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1. Preface

Has anyone told you how awful of a decision it is to buy a house without a buyer's
agent representing you? Or at least tried to make you feel like there’s no way you could
possibly figure out the process on your own?
 
Unless I’m the first agent you’ve let in on your plan to buy a house without professional
help, the odds are you’ve heard these things before. You’ve probably had it up to here
with real estate agents treating you like you have no clue how the process works, or
what you need to do.
 
While I believe that working with a buyer's agent is a smart move for most buyers (and
yes, I'd consider myself a perfect fit for that role), I respect your choice to go at it alone,
and I trust that you know how the entire process works.
 
That’s why this booklet isn’t a step-by-step how-to guide. You probably already realize
that the process involves more than just searching for houses you like online, going to
see them in person, making an offer, getting it accepted, and then cruising along to the
closing table.
 
This booklet is filled with tips and advice for buyers who know there’s more to it than
that, and are ready to take it on, but could use some between-the-lines insights from
an insider to make the process smoother, easier, and more successful.
 
I hope you find this booklet helpful as you tackle the home-buying process on your
own. And if at any point you decide you need an agent, I’d be more than happy to
assist you. Until then, feel free to reach out if you ever have questions or need a bit of
friendly advice along the way.
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2. Your Pecan Pie is to Die For!

You might find trying to buy a house without a buyer's agent feels kind of like attending
a holiday dinner with family… right after a national election. You’re probably going to
be dealing with people who have very strong opinions, and want to prove they’re right,
but you’re better off not sharing your opinions no matter how strongly you feel.
 
While you can certainly choose not to work with a buyer's agent, you’re still going to
have to interact with many listing agents who represent the sellers of the homes you’re
interested in. Many of them will likely disagree with your decision to do so, and some
of them will probably want to engage you in a debate over it or make things difficult for
you.
 
There’s no good coming out of arguing over whether or not you should be using an
agent. Trying to prove that type of agent wrong, or having a chip on your shoulder
about it, isn’t going to help anyone. Especially you.
 
This isn’t about picking a fight; it’s about finding a way to coexist and get the deal done.
Most agents don’t love (or even agree with) every other agent they work with either. In
fact, many agents wholeheartedly disagree with how other agents choose to do their
business! It’s not always a lovefest out there, but they manage to grit their teeth, smile,
and stay professional — because, at the end of the day, the goal is to put a deal
together.
 
So, even if you’re doing this solo, you want to stay on their good side. Listing agents are
extremely influential in whether or not your offer will be accepted. Keep things
professional and friendly. It’ll make the whole process go a lot smoother for you, trust
me. They need to want to work with you!
 
Pro tip: Look at it like complimenting your aunt who has different political views than
you on her amazing pecan pie she brings to the holidays and then asking her for the
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recipe. She’d be thrilled and would forget all about the fact that she hates who you
voted for in the last election.
 
The same goes for a listing agent who might not agree with your choice to represent
yourself. Many listing agents take great pride in how they do things, and each one has
their own particular ways of handling the process. Ask them about their process, and
let them explain how they do things. Shift the conversation away from what you might
disagree on, and instead focus on the job at hand. Keep the peace by being diplomatic
and complimentary.
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3. Don’t reach out to the seller directly… ever

Real estate agents live by a set of rules and regulations, not to mention a code of
ethics. A buyer's agent, for instance, would never dream of cutting out the listing agent
and dealing with the seller directly.
 
Why? Because they could be violating professional ethics and, in some cases, breaking
the law. If a licensed agent tries to circumvent the listing agent, they could face serious
consequences, including lawsuits or even losing their license.
 
Now, you’re not bound by the same rules as a licensed agent, but that doesn’t mean
you’re off the hook. Just because you can do something doesn’t mean you should. By
trying to work around the listing agent, you’re taking a gamble.
 
