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Six Strategies for Today’s Housing Market

0 What's Important to You?
Define your goals and expectations

@ The Home Search
Find your home with instant notifications

9 Key Market Strategies
Understand sales activity intensity

@ Financing Your Home
Enhance certainty for the seller

6 Your Trusted Advisor and Advocate
Prepare and negotiate purchase agreement

@ The Home Purchase Process
Manage the transaction and timelines
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WHAT'S IMPORTANT TO YOU?
Define Your Goals and Expectations

Define your “wants” versus your “must-haves” to determine which combination of
features is most important to you.

WHY ARE THESE FEATURES IMPORTANT?

MUST-HAVES

WANTS | T\ Z

/em,mﬁmM
e

W= 2 GOALS AND EXPECTATIONS



HOME, COMMUNITY, LIFESTYLE
Clarify Your Priorities
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THE HOME SEARCH

Helping You Find Your Home i

BE|IN CONTROLORTHE

HOME SEARCH PROCESS $599,999  YourNeighborhood

» See all listings
from all companies

» Create search boundaries
by community,
neighborhood or
favorite school

» Customize
search criteria

= Map/Directions [ Loan Caloulator ﬂ $6991999
3Beds2.5Baths 28 (i
Lusury horme in desiable comm, the Asbars in Sunrise! This 4 bed 3 beth home has covered front porch that leeds 1o well crafied 2,982 Sqft 1 Lot sqft
hesme wi beautiful finishes & open floor plan. Hdwel.s throughout the main w/' white mbwk. Chefs kit. w/' sub. tile, gracite counter

top, custorn pairted cabinets & huge pantry. Kit nock leads to outdoor covered patio & d Upstairs is a

wi 5pa like tub, double chower heads & exina k. borus. Walking distance 1o sought atter schools.

Mare information about this property

» See large photos

44 lod Pregarty Type singe oy hone oy B dhatesmts ol
. : : t1Lotsq
and detaile _— i e
o A ; sqft 2528 o et (ST e $579,000
listing information e e -
4Beds 3 Baths 20 S5
Architecture b ey
Extorior Foundation

« Cement/Concrete » Poured Concrete

ﬂ$350’999

Roof Style 4 Beds 3.25 Baths 40 1

+ Ceenposition . 28t00y “ 4 ! 3,120 Sqft 3.17 Lot acre/s
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MOBILE SEARCH

All Listings, All Companies

A

John L. Scott Mobile App

SEARCHONTHE GO

» The John L. Scott Mobile App
allows for easy access to search
for homes anywhere, anytime.

» The GPS feature allows you
to see all properties (active,
pending, and sold) in
your vicinity.

» Connect to your
Property Tracker® account
to save favorites on the go.

We've got you covered
with all the tools you need!

Gohn L.Scoff | REAL ESTATE 5
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INSTANT NOTIFICATION OF NEW LISTINGS
Be the First to Know with Property Tracker®

STAY ORGANIZED

Create and manage searches and favorites through
your personal Property Tracker® dashboard.

» Create and save searches jalal : SR $+¥broperty Tracker

Saved Search Update
i 3

View Listings

» Receive instant notification
of new listings via text or email

» Save favorites
» Take notes
» Rate favorites
» Receive status and price updates

B Active New Listing
$599,999 5 oeds 3.5 sas 2,528 sar¢

oProperty Tracker®

| Favorites @E)  Searches )  Profile  Settings S A\/E FA\/O R |TE S

Order by: | Rating HE 2
= & $303,000 » T $329,950 v = T f% $329,990 v
3 Bods 1.75 Batko LT 3 Becs 1 Baths 16555 ” 3 Beds 2.5 Baths 300 [T
1,064 591 6,000 Loczs 2,660 5q/t 8,400 Lot 57 b NS 1722590 5,704 Lot T
/i
£ $329,900 A '
Edit Favorite RATE YOUR FAVORITES

