) in great shape in  

Wigwam Creek South. 

Sold by Al Gage for $190,000 

 10800 W. Palm Ln. 

 A 4 BD, 3 BA, 2569 S.F. home on 

the lake in Crystal Gardens. 

Listed by Al Gage for $275,000 

 12910 W. Alvarado Rd. 

A Cape Cod Model (2232 S.F.,  

4 BR, 2.5 BA with a loft in  

Rancho Santa Fe. 

Listed by Al Gage for $200,000 

 18601 W. Glenrosa Ave. 

A 2414 Model (2414 S.F., 4 BR,  

3 BA) with 3 car garage,  

RV parking and many upgrades  

in Sedella! 

Listed by Al Gage for $295,000 

      1826 N. 114th Ave. 

A 2200 S.F. 4 BR, 2.5 Bath 

featuring a great room and a 3 car 

tandem garage in Donatela Phase I 

Listed by Al Gage for $235,000 

 


