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About the Author
Rob Kochanski- Collaborator &
Creator An entrepreneur and a
relentless innovator of the real
estate industry. Robert Kochanski is
the Founder & Host of Wauwatosa
Advice Givers® Podcast and Editor-inChief of Wauwatosa Advice Givers®
Magazine—a monthly print-publication, featuring Wauwatosa experts,
entrepreneurs and thought-leaders. He is also the author of the book: "The
Value-Driven Approach to Sell Real Estate," CEO of Wauwatosa First
Responders Only Program®, and is a licensed real estate agent with Home
Solutions Realty LLC. Rob has been called "provocative and
entertaining," but also, "a committed philanthropist." He is praised for his
Mission to raise/donate over $10,000 to local and First Responders related
charities each year. Rob also supports many great national charities too,
such as St. Jude's Children's Hospital, Wounded Warrior Project®,
Professional Fire Fighters of Wisconsin Charitable Foundation, Inc.,
Operation First Response, MADD: Mothers Against Drunk Driving,
among others. Plus, with his "Free Book 4 Charity" campaign, he hopes to
raise another $25,000 annually from the $5 (minimum) donations, of
paying it forward.
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The Home Buying Process - a brief, step by step overview
If you’re like most people, buying a home represents your single biggest investment – and debt.
As such, the home buying process can be one of the most exciting, but sometimes also
stressful, experiences you ever go through. This may be true whether you’ve bought many
homes or you’re looking to buy your first, whether you’re in the market for a new primary
residence, an investment property or that perfect vacation getaway.
Moreover, never has the real estate market offered more great opportunities, or been fraught
with more risks, than now. There are many factors to consider and many decisions to make.
That’s why, when buying, it’s crucial for you to have all the available resources necessary to
make a well-informed decision, together with the time required to make complete use of them.
That’s also why you should enlist the help of a trusted Agent who’ll be able to provide you with
expert consultation at each step of the buying process.
Generally, finding and purchasing a home includes the following steps, some of which are
examined in more detail throughout this booklet.

1. Define Your Goals, Research Your Options, Make Your Plans
Given that buying a home is such a big step, it’s all the more important for you to educate and
prepare yourself as much as possible in advance. Take a minute and answer these questions.
• Why am I buying?
• What kind of home do I want? Condo? Stand-alone home? Duplex?
• How much home can I afford?
• Where do I want to buy?
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Once you’ve answered these questions, even tentatively, you’ll be in a better position to
research your housing and mortgaging options, as well as create an action plan and timelines
for moving forward. You may want to do this yourself, but you may also benefit by consulting
an experienced Agent right from the start.
Part of this “Why” is also seeing where you might be in 5 to 7 years. Married? Kids? The
reason this may be important is that you may qualify at the price point for a condominium.
Rather than try to save the money, over 10 years, to buy a home, you could purchase a
condominium today. The benefits of this are:
(1) Your mortgage payment is now fixed. On a 30-year fixed loan, your payment will not
change. If you rent, your payment will go up.
(2) On a 30-year fixed, you are paying down your loan and also building equity in the property.
When you sell, that equity can be used to secure financing on a larger home.
(3) Property appreciation can also increase the value of your home. But don’t always count on
this.
This is why the 5 to 7 year window is so important. This will carry most home-owners through
a typical market cycle.
!5
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2. Contact A Real Estate Agent
How do you pick a good agent?
According to the Los Angeles Times®, over 70% of people don't trust real estate agents. And
with good reason. It is a 100% commission driven, self-regulating industry. Bending ethics is a
business model amongst real estate agents. Not all real estate agents. But enough that the
public views agents no differently than telemarketers and used car salesmen.
To define what a “good agent” is should not be related to how many homes they have sold. Or
how many buyers they have helped. It should be predicated on two questions.
(1) Are the agents core values and beliefs in alignment with my own?
(2) Are the agent’s objectives in alignment with my own?
We live in a world of transparency. For any agent you wish to do business with, investigate
what their online presence.
Look at what content they are putting out there.
Social Media Profiles
Blog Articles
Vlogs
Publishing Platforms (medium.com, etc.)
When you get done reading and viewing their content, ask yourself if you understand the person
better.
You should know this. If you’re getting ready to make the largest financial decision of your life,
you should know the core values and beliefs of the agent you want to work with.
!6
Rob Kochanskif@propertycoast.com - 714-791-5980

