The
Advantages
of Buying
versus Renting

Deciding to buy a home is a highly personal choice
that involves weighing numerous financial factors and
individual preferences. While renting may be easier on
your budget and provide more flexibility to relocate for
new work opportunities, there are a number of strong
reasons to purchasa a homs, including:

FINANCIAL FACTORS

Build Equity — For mest mortgages, monthly payments
include both principal and interest, with principal
representing your actual ownership of the home. Over
time, the prncipal portion of sach monthly payment
increases, helping homeowners build equity faster.

Owners can also build equity by making smart
improvements, especially if the cost of the prject boosts
your home’s resale value by more than what you invest in
the improvement.

Tax Benefits — If you itemize your federal income tax
return, you can deduct property taxes and any mortgage
interest paid during the tax year. You may also be able to
take advantage of other local, state or federal incentives,
such as home improvements that qualify for an enamgy
tax credit.

Potential Rental Income — At some point, you may decide
to convert your home into an investment property by
leasing out some or all of your space. (For example, keep

your first home for rental income when you decide to move

to larger quarters.) Just be sure to investigate local rental
property laws first,

"

SUBJECTIVE CONSIDERATIONS

Creative Freedom - Your home is your space, and you can
do whatever you want with it, just be mindful of zoning
violations. Paint the walls, add a deck, create a workshop
for your favorite hobbies, etc. When you own a home,
you're only limitad by your imagination.

Privacy — In contrast to sharing space with roommates

or other family members, owning a home provides a
private “sanctuary.” Even if you've been renting your own
apartment space, you may be craving a retreat from noisy
(or nosey) neighbors,

Sense of Belonging — Buying a home involves a larger,
longer-term commitment (than renting) that often extends
beyond a house into a community, opening the door to
participation in local events, mesting and supporting
neighbors, and building deeper friendships.

on IS awardad by the Real Estate Buyer's
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Al ready 1o buy o hom ez

J' Your buyer's rep can help you decide.

The decision to purchase a home is a highly personal

one, based on both tangible and intangible factors.

Beyond your personal situation, local market

conditions, financing costs, and future expectations

must also be evaluated.

The following Hst of questions can help you decide if
you are ready to move forward with a home purchase.

Your Accredited Buyer's Representative (ABR®)

can help you sart through these issues and provide

essantlal local market perspectives.

PURCHASING CONSIDERATIONS

+ If you purchasa a home, how long do you expect to
|Ive thara?

+ What can you afford to pay each month for housing-
related expenses?

+ What ara the total costs of home ownarship?
Thiz may Include:

* Mortgags payments (basad on varlous Interest rate
and tarm assumptions)

Proparty taxes
Homeowner's Insuranca
Litilities
Malrtenanca costs

# Any other speclal faes?

+ Do you expect thesa housing-related expanses to
increase or decreasa? (changes In (ntarest rates may
be a bigger factor than others)

+ What additional expenses are required to complate a
purchasa? (closing costs, moving expenses, etc.)

+ How much will your home ownership costs decling
after adjusting for Interest experse deductions and
property taxes (If applicable)?

lary of the Natlonal

+ Are local market prices favorable to purchasing?
What are your expectations on future prices?

+ Do you qualify for any speclal purchasing
aszlstanca programs that can help reduce the cost
of home ownarship?

RENTING CONSIERATIONS

+ |f you are now a renter, what are your total
housing expenses? (monthly rent, utllities, housing
assossment, parking, etc.?)

+ How does renting vs. buying factor Into your long-term
Irwvesting goals?

OTHER FACTORS

+ 'What ara your parsonal prefarencas regarding the
typa of housing you wish to [ve In? How does location
factor Into your housing preferencaes?

+ How do you expect your personal situation to change,
In terms of future housing needs?

+ What are your expectations conceming future
employment?

+ What are your long-term personal and financlal goals,
with regard to housing?

al Estate Buyer's
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© The True Cost of

One-Time Expenses

Appliances

Will the appliances in the
home need upgrading—now or
in the near future? Don't forgat
to check out the water haater
and HVAC.

Fumiture

Moving from a one-bedroom
apartmeant to a three-badroom
house offien means you'll
nead more fumnifura. Evaluate
furniture needs and costs for
your new homea.

Remodeling

Before purchasing a home
that needs remodeling, ask
a contractor o give you an
esiimate. Homeowners oftan
underestimata the costs.

The Accreiied Buyer's Represerisiive (ABR®) designation ks awarad by the Real Extate Buyers Agent

Ongoing Expenses

Principal, interest, taxes, and
insurance (PITI)

If you have a fixad rate mortgage, the
payment will remain the same for the
life of the loan. Taxes and iInsurance
may increasa.

Homeowner Association Fees

Fees or assessments for a conda,
townhouwsa or single-family home with
an association can increasa yearly.
Compare fees of similar properties
line-by-line. Check what the fee
includes; for example, utilities gas,
alectricity, garbage pickup, and water.
‘Watch out for special assessments for
capital repairs and improvements fo
COMUTION areas.

Exterior maintenance

Raplacing the roof, painting the siding
or trim, saaling the driveway, sealing
the deck, replacing windows, gutter
cleaning or repair, seplic and wall
maintenance are just some of tha
addifional exterior maintenance costs
in owning a homa. Some jobs you

can do yourself, but ofhars require
professhonals. Don't forget the tooks
that go along with home maintenancea:
power washers, compressors, heavy-
duty laddars, and powar tools.