Whether it’s early on in the process when you’re just trying to schedule a time to see a
house, later on when you’re in the middle of negotiating an offer, or home inspection
issues, don’t reach out to the seller directly. Always communicate with the homeowner
through their agent.
 
Just because you’re comfortable representing yourself doesn’t mean a seller is. One of
many things a listing agent is hired to do is to be the go-between for the seller. While
you might think it’s no big deal, the seller might not appreciate you reaching out to
them, even for the simplest, most innocent question or request. And an angry or
annoyed seller isn't going to help your cause, no matter what you’re trying to
accomplish.
 
But even if the seller is okay with it, you don’t want to tick off their agent! If you try to
go around them, they might feel like you’re trying to pull a fast one on them or their
client.
 
Work with the listing agent, respect their role in the process, and keep things



5 of 30

Sukhy Singh   I   Prep Realty  I   403-926-8433   I   Getagriponrealty@gmail.com
This document is copyright protected. Reproduction, in part or in whole, is strictly prohibited.

professional. In the end, it’ll help you avoid unnecessary drama or potentially
jeopardize the entire deal because they think you might be trying to pull off something
sneaky.
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4. No Huffing, No Puffing

Some people see agents as overpaid door openers, but buyer's agents (at least the
ones worth hiring) do way more for their clients than just get them access into houses
they want to see.
 
But even just that one aspect of the many services they provide is more valuable than
people may realize… until they try to buy a house without a buyer's agent.
 
The two main ways you’ll have to get in to see a house you want to see are:
 

Waiting for an open house.1.
Calling the listing agent and asking them to let you in.2.

 
Those may seem fine and easy enough, but here are a few problems you may
encounter:
 

Agents don’t always have an open house. Some never hold them, and even agents
who do don’t hold an open house for every house they list for sale.
Even if there is one, another buyer may put in an offer and get it accepted before
the open house occurs.
If you’re relying on the listing agent to let you in, they may not bend over
backwards to accommodate the day and time you want to go see it. Remember,
you’re not their client, and they likely have their own clients they will prioritize. So
while they may be willing to let you in, it may be on their time and terms.

 
At first this may not seem like such a big issue, but it can get extremely frustrating,
especially if it’s a house you’re anxious to get into before someone else buys it.
 
If you find yourself getting frustrated or angry about not being let into houses you
want to see, do not act like you’re the Big Bad Wolf and try huffing and puffing your
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way in by demanding the owner or agent drop everything and let you in. Impatience
won’t get you in any quicker. In fact, getting pushy with the listing agent (or the seller)
could have the opposite effect and make them not want to deal with you at all.
 
And don’t forget, in the future you’ll need to work with the owner and the listing agent
of the house you end up buying several times during the process in order to get into
the house for things like the appraisal, inspections, and final walk-through.
 
The reality is, without an agent, you’ll need to be flexible and patient. So if you find
yourself getting impatient, take a deep breath — not so you can use it to blow any
doors down, but to gather your composure. Work with the listing agent’s schedule, and
stay calm even if they are difficult to pin down for a day and time. Patience might not
get you inside faster, but it'll definitely make the process smoother.
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5. The Listing Agent is Your “Frenemy”

So far it may sound like you should be bracing yourself to deal with listing agents who
are anything but friendly. Sure, you’ll certainly come across agents who aren’t, but
that's not always going to be the case.
 
In fact, many real estate agents are just naturally friendly, but even if they’re not, they
usually master the art of at least seeming like they are. It may not be an official job
qualification for an agent to have, but it definitely helps when they’re working with all
sorts of different buyers, sellers, and agents.
 
So don’t be surprised if a listing agent is more than happy to meet you at the house
and let you in and you end up feeling like they’re practically your new best friend half
way through the appointment.
 
But always keep this in mind: the listing agent isn’t your enemy, but they’re definitely
not your ally either.
Why? Because they represent the seller, not you.
 
