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LOOKING TO BUY  
BUT NEED  

TO SELL FIRST?
Financing, and potentially your equity, dictate the 
sequence and options available to you. We can 
help you find a solution that fits your needs and 

limits disruption in your life.

Simply put, you have two options when selling your existing 
home and buying a new one:
1. Buy your destination home first, then sell your current 

home.
2. Sell your current home first, then buy your destination 

home.

It sounds simple, but there are subtle differences between 
these two options that can have a drastic impact on your 
quality of life.
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CONSIDERATIONS WHEN BUYING FIRST
Finances: Can you get approved to carry both homes (two 
mortgages) at the same time? And, if so, do you have a down 
payment (if needed) on the next home?

We can provide you with an alternative option: a new Bridge 
Loan Program. This program gives you the chance to cash out 
your equity and stay in your current home until you find a new 
one.

Whether you are using our Bridge Loan option or you have 
the ability to buy without selling or pulling equity, you can look 
forward to these potential benefits:

• Your offer on a home will not have to be contingent on you 
selling your current home. This is huge in making offers 
since most sellers will not entertain a contingent offer in a 
seller ’s market.

• With the Bridge Loan Program, you have cash-in-hand 
for a down payment. There is no need to borrow from the 
retirement fund or politely ask the in-laws for a temporary 
loan that may or may not come with some strings 
attached.

• You only have to move once! This is the single most 
important factor in lifestyle disruption for families. The risk 
of selling your home and having nowhere to go is stressful 
and costly. Plus, if there is one thing that is worse than 
having to borrow money from extended family, it is likely 
having to live with them for two to three months or more!

• You won’t have to live in a home that has dozens of people 
coming in and out during the day.

• Your destination home is decided before spending time 
and headspace on listing and selling a property.

HELOC: You can also ask a lender about a Home Equity Line 
Of Credit. Be sure and ask them on any rules or penalties if you 
sell your home quickly after obtaining the HELOC. 

Tip: Did you know you can obtain a HELOC from lenders other 
than the one that holds your mortgage? In fact, it may be much 
more efficient and less expensive! Ask us for recommendations 
on this!

The other options for buying first are making offers either  
1) contingent on a listing or 2) contingent on a contract. These 
can work, but each have their unique challenges in this market. 
There is more detailed information on these options on the 
next page.

CONSIDERATIONS WHEN SELLING FIRST
1. Selling first gives you lots of certainty on your total dollar 

amount available. Sell first and there is no doubt what 
your proceeds from the sale will be, which helps you know 
your down payment for the next home. It will come with 
some pain points, for sure, but it gives you an absolute 
picture of what you have to work with if that is what you 
need to know before buying your next home. (Do keep in 
mind that we will complete a market analysis for you and 
provide you with an estimated proceeds worksheet. While 
it won’t be exact, it will be close and should give you a 
great idea of what you will come away with.)

2. You can do a “rent back” (of the home you sell) for about 
60 days after closing*. This gives you two months with 
equity in hand, and a place to live for those 60 days. 
However, it typically takes 30-35 days to close on a home, 
which leaves you 25-30 days to find and get your offer 
accepted on your new destination home. If you run out 
of time, then you still have to move out since you have a 
contract with a defined occupancy timeline.

3.  You can plan on temporary housing.  
 a)  If you have the flexibility with family or friends that   
   will take you in for a month or up to six months,   
   then this could be a huge value to your transition.   
   The downside? You and your family will live with 
   someone else AND you will need to move twice.   
   That means paying movers twice and/or paying   
   for storage until you land your next home. While this 
   gives a lot of flexibility, it is probably the most   
   disruptive to a family’s lifestyle.  
 b)  Extended stay hotels and Airbnb are an option as   
   well. It can be less frustrating for you and the   
   ones that would be taking you in, but the costs will  
   add up quickly. Consider weekly rent, eating out   
   more often, storage of your household goods, etc. 
 c)  Short term leases are an option, but in the DC   
   Metro area it is a huge challenge to find a lease   
   shorter than 12 months. 
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First Steps: 
1) Ask Jason & Bonnie to complete a market analysis to 

determine your sales price and proceeds. 
2) Talk to a loan officer to determine your qualifications 

and down payments needed. We have some fantastic 
loan officers to recommend!

IMPORTANT NOTE: 
In a rent-back situation, you are often paying the purchaser’s 
carrying costs, which are deducted at settlement. So, for 
example, if their mortgage is $3,000/month and you are 
renting back for almost two months, then you will be paying 
them around $6,000 at settlement. However, if you are paying 
a rent-back, then you likely do not have a mortgage payment 
on a new home yet, which may help balance your month-to-
month finances.

