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Questions
Frequently asked by Buyers

How can I find out what homes are selling for in a given
neighborhood?

As your real estate professional, it is my job to furnish you
with a Comparative Market Analysis. This report provides a
comprehensive view on recent home sales of similar size,
age, number of bedrooms and bathrooms over the past six
months.

How can I find out what my property tax bill will be?

The total amount of the previous year’s property taxes is
included in the listing information. I also have access to
King County Tax Assessor’s office for updated
information. Property tax rates change each year so the
previous tax year is a preliminary figure to work with for
mortgage purposes.

When | start looking at homes, what should I be looking
for the first time through?

A home is an excellent investment so most importantly it
should fit your lifestyle with spaces and features that appeal
to everyone in your family. As you look at each home, pay
close attention to these important considerations:

e Is there enough room for you now and in the future?

e Look at the floor plan; does it meet all of your needs?

e Isthere enough storage space?

e  Will you need to replace any appliances?

e  Will your furniture fit nicely in the rooms?

e |sthe yard too small or too large? Low maintenance or
high maintenance?

e Does it have potential with some improvements, i.e.,
paint, new deck, cabinetry, flooring, carpeting?

How many bedrooms should | be considering?

This is always a personal preference, however spare
bedrooms and where they are located in the home are
always good to have especially when friends or family
come to stay, and useful for offices, library or retreat areas.
Consider any extended family needs when answering this
question.

Is an older home as good a value as a new home?

Both new and older homes offer distinct advantages,
depending upon your unique taste and lifestyle. New homes
generally have larger rooms, additional bedrooms or a
family room. Some buyers are charmed by the elegance of
an older home, i.e. Craftsman, Victorian or Contemporary
style, but sometimes may be reluctant to purchase an older
home because maintenance costs could be higher.

What do | need to bring when we look at homes?

I recommend a notebook, pen, tape measure, camera, and
perhaps a flashlight. Be prepared to look around and please
ask questions! You have the right to know. If you wish to
go back to a particular property for a second, third or fourth
look, I’ll be happy to schedule the appointments.
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Questions
Frequently asked by Buyers

What should I ask about each home that we preview?

As a rule of thumb, ask questions until you are satisfied.
Ask about specific rooms and features. Pay particular
attention to areas that you notice could be problematic,
defects or areas that need repair. Sellers provide a “Sellers
Disclosure Statement” on the property. Any known defects
or maintenance issues must be disclosed to potential buyers.
We will carefully review the disclosure form.

How many homes should | preview before I buy?

There is no set number of homes to preview before you
decide to make an offer on one. Providing me with as many
details as possible, | will narrow our search to your specific
needs, areas and price range. The house hunting process
should be fun. It will help you get a general feel for the
homes in a particular community and to narrow your
choices. If you are looking at more than one community, we
will try to utilize our time appropriately by focusing on one
community at a time.

How do | know | am receiving the best value for my
money?

As mentioned in a previous question, | will prepare a
Comparative Market Analysis for you. When you apply for
a mortgage, your lender will contract with an accredited
real estate appraiser to appraise your purchased property. A
real estate appraisal is an unbiased report of the property's
value based on comps in the area, style, appearance,
condition, and other qualitative factors. An appraisal in an
integral part of the purchasing process because it protects
you from paying more than a property’s appraised value.

What does a home inspector do?

I highly recommend a home inspection. A home inspector
will check a home’s plumbing, electrical, structural and
roof condition; the crawl space; heating system; appliances;
pest infestation; the overall condition of the home. The
buyer hires and pays for the inspection. Depending on the
size of the home, an inspection will cost from $275 - $450.
An inspector’s job is to make you aware of recommended
repairs. Our offer will include an inspection contingency
and we will negotiate the findings of the inspection with the
seller. It is to your advantage to be present for the
inspection which can last up to 3 hours. You will be able to
ask the inspector questions about the condition and
maintenance of the home.

Do I need an attorney to purchase a home?

The legal contracts involved in purchasing a home are
complex and can be overwhelming for a first time buyer.
You have the right to retain an attorney. Your attorney will
review the terms of the agreement and can be present at
closing. If you would like to retain a real estate attorney and
don’t know one, ask me for recommendations.
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Questions
Frequently asked by Sellers

When is the best time to list my home for sale?

As soon as you decide it is time to sell. It is in your best
interest to allow enough time to make all of the necessary
arrangements to move and organize your furnishings and
belongings. The more time you allow, there will be more
potential buyers and we will receive a better return for our
marketing efforts. Spring and Fall are prime listing seasons
and there will be more houses on the market, thus you will
have more competition.

How long will it take to sell?

The average days on the market depend greatly upon price,
location and the condition of the home - and of course, the
market conditions.

Why can’t I sell my home myself?

Sellers often look at the real estate commission and think
they could same some money by selling their property
themselves. It is best to work with a real estate professional
who can give you maximum exposure for your property. |
will know about market trends and accurately price your
home, negotiate the terms and conditions of the real estate
contract and coordinate all of the details needed to achieve
a successful closing.

What are Open Houses and Broker’s Opens and
how do they work?

All of the above are part of the marketing process. Open
houses are usually held either during the week or the
weekend on a mutually agreed date. Open houses offer
prospective buyers to “browse” at their leisure and not feel
any pressure. | will provide feedback to you on the amount
of activity through your home and will follow up with any
prospective buyers. Broker’s opens are for real estate
agents and brokers and are held on a specific day during
the week. The more real estate professionals who see your
home, the more exposure you will receive from prospective
buyers. Both open houses and broker’s opens generate
leads.

What are the typical seller’s costs at closing?

The seller’s major cost at closing is normally the payoff of
any existing mortgage loans, broker’s commissions, escrow
fee, title insurance, prorated property taxes up to the date of
closing, utilities up to closing and excise taxes which are
considered a transfer tax. This is a tax levied on each sale
of real property and range from 1.28% to 2.03%. In King
County, the usual rate is 1.78% of the sale price.
Depending on the terms of the purchase and sale
agreement, the seller may also be responsible for paying
buyer’s closing costs, a credit toward repairs and other
negotiable items. These would all be items agreed upon in
the purchase and sale agreement.
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The following are items we complete to put your home on the
market:
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