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Acme Brick Company Is Your Source
for Quality Outdoor Living Products

To add the best in outdoor living to your new homes,

visit your nearest Acme Brick, Tile & Stone showroom.

Acme carries all the products you need to create
great outdoor living spaces for your homes. We offer
outdoor fireplaces and fire pits, top-quality grills
and even full kitchens.

Need a place to put all these beautiful features?

No problem. We stock an extensive line of brick
pavers for walkways and patios. For outdoor kitchen
surrounds we offer a full line of brick and natural or
man-made stone.

Ready to take the next step in home design? Take it
outside with support from the experts at your local

Acme showroom. Visit us at brick.com.

A4
TILEC/STONE
801 Airport Fwy 631 Round Rock West Dr. 16121 College Oak Dr. 5020 Acorn St.
DFW/Euless, TX Round Rock, TX San Antonio, TX Houston, TX
brick.com/dfw brick.com/aus brick.com/sas brick.com/hos
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Visit our state-of-the-art Information Center and Texas’ %ftwo-acre
Crystal Clear Lagoon that boasts a 7,500 sq. ft. clubhouse, resort-style pool,

white sand beaches, splashpad and much more!

The Lagosn Lfe awaits!
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BALMORAL

A Land Tejas Community

Woodland
Hills Dr.

New Homes fione /22 $200s - $500s

Anglia - Ashton Woods - CastleRock - Censeo - Colina - D.R. Horton
Empire - Gehan - Highland - HistoryMaker - Lennar - Long Lake
Shea - Taylor Morrison - Trendmaker - Westin - William Lyon

Lockwood Rd.

15808 Crystal Terrace Dr. - 832-508-0399
Prices and availability subject to change without notice. 10/19 O 0 JOin our VIP IiSt at BalmoraIHOUSton'com
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Reasons Why It's Siil
A Great Time To Buy
A New Home

As the dust settles on the home buying rush and interest rates
creep up, you may think you missed the party and will have to wait
a while to purchase your home after prices and rates fall. Nothing
could be further from the truth!

While supply, demand, and low-interest rates may steal the
headlines, many factors contribute to the perfect time to buy a new
home. Here are a few things to think about as you consider moving
from home shopper to home buyer!
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First, the best time to buy a home is when

you're ready, not when the market says it’s time

to buy. If your budget is set and you think now

is the right time to consider buying a home,

that will be the most important part of your
decision. You've done the numbers and looked at homes
online. You've got a pretty good idea about what you can
get for what you want to spend. You may not have been
ready during the frenzy. Now is the perfect time to take the
next step if you're ready.

Second, buying a home is not all about

the money. Sure, money’s involved, but it’s

involved in rent, leasing, or buying a car! For

most of us, buying a home is about much

more than just money. It's more of a personal
decision than a financial one. No one would consider
purchasing a home the way we would look at buying a
share of stock. We know that long before we realize a profit
on our home, it will pay us thousands in benefits in family
memories. We're more concerned about what a new home
will do for our lives than our bank account. Homes are
personal. They are the places where we share our hopes
and dreams. Many of us purchase a home because we
need a new home. Some people want a new home because
their family is growing, they desire better schools for their
children, a better neighborhood, and a closer location to
work, play, or worship. Many of these things can’t wait on

the interest rate to cooperate.

Third, let the “post-boom” market work for
you. Many things will happen, and some may
help you find unexpected bargains. First, not
everyone that contracted to buy a home will
complete their purchase. These cancellations
may have occurred because increased rates impacted the

buyer’s ability to purchase, construction delays or the

buyer’s income situation changed while the home was
under construction. If there is a community you like, reach
out to the builder’s on-site representative and let them
know you're interested in looking at any home that comes
back on the market. There may be a waiting list in that
community, but don’t be concerned; you may be able to get

to the top of a waiting list quicker than you think.

Fourth, interest rates are still historically

low! If you've been reading the headlines,

it may not seem like rates are low, but they

are. For most of the last 30 years, interest

rates have been higher than they are right
now, and with the amazing credit managing programs and
innovative mortgage products, rates a point or so higher
than they were a year ago probably won't stop you from
getting the home of your dreams. Today’s mortgage rate is

about the same as in 2018 and early 2019.