Rob Kochanski

Rob@TosaFreeBook4Charity.com

262-617-2043

3. Get Pre-Approved For A Loan
Generally, it is recommended that you get pre-qualified for a loan before you start viewing
homes with the serious intention of buying. The pre-approval process involves meeting with a
lender and authorizing them to examine your current financial situation and credit history. On
the basis of this examination the lender will provide you with a document that details how much
you can borrow to buy a home. Contact your local realtor to connect you with a local lender.
Documents that your lender will need:
Two month’s worth of bank statements
Last two pay stubs
Last two years of tax returns
The benefits of pre-qualification include:
• You’ll have information about what you can afford and plan accordingly
• As a qualified, motivated buyer you’ll be taken more seriously when you make an offer on a
home
• Lenders can tell you whether you qualify for any special programs that will enable you to
afford a better home (particularly if you’re a first-time buyer)
Real estate financing is available from many sources, and an experienced Agent will be able to
suggest lenders with a history of offering excellent mortgage products and services. For more
information about the benefits of pre-approval and the loan process in general, see The Loan
Process - Financing Your Home Purchase later in this book.
There are two types of lenders. Direct and In-Direct. I recommend working with a Direct
lender.
If you work with an In-Direct lender, someone who has never met you face to face, sits in an
office in another state, decides whether you can get the loan for your home. Does that sound
good?
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Always ask your trusted Agent for recommendations.
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4. View Homes And Select THE ONE
Simply put, key to the home search process is knowing what you’re looking for. Among other
things, that means distinguishing between “must-haves” and “like-to-haves”. To help you to
target your search and define your home preference priorities, this guide includes a Home
Buyer Checklist on page 28.
That said, here are a few recent facts about the search process that might put your experience
in perspective:
• Almost 90% of buyers use the Internet to search for homes (source)1
• The typical buyer searches for 12 weeks and views 12 homes (source)1
• 81% of buyers view real estate agents as very useful in the search process (source)1
I would recommend using realtor.com for your home search.
Zillow is quite popular. But even the CEO estimates that 30% of the information in Zillow is
inaccurate and incorrect.
1 - Home Buyer and Seller Generational Trend Reports 2015
Rob Kochanskif@propertycoast.com - 714-791-5980
However, it’s also important to view homes in person. While their property details may seem
similar online, homes can be very different in terms of layout, design, workmanship and
other aspects. In addition, you should ideally view homes with the help of an experienced and
eagle-eyed Agent® who’ll notice things you might miss, provide expert analysis, and act as an
impartial sounding board.
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5. Make An Offer And Negotiate With The Seller
Now that you’ve found the home you’d like to buy, it’s time to make an offer. The California
Association of Realtors, working with legal counsel, has developed the contracts, disclosures
and notices that are used for transactions in Long Beach. These contracts enable you to specify
a sale price and include many clauses for specifying various terms of purchase, such as
the closing and possession dates, your deposit amount, and other conditions. You should
carefully review these clauses with your Agent® to ensure that they express your desired offer.
In addition to drawing up the contract, your Agent will be happy to address all your questions
about the offer process. *
Once you’ve written the offer, your Agent will present it to the seller and/or the seller’s
representative. At that point, the process – given that a home’s eventual sale price is subject to
supply and demand – will depend on the kind of market you’re in. Generally, though, the seller
can accept your offer, reject it, or counter it to initiate the negotiation process.
!9
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Successive counter-offers, with deadlines for responding and meeting conditions, will be
exchanged between you and the seller until a mutually-satisfactory pending agreement is
reached or the negotiations breakdown.
Negotiations can involve many factors relating to different market conditions, homes and
sellers, some of which are examined in Negotiating The Deal, on page 22.
Your offer is a package. Here is what your Agent will submit to the Listing Agent.
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1. Purchase Agreement
2. Your Pre-Approval Letter
3. Proof of Funds (Bank statement showing deposit money)
4. Copy of the Earnest Money (Good Faith Deposit)