Interior maintenance

If you've been renting, your landlond
probably picked up the tab for repairs
and general maintenance. Onca

you own your home you'll be footing
the bill. You will need to maintain

Councll (RERAC), & subsidiary of tha National Associatian of REALTORS® (NART.
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appliances, plumbing and ekactrical
systems, carpets, floor and wall
coverings, and so on.

Uitilities

If wou are renting, you're probably usad
to budgeting for utilities. But the cost of
heating a one-badrmoom apartment can
paba in comparison with the bills for an
entire housa. A real estafe professional
can hedp you find out about the cument
occupant’s costs but family size and
usage impacts those numbers.

Yard care and snow removal

Plan on buying a lawnmower and
ofher landscaping tools or budgst for
a professional bwn service. Include a
snow shovel or snow blower if you live
in a cold climate.

Pest control

Depending on kocation, ba sura to
schedule a termite inspeciion before
you purchase a home. Purchasing

a termite Infestation bond may bein
order. Evan if thara is no infestation
at the tima of the inspection, that's no
guarantee these or other pesis won't
show up.

Transportation Costs

Don't forpet to calculate transportation
cosis wheather by public transportation
or your own vehicke. Budget for gas,
oil, Insurance, tires, and regular
mainfenance. Will you nead to
purchase another car to take care of all
of the family's transportation needs?
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5 St//PS to Obtaining a Mortgage

Today's sirictor lending envirmnment
means that processing @ mortgage
application Is more complex than
eyar, given the numiser of steps that
lenders, underwriters, and morigage
insurers must all complede before
home buyers truly hawe their financing
In place,

To help ensure the process goes
smoather, you can also take steps of
your own. it's a pood idea to discuss
the process with your Accredited
Buyer's Representative (ABR®),
even bafora shoppling for homes. By
planning ahaad, yvou'll be in a much
better position to negotiate and move
forarard on a purchasae—and avold
any unpleasant surprises regarding
your morigage.

| . EVALUATE AFFORDABILITY

Lenders and mortgage Insurers ook
at a variety of factors, but the two
miost iImportant are your maonthily
morigage payment and your fotal debt
joad, refative to your gross INcome.
As a home buyer, [t's also important
o conslder addiflonal expanses,
beyond your morigage payment, that
can impact how much home you can
afiord. Depending on your siuation,
these other expenses could Includa
property taxes, morigage Insurance,
homeownears insurance, home
maintenance expenses, homaowner
association fees, parking expenses,
and utilifies.

. DISCUSS YOUR OPTIONS

Deciding what type of morigage

Is best for you depands on your
personal sfuation, your financial
scenario, and your fulure plans.

For example, If your down payment
I=n'Tt large enough to gualify for

a conventional loan, an FHA
morigage can be an excellent option.
Allemataly, you may qualify for an
attractive program offered at the
national or local level. Mortgage
programs are akways changing, so ask
your ABR® about current options.

3. INTERVIEW LENDERS

Your ABR® can provide several
recommendations, based on past
hame buyers' experiances. Ratos
and feos are typlcally very competitive
between kenders, so s often more
Important to focus on other factors,
Including the level of service provided
and how weall they've exscuted
fransactions for other buyers. The
type of mortgage you are seaking
may akso Impact youwr cholca of
lender, since some are more familiar

with cerialn maorigage programs
than othars.

<. . GET PREAPPROVED

Completing a loan application with
one or more lendars will help confirm
whether your Intended mortgage
financing plans will work out as
hoped, or if you must modify your
plans. It's important to understand
sinca preapprovals are contingent
upon the lender recahing full
documeantation, your preapproval
does mot puarantee that you hawe a
mortgage. Stll, it's an important first
step that will also put you In a better

negotisting postion with scliers.

5. COMMIT TO A LENDER

As s00n as you are under contract to
purchasa a home, commit to warking
with one lender to completa your
maorigage application. You will probably
be charged a fee at this point because
this ks wihan the lender stards Incurring
processing expenses on your behalf.
Show your lender thiat you are sanous
about working in partnership with
them by submiiting all the required
documentation as quickly as possibile.

Following these five steps will greatiy
imiprove your results in geiting a
marigage. Count on your ABR® io
provide more detalied Information on
each step in the process and answer
any questions you may have,

The Accredited Buyers Representative (AEA®) designation Is awarded by the Real Estate Buyers
Agent Councll {REBAC), & subshilany of the Mational Azsociation of REALTORS® (NAR)L

Toilearn more about REBAC and access varous hmebuyer resources, please visit www_ REBAC. net.

0 R

-pewwdly 0




What Buyers Should Know About
Property Portals

If you're like most buyers, you probably started your home search online. What you've
found, however, may have raised more questions than answers. That's because various
consumer-oriented portals operate in very different ways and produce very different
results. Understanding the nuts and bolts of how listings are published online will help
you gain access to the most complete and accurate information.

