
TOOP+TOOP Negotiation Process

Vendor instruction must be lawful.  *Private Treaty optional.

6
PARTIES
ADVISED

FINAL SIGN OFF 
• Vendor accepts one offer

• Contract signed
• Only changes initialed

• There is now offer and acceptance
• Now a legally binding Contract

If vendor instructs to sell

TOOP+TOOP 
MarketingVerbal Offer

If not acceptableDiscuss offer with Vendor & 
review inspection reports

START
TOOP+TOOP 
Negotiation 

Process

Offer Vendor 
negotiations

Agent must act under 
vendor instructions

Vendor’s 
Instructions

1
INITIAL 

INTEREST

Offeror Advised 
of Process

Notice of Offer/
Contract Note

2
AGREEMENT 
IN PRINCIPLE

In principle,   “likely sale”

3
CONTACT 

ALL PARTIES

4
FIRST OFFER 

& BEST 
& FINAL 
OFFERS

Communication 
with Vendor 

Advised of status
(COMPULSORY)

5
EXECUTE 

DOCUMENTS

A Prior to Auction process 
MUST be treated differently 
to a Private Treaty process.

Private Treaty

The first Offeror is given the 
advantage to amend their 
notice of offer if there is a 
risk of not being successful. 
However, the Vendor is 
under no obligation at all.

All other Offerors are only 
provided the Notice of 
Offer with no expectations 
to amend the offer.

Auction and Tender 
TWO ESSENTIAL elements 
of this process must be 
present before triggering this 
process and contacting all 
interested registered parties:

1.	 An in principle “green 
light” from the vendor

2.	� An unconditional formal 
contract note offer with 
cooling off rights waived.

Best & Final is the offer where 
there is no regret if unsuccessful.

TOOP+TOOP recommend 
this process but the 
Vendor’s decision and 
instructions are final.

NOTE: At all times 
the offerors offer is 
treated with the utmost 
confidentiality.

First Offeror - Ideally cooling off waived 
• Tidy up offer • Conditions assessed

NOTE: AUCTION/TENDER, COOLING OFF MUST BE WAIVED.

A deal isn’t complete until a 
contract is signed by both parties

Purchaser 
advised 

successful

Unsuccessful offerors all 
contacted & advised ASAP
OFFEROR TO KEEP ON SEARCHING

NO PRICE EVER GIVEN

• Sold on signboard
•SMS to VIPs
• Process file

Vendor signs contract 
(or counter offer).

Call the purchaser ideally 
in presence of the vendor

First Offeror provided 
with Best & Final 

Opportunity
(FORMAL OFFER AMENDED)

Agent meets 
Vendors with all 

inspection reports 
and copies

Vendor 
comprehensively 
briefed and offers 

are assessed

Telephone all 
parties not yet 

contacted ideally 
with vendor 

present

Interested parties 
sign Best & Final

Likely Buyer advised 
of process and also 

required to:
*WAIVE COOLING OFF 
AND SIGN OFFER ON 

CONTRACT NOTE
(NOW 2+ FORMAL OFFERS)

Other attendees 
& VIPs to be 

SMS’d &/ 
or emailed

Other known interested 
& registered parties 

contacted personally & 
advised of process

Inspection Reports 
& Registrations

Contract of Sale 
prepared for First Offeror

Vendor acknowledges 
offer as presented

Advise Offeror
(Proof of acknowledgment)


