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Buyer Package Overview

A Overview and Buyer Brokerage

A The Hound Dog difference & 7 key questions to ask an agent
A This market and how to exploit it

A Getting listings and organizing them

A Data sources & analysis

A Understanding the data

A Preparing an offer & pricing strategies

A Offers and counter offers

A Closing the deal

— S

COMMUNITIES

REAL ESTATE BROKERAGE

Hank-Miller-Team... 678--428"-8276-www.hounddogrealestate.com - ...



Buyer Brokerage

In Georgia and many other states, both sellers and buyers are entitled to legal representation during
the purchase and sale of real estate. Unlike seller representation, buyer representation is often paid for
through the seller, typically there is no fee for representation.

Listing agents have a contractual legal obligation to represent the owner of the property that they list
for sale. The role of a buyerods agent is to do t he
interest during the purchase process. This only happens with a signed buyer broker agreement.

Unrepresented buyers wil/| be in a Adual agencyo si
best interests. They will follow legal protocol but any influence they have will be in favor of their client;
the seller. This includes existing homes, new home

with a real estate sign on it.

l ntroducing a buyerds agent after the fact often r
no buyer agent was mentioned at the initial contact, it will be difficult to bring one in after the fact. If a

buyer s agent didndét initiate contact, | i sting age
commissions are established. If no agent was initially involved, the contention will be that home was

di scovered through the | isting agentdos efforts.

A buyerds agent iIis expected to keep your best inte

house hunt, negotiation period and through closing. You as a buyer are expected to reciprocate with
exclusive loyalty to this agent, complete honesty with matters related to the process and cooperation
throughout the process.
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What Makes Us Different

No one views this as real estate Asal esod, you wonbo
right time. We are consultants, not salesmen. We will have a buyer brief to get to know each other and a
road map for success will be laid out.

We have access to more data than most offices, know how to use it all, know how to interpret it and most
important T know how to explain it. You will understand the data and the process; when the right home
hits, you will act with confidence.

We are not Ayes meno. There wil/l be times when a d
will offer our supported opinions. Ultimately, decisions belong to the client but we will always offer candid
assessments as needed.

We are methodical, systematic and efficient. No one has time to waste and our approach to finding your
next home places a premium on technology, communication and decisiveness. Everyone will define success
before we begin.

This is all we do. We know the potential issues with writing contracts, negotiations, mortgages, appraisals,

i nspectionsé.therebdéds not much we havendt seen becas
goal is a boring, dull transaction and we work hard to achieve that boredom.

Your success in this market mandates a full time commitment by your agent.
Anything less and you pay the penalty.
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7/ Questions to Find a Quality Agent

Are you a full time real estate agent? i A full time real estate agent lives off their earnings. Many
agents have other full time jobs and do real estate on the side. In my opinion, this market is far too
complex and fluid to be a part time agent; the requirements are just too demanding.

How long have you been actively selling real estate and for whom? i An agent that only knows

the market when it was bubbling up is not likely to know how to deal in the current combative
environment. Youodre best option is an agent thataos
What are your personal production levels over the last three years? iltdés commonly a

that to earn a living, an agent should be closing a minimum of $2M in transaction volume annually. There
should be consistency in volume over each year, not spikes. You want THEIR production, not office, team
or some other nonsensical entity i THEIR personal numbers.

Can you verify your personal production? I Agents in this market can access this in seconds from the
FMLS, there is no reason for an agent not to be able to provide this in minutes.

Is your managing broker on site and responsible for your office? I If issues arise, they can
ultimately end up on the desk of the managing broker. Many discount firms use rotating brokers that are
on call, not what you want.

