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sometimes give a little on terms. 
The brokers will help keep the 
negotiation going. 

If the buyer and seller were not 
represented by real estate ilgcnts, 
a "for sale by owner" the refusal 
might end the possible sate. The 
"buyer" looks for another home. He 
is not encouraged to make another 
ofter. 

Stay In The Game 

In this example, what could have 
been done differently to produce 
a better result? Let's review the 
bareainine process. 

The seller is under no obligation to 
accept an offer if it is different than 
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To ACID 

The buyer has signed a 'written offer 
to purchase a home. This is a serious 
and motivated buyer who 'vvants 
the home. The seller said "no," to 
the price or the terms of the offer so 
now what happens? 

This is a situation where the 
guidance of an experienced real 
estate agent is necessary_ A serious 
buyer for any real estate is often 
d ifficul t to get in these times. 
Once an offer is made, negotiation 
between buyer and seller must 
continue. If negotiatton continues, 
usually a satisfactory sale will 
happen. Both buyer and seller must 
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ill/orlllarioll service from 
(his real esfare office. 

Credit is not as easy to get as it was. 
But like our government, we are a 
nation of debtors. Recently, during 
the present recession, savings in 
banks have fallen in total amount. 
Still if you have equity in a home 
you might use that equity to man­
age other higher-interest debt. 

When debts are consolidated, there 
might be a single payment instead 
of several. Since there is a low inter­
est rate on home equity loans, you 
can payoff your indebtedness in 
less time for less money. 

If you have a large equity, yOll have 
tw0 a p ti 0 ns: /•.·UllrJJ.lrLf.l 1lI11\\ljl' fll .~ 



Negotiations ... (continuedfrom page one) 

the asking price and terms. 
An "offer" is an "offer"-it's 
not a "contract." Sellers are 
free to look at, and accept, 
any other offers. 

This buyer may be a hard 
negotiator and the first 
offer may be low in price or 
terms - with the intention 
of "seeing if the price is 
firm." If it is, he expects a 
counter-offer to narrow the 
difference. If the seller just 
says, "no" it puts a crimp in 
negotiations. 

No matter how far from the 
asking price and terms the 
original offer might be, the 
seller should make a counter­
offer to keep the negotiation 
going. If hel she is very firm 
on the price, maybe a small 
change in the terms would 
help, like taking part of the 
price in a note. 

Remember, when any 
change is made in the 
original offer, it negates that 
offer. A "counter-offer" is 

really a new offer, this time from 
the seller to the buyer. Even 
though the buyer and seller 
might agree to some or even 
most of the terms of a purchase I 
sale offer, any change effectively 
creates a counter-offer. In other 
words, all previous bets are 
off and the parties are back to 
square one in the negotiation 
process. The buyer can walk 
away. 

Think about terms in advance 
when selling. What are you 
willing to give on? Here are 
some strategies. 

What Is The Seller's 
Bottom Line? 
Here is a hypothetIcal case. First, 
as the seller, the price (all cash) 
is the most important, (although 
you may have a bottom line 
price that is lower than the 
asking price). Second, you want 
a quick sale and closing. Third, 
you want the buyer to pay most 
of the closing costs. If you got 
one of the three items would that 
be enough? Two of three? Must 

you get all three' If you got 
your price, usually the top 
priority, but not the other 
two items, would you go 
ahead with the sale? 

The choice here is to 
determine what is important, 
what's a "must" and what 
isn't. 

Let Your Agent Know 
Explain your position to 
your agent. The broker can 
then look at current market 
conditions and suggest the 
best approach to take on 
the basis of price, terms 
and negotiating tactics. 
Remember, in a recession a 
buyer is precious. 

While counter-offers are 
designed to let the other 
party know you're still in 
the negotiating game, they 
represent some risk to both 
buyer and seller. A counter­
offer is a new offer, and a 
new offer may not interest 
an owner or a buyer. Sensing 
what to ask, and when to 
back off, are both part of the 
bargaining process. jJ 
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Home Equity ...(continued from page one) 

Home Equity Loans 

Debt consolidation ac­
counts for more than one 
third of all home equity 
loans. 

• Make sure you can 
handle the payments. 
Practice living on a lower 
income before you apply 
for the loan. Save the dif­
ference. While the equity 
loan is outstanding don't 
take on additional debts. 
--.__._-,---- _.._------ ­

• Keep the payment 
period as short as you 
can handle. Even with a 
low interest rate a 10 to 
15 year home equi ty loan 
can be expensive. Prepay 
your loan as soon as you 
can. The savings can be 
incredible. If you transfer 
a $15,000 balance of just 
one 18 percent credit card 
to a 4 percent home equity 
loan and pay it off in five 

Homes Built on An Airstrip
 

years, you'll save thousands 
of dollars. 

• Be prudent. Shop for the 
lowest rate. 

• Avoid high closing costs, 
low introductory or "teaser" 
rates and credit cards tied to 
home equity lines of credit. 
They all undercut your reason 
for consolidating-to get out of 
debt and save money. 

Refinanced Mortgages 
Some banks are making loans 

• Don't pay for more of 
a refinance than you can 
afford. Don't take out a 
IS-year refinance if the 
payments will hurt. It 
is better to refinance for 
30 years, then pay more 
monthly on the principal 
if you can. Adding that 
money to your monthly 
refinanced mortgage can 
save you thousands. 

