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In a seller’s market, buyers
are at a disadvantage by defi-
nition. Many properties in a
hot market will receive several
offers. That means you have to
make yours stand out from the
crowd.

While the price, terms and
other details of your offer will
be crucial to closing the deal,
you'll also need a seasoned,
professional agent on your
side.

FIND THE RIGHT AGENT

Look for availability. Seller’s
markets move very quickly.
When choosing a buyer’s agent
in a seller’s market, note how
responsive the agent is from
the very first phone call. Is
your call returned promptly?
Does he follow up quickly on
any questions you have? If you
end up competing with several
other buyers for a home, your
agent’s responsiveness will
become crucial. You'll need to
respond quickly to counter-of-
fers before another buyer
beats you to the punch.

Look for experience. You'll
want an agent who's a go-get-
ter and knows how to struc-
ture offers that get sellers’
attention. These attributes are
common among agents who
have had a hand in many
deals. When interviewing
agents, ask how many previ-
ous deals she’s closed, and ask
for examples of how she’s gone
the extra mile to get her cli-

Real Estate Tips and Advice

ents’ offers noticed.

BE FLEXIBLE

Discuss forgoing contingen-
cies. In a seller’s market, sellers
will be looking for the deals
with the fewest possible stum-
bling blocks. Contingencies for
inspections, mortgages and
appraisals all represent poten-
tial problems, from a seller’s
standpoint. While you may not
be able to reasonably forgo all
of those contingencies, leaving
off one or two might give your
offer the edge over other buy-
ers.

Be willing to do it yourself.

If you put in an offer and your
inspection turns up minor
issues, such as a leaky faucet or
squeaky front door, consider
doing the work yourself. In a
seller’s market, even asking for
small, relatively inexpensive
repairs could make your offer
less attractive than others. If
you're capable of doing small
jobs yourself, consider it a
small price to pay to nab the
right home.

BE PREPARED
Set up notifications. In very
hot markets, homes sometimes
sell in hours. Know about

newly listed homes as soon as
they hit the market with auto-
matic email notifications for
homes that meet your speci-
fied criteria. Ask your agent
about the services offered by
his firm or the local listing ser-
vice.

Get pre-approved. Getting
pre-approved for aloan is an
absolute must in a seller’s mar-
ket. You can bet that many
other potential buyers will have
done this, giving the seller
assurances that they are finan-
cially prepared to follow
through on the deal. Do the
same.

REAL ESTATE 101

Markets to Watch

In January 2017, Zillow
released its list of the Top
10 Housing Markets for
2017, based on rising home
values, low unemployment
rates and strong income
growth:

1. Nashville, Tenn.

2. Seattle

3. Provo, Utah

4. Orlando, Fla.

5. Salt Lake City, Utah
6. Portland, Ore.

7. Knoxville, Tenn.

8. Ogden, Utah

9. Denver

10. Sacramento, Calif.

To learn more, visit http://
bit.ly/2kWBcvM.

Be available. Don't wait until
the weekend to see a home
that piques your interest. If you
do, you'll likely be at a disad-
vantage to buyers who are pre-
pared to move more quickly.

Put your best offer forward.
Talk through the offer with
your agent, and know how
much you're prepared to go up
on the offer price and how
many contingencies you're
willing to forgo. Talking it
through will allow you to make
an aggressive offer and be
quick to respond to counter
offers.



While the price, terms and
other details of your offer will
be crucial to closing the deal,
you'll also need a seasoned,
professional agent on your
side.
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Seller’s markets move very
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ket, note how responsive the
agent is from the very first
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A

n a seller's market, buyers are at a disadvantage by definition.
Many properties in a hot market will receive several offers.
That means you have to make yours stand out from the crowd.

need to respond quickly to
counter-offers before another
buyer beats you to the punch.

Look for experience. You'll
want an agent who’s a go-get-
ter and knows how to struc-
ture offers that get sellers’
attention. These attributes are
common among agents who
have had a hand in many
deals. When interviewing
agents, ask how many previ-
ous deals she’s closed, and ask
for examples of how she’s
gone the extra mile to get her
clients’ offers noticed.

BE FLEXIBLE
Discuss forgoing contin-
gencies. In a seller’s market,
sellers will be looking for the
deals with the fewest possible

2. Seattle

1. Nashville, Tenn.

3. Provo, Utah
To learn more, visit http://bit.ly/2kWBcvM.

stumbling blocks.
Contingencies for inspec-
tions, mortgages and apprais-
als all represent potential
problems, from a seller’s
standpoint. While you may
not be able to reasonably
forgo all of those contingen-
cies, leaving off one or two
might give your offer the edge
over other buyers.

Be willing to do it yourself.
If you put in an offer and your
inspection turns up minor
issues, such as a leaky faucet
or squeaky front door, consid-
er doing the work yourself. In
a seller’s market, even asking
for small, relatively inexpen-
sive repairs could make your
offer less attractive than oth-
ers. If you're capable of doing

Markets to Watch
In January 2017, Zillow released its list of the Top 10 Housing Markets for 2017,
based on rising home values, low unemployment rates and strong income growth:

4. Orlando, Fla.
5. Salt Lake City,
Utah

small jobs yourself, consider
it a small price to pay to nab
the right home.

BE PREPARED

Set up notifications. In very
hot markets, homes some-
times sell in hours. Know
about newly listed homes as
soon as they hit the market
with automatic email notifi-
cations for homes that meet
your specified criteria. Ask
your agent about the services
offered by his firm or the local
listing service.

Get pre-approved. Getting
pre-approved for a loan is an
absolute must in a seller’s
market. You can bet that
many other potential buyers
will have done this, giving the
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seller assurances that they are
financially prepared to follow
through on the deal. Do the
same.

Be available. Don’t wait
until the weekend to see a
home that piques your inter-
est. If you do, you'll likely be
at a disadvantage to buyers
who are prepared to move
more quickly.

Put your best offer for-
ward. Talk through the offer
with your agent, and know
how much you'’re prepared to
go up on the offer price and
how many contingencies
you're willing to forgo. Talking
it through will allow you to
make an aggressive offer and
be quick to respond to count-
er offers.

6. Portland, Ore. 9. Denver
7. Knoxville, Tenn.  10. Sacramento,
8. Ogden, Utah Calif.

Payment shock: A scenario in which monthly mortgage payments on an adjustable-rate mortgage (ARM) rise so high that the borrower may not be able to afford the

payments.

SOURCE: Consumer Financial Protection Bureau

AD SPACE




