
In this ultra-competitive market, buyers need to do all they can to make the 

strongest offer when the right house becomes available.  Buyers may want to 

consider some of the following tactics to help set their offer apart from others 

in a bidding war.

Bidding Wars:

Be READY to STRIKE + WIN

DISCLAIMER - There are risks involved with these tactics, consult your Realtor or Attorney.

PRE-APPROVAL LETTER OR PRE-COMMITMENT

Use a reputable lender highly specialized in 
mortgage banking.  Have your pre-approval, 
or preferably your pre-commitment, within 
20 days, and if possible, specific to the 
property you’re bidding on.

Consider writing into the offer that you’ll 
purchase the property regardless of the 
appraised value.

BE READILY AVAILABLE TO SEE HOMES

Be prepared to see a house whenever the 

seller allows.  Do anything you can to give 

yourself a head start on the offer process, 

even if you have to leave work early or go in 

late.

COMPOSE A PERSONAL LETTER

Sellers are often more likely to choose a 

buyer with whom they feel comfortable.  A 

home is typically someone’s prized posses-

sion and they want to know you’ll care for it 

like they do.  Send that message with a 

heartfelt letter showing how much you love 

their home.

CONSIDER WAIVING INSPECTION

You can waive the inspection or say it’s for 

informational purposes only.  This gives the 

seller confidence that you are fully commit-

ted to purchase and that you won’t attempt 

to renegotiate or back out of the sale.

SHORTEN CONTINGENCY TIME-FRAMES

Shorten the inspection window, purchase 

and sale date, and mortgage contingency if 

possible.  Speak with your lender to deter-

mine the earliest mortgage contingency 

date. 

INCREASE YOUR DOWN PAYMENT

Sellers may feel a buyer with a higher down 

payment of 10-20% is more qualified than a 

buyer with a 3.5-5% down payment.  Consid-

er putting more money down if you’re able.  

Along with this, put a larger deposit down 

when you submit your offer.

OFFER OVER ASKING

In this market, sellers often price their homes 

aggressively to incite bidding wars.  Consider 

looking for homes slightly under budget to 

allow for wiggle room in your available funds 

so you can put your best offer forward- 

sometimes you should offer above what 

similar homes sold for to preempt other 

offers.  

BE FLEXIBLE ON CLOSING DATE

Some sellers have inflexible circumstances 

and will need to sell to a buyer who is willing 

to accommodate their time frame.

Be as accommodating as possible on all 

fronts to make yourself standout!

ESCALATION CLAUSE

In certain circumstances, an escalation 

clause can be a great tool to raise your 

chances of beating other offers while ensur-

ing that you don’t overpay.  It allows you to 

offer the seller a certain amount over their 

highest offer up to a pre-determined price.

USE & OCCUPANCY AGREEMENT

Consider allowing a “rent back.”

Some sellers need to stay in the home for a 

brief period of time after they close until they 

can move into their new home.  This is 

known as a Use and Occupancy agreement 

and can provide some benefits to the buyer 

as well.


