Real Estate Buyer's
Negotiation Bootcamp: From
Offer to Keys

Your step-by-step guide to buying a home in York County. Learn how to
negotiate effectively, understand costs, and make confident decisions with
expert guidance from Jonathon Shultz, eXp Realty.




Why Negotiation Matters for
Homebuyers

Save
Thousands

Strategic
negotiation can
reduce your
purchase price and
secure better
terms on financing,
repairs, and
closing costs.

Avoid Costly
Mistakes

Understanding the
negotiation
process helps you
navigate pitfalls
and protect your
investment from
day one.

Maximize
Opportunities

Every interaction
from initial offer to
final closing
presents a chance
to improve your
deal and secure
concessions.



Your Complete Home Buying Timeline: What to
Expect

Understanding the full journey helps you plan ahead and avoid surprises. Here's the typical timeline from first thought to closing
day.

Months 6-12 Before Buying: 1
e Start thinking about homeownership and your
goals
e Begin saving for down payment and closing costs 2 Months 3-6 Before Buying:

. Cr.we.ck and improve your credit score (aim for 620+ « Get pre-approved for a mortgage (not just pre-
minimum, 740+ for best rates) qualified)

e Research neighborhoods and home prices in York « Select your real estate agent (Jonathon Shultz!)

County » Define your must-haves, nice-to-haves, and deal-
breakers
Weeks 1-4 (Active House Hunting): 3 e Start attending open houses to understand the
e Tour homes with your agent market
e Narrow down to top choices
e Make your decision and prepare offer strategy
4 Week 5 (Offer & Negotiation):

e Submit competitive offer

e Negotiate counteroffers

Weeks 6-7 (Due Diligence Period): 5

e Schedule and complete home inspection

e Reach mutual acceptance

e Order appraisal
» Negotiate repairs or credits based on findings 6 Weeks 8-10 (Final Preparations):
e Finalize mortgage application e Complete final walkthrough
e Review closing disclosure
Closing Day: 7 « Secure homeowner's insurance
e Sign documents e Prepare funds for closing
e Transfer funds

e Receive keys to your new home!

This timeline can vary based on market conditions, financing type, and seller circumstances. Your agent will keep you on track
throughout the process.



Understanding Your Buying Power: What Can You
Afford?

Before you start looking, understand the real costs of homeownership beyond just the purchase price.

The 28/36 Rule

e Housing costs should not exceed 28% of your gross monthly income
o Total debt payments should not exceed 36% of your gross monthly income

e Example: $5,000/month income = max $1,400 housing payment, $1,800 total debt

Upfront Costs to Budget For

e Down Payment: 3-20% of purchase price (FHA: 3.5%, Conventional: 5-20%, VA: 0%)
e Closing Costs: 2-5% of purchase price ($6,000-$15,000 on a $300,000 home)

e Earnest Money: 1-3% of offer price (applied to down payment at closing)

e Home Inspection: $300-$600

e Appraisal: $400-$600

e Moving Costs: $500-$3,000

Monthly Costs to Consider

e Mortgage Principal & Interest

e Property Taxes (varies by York County location)
e Homeowner's Insurance ($800-%$1,500/year)

e HOA Fees (if applicable)

o Ultilities (often higher than renting)

e Maintenance & Repairs (budget 1-2% of home value annually)

Quick Affordability Calculator

¢ Annual Income x 3 = Conservative home price
e Annual Income x 4 = Moderate home price

e Annual Income x 5 = Aggressive home price (requires excellent credit and low debt)

Example: $75,000 annual income = $225,000-$375,000 home price range

[ Don't max out your budget! Leave room for unexpected repairs, lifestyle expenses, and future goals. Your lender may
approve you for more than you're comfortable spending—stick to your own budget.



Step 1: Preparation is Power

01

02

Build Your Foundation

A comprehensive preparation process is
key to a successful home purchase.
Building a strong foundation from
selecting your agent to understanding
your criteria empowers you in every step
of the journey.