Further Explanation of Different Types of Offers, 
and How a Seller Will View Your Offer:

I.  Not Contingent on Sale
  These are the kinds of offers sellers like most because they
  don’t have to wait on you to sell your home first.    
  Unfortunately, it also means you need to have sufficient
  income (and possibly down payment) to qualify for
  carrying two mortgages at once. It’s important that you
  check with a loan officer first before making this type of
  offer to ensure that you will be approved. By choosing to
  not have a contingency on your home selling, it gives you
  the optimal flexibility to choose and close on the home
  you want, without the risk of losing the contract because a
  seller chooses not to assume your risk of selling. Often,
  though, due to a fast-paced market, the time carrying two
  mortgages is usually minimal, and you only have to
  coordinate one move. 

II.  Contingent on a Contract
  This contingency means that you have already listed your
  home and you have accepted an offer from a buyer. While
  there are still reasons why the sale might still fall through,
  this type of contingency provides some level of comfort to
  the seller of the home you are trying to buy. It eliminates   
  the time it takes for you to prepare your home, list it, and   
  find a buyer, thereby shortening the wait time for the seller.  
  

  However, with this type of contingency, the seller of your   
  new home does have to wait for your sale to close first.   
  The contingent on a contract protects you if the sale of
  your home falls through and you have to go back on the
  market, but unfortunately, if you do have to relist your
  home, you will likely lose the contract on the home you
  want to purchase. This means you’ll be back at square
  one searching for a home. In a fast-paced seller ’s market,
  most sellers will not assume the risk of this type of
  transaction unless they have been on the market for a
  while with no offers. 

III. Contingent on Listing
  When making an offer “contingent on listing” your home,
  this means you will find your new home first and make
  the offer contingent on you listing (and selling) your
  current home. You will state a specific time period in which
  you will list your home (usually a certain number of days),
  then you will specify a period of time you have to find a
  buyer and ratify a contract on the purchase of your home.
  During this time, the seller may be able to “kick out” your
  contract. In such a case, the seller must provide notice of
  the intent to kick out the contract, which is often three to
  seven days. By the end of the notice period, you would
  need to remove the contingency that requires you to sell
  your home or provide evidence that you have a contract
  to sell your home. BEWARE! This type of contingency is
  one that a seller is least likely to accept in a strong housing
  market. The DC Metro area is a very tight market, meaning 
  there are more buyers than sellers and many homes will
  have competing contracts. This puts sellers in a position of
  power to reject offers that might leave them open to risk.
  For instance, when accepting a “contingent-on-listing”
  offer, the seller is effectively removing their home from the
  market while they wait for you to prepare your home for
  sale, list it, ratify a contract, and close. There are lot of
  reasons why your sale may fall through, but in the
  meantime the seller has missed opportunities to sell to
  another buyer without that contingency. You are effectively
  asking the seller to absorb this risk. It’s not impossible, but
  in a seller ’s market makes it less likely you will find a seller
  willing to do it.
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LIFESTYLE 
CONSIDERATIONS 

FOR YOUR 
PURCHASE

When looking for your future home, there are 
many details to consider. Keep in mind that you 

aren’t just buying a structure with four walls and a 
roof; you are buying a LIFESTYLE that will greatly 

impact you and your family for years to come. 
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With homebuying, ability and desire don’t always overlap. It’s 
possible that your expectations need to come down to match 
your budget, so seeing homes with your Realtor ® can help you 
understand where you fall between ability and desire. 

What do you want to spend? How much can you afford? Get 
pre-approved to know.

PRO TIPS FOR FINDING YOUR DREAM HOME
1. Make sure and set your search engines to exceed your 

maximum price by $10-$25k. You may be able to negotiate 
the price down on homes that are overpriced or that   
have been on the market a while. 

2. Don’t be turned off by low quality pictures. Visit the home. 
It may be better than the photos reveal. It could also be 
worse, but if the bones are good, you may find a diamond 
in the rough. 
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3. Drive around the neighborhoods you like at different times 
of the day. You want to get an accurate feel for traffic 
patterns and the personality of the community. 

4. Sellers typically do not negotiate in their first one to two 
weeks on the market. 

5. Homes on the market for 21+ days are likely priced too 
high, or the sellers didn’t prepare the home well enough 
before they listed it. These types of homes could be great 
candidates for price negotiation. 

What lifestyle considerations are important to you? 
I recommend reading below then making a list of what is 
most important to you. Geography? Square footage? Yard? 
Updates? Schools? Consider the things you can change 
and the things you cannot change. Once you have your list, 
prioritize that list to determine your non-negotiables.

