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A	real	estate	deal	is	generally	a	long	and	stressful	exercise	that	involves	many	steps	and	procedural	formalities.	Closing	on	a	house	occurs	when	you	sign	the	papers	that	make	the	house	yours	but	a	long	list	of	things	has	to	happen	before	that	day	arrives.	Twelve	steps	must	be	taken	between	the	time	your	offer	is	accepted	and	when	you	get	the	keys
to	your	new	home.	Real	estate	deals	are	generally	completed	over	weeks	and	they	have	many	moving	parts.Deals	begin	with	opening	an	escrow	account	and	end	with	a	final	walk-through	before	signing	on	the	dotted	line.The	complexity	of	real	estate	closings	is	a	good	reason	to	hire	an	attorney	to	guide	you	through	the	process.Don't	be	surprised	by
closing	costs	and	be	sure	to	ask	your	loan	officer	and	realtor	about	all	the	potential	fees.Buyers	who	have	been	pre-approved	for	a	mortgage	are	typically	able	to	close	sooner.	It's	a	good	idea	to	get	pre-approved	for	a	mortgage	before	you	start	searching	for	a	home	unless	you're	an	all-cash	buyer.	Being	pre-approved	isn't	necessary	to	close	a	deal	but
most	sellers	expect	buyers	to	have	a	pre-approval	letter.	Having	one	can	make	the	process	quicker	and	it	can	give	you	more	bargaining	power	when	negotiating.	It	signals	to	the	seller	that	you	have	strong	financial	backing	and	it	offers	you	a	rate	lock	so	you're	more	likely	to	secure	a	favorable	interest	rate.	Getting	pre-approved	also	lets	you	know	the
limit	up	to	which	you	can	go	for	purchasing	a	property.	It	saves	time	and	effort,	allowing	you	to	search	only	for	real	estate	that	fits	your	budget.	Mortgage	pre-approval	gives	you	more	time	to	respond	to	possible	discrimination	as	well.	Suppose	you	feel	that	a	potential	lender	discriminated	against	you.	You	can	seek	financing	from	other	sources	and
pursue	legal	action	later.	Getting	pre-approved	prevents	a	single	biased	lender	from	ruining	a	good	deal	and	delaying	your	dreams.	These	are	the	steps	you'll	have	to	take	to	close	the	deal	after	you've	found	the	perfect	home	and	a	seller	has	accepted	your	offer.	An	escrow	account	is	held	by	a	third	party	on	behalf	of	the	buyer	and	seller.	A	home	sale
involves	multiple	steps	over	several	weeks.	The	best	way	to	prevent	either	the	seller	or	the	buyer	from	being	cheated	is	to	bring	in	a	neutral	third	party.	This	third	party	can	hold	all	the	money	and	documents	related	to	the	transaction	until	everything	has	been	settled.	The	money	and	documents	are	moved	from	the	escrow	account	to	the	seller	and
buyer	when	all	procedural	formalities	have	been	accomplished,	guaranteeing	a	secure	transaction.	A	title	search	and	title	insurance	provide	peace	of	mind	and	a	legal	safeguard.	They	ensure	that	no	one	else	can	try	to	claim	it	later	when	you	buy	a	property.	A	title	search	is	an	examination	of	public	records	to	determine	and	confirm	a	property’s	legal
ownership	and	find	out	what	claims,	if	any,	exist	against	the	property.	They	may	need	to	be	resolved	before	the	buyer	acquires	the	property	if	there	are	any	claims.	Title	insurance	is	indemnity	insurance	that	protects	the	holder	from	financial	loss	sustained	from	defects	in	a	title	to	a	property.	It	protects	real	estate	owners	and	lenders	against	loss	or
damage	stemming	from	liens,	encumbrances,	or	title	defects.	Betting	legal	aid	is	optional	but	it's	always	better	to	get	a	professional	legal	opinion	on	your	closing	documents.	The	complicated	language	contained	in	them	can	be	difficult	to	understand,	even	for	well-educated	individuals.	An	opinion	from	an	experienced	real	estate	attorney	can	offer
multiple	benefits	for	an	appropriate	fee,	including	hints	of	any	potential	problems	in	the	paperwork.	You	may	be	required	to	hire	an	attorney	to	handle	the	closing	in	some	states.	Check	your	state's	laws.	All	involved	services	and	entities	cost	money,	from	opening	an	escrow	account	to	hiring	a	real	estate	attorney.	These	costs	can	snowball	into	a	lot	of
cash	if	you	aren't	careful.	Home	and	pest	inspections	are	crucial	to	prevent	you	from	buying	a	property	with	hidden	and	costly	problems	but	many	such	services	take	advantage	of	consumers'	ignorance	by	charging	high	fees.	Even	fees	for	legitimate	closing	services	can	be	inflated.	Junk	fees	are	charges	that	a	lender	imposes	at	the	closing	of	a
mortgage	and	are	often	unexpected	by	the	borrower	and	not	clearly	explained	by	the	lender.	These	fees	can	add	up	to	a	hefty	bill.	Junk	fees	include	administrative	fees,	application	review	fees,	appraisal	review	fees,	ancillary	fees,	processing	fees,	and	settlement	fees.	You	can	usually	get	junk	fees	and	other	charges	reduced	or	eliminated	before	you	go
to	closing	if	you're	willing	to	speak	up	and	stand	your	ground.	A	physical	home	inspection	is	necessary	to	discover	any	potential	problems	with	the	property	and	to	get	a	look	at	its	surroundings.	You'll	have	an	opportunity	to	back	out	of	the	deal	or	ask	the	seller	to	fix	it	if	you	find	a	serious	problem	with	the	home	during	the	inspection.	You	can	also
have	the	seller	pay	you	to	fix	it	if	your	purchase	offer	includes	a	home	inspection	contingency.	A	pest	inspection	is	separate	from	a	home	inspection.	It	involves	a	specialist	ensuring	that	your	home	doesn't	have	any	wood-destroying	insects	such	as	termites	or	carpenter	ants.	Pests	can	be	devastating	for	properties	made	primarily	of	wooden	material.
Many	mortgage	companies	mandate	that	even	minor	pest	issues	must	be	fixed	before	you	can	close	the	deal.	A	small	infestation	can	spread	to	become	very	destructive	and	expensive	to	fix.	Wood-destroying	pests	can	be	eliminated	but	you'll	want	to	ensure	that	the	issue	can	be	resolved	for	a	reasonable	fee.	You	might	even	be	able	to	get	the	seller	to
pay	and	have	pests	eliminated	before	you	complete	the	purchase.	Pest	inspections	are	legally	required	in	some	states	and	optional	in	others.	You	may	want	to	renegotiate	the	price	to	reflect	the	cost	of	any	necessary	repairs	revealed	by	inspections	even	if	your	purchase	offer	has	already	been	accepted.	You	could	also	keep	the	purchase	price	the	same
but	try	to	get	the	seller	to	pay	for	repairs.	There's	no	harm	in	asking	even	if	you're	purchasing	the	property	"as	is."	You	can	also	still	back	out	without	penalty	if	a	major	problem	is	found	that	the	seller	can't	or	won't	fix.	Interest	rates	including	those	offered	on	the	mortgage	can	be	volatile	and	subject	to	change.	Rates	are	subject	to	multiple	factors
such	as	geographic	region,	property	type,	the	type	of	loan	applied	for,	and	the	applicant's	credit	score.	It's	advisable	to	lock	in	the	interest	rate	for	the	loan	in	advance	if	possible.	This	prevents	you	from	being	at	the	mercy	of	market	fluctuations	which	can	cause	rates	to	rise	before	you	finalize	your	property	purchase.	Even	a	0.25%	rate	hike	can
significantly	increase	your	monthly	payments	and	the	amount	of	time	it	takes	to	repay	the	mortgage.	Your	real	estate	offer	should	be	contingent	upon	five	issues:	Obtaining	financing	at	an	interest	rate	that	doesn't	exceed	what	you	can	affordThe	home	inspection	doesn't	reveal	any	significant	problems	with	the	homeThe	seller	fully	discloses	any	known
issues	with	the	homeThe	pest	inspection	doesn't	show	any	major	infestations	or	damage	to	the	homeThe	seller	completes	any	agreed-upon	repairs	Such	contingencies	must	be	removed	in	writing	by	specific	dates	stated	in	your	purchase	offer.	This	process	is	known	as	active	approval.	Contingencies	are	subject	to	passive	approval,	however,	in	some
purchase	agreements.	Also	known	as	constructive	approval,	it	provides	that	contingencies	are	considered	approved	if	you	don’t	protest	them	by	their	specified	deadlines.	Buyers	must	understand	the	approval	process	and	take	the	necessary	actions	by	the	required	dates.	You	most	likely	deposited	earnest	money	when	you	signed	the	purchase
agreement.	Earnest	money	is	a	deposit	made	to	a	seller	indicating	the	buyer's	good	faith,	seriousness,	and	genuine	interest	in	the	property	transaction.	The	earnest	money	goes	to	the	seller	as	compensation	if	the	buyer	backs	out.	The	money	is	returned	to	the	buyer	if	the	seller	backs	out.	You'll	have	to	deposit	additional	funds	into	escrow	to	complete
your	purchase.	The	original	earnest	money	is	generally	applied	to	the	down	payment	but	arranging	for	the	various	other	required	payments	is	crucial	before	the	deal	is	closed.	Failure	to	do	so	can	lead	to	the	sale	getting	canceled	with	the	earnest	money	going	to	the	seller	and	you	could	still	be	charged	for	the	various	services	you	used	before	the	deal
fell	apart.	One	of	the	last	steps	before	you	sign	your	closing	papers	should	be	to	look	over	the	property	one	last	time.	You'll	want	to	make	sure	that	no	damage	has	occurred	since	your	last	home	inspection.	You	should	also	verify	that	the	seller	has	completed	the	required	fixes	and	no	new	problems	have	come	up.	Check	to	see	that	nothing	included	in
the	purchase	agreement	was	removed.	Closing	on	a	house	can	take	from	a	week	to	60	days	depending	on	the	property	type	and	whether	you're	paying	cash	or	financing	the	purchase.	Paperwork	is	critical	to	closing	a	property	deal.	There	will	be	a	stack	of	papers	filled	with	complex	legal	terms	and	jargon	but	you	should	personally	read	all	of	it.
Consult	with	a	real	estate	attorney	if	you	don’t	understand	something.	Your	agent	can	also	help	make	sense	of	any	complex	legal	language.	You	may	feel	pressured	by	people	such	as	the	notary	or	the	mortgage	lender	who	are	waiting	for	you	to	sign	your	papers	but	read	each	page	carefully.	The	fine	print	can	have	a	major	impact	for	years	to	come.