The listing agent’s job is to get the seller the best possible deal. Their loyalty lies
entirely with the seller, and everything they do is geared toward that goal. Sure, they’ll
be polite, professional, and possibly even a bit chatty, but don’t mistake that for them
being on your side. Anything you say, ask, or even casually mention can and likely will
make its way back to the seller. That could impact everything — from how negotiations
go to whether your offer even gets accepted by the seller.
 
And if you ask the listing agent for advice on how much to offer or whether you should
waive the inspection, don’t expect them to give you guidance that benefits you. In fact,
they can’t give you advice in the way a buyer’s agent would. Their primary role is to
advocate for the seller’s best interests, not yours.
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If they do give you information, presume that it’s going to be for the benefit of their
client. They may explain things to you or even prompt you in ways that seem helpful,
but make no mistake — it’s all with the seller’s best outcome in mind.
 
Now, that’s not to say you should treat the listing agent like the enemy. But it’s
important to remember that they’re playing for the other team. Your goal is to navigate
the process without letting your guard down too much. Be mindful of what you share,
and don’t expect them to help you in the way a buyer’s agent would.
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6. Get Your Boss’s Blessing

Buying a house isn’t something that can be done entirely in the evenings or on
weekends when you’re off from work. Many buyers don’t realize just how much work
their buyer's agent does behind the scenes during the week while they’re at work.
 
A lot happens during regular business hours, especially after you’ve found the right
house and get it under contract. You can strategically use your lunch breaks to do
things like return phone calls, respond to emails, and send documentation which will
need to be addressed on a regular basis throughout the transaction.
 
But there will also be things that pop up and need to be addressed immediately, and
without notice, so be prepared to take impromptu breaks at work as needed in order
to address any issues in a timely manner.
 
Unfortunately, some things can’t be squeezed into your lunch break. You’ll also need to
attend inspections, appraisals, and other appointments which will require your
presence. It’s impossible to give an exact amount of days or hours to set aside. It will
vary from one deal to another, and you may even have to cancel one purchase and
find another house due to inspection issues or the inability to come to terms with the
homeowner and end up starting the whole process over.
 
So, just to be safe, you should set aside as much paid time off and vacation days as you
can in order to leave work early, or take an entire day off to get things done
throughout the process.
 
You should also let your boss know in advance that you’re buying a home, and discuss
the flexibility you might need to accommodate these midweek tasks. Having this
conversation early on will help you avoid any work-related stress and keep the process
running smoothly. And who knows, maybe your boss will be nice and throw you a few
bonus hours or days to take off!
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7. Don’t Count Your Savings Before They Hatch

It’s natural to want to save as much money as possible when buying a home, and one
of the reasons some buyers choose to represent themselves is in hope of getting a
better deal. After all, cutting out a buyer's agent’s commission should mean you can
buy a house for less money, right?
 
Unfortunately, it doesn’t always work that way, and you shouldn’t bank on saving
money just because you’re going solo.
 
The reality is, successfully negotiating a better deal takes more than just removing the
buyer's agent's commission out of the equation. You need knowledge, strategy, and
execution — all of which play a huge role in determining whether you’ll save money or
spend more in the long run.
 
You might be a great negotiator when it comes to salary discussions or haggling over a
car, but real estate negotiations can be a completely different ball game. It’s not just
about the offer price; there are many other factors — closing dates, timeframes,
contingencies, repairs, inspection results, and closing costs, just to name a few that
come into play. Knowing when and how to negotiate on these items can make or break
your deal and even save you money in ways that aren’t immediately obvious. So don’t
get too hung up on the purchase price alone.
 
But you also don’t want to get so caught up in trying to save money that you end up
getting outbid on every house you go after!
 
Whether the real estate market is sizzling hot or not, a well-priced listing will often
receive multiple offers, so you should actually be prepared to pay over asking price for
a house you want. While the homeowner will certainly be concerned with other
nuances and terms you can offer to sweeten the deal, they will also want to net the
highest amount possible from the sale of their home.
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Just keep in mind that while representing yourself could lead to savings, it’s not
guaranteed.



