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READ THIS FIRST

Protect the outcome, not only the headline
price.

A faster sale can be useful when repairs, timing, carrying costs, tenants, an inherited property, or a major life change
make a traditional listing less practical. But speed should not replace careful review.

Your equity is affected by more than the purchase price. The expected amount you receive, the costs you accept, the
conditions in the contract, and the likelihood of closing all matter.

1. GATHER 2. COMPARE 3. CONFIRM

Collect the deed, mortgage and Place every written offer beside the Ask questions and verify the title or
lien information, tax records, same list of costs, dates, closing process before signing or
leases, and any ownership conditions, and responsibilities. transferring property.

documents.

A useful comparison

A traditional listing may create an opportunity for a higher retail price, but it can involve preparation, showings,
commissions, buyer financing, inspection negotiations, and an uncertain timeline. A direct sale may offer convenience
and a defined written offer, but the price may be lower than a potential retail result.

YOUR Decide which combination of expected net proceeds, timing, convenience, and certainty best
GOAL supports your situation.

Important: This report provides general educational information. It is not legal, tax, financial, brokerage, or real estate advice. Laws and
transaction practices vary. Consider consulting qualified professionals about your circumstances before signing.
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WAYS 1 AND 2

Start with the numbers and the buyer.

Compar e expected net proceeds

The highest stated purchase price is not automatically the strongest financial result. Estimate what you may actually
receive after known deductions.

SIMPLE Purchase price - seller-paid costs - commissions - repairs or credits - taxes, liens, and other
MATH deductions = estimated net proceeds.

Ask for a written explanation of which closing costs, transfer charges, taxes, commissions, liens, credits, or other items
may reduce your proceeds. The final closing statement will control the actual disbursement.

Ask this: What amount should | reasonably expect to receive after the known deductions?

Confirm the buyer and the closing process

Know the legal name of the buyer, whether another party may be substituted or assigned, and who will hold documents
and money for closing. Ask which qualified title company, closing attorney, or other appropriate professional will handle
the transaction.

If proof of funds is important to your decision, request reasonable evidence that the proposed buyer can perform. Do
not send money or sensitive banking information simply because someone claims to be a cash buyer.

Ask this: Who is purchasing the property, who will conduct the closing, and what evidence supports the
buyer's ability to complete it?
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WAYS 3 AND 4

Under stand how the agreement can change or
end.

Review inspections, due diligence, and cancellation
rights

Read the sections describing access, inspections, due diligence, financing, title review, and cancellation. Identify the
deadline for each condition and what happens to any earnest money if the transaction does not close.

Do not rely on verbal promises that are missing from the written agreement. If a material term changes, ask for the
reason and review the written revision before agreeing.

Ask this: What conditions allow the buyer or seller to cancel, and what deadlines apply?

| dentify every cost and responsibility

Clarify who pays for title work, recording, transfer taxes, surveys, inspections, municipal requirements, attorney fees,
commissions, utilities, cleanup, belongings, repairs, and any agreed credits.

A phrase such as 'no fees' should not replace a complete review of the contract and estimated closing statement. Ask
for the responsibilities to be stated clearly in writing.

WRITE IT List each expected seller cost beside the offer. If a cost is unknown, mark it as an open item
DOWN instead of assuming it is zero.

Ask this: Which costs and property responsibilities belong to me, and which belong to the buyer?
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WAYS 5 AND 6

Reduce avoidable delays befor e closing.

Addresstitle and ownership questions early

A mortgage, tax balance, judgment, estate matter, trust, divorce, bankruptcy, association balance, lease, ownership
dispute, or incorrect name can affect the closing. Gather available documents and disclose known issues early so the
appropriate professional can review them.

Do not guess about the legal owner, parcel information, payoff amount, trust authority, or estate authority. Treat
missing information as an open item that must be verified.

Ask this: What ownership or title items must be resolved, and who is responsible for obtaining each
document?

Set dates and possession termsyou can live with

The closing date, move-out date, possession, access, utilities, personal property, tenant arrangements, and risk of loss
should match your practical needs. Confirm what happens if title work or another stated condition requires more time.

Avoid promising a date that depends on information you do not yet have. A preferred date is not the same as a
guaranteed closing date.

PLAN Write down your preferred closing date, earliest practical move-out date, property access limits,
AHEAD and any tenant or occupancy details.

Ask this: When will closing and possession occur, and what happens if a stated condition causes a delay?
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WAY 7

Give your self permission to pause.

Use independent advice and avoid pressure

A legitimate need for speed does not require you to sign without understanding the agreement. Take the time
reasonably available to ask questions, compare alternatives, and consult your own attorney, accountant, tax
professional, real estate professional, or other qualified adviser when appropriate.

Be careful with blank spaces, unexplained changes, promises that are not written, instructions to transfer money
outside the closing process, requests for unnecessary sensitive information, or pressure intended to prevent review.

Reasonsto stop and ask another question

[ 11 do not understand how the buyer can cancel. [ 1A price or major term changed without a clear
written reason.

[ 1 Important promises are only verbal. [ 11 am being asked to sign with blank fields or
missing attachments.

[11 do not know who will handle title and closing. [ 11 am being asked for money or sensitive data
without a clear need.

[ 11 cannot explain my expected net proceeds. []1 feel pressured not to consult someone | trust.
BOTTOM A clear decision is more important than a rushed decision. If a material point is missing, keep it
LINE open until it is answered and documented.
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OFFER COMPARISON WORKSHEET

Put every option beside the same questions.

Complete this worksheet using written information. Use 'unknown' for any item that still requires verification.

COMPARISON ITEM OFFER A OFFER B

Written purchase price

Estimated seller-paid costs

Repairs, credits, or concessions
Estimated net proceeds

Inspection or due diligence deadline
Buyer cancellation conditions
Closing and possession dates
Closing professional

Open questions

Before you sign

[11know the legal buyer. [ ] I understand the cancellation terms. [ ] | know the expected costs. [ ] | know who will handle closing. [ ]
My important promises are written. [ ] | have addressed my open questions.

READY FOR A STRAIGHTFORWARD CONVERSATION?
Main office: (309) 722-2206 | 24/7 Al Assistant: (309) 722-2298

getoffer@silverbackassetgroup.com | SellYourHouseFastWithUs.com

Silverback Asset Group, LLC | 3135 Kennedy Boulevard, Suite 222, North Bergen, NJ 07087

Silverback Home Buyers is a direct property-purchase service of Silverback Asset Group, LLC. Requesting information or an offer does not
require you to sell. Any potential transaction remains subject to written terms, title review, due diligence, and the applicable closing
process.
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