6. Secure Your Financing
Once you have a pending agreement, it’s time to go back to your chosen lender to finalize your
mortgage details so you can close the deal. This means finalizing your down payment, interest
rate, regular payment schedule and any other financial conditions associated with the closing.
As noted in the section on loan pre-approval, if you’ve already been qualified with a lender for
A certain loan and home purchase, this phase of buying your new home should be a relatively
straightforward matter that centers around finalizing the loan details and signing the mortgage
papers.
Also during this phase, the lender will be sending their own appraiser to the property. The job
of the appraiser is to determine what the current market worth is of a property. They do this by
examine comparable properties that have sold in the area within the last 6 months.
For more information on the loan process, see The Loan Process - Financing Your Home
Purchase, on page 18.
!10
Rob Kochanskif@propertycoast.com - 714-791-5980

Rob Kochanski

Rob@TosaFreeBook4Charity.com

262-617-2043

7. Inspection
During this phase, you are allowed to examine the property with a fine tooth comb. This is done
in two stages.
Stage 1: Disclosures and Notices
By law, the seller is required to “disclose” any material defects they are aware of with the
property. So is the seller’s agent. Leaking roof, known foundation cracks, etc must all be
disclosed to you. It is in their best interest to be truthful. If not, they may find themselves in
litigation with you before a judge.
Stage 2: Home Inspection
During the home inspection process, a home inspector will crawl over the entire house and
examine everything. A good home inspector knows and understands not only current California
and Wauwatosabuilding codes but also previous years. They will examine everything they
have access to and report back to you what their findings are.
If they find anything that requires repairs, they will alert you. Then you will request that the
seller make any/all repairs you think are important. The seller can either agree to all the
repairs, some of the repairs or none of the repairs. It is their choice.
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Four main areas you should know the condition of:
Electrical
Plumbing
Structure (Foundation)
Roof
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8. Close The Deal
If you’ve efficiently taken care of everything connected with purchasing your new home, the
experience of taking ownership will be a positive joy with no surprises. Key steps to the
closing, also referred to as the “escrow” or “settlement”, include:
• Getting a Title Search – an historical review of all legal documents relating to ownership of
the property – to ensure that there are no claims against the title of the property. It is also
necessary to purchase Title Insurance in case the records contain errors or there are
mistakes in the review process.
• The Final Walkthrough – you’ll be given the chance to look at the home to make sure it’s in
the same condition as when you signed the sale agreement.
• The Settlement – typically, on the Closing Date you’ll go to an escrow office to verify and
sign all the paperwork required to complete the transaction. The settlement will include paying
your closing costs, legal fees, property adjustments and transfer taxes. At that point, you’ll
receive the property title and copies of all documentation pertaining to the purchase.
Oh, and one more thing – you’ll get the keys. In most cases, Possession Date will fall within a
couple days, at which point you’ll be able to move into your new home.
Rob Kochanski
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A Home Buyers Glossary
When buying a home, it’s important to understand some of the key concepts and terms.
Throughout the purchase process, your Agent will be available to explain any unfamiliar terms
you encounter. That said, here is a short list of terms you’ll want to know:
Abstract Of Title – A complete historical summary of the public records relating to the legal
ownership of a particular property from the time of the first transfer to the present.
Adjustable Rate Mortgage (ARM) – Also known as a variable-rate loan, an ARM is one in
which the interest rate changes over time, relative to an index like the Treasure index.
Amortization – The process of reducing the principal debt through a schedule of fixed payments
at regular intervals of time, with an interest rate specified in a loan document.
Appraisal – A professional appraiser’s estimate of the market value of a property based on local
market data and the recent sale prices of similar properties.
Rob Kochanski
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Assessed Value – The value placed on a home by municipal assessors for the purposes of
determining property taxes.
Bones - Slang term used during the inspection process. It denotes the 4 essentials of a home:
structure, electrical, plumbing, and foundation.