THE SYNDICATION PROCESS

A seller's agent starts the home marketing process by creating a
“listing” that Includes key detalls and selling points, as well as
photos. This information is usually entered imto the local multiple
listing sarvica (MLS). All agents within that MLS share access o
the most current details on every listing and may, depending on Listing Published

rule raquirements, republish listings on their own websites, EE‘;&

How Listings are Published Online

Because saller's agents want their properties to ba seen by as

Mary consumers as possible, they typically use syndication Dunnfmiar Pmperty SHm

services to republizh listings on various consumer sites, Even f‘ !*Efn_l Loreaim E“Iﬂ
though the listing agent creatad the original content, their ability i

to control future updates may be hit o miss. Additionally, some m YALIC)! 2 Homes.oom

cansumer sites sall lsting information to other sites, in a
process called resyndication, creating further distancea from the
orginal source.

IMPROVING YOUR RESULTS

Portals are hungry for as many listings and as much content as
possible—that’s how they attract visitors. But they may be less
interested In, or capabla of, keaping their content up-fo-date. As
a result, buyers often find propertias that ara no longar availabla
for sale or otherwise inaccurate detalls, such as estimated values.

THE SOLUTION?

Work with and rely on a source who can offer the most current and accurate Information. Your buyer's agent has real-time
access to the most complete inventory of homes for sale, along with the most timaly details on prices, market status,
comparable sales, etc. Many buyer's agents can also give their cliants access to proprietary tools that provide emailed
updates on qualified properties.

If your only option is a portal, rely on realtor.com®, which is more closaly integrated with the MLS system than othar
property sites and doaes the best job of providing consumers timely, accurate listing data.

eal Estats Buyer's
NA&R].
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and. Need. on o Hom ez

Most homebuyers invariably face trade-offs. Your
buyer's representative can play a key role in helping
you sort out your options. He or she can also offer
important insights specific to your local market.

Finding a new home can be exciting. But deciding

whiat you truly want and need—and can afford—can
be challenging. Making these decisions begins with
setting priorities among many different preferences.

Here are many of the considerations you'll want to discuss with your buyer’s rep:

BASIC HOME FEATURES

+ Do you prafer a single-family
detached home, townhome,
condominium, or cther typs
of property?

+ Desired number of bedrooms
and baths

+ Praferences regarding kitchen,
diring, family rooms, etc. and
preferrad home layout

+ High-priority home features,
such as kitchen appliances,
firaplace, atc.

+ (Other types of rooms nesded
te.g., a home office or a
hobby space)

+ Storage spaces (closets,
basemant, an outdoor shed, etc.)

+ Mead for a garage or
parking spaca, and If so,
for how many cars?

OTHER HOME PREFERENCES

+ Ranch, two story, split kevel, etc.

+ Age and style of home
MMctorlan, bungalow, modam, etc.)

+ How Important Is energy
efficlency or other green
home faatures?

signation Is awarde

NEIGHBORHOODS/LOCATION

+ Commuting considerations
(to work, shopping, etc.)

+ Proximity to desirable features
{such az a community canter,
exarcisa facllity, school, hospital, etc.)

+ Wews—how Important Is o find
your |deal view (overooking a park,
for example) or avolding a bad ang

[a busy highway)?

LOT CHARACTERISTICS

+ 3ze and shape, Including back,
front and slde yards

+ Landscaping considerations—the
need for open play areas, privacy,
patio space, decking, etc.

+ Home orkentation—b it Important
for your home to face a particular
direction?

LIFE AT HOME

+ |f you'll be sharing your homea
with childran, pets, llve-in parents
or others, how does this Impact
wour housing preferences?

Both now, and In the future?

(For example, pets may require a
fenced-in yard; older parerts may
dictate one-floor living.)

Promimity to nalghbors

va3| Estate Buyer's Agent

RELATED CO5TS
+ Homeaowner assoclation fees?

+ Property taxes

TRADE-OFF5

+ How much do you want to Invest
In a home beyord the purchasa
price, either financially or in terms
of swaat equity, if you can't find
exactly what vou want?

+ Are you willing to consider other
nalghborhioods that provide
better affordabllity?

RESALE

+ How long do you plan o live In
this home? How doas this iImpact
the type of hiome you will buy,
haow much you'll spand, and your
cholce of location?




Common Myths and Misunderstandings
about Shopping for Homes

You've been searching for homes online, driving by interesting properties in your car,
and found one that looks perfect. What do you do next?

Contact the agent featured on the yard sign and the online listing? While that may sound
like the most logical step, it's a common home buying mistake based on several myths

and misunderstandings:

Assumption: It's best to contact the
listing agent because they're already
famillar with the property. Sure, the
agent on the yard sign knows the
property, but that's because they've
been hired by the owners to help sell
It. That's what listing agents do. Their
job Is to represent sellers in property
transactions, marketing properties o
potential buyers and helping sellers
aam as much as possibie on the sale.

Does that sound like an agent who will
be looking out for YOUR best interests?
Buyers will be better served If they
avoid the listing agent (anything you
tell them may hurt your negotiating
position) and select a buyer's

agent to arrange a showing—someone
who will represent your Interests in

a fransaction.

Assumption: I'll save money on
commissions If | work with the seller's
agent. Not frue. Commissions paid

to the buyer’s and seller's apents ara
predetermined and written Into the
listing agreement; in most cases, If the
listing agent brings a buyer o the table
{because the buyer contacted them
directly) that brokerage will earn both
sides of the commission.

