MARKET WATCH
R E A L E S T A T E N E W S F O R
T H O S E O N T H E M O V E

www.SelectorRealty.com

About Me

In my experience as a Kennesaw real estate
professional, I have found that providing the
very best service is essentially about putting
my clients first. This means keeping myself
accessible, being a good listener as well as a
good communicator, and responding quickly to
your needs. This has always been my approach
and it requires me to continually improve my
skills and ways of doing business.
When you decide that you'd like to buy or sell
your home in the Kennesaw or surrounding
areas, please contact me.

Contact Us
Selector Realty
194 Hawkins Store RD,
Kennesaw, GA 30144
Business: (770) 231-5898
Mobile: (770) 272-5486
Email: selectorrealty@hotmail.com
Helping our Spanish-speaking
Community as well (Ayudamos a
nuestra comunidad de habla hispana)

4 COMMON NEGOTIATING MISTAKES MOST HOME
SELLERS MAKE
1. Saying too much during an offer
The first and second rules of effective negotiating are to a) know what you are legally required to divulge,
and b) don't say anything more than this in front of someone who is not completely representing your
interests. It's very important that a seller think through every point he or she is going to make . . .before it
is spoken. What you say can and will be used to your buyer's advantage, so don't say anything more than
you have to. For example, if you are reviewing an offer in front of both your agent and the buyer's agent,
and you mention what your "bottom line" price is, you better count on the fact that the buyer's agent will
pass this information on to your buyer, and you'll probably lose the opportunity of getting a higher price
than this. Remember that you don't have to say anything in front of the buyer's agent. They are
representing the buyer's needs, not yours. It is quite acceptable to ask them to leave before you discuss
details of the offer with your agent.
2. Failing to take time on the counter-offer
Many sellers feel pressured to respond immediately to a presented offer. Remember that negotiation over
price is a critical issue, and it is quite within your rights to take the time you need to respond effectively. As
mentioned, you are certainly within your rights to request a private consultation with your agent, and away
from the buyer's agent. However, even more than that, you may also want your legal counsel to advise you
on the next steps. If you find yourself in this situation, request the time to meet with, or fax the offer to,
your lawyer. A little bit of space, and an objective and knowledgeable third party, will certainly lead to
clearer thinking and more effective decision making.
3. Giving away too much
Many sellers feel that they have to throw in home fixtures such as appliances, lighting, drapery etc. This is
not the case. If these items are not specifically detailed in your listing, you are not at all obliged to give
them up if you don't want to. Holding these items back until late in the negotiating process is often an
effective way to arrive at a price that both seller and buyer can live with. Used this way, these items can
become effective negotiating tools. If you give them away too early, you may lose any potential leverage.
And remember, there is nothing stipulating that these items even have to enter into the negotiating process
at all. Unless they are specifically itemized in your listing, you can treat them entirely outside your home
sale.

4 COMMON NEGOTIATING MISTAKES MOST HOME
SELLERS MAKE
4. Not understanding the issue of "Dual Agency"
Dual Agency exists when the offer made on your home comes from the same real estate company that you
listed your home with - i.e. when both you and the buyer are represented by agents who work for the same
broker-age. When dual agency exists, both your agent and the buyer's agent are legally required to tell each
other everything that their clients say. Therefore if, you don't want your buyer to know the lowest price you
will accept, or that you'll toss in the appliances if push comes to shove (and you certainly don't want the
buyer to know these things), then you should not be divulging this information to your agent - because he
or she must then pass this information on to the buyer's agent who works for the same company. Your
agent should make you aware of the implications of dual agency when it occurs so you can take away a clear
understanding of this important issue.
By being aware of these and other issues and by seeking the advice of an experienced real estate
professional and lawyer, your negotiating skills can be more effective in your home selling process

Here are 6 of The 100's of BIG Reasons To Call Samir's
Real Estate Team To Sell Your Home
1) SAMIR HAS BUYERS IN WAITING
Samir has over 1,295 Buyers in his database looking for a home in the area. It is likely that the buyer for your home is already in his
database. Your Home may already be sold!
2) YOUR HOME WILL SELL FOR FULL PRICE GUARANTEED**
Samir sells his clients homes for an average of 3.33% more money compared to the average area agent. On a $250,000 home, that's an
extra $8,325 more money right in your pocket!
3) YOUR HOME WILL SELL 6X FASTER**
Samir on average sold his clients homes in only 13 days while the average agent sold their clients homes in 80 days!
4) YOUR HOME IS MORE LIKELY TO SELL**
Not only does Samir sell his clients homes for more money and faster than the average agent in the Atlanta Area, your home is MORE
LIKELY to Sell. According to 2020 MLS Statistics, only 68% of area homes sold during their listing term. Compare that to SAMIR 85% of
homes listed that sold before the end of the listing term.
5) SAMIR AND HIS TEAM WILL GUARANTEE THE SALE OF YOUR HOME, OR THEY'LL BUY IT!*
6) OTHER PEOPLE SAY IT!
Free Market Evaluation Want to know what your home in Kennesaw is worth? I'll provide you with a FREE home evaluation at no obligation.
Simply fill in your information below and I'll get back to you shortly with a detailed report of comparable homes in your
area that have recently sold or are currently for sale.
Your Home Sold in Under 90 Days or I'll Pay You $1,000 CASH

