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THE BocA BEACH REPORT

Negotiating
For The Right

Property

Finding the right property may be
the easiest part of the real estate
purchase or exchange. When the
negotiations begin and the buyer
and seller do not agree on price
and terms, the difficult part of the
transaction starts. It helps in
these negotiations for each of the
principals to be as well informed
on all aspects of the transaction,
the property or properties and
their values and current informa-
tion on financing.

The Seller’s Side

A complete list of comparable sales
prices of similar properties must be
furnished to the seller. This must
be properties actually sold. Other
properties still on the market
with an “asking price” should
be furnished but should
be given less emphasis.
Only propertics that
have had the final “ap-
praisal” of a negotiated
sale price should be taken
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into serious consideration. Privileged

information about
your real estate

The best possible information for
any seller is to have a professional
fee appraisal done on the property.
The cost 1s usually small in
comparison to the value, and is
worth it. Some owners have
found out too late that they sold
too low!

This publication is not a
solicitation but is an
information service from
this real estate office.

In finding the value of a property,
either by appraisal or by a
carefully prepared list of compa-
rable sales by a knowledgeable
broker, a “range” of values will
be given to the potential seller.
Rather than a specific price, a
small house may be worth from
$390,000 to $415,000. A larger
property might have a range of
$2,050,000 to $2,200,000, for
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Please Clip and Mail or
Call Me for More Information
ng. Simpty

As your real estate professional, | am ava‘%ablm to assist you in your planning
complete and return the following request for information or contast me t d ay forimmedia

assistance.

. Purchasing a home or second home
«l Setling a home or second home

38 Purchasing or seiling Investrment Pr{}pe;’ty i P ease gontact me between these hours

1 Checking on currrent value of my property

Name

<l Long distance Relocation
- Other

Address

City tate

Phone

E-mail:

If your property is now listed with'a broker, please disregard this offer. We will cooperate with othar brokers.
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price scale, with a higher price negotiated with
less cash and a sale for terms.

This gives the seller confidence mn the final
decision on the asking price. They might list
the property at the high end of the range,

but have the knowledge to seriously consider
an offer at the lower end. This seller might be
totally comfortable in any negotiation that
starts anywhere in this range. If a final
agreement of the negotiation w orkb out any-
where near the top of the range, it would be
satisfying.

The Buyer’s Side

When the buyer enters the market for a property,
it also helps in the final transaction to have
him'her as knowledgeable as possible. Buvers
often only see the “asking” prices on properties
being shown to them. They should know more.
The buyer’s agent should secure information on
those comparable sales to give that buyer the
same confidence in negotiation that the seller
possesses.

Without sufficient information available, the
potential buyer may make the decision Lased
on a lack of information - the decision to do
nothing!

The Broker

With knowledgeable and confident buyers and
sellers entering into a negotiation, both will
have the hope of working out a fair price and
terms quickly, then closing the transaction.

Negotiaticns should begin with a broker. since
the broker furnished the needed information in
advance. In addition. brokers Lu‘.‘uj»s use writien
documents, signed by the ics mvolved, to
negotiate sales or exchange vecotiations are
handled on a pomnt to ]mmt hasi=. alwuys in
\\htlnb, g0 both partics have a mmp lete written
record. Here is an mwn*lm of « wm;)‘ y
ation between a buver and seller in a =ale
transaction.

1. The seller
his broker.
comparable
It is free

- lists a property for sale through
Askmg price after examination of
sales is $300,000 for the property.
and clear of loans.

2. Broker brings an offer from « buver, Offer
is at $276,000. with a cash down paviment of
$90,000. The terms are the seller 1= to carry
back a $180,000 note secured by the property,
at monthly pavments of $2,000.90 including
initerest at 8%, with the balance all due in five
vears. (Loans carried by the seller avoid bank
approvals, appraisal fees, and “points?)

3. Seller counter-s{fers. The price is to be
$285,000. Buyer to pay the $90,000 in cash and
buyer to get new bank loan for $195,000. giving
the seller all cash in the zale.

4. Buyer sets new terms with another counter-
offer. The sale price of $285,000 is accepted.
Buyer to pay $90,000 down payment. Buyer will
get a new bank loan of $150,000. Seller to carry
$45,000 balance at $525.00 monthly including
interest at 8%, with the balance due in five
years,

5. Seller is satisfied and accepts these terms. o
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Fven though these changes in negotiations are very
“‘1"6‘ they miight have fallen dpmt without the

patient and professional help of the third pasty real
estaie broker.

Negotiations with Terms

Price is important In any sal s terms can be just
ax important. A seller 1 HOht get his “price” but
luse zomething more ”himt“‘l s the terms.

ried by a seller are uqually at higher
an k interest. Accepting a lower in i1
‘ate on a note carried back can he the same as
cutting the selling price. Think of the difference
between a $100,( OO note at 8% or at 10%. The
8¢ note might have payments of $956.00 for

15 vears while the payment at 10 for the same
rs would be $1,075.00 a month. This is a
crce of 8119.00 a month. In the 180 months

ca

dif

in the 15 years, this would be a difference
of $21,420.00.

Interest rates must be negotiated as carefully
as the original price. The length of time
covered by the note is just as important. In
the note example, the 8% interest might have
been a bad negotiation over the fifteen vear
period. However, if the halance of the note
hecame due in just one year, the $119.00

a month would he for only 12 months, tor a
total difference of only $1,428.00, an amount
that the seller might find acceptable.

here are no limits to the things that can
enter into the terms of a real estate transac-
tion. Price might be sacrificed for an “all
cash” sale. There might be considerations
negotiated for a fast “closing” or a long wait
until a close, for personal or tax reasons on
cither gide. 4

Buying In A New Condo Development

my buyers of condominiums are
fan“ lar with how this tyvpe of

,L . property is sold in their state. When
buving an existing condo, you can iock and
mspecet the property, check existing records
of monthiy charges and fees. Buving a new
condominium, often as a secend home or
retirement home in ancther state, the
prospectus should be studied cmeluﬂy,
Another state may have laws you are not
fromibiar with.

Here are scme of the things to watch:

¢ The progpectus will include a plan of the
unit vou are buving, showing the rooms of
cortain measurements. The plan 18 quite
rough and omits closets. The unit may be
smaller than you think.

* What if the prospectus includes this
clause: The interior design shall be substan-
tiszv similar. This might mean that the
developer can alter the size and design of
your unit.

¢ Often the estimated common charges
sound unrealistically low. Rather than relv on
the developer’s estimate of common charges,
find out the existing charges on nearby units
that are comparable.

Common charges usually include: Electricity
for hallways and outside areas, water, clean-up,
refuse disposal, common areas insurance, pool
maintenance, groundskeeping, legal and

zxccounting charges, reserves for future
repairs. Developer may have omitted
some of the charges and reserves on
unsold units.

* The prospectus does not mention
parking spaces. Each unit must have
spaces designated and marked. If not,
vou may be leasing spaces from the
developer.

* What 1if the prospectus does not state
exactly how many units will be built in
the development in different phases? If
many more units are built, pools and
other facilities are not adequate for the
number of residents.

* The prospectus specifies that the
developer shall be the propertv manager
of the completed condominium. If the
language used to spell out the common
charges and management fees is not
explicit, the owner’s association may not
be able to control monthly charges and
fees,

¢ The prospectus might include this
clause: Transfer of ownership (of the
common areas from the developer to the
homeowner’s association) will take place
30 days after the last unit is sold. What
if the developer deliberately does not sell
one unit, continues to manage the condo-
minium V\lth highly profitable operating
contracts with his subcontractors? 4






