
MARKET CONDITIONS: Real estate markets are cy ove time.

predict future market conditions with accuracy. In a real state

generally more Buyers than Sellers. This will often lead to ultiple ompeting for the same opert

As a result, in order to make their offers more attractiv some may offer more than iginal
lanned or eliminate certain contingencies in their offers. In a less competitive or "cool" market there are

enerally more Sellers than Buyers, often causing real estate prices to level off or drop, sometimes
recipitously. The sales price of homes being sold as foreclosures and short sales is difficult to anticipate
nd can affect the value of other homes in the area. Brokers, appraisers, Sellers and Buyers take these

ration when valuing property. In light of the real estate
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ugh Brokers may provide you with comparable sales
the local multiple listing service, you should know that the

rices may change, up or down, faster than reported sales
s should be s comfortable with the price they are offering or the price they
counter offer

indicate.

are acce be aware of and think about the following: (i) If your offer is

accepted, the property's value may not increase and may even decrease. (ii) If yo offer is accepted,

you may have "Buyer's remorse" that you paid too much. (iii) If your offer is rejec
guarantee that you will find a similar property at the same price. (iv) If your offer i
not be satisfied that the amount you offered wa

d there can be no

rejected, you may

purchase agreements contain contingencies allowing a

Buyer within a specified period of time o cancel a purchase if: (i) the Buyer cannot obtain a loan; (ii) if
the property does not appraise at a c rtain value; (iii) if the Buyer is dissatisfied with the property's
condition after an inspection; (iv) if an i surance policy cannot be obtained for an acceptable cost; or (v)

any othe ncy within the chase greement. To make their offers more attractive, Buyers
sometim ffers with few o cont gencies or offer to remove contingencies within a short

period of time. In a "hot" market, sellers I sometimes insist that Buyers write offers with no
contingencies. Broker recommends that Buye t write n ingent if yo do so,

are acting against Broker's advice. However, o write onting ese re som
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APPRAI

is worth

CONTINGENCY:

you have agreed
or may not loan

the property, an
der the contract

r's (or your own) appraiser do not believe the property

your lender may not loan the I amount needed for the
amount at all because of a low appraisal. s a result, if you do not

u have removed your appraisal contingency, you may leg
could be required to pay damages to, or forfeit your depo

he purchase price to match the appraised value

disapprove of the condition of the property and as a

result, you do not purchase the property, you may legally be in default under the contract and

required to pay damages to, or forfeit your deposit to, the Seller if you have removed your
investigation contingency. However, even if you make an offer without an investigation contingency
or you remove that contingency, the Seller may still be obligated to disclose to you material facts
about roperty. ses, once you receive that information the law gives you an

mite perioindepe right to
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