Closing – The final steps in the transfer of property ownership. On the Closing Date, as
specified by the sales agreement, the buyer inspects and signs all the documents relating to the
transaction and the final disbursements are paid. Also referred to as the Settlement.
Closing Costs – The costs to complete a real estate transaction in addition to the price of the
home, may include: points, taxes, title insurance, appraisal fees and legal fees.
Comparables – A term used by real estate agents and appraisers. A “comparable” is a property
that has sold and is similar to the property being purchased. The appraiser uses this purchase
to reasonably assume the value of the property being purchased.
Contingency – A clause in the purchase contract that describes certain conditions that must be
met and agreed upon by both buyer and seller before the contract is binding.
Counter-offer – An offer, made in response to a previous offer, that rejects all or part of it while
enabling negotiations to continue towards a mutually-acceptable sales contract.
Conventional Mortgage – One that is not insured or guaranteed by the federal government.
Debt-to-Income Ratio – A ratio that measures total debt burden. It is calculated by dividing
gross monthly debt repayments, including mortgages, by gross monthly income.
!14 @propertycoast.com - 714-791-5980
Down Payment – The money paid by the buyer to the lender at the time of the closing. The
amount is the difference between the sales price and the mortgage loan. Requirements vary by
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loan type. Smaller down payments, less than 20%, usually requires mortgage insurance.
Earnest Money – A deposit given by the buyer to bind a purchase offer and which is held in
escrow. If the property sale is closed, the deposit is applied to the purchase price. If the buyer
does not fulfill all contract obligations, the deposit may be forfeited.
Equity – The value of the property, less the loan balance and any outstanding liens or other
debts against the property.
Easements – Legal right of access to use of a property by individuals or groups for specific
purposes. Easements may affect property values and are sometimes part of the deed.
Escrow – Funds held by a neutral third party (the escrow agent) until certain conditions of a
contract are met and the funds can be paid out. Escrow accounts are also used by loan
servicers to pay property taxes and homeowner’s insurance.
Fixed-Rate Mortgage – A type of mortgage loan in which the interest rate does not change
during the entire term of the loan.
Home Inspection – Professional inspection of a home, paid for by the buyer, to evaluate the
quality and safety of its plumbing, heating, wiring, appliances, roof, foundation, etc.
Homeowner’s Insurance – A policy that protects you and the lender from fire or flood, a
liability such as visitor injury, or damage to your personal property.
Lien – A claim or charge on property for payment of a debt. With a mortgage, the lender has the
right to take the title to your property if you don’t make the mortgage payments.
Listing Agent - This is the real estate agent who represents the seller of a home.
Market Value – The amount a willing buyer would pay a willing seller for a home. An
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appraised value is an estimate of the current fair market value.
Mortgage Insurance – Purchased by the buyer to protect the lender in the event of default
(typically for loans with less than 20% down). Available through a government agency like the
Federal Housing Administration (FHA) or through private mortgage insurers (PMI).
Possession Date – The date, as specified by the sales agreement, that the buyer can move into
the property. Generally, it occurs within a couple days of the Closing Date.
Pre-Approval Letter – A letter from a mortgage lender indicating that a buyer qualifies for a
mortgage of a specific amount. It also shows a home seller that you’re a serious buyer.
Principal – The amount of money borrowed from a lender to buy a home, or the amount of the
loan that has not yet been repaid. Does not include the interest paid to borrow.
Residential Purchase Agreement – A detailed, written document which makes an offer to
purchase a property, and which may be amended several times in the process of negotiations.
When signed by all parties involved in the sale, the purchase offer becomes a legally-binding
sales agreement. *
Title – The right to, and the ownership of, property. A Title or Deed is sometimes used as proof
of ownership of land. Clear title refers to a title that has no legal defects.
Title Insurance – Insurance policy that guarantees the accuracy of the title search and protects
lenders and homeowners against legal problems with the title.
Truth-In-Lending Act (TILA) – Federal law that requires disclosure of a truth-in-lending
statement for consumer loans. The statement includes a summary of the total cost of credit.
Title Search – A historical review of all legal documents relating to ownership of a property to
Rob Kochanski