That maans buyers don't necessarily
save anything by going directly to
the listing agent. More importantly,
when a buyer approaches the listing
agent, they've potentially lost a

vital opporiunity to recaive loyalty,
confidantiality and other fiductary
duties that buyer's agents owe

thelr chients.

5it REBAC.net.

Assumption: All real estate agents
are basically the same, so | might as
well contact this one. Again, not true.
As In all professions, some real estate
agents deliver a higher standard of
service than others. One way to make
sure you're working with a professional
who's already recelved special fralning
In represanting buyers s to find an
agent who's eamed their Accredited
Buyer's Representative (ABR®)
designation—an official designation
certified by the National Assoclation

of REALTORSS.




Property Disclosures

Buying a home can present hidden risks. While sellers must provide prospective buyers with complete
and accurate descriptions of properties for sale, each state varies regarding the detalls seflers must
legally disclose to buyers. No matter where you live, smart buyers also exercise personal responsibility,
to whatever extent possible and reasonable, to help avold unpleasant surprises.

The following list outlines numerous lssues buyers should consider when purchasing properly. Some are
addressed by sellers’ disclosure documents, others are not. Your buyer's rep can counsel you on the specifics
in your state and discuss appropriate steps to discover and remedy potential properly concerns.

HOME CONDITION—STRUCTURAL
Rioof
Foundation
Interiorextarior walls
Fireplaca/chimniey
Floors
‘Windows/doors

+ Callings

+ Garage
+ Patio’deck

HOME CONDITION —MECHANICAL
+ Plumbing system

+ Elacirical system

+ Haating andfor air conditioning
+ Sower and'or septic system

+ Bulli-in appliances

+ (ther systems and fixtures

ENVIRONMENTAL HAZARDS
+ Ashesips

+ |oad-based paint®

+ Mpth lab

+ Mold

+ Radon

PREVENTIVE MEASURES

Buyers can fake steps to reveal problems and reduce
risk. Ask your buyer's rep about the foliowing opfions
and other appropriate measures. Inspections and

OTHER COMDITIONS

+ Tarmite or othar pest infiestation

+ Flooding (including federally-
designatad flood plain®)

+ Uity or other sasamants

+ Adjolning private roads (and
obligation fo maintaind

+ Shared driveways, walls,
or encroachments from or on

adjacant property
+ Zhgmas (including registerad
sox offenders)
OFF-SITE CONDITIONS
Odor, smoke, nose, and hazards
affecting property due o proximity to-

Highways

Rallrcads
Commerclalindusirial faciliies
Military instaliations
Superfund sites

Toxlc waste dumps.

other preventive steps are especially important for

distressed proparties.

Home Inspections: A thorough home inspection should
reveal structural or machanical Issues. Cartaln problems
miay raquire a separate evaluation by a trained speclalist.

LEGAL /FINANCIAL COMSIDERATIDNS
+ Possible or probable short sake
or forecksura

+ Violation of building codes, zoning
ordinances or other restriciive
covenants

+ Zoning (restriciing buyer's Intendad
usa for the property)

+ Homeowners association obligations

+ Temnancles, judgments or fax liens

+ Proposad assessments or zoning
changes

+ Machanics’ or materialmans’ llens

OTHER OFF-SITE CONSIDERATIONS
+ Neighborhood nolsa
{e.g., barking dogs)
+ Traffic
- Sﬂfﬂh‘
+ Myallabiity of, or consequences
from, public parking

+ Zoning (impaciing how nearby
proparty will be usad In the futura)

Home Warmranties: Home protection plans can cover the
cost of future repairs to malfunctioning homea appliances

or systems. Policy coverape and cosis vary.

C.L.ULE. Reports: Comprehansive Loss Undanariting
Exchange Reporis provide detalls on Insurance claims

filed In the past five years, such as wind, water or mold
damage—considerations that could Impact the cost of
Irsuring the homsa.

*Thasa Hams are 2sbject o faderal laes and must be disciosed in ol stales.

ease visit www.REBAC nef.
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Noving Checletist
O

Moving into your new home is a hig job. The further you plan in advance, the
smoother it will go. This list contains most of the big tasks you'll need to do and
suggested timeframes. Depending on your situation, you might be able to delete
(or may need to add) some items.

B WEEKS BEFORE O Motify utility companias of date ta discontinuefransfar
Call mowing companies for estimates. zarvios andfor establish service at your new home. Also
Remova and dispase of unnecassary possassions. arrange for final readings and hills, including refunds on
Start compiling an inwentary of your possassions. p"“':;'d ;;amcm.
et a fivar plan fwith room dimensions) of your new home S
to halp you decide which furnishings you want o keep and Heating oil
which room thay will gain. Internat service
Start a fla of moving-related papears and recaipts. Matural gas
O Locata scheals, healthcara prafessionals and hospitals in Telephona
your new location. Television
O Arrange to transfer your children's school records and Trash collection
family medical recards. O Water
& WEEKS BEFORE Motify your state's department of mobor wehicke of your