13 of 30

Sukhy Singh   I   Prep Realty  I   403-926-8433   I   Getagriponrealty@gmail.com
This document is copyright protected. Reproduction, in part or in whole, is strictly prohibited.

8. The Competition Is No Joke

Some buyers who choose to represent themselves do so because they feel like real
estate agents aren’t all that smart or skilled. Don’t be like those buyers.
 
When you step into the real estate market without an agent, you're not just going up
against other DIY buyers. You're competing against buyers who have the backing of
professionals — people who live and breathe real estate. These buyers are making
strategic moves advised by agents who understand the market dynamics, the players
involved, and the intricacies of the game. They've probably been through the process
dozens, if not hundreds, of times before, giving them a huge leg up in negotiations.
 
What’s more, local real estate agents often have ongoing relationships with one
another. They know each other’s styles, how they negotiate, and what makes them tick.
Imagine it like two lawyers in a courtroom — both on opposite sides, but able to have a
quick sidebar and read each other’s intentions with just a glance. They don’t have to
spell everything out because they’ve worked together before. A lot can be
communicated in tone, phrasing, or even the way a listing agent frames an offer.
 
This isn’t to say a listing agent won’t be open with you as a buyer. But without
experience, you might not know how to read between the lines. You might misinterpret
something or, worse, think they're bluffing or trying to trick you. Even a small
misunderstanding in tone could lead to you missing crucial information — information
that could’ve helped you shape your offer or negotiate a better deal.
 
So, when you’re competing against other buyers, don’t underestimate the power of
professional advice on their side. The market isn’t just about what you’re offering; it’s
about knowing how to interpret every piece of information and use it to your
advantage. And in that respect, represented buyers are often several steps ahead.
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9. Look the Part, Play the Part

When you’re buying a home without an agent, it’s not just about getting the seller to
accept your offer based on the amount you’re offering; it’s about making both the
seller and their agent comfortable moving forward with you as a buyer… and as a
colleague.
 
Agents don’t just evaluate offers based on price and terms; they’re also sizing up the
likelihood that the deal will actually make it to the closing table. And when you’re
unrepresented, they’ll be looking for signs that you know your stuff and can handle
everything that comes your way without relying on an agent to steer the ship.
 
Don’t take offense. They’re doing this with other agents as well. If they have a gut
feeling that a buyer’s agent isn’t experienced or prepared enough, they’re going to
advise their seller that it could be an issue during the process. Accepting an offer that
sounds amazing on paper means nothing if the deal falls apart and doesn’t close.
 
First impressions matter here. Make sure all your paperwork is complete and correct.
Double-check those forms and be as thorough as possible. You want the seller’s agent
to see you as someone who’s on top of the process, not a buyer who’s going to drop
the ball. Terms like how long it will take for your deposit to clear, how quickly you’ll get
inspections done, and other key milestones should all be in line with what’s typical for
the area. Offering deadlines that are too short or too long compared to other buyers
could raise red flags.
 
Show the seller’s agent that you’re ready to hit the ground running if your offer is
accepted. While you may not need to have a real estate lawyer locked in when
submitting your offer, letting them know you’ve done your homework doesn’t hurt.
Have a home inspector or other services lined up and ready to go if the deal moves
forward. Mentioning that you’ve got your team of professionals picked out sends a
signal that you’re serious and prepared.
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Once you’re under contract, you must be prepared to stick to deadlines without
prompting. So make sure they get the sense that you’re aware of the fact that you need
to meet every inspection deadline, get documents in on time, make sure your
mortgage approval is in place when it should be, and follow through on every
milestone.
 