Make	sure	the	interest	rate	is	correct	and	all	other	agreed-upon	terms	are	mentioned.	Compare	your	closing	costs	to	the	good	faith	estimate	you	received	at	the	beginning	of	the	process.	Vigorously	dispute	any	fees	you	think	are	illegitimate.	It	typically	takes	30	to	60	days	to	close	on	a	house	depending	on	a	few	factors	like	how	quickly	you	can	get	a
home	inspection	and	you're	pre-approved	for	a	mortgage.	How	much	money	you	should	save	before	buying	depends	on	how	much	of	a	downpayment	you	might	need.	You	might	need	a	20%	downpayment	which	would	be	$40,000	if	the	home	you	want	to	purchase	costs	$200,000.It	may	be	useful	to	have	money	set	aside	to	pay	for	inspection	fees	and
anything	else	that	might	come	up	when	house	hunting	even	if	you	don't	need	a	20%	downpayment	and	not	every	buyer	does.	There	are	many	fees	associated	with	closing	costs	from	the	lawyer	from	appraisal	fees	to	the	fees	you'll	pay	the	lawyer	who	draws	up	your	contract.	These	costs	can	add	up	to	2%	to	7%	of	the	home's	purchase	price	and	are
typically	due	at	the	closing.	Feel	free	to	walk	away	if	you	haven't	signed	a	contract	to	buy	the	house.	Getting	out	of	the	contract	depends	on	the	contingencies	if	you're	"in	contract"	with	the	seller.	These	might	include	issues	like	a	home	inspection	or	if	you	can't	secure	financing	and	these	terms	were	outlined	in	the	contract.You	may	end	up	forfeiting
your	earnest	money	if	you	walk	away	outside	of	any	contingencies.	You	may	have	some	legal	hoops	to	jump	through	if	you	decide	you	"don't	want	the	home,"	so	it's	best	to	speak	with	your	lawyer.	It	may	seem	like	the	closing	process	is	a	lot	of	work	but	it's	worth	the	time	and	effort	to	get	things	right	instead	of	hurrying	up	and	signing	a	deal	you	don't
understand.	Be	wary	of	any	pressure	to	close	the	deal	fast.	Real	estate	agents	and	other	entities	who	are	helping	you	will	want	their	cut	but	they	won't	be	around	to	care	about	the	problems	you	could	face	in	the	long	run	from	a	bad	deal.	Page	2	If	you	feel	like	you're	ready	to	buy	a	home,	the	first	question	you're	likely	to	ask	yourself	is,	"How	much	can
I	afford?"	Before	you	snap	up	that	seemingly	great	buy	on	a	home,	you'll	first	want	to	understand	how	to	analyze	what	"affordability"	means	in	the	context	of	taking	out	a	mortgage.	You'll	also	need	to	consider	various	factors,	ranging	from	the	debt-to-income	(DTI)	ratio	to	mortgage	rates.	Determining	your	debt-to-income	(DTI)	ratio—more	specifically,
the	front-end	DTI—is	an	important	factor	in	getting	a	mortgage.How	much	downpayment	you	can	afford	will	impact	your	ability	to	purchase	a	home.Beyond	the	property's	price	tag,	many	other	financial	and	lifestyle	considerations	should	figure	into	your	calculations	as	to	whether	you	can	afford	to	buy	a	house.You	should	also	evaluate	the	local	real
estate	market,	the	economic	outlook,	and	the	implications	of	how	long	you	want	to	stay	put.You'll	also	need	to	consider	your	lifestyle	needs,	present,	and	future.	Download	Guide	Investopedia	/	Ellen	Lindner	The	first	and	most	apparent	decision	point	involves	money.	If	you	have	sufficient	means	to	purchase	a	house	for	cash,	then	you	certainly	can
afford	to	buy	one	now.	Even	if	you	didn't	pay	in	cash,	most	experts	would	agree	that	you	can	afford	the	purchase	if	you	qualify	for	a	mortgage	on	a	new	home.	But	how	much	mortgage	can	you	afford?	The	43%	debt-to-income	(DTI)	ratio	standard	is	generally	used	by	the	Federal	Housing	Administration	(FHA)	as	a	guideline	for	approving	mortgages.
This	ratio	determines	if	the	borrower	can	make	their	payments	each	month.	Depending	on	the	real	estate	market	and	general	economic	conditions,	some	lenders	may	be	more	lenient	or	rigid.	A	43%	DTI	means	all	your	regular	debt	payments,	plus	your	housing-related	expenses—mortgage,	mortgage	insurance,	homeowners	association	fees,	property
tax,	homeowners	insurance,	etc.—shouldn't	equal	more	than	43%	of	your	monthly	gross	income.	For	example,	if	your	monthly	gross	income	is	$4,000,	you	multiply	this	number	by	0.43	to	get	$1,720,	the	total	you	should	spend	on	debt	payments.	Now,	let's	say	you	already	have	these	monthly	obligations:	Minimum	credit	card	payments	of	$120,	a	car
loan	payment	of	$240,	and	student	loan	payments	of	$120—a	total	of	$480.	That	means	theoretically,	you	can	afford	up	to	$1,240	per	month	in	additional	debt	for	a	mortgage	and	still	be	within	the	maximum	DTI.	Of	course,	less	debt	is	always	better.	You	also	need	to	consider	the	front-end	DTI,	which	calculates	your	income	vis-à-vis	the	monthly	debt
you	would	incur	from	housing	expenses	alone,	such	as	mortgage	payments	and	mortgage	insurance.	Usually,	lenders	like	that	ratio	to	be	no	more	than	28%.	For	example,	if	your	income	is	$4,000	per	month,	you	would	have	trouble	getting	approved	for	$1,720	in	monthly	housing	expenses	even	if	you	have	no	other	obligations.	For	a	front-end	DTI	of
28%,	your	housing	costs	should	be	under	$1,120.	Why	wouldn't	you	be	able	to	use	your	full	DTI	if	you	don't	have	other	debt?	Because	lenders	don't	like	you	living	on	the	edge.	Financial	misfortunes	happen—you	lose	your	job,	your	car	gets	totaled,	a	medical	disability	prevents	you	from	working	for	a	while.	If	your	mortgage	is	43%	of	your	income,
you'd	have	no	wiggle	room	for	when	you	want	to	or	have	to	incur	additional	expenses.	Most	mortgages	are	long-term	commitments.	Keep	in	mind	that	you	may	be	making	those	payments	every	month	for	the	next	30	years.	Accordingly,	you	should	evaluate	the	reliability	of	your	primary	source	of	income.	You	should	also	consider	your	prospects	for	the
future	and	the	likelihood	that	your	expenses	will	rise	over	time.	Getting	approved	for	a	mortgage	up	to	a	certain	amount	doesn’t	mean	you	can	actually	afford	the	payments,	so	be	honest	about	the	level	of	financial	risk	you	are	comfortable	living	with.	It's	best	to	put	down	20%	of	your	home	price	to	avoid	paying	private	mortgage	insurance	(PMI).
Usually	added	to	your	mortgage	payments,	PMI	can	add	$30	to	$70	to	your	monthly	mortgage	payment	for	every	$100,000	borrowed.	There	may	be	some	reasons	that	you	might	not	want	to	put	down	20%	toward	your	purchase.	Perhaps	you	aren't	planning	on	living	in	the	home	very	long,	have	long-term	plans	to	convert	the	home	into	an	investment
property,	or	you	don't	want	to	risk	putting	that	much	cash	down.	If	that's	the	case,	buying	a	home	is	still	possible	without	20%	down.	You	can	buy	a	home	with	as	little	as	3.5%	down	with	an	FHA	loan,	for	example,	but	there	are	bonuses	to	coming	up	with	more.	In	addition	to	avoiding	PMI,	a	larger	down	payment	also	means:	Smaller	mortgage
payments—for	a	$350,000	mortgage	with	a	6%	fixed	interest	rate	for	a	30-year	term,	you	would	pay	$2,335.	If	your	mortgage	were	$300,000	with	a	4%	interest	rate	for	a	30-year	term,	you'd	pay	$2,002.	More	choices	among	lenders—some	mortgage	lenders	won't	offer	a	mortgage	unless	you	put	at	least	5%	to	10%	down.	Being	able	to	afford	a	new
house	today	is	not	nearly	as	important	as	your	ability	to	afford	it	over	the	long	haul.	While	there	are	many	benefits	to	a	larger	down	payment,	don't	completely	sacrifice	your	emergency	savings	account	to	put	more	down	on	your	home.	You	could	end	up	in	a	pinch	when	unexpected	repairs	or	other	needs	arise.	Assuming	you	have	your	finances	under
control,	your	next	consideration	is	housing-market	economics—either	in	your	current	locale	or	the	one	where	you	plan	to	move.	A	house	is	an	expensive	investment.	Having	the	money	to	make	the	purchase	is	excellent,	but	it	doesn't	answer	whether	or	not	the	purchase	makes	sense	from	a	financial	perspective.	One	way	to	do	this	is	to	answer	the
question:	Is	it	cheaper	to	rent	than	buy?	If	buying	works	out	to	be	less	expensive	than	renting,	that's	a	strong	argument	in	favor	of	purchasing.	Similarly,	it's	worth	thinking	about	the	longer-term	implications	of	a	home	purchase.	For	generations,	buying	a	home	was	almost	a	guaranteed	way	to	make	money.	Your	grandparents	could	have	bought	a
home	50	years	ago	for	$20,000	and	sold	it	for	five	or	10	times	that	amount	30	years	later.	While	real	estate	has	traditionally	been	considered	a	safe	long-term	investment,	recessions	and	other	disasters	can	test	that	theory—and	make	would-be	homeowners	think	twice.	During	the	Great	Recession,	many	homeowners	lost	money	when	the	real	estate
market	crashed	in	2007	and	ended	up	owning	homes	worth	far	less	than	the	price	they	were	purchased	for	many	years	after.	If	you	are	buying	the	property	on	the	belief	that	it	will	rise	in	value	over	time,	be	sure	to	factor	the	cost	of	interest	payments	on	your	mortgage,	upgrades	to	the	property,	and	ongoing	or	routine	maintenance	into	your
calculations.	Along	those	same	lines,	there	are	years	when	real	estate	prices	are	depressed	and	years	when	they	are	abnormally	high.	If	prices	are	so	low	that	it	is	obvious	you	are	getting	a	good	deal,	you	can	take	that	as	a	sign	that	it	might	be	a	good	time	to	make	your	purchase.	In	a	buyer’s	market,	depressed	prices	increase	the	odds	that	time	will
work	in	your	favor	and	cause	your	house	to	appreciate	down	the	road.	Interest	rates,	which	play	a	prominent	role	in	determining	the	size	of	a	monthly	mortgage	payment,	also	have	years	when	they	are	high	and	years	when	they	are	low,	which	is	better.	For	example,	a	30-year	mortgage	(360	months)	on	a	$100,000	loan	at	3%	interest	will	cost	you
$422	per	month.	At	a	5%	interest	rate,	it	will	cost	you	$537	per	month.	At	7%,	it	jumps	to	$665.	So,	if	interest	rates	are	falling,	it	may	be	wise	to	wait	before	you	buy.	If	they	are	rising,	it	makes	sense	to	purchase	sooner	rather	than	later.	The	seasons	of	the	year	can	also	factor	into	the	decision-making	process.	Spring	is	probably	the	best	time	to	shop	if
you	want	the	widest	possible	variety	of	homes	to	choose	from.	Part	of	the	reason	relates	to	the	target	audience	of	most	homes:	families	who	are	waiting	to	move	until	their	kids	finish	the	current	school	year	but	want	to	get	settled	before	the	new	year	starts	in	the	fall.	If	you	want	sellers	who	may	be	seeing	less	traffic—which	could	make	them	more
flexible	on	price—winter	may	be	better	for	house	hunting	(especially	in	cold	climates)	or	the	height	of	summer	for	tropical	states	(the	off-season	for	your	area,	in	other	words).	Inventories	are	likely	to	be	smaller,	so	choices	may	be	limited,	but	sellers	will	also	be	unlikely	to	see	multiple	offers	during	this	time	of	year.	However,	it	is	worth	noting	that
some	savvy	buyers	also	like	to	make	offers	around	holidays,	such	as	Christmas	or	Easter,	hoping	that	the	unusual	timing,	lack	of	competition,	and	overall	spirit	of	the	season	will	get	a	quick	deal	done	at	a	reasonable	price.	While	money	is	an	important	consideration,	many	other	factors	could	affect	your	timing.	Is	your	need	for	extra	space	imminent—a