Rob@TosaFreeBook4Charity.com

262-617-2043

determine if there have been any flaws in prior transfers of ownership or if there are any claims
or encumbrances on the title to the property.
!17
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To buy or not to buy – considerations for first-time home buyers in this market
Buying your first home is a major step. There’s a lot you need to know to make the right
decisions – and to avoid making the wrong ones. And that’s particularly true in this current
buyers’ market, when there are so many homes available and sellers have such diverse
motivations.
The good news is that if you know what you’re doing, or if you’re working with a highly
experienced Agent who does, this market offers fantastic opportunities to get a great home at a
great price.

Owning Versus Renting
Without question, owning a home comes with responsibilities and risks that you don’t have to
worry about when you rent, such as a mortgage, taxes, homeowner’s insurance, maintenance
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and repairs, to name a few.

Rent You Pay Today Total Rent Paid in 10 years
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However, financial advisors – not to mention homeowners themselves – say there are far more
advantages to owning.
Historically, it has trended that over time, you’ll lose money by renting instead of owning your
own home. Why not build up equity in a home instead of paying your landlord’s mortgage?
Although there are periodic market drops, historically owning a home has been a prime
financial investment.
You can take advantage of many ongoing tax benefits, like deducting the interest on your
mortgage and property taxes from your income tax.
Owning a home isn’t just a good investment in financial terms, it’s also an investment in a
higher quality of life – particularly if you have a family or if you’re planning one.
There is a special kind of pride in the ownership and upkeep of a home that you won’t get with
renting at the end of the day, it just feels good to own your own home. You can decorate it any
way you like, renovate or build additions, personalize your landscaping.

Do You Qualify To Own?
There’s only one way to find out: go to your bank and/or another lending institution and allow
them to perform a credit check and analyze your financial situation. Your realtor can provide
you with several lenders who work in the Wauwatosa area.
You might be surprised to know that there are many renters who financially qualify to own their
own homes, but don’t realize it. Are you in this category? It would be a shame if you wanted to
own your own home, but didn’t know you could – particularly in this perhaps once-in a-lifetime
buyers’ market.
Also, keep in mind you may be eligible for loans insured by the Veterans Administration (VA)
or the Federal Housing Administration (FHA).
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Is It A Good Time To Buy?
If you’re financially qualified, your timing couldn’t be better. In fact, few
markets have ever offered the kinds of opportunities that currently exist for first-time home
buyers, because:
• Mortgage rates are still low. You might be able to lock-in at a very low rate on a 30-year
mortgage!
• There are almost 550 homes available at all price points and locations with more homes
become available every day.
• There are many foreclosed homes and distress sale listings available at reduced prices.
So, the bottom line is that if you are currently renting but want to own a home, this is a
fantastic time to buy. And again, you may qualify to buy and not know it. So, talk to a
knowledgeable, experienced Agent about your options. Your Agent will not only be able to
guide
you towards getting all the financial support you qualify for, but you’ll also get the scoop on the
many and various great real estate opportunities currently available.
Not only that, but in case you didn’t know, all the work that a Agent does to help you find,
finance, and purchase a home won’t cost you a penny – it’s all paid for by the seller!

