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OBI BUYS

A GIVISION OF FREECOM HOME BUYERS

Things to Know Before
You Sell Your Home

Four ways to sell, the real math and straight answers. Whether or not
you sell to us.

INSIDE
1 Four ways to sell 2 What waiting really costs
3 The honest math 4 How to compare any two offers

S Straight answers 6 Helpful tips, whatever you decide

Nearly 2,000 transactions closed 9 Go gle
Buying homes in Northeast Florida since 2013 a3 5tan




m— Y OUR OPTIONS

Four ways to sell, and the one we

recommend

Most buyers have one answer, We have four, because sellers want different things.

1. Cash Sale

2, Network Buyars
Plan

3. Equity
Protaction

4. Traditional
Listing

Best whan you want Spead and certainty

Typlcal closa 7 to 30 days

Condition As-is

Cartainty Highest: one cash
buryar

Showings Cima wisit

Fees to you We pay normal
closing costs

The trads-off Lowest price of the

({el0] g

Maore than cagh, with
some patience

T to B0 days

AG-I5

Several cash buyers;
ong must meet your
price

By appointment, 24
ROUrs” mobce

We pay normal
closing costs

Can take longer;
prece nol guaranieed

Program

The most we can get
you, without your
daing the work

60 to 120 days

Ag-15; we handle
repairs a financed
buyer needs

High: cash or
financed buyer

By appointment, 24
howrs notice

We pay normal
closing costs

Typically similar to
marrmal diys on
market for your area

Top dollar, and you
hawve time

120 days or mora

Repairs and prep
usually expected

epends on the
markeat and the
Bruydr 'S |odsn

Open to the public

Agent commission
and closing costs

Slowest and least
coriamn

On options 2 and 3 you hear from us every 7 days, whether or not there is news, Ask us how option 2 works,

Not sure which one fits you?

Call or text 204-593-4699. We will listen to your situation and tell you which one we would
pick in your place, even when it is not us.

When we are not the right fit

If your home is in good shape, vou have time, and top dollar matters more than speed or certainty, a
traditional listing will usually put more money in your pocket than a cash sale. We will tell you so.
We would rather lose a deal than have you regret one. Page 6 has tips for that path.

“l also loved that they offered multiple different selling paths to choose

from.” Kile, saller
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s WHERE THINGS STAND

What you've tried, and
what waiting costs

What have you already tried?
|:| Listed with an agent. How long? What happened?

D Tried to sell it myself
[ ] Got repair quotes. About §

|:| Talked to other buyers. Their offers:

|:| Waited, hoping something would change
|:| Mothing vet
What this house costs you each month

Mortgage or loan payment

Property taxes (yearly amount divided by 12)
Insurance

Utilities

Lawn, pool, upkeep

HOA or other dues

Repairs you keep covering

@il 0B 0 90 0 BN N

Total per month

Months it would realistically take to sell another Cost of waiting
way
$

This is what taking longer costs in dollars. It goes into the math on page 3.

Besides money, what is this costing you?
I:l Sleep and peace of mind D Time and trips to the house D Strain in the family
[] Worry about the house [} Feeling stuck [] something else

How long has it been this way?

If nothing changes in six months, what happens?

To wait that long for a higher price, how much more would you need? S

Googhe
“I'm 50 glad | did this, the beadache is over.” Matthew M., soller . g .
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—— START WITH YOUR NUMBER

The honest math

.

What do you need in your pocket, after all is said and done? $

Where did that number come from?
[Z] An online estimate [:l An agent |:| A neighbor’s sale D What | owe
E:I What | need for my next step

What will that let you do?

A sale price is not what you keep.
Qur cash offer will be lower than a market price. What counts is what yvou keep and how sure it is.

Traditional Hsting Selling to us

Sale price 5 5

Agent commissions minus 5 S0

Repairs and prep minus 5 S0

Closing costs minus 5 We pay normal costs

Bm[.’its paid to the buyer at minus 5 50, unless inspection finds more
closing

Cost of waiting, from page 2 minus S minus 5

Mortgage payoff and liens minus 5 minus S

What you keep 5 5

When you have it

What it depends on The market and a buyer's loan Dur agreement and inspection

The gap between the two

S

That gap is the price of speed and certainty. Only you can say
whether it is worth it. The sale price comes from recent sales
near you, and the buyer credit from what local sellers are

paying now. Ask us for the current market snapshot for vour

county.
“The amaount we were offered was just as good a5 what a local realior told us m oogle 63
wa would met after all the real estate fees...” Boran P., saller = Pag



E— WORKS ON ANY BUYER, INCLUDING US

How to compare any two offers

Price is one of six things in an offer. The other five decide whether you ever see it.

If every buyer came back with the same price, how would you decide who to go with?

Ask avary buyar Why it matters Our answear Their answear

What is the price? Tha starting point, not 5 5
the finish

How much money do & buyer with real 5

yvou put down, and money at a title

whaere is it held? company is hard to walk
away

Is there an inspection During it a buyer can

period? How long? cancel or ask for less

Cash or a loan? Can Loans get denied. Cash

you prove it? does nol

Who pays closing costs | This comes straight out ~ We pay normal closing

and fees? of your price costs

What is the closing A date without a

date, and what if you consequence is a hope

miss it?

One more question: after yourinspection period ends, has your price ever
changed?

Any buyer can find something during inspection. What matters is whether they tell you up front
what could change, show you why, and stop when the window closes.

Ask for verified proof of funds

A real cash buyer can show a recent letter or statement from a bank or lender, in the buyer's
name, that covers the price. Ask every buyer for one, including us.

Ours: [_] Showntoday [ ] Senttoyou  Theirs: [ ] Shown [_] Not shown

“At 4:30 pm the night before our Sam closing, the other company came back and offered
significantly less money. | reached out to Obi and he siayed true to his offer..”
Kristina K., seller

Google

If another offer still wins after this page, take it. We mean that.