new	baby	on	the	way,	an	elderly	relative	who	can't	live	alone?	Does	the	move	involve	your	kids	changing	schools?	If	you'll	be	selling	a	house	where	you've	lived	for	less	than	two	years,	would	you	incur	capital	gains	tax—and	if	so,	is	it	worth	waiting	to	avoid	the	bite?	You	may	love	to	cook	with	gourmet	ingredients,	take	a	weekend	getaway	every	month,
patronize	the	performing	arts,	or	work	out	with	a	personal	trainer.	None	of	these	habits	are	budget	killers,	but	you	might	have	to	do	without	them	if	you	bought	a	home	based	on	a	43%	DTI	alone.	Before	you	practice	making	mortgage	payments,	give	yourself	a	little	financial	elbow	room	by	subtracting	the	cost	of	your	most	expensive	hobby	or	activity
from	the	payment	you	calculated.	If	the	balance	isn't	enough	to	buy	the	home	of	your	dreams,	you	may	have	to	cut	back—or	start	thinking	of	a	less	expensive	house	as	your	dream	home.	If	you	are	selling	a	home	and	plan	to	buy	another,	save	the	proceeds	from	your	current	home	in	a	savings	account	and	determine	whether	you	will	be	able	to	afford
the	mortgage	after	factoring	in	other	necessary	expenses	like	car	payments	or	health	insurance.	It	is	also	important	to	remember	that	additional	funds	will	be	allocated	for	maintenance	and	utilities.	These	costs	will	undoubtedly	be	higher	for	larger	homes.	When	you	calculate,	use	your	current	income,	and	don't	assume	you'll	be	making	more	money
down	the	road.	Raises	don't	always	happen,	and	careers	change.	If	you	base	the	amount	of	home	you	buy	on	future	income,	you	might	as	well	set	up	a	romantic	dinner	with	your	credit	cards	as	you'll	end	up	in	a	long-lasting	relationship	with	them.	However,	if	you	can	handle	these	extra	house	costs	without	extra	credit	card	debt,	you	can	afford	to	buy
a	home—as	long	as	you	have	saved	up	enough	money	for	your	down	payment.	Affordability	should	be	the	number	one	thing	you	look	for	in	a	home,	but	it's	also	best	to	know	how	long	you	want	to	live	there.	If	not,	you	could	get	stuck	in	a	house	you	can't	afford	in	a	city	or	town	you're	ready	to	leave.	Many	financial	experts	suggest	living	in	a	home	for
five	years	before	selling	it	as	a	guideline.	Don't	forget	to	factor	in	the	costs	involved	with	buying,	selling,	and	moving.	Also,	consider	the	breakeven	point	for	the	mortgage	fees	associated	with	the	home	you	are	selling.	If	you	can't	decide	what	city	or	town	you	will	live	in	and	what	your	five-year	plan	is,	it	may	not	be	the	right	time	to	buy	a	home.	If	you
want	to	buy	a	home	without	a	five-year	plan,	purchase	one	priced	much	lower	than	the	maximum	you	can	afford.	You'll	have	to	be	able	to	afford	to	take	a	hit	if	you	have	to	sell	it	quickly.	Another	exception:	if	you	work	for	a	company	that	buys	relocated	employees'	houses—one	name	for	this	is	a	guaranteed	buyout	option.	You	should	examine	your
income,	savings	(for	a	down	payment	and	closing	costs),	and	recurring	debt	to	figure	out	how	much	house	you	can	afford	to	buy.	The	43%	debt-to-income	(DTI)	ratio	standard	is	a	good	guideline	for	being	approved	and	being	able	to	afford	a	mortgage	loan.	Buying	a	house	is	often	among	the	most	significant	purchases	in	your	lifetime.	When	you	find	a
house	you	want	to	buy,	you	should	first	figure	out	if	you	can	afford	it,	then	ask	your	lender	for	a	pre-approval	letter,	which	means	the	lender	believes	you	are	likely	qualified	for	a	mortgage	loan,	and	then,	you	can	make	an	offer.	If	the	seller	accepts	your	offer,	you	will	need	to	take	several	next	steps,	including	paying	a	downpayment	and	having	your
mortgage	loan	approved	by	an	underwriter	and	lender.	The	term	28/36	rule	is	a	guideline	used	by	underwriters	and	lenders	use	to	see	if	you	can	afford	the	home	you	want	to	buy.	In	general,	this	rule	is	considered	one	of	the	best	ways	to	calculate	the	amount	of	mortgage	payment	debt	you	can	afford	based	on	your	income.Many	lenders	require	that
potential	homebuyers'	maximum	household	expense-to-income	ratio	be	28%,	with	a	maximum	total	DTI	of	36%	to	be	approved	for	a	mortgage.	Are	you	ready	to	buy	a	house?	In	short,	yes—if	you	can	afford	to	do	it.	But	"afford"	isn't	as	simple	as	what's	in	your	bank	account	right	now.	A	host	of	other	financial	and	lifestyle	considerations	should	figure
into	your	calculations.	When	you	factor	in	all	these	elements,	"if	you	can	afford	to	do	it,"	it	starts	looking	more	complicated	than	it	first	appears	to	be.	However,	considering	financial	factors	before	you	purchase	can	prevent	costly	mistakes	and	financial	problems	later.	Page	3	During	the	Great	Recession,	borrowers	were	trying	to	refinance	their
mortgages,	and	even	high-end	homeowners	had	trouble	foreclosing.	There	were	several	reasons	why	so	many	citizens	were	having	trouble	with	their	mortgages,	including	"liar	loans"	and	underwater	homes.	These	problems	aren't	just	in	the	past,	either.	Buyers	can	still	make	mistakes,	such	as	choosing	an	adjustable-rate	or	exotic	mortgage	when	they
don't	need	either,	or	by	not	making	a	down	payment	at	all.	Adjustable-rate	mortgages	offer	a	low	initial	rate	that	results	in	lower	payments;	however,	the	interest	rate	resets	after	a	set	period	of	time.Putting	no	down	payment	on	a	mortgage	can	increase	the	likelihood	that	the	borrower’s	house	will	end	up	“underwater.”Reverse	mortgages	have	high
upfront	costs,	are	riddled	with	numerous	fees,	and	result	in	losing	the	equity	in	your	home.Longer	mortgage	time	frames	result	in	less	equity	in	the	home	and	more	interest	paid,	making	it	difficult	for	the	owner	to	move.Exotic	mortgage	products	can	result	in	buyers	building	negative	equity.	Adjustable-rate	mortgages	(ARMs)	can	seem	like	a
homeowner's	dream.	These	mortgages	start	borrowers	off	with	a	low-interest	rate	for	the	first	two	to	five	years.	They	allow	you	to	buy	a	larger	house	than	you	typically	qualify	for	and	have	lower,	more	affordable	payments.	After	two	to	five	years,	the	interest	rate	resets	to	the	market	rate,	which	can	be	higher.	This	isn't	an	issue	if	borrowers	can	take
the	equity	out	of	their	homes	and	refinance	to	a	lower	rate	once	it	resets.	Alternatively,	if	the	buyer	didn't	stay	in	the	home	for	long,	it	may	already	have	been	sold	when	the	rate	would	have	changed.	This	type	of	mortgage	can	be	a	good	choice	for	someone	whose	job	requires	frequent	relocation.	But	it	doesn't	always	work	out	that	way.	When	housing
prices	drop,	borrowers	tend	to	find	that	they	cannot	refinance	their	existing	loans.	This	can	leave	many	borrowers	facing	high	mortgage	payments,	potentially	two	to	three	times	higher	than	their	original	payments.	Shopping	around	with	different	mortgage	lenders,	offering	complete	and	truthful	information	on	your	mortgage	application,	and
addressing	credit	problems	as	they	occur	are	the	best	steps	you	can	take	to	get	a	fair	and	practical	mortgage.	One	trigger	of	the	subprime	crisis	was	that	many	companies	offered	borrowers	no-down-payment	loans.	Here's	why	that	became	a	problem.	The	purpose	of	a	down	payment	is	twofold.	First,	it	increases	the	amount	of	equity	you	have	in	your
home	while	reducing	the	amount	of	money	you	owe.	Second,	a	down	payment	ensures	you	have	some	skin	in	the	game.	Borrowers	who	make	large	down	payments	are	more	likely	to	try	everything	possible	to	make	their	mortgage	payments,	as	they	do	not	want	to	lose	their	investment.	On	the	other	hand,	many	borrowers	who	put	little	to	nothing	down
on	their	homes	and	find	themselves	upside	down	on	their	mortgage	end	up	walking	away	because	they	owe	more	money	than	the	home	is	worth.	The	more	a	borrower	owes,	the	more	likely	they	will	walk	away,	putting	the	mortgage	in	foreclosure.	The	term	“liar	loans”	may	sound	disreputable,	but	such	loans	were	prevalent	during	the	real	estate	boom
before	the	subprime	meltdown	in	2007.	Mortgage	lenders	were	quick	to	hand	them	out,	and	borrowers	quickly	accepted	them.	A	liar	loan	requires	little	to	no	documentation	and	no	verification.	The	loan	is	based	on	the	borrower’s	stated	income,	stated	assets,	and	stated	expenses.	They	are	so	named	because	borrowers	have	a	tendency	to	lie,	inflating
their	income	so	that	they	can	buy	a	larger	house.	Some	individuals	who	received	a	liar	loan	did	not	even	have	a	job.	The	trouble	starts	once	the	buyer	gets	into	the	home.	As	the	mortgage	payments	have	to	be	paid	with	actual	income—not	stated	income—the	borrower	cannot	consistently	make	mortgage	payments.	They	fall	behind	on	the	payments	and
end	up	facing	bankruptcy	and	foreclosure.	If	you	watch	television,	you	have	probably	seen	a	reverse	mortgage	advertised	as	the	solution	to	all	of	your	income	problems.	A	reverse	mortgage	is	a	loan	available	to	homeowners	age	62	and	up	that	uses	the	equity	out	of	their	home	to	provide	an	income	stream.	The	available	equity	is	paid	out	to	borrowers
in	steady	payments	or	as	a	lump	sum,	such	as	an	annuity.	There	are	many	drawbacks	to	getting	a	reverse	mortgage.	There	are	high	upfront	costs.	Origination	fees,	mortgage	insurance,	title	insurance,	appraisal	fees,	attorney	fees,	and	miscellaneous	fees	quickly	eat	up	equity.	While	the	borrower	still	retains	the	home's	title	and	therefore	"owns"	the
home,	the	reverse	mortgage	could	have	significant	implications	for	their	children.	However,	this	depends	on	how	the	loan	was	set	up;	the	most	common	reverse	mortgage	is	a	home	equity	conversion	mortgage	(HECM).	This	means	that	if	the	borrower's	children	want	to	keep	the	home,	they	must	pay	off	the	rest	of	the	loan	or	95%	of	the	home's
appraised	value.	You	may	have	thought	that	30	years	was	the	longest	time	frame	you	could	get	on	a	mortgage,	but	some	mortgage	companies	now	offer	loans	that	run	as	long	as	40	years.	Moreover,	35-	and	40-year	mortgages	are	now	available	from	some	lenders,	allowing	individuals	to	buy	a	larger	house	for	much	lower	payments.	A	40-year
mortgage	may	make	sense	for	a	20-year-old	who	plans	to	stay	in	the	home	for	the	next	20	years,	but	it	doesn’t	make	sense	for	other	people.	The	interest	rate	on	a	40-year	mortgage	will	be	slightly	higher	than	a	30-year.	This	amounts	to	much	more	interest	over	40	years	because	banks	will	not	give	borrowers	10	extra	years	to	pay	off	their	mortgage
without	making	it	up	on	the	back	end.	Borrowers	will	also	have	less	equity	in	their	homes.	The	bulk	of	payments	for	the	first	10	to	20	years	will	primarily	pay	down	interest,	making	it	nearly	impossible	for	the	borrower	to	move.	This	also	makes	retirement	harder	if	you’re	making	payments	into	your	70s.	Other	types	of	mortgages	developed	before	the
Great	Recession	also	led	to	foreclosure.	Lenders	came	up	with	exotic	products	that	made	the	dream	of	homeownership	a	reality.	Some	homeowners	did	not	understand	what	they	were	getting	themselves	into.	Two	examples:	Interest-only	loans	can	lower	payments	by	20%	to	30%.	These	loans	let	borrowers	live	in	a	home	for	a	few	years	and	only	make
interest	payments.	Name-your-payment	loans	allow	borrowers	to	decide	exactly	how	much	they	want	to	pay	on	their	mortgage	each	month.	The	catch	for	both	products	is	that	a	big	balloon	principal	payment	comes	due	after	a	certain	period.	All	of	these	products	are	known	as	negative	amortization	products.	Instead	of	building	up	equity,	borrowers
