PREPARING FOR
..,q . ¥ YOUR FUTURE OFFER

\ .\i/ EJ Price Matters. But the Best Offer Is @

- About More Than Just the Number.

EVERY OFFER WILL BE PRESENTED.
| am required to present every written

offer received—even one that may

initially seem unrealistic or unlikely

to meet your expectations.

MORE THAN ONE OFFER? WE'LL COMPARE.
If multiple offers arrive, I'll help organize

and summarize the terms so we can

evaluate the differences.
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We've prepared your home, marketed it,
and welcomed buyers through the door.
The next step we’re working toward

is an offer! Before that happens, here's
a helpful overview of what to expect

so you'll be prepared to evaluate your
options and make informed decisions.

WHAT WILL WE EVALUATE?

When an offer comes in, we'll look at the entire package—not just the price.
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PURCHASE CONTRACT FINANCING &
PRICE TYPE PROOF OF FUNDS
What is the What contract How does the buyer
buyer offering? is being used, plan to purchase,
and what rights and what supporting
and oblig: has
does it create? been provided?

"y TIMING CAN GET COMPLICATED

Offers can arrive at different times
with different deadlines.
There is no perfect formula for
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managing every situation.

THE BEST OFFER COULD /

ON DAy 1... Or DAY 3

We'll evaluate every offer on its own
merits rather than assuming an early
offer should be rejected or that a
better one will automatically come later.
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WRITTEN REVIEW THE VERIFY SUPPORTING
OFFER TERMS DOCUMENTS
The buyer submits We review every Proof of funds,
a complete written detail fully. pre-app l,
offer. and other
documents
are reviewed.
WHY START IN WRITING?

| generally prefer to begin negotiations
with a complete written offer so we
understand the full proposal—not simply

a price mentioned in conversation.

OFFER CO

Once an offer is received, negotiations
are typically handled through
conversations and documented
communication until agreeable terms
are reached and final paperwork

is prepared for signature.

WHEN THI
You’LL BE

Thoughtful Evaluation. Strategic Negotiation.

Informed Decisions.

ACCEPT. DECLINE. OR COUNTER. MULTIPLE OFFERS REQUIRE STRATEGY

If we are fortunate enough to receive competing
offers, we may:
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( Use another approach designed
around the specific situation

When an offer arrives, you generally have three choices:

8 B | & | s E
et
= -.l.l.ll
b, —=
DEPOSIT CONTINGENCIES INSPECTIONS APPRAISAL TIMING & OTHER
How much is What diti What insp Is the transaction CLOSING DATE TER]\.‘.S
the buyer must be satisfied rights and contingent upon D°e‘ "‘.e prop What 20
committing, for the transaction timelines are the property timeline w,ork "q“m"w"_dm"“‘-
and when to move forward? included? appraising at a for you? or °.’-’"9°"°ﬂ:
is it due? certain value? are included?

ACCEPT IT
The offer meets your needs
and you are ready to move forward.

Compare offers side by side

Notify interested parties that competition exists
( Establish a deadline for “best and final”
DECLINE IT Request improved terms
The terms are not acceptable
and you do not wish to negotiate.

COUNTER IT
We propose different terms
and continue the negotiation.

ATEGY—NOT A REQUIREMENT. T "
NO COOKIE-CUTTER NEGOTIATIONS.
) The right strategy depends on the offers
in hand, their deadlines, market conditions,

and what matters most to you.

There is nothing wrong with accepting a good offer when

it meets your goals. Every counteroffer carries the
possibility that the buyer may choose to move on.

FROM OFFER TO AGREEMENT
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EVALUATE NEGOTIATE WHEN REACH FINALIZE SIGNATURES SUCCESSFUL
APPROPRIATE AGREEMENT DOCUMENTS CLOSING!
We evaluate the All ired
ffec Baseiion We negotiate Both parties agree  The sales agreement o We move toward
your goals and strategically and on the terms. is updated with the Reres sgn a smooth and
what matters communicate final terms. the agresment. successful closing.
most to you. clearly.
IMPORTANT REMINDERS You’LL ALWAYS HAVE

THE BIG PICTURE

| will summarize the key terms,
share the highlights, and provide
the offer documents for you

to review in detail. I'm here to
help you understand the entire
offer and make the best decision
for your situation.

* Deposits are generally not at risk until

they are deposited in Collier County.

Deals can fall apart for many reasons
until the home is closed.

All offers must be signed by ALL owners.

If your home is held in a trust and is
homesteaded, both spouses must sign
the offer, even if only one is the trustee.

My role is to help you understand the
i entire offer, see beyond the purchase
| price, evaluate the potential risks

and benefits, and make the decision

that is right for you.
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L, 239.287.2576
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