Who Pays for What?
The seller pays for the Agent’s commission out of the proceeds of the sale. The seller also pays
for the termite inspection and repairs (if requested) and the home warranty.
The buyer typically pays for the housing inspection, the appraisal, and fees associated with
escrow. Also, you will need to have money for the earnest money or good faith deposit. This is
typically, 1% of the purchase price.
!21
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The Loan Process - Financing Your Home Purchase
Unless you’re one of the rare few able to pay cash for your home, central to buying is finding
the right lender and mortgage product. There are many kinds of lending institutions,
offering a wide range of loans and special programs. In fact, you should diligently research your
options and shop around for a mortgage with as much care as you take when looking for a
home.
Here are the main steps to securing the mortgage that best suits
your needs.
Rob Kochanski
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Educate Yourself About Your Options
Sad to say, but we’re currently in a time when many people are suffering the consequences of
having made poor – and perhaps ill-advised – mortgage decisions. That’s why it’s crucial for
you to learn as much as you can about your mortgage options.
There are myriad loan types and programs available through thousands of banks, finance
companies, credit unions, and other assorted lenders. Not surprisingly, there are just as many
sources of information about mortgages. Websites like REALTOR.com®, books, news articles,
seminars, mortgage brokers, lenders, and knowledgeable REALTORS® can all help you make
your way through the labyrinth of financing possibilities, so make use of them. And be sure to
get a few opinions.
In short, do your homework before you put your name on the line, because what you don’t
know could hurt you.

Sincerely Examine Your Financial Situation
Together with educating yourself about your loan options, you should be asking yourself how
much mortgage and down payment you can really afford. Make yourself accountable. What
might you be giving up – not just every month, and also perhaps 20 years down the road – by
extending yourself further? Maybe taking on a larger mortgage will pay off greatly as an
investment, maybe it won’t. Be sure to weigh the risks and opportunity costs.
Along these lines, REALTOR.com® provides you with a variety of loan calculators that will
help
you determine what your regular payments will be based on your projected down payment, the
loan principal, the interest rate, the mortgage term, and so on.
One other point to note is that some lenders will qualify you for the maximum they’re willing to
lend which, however, may be more than you can truly afford given all your other
responsibilities.
Additionally, be sure to factor all related taxes, insurance, improvements, homeowner fees and
all other potential costs into the equation. The bottom line is that you should make a list of your
monthly expenses, as well as project your financial commitments during the life of the
mortgage.
This will provide a realistic figure of what you can afford.
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In shopping for a loan you should consider two main sources: direct lenders and mortgage
brokers. Direct lenders have the money and make the decisions, but have a limited number of
in-house products to offer. Brokers are intermediaries who charge a fee, but who can provide
you with loan options from many sources and can often save you money overall. In this case,
you might consult your Agent as they may have some beneficial connections.

First Time Home Buyer Programs
Not everyone qualifies but it never hurts to ask if you qualify for a First Time Home Buyer
Program. Depending on your income level, your profession, your chosen neighborhood or
school district, there could be money out there designed to get you into a home.
Owning a home is the American Dream. Many organization, including the government, have
programs designed to do just that.
Question to ask: Do I qualify for any First Time Home Buyer Programs?

Your Basic Mortgage Options
Generally, there are two ways you can go: a fixed-rate mortgage with an interest rate that
remains the same for the life of the loan, or an adjustable-rate mortgage (ARM) with a rate that
adjusts up or down, depending upon economic trends.
The advantages of a fixed-rate mortgage – particularly if you lock in at a low rate – are that they
protect you against the risk of rising interest rates, and their stability can also make it easier for
you to plan and budget your short and long-term expenses. Their down side is that they
generally have higher rates than ARMs at any given time, and by locking in you run the risk of
being trapped at a relatively high rate if interest rates fall.
Another main consideration with a fixed-rate mortgage is the term. Shorter term mortgages, like
a 15-year, have lower rates than a 30-year. The shorter term and lower rate mean that you’ll pay
less interest over the life of the loan, although your monthly payments will generally
be higher.
On the other hand, an adjustable-rate mortgage’s (ARM) rate is commonly based on the U.S.
Treasury index for a one-year Treasury bill, although it may also be geared to other indexes.
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Generally, lenders add 2-4% to the index rate to get their ARM rate. Initially, the rate is lower
than the fixed rate by a quarter point to two points or more. This rate will periodically adjust
within set limits or “caps” that are specified by the terms of the loan.
Finally, it must be reiterated that the loan you ultimately qualify for will depend on your credit
status. The best rates and terms are only available to those with solid credit so, if possible, pay
off your credit cards and make all other bill payments in full and on time.