; new address.
i If maving from an apartment, arrange for refund of your

O Choose a mower and sign contract. sacurity daposit

O Contact your homeowner's insurance agant abaut Discontinue additional home sarvicas (housekesper,
- gm&g@ for maving and ?E'Cl;fwﬂ;: — gardenerlawn service, snow remaval, and pond claanar),
I Contact irsurance companies {aui, hameswnar's, medical, ; : ' ;
] Wl b g o i Wi yom i Hveia. Start using up things you can't mowe, such as perishables.
WEEKS BEFORE

4 WEEKS BEFORE Make travel plans.

m:ﬁdﬁ:‘?mmrﬁrﬁﬁ:':;:m;ﬁﬁgf' Ma ka_ar_ranaﬂmants with condo or hnr_ne-cr._unsr's_ )
sl kol . birth nertrﬁl:'ates wills. IjEIBdS. hock asseciation bo reserve elevatar usage time if moving into or
cartificates, and other financial documents. out of a high rise building.
O Matify the follewing of wour change of address:
Prest office o
Banks
Credit card companies 2 WEEKS BEFORE
Ralatives and fiands O MArrange special transport for your peds and plants.
Insurance agent, lawyer, taxfinancial advisor O Confactyour moving company and review arrangamernts
Magazine subscriptions for your mave.

1 WEEK BEFORE
O Pack meving-essantial boees—imiportant docurmeants, ravel
clothes, parsonal items and prescription medications.

2-3 DAYS BEFORE
O Confirm all final arrangements with your mover and athar
sanvica providers.

O
O
[
O

e o o e e i e

O MArrange to closa existiing bank accounts and open new
Accounts in new araa.
Arrange far child care an moving day.

ative {ABR*1 designation Is awardsd by Estate Buyer's
ary of the Natlonal & latian of REALT MAR].
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From Controct to (Losing

Congratulations! A seller has accepted your offer. Before you can take possession of
your new home, however, several important details must fall into place. Count on your
Accredited Buyer's Representative (ABR®) to explain each step in the process and answer

your gquestions.

While each transaction is unigue, the most important steps include:

O COMPLETE A HOME INSPECTION

Assuming this conttngency was In your offer, schedule
a thorough Inspection of the property with a qualified
home inspector. if you ke, your AER® can help you
identify several inspeciors to choose from.

The Inspector should provide you with a written report
datailing any flaws found In the home, including
Information about the severity of his or her findings. If
severe probkems are found, your contingency clause
shiould permit you to cancel the contract without
obiigation.

Alternataly, yvou may want fo negotiaie performanca
and paymant for any significant repairs noted In the
Inspaction. But also remambear that no homa 5 parfact
and small repairs and mainfemance Issues shoukd

not derall the fransaction or require another round of
negotiations.

[0 REQUEST ATTORNEY REVIEW

If specHied In your offer, ask your atfornay to review
your sabes contract and, if desired, schedule his or har
participation in your closing.

O FINALIZE YOUR MORTGAGE

sacuring a mortgage can ba more complex and
gxpensive than many consumers realize. Numerous
documents and defalls must come together In a short
period of time. Make sure you have promgptly supplied
your lender with everything thay ask for so your
firancing s In place for closing day.

OO0 GET READY TD MOVE

Moving may be the biggest job you face in buying a
home. Be sure fo get a jump on these preparations.
First, decide how much help you'll nesd. If you plan
fo hire a moving company, compare costs and make a
resanvation.

Other important dedalls include coordinating dates to
end sarvica with all utilittes and establish service In your
new homa. Make sure the post office has bean notified
of your change In address, as well as your bank, credit
card compankes, Insurance agent, attormey, othar key
professionals, and family and friends.

[1 ATTEND A FINAL WALK-THROUGH

& prechosing walk-through s a final chack fo ensure
that the home Is in the same condition #was during the
imspection, and to make sure all contracted tems, such
as appliances, are still in the home. The Biming of the
fimal wakk-through will vary, depending on practices In
your market.

[0 PREPARE TD PAY CLOSING COSTS

When you apphiad for your mortgage, you recelved

a good-fatth estimate of closing costs. As closing
approaches, you'll nead lo determine exactly hiow much
maoney you will be expaectad to bring to closing and what
forms of paymeant are acceptabla.

W [NAR]
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Formulating an Offer

You've found a home you'd like to buy.
How much should you offer to pay?

To help arswer this iImpartant question, your buyar's represantative will prapame a datalled Comparative Market
Analysks (CMA) that examinas recantly-=old properties, active Ikstings, pending sales and explrad listings.
Through thelr Multiple Listing Samvics (MLS), your agant has access to the most curment Information on

properties In your araa,

From tha CMA and your agant's parsonal knowledge, you'll galn Irslghts on the market In ganeral and the
spacific proparty ywou'ne considering—mportant detalls that should be factored [mbo your offer. Thesa Include:

Market Facts Property Facts

Price of similar propedties - both list and sakes
prices for similar properties in the area

Property condition - | It in good condftion or will
you need to make substantial Investments In

repalrz?

Price trends - cument parcentages of list price
comparad to sales prica

Length of time on the market - a long time on the
market may Indicate a slow market, Inapproprlate
pricing or some Inharant problam with the propaerty

Supply and demand - In a high-damand, low-supply
markat your offer may ba compating with othars

Selber's mothvation - a seller under pressure to
close a deal may be more receptive than one who
can walt until the “right offer comas along.”

