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I always wanted to work in real estate. I considered it the most important asset a person could own and the most significant way to invest money earned through hard work, effort, and above all, time.

I studied law, but my passion for this field pushed me to pursue all of my postgraduate studies around real estate and related businesses. I did not remain only in theory. From the age of twenty-five, I devoted myself entirely to real estate — property sales, purchases, leasing, and rentals — leaving the legal profession behind.

Through my involvement in property transactions, residential and commercial leases, investment properties, and vacation homes, I came into contact with dozens of brokers: local agents, independent professionals, and representatives of both large and small firms. Sometimes my goal was to sell one of my own properties, sometimes to buy another, sometimes to lease property for business purposes, and other times simply to help a friend buy or sell a home.

Fortunately, throughout what has now become more than twenty-five years in this field, I kept detailed notes from the very beginning in a small notebook. I wrote down everything related to every property: the prices I found, the prices shown in listings, the amount I believed I could ask, the agreements I made with brokers, what they ultimately did, the phone calls I received, what was said during negotiations, what I signed and what those documents actually meant, what others promised and what they truly delivered, how I negotiated and what results followed, and most importantly, the moments when I was misled by a broker — as well as the rare occasions when I encountered a true professional who genuinely helped me achieve the agreement I wanted.

Eventually, I decided to write this book.

This is not a financial textbook. It is not a legal manual, nor is it a guide that offers ready-made solutions for every situation. It does not attempt to explain the real estate market through numbers, complex formulas, or market charts, nor does it try to reduce human behavior to strict rules.

This book attempts something simpler.

It attempts to open a door.

A door through which one can observe how certain mechanisms inside real estate negotiations truly operate. How pressure is created. How urgency appears. How interest is shaped. And how human behavior changes when time, necessity, and financial interest enter the equation.

This book is not addressed only to buyers or sellers, nor only to landlords or tenants. It is written for anyone who wants to understand what happens beneath the surface of agreements that appear simple — but rarely are.

It does not promise to eliminate uncertainty from decision-making. But it may help readers recognize uncertainty more clearly.

And in real estate, that is often the first real advantage.
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How to Evaluate the Real Estate Market and Recognize a Good Broker

The first thing I learned is that the real estate market is never as simple as property listings make it appear, and the people operating inside it are not judged by what they promise, but by how they handle reality.

Like most people today, I initially tried to understand the real estate market in a very simple way. People usually know approximately what kind of property they want to buy, sell, lease, or rent. They visit dozens of websites filled with countless listings and compare properties exactly as they are presented online. They examine prices and then, depending on their role in the transaction, they investigate what others are asking, what has recently sold, what disappeared from the listings, what was rented, how much a neighborhood has “risen” or “fallen,” and they measure square meters, floor levels, age, location, and map position.

After all this, they believe they already understand the market. They feel ready to enter it, “conquer” it, and achieve the best possible deal.

But prices and listings are only the surface of the market.

The real market reveals itself somewhere else: in time, in pressure, in the quality of interest, and in the way people behave once a negotiation becomes difficult.

A market is not “good” simply because there are many listings available. A market is healthy when real transactions occur without excessive pressure or artificial noise.

The same principle applies to brokers.

A bad broker tries to create the impression of constant activity. A good broker tries to reduce uncertainty.

And the difference between those two approaches is enormous.

The bad broker constantly pressures people, speaks vaguely, makes easy promises, creates urgency, and increases the noise surrounding the property.

The good broker explains things clearly, organizes the process, protects both time and information, does not fear difficult questions, and most importantly, does not need continuous theatrics in order to appear valuable.

One thing I have repeatedly observed is that many people — especially those involved in negotiations — confuse intensity with effectiveness. They believe that the broker who calls more often, talks more, or creates greater movement is automatically working harder and more efficiently.

But in real estate, excessive activity often hides the absence of real results.

A serious professional does not artificially increase the intensity of the process. He reduces uncertainty.

And this becomes visible in small details:

he gives clear answers, he explains risks openly, he does not avoid difficult points, he does not rely only on verbal assurances, and he does not treat every negotiation like an emergency situation.

Because the real estate market does not need more noise.

It needs more reality filtering.

Law of the True Professional

A good broker does not try to impress you with the speed of a transaction.

He tries to reduce the probability of a bad deal.

Broker Credibility Equation

Broker Credibility = Clear Information + Consistency ÷ Pressure + Noise

In simple terms, the more a professional relies on
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