Can you provide at least four references that | can call? I Check the agent production sheet to
verify that the reference was actually a client. g
Can | see your complete resume? 1 Verify everything and ask many questions.
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How We Work with Buyers

Understand your
requirements & educate
you about the process

/"’#—&k\\
==

o

Review the mortgage
process & get preapproved

Create MLS searches &
start the listing research

Analyze the homes
that you like

Visit the homes "« | /

that are sensible \ |

Negrob ]

CLOSE
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3 Keys to Exploit this Market

Success in this market

o Define Success

0 You must be prepared & ready to
execute when opportunity arises.
Preparation is the key to success.
0 You have to understand the
process & trust your agent. It is

critical that the proper agent ¢ Closing
selection process be used.

0 While homes can be had at

substantial savings1 do not expect
to buy anything worthwhile for
pennies on the dollar!

o Short sales, foreclosures & other
Adi stressedMUCHI stings are
MOREcomplex than advertised &

have a very LOW success rate. Set

reasonable expectations in this

arena.

o If it looks to good to be true, it
probably is.
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The Market for Buyers

The salesagent on site WORKS Homes by owner can result in

FOR THEDEVELOPER delayed closings, contract issues,
Representation means having For Sale inspection issues & pricing

leverage if/when issues arise by Owner problems. With both parties

before closing and during unrepresented trouble should be
ownership T builders NEED outside expected. The ABuy
agents. There is no discount for operation is in bankruptcy and

not being represented. indicative of this process.

Short sales are not short, nor easy.
Foreclosures & REOs sound About 7% actually close and there
attractive but are a challenge. IS no standard procedure followed.

Many are priced to trigger 4closures Lenders are combative and
bidding wars T often you bid & REOs incompetent with little concern for
against yourself. They are also the deal. There is ample evidence
sol d Thvalseries | s 0. Mo st suggesting lenders make more

custom addenda that is heavily profit with foreclosures. This is
skewed to protect the seller in all truly the AW I d Wes
situations.
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Clients Have a Private FMLS Listing Site

Our buyers have a private web site that displays listings meeting their criteria. It provides:

o0 Any search criteria that you want, easily changed as/if needed

o Email updates the moment listings meeting that criteria hit the market
0 The ability to organize & save favorite listings
0 We can tweak the searches effortlessly

o Links for more information on any listing

** CLIENTS WILL GET LISTINGS AT THE SAME TIME THAT AGENTS DO'!

Client Gateway Hel 1§1—Gennection

Welcome to the FMLS Client Gateway, il

NEW OR
CHANGED
LISTINGS!

NEW OF
CHANGED
LISTINGS!

W

NEW OF
CHANGED
LISTINGS!

NEW DR
CHANGED
LISTINGS!

Brought To You By:
HANK MILLER cHances
LISTINGS!

Properties ce

Click on the link(s)

JG.Tritt Dodge HT Pope

JG EC no bsmnts

JG-Tritt Dodgen Pope

ESide . Murdock, SCreek, Mt Beth ESide.Murdock SCreek Mt Beth
JG Waiton Walton HS

JG Dickerson

This is your dedicated website. It allows you to view and manage properties that match your criteria

ow to view a list of properties that match your criteria.

Tritt-Dodge-HighT-Pope w/bsmnts
JG-Tritt Dodge HT Pope - no basement

Tritt Dodgen Pope - slab & bsmnts

Dickerson MS

hank8276@comcast.net

Phone: 678-428-8276

Fax: 678-701-1544
www.hounddogrealestate.com
View My Listings

ATLANTA COMMUNITIES

3113 ROSWELL RD STE 101
MARIETTA, GA 30062
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Save and Organize Favorite Listings

Saving Favorite Listings

o0 When you see a home that you like, save it. You can make comments, email them to friends & family, or
send them to us for further analysis.