are	building	negative	equity.	They	are	increasing	the	amount	they	owe	every	month	until	their	debt	comes	crashing	down	like	a	pile	of	bricks.	Exotic	mortgage	products	have	led	to	many	borrowers	being	underwater	on	their	loans.	The	term	"liar	loan"	is	a	colloquial	term	for	loans	given	out	without	appropriate	documentation,	but	rather	on	what	the
borrower	tells	the	lender.	These	loans	were	popular	in	2007	before	the	real	estate	bubble	burst.	A	reverse	mortgage	can	only	be	taken	out	if	you	are	a	homeowner	age	62	or	older	and	you	have	enough	equity	in	your	home	to	warrant	one.	If	this	is	all	correct,	you	may	be	able	to	receive	steady	payments	or	a	lump	sum	based	on	your	home's	equity	in	the
form	of	a	reverse	mortgage.	However,	there	are	risks	to	taking	out	a	reverse	mortgage,	and	if	you	are	planning	to	pass	on	the	family	home	to	your	children,	take	note	they	will	be	responsible	for	paying	off	the	reverse	mortgage	if	they	inherit.	If	you	can't	make	the	reverse	mortgage	payments,	you	could	lose	your	home.	The	road	to	homeownership	is
riddled	with	many	traps,	especially	if	you	stray	from	conventional	or	federally-backed	loans.	If	you	can	avoid	problems	when	you	apply	for	a	mortgage,	you	are	more	likely	to	stay	out	of	financial	trouble.	When	it	comes	to	a	home	loan,	perhaps	a	good	adage	to	keep	in	mind	is	that	if	something	seems	too	good	to	be	true,	it	probably	is.	Skip	to	main
content	Powered	by	AI	and	the	LinkedIn	community	Closing	a	real	estate	deal	is	the	final	and	most	rewarding	step	of	the	home	buying	or	selling	process.	It	involves	signing	the	contract,	transferring	the	funds,	and	handing	over	the	keys.	But	it	also	requires	careful	preparation,	coordination,	and	communication	among	all	the	parties	involved.	Here	are
some	tips	on	how	to	close	a	real	estate	deal	smoothly	and	successfully.	The	first	step	to	close	a	real	estate	deal	is	to	make	sure	that	all	the	required	documents	are	ready	and	accurate.	These	may	include	the	purchase	agreement,	the	title	report,	the	inspection	report,	the	appraisal	report,	the	loan	documents,	the	insurance	policy,	and	the	closing
disclosure.	You	should	review	these	documents	carefully	and	resolve	any	issues	or	discrepancies	before	the	closing	date.	You	should	also	consult	with	your	real	estate	agent,	your	lender,	and	your	attorney	if	you	have	any	questions	or	concerns.	The	next	step	is	to	schedule	the	closing	date	and	time	with	the	seller,	the	buyer,	and	the	closing	agent.	The
closing	agent	is	usually	a	title	company	or	an	attorney	who	handles	the	transfer	of	the	property	and	the	funds.	The	closing	date	is	typically	30	to	45	days	after	the	contract	is	signed,	but	it	may	vary	depending	on	the	terms	of	the	agreement	and	the	availability	of	the	parties.	You	should	confirm	the	closing	date	and	time	with	everyone	involved	and
make	sure	that	you	have	all	the	necessary	documents	and	funds	ready.	The	best	advice	is	to	have	access	to	the	best	advice.	Interview	recommended	realtors	for	skill,	if	they	care	more	about	you	than	themselves,	and	if	your	personality	styles	/	chemistry	meshes.	Select	a	great	realtor	to	put	on	your	team.	The	realtor	will	have	recommendations	for
many	other	great	service	providers	(title	company,	inspector,	movers,	lenders,	contractors,	etc)	and	get	them	on	your	team,	as	well.	This	is	one	of	the	biggest	purchases	in	your	lifetime.	Having	the	right	team	in	place,	to	find	the	right	home	for	you,	in	the	right	location	at	the	right	price,	makes	all	the	difference	in	the	world	1	This	is	a	space	to	share
examples,	stories,	or	insights	that	don’t	fit	into	any	of	the	previous	sections.	What	else	would	you	like	to	add?	Partner	Emeritus	at	Margolin,Weinreb	&	Nierer	LLP	Great	advise.	But	this	is	locale	specific.	Here	in	NY	brokers	play	a	different	and	limited	role	in	the	closing	process.	This	is	a	lawyer	state.	Here	lawyers	are	the	ones	who	can	give	legal
advise.	We	draft	and	negotiate	all	contracts	and	agreements.	We	handle	the	entire	closing	process.	The	brokers	assist	as	needed.	But	most	of	their	work	involves	the	sale	of	the	house	and	helping	to	keep	the	parties	moving	forward.	Their	job	is	not	less	important.	It’s	just	different.	If	you	are	buying	a	house	in	a	state	that	uses	attorneys	for	closings
make	sure	to	hire	a	competent	and	skilled	and	experienced	attorney	whose	practice	focuses	on	closings.	4	Like	Celebrate	Support	Love	Insightful	Funny	3	3	Contributions	When	closing	a	real	estate	deal,	you	have	a	variety	of	options	to	choose	from	that	will	either	expedite	the	deal	or	delay	it.	By	thoroughly	understanding	the	situation,	you	can	choose
the	right	real	estate	closing	technique	and	complete	your	transaction	with	ease.	The	first	step	you’ll	want	to	take	is	to	gather	all	information	upfront	to	determine	what	is	most	important	to	the	seller.	Remember,	this	is	a	mutually	beneficial	deal,	and	you	want	to	ensure	that	both	yourself	and	the	seller	are	getting	the	most	out	of	it.	By	being	genuinely
curious	about	what	is	important	to	them,	you	can	better	communicate	with	them	and	their	frame	of	reference.	2.	Stress	the	Urgency	of	the	Deal	When	a	seller	just	needs	a	gentle	nudge	to	get	them	to	close,	you	can	create	a	sense	of	urgency	and	apply	some	pressure	to	act.	Communicate	with	them	the	legitimate	reasons	they	would	want	to	make	a
decision	today.	For	example,	if	the	market	is	decreasing,	show	them	the	data	proving	this.	If	any	damage	to	the	structure	is	only	going	to	get	worse	as	time	goes	on,	point	this	out	to	them.	Let	them	know	that	closing	quickly	is	beneficial	to	them	backed	by	legitimate	reasoning	that	applies	to	each	specific	situation.	3.	Justify	Your	Offer	Sometimes
sellers	need	affirmations	about	why	your	offer	is	the	best	deal	for	them.	Take	the	time	to	go	over	all	the	reasons	why	your	offer	provides	them	with	the	most	ideal	outcome	and	stress	the	fairness	and	reasonableness	of	your	offer.	Disclose	the	details	and	explain	the	costs	involved	in	the	sale	to	show	full	transparency	and	demonstrate	your
professionalism.	4.	All	Options	Point	to	Yes	Take	control	of	the	options	and	show	them	why	your	deal	is	one	they	should	say	“yes”	to.	In	this	real	estate	closing	technique,	you	provide	several	options	to	your	seller	that	all	point	to	closing.	No	is	not	an	option	which	makes	it	more	difficult	for	the	seller	to	say	no,	and	the	seller	feels	like	they	have	power
because	they	get	to	decide	between	multiple	options.	For	example,	does	your	seller	want	all	cash	or	financing?	Do	they	want	to	sell	quickly	at	a	lower	price	to	you	or	wait	for	an	agent	on	your	team?	Discovering	the	answers	to	these	questions	will	help	you	to	get	the	sale,	while	still	presenting	them	appealing	options.	5.	Take	Away	the	Deal	Have
confidence	in	your	original	offer.	If	the	seller	wants	to	negotiate,	stand	your	ground	and	walk	away	if	need	be.	In	some	cases,	taking	the	deal	away	will	end	up	making	the	seller	appreciate	and	want	your	original	deal.	This	strategy	works	when	you	do	your	homework	and	make	them	the	best	deal	you’re	willing	to	make.	While	this	may	sound	like	a
simple	technique,	it	can	be	very	effective.	Offer	to	withdraw	the	offer	and	watch	your	seller’s	response.	This	strategy	is	especially	helpful	for	sellers	who	are	time-consuming	and	don’t	seem	like	they	will	progress	toward	closing.	You	demonstrate	your	confidence	in	your	product	by	being	willing	to	let	the	seller	go.	6.	Summarize	the	Deal	The
effectiveness	of	this	strategy	lies	in	the	fact	that	you	are	reminding	the	seller	about	all	the	reasons	why	this	deal	is	right	for	them.	Go	over	the	benefits	of	the	deal	and	summarize	the	discussions	you’ve	had	with	them	that	lead	up	to	the	next	step	which	is	closing	the	deal.	7.	Sleep	on	It	If	the	seller	seems	apprehensive	or	like	they	need	some	more	time
to	think	over	the	deal,	offer	to	let	them	sleep	on	it.	Try	to	have	them	sign	the	agreement	with	the	understanding	that	if	they	change	their	mind	within	a	window	of	time	it	can	be	canceled.	Oftentimes	sellers	won’t	want	to	let	go	of	a	deal	once	they	have	it.	8.	Focus	on	the	Seller	Pampering	your	seller	can	be	a	successful	strategy.	Focus	on	making	your
motivated	sellers	feel	like	everything	is	about	them	and	present	all	the	benefits	they	stand	to	gain	with	the	deal.	If	possible,	add	bonuses	that	will	make	sellers	feel	like	they	are	getting	something	special	that’s	just	for	them.	If	your	seller	needs	money	to	move	out	of	the	house,	offer	to	pay	for	those	expenses,	so	they	can	get	out	in	a	shorter	time
frame.	This	added	incentive	may	be	the	thing	that	closes	the	deal.	9.	Assume	the	Deal	Is	Closed	Allow	your	seller	to	envision	the	deal	when	it’s	closed.	A	great	way	to	do	this	is	to	talk	to	the	seller	as	if	they’ve	already	decided	to	sell.	You	change	their	focus	to	the	future	and	allow	them	to	see	all	the	benefits	that	closing	this	deal	offers	to	them.	With
every	conversation,	act	as	if	they	are	moving	forward.	Ask	your	seller	if	they	would	like	to	sign	the	deal	electronically	or	on	paper.	By	doing	this,	you	assume	the	deal	is	happening	and	show	your	confidence.	10.	Set	the	Date	Some	sellers	may	not	be	ready	to	sign	the	deal	and	while	you	don’t	want	to	give	up	on	them,	you	cannot	wait	forever	for	a
decision.	Instead,	select	a	date	on	the	calendar	and	suggest	that	they	make	their	decision	by	that	date.	This	sets	the	parameters	for	when	you	will	hear	from	them	and	gives	them	time	to	consider	their	options.	8	Tips	for	Closing	a	Real	Estate	Deal	No	matter	what	closing	technique	or	strategy	you	use,	closing	a	real	estate	deal	takes	skill.	Over	the
course	of	your	career,	you’ll	close	numerous	deals	and	become	an	expert	in	how	to	close	a	real	estate	deal.	By	following	these	8	tips,	you	can	make	sure	you	have	an	effective	system	in	place	so	every	deal	is	exciting	and	low-stress.	1.	Stay	Organized	This	may	seem	like	a	step	that	needs	no	reminder,	however,	your	level	of	organization	can	make	or
break	any	deal.	Sellers	want	to	feel	like	they	are	a	priority	to	you	and	that	you	devote	the	right	amount	of	attention	to	them.	If	you	can’t	remember	when	you	last	contacted	them	or	what	your	last	conversation	was	about,	they	will	feel	unimportant	and	undervalued.	Use	real	estate	lead	management	tools	to	keep	track	of	all	the	details	and	stay
organized	so	your	level	of	seller	service	is	exemplary.	2.	Practice	Your	Script	Let’s	face	it,	when	you	reach	the	point	of	closing	a	deal,	you	should	be	relatively	comfortable	talking	to	your	seller	and	explaining	where	you	are	in	the	process.	When	you’re	first	getting	started,	it	makes	sense	to	follow	a	real	estate	prospecting	script	to	get	your	seller,	once
you’ve	become	a	little	more	confident,	you	should	toss	the	script.	Don’t	use	the	script	as	anything	more	than	a	guideline	and	focus	on	asking	questions	and	genuinely	listening	to	your	seller.	This	will	help	you	to	provide	the	best	solution	for	their	problem.	Prepare	yourself	ahead	of	time	for	any	potential	seller	responses	or	questions	they	may	have.	3.