Without an agent telling you when things need to be done, it’s up to you to manage the
timeline and keep everything moving smoothly. Don’t expect the listing agent to be
your project manager. They have enough on their plate, and it’s not their responsibility
to make sure you know what to do and when to do it. So make sure you're ready to
instill confidence from the very beginning.
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10. Technically a Napkin Will Do, But…

You might’ve heard that a real estate offer could be written on something as simple as
a napkin. Technically, that’s true. As long as it’s in writing and the essential terms are
covered, an offer could legally be scribbled on whatever you have on hand. But in
reality, if you want the listing agent to take you seriously, you’re going to need more
than a napkin.
 
When you’re submitting an offer, it’s crucial to make sure your documents are in line
with what the seller and their agent are used to reviewing. Most local real estate
markets use fairly standard offer forms, and agents are accustomed to seeing certain
boilerplate clauses and contractual provisions. Throwing something unfamiliar at them
— especially if it feels like it deviates too far from the typical forms — can raise red
flags. The last thing you want to do is make them concerned that there’s something
they shouldn’t be agreeing to buried in the contract.
 
Your offer will need to include key details like the price, deposit amount, conditions,
timelines for inspections, disclosures, and follow local laws and regulations. But it’s not
just a matter of filling in the blanks either. Real estate forms can be complex and
require a strong understanding of what each clause and section means.
 
When the perfect house comes along, you won’t have much time to sit down and study
all the contracts. You’ll need to act fast, especially if there are multiple offers and a
deadline for submitting your offer. So make sure to get all forms and documents you’ll
need for submitting an offer together well ahead of time, and review them thoroughly.
This will ensure that you know how to fill in the documents quickly and completely and
that you fully understand both what you're proposing and what you'll be agreeing to if
the seller accepts your offer.
 
And remember, you want a purchase offer that protects your interests but doesn’t
make the agent or seller feel like it’s too one-sided. Being thorough is essential, but
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simplicity can be just as important. (Just not as simple as a napkin...) The smoother and
more familiar your offer looks, the more likely it is to be seriously considered.
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11. Do This If You Lawyer Up

Some unrepresented buyers choose to hire a lawyer or a legal service to assist them
with contracts. While it can certainly help to enlist a lawyer to draft contracts, it’s crucial
to understand the limitations of these services. Don’t wait until the last minute to do
some research on lawyers you might hire to help you draft an offer. You want to size
up your options and what their going rates are.
 
Remember, it might entail more than having them just write your initial offer on a legal
form. You might find yourself needing to execute several contracts if your offer isn’t
accepted by a seller or due to stiff competition. There could also be revisions or
addendums required during negotiations or once the terms have been verbally agreed
upon.
 
The costs can add up quickly. What might start as a straightforward arrangement could
morph into a significant expense if you’re not careful. So make sure to ask how much
they charge and if it’s a flat fee, an hourly rate, or per specific task.
 
Availability is another key factor to consider. In real estate, timing is everything, and
you often need to act and respond to negotiations and paperwork at odd hours. Most
deals happen quickly, sometimes requiring you to make decisions after business hours
or even on weekends. Before hiring a lawyer, check their availability and
responsiveness. Do they have the capacity to crank out a contract on a Friday night at
8PM or over the weekend? Or will you find yourself waiting for Monday and missing a
chance to submit an offer by the deadline?
 
And you want to make sure you hire the right type of lawyer…
 
Any lawyer can probably help you draft an offer on a legal contract they have at their
disposal, but you need one who specifically understands real estate law and the
nuances of local market practices. Having a general practice attorney or one who
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specializes in malpractice could be more of a hindrance than a help. You need one who
knows how to go with the flow of your local real estate industry and ideally knows the
agents you’ll be dealing with. The last thing you want is a trial lawyer trying to argue
your case with a seller and listing agent as if they’re defending themselves in a criminal
trial.
 
If you’re going to hire a lawyer, try to find one who is cost-effective and can play nice
with local real estate agents — even during the often weird hours of the day and week
that business needs to get done.
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12. Deciphering the Data

When you make an offer to purchase a house, you’ll need to be able to back up your
offer with solid data so that you’re comfortable with how much you’re willing to pay
and can justify your offer to the seller and their agent.
 
