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There’s no question it’s an exciting time in real estate. Homes are selling
at a record pace with demand showing little sign of slowing around
the country. It’s busy, it’s frenetic, and, to use the word of the year, it’s
unprecedented. This makes it an extremely interesting time to be part of
the Berkshire Hathaway HomeServices network—and one where clients
are seeking out your expert insights more than ever.
When the market moves this quickly, it can present increased room for
error on the part of buyers and sellers. “Are we paying too much for a
property?” “Should we give up some contingencies?” “Is it really the
right time to list my home?” These are the types of concerns that keep
potential and current homeowners awake at night, and why partnering
with the right agent during the real estate journey is so critical.
While emotions have a tendency to overshadow rationality in this type
of market, it’s important that trusted real estate professionals help
clients take stock in the important details that will ensure a successful
transaction. That might mean modeling different financial scenarios
for a first-time buyer to alleviate concerns over paying top dollar for a
property, or conversely, convincing an on-the-fence seller that now is
the right time to list.
In the pages that follow are answers to some of the most common
questions being asked by buyers and sellers in the current
market. I hope the information acts as a jumping off point for many
important conversations between you and your Berkshire Hathaway
HomeServices network agent. Buying and selling a home is one of the
most important financial decisions a person can make. With the right
partner, it doesn’t have to be one fraught with stress.
Best,
Christy Budnick
CEO of Berkshire Hathaway HomeServices
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Real Estate in 2021:
How to Avoid Costly
Mistakes
For those buying or selling a home in today’s ultra-competitive
real estate market, time is not a luxury afforded to most. Decisions
are made quickly, with many buyers in particular left to worry that
they’re setting themselves up to make a costly mistake. And while
homeowners seemingly have the upper hand in this universally hot
sellers’ market, the myriad of factors that play a role in a frenzied sales
and negotiation scenario leaves much room for error.
So what’s a buyer or seller to do in this unprecedented market?
We sat down with two leaders in the industry—Christy Budnick,
CEO of Berkshire Hathaway HomeServices and Allan Dalton,
SVP of Research and Development for Berkshire Hathaway
HomeServices—to hear their recommendations for avoiding, or fixing,
many common and current real estate missteps.

42%

of delaying home sellers are concerned
about safety issues and having people
in their house for listing and selling.

21%

of delaying home sellers are concerned
about getting the optimum price for
their home.
Source: “Responding to Today: 2021,” Berkshire
Hathaway HomeServices and The Wall Street
Journal | Barron’s Group Intelligence Group
(Jan.-Feb. 2021)

Q: A recent Wall Street Journal article chronicles
the regrets and mistakes of recent buyers who
rushed into a purchase—but in this market, many
buyers feel that’s the only option. How can wouldbe buyers feel confident that they’re buying the
right house at the right price?
Christy Budnick: It’s normal for buyers to feel this type of stress in
such a strong sellers’ market. But I would encourage them to look at
the big picture and the benefits of a real estate purchase in the long
term. With interest rates at historic lows, if a buyer plans on staying in
a home for 10 years, the average appreciation of that home, plus the
tax advantages of home ownership, will typically make the higherthan-normal sales price more than worth it.
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Allan Dalton: In a highly competitive, multioffer
environment, you want to be able to buy on the
best terms, but you don’t want to lose it. So as
you’re figuring out what your top offer number
will be, ask yourself this question: “Am I willing
to deprive myself or my family of this lifestyle
because of $100 a week, $50 a day, $50 a
week?” I never want to be cavalier with money,
but the point I’m trying to make is that I’ve never
bought a home I wouldn’t have paid more for. If
you’re investing in your lifestyle and you break
the numbers down in that manner, it’s much easier
to answer that question and understand if you
actually feel like you’d be paying too much.
Aside from the money side of things, don’t use a
competitive market as an excuse not to do your
due diligence. I would never buy a home without
going back five or six times, parking in front of the
home in the morning and also in the evening to
see what traffic is like. Make sure you walk around
the neighborhood and talk to the neighbors,
especially the next-door neighbors if possible. If
you’re buying from out of town, have your realtor
do that work for you. I once bought a home from across the country and had my realtor take videos
at 5:00 in the morning, 6:00 in the morning, 7:00 in the morning. That drove the realtor crazy, but the
safety of my family is worth it to me. Before you make that offer, ensure there’s nothing that you could
know that you don’t know—about the town, the schools, the home, the neighborhood, values, zoning
restrictions. Because these are the things that end up making people think they made a mistake in
buying a home.

