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Advertising  
campaign &  
inspections
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Home Opens

Social Media

For sale sign

Editorials

Local Newspaper

Just Listed flyers

Brochures

realestate.com.au

domain.com.au

suburbview.com.au

realestateview.com.au

Market update only
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SCENARIO 3: HIGH OFFER MID-CAMPAIGN SCENARIO 4: DOESN’T REACH RESERVE

SCENARIO 1: FULL CAMPAIGN SCENARIO 2: HIGH OFFER UP FRONTMARKET PRICE

$________________  
(Under-priced)

$________________ 
 (Over-priced)

Accept Solebidder

NO PRICE METHOD

•	 Buyers don’t know what to pay
•	 Agents will never tell you about better offers post sale
•	 Price never advertised so you don’t know if best price achieved
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$
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Sell price

Sold

20%

80%
DON’T LIKE
NO PRICE

FIXED PRICE METHOD

OFFER A 
 

$___________

OFFER B 
 

$___________

$  
TOO  
HIGH

$ TOO LOW
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Time on Market (weeks)

•	 Buyers want the agent to tell about other price but they can’t
•	 No one believes the agent. No transparency
•	 Easy to overprice or underprice

AUCTION METHOD

•	 Many buyers can’t bid due to Auction conditions
•	 No idea of interest until day of auction
•	 Many buyers can’t meet Auction conditions
•	 Many buyers dislike Auctions 20%

80%
CAN’T BID

PRE-AUCTION $ AUCTION DAY
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Final Bidding 

Stage

= Terms Accepted Buyer
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Minimum Sell Price
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All Terms  
Accepted Buyers 
get told of high 

price
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Minimum Sell Price

$

•	 Seller can accept the high offer from a sole buyer

•	  If there is a sole bidder, seller can accept the high price, or if 
there are multiple bidders then start the Openn Negotiation early 
and maximise competitive tension.

•	 Lower (reserve) to capture buyers while emotional
•	 Sell post final bidding stage without having disclosed reserve
•	 Should sell soon after if priced right
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$
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Hot or 
 “Have to Buy”  

buyers

Land Value: 

$_______  -  $_______

$__________________ 

Improvements: 

$__________________

Total:

$__________________

+ 5% to 30%  

Competition 

Fear of  
missing out 

PRICE

Logical Emotionalvs

TRADITIONAL SALES METHODS OPENN NEGOTIATION

BUYER INTEREST
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Emotional  
Price Zone

Logical /Dead 
Zone

Buyers look for:
Price 
Position 
Presentation

Buyers look for:
Discount

WHAT IS OPENN NEGOTIATION?
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Minimum Sell Price

= Terms Accepted Buyer

Flexible Final  
Sale Date

“Coming Soon”

20%

Openn Negotiation is an online property purchasing 
platform designed to be transparent and fair for both 
buyers and sellers. Managed by professional real estate 
agents, it allows qualified buyers to openly negotiate on 
price with the advantage of knowing exactly how many 
real competing buyers there are.  

Buyers are only able to participate once their terms and 
conditions (which can be flexible) are accepted and 
agreed to by the seller.  

An Openn Negotiation campaign usually lasts between 
1 - 4 weeks, but properties can sell earlier if the seller 
chooses or if the reserve price is met early.
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