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Selling a property in Thailand is a sophisticated financial transaction that requires more than just high-quality photos and a listing

on a portal. It demands a deep understanding of shifting legal frameworks, evolving tax optimizations, and the psychology of

high-net-worth investors. As Regional Director of REMAX Thailand and Vice President of the Thai Real Estate Broker Association,

I am committed to providing you with the tools and intelligence needed to navigate this process with absolute confidence. We

leverage global reach, local expertise, and advanced AI-driven data to ensure your asset achieves its maximum market potential.

This guide is your roadmap to a successful, high-yield exit.

1. The Science of Pricing: CMA vs. Appraisal
The biggest trap for sellers is "testing the market" with a high price. Statistics show that properties priced correctly from Day 1 sell for 5-

10% more than those that start high and eventually cut their price. A "stale" listing is the greatest threat to your equity, as buyers assume

a defect exists when a property remains unsold for over 90 days.

TREASURY DEPT. APPRAISAL

The government updates appraisals every 4 years. This figure is the absolute "floor" for all government tax calculations. A professional seller must

know this number to calculate their precise "Net" profit before accepting an offer. It determines your base tax liability at the Land Office.

REMAX CMA LOGIC

Our Comparative Market Analysis (CMA) tracks actual recorded transfers at the Land Office—not just asking prices on portals. This gives you a 100%
accurate market ceiling based on what buyers are actually paying today, allowing us to defend your price during tough negotiations.

2. The Strategic Market Narrative
We don't just list your property; we build a narrative. We identify the "Unique Selling Proposition" (USP)—whether it's the specific high-

floor sunset view, the proximity to a new MRT extension, or the high rental yield potential for investors. We then target the marketing

toward the specific buyer profile most likely to pay a premium for those features. This narrative-driven approach differentiates your asset

from hundreds of similar units in the building.

 CRITICAL ACTION: Order your "Debt-Free Certificate" (Non-Debt Letter) from the juristic office at least 7 days before closing.

The Land Office will not process any title transfer if even 1 Baht is outstanding in management or common area fees. This is the

single most common cause of deal delays on closing day.



3. Listing Strategy: Why Exclusive Wins
A common myth in Thailand is that "more agents equals more buyers." In reality, multiple listings often lead to "Agent Competition,"

where brokers undercut your price or offer inaccurate information just to secure the phone call. This devalues your property and signals

desperation to the market. An exclusive listing with REMAX creates a unified, professional front that protects your asset's perceived

value and ensures full accountability.

Service Level Open Listing REMAX Exclusive

Marketing Spend None (Passive) Aggressive Paid Ads

Price Control Chaotic / Varying Strict Price Integrity

Reporting Zero Transparency Bi-Weekly Metrics

Reach Limited Local Global Network (110 Countries)

4. The 10-Step Global Marketing Blueprint
01. Professional Media & 3D Tours 02. AI-Enhanced Photo Staging

03. Listing on 100+ Global Portals 04. Internal Referral to 140k Agents

05. Targeted Social Media Geo-fencing 06. Direct Email to Qualified Investors

07. Google Search Ad Campaigns 08. Professional Signage & Flyers

09. Multi-lingual Sales Brochures 10. Retargeting Ad Campaigns

5. The "Sight-Unseen" Investor
Over 35% of international transactions in 2026 are completed by investors who never step foot in the property. This is made possible by

our Matterport 3D tours and detailed legal vetting. By providing a "Trust Package"—which includes the title search, appraisal, and yield

projection—we remove the friction for global buyers, allowing them to wire funds with total confidence.

THE "PERCEPTION DEFICIT"

Properties that remain on the market for more than 180 days suffer from a "Perception Deficit." Buyers assume there is a structural or legal defect. Our

strategy is designed to create urgency and achieve a sale within the first 90 days, preserving your equity and negotiating power before the market

grows cold.



6. The 10 Fatal Mistakes Property Owners Make

In my role at TREBA, I have seen hundreds of deals collapse due to simple, avoidable errors. Here is how to ensure your transaction is

not one of them:

1. TABIEN BAAN OVERSIGHT
Failing to register your name for 1 year, triggering 3.3% SBT instead of
0.5% Stamp Duty. This can cost you hundreds of thousands of Baht.

2. QUOTA STATUS IGNORANCE
Marketing to foreigners when the 49% foreign quota is already full.
This leads to deal cancellation at the final hour.

3. HIDING DEFECTS
Concealing structural issues. 2026 buyers use expert legal counsel;
discovery will lead to deal cancellation and lost deposits.

4. EMOTIONAL PRICING
Pricing based on "personal needs" or "emotional attachment" rather
than actual Land Office transfer data.

5. LOW-QUALITY VISUALS
Using phone photos for luxury assets. If it looks cheap online, premium
buyers will skip it entirely.

6. NO NET-PROFIT PLAN
Agreeing to a price without knowing the exact progressive WHT
amount. Your bank check will be lower than you expect.

7. CORPORATE EXPIRY
Using Company Affidavits older than 30 days. The Land Office rejects
documents that are not current.

8. IGNORING STIMULUS
Failing to capture the 0.01% tax reduction for units under 7M THB. This
is a massive buyer incentive.

9. NEGLECTING JURISTIC
Not checking maintenance arrears until the closing day. Unpaid fines
will halt the entire title transfer.

10. DIY NEGOTIATION
Negotiating without a professional. Most sellers lose 10-15% of the
potential sale price by not having a buffer.

7. The Psychology of Negotiation
Negotiation is not a battle; it's a bridge. A smart seller knows when to trade a lower price for a faster closing, or a higher price for more

flexible handover terms. At REMAX, we teach our sellers to look at the "Total Economic Value" of an offer. This includes savings on

holding costs (maintenance, taxes, interest) that accumulate every month the property remains unsold. Sometimes, a 2% discount today

is more profitable than a full-price offer four months from now.

