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Introduction
Think of negotiating as persuading others to agree to something or to 
do something.  When you think about negotiating this way, you realize you 
are doing this in almost every interaction throughout the day (inside and outside 
of real estate)!  Let’s look at some of the negotiation “secrets” used 
by real estate professionals to get better results for their clients 
and themselves.

Negotiation Style
To get information in a negotiation, you have to use a cooperative style 
that communicates a desire to find a solution that satisfies both 
parties. If you come across as only caring about yourself, the other side 
won’t share information with you.  At the same time, you have to be 
assertive for you and your client to ensure you get your needs 
adequately met. Always use both cooperation and assertiveness 
to achieve a better outcome.

“A balanced style of cooperation and 
assertiveness will achieve the best outcome.”
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Gathering Information
A lot of information must be obtained in a real 
estate negotiation including:

• market data
• financial data
• both client’s needs and wants
• agent skills / negotiation styles / experience
• options analysis and strategy

 and much, much more. 

Skilled real estate negotiators gather information by: 
• asking questions
• testing for understanding
• summarizing

Skilled real estate negotiators make at least 4 times as many positive 
comments vs. average negotiators. Why? The goal is to create a 
positive interaction which leads to more information gathering.  Positive 
comments should focus on aspects of the negotiation to date, 

such as “We really appreciate your agreement in 
 this area as it is important to our side” or “We very 

much appreciate you sharing that information 
with us” or “My clients want me to thank you 

for your consideration in this very important 
area”.

Positive Comments

“Strive to make positive comments 
and sincere compliments as a way to 

create and increase interactions.”
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“Skilled real estate negotiators know how to 
build trust by demonstrating high character 
and the skills that deliver exceptional results.” 

Building Trust
In Stephen M.R. Covey's book 
"The Speed of Trust", he shows  that 
trust-based business relationships 
achieve better results in far less 
time than relationships with low or no 
trust.  Trust  has two dimensions: 

• Character  (integrity and intent) 

• Competency  (capabilities and 
results).

Planning
Planning is a hallmark of professionals!  
As Warren Buffet once said, “Failing   to 
plan is planning to fail.” The time 
spent  planning should be at least 
twice the time actually spent 
negotiating  with the other side. This 
is critical to your success and will 
strongly influence your outcome.  
Having a planning tool and/or 
checklists will make this phase easier.

“Skilled agents have a disciplined, 
structured approach to negotiating 

with their client’s money.”
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Planning Includes:

1. Understanding your client’s
situation and options

2. Analyzing market data

3. Evaluating your client’s
property or properties of
interest to your client

4. Assessing power factors

5. Developing your
negotiation strategy and
tactics

6. Anticipating potential
barriers and how to deal
with them

7. Looking at the negotiation
from the other side of the
table ("Thinking Double")
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Mastering negotiation and persuasion skills will 
lead to:
• more clients and more effective relationships
• better results for your clients (and yourself!)
• higher trust and more information
• more satisfied clients and more referrals

CNE
Certified Negotiation Expert

MCNE
Master Certified Negotiation Expert

ABOUT THE REAL ESTATE 
NEGOTIATION INSTITUTE

• THE leading negotiation training company in real 
estate in North America

• RENI offers the Certified Negotiation Expert (CNE) 
and Master Certified Negotiation Expert (MCNE) 
designation courses (click here)

• No annual, renewal, application or hidden fees

• RENI’s mission is “Making YOU the Expert!”

• Click here for our class schedule

For more information visit www.TheRENI.com  

www.TheRENI.com
http://www.TheRENI.com
https://thereni.com/negotiation-training/
www.thereni.com/calendar



