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Your finances are in order, your ideal neighborhoods identified — next up is finding that
perfect property and making a competitive offer. More importantly, one that is accepted
over other offers. As more and more people are looking to become homeowners, it's

important to prepare yourself for the mortgage process, home search, bidding wars, and

what you'll do next if you do not find the home of your dreams.

Here are my 6 strategies to getting your offer accepted!

COMPETITIVE
OFFER

A good rule of thumb,
specifically in a seller’s
market, is to start strong. To
do this, we will assess the
property’s market value and
together determine what a
competitive offer will be.

INSPECTIONS

Inspections are typically performed
after you secure a contract and
within 10 days to determine the

condition of the home. In a heated

market a Buyer may waive the
inspection, this is not encouraged
but market demand may put
pressure on a Buyer to do this in
order to secure the bid.

EARNEST
MONEY

This deposit shows good faith and
intention and will be credited
towards your down payment at
closing. Together we will
determine the appropriate
amount. The average is 1% of the
purchase price, but the higher the
deposit, the stronger the offer

CONTINGENCIES

Contingencies are events
outlined within the purchase
and sales and agreed to in
writing by all parties, such as
due diligence, inspections, bank
commitment, appraisal, etc.
These contingencies all have
deadlines that need to be
satisfied by you as the Buyer.

GIFT OF
TIME

Sometimes, Sellers have a
timetable for closing and
your offer could be more
appealing if you are able to
accommodate a Seller
preferred closing date.

ESCALATION
CLAUSE

An escalation clause is
designed to outbid your
competition, however, it doesn't
always work out that way. The
escalation automatically
increases your offer up to an
amount specified by you as the
Buyer in writing.
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