03

Get Pre-Approved for Your
Mortgage

Know your budget before you start
looking. Lenders verify your finances and
give you a specific loan amount.

04

Select Your Trusted Agent

Partner with an experienced York County
realtor who understands local markets
and negotiation strategies.
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Define Your Home Criteria

Create your must-have list, nice-to-have
list, and deal-breakers. Set your maximum
price and stick to it.

Tour Homes & Make Your Decision

Visit properties, compare options, and choose the home that best fits your needs and budget.



Mortgage Pre-Approval: What You Need to Know

Getting pre-approved is your first major step. Here's exactly
what lenders look for and how to prepare.
Pre-Qualification vs. Pre-Approval:

e Pre-Qualification: Quick estimate based on self-reported info (not very useful)
e Pre-Approval: Lender verifies your finances and commits to a loan amount (what you need!)

e Pre-approval gives you negotiating power and shows sellers you're serious

What Lenders Evaluate:
Credit Score:

e 7/60+: Best rates and terms

e 700-759: Good rates

e 620-699: Higher rates, may need larger down payment
e Below 620: FHA or special programs may be needed

e Check your credit 6+ months before buying to fix errors

Capacity (Income & Employment):

e Lenders want 2+ years stable employment
o Self-employed? Need 2 years tax returns
e Calculate debt-to-income ratio (total monthly debts + gross monthly income)

e Aim for DTI below 43% (lower is better)

Capital (Down Payment & Reserves):

e Larger down payment = better rates and lower monthly payment
e Lenders want to see 2-6 months reserves (mortgage payments in savings)

e Gift funds from family are allowed (need gift letter)
Pre-Approval Document Checklist
Gather these documents before applying to speed up your pre-approval process.

8 Income Verification

Last 2 pay stubs

W-2 forms (last 2 years)

Tax returns (last 2 years)

If self-employed: Profit/loss statements

5 Asset Documentation

e || Bank statements (last 2-3 months)
e |} Investment account statements
e |} Retirement account statements

o | Gift letter (if using gift funds)

Personal Identification

o Driver's license or state ID
[ Social Security number

e[| Proof of residence

Additional Documents

. Divorce decree (if applicable)
J Bankruptcy discharge papers
e [ Landlord contact (rental history)

« [ VA Certificate of Eligibility (VA loans)

What NOT to Do After Pre-Approval:

o X Don't change jobs or become self-employed

o X Don't make large purchases (car, furniture, etc.)

o X Don't open new credit cards or close old ones

o X Don't make large deposits without documentation
o X Don't co-sign loans for anyone

o X Don't skip any bills or payments

[J)  Your pre-approval is typically good for 60-90 days. If your home search takes longer, you'll need to update it. Any major
financial changes require re-verification before closing.



Types of Mortgage Loans: Finding Your Best Fit

Not all mortgages are created equal. Understanding your loan
options helps you choose the best financing for your situation

and save thousands over the life of your loan.
Mortgage Loan Comparison at a Glance

Conventional 5% 620+ Good credit & stable income

FHA 3.5% 580+ First-time buyers, lower
credit

VA $0 No strict minimum Active military & veterans

USDA $0 Flexible Rural/suburban areas,

income-qualified

Conventional Loans

Best For: Buyers with good credit (620+) and stable income

Key Features:

e Down payment: 5-20% (PMI required if less than 20%)
e Competitive interest rates for qualified buyers
e Loan limits: Up to $766,550 in most areas (2024)

o Stricter credit and income requirements

Pros:

e Lower rates for qualified buyers

e PMI can be removed with 20% equity

Cons:

e Requires higher credit score

e Larger down payment often needed

FHA Loans (Federal Housing Administration)
Best For: First-time buyers and those with lower credit scores

Key Features:

e Down payment: As low as 3.5% with 580+ credit score
e More lenient credit requirements
e Higher debt-to-income ratios allowed

o Upfront mortgage insurance premium (1.75% of loan) + annual MIP

Pros:

o Easier to qualify

e Low down payment option

Cons:

e Mortgage insurance for the life of the loan (if less than 10% down)

e Property must meet FHA standards

VA Loans (Veterans Affairs)