oOnce we receive a home that you I ik
This greatly reduces time wasted | oo

e, we 061 | do a
king at homes

Client Gateway Help 'Ig-Gennection

Single Family Detached

900 PROVIDENCE Ridge
$599,900 [ Ediliotes for this
property
Broker: HNBH0S FMLS#: 4236726
Contact Agent for
City: Alpharetta State: GA @ more information about
this property
County: Fulten Zip: 30004-7527
[=] Emailto a friend
Subd: PROVIDENCE AT ATLANTA NATIONAL Stories: 2 Stories
® Map this property
3 - Bedrooms: & FiH Bath: 4/1
e e - View Agent Report
L Year Built: 2001 Age Desc: Resale
View all 25 photos
Elem: Crabapple Crossing Bus Rte: Y Style: Traditional
Brought To You By: Middle: Northwestern Bus Rte: Y Lake: None
i High: Milton Bus Rte: Y’ Waterfront: 0
HANK MILLER Remarks: SHORT SALE! LENDER IS WAITING FOR AN OFFER. EXQUISITE SPACIOUS HOME WITH ALL THE COMFORTS. GRAND FOYER, GATED COMMUNITY WITH SWIM/TENNIS/PARK. NEAR HISTORICAL CRABAPPLE. VERY CLOSE TO
hank8276@comcast.net ATLANTA NATIONALS AND CAPITAL GOLF AND COUNTRY CLUB.
Phorie: 578-428*8275. Directions: GA 400 N TO EXIT 10 OLD MILTON PKWY TURN RT TO BROADWELL RD TO BIRMINGHANM HWY TURN LEFT NEW PROVIDENCE RD. SUBDIVISION ON LEFT.
Ea 678-701-1 544 FEATURES OTHER DESC INFORMATION
W.hounddo realestate.com Bedroom: Master On Main Ngighborhqo(i_: Cable Tv Avail, Gat_ed, t Assoc, Playg , Swimming Pool, Sidewalk, Security, Street
—Q—View My Listings Lights, Tennis Lighted, Undergrnd Utils
I LR LISTRGS MasterBath: Double Vanity, Sep Tub/Shower, Vaulted Ceilings, Whirlpool Tub
Kitchen: Breakfast Bar, Breakfast Room, Cabinets Stain, Keeping Room, Pantry, Pantry - Walk-in, Counter Top - Stone  Appliances: Central Vacuum, Double Ovens, Dishwasher, Garbage Disposal, Gas Ovn/Rng/Ctop, Indoor Grill,
ATLANTA COMMUNITIES Microwave, Seif-Clean Oven, Smoke/Fire Alarm, Sec System Owned, Gas Water Heater
3113 ROSWELL RD STE 101 Dining: Seats 12+, Separate Dng Rm Interior: 10 ft+ Ceil Main, 2-Story Foyer, 9 ft+ Ceil Upper, High Speed Internet Available, Entrance Foyer, Hardwood

Floors, Rear Stairs, Walk-In Closet(s), Bookcases
MARIETTA: 630062 Parking: 3 Car Garage, Attached, Kitchen Level, Side/Rear Entry

Basement: Daylight, Exterior Entry, Full, Interior Entry Exterior: Deck, Front Porch, Garden Area, Prof Landscaping, Irrigation System
Const: Brick & Frame, Shingle, Cement Siding - Not Stucco Handicap: None

Rooms: Bonus Room, Family Room, Library/Office, Media Room Fireplace: In Great/Fam Room, Masonry, In Other Room, In Keeping Room

Lot Size: 1 Up To 2 Acres Lot Desc: Corner, Level Driveway, Private Backyard, Sloped, Wooded Heat: Forced Air, Gas

Tennis On Prop: No Pool: Nene Cool: Ceiling Fans, Central Electric

Setting: Other Road: Private Maintain Energy: Attic Vent Fans, Clock Thermostat, Thermal Pane Wdws, Low Flow Toilet
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Data Sources and Analysis

We are confident that there are few if any agents that have access to and utilize more data sources than
we do. A ACMAO (comparative mar ket analysis) is wh
You will have an analysis consistent with that seen in a demonstration appraisal report.

How many agents turn RoboAgent when asked Ahowds t
the |Ilines of nAltdés a great time to buy!o foll owed
great to currently buy iIn, not every home is perfe
t he Mar ket ?0 question is fidepends on your personal

There is a systematic approach to evaluating the market value of any home and another systematic
approach to writing and negotiating an offer. We rely on the data and explain it thoroughly, you will buy
with confidence or you will not buy.