Absorption rate - numbser of month's supply of
Imventary. Smaller numbsrs (shorter ime frames)
Indicata a more competitive markat for buyars.

Terms - what terms and contingancles must ba
writter Into the offer? Terms that maka your offer
more atiractive Includa an all-cash transaction,
pre-approval for financing, quick closing, and fow
contingancles or seller concassions.

Aveorage time on markat - bocausa listings axplra
or homes may be re-listed to appear “new”
cumulative market time Is critical

Proparty history - previous sakes and
financing history

n Is awarded Dy th
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Muttiptle Offers:
Questions to Consider
in a Seller’s Market

Wwhen home buyers outnumber sellers, the result can be a multiple offer scenario. If you're searching for homes
in a competfitive market environment, you'll want to take time to understand the dynamics of multiple offers and
understand how this might impact your negoliating strategy. Some questions to discuss with your buyer's representative:

Wil 1 know if Fm In 2 muitipie offer situation?

Not necessanly. Typically it works to a seller’s advaniage if
buyers are told they are competing with one another. But

a saller must give their agent permission to disclose the
existence of other offers before this can be shared with your
buyer's rep.

How will offers be presanted to the seller?

The seller decides how they want this handled, either
individually or as a group presentation. Once presented, a
seller can elect to accept (or counter) one offer, reject all
offers, or reject all offers in conjuncbon with a request to
resubmit a “highest and best” offer.

Will the detalls of my offer be kapt confidential from

other buyers?

The only way to preserve confidentiality is to ask the sellers

to sign a confidentiality agreement before presenbing your
offer (which also applies to their agent). However, if the seller
decides to have a group presentation of offers, you'll either have
to withdraw your offer or revoke the confidentiality agreement.

If my offer has the hignest price, can | be confident that

Il beat out other buyers?

No. Sellers can accept whichever offer they consider "best”
and that may be based on other factors, like the certainty of
closing (e.g., the buyer is already approved on their mortgage)
or flexability on closing dates.

Whnat are my options for writing a stronger offer?

In addition o firming wp your financing (or paying cash) and
offering fiexability on timing, there are a number of other things
you can do, including eliminating contingencies, incraasing
your eamest money deposit or paying closing costs, to name a
few. Discuss your options with your buyer's rep.

if | dom't want to compete with other buyers, can | withdraw
my offer?

Yes, as long as you deliver notificabion to the seller revoking
your offer before they've accepted it.

Every home buyer benefits from having their interesis
represented in a real estate transaction, but in a multiple
offer scenario, you'll gain even more if you're working with an
Accredited Buyer's Representative. Discuss these and other
quesbons with your buyer’s rep so you can anficipate each
step in the negptiation process and improve the likelihood

of a successful outcome.

arious home Duyer resources, piease visit REBAC.net




The Negotiatng Frocess

You've found a home that’s right for you and it's time to make an offer. What steps are
involved in negotiating a real estate purchase?

STEP 1. RESEARCH AND PLANNING

Depending on market conditions, you may have to act
quickly, before another buyer steps ahead of you. That
sald, the best way to approach a home purchase Is to arm

yoursalf with facts and to plan a negotiating strategy. Your
ABR® can assist you on both these points.

When deciding what to offer for a property, current market
prices are the most important factor. Your ABR® can
provide valuable assistance In this regard—counseling
you on market conditions, price ranges, comparable
properties, and appropriate negotiating strategles.

STEP 2. SUBMIT AN OFFER

Real estate transactions require a written contract, which
conveys an Iniital written offer. A check for earnest money
usually accompanies an offer.

Your offer will specify price, plus all the terms and
conditions of the purchase you want o negotiate. Your
ABR® provides a valuable service by helping you use
standard forms that are kept up-to-date with changing
real estate laws, which vary from one state to another, and
by explaining the negotiating Impact of including various
terms and conditions.

STEP 3. THE SELLER'S RESPONSE
When your offer Is presented, the selflar’s options are to:

Accept. If, after reviewing your written offer, the sallers
sign their unconditional acceptance, then you will have a
binding contract as soon as you are notifiad of the offer's

acceplance.

Reject. if the sellers reject your offer, you are released
of any obligation. The sellers cannot later change their
minds and expect to bind you to a contract based on

that offer.

Counteroffer. if the sellers like most aspects of your offer,
they may present a written counteroffer that Includes

the changes the sellers want to make. You are then free
to accept their counteroffer, reject It, or make your own
counteroffer fo thelr counteroffer. This process can repeat
iself as many fimes as It takes for you and the sellers fo
agree on the sales confract. At this point, negotiations are
over and the terms of the sale are final.

It Is important to note that the negotiating process always
moves forward; buyers cannot decide at a later time

to accept a counteroffer that they previously rejected.
If the property Is still avallable, buyers must reinitiate
negotiations by submitiing a new offer.

WITHDRAWING AN OFFER

Can you take back an offer? In most cases the answer
Is yes, right up until the moment your offer Is accepted.
In some cases, you can withdraw an offer before you've
been notified of its acceptance.

If you want o withdraw your offer after acceptance,
be sure to do so only after consulting a lawyer who is
experienced In real estate matters. You want to avold
losing your eaamest money deposit or a lawsult for
damages the sellers incurred because of your actions.