A A A
Nl R e e
"R @ @ @A @A Fivestrs

Notes

Beds 2.25 Batts 11552
587 5qit 1,390 Lot 57

@ $324,950
Beds 3 Batha 15982

820 5q0 7,914 Lat 55

Very nice neighborhood with excellent schools.
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MARKETINSIGHTS”™

—For Your Selected Search Area

Specified Market Condition

2 Monihs
" of Inventory
Monirg.

B wo

of iren { v
haerazd o Tree Pricried of e cument robe of soles.

e e

| IR Rl B R
Market Snapshot
inthe st 3odays === Tl T -]

33
B0 % Change Ko Cnange

+ Pt 35 T
2193

Srewd Soarch

Month over Month
Comparison of what
is goingonin

the marketplace

A visual of \ “;‘;w T
how the L R T
market is
doing

1253887 $4.007 500
Apruptdrice v B

Snapshot Six month
of new Comparlson
homes on
market

Off Market - Usually due to being overpriced!

RECEIVE MONTHLY INSIGHTS

ON ANY SAVED SEARCH

» Market activity and trends
» Month over month stats

» Six month comparison

» Average prices

» Months supply of inventory

Let us help you customize
your Property Tracker® settings.

Gohn L.Scoff | ReaL ESTATE 7 s



TODAY'S MARKET STRATEGIES
The Yearly Housing Cycle

THE REAL ESTATE MARKET IS SEASONAL

It is important you know how supply and demand
in each specific phase affects pricing strategies.

140% Number of
New Resale

Listings
120% - by Month
AVERAGE .
100% -
o0%- B3] \
% New Year Spring Pre Summer Fall Winter

. Kickoff arket Summer Market Market Market

JAN FEB MAR APR MAY  JUNE  JULY AUG SEPT ocT NOV DEC

0

*Five-year span of new resale listings

The best time to buy a home is
when the timing is right foryou.
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INTERPRET THE DATA
Sales Activity Intensity

Let us guide you through the data, statistics, and numbers to help you make informed, educated, and confident choices
throughout the home buying process.

Knowing the key market indicators and sales activity intensity by price range for your search area will help us
evaluate the velocity of the current market and develop a pricing and offer strategy.

HOW DOES THE MARKET AFFECT YOU?

4 BUYERS MARKET

Selective Buyer Activity Intensity
» More than 5 months of inventory
» More homes available for sale

As a buyer, that means....

» More selection

» Less buyer competition

» Flat or softening of home prices

N £

AN

HEALTHY MARKET
Healthy Sales Activity Intensity

» 5 months of inventory is
considered a healthy market

As a buyer, that means....

» Healthy buyer demand
» Healthy supply of homes for sale

i

N

SELLERS MARKET

High Sales Activity Intensity

» 3-4 months or less of inventory

» Low or shortage supply of
unsold inventory

As a buyer, that means....

» Less selection
» More buyer competition
» Potential multiple offer situations

%

Below 25%

SALES ACTIVITY INTENSITY SCALE

Percent of new listings pending in the first 30 days

25%

HEALTHY

35% 50% 65% 75%
[ I —
STRONG SURGE FRENZY EXTREME FRENZY
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UNDERSTAND THE LOCAL MARKET
Your Search Area - Your Price Range

When it comes time to negotiate for the best price and most favorable
terms, we want you to feel confident you're getting the right home at
the right price, aligned with your goals.
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Understand Key Market Indicators
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PARTNER WITH A LENDER
Financing Your Home

We will partner with you and your lender to position you in the best light when competing with other offers.
This will also provide any seller with a higher sense of certainty when reviewing your offer.

CASH
Full amount of the purchase price in liquid funds;
not relying on any contingent source of funds.

UNDERWRITING APPROVAL

Strongest loan approval. Underwriters verify your
financial capability and are ready to fund before you
select a home.

PRE-APPROVAL
A standard loan amount is given based on your financials
and credit score.

An estimated amount you would likely qualify for based
on basic information.

HOW DO YOU PLANTO FUND YOUR PURCHASE?