Be	Persistent	You	didn’t	get	to	the	point	of	closing	a	deal	because	you	dropped	the	ball.	You	likely	sent	your	seller	multiple	real	estate	direct	mail	postcards	just	to	make	your	initial	contact.	Persistence	paid	off	then	and	it	can	pay	off	now.	Communicate	consistently	with	your	seller	and	follow	up	energetically	to	reach	the	finish	line.	4.	Encourage	and
Build	Confidence	It	is	only	natural	that	sellers	may	experience	doubts	when	making	such	a	monumental	decision	with	their	home	or	their	money.	Your	job	is	to	reassure	them	and	encourage	them	to	continue	with	the	process.	Talking	them	through	issues	as	they	arise	or	soothing	your	seller’s	doubts	and	concerns	will	enable	you	to	move	toward
closing	the	deal.	Some	sellers	may	feel	trepidation	just	before	signing	and	that’s	when	you	remind	them	of	all	the	benefits	of	moving	forward.	5.	Be	Direct	and	Clear	with	Your	Buyers	and	Sellers	By	now,	you	and	your	seller	have	built	a	relationship	and	there	is	a	level	of	trust	that	you’ve	developed	with	them.	During	closing,	be	sure	to	be
straightforward	and	deliver	information	clearly	to	ensure	your	bond	continues	and	they	find	you	trustworthy.	6.	Listen	to	Seller’s	Needs	Listening	is	an	extremely	important	trait	when	you’re	closing	a	real	estate	deal.	It	can	prevent	miscommunication	from	happening	and	avoid	challenges.	Make	your	closing	process	as	smooth	as	possible	by	hearing
what	your	seller	needs.	7.	Be	a	Problem	Solver	This	real	estate	closing	technique	cannot	help	but	work	because	you	are	solving	your	seller’s	problem.	Ask	questions	and	become	familiar	with	what	issues	your	seller	may	have	with	the	deal.	Then,	solve	those	problems	for	them	and	make	it	easy	for	them	to	move	forward	toward	the	close.	8.	Use	Real
Estate	Closing	Techniques	that	Work	for	You	Above	all,	be	sure	to	use	closing	techniques	for	real	estate	that	work	best	for	you.	Not	all	the	strategies	and	techniques	will	be	as	effective	as	others	and	finding	the	ones	that	work	for	you	is	one	of	the	most	important	parts	of	the	process.	Develop	your	closing	skills	by	playing	to	your	strengths	and	you’ll	be
pleased	with	the	outcomes.	Efficiently	Close	More	Deals	With	DealMachine	DealMachine’s	full-stack	real	estate	investor	software	equips	your	team	will	all	the	tools	they	need	to	close	more	deals	for	less	money	thanks	to	the	many	software	we	offer	that	integrate	together	so	you	have	fewer	errors.	Find	the	best	real	estate	investment	deals	by	building
a	list	or	using	driving	for	dollars.	Schedule	direct	mail	campaigns.	Let	the	app	manage	your	leads	for	you	with	lists	that	constantly	update	and	a	system	that	automates	follow-ups.	Hold	your	team	accountable	and	scale	your	business	by	implementing	efficiencies	that	free	up	your	time.	Ready	to	scale	better,	not	just	bigger™?	Start	your	free	trial	today!
One	of	the	most	crucial	skills	that	a	real	estate	agent	can	possess	is	the	ability	to	close	a	deal.	closing	techniques	are	the	strategies	and	tactics	that	agents	use	to	persuade	buyers	to	sign	a	contract	and	finalize	a	transaction.	Without	effective	closing	techniques,	agents	may	lose	potential	clients,	miss	out	on	commissions,	and	damage	their	reputation.
In	this	article,	we	will	explore	some	of	the	best	closing	techniques	in	real	estate,	from	the	initial	open	house	to	the	final	contract	signing.	We	will	also	provide	some	tips	and	examples	on	how	to	apply	these	techniques	in	different	scenarios	and	situations.	By	the	end	of	this	article,	you	will	have	a	better	understanding	of	how	to	close	more	deals	and
grow	your	real	estate	business.	Some	of	the	benefits	of	mastering	closing	techniques	in	real	estate	are:	-	You	can	increase	your	conversion	rate	and	generate	more	sales.	According	to	a	study	by	the	National	Association	of	Realtors,	the	average	conversion	rate	for	real	estate	leads	is	only	0.4%.	This	means	that	out	of	100	leads,	only	0.4	will	result	in	a
closed	transaction.	By	using	effective	closing	techniques,	you	can	improve	your	chances	of	turning	leads	into	clients	and	clients	into	buyers.	-	You	can	build	trust	and	rapport	with	your	clients.	Closing	techniques	are	not	only	about	persuading	buyers	to	buy,	but	also	about	creating	a	positive	and	lasting	relationship	with	them.	By	showing	your
professionalism,	expertise,	and	care,	you	can	earn	your	clients'	trust	and	loyalty.	This	can	lead	to	repeat	business,	referrals,	and	testimonials	in	the	future.	-	You	can	differentiate	yourself	from	the	competition.	In	a	saturated	and	competitive	market,	closing	techniques	can	help	you	stand	out	from	other	agents	and	offer	more	value	to	your	clients.	By
demonstrating	your	unique	selling	proposition,	your	knowledge	of	the	market,	and	your	ability	to	solve	problems,	you	can	convince	buyers	that	you	are	the	best	agent	for	their	needs.	Some	of	the	closing	techniques	that	you	can	use	in	real	estate	are:	-	The	assumptive	close.	This	technique	involves	acting	as	if	the	buyer	has	already	decided	to	buy	the
property	and	moving	forward	with	the	next	steps.	For	example,	you	can	say	something	like	"Let's	go	over	the	contract	details	and	see	if	we	can	get	this	done	today"	or	"When	do	you	want	to	schedule	the	home	inspection?".	This	technique	can	create	a	sense	of	urgency	and	commitment	in	the	buyer	and	make	them	feel	more	confident	about	their
decision.	-	The	trial	close.	This	technique	involves	asking	the	buyer	a	series	of	questions	that	elicit	positive	responses	and	confirm	their	interest	in	the	property.	For	example,	you	can	ask	something	like	"Do	you	like	the	layout	of	this	house?"	or	"Can	you	see	yourself	living	here?".	This	technique	can	help	you	gauge	the	buyer's	level	of	satisfaction	and
readiness	to	buy,	as	well	as	identify	any	objections	or	concerns	that	they	may	have.	-	The	alternative	close.	This	technique	involves	giving	the	buyer	two	or	more	options	to	choose	from,	both	of	which	lead	to	a	positive	outcome.	For	example,	you	can	say	something	like	"Would	you	prefer	to	close	in	30	days	or	60	days?"	or	"Would	you	like	to	include	the
furniture	in	the	deal	or	not?".	This	technique	can	help	you	narrow	down	the	buyer's	preferences	and	make	them	feel	more	in	control	of	the	process.	-	The	urgency	close.	This	technique	involves	creating	a	sense	of	urgency	and	scarcity	in	the	buyer	by	highlighting	the	limited	availability	or	high	demand	of	the	property.	For	example,	you	can	say
something	like	"This	is	the	last	unit	available	in	this	building"	or	"We	have	received	multiple	offers	on	this	property	and	they	are	all	above	the	asking	price".	This	technique	can	help	you	motivate	the	buyer	to	act	quickly	and	avoid	missing	out	on	a	great	opportunity.	These	are	just	some	of	the	closing	techniques	that	you	can	use	in	real	estate.	Of
course,	you	should	always	adapt	your	approach	to	the	specific	needs	and	preferences	of	each	buyer,	as	well	as	the	market	conditions	and	the	features	of	the	property.	The	key	is	to	be	confident,	prepared,	and	flexible,	and	to	always	focus	on	providing	value	and	solving	problems	for	your	clients.	By	doing	so,	you	can	close	more	deals	and	achieve	more
success	in	your	real	estate	career.	2.	How	to	Prepare	Your	Clients	and	Yourself	for	a	Successful	Closing?	The	final	stage	of	the	real	estate	transaction	is	the	closing,	where	the	ownership	of	the	property	is	transferred	from	the	seller	to	the	buyer.	This	is	a	crucial	moment	for	both	parties,	as	it	involves	signing	legal	documents,	paying	fees,	and	resolving
any	issues	that	may	arise.	As	a	real	estate	agent,	you	have	the	responsibility	to	prepare	your	clients	and	yourself	for	a	successful	closing,	and	to	ensure	that	everything	goes	smoothly	and	according	to	plan.	Here	are	some	tips	on	how	to	do	that:	-	1.	Review	the	contract	and	the	closing	disclosure.	Before	the	closing	date,	you	should	review	the	contract
and	the	closing	disclosure	with	your	clients,	and	make	sure	that	they	understand	all	the	terms	and	conditions,	as	well	as	the	fees	and	charges	that	they	will	have	to	pay.	The	closing	disclosure	is	a	document	that	summarizes	the	final	loan	terms	and	the	closing	costs,	and	it	must	be	provided	to	the	buyer	at	least	three	business	days	before	the	closing.