OUR NEGOTIATION MANDATE

 We protect your "Net" bottom line. By handling all direct buyer communication, we remove the emotional pressure from you,

ensuring that every counter-offer is based on market data, not personal urgency.



8. Selecting Your Agent: The 4 Pillars of Mastery

In an unregulated market, your agent is your first line of defense. A professional broker should be a fiduciary risk manager. Demand

these 4 pillars from your REMAX certified professional:

1. TECHNICAL  INTELLIGENCE

Your agent must be able to calculate progressive Withholding Tax and navigate the AMLO reporting thresholds. Ask to see their recent CMA reports

and proof of TREBA/NAR certification. If they can't do the math, they can't protect your equity during the final transfer.

2. GLOBAL  CONNECTIVITY

We don't wait for the phone to ring. We actively push your listing to our global CRM, matching your asset with active buyers from 140,000+ agents

across 110 countries. This agent-to-agent network is the most powerful "hidden" sales tool in the industry.

3. ADVANCED  TECH  STACK

We use AI-driven matching to identify likely buyer profiles. Our internal "Design Center" produces high-impact marketing collateral in seconds, and

our global portals ensure your listing stays at the top of search results in multiple languages.

4. LEGAL  FIDUCIARY

We coordinate the entire closing stack. This includes the juristic letters, utility transfers, and working with specialist lawyers to verify the "Chain of

Title" is 100% clean before we ever ask a buyer to put down a non-refundable deposit.

9. Service Level Milestones (SLA)

THE  REMAX  PROFESSIONAL  COMMITMENT:

 Weekly Marketing & Analytics Reports  AMLO Financial Vetting of Buyers

 Syncing to 100+ Global Portals  24-Hour Feedback after All Viewings

 Full Escrow & Contract Management  Utility & Meter Handover Management

 TREBA Standards: As Vice President of the Thai Real Estate Broker Association, I mandate that every REMAX Thailand agent

adheres to a strict Code of Ethics. This ensures you receive fiduciary-level representation, prioritizing your interest over a quick

commission. You are protected by a global brand, but served by a local expert.



10. Strategic Taxation: Protecting Your Profit

In the Thai Land Office, taxes are the largest variable in your final profit. Understanding these early allows you to negotiate with a clear

"Net" figure in mind. Here is a deeper dive into the "Big Five" from the seller's perspective:

WITHHOLDING TAX (WHT)

For individual sellers, WHT is a progressive tax (1% to 35%) based on the number of years the property was held. It is not a flat fee. We provide a full

projection using Treasury Dept. formulas so you know exactly what check you'll receive on closing day. For corporate sellers, it is a flat 1% of the sale

price.

SBT VS. STAMP DUTY MASTERY

The 3.3% Specific Business Tax is avoidable. If you've owned for > 5 years or been in the Tabien Baan for > 1 year, you only pay 0.5% Stamp Duty.

This 2.8% difference can be hundreds of thousands of Baht in your pocket. This is the single biggest tax-saving opportunity for individuals.

11. Corporate Entity Divestment
Selling a property held in a Thai Limited Company requires specific protocols. Corporate sellers are **always** subject to the 3.3%

Specific Business Tax, regardless of the holding period. Most importantly, the sale proceeds are considered company income and must

be reported for annual Corporate Income Tax. Our team coordinates with your accountants to ensure your divestment is tax-compliant

and audit-proof. We manage the "Board Resolution" process to ensure the sale is legally authorized by the directors.

12. Advanced Calculation Case Study

"Example Case: Selling a 10M THB condo with an appraised value of 8M THB owned for 3 years (No Tabien Baan)."

TAX ITEM ESTIMATED COST

TRANSFER FEE (1% SHARE OF APPRAISED) 80,000 THB

SPECIFIC BUSINESS TAX (3.3% OF SALE PRICE) 330,000 THB

WITHHOLDING TAX (PROGRESSIVE SLIDING SCALE) ~120,000 THB

TOTAL ESTIMATED SELLER TAXES ~530,000 THB

 THE 2026 STIMULUS EDGE: The current government reduction of transfer fees to 0.01% (for units < 7M THB) is a massive

closing tool. We help you structure your asking price (e.g., 6.99M vs 7.05M) to ensure your buyers can benefit from this, making

your listing significantly more attractive than the competition.



13. Final Seller Closing Checklist

The final 48 hours before the Land Office meeting are critical for a "No-Surprise" closing. We manage this entire process for you,

ensuring every document is verified and every cashier's check is prepared with absolute precision to avoid delays.

REQUIRED  LEGAL  PAPERWORK

 Original Chanote: The Physical Title Deed.

 Tabien Baan: Original house book.

 Passport/ID: With valid visa and entry stamps.

 Non-Debt Letter: Signed by the juristic person.

 Marriage Cert: (If married) Plus spouse's consent.

THE  HANDOVER  PHASE

 Utility Settlement: Settle final internet & water.

 Meter Deposits: Owners transfer forms.

 Inventory Check: Confirming SPA inclusions.

 Key Inventory: Master keys & access cards.

 Manuals: Air-con and appliance documentation.

A Final Note from Eran Milo

"Selling property is not just about a signed contract; it is about the safe and profitable transfer of wealth. At REMAX Thailand, we don't
just find a buyer; we protect your investment journey from listing to bank transfer. My team and I are dedicated to ensuring that your
transition is as smooth and rewarding as possible. I invite you to experience the world's most productive real estate service."

WHY SELL WITH REMAX THAILAND?

  Immediate Exposure in 110+ Countries

  Data-Driven Comparative Market Analysis

  Vetted Legal & Risk Management Experts

  TREBA-Certified Fiduciary Service
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