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"In the first book we saw how the trap works. In this book we will see how to deal with it."

Seeing the Game Is Not Enough

In the first book, How Not to Lose Money in Real Estate, I did not try to teach you how to buy, sell, or negotiate. I tried to teach you something more important.

To observe.

To recognize the patterns that repeat themselves again and again in the real estate market. The low offer that appears out of nowhere. The time pressure that seems real but often is not. The property that suddenly appears to be in high demand. The agent who controls the flow of information. The negotiation that gradually turns from a discussion about numbers into a conflict of emotions.

The first book had one goal:

To help you understand what is really happening around you. Because most people do not lose money when they sign the contract. They lose money much earlier. They lose money because they misinterpret situations.

They confuse pressure with opportunity. They confuse confidence with knowledge. They confuse promises with facts. They confuse movement with progress.

The first book was observation.

This book is action.

If in the first book we saw how the trap works, in this book we will see how to deal with it.

If in the first book we saw how the game works, in this book we will see how it is played.

Because recognizing a situation is important. Knowing how to react, however, is what changes the outcome. In every sale, in every lease, in every negotiation, people participate.

And people bring with them fears, expectations, insecurities, ego, haste, fatigue, and personal interests. You cannot eliminate these things. You can, however, understand them. And when you understand them, you can manage them.

This book was written for those moments.

For the seller who wonders whether they should accept an offer.

For the buyer who fears paying more than a property is worth.

For the landlord who is trying to choose the right tenant.

For the tenant who wants to avoid a bad lease agreement.

For the investor who is trying to distinguish a real opportunity from the illusion of an opportunity. In the pages that follow, you will not find theories.

You will find practical principles.

We will discuss preparation, information, negotiation, decision-making, psychology, costly mistakes, and the moments when the best move is to walk away.

Because in a negotiation, the winner is not always the person who talks the most.

Nor the person who applies the most pressure.

Usually, the winner is the person who understands best what is happening.

In the first book, we tried to understand the game.

In this book, we will try to control our reaction to it.

Because recognizing a trap can protect you.

The right reaction, however, can change the entire outcome.

Welcome to the next step.

Let's begin.
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Before You Put the Property on the Market

The Sale Begins Long Before the First Buyer Appears

Many years ago, when I was working as a lawyer, I met with an old family friend who lived abroad. He had inherited a property from an uncle in a large city in Northern Greece, with a large surface area and in a very good location within the city. Being unable to manage or exploit it, he decided to sell it.

We spoke, and I told him that for the sale certain information about the property was needed. He brought me his uncle's purchase contract together with the registration certificate from the Land Registry. The contract was from 1976, as was the registration certificate.

I had asked him for additional documents, or at least for an investigation of the property so that we could have an idea of what had happened during the twenty years that followed. But he refused, insisting that we proceed with a sales listing and that I speak with real estate agents I knew in the area as well as in Athens so that the property could be sold. He questioned everything I told him about proper preparation and listened to my words with obvious distrust.

He was certain that the sale would happen immediately.

"The area is highly desirable, the price is good. We won't have any problem," he told me. "Go ahead with the listing and local agents. It will sell quickly."

I did exactly what he told me and a few months later the first serious interested buyer appeared.

We sent the contract for review and a few days later the buyer's lawyer replied: part of the property was disputed by a neighboring owner who was claiming it through a lawsuit, and my friend had never formally accepted the inheritance. The lawsuit with the neighbor had already taken place many years earlier and had been lost by my friend's uncle. The remaining part of the property could not be developed under the urban planning regulations in force at the time and therefore could not be sold as a buildable plot.

As a result, the interested buyer withdrew his offer, the agent was exposed, and my friend became involved in a legal battle that lasted approximately five years before he managed to prove that the neighbor was wrong. It is not important to mention whether, after all those years, the property was eventually sold, at what price, or what the cost was to my friend. Not only the financial cost, but also the cost of losing market interest in the property, which had been characterized by the local market as a "problem property," a property that could not be transferred and therefore had virtually no value for many years.

From this case I understood something important:

The biggest mistakes in real estate are the belief that a sale begins on the day the listing is published and that most negotiation problems are created before the negotiation even begins.

Most owners believe that until that moment there is no reason to pay special attention. They take a few photographs, speak with an agent, set a price, and wait for a buyer to appear. The reality, however, is different.

The sale does not begin when the first interested buyer appears.

The sale begins the moment you decide to sell.

At that exact moment, a preparation process begins, one that often determines whether you will achieve a good agreement or find yourself negotiating from a position of weakness.

I have seen this happen many times with owners who display indifference, arrogance, or an overestimation of their property's value, combined with ignorance of how the real estate market actually works.

I have seen owners of excellent properties lose money not because the property had a problem, but because they themselves had not prepared properly.

And I have also seen average properties achieve very good agreements because the owner had done the necessary groundwork before the first buyer even appeared.

A Property Does Not Sell Itself

When a property's file is incomplete, when certain plans cannot be easily located, when there are outstanding issues that nobody has examined, another process begins. It requires time. It requires money. It requires additional effort. The buyer begins to doubt. Trust decreases. And most importantly?

Negotiating power shifts from the seller to the buyer.

Until that moment, the seller believes that he is in control.

The moment problems appear, control changes hands.

The agreement may not be
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