You	should	also	verify	that	the	seller	has	fulfilled	all	their	obligations,	such	as	making	repairs,	providing	disclosures,	and	clearing	any	liens	or	encumbrances	on	the	property.	-	2.	Communicate	with	the	other	parties.	You	should	maintain	regular	communication	with	the	other	parties	involved	in	the	transaction,	such	as	the	lender,	the	title	company,	the
escrow	agent,	the	appraiser,	the	inspector,	and	the	other	agent.	You	should	confirm	the	date,	time,	and	location	of	the	closing,	and	check	if	there	are	any	documents	or	items	that	need	to	be	brought	or	delivered.	You	should	also	follow	up	on	any	contingencies	or	conditions	that	need	to	be	met	or	waived	before	the	closing,	and	notify	your	clients	of	any
changes	or	updates.	-	3.	Prepare	your	clients	for	the	closing.	You	should	advise	your	clients	on	what	to	expect	and	what	to	do	at	the	closing.	For	the	buyer,	this	may	include	bringing	a	valid	photo	ID,	a	cashier's	check	or	wire	transfer	for	the	down	payment	and	closing	costs,	and	a	proof	of	homeowners	insurance.	For	the	seller,	this	may	include
bringing	the	keys,	the	deed,	and	any	other	documents	or	items	that	need	to	be	transferred	to	the	buyer.	You	should	also	remind	your	clients	to	do	a	final	walk-through	of	the	property	before	the	closing,	and	to	inspect	the	condition	and	the	fixtures	of	the	home.	You	should	also	prepare	your	clients	for	the	possibility	of	delays	or	problems	that	may	occur
at	the	closing,	such	as	errors	in	the	paperwork,	disputes	over	the	proration	of	taxes	or	utilities,	or	issues	with	the	title	or	the	appraisal.	You	should	reassure	your	clients	that	you	will	do	your	best	to	resolve	any	issues	and	to	complete	the	transaction	as	soon	as	possible.	-	4.	Attend	the	closing	and	provide	support.	You	should	attend	the	closing	with	your
clients,	and	provide	them	with	support	and	guidance	throughout	the	process.	You	should	explain	the	documents	that	they	will	have	to	sign,	and	answer	any	questions	that	they	may	have.	You	should	also	verify	that	the	numbers	and	the	information	on	the	documents	are	correct,	and	that	there	are	no	discrepancies	or	errors.	You	should	also	witness	the
exchange	of	funds	and	the	transfer	of	the	title,	and	make	sure	that	your	clients	receive	copies	of	all	the	documents.	You	should	also	congratulate	your	clients	on	the	successful	closing,	and	thank	them	for	their	trust	and	business.	You	should	also	ask	them	for	referrals	or	testimonials,	and	offer	them	your	continued	service	and	assistance.	3.	How	to
Showcase	the	Property	and	Generate	Interest	from	Potential	Buyers?	One	of	the	most	crucial	steps	in	closing	a	real	estate	deal	is	to	attract	and	impress	potential	buyers	with	an	open	house.	An	open	house	is	not	just	a	casual	visit	to	a	property,	but	a	strategic	opportunity	to	showcase	its	best	features,	address	any	concerns,	and	create	a	sense	of
urgency	and	desire	among	the	visitors.	To	make	the	most	of	this	opportunity,	real	estate	agents	need	to	follow	some	best	practices	and	techniques	that	can	enhance	the	appeal	and	value	of	the	property	and	generate	interest	from	qualified	buyers.	Some	of	these	techniques	are:	-	Prepare	the	property	for	the	open	house.	Before	inviting	any	visitors,	the
agent	should	make	sure	that	the	property	is	clean,	tidy,	and	well-maintained.	Any	repairs,	renovations,	or	upgrades	should	be	completed	or	scheduled	before	the	open	house.	The	agent	should	also	remove	any	personal	items,	clutter,	or	odors	that	might	distract	or	deter	the	buyers.	The	property	should	be	staged	to	highlight	its	strengths	and	minimize
its	weaknesses,	using	furniture,	lighting,	colors,	and	accessories	that	suit	the	style	and	size	of	the	property.	The	agent	should	also	ensure	that	the	property	has	adequate	security,	ventilation,	and	temperature	control	during	the	open	house.	-	Promote	the	open	house	effectively.	The	agent	should	use	various	channels	and	methods	to	advertise	the	open
house	and	attract	as	many	potential	buyers	as	possible.	The	agent	should	create	and	distribute	flyers,	brochures,	signs,	and	banners	that	contain	the	date,	time,	location,	and	contact	information	of	the	open	house,	as	well	as	some	attractive	photos	and	descriptions	of	the	property.	The	agent	should	also	use	online	platforms,	such	as	websites,	social
media,	email,	and	online	listings,	to	reach	a	wider	and	more	targeted	audience.	The	agent	should	also	leverage	their	network	of	contacts,	such	as	past	clients,	referrals,	colleagues,	and	friends,	to	spread	the	word	and	generate	buzz	about	the	open	house.	-	Conduct	the	open	house	professionally.	The	agent	should	arrive	early	and	greet	every	visitor
warmly	and	politely.	The	agent	should	provide	each	visitor	with	a	registration	form,	a	brochure,	and	a	business	card,	and	collect	their	contact	information	and	feedback.	The	agent	should	also	offer	refreshments,	snacks,	and	incentives,	such	as	gift	cards	or	raffles,	to	make	the	visitors	feel	welcome	and	appreciated.	The	agent	should	give	a	brief
introduction	and	overview	of	the	property,	and	then	let	the	visitors	explore	the	property	at	their	own	pace.	The	agent	should	be	available	to	answer	any	questions,	address	any	concerns,	and	provide	any	additional	information	that	the	visitors	might	need.	The	agent	should	also	highlight	the	benefits	and	advantages	of	the	property,	such	as	its	location,
features,	amenities,	and	price,	and	compare	it	with	other	similar	properties	in	the	market.	The	agent	should	also	create	a	sense	of	urgency	and	scarcity	by	mentioning	the	number	of	interested	buyers,	the	offers	received,	and	the	deadline	for	submitting	offers.	-	Follow	up	with	the	visitors	after	the	open	house.	The	agent	should	not	let	the	open	house
be	the	end	of	the	communication	with	the	visitors.	The	agent	should	follow	up	with	each	visitor	within	24	hours	after	the	open	house,	and	thank	them	for	their	interest	and	attendance.	The	agent	should	also	ask	for	their	feedback,	opinions,	and	preferences,	and	address	any	questions	or	objections	that	they	might	have.	The	agent	should	also	provide
them	with	any	updates,	such	as	new	offers,	counteroffers,	or	contingencies,	and	encourage	them	to	make	an	offer	or	schedule	a	second	visit.	The	agent	should	also	maintain	regular	contact	with	the	visitors	until	they	either	make	an	offer	or	lose	interest	in	the	property.	By	following	these	techniques,	real	estate	agents	can	make	the	open	house	a
successful	and	effective	tool	for	closing	the	deal	and	satisfying	both	the	seller	and	the	buyer.	An	open	house	is	not	just	a	one-time	event,	but	a	continuous	process	that	requires	planning,	preparation,	execution,	and	follow-up.	By	applying	these	techniques,	agents	can	showcase	the	property	and	generate	interest	from	potential	buyers,	and	ultimately,
close	the	deal.	Our	experts	work	on	improving	your	content	marketing	to	increase	your	traffic	and	conversion	rates	4.	How	to	Nurture	the	Leads	and	Build	Rapport	with	the	Prospects?	After	you	have	successfully	hosted	an	open	house	and	collected	the	contact	information	of	the	potential	buyers,	you	need	to	follow	up	with	them	and	nurture	the	leads
until	they	are	ready	to	sign	the	contract.	This	is	a	crucial	step	in	the	closing	process,	as	it	helps	you	to	build	rapport	with	the	prospects,	address	their	questions	and	concerns,	and	persuade	them	to	choose	you	as	their	agent.	In	this	segment,	we	will	discuss	some	effective	strategies	and	techniques	for	following	up	with	the	leads	and	closing	the	deal.	-
Send	a	thank-you	note.	The	first	thing	you	should	do	after	the	open	house	is	to	send	a	personalized	thank-you	note	to	each	attendee	who	gave	you	their	contact	information.	This	shows	your	appreciation	and	professionalism,	and	also	reminds	them	of	your	name	and	the	property.	You	can	use	email,	text,	or	even	handwritten	cards	to	express	your
gratitude	and	invite	them	to	reach	out	to	you	if	they	have	any	questions	or	feedback.	-	Segment	your	leads.	Not	all	leads	are	created	equal.	Some	may	be	ready	to	buy,	some	may	be	just	browsing,	and	some	may	be	looking	for	a	different	type	of	property.	You	need	to	segment	your	leads	based	on	their	level	of	interest,	urgency,	and	qualification,	and
tailor	your	follow-up	messages	accordingly.	For	example,	you	can	use	a	CRM	tool	to	assign	scores	to	your	leads	based	on	their	behavior	and	interactions,	and	then	prioritize	the	ones	with	the	highest	scores	for	more	frequent	and	personalized	follow-ups.	-	Provide	value	and	information.	One	of	the	main	goals	of	your	follow-up	is	to	provide	value	and
information	to	your	leads,	and	position	yourself	as	a	trusted	expert	and	advisor.	You	can	do	this	by	sharing	relevant	and	useful	content,	such	as	market	reports,	neighborhood	guides,	testimonials,	case	studies,	or	blog	posts.	You	can	also	offer	to	answer	any	questions	they	may	have,	or	provide	them	with	additional	resources,	such	as	a	buyer's
checklist,	a	mortgage	calculator,	or	a	home	inspection	guide.	-	Create	a	sense	of	urgency.	Another	goal	of	your	follow-up	is	to	create	a	sense	of	urgency	and	scarcity,	and	motivate	your	leads	to	take	action.	You	can	do	this	by	highlighting	the	benefits	and	features	of	the	property,	and	emphasizing	how	it	meets	their	needs	and	preferences.	You	can	also
use	social	proof,	such	as	the	number	of	attendees,	offers,	or	inquiries,	to	show	them	that	the	property	is	in	high	demand	and	may	not	be	available	for	long.	You	can	also	use	deadlines,	incentives,	or	discounts,	to	encourage	them	to	make	an	offer	or	schedule	a	showing	as	soon	as	possible.	-	Ask	for	referrals.	One	of	the	best	ways	to	generate	more	leads
and	close	more	deals	is	to	ask	for	referrals	from	your	existing	leads.	You	can	do	this	by	asking	them	if	they	know	anyone	who	may	be	interested	in	the	property,	or	anyone	who	may	be	looking	to	buy	or	sell	a	home	in	the	near	future.	You	can	also	offer	them	a	referral	bonus,	such	as	a	gift	card,	a	free	consultation,	or	a	discount	on	your	commission,	to
reward	them	for	their	help.	By	asking	for	referrals,	you	can	expand	your	network,	increase	your	exposure,	and	build	your	reputation.	FasterCapital's	experts	work	with	you	on	valuing	your	startup	through	applying	different	valuation	methods	and	planning	for	your	coming	rounds	5.	How	to	Handle	Objections	and	Counteroffers	and	Reach	a	Win-Win
Agreement?	One	of	the	most	challenging	and	crucial	stages	of	closing	a	real	estate	deal	is	the	negotiation	process.	This	is	where	you	and	the	other	party	exchange	offers	and	counteroffers,	address	objections	and	concerns,	and	try	to	reach	a	mutually	beneficial	agreement.	Negotiation	skills	are	essential	for	any	real	estate	agent,	as	they	can	make	or
break	a	deal.	Here	are	some	tips	and	strategies	to	help	you	handle	objections	and	counteroffers	and	achieve	a	win-win	outcome:	1.	Prepare	and	research.	Before	you	enter	a	negotiation,	you	should	have	a	clear	idea	of	your	client's	needs,	goals,	and	expectations,	as	well	as	the	market	conditions,	the	property	value,	and	the	seller's	or	buyer's
motivation.	You	should	also	have	a	range	of	acceptable	outcomes,	from	your	best-case	scenario	to	your	walk-away	point.	This	will	help	you	set	realistic	and	flexible	boundaries	and	avoid	getting	caught	off	guard	by	unexpected	demands	or	concessions.	2.	Listen	and	empathize.	Negotiation	is	not	a	one-way	communication,	but	a	dialogue.	You	should
listen	actively	and	attentively	to	the	other	party's	concerns,	objections,	and	counteroffers,	and	try	to	understand	their	perspective	and	interests.	You	should	also	acknowledge	and	validate	their	emotions,	such	as	frustration,	anxiety,	or	excitement,	and	show	empathy	and	respect.	This	will	help	you	build	rapport	and	trust,	and	make	them	more	receptive
to	your	suggestions	and	solutions.	3.	Ask	open-ended	questions.	One	of	the	best	ways	to	handle	objections	and	counteroffers	is	to	ask	open-ended	questions	that	invite	the	other	party	to	explain	their	reasoning,	reveal	their	underlying	needs	and	interests,	and	explore	alternatives.	For	example,	instead	of	saying	"That	price	is	too	high",	you	could	ask
"How	did	you	arrive	at	that	price?"	or	"What	factors	did	you	consider	when	pricing	the	property?".	This	will	help	you	uncover	the	real	issues	behind	the	objection	or	counteroffer,	and	find	common	ground	and	value-adding	opportunities.	4.	Use	facts	and	evidence.	Another	effective	way	to	handle	objections	and	counteroffers	is	to	use	facts	and	evidence
to	support	your	position	and	persuade	the	other	party.	You	should	have	relevant	and	reliable	data,	such	as	comparable	sales,	market	trends,	appraisal	reports,	inspection	results,	etc.,	to	back	up	your	offer	or	counteroffer,	and	to	address	any	doubts	or	questions	that	the	other	party	may	have.	You	should	also	present	your	facts	and	evidence	in	a	clear
and	compelling	way,	using	charts,	graphs,	testimonials,	etc.,	to	illustrate	your	points.	5.	focus	on	benefits	and	solutions.	Instead	of	focusing	on	the	differences	and	conflicts,	you	should	focus	on	the	benefits	and	solutions	that	both	parties	can	gain	from	the	deal.	You	should	emphasize	the	value	proposition	of	your	offer	or	counteroffer,	and	how	it	can
meet	the	other	party's	needs	and	interests.	You	should	also	propose	creative	and	collaborative	solutions	that	can	satisfy	both	parties,	such	as	splitting	the	closing	costs,	adjusting	the	closing	date,	offering	a	home	warranty,	etc.	You	should	aim	to	create	a	win-win	situation,	where	both	parties	feel	that	they	have	achieved	a	fair	and	favorable	outcome.