Best For: Active military, veterans, and eligible spouses

Key Features:

e Down payment: $0 down payment option
o No private mortgage insurance (PMI) required
o Competitive interest rates

e VA funding fee: 2.15-3.3% (can be rolled into loan)

Pros:

e No down payment required
e No PMI

e Lenient credit requirements

Cons:

e Only for eligible veterans/military
e Funding fee required

e Property must meet VA standards

USDA Loans (Rural Development)

Best For: Buyers in eligible rural and suburban areas

Key Features:

Down payment: $0 down payment

Income limits apply (typically 115% of area median income)

Property must be in USDA-eligible area

Upfront guarantee fee (1% of loan) + annual fee (0.35%)

Pros:

¢ No down payment

e Low mortgage insurance

Cons:

e Geographic and income restrictions

e Longer processing times

Fixed-Rate vs. Adjustable-Rate Mortgages (ARM)
Fixed-Rate Mortgage:

e Interest rate stays the same for the entire loan term
e Most common: 15-year or 30-year terms
¢ Predictable monthly payments

e Bestif: You plan to stay long-term or rates are low

Adjustable-Rate Mortgage (ARM):

e Lower initial rate for a set period (5/1, 7/1, 10/1 ARM)
e Rate adjusts periodically after the initial period
e Monthly payment can increase or decrease

e Bestif: You plan to sell/refinance before adjustment or expect income to increase

Special Programs to Consider
First-Time Homebuyer Programs:

o State and local down payment assistance
e Pennsylvania Housing Finance Agency (PHFA) programs

e Reduced interest rates or grants for qualified buyers

[J) Choosing the Right Loan: Consider your credit score, down payment savings, how long you plan to stay in the home, and
your monthly budget. | can connect you with trusted local lenders who offer multiple loan programs and will help you find
the best fit for your situation.

Pro Tip:

Get pre-approved with 2-3 different lenders to compare rates, fees, and loan programs. Even a 0.25% difference in interest rate can
save you thousands over 30 years. On a $300,000 loan, that's about $15,000 in savings!



Buyer's Negotiation Checklist: Before You Make an
Offer

Use this checklist to ensure you're fully prepared to negotiate
from a position of strength.

Financial Preparation:

. Mortgage pre-approval letter in hand
. Down payment and earnest money ready

. Closing cost budget established

Market & Property Research:

o | Reviewed comparable sales in the area
o Understand if it's a buyer's or seller's market
o [| Attended showings and identified concerns

. Determined your maximum walk-away price

Offer Strategy:

o Discussed strategy with your agent
o Decided which contingencies to include

. Prepared for potential multiple offer situation

[J)' The more prepared you are before making an offer, the more confident and effective you'll be during negotiations.
Preparation is the foundation of successful deal-making.



Step 2: Crafting a Competitive Offer

Strategic Pricing

Start with a fair, data-backed offer that's
competitive without leaving money on the
table or insulting the seller.

s

Show Commitment

Include earnest money deposit to
demonstrate serious intent and

strengthen your position with the seller.

Protect Yourself

Work with your agent to include smart
contingencies—inspection, financing,
appraisal—that safeguard your interests.



Navigating Multiple Offer Situations: How to Win

In competitive markets, you may face bidding wars. Here's how
to make your offer stand out without overpaying.
Strengthen Your Offer Without Raising Price:

Financial Strength
e Increase earnest money deposit
e Larger down payment (20%+)

e Pre-approval from local lender

Flexible Terms
e Match seller's preferred closing timeline
e Offer rent-back if seller needs time to move

o Be flexible on possession date

Personal Touch

3 e Have your agent build rapport with listing agent

o Beresponsive and easy to work with

e Show you'll take care of their home

When to Escalate Your Price:

¢ Include an escalation clause

e Only escalate if you have strong indication of a competing offer

e Set your absolute maximum and stick to it

Warning Signs & What to Avoid:

e Pressure to waive all contingencies
e Seller asking for unreasonable terms
e Don't waive inspection contingency
e Don't offer more than you can afford

e Don't let emotions override logic

[J Your agent's negotiation skills and relationships matter most in multiple offer situations. This is where experience and local
market knowledge make the difference between winning and overpaying.



