rUy Z
o]

0\ /yo
/ Z
[ [ m
\ m
\ A

A BUYER'S FIELD GUIDE

7 clues a home seller
may be ready to deal

How to read the words, photos and listing history that

can point to a better conversation - before you ever
tour the home.

/

Don't chase a bargain. Learn to recognize leverage.

BUYER GUIDE ¢« 2026



Read the pattern, not one clue.

A listing can reveal pressure without ever
saying “motivated seller.” The opportunity is “Motivated” and
usually in the overlap: the language in the
description, the story told by the photos, and
the movement in the listing history.

“must sell” can invite
buyers to negotiate

down.

Realtor.com, citing listing-language
research and agent commentary

Look for three aligned
signals before treating a
home as a serious
negotiation opportunity.

WORDS PHOTOS HISTORY
What the agent chooses to Vacancy, deferred upkeep or signs Days on market, price reductions,
emphasize - urgency, condition, a that the owner has already moved on. relisting and a return after escrow.

failed deal or a life transition.

Context A signal is an invitation to investigate, not proof of distress. Your agent should
compare the home with current local inventory, recent sales and the seller's

matters. stated priorities.

In Redfin's national data for the four weeks ending September 6, 2026, the typical sold
home spent 46 days on market and 20.8% of active listings had a price drop. Those are
useful context points - not universal cutoffs. Compare every property with its own
neighborhood and price range.
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Seven phrases worth a second look

Relocation
“Relocated” * “job transfer”  “seller has
moved”

Possible read: the move already happened and
timing may matter more than squeezing out
every dollar.

Direct urgency
“Must sell” » “priced to sell” » “bring all
offers”

Possible read: the listing is openly inviting activity
or negotiation. Confirm whether the price already
reflects that urgency.

A deal fell apart

“Back on market”  “buyer could not
perform” e “no fault of seller”

Possible read: the seller has lost time and may
favor a credible buyer with strong terms.

Work required

Estate or inherited property
“Estate sale” » “probate” » “trust sale” »
“inherited”

Possible read: decision-makers may value a clean,
uncomplicated path. Probate and trust sales can
also have special procedures.

As-is condition
“As is” » “seller will make no repairs” e
“cash offers only”

Possible read: speed or simplicity matters, but the
buyer may be assuming repair and financing risk.

Vacancy

“Vacant” » “vacant and easy to show” ¢
“quick possession”

Possible read: the property is no longer serving
the owner, while carrying costs may continue.

“Investor special” * “fixer” » “needs TLC” *« “handyman special”

Possible read: the seller wants the market to price in condition. The opportunity is only real after inspections,
repair estimates and a financing check.

Translation rule: listing language is marketing, not a promise. Use these phrases to build a shortlist -

then verify the story with disclosures, inspections and an agent-to-agent conversation.
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Three clues hiding in plain sight.

45+ ! PHOTO
Long market time Price reductions Empty or sparse
Start with 45+ days as a One cut can be a correction. photos
screening flag, then compare Multiple cuts - or continued Vacant rooms. minimal
it with t‘he. local median. A mark(?t time after a furnishings or obvious move-
home sitting longer than its meaningful cut - can show out signs can support a
nearby competition may that the seller's original plan relocation or carrying-cost
create room for a different has not worked.

story. Photos alone never tell

conversation. the whole story.

The stack What to ask next

“"What matters most to the seller besides
45+ days on market price?”

Then listen for priorities such as certainty,
closing date, possession, fewer contingencies
or avoiding more repairs.

two price reductions

vacant photos

Leverage is not always a lower price.
“seller relocated” in remarks Sometimes the winning move is solving the
seller's timing problem.

= worth a targeted agent call

Two useful cautions

Relisted does not always mean stale. A new Multiple Listing Service (MLS) number can obscure earlier market
time, so ask your agent to check the full history. Back on market does not always mean a bad house.
Financing, appraisal, inspection or buyer circumstances may have ended the first deal.
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Turn your scroll into a shortlist.

Save listings that match at least three checks. Do not write an aggressive offer
from the screen; send the shortlist to your agent for the context the public
listing cannot show.

|:| 45+ days on market |:| Recent price reduction

[ ] More than one price reduction [] Empty or sparsely furnished rooms
[ ] Relocation or job-transfer language [ ] Estate, trust, probate or inherited
[ ] As-is or no-repairs language [ ] Back on market

[] Bring all offers / priced to sell [ Fixer / TLC / investor special

Protect the upside.

An “as-is” label does not mean skip due diligence. Review seller disclosures, keep appropriate inspection rights,
price the visible and hidden repairs, and confirm that the property's condition works with your loan. Terms and
legal procedures vary by property and location.

Gio Ruiz

Found a |iSting With three Gio Ruiz Home Team
or more clues? 7605221433

gioruizrealestate@gmail.com
Send it over. We'll check the full history, compare the local market @gioruizsd
and find out what the seller actually values. REALTOR® DRE Lic#02028392

SOURCES & NOTES

Redfin, “High Costs Sideline Some Would-Be Homebuyers,” market data for the four weeks ending Sept. 6, 2026:
https://www.redfin.com/news/housing-market-update-high-costs-sideline-buyers-negotiating-power/

Realtor.com, “Use These Home Listing Phrases to Help You Sell Faster”: https://www.realtor.com/advice/sell/home-listing-phrases-sell-
fast/

Realtor.com, “Selling a House As Is: What It Means for Buyers": https://www.realtor.com/advice/buy/what-does-as-is-mean/

Educational guide only. This is not legal, tax, lending or inspection advice. Every seller, property and market is different.
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