Fifth, happy days are here again! Right now,
home shoppers are in demand. There is often a
lull in the home buying action after a booming
market like the one we just experienced.
We've seen demand soften a little bit. This
may seem like a great time for everyone to catch their
breath, but it isn’t. Homebuilders need to continue to sell
homes regardless of the market condition, and now they
need to do it with fewer buyers in the market. I've recently
seen some home builder incentives in my email. Once
you register on a builder’s website, you may see some

interesting offers.

Buying a home should start in your heart and head and
then move over to your bank account. Rest assured that
your home be a great investment.

But the years of wonderful family memories are the

greatest return on investment of all! #
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The Site You Choose Will Play a Major Role
in Determining How You Enjoy Your New Home.

One unique part of buying your new home is the
homesite upon which you’ll build. In any given community,
development or neighborhood, builders will be selling a
selection of six to ten floor plans and four to five elevations
(the way the exterior of the house appears from the front.)

Builders regulate the number and placement of each
floor plan and elevation to make sure that identical homes
are not placed side by side or across the street from each
other. This helps avoid a “cookie cutter-like” appearance
to the neighborhood. It also helps home values for resale
in the future by limiting the number of homes that may
directly compete with each other.

Narrow Your Search

The first step of narrowing your search is deciding in
what part of town youd like to live. Then you narrow it
down to the communities using critical criteria such as
schools, travel times, and proximity to your job, friends
or family. Generally, you'll drive through a community
at least once prior to walking into a model. These drive
throughs are important to discovering the look and feel of a
community while you determine if it’s the right fit.

Try driving through on both a weekend and during
the week, as the personality of the community may be

different. Look for things like homesite size, community
cleanliness, neighbor activities and parking. Characteristics
such as front, rear or side entry entrance garages make a
huge difference in community appearance.

How far apart are the houses and how close to the street
are they? Are the streets wide enough to accommodate
traffic, but narrow enough to discourage speeding? All
these are critical evaluations you’ll make as you drive
through each community. Remember, if it bothers you a
little at this point, it will bother you a lot the longer you live
in the home.

Premium Lots

Be aware that when buying or building a new home the
cost of the homesite may not be included in the “list price”
of a new home. While the new home sales counselor is
talking about the available homesites in the community,
you’ll hear the terms “homesite premium” or “lot
premium.” These terms mean building your home on one
of these sites will cost more than other homesites.

Often, when a builder or developer purchases a piece
of land, they know corner lots, oversized homesites,
sites with privacy, additional trees or great views are in

demand and will raise the price. Generally a builder will

Summer 2022 « 9



Every single [homesite]
has its own view,
elevation, slope and
character. Take in all
these considerations as
you search.

have a good selection of attractive homesites that range in
price from zero to thousands of dollars depending on the
characteristics of the property.

Unique homesites will not only add to your quality of
life, but when you’re ready to sell your home it will add to
your resale value. Don’t despair if you've found a perfect
lot that comes with a premium, the cost a builder charges
you for a premium lot is negotiable and you may get your

perfect homesite for less than you think!

Separate “Wants” & “Needs”

The wonderful thing about homesites is that they’re
all unique. Every single one has its own view, elevation,
slope and character. Take in all these considerations as
you search. Try to separate your homesite “wants” from
your “needs” An oversize lot is nice, but it comes with
more landscaping costs. Corner lots are usually bigger,
but there is additional traffic associated with them. Water
view homesites are limited in supply and builders will want
to get a premium for them. Carefully examine all these
elements as you review your choices and weigh the cost

and benefits of each premium homesite.

A Homesite Appropriate
for YOUR Home “Plan”

As you continue to move through the home buying
process, you'll eventually select a new home “plan”. Once
you've selected your plan, your new home sales counselor
will show you the homesites for which your plan is
appropriate. Big homes don't fit on small lots and very often

10 « Home Shopper Magazine

a builder is reluctant (or even forbidden by community
standards) to put a smaller floor plan on a large lot.

By now, the sales counselor should know what you
want, and present you with a few options. If you have a
favorite lot and it’s not in the selection they present you
with, inquire if that homesite is still available or appropriate
for this plan. Review all the recommended selections and

then it’s time to walk each homesite.