Understanding Contingencies: Your Safety Net

Contingencies give you the power to investigate, negotiate, and protect your investment without losing your earnest money.

Inspection Contingency

Allows 7-14 days to hire
professional inspectors

Uncovers hidden issues:
foundation, roof, electrical,
plumbing, HVAC

Gives you three options: request
repairs, negotiate price reduction,
or walk away with deposit
returned

Pro tip: This is your strongest
renegotiation tool after the initial
offer

2

Appraisal Contingency

Protects you if the home
appraises below your offer price

Bank won't lend more than
appraised value

Options: seller reduces price to
appraisal, you bring extra cash, or
cancel contract

Critical in competitive markets
where bidding wars drive prices

up

3

Financing Contingency

Gives you time (typically 30-45
days) to secure final loan
approval

Protects you if interest rates
change or lender denies your
loan

Allows you to back out without
penalty if financing falls through

Never waive this unless you're
paying cash

[JJ Smart buyers use the contingency period as a second negotiation opportunity. Inspection findings often lead to
$5,000-%$15,000 in credits or repairs—money that stays in your pocket.



Closing Day Checklist: Final Steps to Getting Your

Keys

You've negotiated successfully—now ensure a smooth closing

with this final checklist.

Final Week Before Closing:

. Review Closing Disclosure carefully

o || Verify repairs/credits are documented
« [| Arrange certified funds for closing

. Purchase homeowner's insurance

[ Schedule final walkthrough

Closing Day:

e [ Bring photo ID and certified check

. Review all documents before signing
o Ask questions about anything unclear
. Receive keys and access codes

. Get copies of all signed documents

Final Walkthrough (1-2 Days Before):

Verify repairs were completed
Check all appliances and fixtures are present
Test major systems (HVAC, plumbing, electrical)

Take photos for your records

[J Congratulations! You've successfully navigated the home buying process. Welcome home!



First 30 Days After Closing: Your New Homeowner
Checklist

Congratulations on your new home! Here's what to do
immediately after closing to protect your investment and settle in
smoothly.

Week 1- Security & Essentials:
Change all locks and garage codes

Test smoke/CO detectors

Locate water shut-off and electrical panel

Set up utilities and services

Week 2 - Documentation & Setup:

File homestead exemption (reduces property taxes)
Update address everywhere
Store closing documents safely

Schedule HVAC maintenance

Weeks 3-4 - Settle In:

Deep clean before moving furniture
Make priority repairs or updates
Meet your neighbors

Take photos for insurance

Financial Tasks:
Set up automatic mortgage payments
Start emergency repair fund

Keep receipts for improvements

[ Pro Tip: Create a home maintenance binder with warranty information, appliance manuals, paint colors, contractor
contacts, and maintenance records. Your future self will thank you!
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Step 3: Mastering Counteroffers & Seller Responses

Negotiation Mindset

Real estate negotiation is a dialogue, not a single transaction.
Expect back-and-forth conversations that lead to mutual
agreement.

Expect Counteroffers

Sellers rarely accept first offers. View counteroffers as
opportunities, not rejections.

Always Respond

Keep negotiations alive by countering rather than
walking away. Communication builds momentum.

Strategic Concessions

Trade concessions thoughtfully: "I'll agree to your price
if you cover closing costs."



The Inspection Period: Your Due Diligence Window

Once your offer is accepted, the inspection period is your opportunity to thoroughly investigate the property and uncover any
issues before you're locked in.

