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IF YOU'RE OUT LOOKING TO BUY A HOUSE, you know it's a competitive market. That's
true almost everywhere, coast to coast. Stories of bidding wars, where buyers are offering
thousands more than the selling price to secure the home they want, are common.

KNOW YOUR BUDGET

Before getting into a bidding war, well before you start shopping, it is essential that you
know your budget. That involves considerations beyond the price of the house and your
expected monthly mortgage payment.

Knowing your budget includes understanding what your property taxes will be. They can
vary greatly from one area to another, one county to the one next door. With housing
prices continuing to rise, assessments are also increasing. Find out how the authorities in
the area where you intend to buy are assessing home values. And when: some do it upon
a sale, others annually, some semi-annually. Investigate and develop an estimate of what
your property taxes will be.

Are you moving to a bigger house? If so, you will be paying more for such things as
utilities. If you're looking for a house with a pool, be sure to understand the associated
monthly costs.

Your home
budget involves
considerations

Homeowners insurance will also be more expensive for a bigger home. And if the house
you're considering is located near a lake or even a creek, you could be in a flood zone.
Find out, because flood insurance can be outrageously expensive.

beyond the
bring of Bottom line: Don't waste time looking at houses, or worse, getting yourself into a house
the house. you can't afford, where the ongoing costs will put a strain on your budget and your family.
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moving into
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YOUR OFFER: KEY FACTORS

Beyond outbidding another buyer, there are ways to improve your chances of moving
into the home of your dreams. A few key factors to consider when putting together your
strongest offer:

« Inspection: Do you need an inspection? Your real estate agent should be able to walk
you though the decision-making process. If you decide to request an inspection,
consider the time frame. Specifying the inspection for completion within a short period
of time, as quick as two or three days, will ensure the seller that you won't be dragging
your feet.

Down payment: A down payment of 20 percent of the sales price eliminates the
requirement to buy private mortgage insurance (PMI). Also, you will be responsible for
closing costs, which can be substantial. Be sure you have the funds available to cover
closing costs as well as the down payment.

Lender: The lender can be as important to the seller as the buyer. A seller will be more
inclined to take an offer when the buyer’'s mortgage is being placed with a respected
funding source. Your real estate agent should be able to recommend two or three
lenders with good reputations.

Earnest money: You might want to use earnest money as a way of showing the

seller you are serious about getting the house. You can submit a portion of the down
payment upfront to ensure the seller that you will not walk away from the deal without
a compelling reason. Ask your agent about the rules in your area for recovering earnest
money if something related to the deal should fall through.

Closing time: Being flexible on closing will also help you with a seller. For example, you
might allow the seller who has yet to close on their next house to remain in the house for
a period after closing and pay you rent.

Contingencies: Eliminate as many contingencies as you can, like having to sell
your house before you can close. Sellers want the process to move quickly and
without complications.

Appraisal: Your lender will approve the mortgage amount based on its appraisal of the
fair market value of the house. If the appraisal doesn't meet the sales price, you might

be able to find another lender that will provide a higher appraisal. With so many houses
being sold above bank appraisal, you might decide to include an “appraisal bridge” in
your offer, additional cash beyond the appraisal value. But that puts you under water in
terms of your investment in your house. Ask your agent what the house will sell for in five
or ten years, and be cautious about offering any more than a reasonable price.

- Other steps taken buyers have taken for an edge on the competition include offering to

pay a portion of the seller's moving costs and writing a letter to the seller telling them
how much they love the home.

However you put your offer together, ensure that your upfront costs and ongoing

obligations are within your budget. Try not to fall in love with a house until youre in it.
And good luck in this most competitive buying environment in memory.
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IMPORTANT DISCLOSURES

The information included in this document is for general, informational purposes only. It does not contain any investment advice and does not address
any individual facts and circumstances. As such, it cannot be relied on as providing any investment advice. If you would like investment advice regarding
your specific facts and circumstances, please contact a qualified financial advisor.

Any investment involves some degree of risk, and different types of investments involve varying degrees of risk, including loss of principal. It should not
be assumed that future performance of any specific investment, strategy or allocation (including those recommended by HBKS® Wealth Advisors) will be
profitable or equal the corresponding indicated or intended results or performance level(s).

Past performance of any security, indices, strategy or allocation may not be indicative of future results.

The historical and current information as to rules, laws, guidelines or benefits contained in this document is a summary of information obtained from or
prepared by other sources. It has not been independently verified, but

was obtained from sources believed to be reliable. HBKS®™ Wealth Advisors does not guarantee the accuracy of

this information and does not assume liability for any errors in information obtained from or prepared by these

other sources.

HBKS" Wealth Advisors is not a legal or accounting firm, and does not render legal, accounting or tax advice. You should contact an attorney or CPA if
you wish to receive legal, accounting or tax advice.

Michael E. Ringler

Financial Advisor, HBKS® Wealth Advisors

Michael serves as a financial advisor in the Fredonia, New York. office of HBKS® Wealth
Advisors. He specializes in providing personal financial planning for investments,
retirement, protection planning, retirement income, estate planning strategies,
education funding, tax management strategies and wealth preservation strategies.

Michael joined HBKS® in 2018 after working as a financial advisor and field director for
Northwestern Mutual for six years. He earned his Bachelor of Science degree in Finance from Duquesne University.

Investment advisory services are offered through HBK Sorce Advisory LLC, doing business as HBKS® Wealth Advisors. NOT FDIC INSURED - NOT
BANK GUARANTEED - MAY LOSE VALUE, INCLUDING LOSS OF PRINCIPAL - NOT INSURED BY ANY STATE OR FEDERAL AGENCY
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