Q: Many sellers have been waiting to list their homes, potentially hoping to
capture the apex of the market. What steps can these sellers take to avoid
missing the right moment to list?
Christy Budnick: This is such a debatable topic. The critical consideration in this decision is the
relationship between supply and demand, and what can we anticipate about what might happen to
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Reasons for Delaying Selling a Primary/Secondary Residence
I don’t feel safe enough to have the number of people in my
house that would be necessary to list and sell my house.

42%

Concern over logistics of selling during COVID-19.

36%

I don’t think I’ll get the optimum price for my home.

21%

I don’t think there will be as many buyers in the market.

17%

Concern over market volatility and don’t feel like this is a
good financial time to sell.

15%
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Source: “Responding to Today 2021,” Berkshire Hathaway HomeServices and The Wall Street Journal | Barron’s Group Intelligence Group (Jan.-Feb. 2021),

supply and demand? Right now, supply and demand is completely in the
favor of sellers. But what might happen to the frothy market as economic
conditions change? By every indication, the strength of the economy and
the anticipation of inflation probably means that interest rates will continue
to go up. Well, as rates continue to go up, fewer and fewer buyers will have
the ability to afford the homes that they want to buy. As fewer buyers are in
the marketplace, the relationship between supply and demand starts to level
out, which will result in a cooling of home price appreciation. The summer is
also a traditional time of the year where homes come on the market for sale.
So you’ve got this combination of fewer buyers in the market moving forward
and more homes for sale as we move forward. Those two things will most
likely and I think undoubtedly create a cooling of home price appreciation.
Allan Dalton: When the market is moving and changing so fast, it’s more
valuable than ever to have a real estate agent—particularly if you are a
seller in a competitive bidding war scenario. Let me give you an analogy: If
you were a great football player and about to become a free agent, would
you do that without the help of an agent? Of course not! When you have
an asset that has great appeal and great demand, that’s when a realtor has
the greatest value in maximizing that demand. It’s always better to rely on
somebody who can navigate and manage and negotiate on your behalf—and
create even more demand.
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Q: Some homeowners are waiting to list because they’re
worried they’ll pay too much for their next home. Do you
think this is a mistake or a good strategy?
Christy Budnick: I just feel like now, 2021, is really the time to consider a
sale and purchase, especially because of where I see interest rates going.
Consider this: A buyer might be paying $30,000, $40,000 or even $50,000
more for a house today than they potentially could by waiting until next year.
But wait, what are they getting for the home that they’re selling? Assuming
the home you are selling is less expensive than the one you are buying, are
you going to get $15,000, $20,000 or $25,000 more today than you might
next year? So now I’m paying $50,000 more for the home I’m buying, but
I’m earning $25,000 more for the home I’m selling, so my net differential is
$25,000 negative to me. What’s the monthly payment differential?
And if that seller takes a short-term hit to their equity—let’s say they buy at
$50,000 right at the top of the market and it corrects—well, if they’re buying
a home that they’re going to be in for eight, 10, 13 years, what does that
appreciation annually need to look like, even if there’s a short-term blip in
the value for the first one, two or three years that they own? It is so critical
for people to think about these scenarios of value, payment and equity in a
holistic way to make the right decision. Using a real estate professional with
extensive knowledge of the local market is critical here in understanding the
entire equation and its impact on your finances in the long term.

2021 FTHBs: Challenges in Home Buying Process
Yes, I/we fell in love with a home
that didn’t pass inspection.

100%

Yes, I/we fell in love with a home
and were outbid.

80%

Yes, I/we fell in love with a home I/
we later learned we couldn’t afford.

60%

No, I/we haven’t fallen in love with
any potential new homes.
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Source: Realtor.com®, 2021 FTHBs: Desired Home Condition, March 25, 2021
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