1
Days 1-3: Schedule Inspections
e General home inspection ($300-$500)
e Specialized inspections if needed (roof, foundation, pest)
2
Days 4-7: Review Reports with Your Agent
e Identify major issues vs. minor cosmetic items
e Get contractor estimates for significant repairs
3

Days 8-14: Negotiate Your Response
e Request repairs, credits, or price reduction
e Focus on health, safety, and major systems

e Bereasonable—sellers won't fix everything

[J Real Example: Buyer discovered $12,000 in roof repairs during inspection. Seller agreed to $8,000 credit at closing rather

than make repairs. Buyer hired their own contractor post-closing and completed work for $9,500—saving $2,500 and
choosing their preferred contractor.



Common Inspection Findings & How to Negotiate
Them

Not all inspection issues are deal-breakers. Here's how to handle the most common findings strategically.

Maijor Issues (Always
Negotiate)

Foundation cracks or settling:
Request structural engineer
evaluation and full repair or
significant credit

Roof damage or age (less than 5
years remaining): Ask for
replacement or $8,000-$15,000
credit

Electrical panel issues or
outdated wiring: Safety hazard—
request licensed electrician
repairs before closing

HVAC system failure: Request
replacement or $5,000-$8,000
credit

Plumbing leaks or sewer line
problems: Get camera inspection
and request repairs or credit for
replacement

2

Moderate Issues (Negotiate
Selectively)

Water damage or moisture
issues: Request remediation and
proof of repair

Pest infestation or wood damage:

Ask for professional treatment
and structural repairs

Appliance failures: Request
replacement or credit
($500-%$2,000 per appliance)

Deck or fence safety issues:
Negotiate repair or partial credit

3

Minor Issues (Usually Accept
As-Is)

Cosmetic items: paint, flooring
wear, minor caulking

Normal wear and tear for home's
age

Small maintenance items under
$500

Issues you can easily DIY

[ Strategy: Bundle your requests into one comprehensive response rather than multiple back-and-forth negotiations.

Prioritize the top 3-5 items that matter most, and be willing to compromise on smaller issues. This shows you're

reasonable while still protecting your interests.



When the Appraisal Comes in Low: Your Options

An appraisal gap happens when the home appraises for less than your offer price. This contingency protects you from overpaying
and gives you negotiation leverage.

Example Scenario: You offered $425,000, but the home appraised at $410,000. That's a $15,000 gap.
Here's what happens next.

—0——0—

Seller Reduces Price to Appraisal You Bring Additional Cash
o Seller lowers price to $410,000 to match appraisal e You cover the $15,000 gap with extra down payment
e You proceed with original financing terms e Increases your out-of-pocket costs significantly
e Best outcome for buyers—you pay fair market value e Only consider if you love the home and have cash
« Common when seller is motivated or market is cooling reserves
e Your lender still only finances the appraised value
($410,000)
Meet in the Middle Walk Away with Deposit Returned
« Negotiate a compromise: seller reduces by $8,000, you e Exercise your appraisal contingency to cancel contract

bring $7,000 extra o Get your earnest money back in full

e Shows good faith from both parties « No penalty or loss—you're protected

e Most common resolution in balanced markets « Start your search again with lessons learned

e Keeps the deal moving forward

[J Pro Tip: If you're in a competitive market and considering waiving the appraisal contingency, make sure you have enough
cash reserves to cover a potential gap. Otherwise, you could lose your earnest money if you can't close.



Understanding Closing Costs: What You'll Pay at
the Table

Closing costs typically range from 2-5% of your purchase price. Here's exactly where your money goes.

Lender Fees: $3,000-$4,500 Third-Party Services: $2,500-$3,500
(origination, processing, underwriting) (appraisal, title, attorney)

Prepaid Costs: $2,500-$3,000 Government Fees: $500-$1,000
(insurance, taxes, interest) (recording, transfer taxes)

Ways to Reduce Closing Costs:

o Negotiate seller concessions (seller pays portion of your costs)
e Shop around for title insurance and other services

e Close near the end of the month to reduce prepaid interest

Example Breakdown on $300,000 Purchase:

Total Closing Costs: $9,000-$12,000

e Lender Fees: $3,000-$4,500

e Third-Party Services: $2,500-$3,500
e Prepaids: $2,500-$3,000

e Government Fees: $500-$1,000

[ You'll receive a Loan Estimate within 3 days of applying and a Closing Disclosure at least 3 days before closing. Review
both carefully and ask your agent about any charges that seem high or unexpected.