The major components of our research centers on these main data sources:

Altos Research
Chart Master Services
Smart Data
Real Valuator
Redlink Appraisal Data
FMLS, MLS and public records

Using those along with other ancillary sources, we will prepare a thorough brief on any property that you
decide to make an offer on. Sample buyer briefs can be seen on the web site or provide at your request.
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ALI0SResearch

Real-Time Real Estate Data

Altos Research provides
unique real time statistics
that allow for best decisions

to be made. Statistics like Aoenke
Percentage of Properties on $320)k 1
the Market with Price $315k ‘
Reductions, Inventory $310k |
Levels,and Days on Market $305k |
Trends. These are just a few $300¥ -
examples of the hundreds of , $295K |
powerful, insightful market e
statistics that give our [
clients an edge on the b
market. While other data B mow
sources rely on months' old s21oky
data, reporting the state of *270"-“
the market 'after the fact,’ $265k 1
Altos provides a clear $260k
window to what is $255k -
happening in the market $250k - ‘
right now, even as we 11109 41709
speak.
Hank:-Miller-Team. .. 678 & 7 = -428--8276"

7-day Market Stats for Single Family properties in

MARIETTA, GA 30062 as of 29 Oct 2010

Median List Price:
Total Inventory:
Average Home Size:
Average # Beds:
Homes Absorbed:
Days on Market:

$250,000 Average List Price:
483 Price Per Square Foot:
0 SqgFt Median Lot Size:
4.01 Average # Baths:
17 Newly Listed:
150 days Average Age:

$350,725
$0/SgFt
21,780 SqFt
3.11
21
23 years

Data provided by and €

©2010 Altos Research LLC

Median Price vs Average Days on Market for 30062

Updated: 11/2/10

C OF yright @2010 Altos F»~¢~«r h LL"

" .‘0'3 10/ 1 09 17 ."1 0 41 ,"1 0

I— Median Price Average Days on Market I

771710

www.hounddogrealestate:com .o
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Months of Supplﬂ

- BALANCED BUYER'S
SELLER'S MARKET "ph8b e MARKET
0-6 MOS Aornn 7+ MONTHS

PTGl Near Balanced Market

Buyer's Market

Buyer's Market

Chari Masier Services Al 5o ek
Presentable Market Data |

s200K-

s299K

s300K-
499K

New Vs, Resale: Median Sales Price|

% Change From Same Quarter of Previous Year

Total Closed Listings
(100%)

86.6% S/L*
103 DOM*

Price Reduced
(65.7% of Total)
78.5% S/L*
166 DOM*

No Price Reduction
(34.3% of Total)

96.9% S/L*
27 DOM*

. : Not Previously
Previously Listed Listed
s pe e s ;ﬂ"’;‘; T;“’il (33.5%0f Total)
LS 97.0% S/L*
*
181 DOM e

Chart Master Services literally dismembers the MLS data for the Metro Atlanta area. Individual areas are
analyzed and compared to others as well as their past previous performance and conclusions are drawn.

The level of detail and analysis completed cannot be overstated; this is without question, one of the
single most important data assets available to us.
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Select Period: 7, Display:

General Market Analysis/All Sales - 453 of 453 Sales
$480,000
$440,000
$400,000
$360.000
$320.000
$280,000

Feb 08 May 08 Aug 08 Nov 08

Feb 09 May 09

|| Average Sale | | Average List Lv_/) Median Sale i Median List | | Trend Line

Aug 09

B Medianust ] Median Sale

File About
t of Years Sales Increment  Effective Date Sales Range Year Bullt Range Bath Range Bedroom Range Square Foot Range
3 Years 'J | $100,000 'J 11/04/2010 [ Min. $0 - Max. $2,250,000 Min. 0 -Max. 2010 Min. 0 -Max. 8 Min. 0 -Max, 8 Min. 0 -Max. 0
lselect Period Sa. Ft. Increment  Select Ownership  $300.000 = $400,000 0 = 2010 o Bls o Bs 0 =0
3 Month L 250 v | Owner Trans| * Save Default il pd. ph J L Reset to Defaults J
) S. M. A R.¥o
©) Market Analysis gl More Charts % General Market Data %) Sub Market Data 5) User Info

SMART Data is a
research program
designed for
appraisers. Data is
pulled from the MLS
* and can be isolated to
el detail any situation.

