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The Home Seller’s 

Pricing Guide 

How to Price Your Property to Sell — in Any Market 

Strategies for Both Seller’s and Buyer’s Markets 

 

This guide walks home sellers through how to set and adjust a listing price, and how that 
strategy should change depending on whether you're selling in a seller's market (low supply, 
high demand) or a buyer's market (high supply, cautious demand). Pricing is the single biggest 
lever you control in a home sale — more influential than staging, marketing, or timing — 
because it determines who sees your listing, how they perceive it, and how they respond to it. 

Note: This is general educational guidance, not appraisal, legal, or financial advice. Local 
market conditions vary block by block. Work with a local real estate agent or licensed appraiser 
for numbers specific to your property. 
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1. Know Your Market Before You Price 

Before setting a number, figure out which kind of market you're actually in. “Seller's market” and 
“buyer's market” aren't just vibes — they show up in concrete data your agent can pull: 

• Months of supply: Inventory ÷ monthly sales pace. Under ~3 months typically signals a 
seller's market; over ~6 months typically signals a buyer's market. 

• Sale-to-list price ratio: Homes consistently selling at or above asking price points to a 
seller's market; consistent discounts point to a buyer's market. 

• Days on market (DOM): Shrinking DOM trend favors sellers; lengthening DOM favors 
buyers. 

• Number of offers per listing: Multiple competing offers are a hallmark of a seller's market. 

Markets can also vary by price band and neighborhood within the same city, so ask your agent 
for data specific to your property type and area, not just a citywide headline. 

2. Pricing Fundamentals That Apply to Every Market 

Start with a comparative market analysis (CMA) 

A CMA compares your home to recently sold, active, and pending listings that are similar in 
size, condition, location, and features. It's the foundation for any list price, regardless of market 
conditions. 

Understand the appraisal gap risk 

If a buyer is financing the purchase, the lender will require an appraisal. Pricing far above recent 
comparable sales risks the appraisal coming in low, which can cause the deal to fall through or 
force a renegotiation — this risk exists in both market types, but is more common when sellers 
overprice in hot markets. 

Price per square foot is a sanity check, not a strategy 

Use it to compare against similar homes, but don't rely on it alone — lot size, upgrades, layout, 
and condition all affect value in ways a single per-square-foot number can't capture. 

3. Pricing Strategy in a Seller's Market 

In a seller's market, demand outpaces supply, and well-priced homes can attract multiple offers 
within days. The goal shifts from “price to sell” toward “price to generate competition.” 

Price at or slightly below market value 

Counterintuitively, pricing a little under true market value often nets a higher final sale price than 
pricing at or above it. A price that looks like good value draws more showings in the first 
weekend, which creates competing offers that bid the price up — often past what a higher initial 
list price would have achieved on its own. 

Resist the urge to price aggressively high 
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Even in hot markets, overpricing filters out buyers before they ever see the home, since most 
buyers search by price range. A listing that's 10% over market value may simply be invisible to 
the buyers who would have competed for it. 

Prepare for multiple offers 

• Set an offer review date so all interested buyers submit at once, rather than negotiating 
sequentially. 

• Ask buyers' agents whether their clients will include an escalation clause (an automatic 
offer increase up to a stated cap above competing bids). 

• Evaluate offers on more than price: financing strength, contingencies, closing timeline, 
and appraisal gap coverage all matter. 

Move quickly and decisively 

Seller's markets can shift. Don't sit on a strong first-weekend offer hoping for a better one 
indefinitely — set a clear, communicated deadline and stick to it. 

4. Pricing Strategy in a Buyer's Market 

In a buyer's market, supply exceeds demand and buyers have leverage — more listings to 
choose from, more room to negotiate, and less urgency to act fast. Pricing strategy here is 
about standing out and avoiding a slow, expensive slide. 

Price right the first time 

Avoid the common trap of “testing the market” with a high initial price. Buyers and their agents 
track new listings closely; a home that sits for weeks before a price cut is read as a red flag 
(“what's wrong with it?”) even if nothing is actually wrong. First impressions and first-week 
showing volume are hard to recover once lost. 

Price slightly below comparable active listings 

With more inventory competing for the same buyer pool, being the best value among similar 
homes — not just fairly priced in the abstract — is what generates showings. 

Plan concessions into your numbers, not just your price 

• Offering to cover closing costs, a rate buy-down, or a home warranty can be more 
effective than a further price cut, since it addresses buyer affordability directly. 

• Consider your walk-away number and where concessions vs. price reductions make 
more sense before you're negotiating under pressure. 

If you must reduce price, do it decisively 

Small, repeated cuts (for example, 1% every few weeks) train buyers to wait you out and signal 
desperation. A single, meaningful reduction — aligned to new comparable sales — is more 
effective at re-triggering buyer attention and search-alert notifications. 

Differentiate on more than price 
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In a crowded market, highlight what makes the home genuinely different: condition, updates, 
location advantages, or included items. Pricing gets attention; differentiation converts it into 
offers. 

5. Common Pricing Mistakes to Avoid 

Mistake Why It Hurts You 

Pricing based on what you want or 
need to net 

Buyers and appraisers price to the market, not your 
goals 

Starting high to “leave room to 
negotiate” 

Reduces showings in the critical first two weeks and 
signals a stale listing later 

Ignoring your agent's comparative 
market analysis (CMA) 

Comps reflect what buyers are actually paying right 
now, not what other sellers hope for 

Reacting slowly to low showing 
traffic 

Every week overpriced compounds the eventual price 
cut buyers will expect 

Copying a neighbor's list price Condition, upgrades, and timing differences mean 
their price may not apply to you 

 

6. Pricing Psychology Worth Knowing 

• Charm pricing: Listing at $499,000 instead of $500,000 keeps the home in a lower 
search bracket ($400K–$500K vs. $500K–$600K), reaching more buyers whose 
searches are capped at round numbers. 

• Anchoring: The first price a buyer sees for your home shapes how they judge every later 
number, including a counteroffer — which is why the impression made by the original list 
price matters so much. 

• Threshold search filters: Most buyers filter by price range in $25K, $50K, or $100K 
bands. A price just above a common threshold can quietly remove your listing from 
many buyers' searches. 

7. Quick Reference: Seller's Market vs. Buyer's Market 

Factor Seller's Market Buyer's Market 

Initial list price Price at or slightly below market 
value 

Price at or slightly below market 
value 

Pricing goal Spark competition among 
buyers 

Stand out among competing 
listings 
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Days on market 
expectation 

Short (days, not weeks) Longer; budget for it upfront 

Price reductions Rarely needed if priced right Common; plan the schedule in 
advance 

Offer strategy Expect multiple offers, 
escalation clauses 

Expect negotiation, 
contingencies, concessions 

Biggest risk Overpricing and sitting unsold Chasing the market down with 
slow cuts 

 
Bottom line 

In both market types, the evidence points the same direction: price accurately and honestly from 
day one. A seller's market rewards accurate pricing with competition and upward pressure on 
the final price. A buyer's market punishes overpricing with longer time on market and a weaker 
negotiating position. The market type changes your tactics for offers, concessions, and timing — 
it doesn't change the core discipline of pricing to the data, not to your hopes. 
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