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®HE home buying process can be simultaneously
intimidating and exhilarating. From the first steps

# of qualifying for a mortgage and deciding what’s
important in a home, to making a strong offer, coordinat-
ing appraisals and inspections, and getting to the settle-
ment table — every real
estate transaction is as
unique as the people, prop-
erties, and organizations
involved. Due to the chal-
lenges of this complex home
buying process, few home-
buyers should enter the real
estate market without the
competent guidance of a
buyer’s agent, according to
the National Association of
Realtors® (NAR).

“The home buying process
is not only complex but is
also riddled with potential pitfalls,” said NAR Vice
President Adorna Carroll. “Having the right buyer’s agent
can make all the difference. Homebuyers today are
empowered to interview and select an agent to repre-
sent them so that they can receive the advice and guid-
ance they deserve. A buyer’s agent provides options and
alternatives to homebuyers so that they can make
educated and informed decisions regarding one of the
most important investments of their lives,” Carroll said.

Many homebuyers already realize the benefits of work-
ing with a buyer’s agent. Research by NAR shows that
64% of consumers work with a buyer’s agent when they
buy a home. In addition, 95% of homebuyers say they
highly value real estate agent knowledge, and 84% of
homebuyers who use an agent would “definitely” or
“probably” use that agent again.

“Buyer agency is a sometimes misunderstood but vital

relationship in today’s increasingly complex real estate

transactions,” said NAR Vice President of Business
Specialties Janet Branton. You're not just buying a home;
you're investing in your future. It’s important for home-
buyers to work with a Realtor who has the expertise
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A buyer’s agen can guidé you
through the complex challenges of
buying a home

and know-how to represent the buyers’ best interests.”

In addition to understanding buyers’ needs in finding a
home that’s right for their clients, a buyer’s representa-
tive brings to the table powerful negotiation skills that
can result in a smaller deposit, reduced amount of closing
costs, lower sales price, and
more favorable contract
terms. In other words,
agents who understand the
fine points of contracts and
who have experience
successfully navigating
through intense and
complex real estate negotia-
tions give their clients a
strong advantage when
buying a home.
“Homebuyers who do not
have a buyer’s agent working
on their behalf are not
taking advantage of a valuable resource,” said Carroll.“A
buyer’s agent is committed to meeting the particular
needs of his or her homebuyer customers. They also
know how to work with their clients to find the right
home for each individual homebuyer while protecting the
buyer’s interests.” &5
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