It is imperative you share any contingent source of funds for your home purchase with
your lender and Realtor® as early as possible.
» Proceeds from home sale > Future earnings / stock

» 401k / Retirement funds » Gift money FINANCING YOUR HOME 11 s



YOUR TRUSTED ADVISOR AND ADVO&ATE
Exceptional Service, Exceptional ResthS‘”

Once you've selected a property, we want
you to be confident with the price and terms
of your offer.

» As your trusted real estate advisor and
advocate, we will help you analyze
recently sold data to help you
determine the best offer price. i

P

» We will guide you through selectmgt - L'
appropriate paperwork and negonatd{
most favorable buyer terms on your \_ ,

Your representative thig
the entire

S 12 TRUSTED ADVISOR AND ADVOCATE



THE HOME PURCHASE PROCESS
Keeping You On Track

a
Title Review
& Escrow

13

Loan
Approval

S

Appraisal
Process

D
S

Today’s Market
Strategies

AR

PREPARE FOR EACH STEP

We will anticipate and communicate

with you regarding contingency timelines,

inspections, title review, appraisal, and

escrow for a successful closing and

a timely move.

From the home search to the day you get

your keys, we're committed to you.

I

Home
Inspection

Contingencies

B

Loan

N

[ |

Negotiate
Price & Terms

QL

Mutual
Acceptance

Earnest Money
Deposit

Application

THE HOME PURCHASE PROCESS 13 s



YOUR SUPPORT TEAM
Working Together for a Successful Closing

These are some of the professionals that will be involved in a successful closing:

> LOAN OFFICER
Walks you through loan options, gathers documents, takes formal loan application.

> LENDER/UNDERWRITER
Reviews documents from Loan Officer and gives final loan approval.

> INSPECTOR

Evaluates the property for potential issues and provides a report detailing their
recommendations (buyer typically pays for inspection when inspection is conducted).

>» APPRAISER
Estimates the market value of the home (for the bank/lender).

> TITLE
Protects homeowner against loss or damage occurring from liens,
encumbrances, or defects in title or actual ownership of the property.

> ESCROW

Independent neutral third party by which the interests of all parties to the transaction are protected.
Escrow will hold earnest money, prepare closing documents, and schedule for signing.

HOW DO YOU KNOW WHO TO CHOOSE?

Just like your John L. Scott broker associate, the team you work with should be knowledgeable,
experienced and willing to work with you to complete your home purchase.

We are happy to recommend lenders, inspectors, title and escrow companies and other professionals.

Smmm= 14 THE HOME PURCHASE PROCESS



BIG NUMBERS AT
John L.Scott Real Estate  Leding 555, [P 15w,

FOUNDING MEMBER

“It's about the

110+

Offices »

possibilities in our client’s lives.™”

NEARLY

33,000

transactions

JOHN L. SCOTT
RECOGNIZED AS

TOP 20

REAL ESTATE BRAND
INTHE NATION

One client at a time

$14 Billion+

OVER :
3 000 WASHINGTON in sales volume
y [ OREGON
IDAHO
CALIFORNIA

Gohn L.Scotf | ReAL ESTATE 15 m—



MY COMMITMENT
Helping You Make the Right Move

100% Buyer Representation

» Listen, discover and understand what's important tw
» Help you with the home search process f
BS
» Share key market indicators to help you make an informed decision

» Negotiate the purchase price and terms

» Communicate with you each step of the transaction

16 MY COMMITMENT
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gﬂhl‘l ]L Sﬂﬂﬂ Helping Kids Stay Healthy

FOUNDATION andbeatHome

SUPPORTING OUR COMMUNITY

LAST YEAR

THE JOHN L. SCOTT
FOUNDATION
HELPED SPONSOR

30

EVENTS

WHICH HELPED
RAISE NEARLY

S18 M

FOR
DINNERS SERVED AT |
5 O RONALD MCDONALD HOUSES L RET S

Living Life as a Contribution® is our core value at John L. Scott