Checklist

GENERAL APPLIANCES
Have all agread-upon repairs been completod? Do alf appliances Includad In the home operate comactiy?
Has the assoclated paperwork been submitiod? Reirgerator
Have the sallers removed any confents that are Dishwasher
supposed to stay?
4 Stove, cook-fop, owen, microwave
Is the home relatively clean and ready for new

Other specialized kitchen appliances e g., warming
drawers, wine coolers, frash compactors)

WALLS, CEILINGS AND FLODRS
Exhaust fans (kitchen and bath}

Are there signs of new damage? (water damage,
gouges, stains, efc.) Haaters (bath)

Calling fans
ELECTRICAL

Do all ght fixtures work? HVAC
Does evary outlet have power? Test the furmace and/or air conditioning system
Are any vents blocked?

PLUMBING

Test sach faucet. (Onfofi? Water pressure? EXTERIOR
s Has there been any damage to:

exterior walls or roof?

driveway?

landscaping?

other structures on the properiy?

Check under sinks for leaks
Do all tolkets fiush properly?
Are any drains clogged?

WINDOWS/DOORS
Do all windows open, close and lock properly?
Do they all hawve screons (f applicabla)?
Do all extarior and Interior doors open and close proparly?
Do thee locks work?
If there's an eleciric garage door, is it cperational?
Do all cabinet doors/drawers opendclose?

awarded by the Real Estale BUYER™S AGENT Councll (REBAC), a2 =
{EALTORS® (MAR).
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Do t-Joursetf
Home Energy
Survey Checklist

When a home has particular unr-fgar-rulated problems, homeowners (or potential buyers) can begin the diagnostic
DI evaluation, the DIY ap Can UNCover pr nt-lr-n 18

Process. AH‘h::nu*h itis nota
for qu .
and notes w

Gaps along basaboards, flooring edges, junctures
of walls and ceilings, arywhere that two differant
building materials mest can be sources of anargy loss

Insulation around electrical outlets and switch plates.
Tum off power to an electrical outlet or switch, usa

a power tester to double-check to ensure that no
current is flowing to the outlet, remove the cover
plate and probe around the opaned outlet with a
stick or screwdriver; resistance indicates presance

of Insulation.

Windows and doors—rattling indicates an air
leak source

Fireplace flue—If you can you feel a draft, the
fireplace flue may ba open, or there may be gaps in
the closad position

Callar door and attic hatch—the hatch should have
the same amount and typs of insulation as the
attic floor

Hat or cold spots on floors or in ooms—indicates
possible insulation issues

Drafts through mail slots and pet doors—to reduce
anergy loss, seal thesa openings

Exhaust fans and hoods, dryarvents—ansure
appropriate airflow in molsture-heavy spaces

Foundation seals, siding, mortar batwean bricks
(especially bullding corners)—thesa are all areas that
require periodic maintenance and are prime sources
of air leaks

‘Wom or improperly installed caulking and
weather stripping—remaove and replace

Storm windows installed—creatas extra layer
of Insulation

Vapor barrier undemeath insulation tightens
the seal on the building envelopa and improves
insulation's parformanca

Attic vents should not be blocked by insulation

‘Wrapping on water heater, hot water pipes, and
fumace ducts is good, providing an extra layer
of insulation

Replacament of fumace air filters—most
hameaownears don't replaca therm regularly, but
doing so Improves. indoor air quality and extends
the life of your fumace

Ducts and ssams—dirt streaks indicate leakages
that should ba sealed

Lighting—to improve enargy efficlency replace
incandescant bulbs with CFL or LED bulbs

Schedule annual HYAC inspections to maintain
the best parformance from your fumacs and
air conditionar

Gaps or settling in wall insulation should be filled,
miast easily with blown-in insulation




Home Maintenance (

Congratulations! Most buyers feel considerable pride in becoming a home owner—but
also recognize ownership includes many new responsibilities. To keep your home looking
and performing its best, here are several of the most important jobs to remember.

SAFETY FIRST

Prevent accidents or injury by regularly checking
thesa systams:

[] Test fira extinguishar

[0 Replace battaries in smokea and carbon monomida
detectors each spring and fall

[ Check the auto-reversa safaty featurs on your
garage door

[0 Make sure your dryar vant is exhausting propeary

AVOID SERIOUS WATER DAMAGE
You'll prevent substantial problams if you heed
thesa warnings:

Makea sure your sump pump is working and serously
consider Installing a battery back-up systam

Keep gutters and downspouts clean
Make sure rain watar flows away from the housa

Clean out any debris in window wells (and considar
adding covers)

Check for any small leaks by toilets, dishwashers,
under sinks, atc.

Ensure your mof | leak-proof by chacking the attic for
slgns of water damage

KEEP IT CLEAN

Occaslonal “deep cleaning” prevents dirt and grime
from accumulating, keeping your homa in tip-top
shape. In addition to ongoing cleaning choras, don't
forget to periodically:

[] Clean {degreasa) your range-hood filter
Clean and brightan tile and grout
Wash walls and windows

Wipe down bassboard molding, as well as trim
surrounding doors and windows

[] Deep-clean bassments and garages at least annually
EMERGY EFFICIENCY

You'll reduce your power bill and keep appliances running
longer if you:

[J Change (or clean) fumace filtars aach month
[ Vacuum the coils on your refrigarator twice a year
[ Seal any drafty windows or doors

OUTDOORS

While the weather is nica:

[0 Check for damage (cracks in the foundation, pealing
paint, etc.) and make necessary rapairs

] Winterize air conditioning systams (in cold climates)
and cover outdoor units

Fill any cracks in a blacktop driveway and reseal
aach fall




Frequently-Askcd-Anestions About (Lesing

i

WHAT 15 CLOSING?

