SALE BY PRIVATE TENDER
The three traditional ways of selling your Property are either to appoint an Estate Agent to market your Property and to bring you on-going offers until such time as you receive an acceptable offer, to market your Property yourself or to allow an auctioneer to sell your Property as a last resort at an auction.

Auctions often draw crowds of people who want nothing more than to pay the least amount of money for a Property. Quite often the price realized is way below the actual replacement value or market value of the Property, and the owner of the Property may loose his biggest asset at a bargain basement amount, unless there is a minimum reserve price set. This is typical auction mentality. 

The way that Sale by Private Tender works is the house is advertised in the usual media publications as going to be sold by Private Tender, with offers closing on a certain date. Show houses may also be held to attract Buyers. Up until such closing date the potential Buyers may view the Property to establish its value. 

What is important is that there is a finite period of time in which the potential Buyers may view the Property. All offers must be submitted in a sealed envelope on the day which the tender closes. An Estate Agent is usually appointed by the Seller to market the Property and to collect all the tenders by the closing date.

The Estate Agent will open the tenders in front of the Seller and assist in evaluating each tender. The following factors or terms may affect the success of the tender. Amount offered, Cash or part cash and bond, occupation date and sale of own Property etc
Should the Seller be of the opinion that none of the offers is acceptable, then the Estate Agent may liaise with the Buyers to negotiate better offers.

The benefits of a Sealed Bid Tender are:

The Buyer is not put off by price

The Seller has a date by which he should get an offer

The Buyer may be able to submit a tender on his own terms

Unlike a public auction, the terms and nature of the offers are not public knowledge.

The Property will more than likely sell quicker than the average 121 days as per FNB.
The disadvantages are:


The average Buyer and Seller are not familiar with this approach


The average Agent is not familiar with this approach


It is more difficult to accept an offer prior to the tender submission date


There is no visible competition for the Property. (Unlike an auction)

Sale by Private Tender is an excellent way to sell a Property as quickly as possible and at the best possible price that the market will pay. It is an excellent sales technique where the Seller is under pressure to sell the Property quickly. This method of selling is far superior to an auction as the offers tend to be more realistic in terms of price and the offers also give the Seller the opportunity to evaluate what the market thinks his Property is worth.