6 THINGS YOU MUST KNOW BEFORE OBTAINING A
MORTGAGE
Before you commit your hard earned dollars to monthly mortgage payments, consider these 6 issues.
Effective consideration of these important areas can make your payments work much harder for you.
1. You can, and should, get pre-approved for a mortgage before you go looking for a home
Pre-approval is easy, and can give you complete peace-of-mind when shopping for your home. Your local
lending institution can provide you with written pre-approval for you at no cost and no obligation, and be
done quite easily over-the-phone. More than just a verbal approval from your lending institution, a written
pre-approval is as good as money in the bank. It entails a completed credit application and a certificate,
which guarantees you a mortgage to the specified level when you find the home you're looking for.
2. Know what monthly dollar amount you feel comfortable committing to
When you discuss mortgage pre-approval with your lending institution, find out what level you qualify for
and also pre-assess for yourself what monthly dollar amount you feel comfortable committing to. Your
situation may give you a pre-approval amount that is higher (or lower) than the amount of money you would
want to pay out each month. By working back and forth with your lending institution to determine what this
monthly amount is, and what value of home this translates into at today's rates, you won't waste time
looking at homes that are not in your price range.
3. You should be thinking about your long term goals and expected situation, to determine the type
of mortgage that will best suit your needs
There are a number of questions you should be asking yourself before you commit to a certain type of
mortgage; How long do you think you will own this home? What direction are interest rates going in and
how quickly? Is your income expected to change (up or down) in the near term, impacting how much money
you can afford to pay to your mortgage? The answers to these and other questions will help you determine
the most appropriate mortgage you should be seeking.
4. Make sure you understand what prepayment privileges and payment frequency options are
available to you
More frequent payments (for example weekly or biweekly) can literally shave years off your mortgage. By
simply structuring your payments so that they come out more frequently, it will significantly lessen the
amount of interest that you will be charged over the term.

6 THINGS YOU MUST KNOW BEFORE OBTAINING A
MORTGAGE
For the same reason, authorized pre-payment of a certain percentage of your mortgage, or an increase in
the amount you pay monthly, will have a major impact on the number of years you will have to pay and
could shorten your payment term considerably.
These two payment options can cut years off your mortgage, and save you thousands of dollars in interest.
However, not every mortgage has these pre-payment privileges built in, so make sure you ask the proper
questions.
5. Ask if your mortgage is both portable and/or assumable
A portable mortgage, where available, is one that you can carry with you when you buy your next home and
avoid paying any discharge penalties. This means that you will not have to go through the entire mortgage
process again unless you are making a move up to a much more expensive home.
An assumable mortgage is one that the buyer for your home can take over when you move to your next
home. This can be a very powerful tool at the negotiating table, making it much easier and more desirable
for a buyer to buy your home, and again saves you any discharge penalties.
6.You should seriously consider dealing with a Mortgage Expert
Consider dealing only with a professional who specializes in mortgages. Enlisting their services can make a
significant difference in the cost and effectiveness of the mortgage you obtain. For example they can make
the process faster thereby avoiding costly delays. Typically there is no cost or obligation to inquire.

$5,000 Home Purchase Savings
Guaranteed*
If you're like must homebuyers, you have two key goals:
To buy a home that is a perfect match for your wants and needs, and
To buy that home for the lowest possible price
WITH OUR
$5,000 SAVINGS GUARANTEE
WE CAN HELP YOU ACCOMPLISH BOTH OF THESE GOALS
Here's how it works:
Once you become one of our VIP Buyers, and we've helped you find the home that you want to purchase, we will
expertly negotiate on your behalf to help you purchase this home for at least $5,000 less than the Sellers asking price
guaranteed, or we will pay you $1000 cash at the closing of the sale.
That' s pretty straightforward isn't it? You see, we specialize in helping Home Buyers like you purchase the home of your
dreams by guaranteeing our services.
To get more information on how you can become one of our VIP Buyers, and receive our Home Purchase Savings
Guarantee, contact us.

KENNESAW FARMERS MARKET
WHEN: August 4, 2021 @ 3:30 pm – 7:30 pm
& August 11, 2021 @ 3:30 pm – 7:30 pm
WHERE: Kennesaw First Baptist Church
2958 N Main St
Don't miss your last chance to catch The Market which features farmers and
makers, as well as some local favorite food trucks!! On a typical Market day in
summer, over 20 vendors will be set up offering their best vegetables, fruits,
baked goods and specialty items.
https://www.kennesaw-ga.gov/event/kennesaw-farmers-market/?instance_id=10835

