
No matter where I go, I am usually 
asked, "How is the Market?" I usually 
smile and say fantastic or something 
similar.

Truth be told if asked today I'd 
probably say "Interesting". Those 
folks that have known me since I 
started in 1999, know that I have 
seen the ups and downs of real 
estate and luckily adapted quickly.  

With this market, it's trickier 
because for me, it becomes a matter 
of ethics and being truthful, so if you 
will allow me, I'd like to share my 
personal thoughts on the current 
state of affairs. 

First, let me begin be saying that I 
love my job and the people I get to 
work with.  That being said, the 

current market has brought out the 
best and worst for buyers and 
sellers.

For sellers, they are seeing the 
highest prices for their homes and 
for buyers, well they are not so lucky 
all the time.  They are seeing low 
interest rates, but they also see 
multiple buyers for the same home.  
It's definitely a sellers market, so the 
questions are "How do you compete 
as a buyer and what's the best 
strategy to sell?" We can talk about 
that!

Buyers:  Being prepared to purchase 
is crucial if you want to compete.  
Knowing what you can or can't 
afford will allow you to negotiate 
quickly.  You should be prepared to 
purchase at the list price in most 

cases and in some price points, be 
prepared to pay above list. 

The problem with that is the 
appraisal.  Since most homes are 
already listed at the high end of the 
market, getting them to appraise at 
the inflated purchase price has its 
challenges. Unless you have a signifi-
cant down payment, your financing 
will be based off of your appraisal.  

The good news is that when you put 
enough down, the appraisal becomes 
a non-issue.  In the current market, 
some buyers that are desperate 
enough, are waiving the apprisal 
completely.  This can be a costly 
mistake if you do not have the extra 
funds to bridge any gap between the 
purchase price and appraisal value.   
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The common solution is that buyers place a limit on the "gap" 
and roll the dice on the apprisal value.  For example, I recently 
helped a buyer with a home listed at 410K.  She was willing to 
pay 425K and agreed to a gap of 15K.  When the appraisal 
came in at 412K, she simply paid the difference of the gap and 
is now in her home.  It's not for everyone, but it can be a 
means to an end.  Many buyers out there are not willing to pay 
anything over appraisal and sadly, those offers are usually the 
least likely to be accepted. Knowing the values and looking 
objectively with your agent is critical.  You need to be realistic 
as to what the home value is and be willing to get creative to 
get your home.

Other things to consider to help your offer get accepted are 
things such as shorter inspection and finance periods, larger 
down payments and cash offers.  There are a few programs 
out there that allow you to submit your offer as a cash buyer.  
They do have a fee associated with them, but let's be honest, 
cash is king in the current market.  I can tell you more about 
the cash offers.  Just drop me a line.  It's still rather new and I 
am still learning about it.

Another scenario many buyers struggle with is the home to 
sell to purchase another.  For that, I have a great solution!  it's 
called KNOCK and it's a lending program that offers you a loan 
and down payment scenario that uses the equity in your 
home.  This allows you to buy before you sell and gives you up 
to 6 months to sell your home after you buy.  In some cases, 
you can even use your equity to make improvements prior to 
selling to get top dollar!

Selling: If I'm being honest, there is no trick to selling in this 
market.  Houses go up for sale and buyers flock to them.  So 
why do you need someone like me?  Experience in negotiating 
and avoiding leaving money on the table.  Right now, we have 
so many new agents in the area.  Our normal membership 
count for the Orlando Regional Realtor Association (ORRA) is 
around 8500.  Right now, it's over 22K.  That is a ton of agents 
with limited experience. 

What we are seeing is a large group of agents without the 
required skill set to properly negotiate the sale of a home. To 
consumers they look successful, because let's face it, they 
don't have to do much to find buyers.  What the consumer 
doesn't see are the thousands of dollars lost due to agents 
not knowing how to get the best and highest price for their 
sellers.  Truth is, it's not always the price that makes the most 
sense.  Terms and conditions matter.  Knowing what the 
pitfalls are with investor groups and having the reputation in 
the community as an ethical and knowledgable person also 
come into play.  

Your head would spin if you were to see some of the scenarios 
presented by buyers agents.  Being able to sort through and 
choose the right after and then rework it to protect your 
seller as a challenge in and of itself. The last few deals I 
worked on with sellers had over 10+ offers and all were very 
similar.  

CONTINUES ON BACK PAGE
IF YOU WISH TO BE REMOVED FROM OUR MAILING LIST,

SCAN THE QR CODE OR E-MAIL DAVID@DAVIDDORMAN.COM
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Call me directly for
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407-948-8295

Work Virtually or at our office

The independence of your own business 

combined with 50 years of the C21 brand

LIVE online and in-person training

with no hidden costs

Availability of on-call real-estate attorney’s

The ability to meet your clients in a
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community for over 25 years
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success of your business
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record and numerous J.D. Powers awards

Have access to a global marketing 
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RECENT AREA HOME SALES
CALL US TODAY TO DISCOVER YOUR HOME’S VALUE!

