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Call Me Today for All Your 
Real Estate Needs!

There is no requirement, legal or otherwise, to find the next home before 

selling the current one. Selling first is wise in many situations. First, you’ll 

avoid making a contingent offer on a home – something that many home 

sellers won’t entertain in an overheated market.

 

A contingent is a condition. It’s like telling a seller that “Yes, I’ll buy your 

home, but only under this condition.” In your case, the condition would be that 

your current home sells in time to close on the one you are purchasing.

 

Additionally, selling first eliminates the possibility of owning and making 

payments on two homes every month. The lender will consider those two 

monthly payments, and they will most likely ding your debt-to-income ratio.

 

One of the most attractive benefits of selling your home before buying 

another is that you’ll be able to relax during the house hunt. With the pressure 

off, you won’t feel rushed and end up making compromises you wouldn’t 

otherwise entertain.

 

Yes, there are downsides, the biggest of which is the possibility of having to 

arrange for temporary living arrangements until you close on the new home. 

 

 

The first and most crucial step is that we meet in person to discuss our 

strategy for our clients who are in your particular situation. We’ll also help you 

determine a competitive listing price for your current home and go over the 

details about what you need to do to get it ready for the market.

 

Even if your financial options are limited, we can help you sell the current 

home and find the new one simultaneously. 

 

Should we find your dream home before the home sells, we always suggest 

that you make an offer. Yes, the offer will be contingent on your home selling. 

But we believe that, rather than assume the seller won’t entertain your offer; 

it’s better to get into the conversation. That is something we are very good at.

 

We will discuss your options for what to do if the home does or doesn’t sell 

before you close on the new home. In the end, it all comes down to effectively 

communicating to the sellers how the scenario might be to their benefit. The 

key to making this work, in fact, is sound communication skills and a 

competent negotiating strategy. This is our wheel house and you can rely on 

us to help you through this process with ease.

If your property is now listed with a REALTOR® or Broker, please disregard this 

offer, as it is not our intention to solicit the offerings of other REALTORS® or 

Brokers. The information contained herein is deemed reliable but is not 

guaranteed. SP43303 ©ProspectsPLUS!, Inc. www.prospectsplus.com



FIND OUT HOW MUCH 
YOUR HOUSE IS WORTH 
IN TODAY'S MARKET.
If you're going to sell your house in 
the next 6-12 months, what you do 
right now to prepare for the sale 
could make a difference of 
thousands of dollars.
 
The first thing you'll need to know 
is how much your house is worth 
compared to other homes in today's 
market. It's easy to find out.
 
Now you can get a FREE list of 
homes for sale and sold in your 
neighborhood in the last 12 months. 

so you have a good idea of what 
homes like yours are selling for in 
your neighborhood.
 
To get the most current 
Neighborhood Activity Report for 
your area just call or text today 
and we'll send it out right away.
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