CD & e

“They agreed to close in 12 days and they did." Rick 5., seller



m—— WHAT SELLERS REALLY ASK

Straight answers

“Your offer is lower than | expected.”

It may be. A cash offer iz lower than a market price because we take on the repairs, the risk and the
wait. Page 3 shows what each path leaves you. If our cash number does not work, the Network Buyers
Plan and the Equity Protection Program on page 1 exist to get you more.

“Another buyer offered me more.”

They may be the better choice. Put their offer baside ours on page 4. If it wins on all six lines, take it.
If the higher price comes with a long inspection period or no money down, ask why.

“How do | know you will do what you say?”

Check us before you trust us. A+ with the BBB. More than 250 public reviews. Buying here since 2013.
Our offer is in a written agreement with a set inspection period. If we find something in that window
that changes the number, we show you what we found and you can say no. Once it ends, we will not
ask you for a lower price unless the condition of the house changes. If we need more time to inspect,
we ask you to sign an extension first. You are under no obligation to take less than the initial contract
purchase price. You close at a licensed title company that holds the money.

“Are you the one actually buying my house?”

It depends on how your sale is set up, and you initial which one in the agreament. On a direct
purchase, we intend to buy the house ourselves, and the agreement allows us to assign it to another
buyer. On the Network Buyers Plan and the Equity Protection Program, we bring the buyer, and the
agreement depends on our finding one. If the best offer is below your price, we show you what each
offer would put in your pocket after our fee, and you decide.

“I need to talk to my spouse or my family.”

You should. Share this guide with them. Bring the question they are most likely to ask, and we will
answer it together.

“| need to think about it.”

Of course. It helps to know what you are thinking about. Tell us what is giving you pause, and we will
work on that one thing.

|
“There were no hidden fees or surpnzes” Jose B., sallar m E":' i Paga s



=== HELPFUL TIPS

Yours to keep, whatever you decide

Sometimes we are not the right buyer, If that is you, here is what we would tell a friend.

r N

If you list with an agent

1 Price from sold homes, not asking prices. Ask for three recent sales near you that match your
size and condition,

2 Interview two or three agents. Ask each one for a written estimate of what you keep, not only a
list price.

3 Order a four-point and wind mitigation inspection before you list. Florida insurers ask for them
on older homes, and a buyer who cannot insure the house cannot close on a loan.

&4  Fixwhat stops a loan first. Roof, electrical, plumbing, heating and air, and termites or wood rot.
Paint and floaring come second.

5 Check for open permits and liens with the city or county before a buyer’s title company finds

them,

6 Budget for buyer credits and the months it takes. Ask us for the current market snapshot for
yaur county.

7 Read the whole offer, not only the price. Loan type, inspection period, deposit and closing date
all matter.

If you owe more than the house will sell for

1 Call your lender early. Azsk for the loss mitigation department, and get your payoff and
reinstatement amounts in writing.

2 Ask what they can offer. A repaymeant plan, a loan modification or forbearance. Applying costs
nothing.

3 Ask about a short sale. The lender agrees to accept less than what is owed s0 the house can sell.
We have negotiated these and can explain how it works.

4 Talk to a HUD-approved housing counselor. It is free. Find one at hud. gov/counseling or call B00-
569-4287.

5 Open every letter from the lender and the court. A foreclosure sale date is a real deadline, and
yvour choices narrow as it gets closer.

6 MNeverpay anupfront fee to anyone who promises to save your house.

Ask whather your loan can ba taken over. Some FHA and VA loans allow a qualified buyer to
assume them.

8 Ask atax professional whether any forgiven debt would be taxable to you.

If anything changes, call the number on the back. The conversation is always open. This page is general
information, not legal, tax or financial advice.

Google
We would rather lose a deal than have yvou regret omne, m h 9 Page B



= CHECK US BEFORE YOU TRUST US

Why sellers trust us

Since

2013 Nearly
Buying in Mortheast Tz’nnu oea
Florida ransactions close

250+

reviaws

Google

AN LTAR

Every review on this page is from someone who sold us a house.

*This process was 50 simple and easy |
couldn't believe it."

H. M., came to us after a bad experience Googht
with another home-buying company .

“It can feel intimidating selling your home in a
non-traditional manner, but this company was
extremely professional and knowledgeable.”

Gaogle
Lucrecia B, .
“They operate with honesty, integrity,
compassion and understanding.”

Google

Pamela l.. sold the family home !

O =10
55

P
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ourselves,

Be Generous

“Since everything | said matched our
conversation, there was no haggling when we
met.”

Joze M. a former recruiter wary of "
salespaaple s

D
%

“Now days, unfortunately people disappoint
you or promise the big thing and don't deliver.
I'm pleased with Obi Buys.”

Eugene ). closed in thirty days a5 promised

“I knew exactly what was happening and
there were zero surprises along the way."

Sooghe

Kenny 5. LA,

Scan to read all of them, including the ones we would not have picked

It is one of our five values: Be Fair, Be Loyal, Be Driven, Be Positive, Be Generous, Our team picks a
local cause to support on a regular basis. Our goal is S1 million in charitable giving.

Googl
“Na surprises and a fair deal.” Robert G., seller : E
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S

OBI BUYS

A DIVISION OF FREEDOM HOME BUYLRS

Ready when
you are.

CALL OR TEXT

904-593-4699

Obi Buys - Jax Freedom Home Buyers

obibuys.com

1559 E Beaver 5t, Jacksonville, FL Scan to get started

Ll.ll:}"
Office Mascot
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Buying homes in Northeast Florida since
2013

Nearly 2,000 transactions closed