ATLANTA HI PAINTING
WE PROVIDE A COMPLETE RANGE OF PAINT AND WALL COVERING SERVICES
TO OUR CLIENTS WITH PROFESSIONALISM AND CARE. WE HAVE GROUPS
WITHIN OUR COMPANY FOR RESIDENTIAL AND COMMERCIAL REAL-ESTATE
DEVELOPMENT PROJECTS; IN ADDITION TO SPECIALIZED SERVICES FOR THE
RETAIL/OFFICE AND HOTEL SECTOR, AS WELL AS THE EDUCATIONAL AND
MEDICAL FACILITIES.
ESTABLISHED IN 1998, WE ARE FULLY LICENSED AND BONDED, AND OFFER
WARRANTY FOR ALL SERVICES PROVIDED. MOST IMPORTANTLY, WE WORK
HARD TO FINISH EACH PROJECT ON TIME AND UNDER BUDGET.
TEL: (770) 529-3592 FAX: (770) 517-6075
EMAIL: ATLANTAHIPAINTING@HOTMAIL.COM

We have a state-of-the-art facility with the
best customer service around! When you
rent from us, you'll have 24-hour access
to your belongings. Give us a call or book
online today!
Phone: (770) 666-6005
Email:PremierPlusStorage@gmail.com
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https://www.zillow.com/resources/stay-informed/2021/02/19/real-estate-terms-home/?utm_source=google&utm_medium=cpc&utm_content=10958385039%7C110526190951%7Cdsa527438413802%7C459709631200%7C133932514387&gclid=Cj0KCQjw3f6HBhDHARIsAD_i3D_QAnaH21yuRyFKanq3Ay4IpTOZiJZk3h4du75gnjnls91HcxMhWpMaArJ0EALw_wcB

1.________ costs: Fees associated with the purchase of a home that are due at the end of the sales transaction. Fees may include the
appraisal, the home inspection, a title search, a pest inspection and more. Buyers should budget for an amount that is 1% to 3% of
the home’s purchase price.
7. Your Home Sold _________ or Selector Realty will buy it
9. _______ market: Market conditions that exist when buyers outnumber homes for sale. Bidding wars are common.
10. Under _______: A period of time (30 days or longer) after a buyer has made an offer on a home and a seller has accepted. During
this time, the home is inspected and appraised, and the title is searched for liens, etc.
14. ______ payment: A certain portion of the home’s purchase price that a buyer must pay. A minimum requirement is often dictated
by the loan type.
15. A property repossessed by a bank when the owner fails to make mortgage payments.
18. Conditions written into a home purchase contract that protect the buyer should issues arise with financing, the home inspection,
etc.
19. Tax _______: The government’s legal claim against property when the homeowner neglects or fails to pay a tax debt.
20. Or comparable sales, are homes in a given area that have sold within the past six months that a real estate agent uses to
determine a home’s value.
22. Pre-_______l: A thorough assessment of a borrower’s income, assets and other data to determine a loan amount they would qualify
for. A real estate agent will request a pre-approval or pre-qualification letter before showing a buyer a home.
24. _______ loan: A home loan not guaranteed by a government agency, such as the FHA or the VA.
26. A buyer’s final inspection of a home before closing.
27. ________ broker: A licensed professional who works on behalf of the buyer to secure financing through a bank or other lending
institution.
28. The name of your next real estate agent.
29. A process a lender follows to assess a home loan applicant’s income, assets and credit, and the risk involved in offering the
applicant a mortgage.

Down
1.______-______ policy: A homeowners insurance policy that pays the replacement cost of a home, minus
depreciation, should damage occur.
2._____-_____ ratio: One of two debt-to-income ratios that a lender analyzes to determine a borrower’s eligibility for
a home loan. The ratio compares the borrower’s monthly debt payments to gross income.
3.Homeowners ___________ (HOA): The governing body of a housing development, condo or townhome complex that
sets rules and regulations. They charge dues used to maintain common areas.
4._______ market analysis (CMA): An in-depth analysis, prepared by a real estate agent, that determines the
estimated value of a home based on recently sold homes of similar condition, size, features and age that are
located in the same area.
5.______ loan: A combination of loans bundled to avoid private mortgage insurance. One loan covers 80% of the
home’s value, another loan covers 10% to 15% of the home’s value, and the buyer contributes the remainder.
6._______ market: Market conditions that exist when homes for sale outnumber buyers. Homes sit on the market a
long time, and prices drop.
8.________ insurance: A policy that protects the structure of the home, its contents, injury to others and living
expenses should damage occur.
11.______ ratio: One of two debt-to-income ratios that a lender analyzes to determine a borrower’s eligibility for a
home loan. The ratio compares total housing cost (principal, homeowners insurance, taxes and private mortgage
insurance) to gross income.
12.Our philosophy: _______ come first!
13.Pre-________: A basic assessment of income, assets and credit score to determine what, if any, loan programs a
borrower might qualify for. A real estate agent will request a pre-approval or pre-qualification letter before
showing a buyer a home.
16._________ money: A security deposit made by the buyer to assure the seller of his or her intent to purchase.
17.______ price: The price of a home, as set by the seller.
21._______ listing service (MLS): A database where real estate agents list properties for sale.
23._______ sale: The sale of a home by an owner who owes more on the home than it’s worth. The owner’s bank
must approve a lower listing price before the home can be sold.
25.A percentage of the home’s value owned by the homeowner.
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ANSWERS WILL BE POSTED IN NEXT MONTHS NEWSLETTER