Apply For A Mortgage
Once you’ve reached a pending agreement with a seller to buy a home you’ll have all the details
you need to formally apply for a mortgage. When you meet with your chosen lender to
complete the application you’ll need to provide information – if you didn’t during the preapproval process – about your household income, job tenure and stability, assets and existing
debt, and regular expenses. This may take the form of pay stubs, bank and investment
statements, tax returns and other documentation. The lender will also check your credit status.
!25
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During the application process, you’ll discuss your different loan options and programs you
qualify for, as well as finalize the size of your down payment. If you place less than 20% down,
the lender may require the mortgage to be guaranteed by a third party such as the Veterans
Administration (VA), the Federal Housing Administration (FHA) or a private mortgage insurer
(PMI).
Generally, because there are so many considerations and so much at stake, make sure you
bring all your questions to the table, and this includes asking the lender to explain all terms of
the mortgage. You may find that having a trusted and knowledgeable Agent by your
side to explain every aspect of the mortgage contract will increase your peace of mind.
Lastly, if you qualify for the loan you’re seeking, the lender will often have the home you’re
buying professionally appraised to ensure that it is worth the purchase price.
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Successfully negotiating the deal
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Negotiating the transaction is usually the most complex aspect of buying a home. At the same
time, it’s the one that can involve the most creativity. That’s why it’s important to have an
experienced and savvy Agent who has successfully worked through many different
transaction scenarios.
That said, what follows are a few strategies for negotiating a good deal in a buyer’s market like
this one, all of which involve: presenting yourself as a serious buyer while, at the same time,
keeping your emotions in check; trying to understand and respect the priorities of the seller;
being creative and, where necessary, willing to compromise to get the deal done.

Strike A Balance – Motivated But Not Too Eager
For you, as a buyer in a sellers’ market, it all starts before you even make an offer, the first time
you see that home you think might be THE ONE. It’s important that you not give yourself away
to the listing agent by getting too excited about your “find”. If anything, ask a few questions,
maybe take a few notes, and let your Agent do most of the talking.
Ideally you’re trying to strike a balance by appearing to be a qualified, motivated buyer while,
not appearing to be too eager. You’ll demonstrate that you’re a serious buyer – the kind sellers
look for – at the time you make the offer, particularly if you:
• Have already sold your present home (if you have one); or in any case, make it clear that
you’re not dependent upon selling in order to buy
• Make an all-cash offer or show that you’ve been pre-approved
• Provide an attractive “earnest” deposit with the offer
• Make an offer that still gives you room to negotiate your price
Not only will this approach show that you’re qualified and motivated, it will place you in a
stronger negotiating position overall. The sellers won’t want to lose you and so will be more
inclined to reduce their price a little and/or make some concessions with respect to terms

Understand And Respect The Seller’s Priorities
If, through the negotiations, you can find out more about the seller’s situation and priorities
you’ll not only improve your position, but you’ll also be able to resolve any obstacles more
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creatively and sensitively.
For instance, if a seller is adamant about the sale price they might be more flexible about taking
care of a few repairs or part of the transaction costs. Or if they need a certain closing date, you
might be able to get them to concede some other terms. There are no “one size fits all”
approaches to negotiating, particularly in the current market when there are so many distress
sales. In general, the more you know about the seller’s priorities, the more you’ll be able to
work with them in order to achieve your own priorities.
Reasons people sell:
• Downsizing (Retirement)
• Upsizing (Growing Family)
• Career move to another area or state
Based on the reason your offer may have to reflect
• Flexible escrow date: 30, 45 or 60 days?
• Lease-back whereby the owners become your tenants for a month or two
Question to ask: Why is the seller selling?