Action item: Brainstorm your list of desired features in a home, 
then prioritize them. 

The usual considerations: Number of bedrooms, number of 
baths, and square footage 

What attracts you? These are the features you would like to 

have in your home, beyond the size and bed/bath basics. 

OTHER VARIABLES THAT MATTER
• Do you need a big yard, a fenced yard, or privacy? 
• Do you mind homes behind you? Prefer a property that 
backs to woods or a conservation area?

• If the outdoor spaces do not fit your needs, will a nearby 
park or trail be a sufficient substitute?

• Will you want parks, lakes, and trails nearby?
• How close do you want to be to shopping/restaurants/
recreation nearby? (This may impact future value) 

• Do you want shared community recreation like 
playgrounds, pools, tennis courts, etc.? 

• Are you okay with an older home, or do you prefer newer 
construction? 

• What upgrades do you prefer? Kitchen, bathroom, flooring, 
finished basement, roof, HVAC, etc.? 

• Do you need to be close to specific schools? 

SPECIFIC AREA WITHIN 
GREATER DC/NORTHERN VIRGINIA
1. Think about your commute to work and school and other 

recurring lifestyle needs. Is public transportation readily 
available? How long will you be on the road each day? 
What will the commute costs be? Are you near family and 
friends and things you like to do? 
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2. Price and affordability are also a factor. Are there homes 
in the area that you can afford and would want to live in? 
This will dictate how you prioritize and balance your needs 
with geography. 

3. Consider the resale value of a home. Is it possible to add 
that third bathroom? Is the layout quirky? Will the next 
buyer love it too?

WHAT IMPERFECTIONS CAN OR CANNOT
BE CHANGED IN A HOME?
Some standard considerations:
• Flow (open concept?) 
• Ability to get natural light inside, particularly the basement
• Multiple entertainment spaces? 
• Enough bedrooms on the upper level? 
• Can some spaces serve dual purposes, or is dedicated 
space needed (e.g. office/guest room)? 

• Is there rough-in plumbing in the basement if no bathroom 
currently exists? 

• Is there space to add a bathroom without major layout 
changes? 

• How much space do you need for parking? Do you need a 
garage or covered parking? 

• How wide are the streets? 
• Yard size? 

Big ticket items:
• Condition of the foundation and walls 
• Roof 
• Windows 
• Heating/cooling systems 
• Electrical panel 
• Plumbing 

Costly but more manageable:
• Water heater 
• Appliances 
• Gutters 
• Outlets 
• Faucets/light fixtures 

What can you look beyond?
• Outdated kitchen 
• Taste in specific paint or flooring 
• Rotten exterior trim 
• Poorly installed trim (baseboards, etc.) 
• Laminate countertops 
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Facing Competition 
If you absolutely love it, others probably will too. If it has some 
negatives that others will not look beyond, then you may have 
less competition. Keep this in mind when making an offer!

Changing Expectations
As you begin to look at homes, understand their cost and gain 
a better idea of desired location, layout, features, etc., your 
expectations may very well change. 

In Summary: 
• Is your location right? 
• Are there things you strongly dislike that you cannot 
change in the future? 

• Is the home priced right to allow you to make the changes 
you need/want? 

• Does the space and layout work? All of the variables add 
up differently for everyone, but in the end, we will help you 
balance that equation to achieve maximum desirability in 
a home that you can afford. 
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PREPARING YOUR 
PROPERTY TO SELL

Rule # 1: You should consult us before moving anything out of 
your home, or before you do ANY work in the home. We WILL 
save you time, money and hassle if you follow our tips and 
suggestions.

Your property has the chance to make a great impression with 
each potential buyer. The following “tricks of the trade” will 
help you keep track of what needs to be done. The goal is to 
present a clean, spacious, bright, and clutter-free home—the 
kind of place you would like to buy yourself. Accomplish a little 
every day and before long your property will be ready to make 
the impression that will make the sale!

We recommend you contact us before you move, sell, or give 
away items in your home. You may have items that would be 
excellent for staging your home! Lean on us throughout this 
process—we will save you time and increase your bottom line!

FREE STAGING CONSULTATION
Our listings come complete with a professional staging 
consultation.

Home Staging Works:
1. A staged home typically sells faster than a non staged 

home.
2. A staged home creates a great first impression. Most 

buyers make up their mind within seconds of entering 
your home. Builders invest significant resources in 
staging model homes because staging works.

3. A staged home typically sells at a higher price than a  
non-staged home. Staging creates an emotional 
attachment to a home.
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4. Staging your home broadens its appeal and attracts 
more potential buyers. More interest means more offers 
and a higher probability of multiple offers.