You may also need to have this information at your fingertips when it comes time for
the appraisal. An appraiser may want you to provide “comps” to take into
consideration when they make their determination, or you could need it to defend the
value if they appraise the house for less than the amount you offered.
 
Many buyers use other houses that are currently listed for sale as a gauge for how
much a house they are interested in is worth. But sellers can ask whatever price they
want for a house, which doesn’t mean it’ll actually sell for that price! What you need to
gather are sold “comparables” — properties that have recently sold in the area that are
similar in size, condition, amenities, and location.
 
Unfortunately, finding reliable and accurate information can be challenging online, as
many sources have misleading, outdated, or incomplete data. Many online platforms
offer a wealth of data, but don’t fall into the trap of trusting algorithms and estimates
without question. For instance, don’t expect to print out the “Zestimate” for the house
you’re buying and have a real estate agent or appraiser take it as gospel. Most agents
feel that they’re extremely unreliable and inaccurate.
 
Make sure to figure out how you will access objective, factual information on recently
closed sales well ahead of time, and familiarize yourself with the data. This will not only
help you understand the market so you can recognize when a house is well-priced and
guide you in how much to offer, but it will also be critical for you to show the listing
agent that you’re not just pulling a number out of thin air. If you can show that you
have a deep understanding of market values, it will help them trust that you know what
you’re doing and be more comfortable advising their client to accept your offer.
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13. Avoid Using This Math Formula: $X – 3% = _________

Some buyers think they can just subtract 3% off the listing price because they’re not
working with a buyer’s agent and, voila, they save thousands of dollars and the seller
gets to pocket as much as they would have if they were paying the buyer's agent’s
commission.
 
Here are a few problems with that line of thinking:
 

3% isn’t (and never was) a fixed rate of commission for buyer's agents. In fact,
there hasn’t been a year where commissions averaged that high since the 1990’s,
despite what many outside the industry believed or the media may have reported.
Some sellers will not even offer to compensate buyer's agents in any way, or other
buyers may not be asking the seller to do so, making those savings irrelevant to the
seller.
You never know how much other buyers may be willing to offer. Houses often sell
for over asking price, so you can’t use a commission amount based upon the listing
price as a basis.
If you try to negotiate the price down to the lowest figure the seller is willing to
accept and then try to apply a 3% discount, it'll probably backfire. The seller will
likely have negotiated and agreed upon a number by which they will net an
amount they are comfortable with, so trying to subtract from that won't go over
well since they probably won't even be factoring in a commission when looking at
your offer.

 
You may or may not save money by not working with a buyer's agent, but either way,
however much you think you’re going to be saving isn’t something you can plug into a
formula to determine how much to pay for a house. A house will sell for as much as
the market is willing to bear. So all you can do is offer as much as you think the house
is worth to you and hope that it’s enough to outbid other buyers… or enough for the
seller to accept if there are no other offers.
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If it’s important to you to feel like you saved the amount you’re trying to save by not
working with an agent, determine what you believe the fair market value of the house
is, subtract the amount of commission you are trying to save off of that amount, and
don’t offer a penny more.
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14. It’s Not a Laundry List

After your home inspection, you’ll probably get a detailed report with a long list of
everything that's "wrong" with the house. It can be overwhelming, and you might be
tempted to ask for every single item to be fixed. After all, why not? The worst they can
say is “no,” right?
 
Well, not exactly.
 
Even buyers with an agent representing them often make the rookie mistake of
sending a laundry list of items the inspector found and asking the seller to fix, replace,
or give them a credit for every single thing. Unfortunately, asking for everything on the
inspection report is a surefire way to get… nothing. Or, at the very least, you'll end up
with a frustrated seller who's now digging in their heels, making the entire process feel
like an uphill battle.
 
