
Buyer’s Guide to Making  
Your Offer Competitive



When housing inventory is limited and there are more than one set of buyers making an 
offer, how do you get your offer to be the one the that gets accepted? The Ellen and Janis 
Real Estate Team have a winning track record of getting offers accepted in a multiple offer 
situation. With their market knowledge, negotiation skills and reputation in the real estate 
marketplace, you are sure to have a winning team on your side.



The Best Tips for Guiding Our Buyers

The Agent Representing the Seller

The seller’s agent in consultation with their seller 
sets a deadline for offers to come in by. You 
often see on the listing, Offers due  on 0/00/00 
by X o’clock.

The seller(s) agent will then organize them 
and meet with the seller whether in-person or 
virtually. During their review together its up to 
the seller along with the agent’s guidance to 
decide whether or not they want to go back to 
the buyers for a 2nd round (improvements to the 
offers received) or not. And if there are many 
offers they make go back to some but not all, 
perhaps only the top three. It varies from seller 
to seller. 

What we always say to our buyers is:    

a) we don’t know if there will be a second round  
 
b) put your best foot forward right out of the gate — write the best 
offer you are comfortable writing
 
c) if there is a second round and your first offer was the best, you 
can hold and not make additional improvements to the offer on a 
second round
 
d) if you are nervous about possibly overpaying, we can write the 
offer with an escalation clause. This says you are willing to pay 
X but are also willing to escalate your offer $5K over the highest 
verifiable offer (the seller’s agent will have to show us a redacted 
offer) up to X, buyer’s offer not to exceed $__ amount.



1.  Dates 

Quicker is usually more desirable by the seller  

This includes date for inspection (if you 
are doing one, see below), date for signing 
purchase and sale agreement, date for 
mortgage contingency (if you are getting a 
mortgage, see below), and date of closing.

Thinking About Your Offer

When you think about your offer, think about price and 
terms in order to make it a strong offer.  
 
Terms would consist of:



3.  Mortgage Contingency

A waived mortgage contingency is most 
desired by the seller

If your offer can be cash — even better.  

OR if you are getting a small mortgage, 
waiving the contingency makes your offer more 
competitive.

If you are not a CASH buyer but are 
comfortable waiving the mortgage 
contingency, you must have a Plan B should, 
for any reason, your mortgage gets denied by 
the lender. You will still be responsible for going 
through with the purchase or forfeiting the 5% 
deposit you made at the time you signed the 
purchase and sale agreement.

2.  Inspection 

A waived inspection is the most desired by 
seller  

OR waiving a large chunk of $$ from the 
inspection also makes your offer more 
competititve, like $20K, this tells the seller you 
are really doing it for information purposes only.  

OR you can write the offer with a home 
inspection post-P&S signing for information 
purposes only

As a buyer you must know and understand a 
bit about homes and construction to accept 
the risk that waiving a home inspection can 
have.  Consult a family member or friend who 
is an expert in building or conduct a home 
inspection even after you take procession of 
your new home.

Always consult with your lender / mortgage broker to make sure they can meet the mortgage commitment and closing dates.



As a buyer, you deserve the best buyer agent representation you can find.   

Please contact the Ellen and Janis Real Estate Team and we can assist you in 
your quest to buy a new home by giving you expert advice every step of the 
way.

The Ellen + Janis Real Estate Team
M: 617.256.8455
ellenandjanisteam@compass.com
ellenandjanisteam.com

The Ellen + Janis Real Estate Team is a team of real estate agents affiliated with Compass, a licensed real estate broker, and abides by Equal Housing Opportunity laws.