Step 6: When to Walk Away

Know Your Limits

G% Establish boundaries before negotiations begin and honor
them when terms don't meet your standards.

Stay Objective

® Emotional detachment prevents overpaying or accepting
unfavorable conditions you'll regret later.

Strategic Retreat

e] Walking away can bring sellers back with better offers,
showing you're serious about your requirements.
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Real-Life Success Story: How Smart Negotiation
Won the Dream Home

Meet the Johnsons, who used strategic negotiation to secure their ideal home while
staying under budget.

Preparation Phase 1

Obtained pre-approval and researched six months of
comparable sales in target neighborhood.

2 Strong Opening

Made competitive initial offer with strategic
contingencies protecting their interests.
Inspection Leverage 3

Negotiated $7,000 in essential repairs and secured

$3,000 closing cost credit after findings.
4 Successful Closing

Closed on schedule, moved in with keys, and came in
$10,000 under their maximum budget.



What My Clients Say About Working With Me

Real experiences from York County homebuyers who
successfully navigated their journey from offer to keys

Ally Azen

"Working with Jono from eXp
Realty was an amazing
experience! From start to finish, he
guided me through every step of
the selling process and made
everything feel so smooth and
stress-free. His communication
was excellent — he always kept
me updated and made sure | knew
what to expect next. Jono's
knowledge and guidance really put
me at ease, and | felt completely
confident in his expertise. | would
absolutely recommend him to
anyone looking to buy or sell their
home. He truly goes above and
beyond for his clients!"

Kristen Hornberger

"l can't say enough about how
exceptional Jonathon was
throughout the entire process. He
went above and beyond — truly
doing far more than anyone should
ever have to when dealing with a
very complicated and emotionally
charged situation involving a
divorce. His professionalism,
patience, and calm approach kept
everything moving forward, even
when things got messy. He
handled every challenge with
integrity, empathy, and incredible
skill. If you're looking for someone
who will advocate for you and
keep their cool no matter what
comes their way, Jonathon is the
one you want on your side!"

A Google User

"Jon was amazing! | never had to
ask for anything. He was proactive,
exceedingly helpful, and it doesn't
stop at closing. Jon promised to
help with any questions in the
future. This is only the second
closing in 28 years, but if | am
fortunate to buy another house, he
will be my only choice."



Ready to Start Your Home Buying Journey in York
County?

Now that you understand the negotiation process from offer to keys, you're equipped with the knowledge to make confident

decisions. As your York County realtor with 21+ years of teaching experience, | bring the same dedication to educating and guiding
my clients through every step.

Let's Work Together
Expert guidance through every Access to homes in Spring Save thousands with my 2.5%
hegotiation step—backed by Grove, West York, Seven commission rate and strategic
proven results in York County Valleys, and surrounding areas negotiation tactics

Schedule Your Free Buyer Consultation Today

e Phone: (717) 880-3471
e Email: jonathon.shultz@exprealty.com

e Website: jonathonshultz.expportal.com

Whether you're a first-time buyer or experienced homeowner in York County, having a skilled negotiator and educator on your side
makes all the difference. Let me help you navigate the journey from offer to keys with confidence and success.

Download This Free Guide



Key Takeaways: Your Negotiation Success Formula

©

Knowledge + Preparation = Contingencies Are Your
Power Protection

Understanding contingencies, market Never skip inspection, appraisal, or
conditions, and inspection processes financing contingencies unless you
gives you leverage at every stage fully understand the risks

Negotiation Continues After
the Offer

The inspection period and appraisal
process offer additional opportunities
to improve your deal

This comprehensive guide has walked you through every stage of the home buying negotiation process. Bookmark this resource
and refer back to it as you move through each phase of your journey. Remember: every successful negotiation starts with

preparation and ends with confidence.