• Negotiate with the 
lender. Points and fees are 

--ort wel1c]ocare'etnomes' owned -, - - -nege>ti-able-theel<-ftl{es,--­
by good credit risks. If you 
have a low first mortgage 
compared to the home's value 
or if you are paying an inter­
est rate higher than prevailing 
rates, you might consider 
refinancing the existing 
mortgage. 
If you refinance the mortgage, 
you may keep about the same 
monthly payment, and payoff 
more expensive debts. 

There are thousands of 
aircraft owners and pi­
lots. Many would like 

- -tli-commlifefowor!<I,y 
air. The drive to the air­
port is a factor that stops 
many of these plane 
owners from actually 
doing it. 

Communities built 
around a golf course or 
around a lake have en­
joyed exceptional success. 
Similarly, the idea of de­
veloping homes around 
an airstrip is generating 
considerable interest in 
the real estate bu'iness. 

In Falmouth, on Cape Cod, 
Massachusetts, developers 
built 66 single-family homes 
afiOTrrrttflti-fartiily"a-wetlc- -- ­
ings. Each of these buildings 
borders on an airstrip. The 
home owners can land their 
own small airplanes and taxi 
right up to their back doors. 
The property owners pay a 
maintenance fee for the use of 
the newly constructed 2,300 
foot runway. 
House and Hangar 
There are 260 fly-in commu­
nities in the United States. 
These communities tend to 

points and fees with at 
least three to five lenders 
before signing on the dot­
ted line. 
• Pay closing costs up 
front. If you have the 
cash, paying closing costs 
will save you on financed 
interest charges over the 
life of the loan. JIt 

be in affluent resort areas 
where busy people regu­
lady travel by privately 

-'owned'aircraft. S-ome of 
the airpark communities 
consist almost entirely of 
vacation homes. Others 
have primarily principal 
residences. 
In addition to the con­
venience factor, the 
fly-in communities offer 
a special camaraderie. 
To homeowners at an 
airpark, the sound of 
airplane engines is a 
delightful noise, not an 
annoyance. JIt 



Boca BEAC FRONT Ava·labilit
 
The rollo"l~g is a snmmary orthc ;;';ailablc and pending residences) ated on the East (I3EAClI) side ur OCEA. ' Bh'u ..\ I!\) ill Roca R'lon. 

0.1% to 3.9% is Low Inventory' 4.0% fO 6.9% is Balanced Inventory' 7.0% 109.9% IS Hi",,, !II\' 111"1; • 10.0% + is Fxcessi"e Inventory 

North Beach 
(NOrih ojPalmeflo Pork Road on Norlh OCEAN Ell f. - Li.sredfrom Noy/h 10 Sou/h) 

Address Condo Name TA AA %A ADOM List Price Range PC 
2150 Aegean 8 0 00% 0 SOLD OUT 0 
2070 Athena 4 0 0.0% 0 SOLD OUT 0 
2066 Ocean Reef Towers 55 8 14.6 y. 320 349K to 994K 0 
2000 Brighton 39 3 7.7% 238 1.39M to 1.6M I 

SIT North Beach 106 11 10.4% 297 903.6K 1 

Boca Beach 
(Sowh ofPulmeflo Pori. Rood 10 Ihe Boca II/lei On SOl/th OCEAN 81> d. - Lisledfrom Nonll 10 SO/llh) 

Address Condo Name TA AA %A ADOM List Price Range PC 
250 Marbella 155 14 9.0% 152 269.9K to 1.975M 0 
310 Boca Mar 38 0 00% 0 SOLD OUT I 
350 Beresford 53 2 38% 640 1.199M to 1.75M 1 
400 Excelsior, The 27 6 22.2% 342 3AM to 5.95M 0 
500&550 Chalfonte, The 378 12 3.2% 136 359K to 1.199M 8 
600 Sabal Shores 125 6 4.8% 208 295.5K to 899K 1 
700 Sabal Point 67 3 4.5% 137 499K to 869K 0 
750 Sabal Ridge 31 4 12.9% 237 849K (0 1.3M 0 
800 Presidential Place 42 3 7.1% 236 2.795M to 3.95M 0 
SIT Boca Beach 916 52 5.7% 200 1.296M 10 

South Beach 
(South o(li,,' Boca Inlel on SOUlh OCEAN Blvd. - Lls/edjrom North 10 So",") 

Address Condo Name TA AA %A ADOM List Price Range PC 
1180 Cloister del Mar 96 5 4. ~" 24\ 325K to 488.8K 0 
1200 Cloister Beaeh Towers 128 4 3.1% 43 339K to 399K 1 
1400&1500 Addison, The 169 13 7.7% 302 840K to 3.15M 2 
1800 Placide, The 54 3 5.5% 113 750K to 980K 0 
2000 Whitehall 164 12 7.3% 271 325K to 999.8K 4 
2494 Aragon, The 41 7 17.1% 200 1.525M to 6.95M 0 
2500 Luxuria, The 24 2 8.3°,rCf 230 43M to 5.85M 0 
2600 Stratford Anns 120 7 5.9% 240 650K to 895K 4 
2800 Whitehall South 256 11 4.3% 266 479K to 2.89M 5 
3000 Three Thousand South 80 4 '.0% 267 499K to 649.7K 2 
SIT South Beach 1132 68 6.0% 242 1.31lM 18 

Totals Boca)s Oceanfront 2154 131 6.1% 230 1.271M 29 

Key: 
TA = Toral Number of Apamnents in Development ¥ AA = Number of Apartments Available For Sale 

%A = Percent of ApartmeIHs in Development For Sale * ADOM = Average Number of Days on Marker per Listing 

PC = '>:umber or Apartments SOLD and Pending CloslIlg 
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