Closing (also called settiemant) ks the legal transfer of
property ownership. Usually, but not always, possession
s transferrad at clasing. Sometimes the seller may ask to
closa the sale but retaln possession, and pay rant to the
buwer until vacating the proparty at a later date.

WHO ATTENDS CLOSINGS?

Face-to-face closings are commaon In most states,

although a few states do not require them. Your AER®

can provide detalls for your situation. The partticipants

usually Include:

* Yfou, the buyer.

* Tha saller.

* Tha real estate agants representing the buyer(s)
and sallar(s).

= Attorneys for the buyer(s) and seller(s),

* The closing agant, the title insurance represantative,
and the escrow agent. Cften one person fulfills all
three roles, coordinating and recording the exchangs

of the documents and money, disbursing funds, and
handling various closing detalls.

WHERE 15 CLOSING HELD?

Closings are usually hald at a tithe company's offica.
Thelr job |5 to confirm the current legal owner of the
property, reveal ary mortgages, llens, judgments

or unpald taxes on the property, and identify any
restrictions that may affect the sale of the proparty.
Any problems need to be corrected before a buyer can
receive “good title"

WHAT DO | NEED TO BRING?
Your ABR® can advisa you on what you'll nased to bring
to closing, but typlcally buyers must provide:

+ Payment of closing costs

* Proof of Insurance

+ Approval of inspactions of the proparty

WHAT HAPPENS AT CLOSING?

You'll sign many documents. Raly on your buyer's
rep and your attormey to review thesa documeants and
arewer any questions you may have. Frequently-usad
documents inchude:

Closing statement (HUD-1) - detalls all funds changing
hands between the buyver and saller

Truth In Lending statement - a final summary of tha
terms of your koan

Morfgage nofe —a legal obligation to repay the lender
according to stated tarms

Dead of frust - the legal transfer of ownership; gives tha
lender a claim agalnst your home if you fall to meet the
terms of the mortgage note

Affidavifs — any binding statements by the buyer

or saller

Riders - any contract amendments that Impact
wour rights

Any addlonal documents required In youwr stafe,
Onca all documents are sligned and all monlas have
been pald, possession Is transferred and you receive
the keys to your new home. Be sure to kaap your
clasing documants In a safe place for future refarance.
Some of the expensas assoclated with your home
purchasa are tax-deductible.




Suyer's Remuorse:
Negotiating Mistakes that
Buyers Most Often Regret

When two parties enter into negotiations on a home, there are far too many
opportunities for bumps and obstacles to get in the way, What are the most common
traps, and how can you avoid them? Consider these common stumbling blocks for
successful negotiating, and ways to find a better path:

<. INADEQUATE PLANNING

Before writing your first offer, clarlfy your prierities,
strengths, and weaknesses—AND the seller's. A true
negotiating strategy s about much more than price.
Think beyond step one, anticipating possible responses
and courter offers. With careful forethought and a little
creativity, you'll faal much more confident about your
negotiating plan and Improve your odds of success,

Z.. GETTING EMOTIONAL

Stick to the facts and remain as objective as possible.
Fealings of personal insult or anger don't contribute
arything of value to a negotiation. (In fact, it's mora
likely to cloud your ability to think clearly.) If a seller
rejects some aspects of your offer, try to calmly and
rationally understand their parspactives.

5. IMPATIENCE

Sometimes the negotlating process takes time to unfold.
Stay relaxed and focusad on your purchasing objectives.
You may nesxd to be flexible and open to alternative ways
to reach them.

4. FEAR

While patlence Is a virtue, don't let fear paralyze your
abllity to make declslons. If you find a house that's a
good fit, don’t be afraid to submit an offer. Too often,
buyers delay action and the housa goos undear
contract with someone alsa. (Buyars rarely make

this mistake twice.)

5. BLIND SPOTS

Your objective Is to own a home. Don't loss sight of that
goal by putting too much emphasis on smaller cbstacles
and distractions that may present themsalves during the
negotiation process. Stay focusad on the big picture.

B. LACK OF KNOWLEDGE

Learn as much as you can from your buyer's rep
about current market conditions. Knowledge is power,
which can be used to your advantage in shaping your
negotiating strategy.

7. STUBBORNNESS

Megotiations are ultimately about two partles reaching
a win-win agreemant. Don't be complately unwilling to
compromiza, Instead, focus on jpoint problem solving.

Your Accredited Buyer's Representative can coach you further on these and other
points specific to your buying situation, helping you approach your negotiations

smoothly and successfully.
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BE IT KNOWN TO ALL HERE PRESENT THAT

Susan Creeden

having successfully completed the designated curriculum, and having

satisfied the practical experience requirements, is hereby awarded the

Accredited Buyer's Representative Designation
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