Period: 11/04/2007 to 11/04/2010

Sales Price

B, bl

Nov 09 Feb 10 May 10 Aug 10 Nov 10

LR \/u.z.‘

PESEN Nt maa)

Fla @&

How are values for
3BR/2B ranch homes

Sub-Market Analysis/Comparable Group - 89 of 89 Sales (19.64% of General)

B Median List

(F13/(e]lA

W

$370,000
$350,000
£330.000 \
£$310,000
$290,000
Feb 08 May 0B Aug 0B Nov 08 Feb 09 May 09 Aug 09

B tedian Sale

b

Period: 11/04/2007 to 11/04/2010

on basements with
carports in Pope HS?
What is the value trend
for golf community
homes in Milton HS?

Sales Price

S e ptian

F13

Baths

|4 |

oo

Nov 09 Feb 10 May 10 Aug 10 Nev 10

2 Bath
’ (s)_‘y-a Bath(s)

3 Bath{s)

You will see the data
exactly as appraisers

[F13 (&) do.
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Real Valuator is a great tool to visually

% Real Valuator

represent activity in and around a particular
home. See active, pending and sold homes as well as
those in pre-foreclosure, foreclosure and REO homes.
Details below the maps provide additional information
about each flagged property. See the activity directly

affecting neighborhood prices - updated daily from

court house records, FMLS, GAMLS and tax records.
This is a fantastic component of our research.

o Creeh O

Witeo
Honnatord Or
o
o
7
o ¢ 4
v
¥

=] ‘ [
0 72 Hormes For saie W1 13 pre-Foredoses W 3 Foredosures 1 22 Mt Slaz W 8 Bank Own

o D

Py poOELS

Pne Grove
Road Lake

<

Qanwood Or

Page 1 of 2, showing 100 records out of 126 total

Pro-Foreclosures
Activity Average ctivi
Detalls Event
Nov- 09 1 $223.000 1 $717.721 1 5248,000 2 5255,000 14 5369,829
Dec-09 ¢ $477.633 0 50 6 5300,783 0 50 10 5322,600 DETALLS
Jan-10 1 $223,000 3 $317.174 0 50 0 50 23 5450,167
7-12 | Feb-10 2 $223,750 0 50 3 5249,667 1 5220,500 17 5419,565 L
Months | Mar-10 1 $310,625 0 50 3 53200.633 1 5541,000 18 5357,117 e
Apr-10 [ 40 4 $312,406 5 316,980 0 50 26 369,677
May-10 o 0 o 50 5 5387,029 1 5524,000 17 5391,906 sl
46| Jun1o 1 $210,000 0 S0 16 $394,094 2 5498 975 17 $376,516 e
Months | jul-10 1 $222,400 0 50 5 5449,200 1 5290,000 13 5488,408
Aug 10 2 $522,800 0 S0 o 5447 569 2 5318,000 14 5413,793 LETAlLS
1-3| Sep-10 o 30 o 50 0 50 1 5335,000 14 5365,343 e
Months | Oct-10 3 $386,000 (] 50 1 5335,000 0 s0 12 5402,333
21 natices Py MR S . = ; > : RETALLS
Tatal 17 properties | $311.023 8 $449,108 52 5343,885 11 5375434 | 195 | s393.888
DETAILS
RETALLS

Hank-Miller=-Team. ...

