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THE TELLER

Action Plan

» Realiors ane trying all types of
ncepiives and tactics to sell
himes i this slumplng marked -
bt iaidingg slashing prices. Just
s g, ot local i started
mmplementing a strntegy called
*action pricing.” Boeston Realty
Adbvinors agenits with a hodne bo
ned] hnve begun looking al the
best comparable selling prices in
i area —and nre shaving of
abiciat 10 percent from the asking
price of the property they've
bistesf. The kles s to ptirmet
enough attention, gt sn offer, .
und pedl the horme within two JASOM WEISSMAN
moeths Selbers have reservations

“The seller’s best chance of sell-
g the property bs within the fiest three weeks,” explained Jason
“Welsaman, principal of Boston Realty Advisors - the firm that ks
marketing Boston Red Sox shagger Manny Ramirez's penthouse
Mdnﬂﬁlm;thmllhmhl:rm
“As thee property ages on hwﬂ.m s ressing

chanee of people presenting offrrs
A—H—mﬂhﬁﬂhw Wedsamian acknow!-
elppedd that soeme sellers hove their prser stions about golng with o

lrwer asking price. He sald agents are trying to explan to thekr
clienta thai the firm offers aggressive nurketing and (il o good poe-
brijg strabegy i this softening market will win o higher selllng price in
Ehves i,

Action pricing is similis 1o what other companies are calling
"shrmmn pricing” of “enengy pricing.” Colidwell Banker Residential
Brokernge has been cosching sales agents on such pricing tech-
Flgues 1o persinde sellers to list thetr homes at lower prices i order
o gt @ qinicler sxle. The Teller s pretiy sure mone ageids s Boing
b bee Fesscrting o such measpres i acthviny doesn't pick up sian.




