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In today's high-interest-rate environment, the real
estate landscape can feel unpredictable. 
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 The Challenge
of High Interest
Rates

If you're selling your home to buy another—whether
you're upsizing to accommodate a growing family or
downsizing for a simpler lifestyle—it's crucial to
understand how interest rates affect both you and
potential buyers. 

Adopting the right strategies will help you secure a
profitable sale and position yourself for success when
purchasing your next home.



Chapte
r

One Understanding
How High
Interest Rates
Impact Housing
Demand

High interest rates can create a challenging
environment and an opportunity—especially for
homeowners who are simultaneously selling and
buying. When rates rise, buyer purchasing power
decreases, which can shrink the potential buyer pool
for your home, but it also means you, as a buyer, will
face similar hurdles when shopping for your next
property. However, if you're considering a new
construction home for your next purchase, you may
not face the same constraints—some builders offer
special financing or incentives that can offset higher
rates.

Dual-Seller/Buyer Solution

Most sellers are concerned that a contingent sale will
need to be pending and close within 10–15 days of
their offer submission because they, too, may be
sellers who are also buying again. Since you may face
limited inventory, you need a way to balance and
manage these overlapping timelines.



Understanding
How High
Interest Rates
Impact Housing
Demand

Consider a new construction home with various
phases in progress—completed or nearly completed
to streamline your dual role as both seller and buyer
by:

Offering More Predictable Timelines: New
construction often comes with set completion
dates or clear project timelines, allowing you to
plan your move more confidently.

1.

Reducing Inventory Concerns: Instead of
competing for existing homes that may receive
multiple offers, buying a new build can help
bypass some of the traditional inventory crunch.

2.

Simplifying Financing: Many builders partner
with preferred lenders who may offer special
financing incentives to offset high interest rates,
easing the financial strain of selling and buying.

3.

By looking into a new construction property, you
can minimize logistical headaches and move
through both transactions more clearly and
confidently.
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Two The Art of
Competitive
Pricing

Don't Chase the Market! When selling your home,
setting the right price from the start is key—even in a
seller's market. Pricing too high can scare off potential
buyers, while pricing too low can leave money on the
table. The perfect "sweet spot" price attracts serious
offers, encourages competition, and reflects the true
value of your home.

The Science Behind Setting the Right Price

A fascinating joint experiment by MIT and the
University of Chicago tested three different prices for
women's clothing—$34, $39, and $44. Surprisingly,
$39 sold the most units, surpassing even the lower
$34 option.

Why did $39 perform best?

Perceived Value: Most people are comfortable
paying a median or middle price point, believing it
offers both quality and savings.

1.

Psychology of Pricing: Our minds see the "3" in
$39 and register it in the "thirty-dollar range," even
though it's essentially $40. We process the last
digit only after that initial impression ("9").

2.
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Two The Art of
Competitive
Pricing

Applying This to Your Home Sale

Set a Strategic Listing Price: Like the $39
example, consider using a psychological price
point when listing your home. For example, if
comparable properties are around $400,000 to
$420,000, you might list at $399,900 to tap into
buyers' subconscious sense of getting a deal—
even though it's only a hair under $400,000.
Avoid Overpricing: Overpricing to "test the
market" can backfire, leading to a longer time on
the market and inevitable price reductions—
making your home seem less desirable.
Leverage Buyer Perception: Buyers respond to
subtle price cues. Setting a fair (and
psychologically appealing) price encourages
multiple offers and creates momentum.

Bottom Line: Competitive pricing combines market
analysis and buyer psychology. By pricing your home
strategically—and avoiding the trap of "chasing the
market" with repeated price cuts—you maximize your
chances of a smooth sale at a price point that benefits
you and appeals to potential buyers.
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e Offering

Irresistible
Incentives

When high interest rates constrain the market,
incentives can make your property shine. However,
new MLS rules may limit how you can publicly
advertise certain incentives—like offering direct
compensation to a buyer's agent on the MLS. Still,
buyers' agents often request compensation, and
buyers usually seek seller incentives.

Buyer's Agent Commission & Closing Cost
Contributions

Rate Buydown: Offering to buy down the buyer's
interest rate remains a top incentive, making
monthly payments more manageable for them.

1.

Commission & Closing Costs: Although you're not
required to cover the buyer's agent's commission,
offering it privately—or contributing to the buyer's
closing costs—can sweeten the deal and entice
more buyers to consider your home.

2.

Why Offer This? Because soon you'll be in the
buyer's shoes. By making your home purchase
smoother for someone else, you can negotiate
similarly favorable terms for yourself in the
next transaction (e.g., asking the next seller to
contribute to your closing costs).



Offering Irresistible
Incentives

Why This Matters

Expands Buyer
Pool: Extra
incentives can help
buyers on the fence
—or tight on cash—
qualify to purchase
your property.
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Creates Goodwill: Being known as a cooperative
seller sets a positive tone, leading to quicker offers
and smoother negotiations.
Positions You Well for Your Next Purchase: As
you become the buyer, you'll know what to look for
and ask from the seller—a credit toward closing
costs, a rate buydown, or other assistance that
reduces your out-of-pocket expenses.



The Power of
Negotiation

Chapters Three and Four go hand in hand. Incentives
pique buyers' interest, but negotiation seals the deal.
Sellers who understand buyers' basic wants and needs
—and address them effectively—tend to see smoother
transactions and better final terms.

Key Buyer Wants & Needs

Property Condition
Buyers often worry about hidden defects or
costly repairs. To ease these concerns, be
proactive:

Schedule a pre-listing inspection and
address major issues before going on the
market.
Offer a home warranty or show proof of
recent repairs.

Negotiation Tip: If issues are found during the
buyer's inspection, decide which repairs you're
willing to cover or how much credit you'll offer
instead of repairs.
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The Power of
Negotiation

Fair Price
Is your home priced appropriately for its
condition, location, and features?
If your listing price seems high compared to
similar properties, high interest rates only
magnify buyer hesitation.
Negotiation Tip: Be open to adjusting your
price before going on the market. Balancing a
slightly lower sales price with favorable terms
can be more profitable than leaving your home
on the market for too long.

Negotiating as a Seller-Buyer

Set Your Bottom Line: Know your lowest
acceptable sales price—factoring in the down
payment, closing costs, and loan terms for your
next home.

1.

Leverage Your Buyer Experience: Because you
are shopping for your next home yourself, you
know the challenges on both sides. Use that
understanding to create a win-win situation.

2.

Stay Flexible: Sometimes accepting a slightly
lower price—if it means a faster closing—can help
you submit a more competitive offer on your next
home.

3.
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Navigating the
High-Interest-
Rate Waters

Selling a home in a high-interest-rate market while
also planning to buy another can be done
smoothly with the right strategies. 

Conclu
sio

n

By understanding the market's impact on both sides of
the transaction, offering thoughtful incentives, and
negotiating based on both perspectives, you'll be well-
positioned to thrive in any market condition.

If you or someone you know plans to sell, buy, or both,
contact me and let’s talk about it. 

Thanks for reading!