5. A staged home is shown by more Realtors ®. Because 
staged homes sell faster, Realtors ® prefer to show 
staged homes over vacant homes.

6. Home staging enhances the best features of a home.

MAXIMIZE YOUR INTERIOR APPEAL
• Clean the house thoroughly
• Consider using a professional cleaning service every few 

weeks while house is on the market
• Keep tabletops, counters, dressers, and closets free of clutter
• Tidy the refrigerator and stove, drawers, cabinets
• Arrange furniture for spaciousness
• Rent storage area for extra furniture and personal effects to 

create a more spacious look
• Remove personal pictures
• Remove stains from the carpets
• Do all you can to reduce odors
• Create cozy bedrooms by getting rid of excess furniture
• Organize closets – donate unwanted clothes, shoes, and 

jackets
• Put a fresh coat of paint on dingy or strongly colored walls 

using neutral colors
• Make your bathroom sparkle – repair unsightly caulking 

in tubs and showers, display your best towels, mats, and 
shower curtains

• Repair dripping faucets and shower heads
• Replace outdated light fixtures
• Repair cracks, holes or damage to plaster, wallboard, 

wallpaper, paint and/or tiles
• Seal basement walls if there are cracks or signs of leaks
• Relocate pet litter boxes and feeding bowls away from living 

area(s)

MAXIMIZE YOUR CURB APPEAL
• Keep the lawn edged, cut and watered
• Regularly trim hedges and weed lawns and flowerbeds
• Paint the front door
• Polish/replace front door hardware
• Sweep walkways and driveway; remove branches, litter or 

toys
• In the winter keep walks neatly cleared of snow and ice
• In autumn rake the leaves
• Remove any outdoor furniture which is not in good repair

• Remove and repaint any peeling paint on doors and 
windows

• Repair and replace loose or damaged roof shingles
• Remove mildew or moss from walls or walks with bleach or 

other cleaner
• Repair and repaint loose siding and caulking
• Repair and clean gutters
• Reseal old asphalt
• Paint or replace mailbox
• Keep the garage door closed
• Store RVs and old cars elsewhere while the house is on the 

market
• Add a new front door mat and consider seasonal door 

decoration
• Make sure doorbell is in good working order

PLAN FOR A SUCCESSFUL SHOWING
• Be absent during showings: your presence is uncomfortable 

for buyers
• Make sure temperature is comfortably cool in the summer 

and warm in the winter
• Make sure the keys and locks work correctly, without 

needing “tricks” for normal operation
• Make sure all trash is disposed of in neatly covered bins
• Try to schedule for your pet to be out of the house during a 

showing
• Please scoop; buyers will be walking the yard
• Make sure pet areas are clean and odor free
• Turn on ALL lights inside the house; make sure there are 

lights or lamps in every room
• Open all window, drapes, and blinds
• Pick up toys and other clutter; check to make sure beds are 

made and clothes are put away
• Open bathroom windows for fresh air
• Turn off the television and turn on the radio at a whisper 

volume
• Make sure stairs and walkways are clear
• Leave the porch light on for safety
• Please store your personal items in a dresser drawer
• Don’t use overpowering air “fresheners”
• Garage and outbuildings should be accessible
• Expect the buyer(s) to examine all the rooms and features 

included in the home during their showing. They will look 
in the kitchen cabinets, pantry, bathroom vanities, medicine 
cabinet and closets.

• If the refrigerator is included, they will look in there too 
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LIGHTING UP
A LISTING!

Buyers need to be led in all areas when touring 
a home they may purchase. One of those highly 
important areas is lighting. Natural and artificial 

light can greatly affect the mood of anyone, 
especially those looking to spend money.

NATURAL LIGHT TIPS
• Blinds: Open all blinds. They can be open or pulled up 
halfway. This depends on the views outside of your window. 

• Curtains: In most cases, we recommend removing curtains. 
If you have curtains that are tasteful, though, then you may 
get by with pulling them back as far as possible to allow 
maximum sunlight.

• Window Screens: It is often helpful to remove window 
screens. This is a nuanced trick of the trade. Removing them 
creates a more vivid view to the outside and allows a little 
extra natural light to seep in.

• Sliding Glass Doors: Depending on the season, you may 
need to keep a blackout curtain. If your home heats up in the 
summer, it might be best to keep this covered, but in most 
cases brighter is better. 

• Curtain Removal Tip: If you remove curtains and the 
hardware that holds them up, do so before painting! Your 
painter will gladly patch and paint over the holes. 
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ARTIFICIAL LIGHTING TIPS
• Light Bulbs: Have you ever walked into a room to turn on a 
light and had to wait five minutes for it to get bright? Buyers 
won’t give you five minutes. These kinds of lights are called 
CFLs (Compact Fluorescent Lightbulbs). AVOID CFLs! 

