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RELYING ON

ZILLOW

Mistake #1
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Even if you’re the world’s
best shopper, it is not a good
idea to rely on the internet
as your primary source for
the homebuying process.
Real estate has changed
tremendously in the past
decade. Just a few years ago,
there were only a few ways
that consumers could find
out about properties for
sale: newspaper ads, yard
signs, and real estate agents.
Now consumers can
view information for most
(but not all!) available
properties online. 

Since these sites typically
draw their information from
local multi-list services
(MLS) and tax records, in
theory, the information they
provide should be accurate.
In reality, that’s not always
the case. We’ve lost count of
the times that we’ve
researched something that a
client found online,

only to discover that it was
outdated or just plain wrong.
Especially in today’s market
of low inventory, spinning
your wheels on outdated or
inaccurate information can
slow you down enough to
miss actual opportunities. By
working with a professional
Buyer’s Agent with extensive
knowledge of the local
market, you set yourself up
to discover and respond
quickly to real opportunities
when they arise.

To take it a step further, if
your Buyer’s Agent is
Affiliated with a firm or
group that handles a lot of
listings in your target area,
you put yourself yet another
step ahead of the game. Top
Buyer’s Agents tend to learn
about new listings in the
timeliest fashion – often
times before they’re entered
into the MLS!
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CONTINUING YOUR

SEARCH 

Mistake #2

When it comes to purchasing a
home, clarity is power. Start by
listing the “non-negotiables” for
your family's ideal home. These
are the features that you must
have, or you will not buy the
house, no matter how fabulous it
is. Examples might include: one-
level living, within a specific
school district, at least four
bedrooms, under $550,000. But
wait! Are these items really non-
negotiable?

What if a three-bedroom home
had unfinished basement that
could be converted into a fourth
bedroom?

We’re not saying that you should
compromise on your family’s non-
negotiables. Not at all! Instead,
we’re challenging you to get clear
on which features can be
amended to convert a “near miss”
property into your family’s dream
home. A skilled Buyer’s Agent is
able to look beyond your initial
wish list and offer options that
you might overlook during your
online search (i.e., recognizing
the prince who’s hiding amongst
the frogs).



Once you’re clear on your family’s
non-negotiable list, trust your
Buyer’s Agent to scour the MLS
and explore a variety of other off-
market options to find properties
that might be a good fit.
Especially in the current low-
inventory market, there may, or
may not, be a variety of options. 

If you find THE ONE right away,
will you be OK making an offer? If
not, why not? If the sole reason is
because you haven’t seen
“everything out there”, that’s
a mistake.

The Average Days on Market for
homes is at record lows. And if a
property is desirable to you, then
it’s probably desirable to others,
too. So, if you forego making an
offer in order to shop around, it’s
likely that the potential dream
home you visited first will not be
available.

Be clear on your family’s non-
negotiables, and work with a
professional Buyer’s Agent who’s
an expert on the local inventory
and willing to hustle to find off-
market properties for your
consideration.

THINKING YOU MUST VISIT

A LOT OF HOMES BEFORE

MAKING AN OFFER

Mistake #3

Buying a home is a big deal; it’s sure to be one of your family’s largest purchases
– if not THE largest. Therefore, it must be prudent to shop around and explore a
lot of options, right? Not necessarily!
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LOWBALLING WITHOUT

AN OFFER STRATEGY

Mistake #4
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Everyone wants the best property
at the lowest price. But
lowballing is not always the best
option. It will most likely lead to
alienating the sellers and starting
a budding relationship off sour. 

Sometimes, it makes sense to
submit an offer that is
substantially below the List Price.
Examples can include overpriced
properties and properties that
have been on the market for
significantly longer than most.

In any negotiation, it’s important
to have a strategy to help achieve
these objectives. Since
negotiations may involve more
than one round, it's great to have
a strategy.

Regardless, the objectives of an
initial offer are the following:

A skilled Buyer’s Agent will
consult with you to craft an offer
strategy that takes into
consideration a variety of
elements – not just Purchase
Price. Some examples include
how quickly the Buyer can close,
cash purchase and more.

A full-time Buyer’s Agent has
extensive experience observing
which offer strategies tend to
work best to get clients their
ideal property at the best price.
Work with an agent you trust
and respect, and you’ll be well
positioned for the best possible
outcome.

1. Give the sellers
enough hope they
can engage in a
constructive
negotiation

2. Don't leave money
on the table!


