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Questions to Ponder…

• Will disclosing the existence of one offer make a 
second potential purchaser more likely to sign a 
full price purchase offer—or to pursue a different 
opportunity? 

• Will telling several potential purchasers that each 
will be given a final opportunity to make their 
best offer result in spirited competition for the 
seller’s property—or in a table devoid of offers?

I submitted an offer for a buyer client that was 
near the full listing price and asked the listing 

broker if any other offers existed. 
The listing broker said no. 

The next day the broker called me and told me 
the property sold to a different buyer. Shouldn’t 
the broker have told us that there were multiple 

offers when the other offer came in and given my 
client the opportunity to modify the offer?
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• Remember that the decisions 
about how offers will be 
presented, how offers will be 
negotiated, whether counter-
offers will be made and ultimately 
which offer, if any, will be 
accepted, are made by the seller—
not by the listing broker.

ALWAYS…

• When taking listings, explain to sellers that receiving 
multiple, competing offers is a possibility. 

• Explain the various ways they may be dealt with (e.g., 
acceptance of the “best” offer; informing all potential 
purchasers that other offers are on the table and 
inviting them to make their best offer; countering one 
offer while putting the others to the side; countering 
one offer while rejecting the other offers, etc.).
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What About The Buyers…
• Explain the pluses and minuses of various negotiating 

strategies
– A “low” initial offer may result in the buyer purchasing the 

desired property at less than the listed price.
– Or another, higher offer from another buyer may be accepted.
– A full price offer may result in the buyer purchasing the desired 

property while paying more than the seller might have taken for 
the property.

– Explain to the buyer that sellers are not bound by the Code of 
Ethics. Sellers, in multiple offer situations, are not prohibited 
from “shopping” offers.

What About The REALTOR®…
• Real estate brokers may, unless prohibited by law or 

regulation, “shop” offers.
• You should advise buyers it is possible that the existence, 

terms, and conditions of any offer they make may be 
disclosed to other purchasers by sellers or by sellers’ 
representatives except where such disclosure is prohibited 
by law or regulation.

• Remind the buyer—that the decisions are theirs to make—
not yours, and that you are bound by their lawful and 
ethical instructions.

• If the possibility of multiple 
offers—and the various ways they 
might be dealt with—were not 
discussed with the seller when 
their property was listed and it 
becomes apparent that multiple 
offers may be (or have been) made, 
immediately explain the options 
and alternatives available to the 
sellers—and get direction from 
them.
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ALWAYS

• …REALTORS®, therefore, are zealous to 

maintain and improve the standards of 

their calling and share with their fellow 

REALTORS® a common responsibility for 
its integrity and honor.

16

17

18



Role Play Scenario #1 – Sammy The Seller 

 

Sammy the seller wants to list his house with you. 

You are in a market with low inventory and average days on the market of 45. 

The absorption rate in the area of Sammy’s house is 1.2. 

It is common for properly priced houses to have multiple offers. 

Your CMA shows a sold price range of $291,000 and $296,000. You have agreed 

on a list price of $295,000. 

You are explaining the process of selling the house to Sammy so he is prepared 

for the current real estate market. 

Go… 

 



Role Play Scenario #2 – Bill The Buyer 

 

Bill wants you to represent him in purchasing a house in the $295,000 price range. 

You are in a market with low inventory and average days on the market of 45. 

The absorption rate in the MLS is 1.2. 

It is common for properly priced houses to have multiple offers. 

Bill likes Sammy’s house and it is priced right at $295,000. Your CMA shows a sold 

price range of $291,000 and $296,000.  

You are explaining the process of buying the house to Bill so he is prepared for the 

current real estate market. 

Go… 
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MULTIPLE OFFER DISCLOSURE AND NOTIFICATION 

 
Seller hereby gives Notice to any Buyer that has submitted a Purchase and Sale Offer or Counter-Offer for the purchase of 1 

the property located at: 2 

___________________________________________________________________________________________ (Address) 3 

_________________________________________ (City), Tennessee ____________ (Zip) ("Property") as of the date and 4 

time of this notification as follows: 5 

1. Interested Buyer is hereby notified that Seller has received multiple offers on the Property.  6 

2. Any Counter Offer previously submitted by Seller is hereby WITHDRAWN.  7 

3. All offers to be considered by Seller must be received by the Seller's authorized representative no later than 8 

___________ □ am/  □ pm on ____________________, _____________. Any previously submitted offer that is 9 

scheduled to expire prior to this date should be resubmitted or the offer date extended via an Addendum or written 10 

equivalent. 11 

4. Seller shall review all offers received and may negotiate any offer at Seller’s discretion.  12 

_____________________________________________  _____________________________________________ 13 

Seller       Seller 14 

_______________ at __________ o’clock □ am/  □ pm  _______________ at __________ o’clock □ am/  □ pm 15 

Date   Date16 

 

 

 

 

 

 

 

 

 

 

 

 
NOTE: This form is provided by Tennessee REALTORS® to its members for their use in real estate transactions and is to be used as is.  By downloading 

and/or using this form, you agree and covenant not to alter, amend, or edit said form or its contents except as where provided in the blank fields, and agree 
and acknowledge that any such alteration, amendment or edit of said form is done at your own risk.  Use of the Tennessee REALTORS® logo in conjunction 

with any form other than standardized forms created by Tennessee REALTORS® is strictly prohibited.  This form is subject to periodic revision and it is the 

responsibility of the member to use the most recent available form. 

Susan Barnette


