
MAKE AN OFFER

Ready, Set, Offer
L E T ’ S  M A K E     I T  O F F I C I A L !

M A K I N G  A N  O F F E R
When you f ind “the one,” we’ l l  wr i te 
up an offer  to purchase.  Working 
with our legal  counsel ,  we’ l l  have 
the contracts prepared for  your 
transact ion.  We’l l  review the detai ls 
of  a purchase contract  with you 
ahead of  t ime so you know what 
to expect.  Once we’ve presented 
the offer  to the sel ler  and/or their 
representat ive,  they can accept, 
reject  or  counter to init iate the 
negotiat ion process.

5 P I E C E S  O F  A
C O M P E T I T I V E
H O M E  O F F E R

S T R O N G  P U R C H A S E  P R I C E
Offer a pr ice that ref lects market 
value- or  higher in a competit ive 
s i tuat ion

F E W E R  C O N T I N G E N C I E S
Fewer cont ingencies-  l ike waiv ing 
minor repairs  or  having to sel l 
your home f i rst ,  can make al l  the 
di fference

A P P R A I S A L  G U A R A N T E E
I f  the appraisal  comes in under the 
agreed upon sales pr ice,  you agree to 
cover a certain amount of  the gap in 
cash

F L E X I B L E  P O S S E S S I O N  O R 
O C C U P A N C Y
Let the sel ler  choose their  ideal 
move-out date- or  offer  post-c losing 
occupancy i f  they need t ime

I N S P E C T I O N S
Limit ing,  expedit ing or waiv ing 
inspect ions ent i rely  ( in certain 
s i tuat ions)  can put your offer  ahead 
of  the rest

Can I  change my mind after 
making an offer?
Yes,  but there are deadl ines and 
contingencies to be aware of  ( l ike 
inspect ion or f inancing)

What if  someone else makes an 
offer too?
You may be in a mult iple-offer 
s i tuat ion,  which may require 
tweaking of  some of  the offer 
pieces.   We wi l l  guide you on how 
to respond, but the f inal  cal l  is 
a lways yours!