678 - =

9

44 EEEa«

Date

Amount

o 960 BIRCHAM ROS

Address

30 BIRCHAM ROS
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Gt
u"‘é
¥
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PROPERTY SEARCH

Location

525 BIRCHAM WaAY ROSWE
Radius

1 Mile

Date Between
06/04/2010

and

11/04/2010
Amount Between
$300,000

and

No Maximum Price

7]
J| Vpra-roraclosura
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J

v ?z.mn Convayanca
v Markst Salas

v
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Listings
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Cantingent
Prica Change
Save this search

|.Search | PontMap
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Source Distance
SAVE

3% 0.05MI



Pre-Offer Review

Surfing WEB MD does not make you a doctor any more than
surfing real estate sites make you an agent. The best data is
useless if not properly applied and explained.

Before any offer is written on any home, a detailed evaluation is
completed utilizing the previously mentioned data sources. This

reviews the home, community, area in general and any other

factors influencing value. Once complete, it is reviewed with our

client to ensure a complete understanding of the data on the

home, the comps and the area in general.

Included in this packet is our suggested
offer price, ideas on what to include in
the contract and strategy for moving
forward. Everything is reviewed and
discussed so that there is full disclosure
and the client sees everything that is
discovered about the property.

The typical ACMAO t
pales in comparison to the detail here.

Packet

Pre-Offer Review
4424 Hickory Chase Drive
Acworth, GA 30102

h §

TEAM

ATLANTA
COMMUNITIES

REAL ESTATE BROKERAGE
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Counter-Offer Reviews

REVIEW OF COUNTER OFFER

Well here’s my review on things. The very first thing that needs to happen is
between you two - that is to answer the question of “is this a house that
works well for the long term?”; then the follow up is, “what will I pay for it?”.
The question of long term stability and appeal is answered - this is a solid
area and community.

Assuming the first answer is yes, the question then is what is the number
that makes you happy? I've cut the data a few different ways and I'm able
to drop a dime on that number - it’s between 637K and 653K depending on
the pool of data used. My initial gut was between net 640 and 650.

So, that said...the counter included:

e Them asking for a bump to 6500 in earnest money isn‘t unusual (1%
is the norm).

« Closing costs are part of our number anyway so we can add them in
on top of our desired net.

« I'm going to hold on a 28 day appraisal window - they have been
chaotic of late and I don’t want to get caught by the short hairs on
time. 21 is doable, but 28 is better.

« I'm not prepared to stipulate a rental rate at this point. My thought is
that if you wind up with around 400K for a note, your carrying costs
might be less than market rent. Then again, I could be being a nit wit
splitting hairs like that. The counter argument being essentially keep it
simple for 10 weeks and cover the costs and get a security deposit, we
can chat about that.

« They won't give us a new survey - estimate 450 on that. I'll ask if they
have an older one.

« They’ll give us a retreatment termite bond but not a letter. That’s
stupid since if they are under bond the assumption is that there are no
termites - I'll have them do that letter.

« Signing of the disclosure acknowledges receipt only, nothing else as
we’ll be doing an inspection anyway in the due diligence period.

So now the number; the counter is 70 apart so conventional wisdom would
say split it. At net 630 would show that you're serious and that would force
them to consider not coming back with a number reflective of the data - this
requires their agent’s input. With us at 630, I would expect them to come
back around net 655 or so if theyre smart. At that point I again pick up the
phone and chat with the agent and advise her that we’re not playing ping
pong. That might be the point where each side says “this is it”; if so then I
think we hold an advantage and I will remind them of that. They would be
fortunate to have another buyer willing/able to pay and rent back.
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Thorough preparation
typically pays dividends
during negotiation. The
data is routinely
inserted into the
process and used to
influence the
negotiation; while
much is debatable,
solid data is not. The
fact that the data is the
same as an appraiser
will see is explained to
the opposing agent.

Counters are made
with confidence and in
keeping with the data.
If the seller refuses to
acknowledge the data,
the buyer moves on.



