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Whether Buying or Selling, Navigating This Market Requires Expertise

If you're thinking it's a great time
to take up real estate as a profes-

That's where experience comes into
play. Iknow that I wouldn't have

sion, think again. This is
not an easy time to be
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been as good at this busi-
ness when | was starting

new in this business.
Whether I'm listing a
home or helping some-
one to buy a home,
today’s market is calling
on all of my skills and
expertise, and I'm glad
not to be a newbie in
this profession!

Let's look at the listing
side first. As I've written
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out 11 years ago. Now
that I'm a managing bro-
ker, | enjoy coaching my
broker associates on how
to find that “sweet spot”
when it comes to pricing a
home for sale.

Once you've priced the
home right, you then need
to evaluate competing
offers and play them

before, you can't underprice a home
now, but you can certainly overprice
a home. When you underprice a
home (however you and the seller
choose to determine that) competi-
tive offers will bring the price up and
you may sell the home for more than
if you priced it “right” and got maybe
one offer — or no offer at all.

The trick is to determine what
price is overpriced, and which price
is just right to attract multiple offers.

Golden Real Estate

Welcomes 2 New Agents

Leo Swoyer has been a
licensed real estate ap-
praiser for 11 years but
found he prefers to assist
buyers and sellers in the

against each other to your client's
best advantage. It's not just a matter
of accepting the best price. It could
involve convincing the strongest
buyer to waive appraisal even if they
are taking out a mortgage. You
might be wondering, “How can you
waive appraisal if the lender requires
an appraisal?” Waiving appraisal
does not mean your lender doesn't
order an appraisal, it just means you
waive the right to terminate the con-

tract if the home does not appraise.
It commits you to bringing additional
cash to the closing if that happens.
And it's quite common nowadays for
homes to sell for more money than
can be justified by an appraiser.

Now let's look at the buyer's side.
If a buyer submits an over-full-price
offer which waives appraisal, that
goes a long way toward being the
winning bidder.

But there are other areas that can
be utilized by an experienced agent
to win the day for their buyer in a
competitive situation.

I've written before about Golden
Real Estate’s moving truck as a tool
to use in winning a bid, by offering
the truck (and even free labor) to the
seller, as an incentive to select our
buyer over another buyer. In fact, in
a recent closing, the seller told me
that it was a deciding factor in choos-
ing our buyer over another buyer.

Escalation clauses are always a
good strategy in a competitive situa-
tion, but you need to know how to

use them. Experience has taught me
not to provide a maximum up to
which the buyer will go. If the seller
comes back with an amount that's
too high, the buyer doesn't need to
accept it.

Some buyers think that they can
get a better deal or a better chance
of being selected by not having an
agent on their side, but that only
means that the listing agent makes
more money, not necessarily that the
seller nets more money on the trans-
action. You're much better off having
an experienced negotiator on your
side.

Also, only an agent has access to
sold statistics on the MLS to help
assess the value of the property you
are bidding on. And your agent
needs to be a member of the Realtor
association — not all agents are —
because only Realtors have access
to the Realtor Property Resource or
“RPR,” which has terrific tools for
determining the value of any listing
anywhere in the country.

Don’t Miss This Saturday’s Garage Sale!

Jeffco’s Largest
Community Garage
Sale Is This Saturday

I'm happy to sponsor a Mountain

Mountain Ridge Garage Sale
May 17, 2014, 8am to Noon

Here's Who Has Signed Up for This Year's Sale:

purchase and sale of real
estate. We are happy to
have a team member with

Ridge community garage sale every
year. This year's sale is on Satur-
day, May 17th, and you can see

appraisal experience. what's being sold at each address | ; m 22| o
Also, his wife Jing is a by visiting the website | created for it |- o
native of China and helps other agents communi- at www.GoldenGarageSale.com. | Set Your GPS to

114 Eagle Ct., Golden

-

cate with Chinese buyers. Maps will also be available at the

subdivision’s entrance.
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Serving the West Metro Area

Chuck Brown (right) lives
on Lookout Mountain and
was formerly an inde-
pendent with the Metro
Brokers of Cherry Creek.
He has 16 years real es-
tate experience and en-
joys working with buyers
and sellers all across the
metro area. Chuck says,
"I'm excited to join an office with the high profession-
al standards of Golden Real Estate."
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