Here’s the thing: home inspections are designed to be thorough, which means the
report will include minor issues that are mostly maintenance-related. Think along the
lines of loose door handles, a cracked tile, or a spot of peeling paint. These are small
annoyances, not deal-breakers. When you ask the seller to fix every little thing, you’re
“nickel-and-diming” them, and that’s not going to set the right tone. In fact, it could
cause so much friction that it ends up killing the entire deal.
 
Instead, focus on the major, operational concerns that could impact the house’s
livability or value. These are the things that genuinely need attention, like a faulty HVAC
system, structural damage, or major plumbing issues. For instance, a loose faucet
handle is easy to fix yourself, but a leaking roof is a different story. When you limit your
requests to these critical issues, it shows the seller you’re being reasonable and fair.
More importantly, it increases your chances of getting the repairs or concessions that
truly matter.
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And remember, always put your requests in writing. It’s essential to create a paper trail
so there’s no confusion about what you’re asking for and what was agreed upon. Keep
the tone of your requests polite and professional. This isn’t the time for ultimatums or
demands. You want to encourage cooperation, not create tension.
 
Expect some back-and-forth. Negotiation isn’t a one-way street, and not everything you
ask for will be granted. Be prepared to compromise. Know which items you’re willing to
let go of and which ones you absolutely need to stand firm on. Understanding this in
advance will help you avoid unnecessary frustration.
 
Lastly, don’t be afraid to walk away if the deal starts to feel like more trouble than it’s
worth. It’s better to back out than to settle for a house that has too many unresolved
issues. Stay flexible, but don’t compromise on what truly matters to you.
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15. Who’s to Blame?

From the outside looking in, buying a house might seem like a straightforward process.
After all, how hard could it be, right? But if you ask any experienced real estate agent,
they'll tell you that an “easy deal” is the rare exception, not the rule.
 
A smooth deal relies on countless moving parts falling perfectly into place. And that
means everyone involved needs to do what they’re supposed to, exactly when they’re
supposed to.
 
Even the most seasoned agents encounter issues on nearly every transaction. It’s often
not something they could have even prevented or controlled; it’s just the reality of real
estate. What separates a good agent from a great one is their ability to handle those
problems, get things back on track, and ensure the deal stays alive.
 
Now, as a buyer representing yourself, you probably don’t have much experience
managing the delicate choreography of a real estate transaction. So the odds of
something going wrong will increase, simply because you aren’t as familiar with
everything that could go wrong or nipping things in the bud before they become an
issue.
 
Be prepared that the blame might land on you when things go wrong, even if it’s not
your fault. Prepare to get some angry text messages, emails, and phone calls, even if
you aren’t the cause of the problem. There’s always finger-pointing when the ball gets
dropped.
 
But when something does go sideways, it’s not a sign to throw in the towel. Problems
don’t mean the deal is doomed. They’re just part of the process. The important thing is
to stay calm and work through the issues. You need to do everything you can to keep
the situation under control, and that includes keeping the seller and their agent calm
too. Don’t let frustration cloud your judgment or cause unnecessary friction. Be the
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peacekeeper. Apologize and take responsibility if you caused an issue. And even if you
did nothing wrong, don’t try to prove you’re right and they’re wrong.
 
This is one of the reasons why so many deals fall apart. Something goes wrong,
tempers flare, and suddenly the whole thing unravels.
 
Knowing that problems are likely to arise can help you prepare and, more importantly,
avoid becoming just another failed-deal statistic. Keep your cool, address the issues as
they come, and work toward a resolution.
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16. Don’t Dillydally on the Deadlines

One of the biggest reasons things go sideways in a real estate deal is when someone
misses a deadline. Missing them not only disrupts the flow but can also put you in
serious jeopardy of losing the deal altogether.
 