BASED ON INFORMATION FROM THE MY FLORIDA REGIONAL MULTIPLE LISTING SERVICE, INC. FOR THE PERIOD ONE MONTH PRIOR. THIS INFORMATION MAY OR MAY NOT
INCLUDE ALL LISTED EXPIRED, WITHDRAWN, PENDING OR SOLD PROPERTIES OF ONE OR MORE MEMBERS OF THE MY FLORIDA REGIONAL MULTIPLE LISITING SERVICE.

420 MICKLETON LOOP

WESMERE CHESHIRE WOODS

3/2  Sqft. 1,576

SOLD $ 376,000

 455 FERN MEADOW LOOP

CROSS CREEK

3/2 Sqft. 1,516

SOLD $405,000

320 LONGSHADOWS CT

CROSS CREEK

3/2  Sqft. 1,746

SOLD $380,000

 7 HEATHER GREEN CT

WESMERE

3/2  Sqft. 2,202

SOLD $460,000

11001 ORANGESHIRE CT

PLANTATION GROVE WEST

4/3 Sqft. 2,600

SOLD $ 560,000

11204 RAPALLO LN

BELMERE VILLAGE

5/4  Sqft. 3,022

SOLD $585,000

12750 WINDERMERE ISLES PL

ISLES WINDERMERE

4/5  Sqft. 4,332

SOLD $900,000

  12000 RADBOURNE ST

WESTFIELD LAKES

4/3  Sqft. 2,451

SOLD $480,000

312 COUNTRY COTTAGE LN

LIFT STATION/COBBLESTONE

5/2/1  Sqft. 3,583

SOLD $555,000

13537 GLYNSHEL DR

GLYNWOOD

4/3  Sqft. 2,871

SOLD $660,000

541 CASCADING CREEK LN

BLACK LAKE PARK

4/2  Sqft. 2,344

SOLD $499,500

2223 WINTERMERE POINTE DR

WINTERMERE POINTE

4/3  Sqft. 3,346

SOLD $650,000

APRIL COMMUNITY CALENDAR
WINTER GARDEN

FARMER’S MARKET
April 2 / 9 / 16/ 23 / 30

WINDERMERE
FARMER’S MARKET

April 1 / 8 / 15 / 22 / 29

WINTER GARDEN
FRIDAY’S ON THE PLAZA
April 1 / 8 / 15 / 22 / 29

SOME EVENTS LISTED MAY BE CANCELED. PLEASE CHECK WITH YOUR LOCAL CITY WEBSITE.
FOR MORE INFORMATION, OR TO HAVE YOUR EVENT BE FEATURED IN OUR NEWSLETTER, VISIT DAVIDDORMAN.COM/EVENTS

GOOD FRIDAY
April 15

EASTER SUNDAY
April 17
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By the time I verified the terms etc, we 
were able to get them up in price and in 
a better position to close.  Keep in mind 
many buyers agents write contracts 
that are not enforceable just to look 
attractive to the seller.

Take for example the buyer who offers 
20K over list.  Looks great, but when 
you dig deeper, you realize the property 
must appraise that high to close at that 
price.  So the offer that is 10K over list 
but with an appraisal waiver, looks much 
more attractive and realistic.  Bottom 
line, make sure you hire someone who 
reads the fine print and is not quick to 
accept.

I highly recommend you allow ample 
time for multiple buyers to see the 
home and offer.  Unless you get some-
thing too good to pass up, it's best to 
show your home for at least 48 hours to 
get the best opportunities for offers.

Some of you may be wondering about 
cash offers from groups like Offerpad 
and Opendoor.  These groups provide a 
cash offers on homes.  They tend to be 
around or slightly less than market 
value, and while the appeal of not 
showing your house works for some 
folks, again, read the fine print and ask 
yourself, if they are offering me market 
value and are reselling my home, how 
are they making any money?

Answer? 

Higher fees and false representations of 
your homes value.  It's always best to 
have competition in the market place. 
Look at the history of some of the past 
sales of these homes. 

 I have seen them buy 50K or so less 
than what they just resold it for 2 
months ago.  They also already collected 
commission from the prior owner. 

So yes, a cash offer sounds great, but be 
careful, you might leave money on the 
table.  

Our solution is different.  We too can 
offer a cash sale, but we also allow you 
to list your home to try for a higher 
return.  This program give you the best 
of both worlds, so that if you try to list 
and don't find the right buyer and have 
a timeline to meet, you can be assured 
that your back up offer is waiting.  Trust 
me when I tell you that your cash offer 
is rarely higher than your sale on the 
open market.  Know your options!

Well, this email is long enough so to 
wrap it up, If you are thinking about 
buying or selling, give me a call!  I am on 
my 23rd year of business and I am 
pretty darn good at my job :)

Hope you are well!  
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