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ABSTRACT

The real estate appraiser is not only interpreting the value range, but telling the
behavior of buyer and seller. The objective of this study is to probe into the cognition
differences to the variables determining residential property values between appraiser,
buyer and seller. The survey was carried out within a period involved buyers and
sellers which participated in the sales of residential property from June 2008 to
February 2009 in Taipei City.

The results show that buyers and sellers do not have obvious cognition difference,
but they do have different cognition with different household attributes. Besides, there
is exactly cognition difference between appraiser, buyer and seller, and this is because
of the residential property transaction environment and institution. Furthermore, the
study reveals that the real estate appraisers in Taiwan take Location factors as the
most important ones when they adjusting property price; however, buyers and sellers
put even more attention on Residential factors.
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