Throughout the buying process, you’ll be juggling plenty of tasks, and while it’s
important to cross your t’s and dot your i’s, nothing is more critical than hitting every
single deadline. Every date in your contract — from submitting paperwork to meeting
contingency deadlines — needs to be done on time in order for the deal to proceed
smoothly.
 
Each missed deadline increases the chances of problems snowballing, and at the
extreme end, it could even result in a breach of contract. That means the seller and
their agent might have a legal right to walk away and pursue another buyer, leaving
you high and dry. If the seller or the agent already had any hesitation about your offer,
missing a deadline could be just the excuse they need to pull the plug.
 
Even if they don’t walk away entirely, asking for an extension or pushing back a
deadline could weaken your position. You might lose leverage, making it harder to
negotiate for things you might need, like repairs, additional time, or other concessions.
It’s tough to ask for anything when you’ve already dropped the ball once.
 
Deadlines aren’t just about keeping the deal moving; they’re about maintaining trust
and showing the seller you’re serious. You’re essentially proving that you can stay on
top of the process, which builds confidence. If you start asking for too many extensions
or missing dates, that confidence erodes quickly.
 
So, don’t let deadlines slide. Track them closely, set reminders, and be proactive about
not just meeting them but beating them. If something’s going to take more time than
expected, communicate with the seller’s agent well in advance and see if you can work
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out an agreement before you’re scrambling at the last minute. Being diligent with
timelines could be the difference between sealing the deal or watching it slip through
your fingers.
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17. This Might Also Be Useful

As I mentioned early on, this booklet wasn’t meant to be an exhaustive step-by-step
guide to buying a home. It was designed to cover some of the “between the lines” tips
that can make all the difference when you’re trying to go it alone.
 
But there’s so much more to the process, and if you’re looking for deeper insights or
more structured guidance, you may want a copy of The Ultimate Buyer’s Guide I
created.
 
It’s free, and you can download it from my website: www.getagriponrealty.ca
 
I hope this booklet has been helpful and gives you a solid foundation for navigating the
home-buying process. And if you ever feel like you’re getting stuck or you’re unsure
about the next step, I’d love the opportunity to work with you.
 
Feel free to reach out anytime. I’m only a call, text, or email away.
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Born and raised in Alberta, I earned my advanced diploma in Aeronautical Engineering at SAIT. This

was my backup plan as what I really wanted to do was fly airplanes. To fund my dream of flying, I

landed a position at an Oil and Gas company. While working full-time, I completed my Commercial

Pilot License. Then there were two options. One, to become a rampy up north and the other, to

train as a Flight Instructor. I chose the latter! After getting my Flight Instructor Rating, I quit my job in

the Oil and Gas Industry and started teaching students how to fly at the Springbank Airport. I LOVED

teaching and took pride in knowing one day, this student that can’t tell the difference between the

throttle and the fuel mixture knob in a Cessna 172 would be sitting in the Captains seat of a Boeing

737. AND IT ALL STARTED WITH ME…ME!!!! After training students for a few years, I continued my

own training and upgraded my licenses with a Multi-Engine and Instrument Rating in Boundary Bay!

I moved on to fly in Northern Ontario as a Co-pilot in the bush on a Pilatus. This machine was a

compact nine-seater version of a 737, with only one engine though. BUT the adventure and love for

flying were not enough to keep me in the business when it came to the lifestyle. I wanted stability,

flexibility, a social life and to spend time with my family. SO, after a few years, I packed my bags,

moved back to Calgary, and started working in the industry that once funded my dream. Having

been successful in various roles in the Oil and Gas industry, a decade later, I decided I wanted

something more. Something that fulfilled me. Something that was better suited to everything I was

good at. Like TALKING to people, HELPING people, PROBLEM-SOLVING, COLLABORATING,

COORDINATING, ANALYZING data, MANAGING my own time, and best of all, DEALING with

something NEW every day. Well, here I am! Licensed to help you buy and or sell Residential,

Commercial, and Rural Real estate. So what do you say? Will you let me be your Captain?