• If you have multiple lights in one room, use a Soft White 
LED. If you are relying on one bulb for a larger area, consider 
100 watt—but only if it isn’t direct.

• Have lightbulbs that do not work? Replace them before 
listing. During an inspection, a home inspector may call into 
question the electrical connection if bulbs are not working!  

• Rooms with no overhead light f ixture: Easy solution here. 
Purchase one to two floor lamps (depending on the size of 
the room) and plug them into the outlet that is connected to 
the switch at the door. If you need a second one, or if there 
are no switches, use a timer so that it comes on during peak  
showing times and/or darker showing hours (such as after 
5PM in the winter).

• Updated Light Fixtures: This will be a case-by-case 
situation, but when you can easily replace outdated fixtures, 
fluorescent light fixtures, etc., without too much collateral 
damage, then it may be worth it. An updated fixture or two 
that allows more light may very well be worth the cost of the 
hardware, electrician, paint, and drywall repair.

EXTERIOR LIGHTING
A well-lit exterior is not only inviting to guests but a great 
security feature. Buyers may not consciously think about it, 
but more exterior light makes us feel safer. Do an audit of the 
exterior of your home at night, make sure existing fixtures 
work, and consider other dark areas that may need extra 
illumination in dark hours.
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WHEN BUYERS ARE TOURING
This is not the time to save on the electric bill. This is a business transaction, so make sure buyers touring your 

home are being “ flooded” with all of your implemented and intentional lighting choices!
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CREATING APPEAL
WITH COLOR

This is somewhat of a painting and decorating 
area, but do consider how your paint, flooring, 

furniture, and bedding choices affect the 
brightness of a room. Balance is key, of course, 

but aim to address or counteract any dark items 
that may not be changing. For example, if you 

have dark cabinets, you probably won’t remove 
them to sell the home. Paint can give you a great 
return on investment by lightening up the space 

and giving it an updated feel. 

PAINT SELECTION
When needed, we will help you select paint colors that 
maximize brightness, create broad appeal, and counter 
any dark areas. It is quite possible that your paint color 
is perfectly okay, but before you start painting, lean on 
our recommendations so you can get the most out of 
the “showroom.” It may not feel like your home when you 
implement our recommendations, but it will for someone else!
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WHAT DRIVES YOU 
(AND OTHERS) 

IN 2021?
2020 brought us so many unprecedented

changes; among them are lower-than-ever 
interest rates and increased affordability for home 
buyers. In short, money is cheap, and buyers are 

using it to seek what they want.
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With cheap money and new habits worldwide, we are seeing 
the following home-buyer trends for 2021:

1. Outdoor areas provide a place to social distance while 
still getting fresh air and sunshine. Bonus: spend 
some extra time in the front yard and you will get to 
know neighbors while they are out walking the  
neighborhood.

2. Home offices are essential. Your next home may not 
have a designated “office” room, but it may very well 
have an extra bedroom or spare room that can be used 
as one. Any additional space that can be closed off from 
noise and have some natural light will work great for a 
home office and add clear value to your home. 

3. At-home learning is simply a way of life now, and 
having a space for kids to do schoolwork is a huge 
bonus. Maybe this space is a classroom by day and a 
playspace/movie room by night, but what’s important is 
that there is a space that can be used. 

4. Working out at home may not be everyone’s favorite 
activity, but the value of a dedicated workout room in 
your house cannot be ignored. 

5. Shifting to homeschool? Some parents are fully shifting 
to homeschooling, even after schools return to normal, 
which could have a huge impact on housing trends. 
With an increase in homeschooling, highly sought-after 
school districts will become slightly less valuable to 
homebuyers.

Since you’ve been through the home 
buying process before, you likely know 
what amenities you want, size, location, 
etc. This time around, Jason & Bonnie will 
become your go-to experts to guide you 
through two transactions at the same 
time, and will work tirelessly to ensure 
your interests are protected, at all times, 
within both transactions. This allows you 
to focus on all the other details involved 
in preparing for your move. Jason & 
Bonnie have extensive experience 

negotiating and coordinating all aspects 
of the sale and purchase. These will be 
exciting times for you! Why not enjoy it, 

and let us do the heavy lifting?

READY TO GET STARTED? 
Contact us at 703-298-7037 

or Jason@JasonandBonnie.com



Jason Sanders Bonnie Sanders

6363 Walker Lane  |  Suite 130  |  Alexandria, VA 22310
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