For	example,	suppose	you	are	representing	a	buyer	who	is	interested	in	a	property	that	is	listed	for	$500,000.	You	have	done	your	research	and	found	out	that	the	property	is	overpriced	by	about	10%,	and	that	the	seller	is	motivated	to	sell	quickly	due	to	a	divorce.	You	also	know	that	your	client	has	a	budget	of	$450,000	and	is	looking	for	a	move-in
ready	home.	You	decide	to	make	an	initial	offer	of	$420,000,	with	a	contingency	for	a	home	inspection.	The	seller	responds	with	a	counteroffer	of	$480,000,	and	says	that	the	property	is	in	excellent	condition	and	worth	every	penny.	How	would	you	handle	this	objection	and	counteroffer?	Here	is	a	possible	response:	"Thank	you	for	your	counteroffer.	I
appreciate	your	confidence	in	the	value	of	your	property.	However,	I	have	to	respectfully	disagree	with	your	price.	Based	on	the	recent	sales	of	comparable	properties	in	the	area,	the	average	price	per	square	foot	is	$200,	while	your	property	is	listed	at	$227.	This	means	that	your	property	is	overpriced	by	about	10%,	or	$50,000.	I	have	attached	a
report	that	shows	the	data	and	analysis	that	I	used	to	determine	the	fair	market	value	of	your	property.	I	hope	you	can	see	that	my	offer	of	$420,000	is	reasonable	and	realistic,	and	reflects	the	current	market	conditions.	I	also	understand	that	you	are	proud	of	the	condition	of	your	property,	and	that	you	have	invested	a	lot	of	time	and	money	into
maintaining	and	improving	it.	However,	as	a	professional	and	responsible	agent,	I	have	to	advise	my	client	to	conduct	a	home	inspection	before	closing	the	deal.	This	is	a	standard	and	prudent	practice	in	any	real	estate	transaction,	and	it	protects	both	parties	from	any	potential	issues	or	liabilities	that	may	arise	after	the	sale.	A	home	inspection	is	not



a	criticism	of	your	property,	but	a	verification	of	its	quality	and	safety.	I	know	that	you	are	eager	to	sell	your	property	quickly	and	move	on	with	your	life.	I	respect	that,	and	I	want	to	help	you	achieve	that	goal.	My	client	is	also	very	interested	in	your	property,	and	is	ready	to	close	the	deal	as	soon	as	possible.	However,	he	has	a	budget	of	$450,000,
and	he	cannot	afford	to	pay	more	than	that.	He	is	also	looking	for	a	move-in	ready	home,	and	he	does	not	want	to	deal	with	any	repairs	or	renovations	after	the	purchase.	Therefore,	I	propose	the	following	solution:	If	you	agree	to	lower	your	price	to	$450,000,	and	if	the	home	inspection	reveals	no	major	issues	or	defects,	my	client	will	waive	the
inspection	contingency	and	proceed	with	the	purchase.	This	way,	you	will	get	a	fair	and	fast	sale,	and	my	client	will	get	a	beautiful	and	functional	home.	I	think	this	is	a	win-win	situation	for	both	parties,	and	I	hope	you	will	consider	it	seriously.	How	to	Handle	Objections	and	Counteroffers	and	Reach	a	Win	Win	Agreement	-	Closing	techniques:	Closing
Techniques	in	Real	Estate:	From	Open	House	to	Contract	6.	How	to	Review	the	Terms	and	Conditions	and	Avoid	Common	Pitfalls?	One	of	the	most	crucial	steps	in	the	real	estate	closing	process	is	signing	the	contract.	This	document	outlines	the	terms	and	conditions	of	the	sale,	such	as	the	purchase	price,	closing	date,	contingencies,	and
responsibilities	of	each	party.	However,	many	buyers	and	sellers	overlook	the	fine	print	and	end	up	with	unpleasant	surprises	or	disputes	later	on.	To	avoid	common	pitfalls	and	protect	your	interests,	you	should	review	the	contract	carefully	and	consult	a	professional	if	needed.	Here	are	some	tips	on	how	to	do	that:	-	Check	the	accuracy	of	the
information.	Make	sure	that	the	contract	reflects	the	agreed-upon	details	of	the	transaction,	such	as	the	names	of	the	parties,	the	property	address,	the	legal	description,	the	earnest	money	deposit,	and	the	financing	terms.	If	there	are	any	errors	or	discrepancies,	ask	for	a	correction	or	clarification	before	signing.	-	Understand	the	contingencies.
Contingencies	are	conditions	that	must	be	met	before	the	sale	can	be	finalized,	such	as	obtaining	a	satisfactory	home	inspection,	appraisal,	or	loan	approval.	They	give	you	the	right	to	cancel	the	contract	and	get	your	deposit	back	if	something	goes	wrong.	However,	they	also	come	with	deadlines	and	obligations	that	you	must	follow.	For	example,	you
may	have	to	provide	proof	of	funds,	submit	a	loan	application,	or	request	repairs	within	a	certain	time	frame.	Failure	to	do	so	may	result	in	losing	your	deposit	or	being	sued	for	breach	of	contract.	Therefore,	you	should	review	the	contingencies	carefully	and	comply	with	them	diligently.	-	Know	your	rights	and	responsibilities.	The	contract	also
specifies	the	rights	and	responsibilities	of	each	party,	such	as	who	pays	for	what,	who	bears	the	risk	of	loss,	and	who	handles	the	title	and	escrow	services.	You	should	understand	what	you	are	expected	to	do	and	what	you	are	entitled	to	receive.	For	example,	you	may	have	to	pay	for	closing	costs,	taxes,	insurance,	or	repairs.	You	may	also	have	the
right	to	conduct	a	final	walk-through,	request	a	seller's	disclosure,	or	receive	a	warranty	deed.	If	you	have	any	questions	or	concerns,	you	should	seek	legal	advice	or	negotiate	with	the	other	party.	-	Look	out	for	red	flags.	Some	contracts	may	contain	clauses	that	are	unfavorable,	unreasonable,	or	illegal.	These	may	include	hidden	fees,	penalties,
waivers,	or	arbitration	agreements.	They	may	also	limit	your	ability	to	sue	or	recover	damages	in	case	of	a	dispute.	You	should	be	wary	of	any	terms	that	seem	unfair,	unclear,	or	suspicious.	If	you	encounter	any	red	flags,	you	should	consult	a	lawyer	or	walk	away	from	the	deal.	Signing	a	contract	is	a	binding	and	irreversible	decision	that	can	have
significant	consequences	for	your	financial	and	legal	situation.	Therefore,	you	should	not	rush	into	it	or	sign	it	blindly.	By	reviewing	the	terms	and	conditions	carefully	and	avoiding	common	pitfalls,	you	can	ensure	a	smooth	and	successful	closing.	7.	How	to	Address	Any	Issues	and	Ensure	a	Smooth	Closing	Process?	One	of	the	most	crucial	steps	in	the
real	estate	closing	process	is	the	inspection.	This	is	when	a	professional	inspector	examines	the	property	for	any	defects,	damages,	or	safety	issues	that	might	affect	its	value	or	livability.	The	inspection	can	reveal	problems	that	were	not	apparent	during	the	open	house	or	the	contract	negotiation,	and	it	can	also	give	the	buyer	an	opportunity	to
request	repairs	or	concessions	from	the	seller.	However,	the	inspection	can	also	pose	some	challenges	and	risks	for	both	parties,	especially	if	they	are	not	prepared	or	informed	about	how	to	handle	it.	Here	are	some	tips	and	strategies	to	address	any	issues	and	ensure	a	smooth	closing	process	after	the	inspection:	-	1.	Review	the	inspection	report
carefully.	The	inspector	will	provide	a	detailed	report	of	their	findings,	usually	within	24	hours	of	the	inspection.	The	report	will	list	the	major	and	minor	issues,	as	well	as	the	recommended	actions	to	fix	them.	The	buyer	and	the	seller	should	review	the	report	carefully	and	understand	what	it	means	for	the	property	and	the	deal.	For	example,	if	the
report	reveals	a	serious	structural	problem,	such	as	a	cracked	foundation,	the	buyer	might	want	to	back	out	of	the	contract	or	renegotiate	the	price.	On	the	other	hand,	if	the	report	only	shows	some	cosmetic	issues,	such	as	a	leaky	faucet	or	a	chipped	paint,	the	buyer	might	decide	to	overlook	them	or	handle	them	on	their	own	after	the	closing.	-	2.
Communicate	with	the	other	party	and	the	agent.	After	reviewing	the	report,	the	buyer	and	the	seller	should	communicate	with	each	other	and	their	respective	agents	about	how	to	proceed.	The	buyer	should	decide	whether	they	want	to	ask	the	seller	to	make	any	repairs,	offer	any	credits,	or	reduce	the	price.	The	seller	should	decide	whether	they
are	willing	to	accommodate	any	of	the	buyer's	requests,	or	whether	they	want	to	stand	firm	on	the	original	terms.	The	agents	should	facilitate	the	communication	and	negotiation	between	the	parties,	and	help	them	reach	a	mutually	acceptable	agreement.	The	agreement	should	be	documented	in	writing	and	signed	by	both	parties,	and	it	should
specify	the	scope,	cost,	and	timeline	of	any	repairs	or	concessions.	-	3.	Follow	up	on	the	agreed-upon	actions.	Once	the	agreement	is	reached,	the	buyer	and	the	seller	should	follow	up	on	the	actions	that	they	agreed	to	take.	The	seller	should	hire	qualified	contractors	to	perform	any	repairs,	and	provide	receipts	and	warranties	to	the	buyer.	The	buyer
should	inspect	the	repairs	and	verify	that	they	are	done	properly	and	satisfactorily.	The	buyer	should	also	arrange	for	a	final	walk-through	of	the	property	before	the	closing,	to	ensure	that	everything	is	in	order	and	that	no	new	issues	have	arisen.	The	buyer	and	the	seller	should	also	update	their	lenders	and	title	companies	about	any	changes	in	the
contract	or	the	closing	costs,	and	provide	any	necessary	documents	or	information.	-	4.	Be	flexible	and	cooperative.	The	inspection	can	sometimes	cause	delays	or	complications	in	the	closing	process,	especially	if	there	are	many	issues	or	disagreements.	The	buyer	and	the	seller	should	be	flexible	and	cooperative,	and	try	to	resolve	any	problems	as
quickly	and	amicably	as	possible.	They	should	also	be	realistic	and	reasonable,	and	not	expect	the	property	to	be	perfect	or	the	deal	to	be	flawless.	They	should	focus	on	the	big	picture	and	the	long-term	benefits	of	the	transaction,	and	not	let	minor	details	or	emotions	derail	the	process.	They	should	also	trust	their	agents	and	their	professionals,	and
follow	their	advice	and	guidance.	The	inspection	is	an	important	and	beneficial	part	of	the	real	estate	closing	process,	but	it	can	also	be	challenging	and	stressful.	By	following	these	tips	and	strategies,	the	buyer	and	the	seller	can	address	any	issues	and	ensure	a	smooth	closing	process	after	the	inspection.	This	way,	they	can	achieve	their	goals	and
enjoy	their	new	home	or	their	new	investment.	8.	How	to	Celebrate	the	Deal	and	Maintain	a	Long-Term	Relationship	with	Your	Clients?	After	you	have	successfully	negotiated	the	contract	terms	and	conditions	with	your	client,	you	might	think	that	your	job	is	done.	However,	there	is	still	one	more	important	step	to	take:	celebrating	the	deal	and
maintaining	a	long-term	relationship	with	your	client.	This	is	not	only	a	courteous	and	professional	gesture,	but	also	a	strategic	move	that	can	benefit	your	reputation,	referrals,	and	repeat	business.	Here	are	some	tips	on	how	to	do	it	effectively:	1.	Send	a	personalized	thank-you	note	or	gift.	A	simple	but	sincere	way	to	show	your	appreciation	and
gratitude	to	your	client	is	to	send	them	a	handwritten	note	or	a	thoughtful	gift.	This	can	be	done	right	after	the	contract	is	signed,	or	after	the	closing	date.	You	can	also	include	a	request	for	feedback	or	a	testimonial,	which	can	help	you	improve	your	service	and	showcase	your	success	stories.	Some	examples	of	gifts	are:	a	bottle	of	wine,	a	gift	card,	a