Look Beyond The Price
While a home’s sale price is generally the focus of negotiations, often sellers will have needs
such that the terms of purchase can significantly influence the final deal. Additionally, it is in
relation to the terms – which can represent thousands of dollars in value – where you can get
most creative when it comes to resolving the obstacles to transacting. Here are some elements
in the purchase agreement that you might put on the table for discussion:
• An all-cash offer by you
• The amount of earnest money deposit you provide
• Closing and Possession Dates
• Inclusion of furniture, fixtures, etc., not considered part of the property
• Payment for repairs required by your lender
• Payment of taxes, utilities and rents
• Payment of title search and insurance
• Payment of survey, transfer taxes and recording fees
• Payment of general and termite inspections
• Payment of attorney’s fees
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Along these lines, the key is to get all terms of purchase in writing within the agreement. These
terms should then be carefully reviewed and clearly understood by both you and the seller so
that you’re on the same page and the negotiations move forward.

Is It Really THE ONE? If So, Make It So
Even in a buyers’ market like this one, if you’re really interested in buying the home you’re
negotiating over – if it is THE ONE – you should be willing to make some compromises
to make the deal happen. If that’s not the case, then you should listen to your heart and consider
looking for another home – it just might be out there waiting for you . . .
That said, here are a few basic principles of successful negotiation to consider if you’re
committed to completing your purchase:
• Remember your priorities and respect the seller’s – don’t let small things get in the way of
your better judgment.
• If necessary, defer until later – if small issues do get in the way in the midst of big ones, focus
on and consolidate your agreement on the big issues and come back to the small ones later.
• At the end of the day, if there are disagreements about relative small expenses, split the
difference and smile.
The reality is that most negotiations proceed without much problem. In the event that there are
difficulties but you’re committed to buying the home, remember: where there’s a will there’s a
way.
What Can Wauwatosa Home Buyer’s Expect In This Market
Every home buyer should take a look at two key indicators which can tell you a lot about what’s
happening in the market place.

Inventory
Inventory is down. Way down. 1.9 months worth of inventory. What does this mean?
• The number of properties available is low.
• As a buyer, you may not get the first property that you want.
• As a buyer, you may have to put down 4 or 5 offers before getting accepted.

Days on Market
Currently the average number of Days on Market for Wauwatosais 31.
What does this mean?
• Sellers are listing their home for sale and receiving offers within days.
• After 7 days, an offer has been accepted.
• The next 30 days are in escrow and the transaction is closed.
Summary
Expect that your first 3 offers will be turned down. This is nothing against you but you are
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bidding with other people for a property.
If your offer gets turned down, start looking at more houses. New houses come on the market
all the time. Keep your eyes wide open.
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House Hunting Checklist
Basic Requirements
Minimum Bedrooms 1 2 3 4 5+
Minimum Bathrooms 1 2 3 4 5+
Minimum Size ____________ sq. ft.
Features (Check under the column for the priority of each feature)
Must Have Nice to Have Not Important
Garage
Driveway
Covered Parking
Single Story
Central Heat/AC
Energy Efficient
Fireplace
Carpet
Hardwood Floors
Tile floors
Formal Dining Room
Gas Appliances
Open Floor Plan
Home Office
Separate Laundry Area
Walk-in Closets
Fenced Yard
Patio or Deck
Front Porch
Pool/Spa
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Summary
Hopefully this document provided you with some guidance around the home buying process in
the Southeastern Wisconsin area.
The best way to protect yourself is to get educated. Ask questions.
Remember to select an agent whose:
(1) Core values and beliefs in alignment with yours.
(2) Objectives in alignment with yours.
If at any point you have any questions, contact me. I’m available via email, phone, or text.
I sincerely wish you all the best on this journey.
Sincerely,

Rob Kochanski
Author, Entrepreneur, Real Estate Innovator
Founder & Host: Wauwatosa Advice Gives Podcast
More to the Story at: RobKochanski.com
Home Solutions Realty LLC
We have seen the traditional real estate approach disappoint too many people. Therefore
we've taken to studying the World's greatest investor, Warren Buffett, and his investment
philosophy, to develop a unique approach to selling our clients homes. We've discovered, by
treating your home as an investment, like a business with a "stock" price - through a ValueDriven Approach - there is a unique way to extract tens of thousands of additional profit from
any home on the market.
Click Here to Learn More. RobKochanski.com Email: Rob@TosaFreeBook4Charity.com
Phone 262-617-0243
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