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The negation Luke Heller and I performed when buying a house was an 

extremely tough case.  We started at a low approach to see where the other 
parties standing point was.  We needed to discover the other party’s resistance 
point.  The house was listed for $140,000; Luke and I came in at 115,000, we 
managed the other party’s impressions.  The reason we came in that low was too 
seeing their reaction. We knew right away there was no way we could get the 
house for that price. We negotiated to paying a price of $131,000 total. We 
agreed to hand them 128,000 in cash up front and one of the terms was to sell 
their Buick, which is worth up to $10,000. We owe them 3,000 in the next 6 
months or we will have to pay 10% interest after that. The only downfall is it could 
take more than 6 months to sell the car. The upside to this agreement is if we do 
sell the car we can profit up to $7,000.  

Tyler and Mike were very persuading and convincing of this agreement.  It 
was very difficult to stick to a price without walking away because they did not 
budge. TO improve next time we will need to be more prepared with more facts 
on houses in the area. We felt prepared going into the negotiation, but quickly 
into it Tyler was very persuading. Luke and I did feel as if he was more 
aggressive then assertive, which almost drove us away from the house. We 
almost walked away because they continued to talk over us and make us feel like 
we had no choice but to purchase the house.  

We finally came to an agreement that involved a car, but it worked for both 
party’s. It gave us a chance to get the house, and it also gave them the chance to 
keep what they paid for it and to get rid of their car. If we sell the car in a timely 
manner for a decent price we will have only paid between 122,000-125,000.  