housewarming	basket,	or	a	customized	item	with	their	name	or	initials.	2.	Follow	up	with	them	regularly.	Don't	let	the	communication	end	after	the	deal	is	closed.	Keep	in	touch	with	your	client	by	sending	them	occasional	emails,	texts,	or	calls.	You	can	also	use	social	media	to	connect	with	them	and	share	relevant	content.	The	goal	is	to	stay	on	top	of
their	mind	and	remind	them	that	you	care	about	their	satisfaction	and	well-being.	You	can	also	use	these	opportunities	to	ask	for	referrals,	offer	additional	services,	or	invite	them	to	events	or	webinars.	3.	Celebrate	their	milestones	and	achievements.	Another	way	to	strengthen	your	relationship	with	your	client	is	to	celebrate	their	milestones	and
achievements	related	to	their	new	home	or	property.	For	example,	you	can	send	them	a	congratulatory	message	on	their	anniversary,	birthday,	or	holiday.	You	can	also	send	them	a	card	or	a	gift	on	the	anniversary	of	their	purchase	or	sale,	or	when	they	complete	a	renovation	or	improvement	project.	This	can	show	them	that	you	are	genuinely	happy
for	them	and	that	you	value	their	business.	4.	provide	them	with	valuable	information	and	resources.	As	a	real	estate	professional,	you	have	access	to	a	lot	of	information	and	resources	that	can	benefit	your	client.	You	can	share	with	them	market	updates,	industry	trends,	neighborhood	news,	or	tips	on	home	maintenance	or	improvement.	You	can	also
provide	them	with	referrals	to	other	professionals	or	vendors	that	they	might	need,	such	as	contractors,	landscapers,	movers,	or	cleaners.	This	can	demonstrate	your	expertise	and	credibility,	and	position	you	as	a	trusted	advisor	and	resource.	5.	Invite	them	to	join	your	community	or	network.	One	of	the	best	ways	to	build	a	long-term	relationship	with
your	client	is	to	invite	them	to	join	your	community	or	network.	This	can	be	done	by	adding	them	to	your	email	list,	inviting	them	to	join	your	social	media	groups	or	pages,	or	inviting	them	to	your	events	or	webinars.	This	can	help	you	stay	in	touch	with	them,	provide	them	with	value,	and	create	a	sense	of	belonging	and	loyalty.	You	can	also
encourage	them	to	interact	with	you	and	other	members	of	your	community	or	network,	and	share	their	experiences	and	feedback.	By	following	these	tips,	you	can	celebrate	the	deal	and	maintain	a	long-term	relationship	with	your	client.	This	can	help	you	increase	your	client	satisfaction,	retention,	and	loyalty,	and	ultimately	grow	your	real	estate
business.	Remember,	the	closing	is	not	the	end,	but	the	beginning	of	a	lasting	and	fruitful	partnership.	Closing	a	real	estate	deal	is	both	an	art	and	a	science.	It’s	the	culmination	of	all	the	effort	you’ve	poured	into	connecting	with	clients,	finding	the	perfect	property	(or	preparing	a	property	for	sale),	and	negotiating	terms.	However,	the	finish	line	isn’t
always	smooth;	challenges	such	as	unexpected	financial	issues,	communication	breakdowns,	or	last-minute	inspection	problems	can	threaten	to	derail	the	deal.			This	blog	will	guide	you	through	essential	strategies	for	achieving	a	successful	closing.	A	smooth	closing	process	helps	establish	your	reputation	as	a	trusted	agent,	increasing	client
satisfaction	and	referrals.	You’ll	discover	how	to	handle	common	challenges	and	apply	actionable	closing	techniques,	gaining	valuable	insights	to	enhance	your	skills	and	master	the	art	of	closing.		Prioritize	Thorough	Preparation:	Ensure	all	documents	are	accurate	and	complete.	Coordinate	with	all	stakeholders—including	lenders,	title	companies,
and	inspectors—to	organize	inspections,	appraisals,	and	logistics	ahead	of	time.	Structured	preparation	minimizes	surprises	and	keeps	the	process	on	track.		Master	Effective	Communication:	Regular	updates	and	transparency	with	all	parties	build	trust	and	clarity.	Practice	active	listening	to	address	concerns	and	use	win-win	negotiation	techniques
to	manage	conflicts	effectively.	Clear,	empathetic	communication	can	resolve	hurdles	before	they	escalate.		Be	Proactive	About	Challenges:	Anticipate	common	issues,	such	as	financing	delays	or	inspection	disputes,	and	have	solutions	ready.	Collaborate	closely	with	lenders	to	work	through	financial	roadblocks	and	negotiate	creative	solutions	like
repair	credits	to	keep	deals	moving	forward.		Use	Trusted	Closing	Techniques:	Apply	approaches	like	the	assumptive	close	or	the	“yes	or	yes”	method	to	guide	clients	confidently	through	decisions.	Create	urgency	when	necessary,	but	always	give	clients	space	to	make	informed	choices,	ensuring	a	balance	between	confidence-building	and	support.		A
successful	close	is	about	more	than	completing	paperwork.	It’s	about	leaving	your	clients	happy	and	eager	to	work	with	you	again	(and	refer	you	to	others).	A	successful	closing	requires	careful	planning,	communication,	and	strategic	problem-solving.			Here’s	why	mastering	this	part	of	the	process	is	so	critical—and	impactful	for	your	business:	
Builds	Client	Trust	and	Satisfaction:	Ensuring	the	closing	process	runs	smoothly	reflects	your	professionalism	and	expertise,	making	a	lasting	impression	on	clients.			Increases	Positive	Referrals:	Happy	clients	are	more	likely	to	recommend	your	services	to	friends	and	family,	generating	more	leads	for	you.			Develops	Your	Reputation:	Developing	a
reputation	as	an	agent	who	handles	closings	efficiently	will	set	you	apart	in	a	competitive	industry.			When	done	right,	closing	becomes	not	just	an	endpoint	but	a	launchpad	for	long-term	success.		Even	seasoned	agents	face	unexpected	hurdles	during	the	process.	Here	are	the	most	common	obstacles	and	their	potential	impact	on	the	deal.	
Misunderstandings	or	conflicting	priorities	between	buyers	and	sellers	can	lead	to	tense	negotiations.	Poor	communication	may	only	magnify	disagreements.			Deals	can	hit	a	snag	when	buyers	encounter	unexpected	financial	hurdles,	such	as	a	lender	declining	the	loan	at	the	last	minute	or	appraisal	values	falling	short.			Ambiguous	terms,	missing
signatures,	or	compliance	issues	can	lead	to	delays	or,	worse,	deal	cancellations.			By	understanding	these	potential	pitfalls,	you	can	better	prepare	to	manage	and	mitigate	them.		Preparation	is	the	foundation	for	a	seamless	closing.	Here’s	how	to	set	yourself	(and	your	clients)	up	for	success.		Have	thorough	consultations	to	learn	your	client’s	goals
and	address	budgetary	concerns	upfront.			Lay	out	a	realistic	timeline	for	inspections,	appraisals,	and	finalizing	documents	so	clients	know	what	to	expect.			Verify	that	all	paperwork,	including	the	purchase	agreement,	loan	documentation,	and	disclosures,	is	accurate	and	complete.			Maintain	close	coordination	with	other	stakeholders,	including
lenders,	title	companies,	and	inspectors,	to	prevent	miscommunication.			Schedule	key	steps	such	as	property	inspections,	appraisals,	and	walkthroughs	well	in	advance.			Confirm	the	closing	date	with	all	parties	and	double-check	venue	availability	with	the	title	company	to	ensure	a	smooth	process.		When	all	these	pieces	are	in	place,	you’ll	start	the
process	on	a	strong	footing.		Clear	and	transparent	communication	can	make	closing	hurdles	more	manageable.	Master	these	techniques:		Keep	clients	informed	throughout	the	process	with	regular	updates.			If	delays	occur,	be	upfront	and	clearly	explain	what’s	being	done	to	resolve	them.			Pay	attention	to	client	concerns	and	hesitations,	showing
empathy	as	you	address	their	needs.			Phrase	objections	or	concerns	as	opportunities	to	offer	solutions	that	build	trust.			Stay	professional	and	leverage	strategies	like	the	“give-and-take”	approach	to	meet	halfway	on	key	issues.			Use	emotional	intelligence	to	maintain	calm	and	collaborative	discussions,	even	during	potentially	tense	negotiations.	
These	strategies	will	leave	clients	confident	in	you	as	their	agent	and	help	resolve	underlying	issues	without	added	friction.		When	it’s	time	to	finalize	the	deal,	the	right	approach	can	make	all	the	difference.	Here	are	four	proven	techniques	you	can	use:		Help	clients	focus	by	giving	them	two	favorable	options	that	ease	the	decision-making	process.
Example:			“Would	you	like	to	close	this	Friday	or	next	Monday?”			Highlight	urgency	by	referencing	time-sensitive	opportunities.	Example:			“This	offer	will	only	be	available	until	the	end	of	the	week.”				When	clients	seem	unsure	about	committing,	offer	time	to	think.	Follow	up	the	next	day	to	answer	lingering	questions	and	gently	nudge	them
forward.			Build	confidence	by	acting	as	though	the	decision	is	already	made.	Example	phrases	include:		“When	would	you	like	us	to	schedule	your	moving	date?”			Each	of	these	techniques	reinforces	trust	and	helps	move	toward	closure	without	pressuring	your	clients.		Despite	your	best	efforts,	challenges	can	arise.	Here’s	how	to	approach	some	of
the	most	frequent	hurdles.			Collaborate	closely	with	the	buyer’s	lender	to	resolve	any	last-minute	denials.			Consider	lowering	closing	costs	or	providing	creative	alternatives	if	necessary.			Negotiate	repairs	or	offer	credits	to	address	buyer	concerns	without	letting	tensions	escalate.			Manage	buyer	expectations	by	emphasizing	the	bigger	picture
when	minor	issues	arise.			Partner	with	a	trusted	real	estate	attorney	for	quick	resolution	of	disputes.			Clearly	communicate	changes	to	ensure	all	parties	are	on	the	same	page	and	avoid	unnecessary	delays.		Flexibility,	professionalism,	and	a	solutions-oriented	approach	will	help	keep	deals	on	track.		Once	closing	day	arrives,	your	primary	focus	will
be	execution.	Here’s	how	to	ensure	everything	proceeds	without	a	hitch:		Go	through	key	documents	like	the	closing	disclosure	and	deed	with	your	clients	in	layperson’s	terms	so	they	understand	everything	they’re	signing.			Ensure	all	necessary	parties—lenders,	buyers,	sellers,	and	title	agents—are	present.	Provide	clear	instructions	for	signatures
and	finalize	payment	logistics.			Don’t	forget	to	congratulate	your	clients!	Thank	them	for	their	trust	and	reinforce	that	your	relationship	doesn’t	end	here:		Offer	ongoing	support.			Ask	for	referrals.			Stay	connected	via	email	or	social	media.			Your	genuine	care	will	keep	past	clients	engaged	and	eager	to	recommend	you.			Becoming	an	expert	in
closing	isn’t	just	a	skill—it’s	essential	to	growing	your	real	estate	career.	By	implementing	the	strategies	in	this	guide,	you’ll	close	more	deals	and	create	lasting	impressions	that	lead	to	referrals	and	repeat	business.			Are	you	ready	to	elevate	your	approach?	Focus	on	preparation,	communication,	and	client	satisfaction	to	make	every	deal	a	win	for	all
parties	involved.	Start	improving	your	closing	techniques	today	and	see	the	positive	impact	it	has	on	your	career.			Learn	how	to	close	real	estate	deals	more	effectively	by	earning	a	certificate	with	the	Real	Estate	Negotiation	Institute	(RENI).	Brought	to	you	by	Colibri	Real	Estate	School,	RENI	will	teach	you	advanced	negotiation	skills,	enabling	you
to	close	deals	more	efficiently,	reducing	the	time	properties	spend	on	the	market,	and	accelerating	the	transaction	process.		Review	the	course	options	today	and	get	started!		Study	Negotiation	with	Industry	Leaders	