Take Your Floor Plan
into Consideration

As you approach each homesite, you should have a copy
of the floor plan in your hands. You’ll want the builder to
mark off the corners of the foundation on the site and show
you exactly how your home will sit on this particular piece
of property. From there, you can walk to your kitchen and
survey what you’ll see each day.

You'll be able to see how your back yard would lay out
in reference to the rest of the home and you can evaluate
the view from your bedroom window. If youre planning
on putting in a pool or outdoor kitchen, make sure these
are marked too so you can make a fully informed decision
about this homesite. This is an exciting time, and many
rush past this step but you'll never be able to fully evaluate
this homesite without it. Extra time at this step will always
pay oft down the line.

Once you have been shown all the appropriate lots for
your home, go over each one with the sales representative,
review the costs and benefits associated with each, you’ll be
able to weigh each one and make the best decision for you

and your family. #



A LIFESTYLE CRAFTED
FOR REMARKABLE LIVING WOLF RANCH

GEORGETOWN, TX

Set in the natural beauty of the Hill Country with canyon
and river views. Adjacent to one of Georgetown'’s hottest
destinations: Wolf Ranch. With beautiful amenities,
affordable homes, a convenient location in the heart-
of-it-all, handcrafted lifestyle programming, and a new
elementary school in the community, Wolf Ranch is
much more than a community. It’s a lifestyle that invites

you to live each day to the fullest.

6 AWARD WINNING BUILDERS
MODEL HOMES OPEN DAILY
HOMES FROM THE $400s
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Betore You Buy,
Start With

hopping for a new home can be as easy or as complicated as
you want to make it. So many new home buyers don’t have
a process to follow during their search, and this can make

things a little more difficult and confusing than they need to be.

A clear process or plan can help us stay focused on our goal while were navigating the
exciting home buying landscape. Let’s face it, looking at beautiful new homes in perfect
new communities is intoxicating! Who doesn’t like imagining their children coming home
from a top-rated school, spending a little time studying in their own artfully decorated
bedrooms, playing a video game in the awesome media room, and then going out to the
community pool with all their new friends? It’s all very heady stuff. These are the images

of which new home dreams are made. It’s easy to lose sight of everything you need when

we're looking at a perfectly designed and decorated model home. That’s why I believe
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that a solid pre-search process that helps home shoppers
set the parameters of their new home will give them more
confidence as they maneuver through the new home
buying landscape and help them get the perfect home for
their family.

It may sound simple, but the most important thing
to do before you start the new home purchase process,
especially before you enter your first model home, is to
clearly understand the why(s) behind the reason(s) you
want a new home. Is it because your family is growing,
or that you desire a better school for your children? Is it
because the community development is encroaching on
your neighborhood and you feel threatened by growing
crime numbers in the area? Have your children left the
house, or have you suffered a divorce and need less space?
Is it because your current home is falling apart, costly, and
ineflicient, or are you tired of apartment living? Did you get
a raise and want a nicer home?

All of these are great reasons to move, but to ensure
you end up purchasing the perfect new home, you should
know why you're moving, or you run the risk of buying
a home that doesn’t satisfy the main reason you wanted
to move in the first place! The fact is, there are probably
a few critical reasons that you feel you need to move, and
you should understand and explore all of them from the
most important to the least. You can even include the

entire family in this discussion. As you begin, make sure

14 « Home Shopper Magazine

the perfect new
home, you should
know why you're

L

to write down all the reasons your family wants a new
home. Call this list your “Whys List.” Some reasons will
be easy to think of, and others may take a little time. Don't
be concerned if the list gets long. Buying a new home is
an important decision, and it’s best to get as much as you
can on paper before you leave your old home. And, you'll
probably edit this list as you move through your search, so
don’t worry. Just write!

It may not seem like it, but writing all your reasons
down at this early stage is the critical first step in the
process. A friend of mine once said that the source of
every problem is much further upstream than you think.
This first step is where you will lay the foundation for
everything you do during your search, and it will provide
you with a handy and constant reference point to use
when the emotional process of new home shopping begins
or when things start getting confusing or complicated.
Approaching this first step carefully and thoroughly will
give you the confidence to know that whatever homes
you see, real estate agents you speak with, or new home
salespeople you encounter, you'll have an internal personal

guide that will help keep you on track.
Why To. .. and Why Not

You can easily segment your Whys list into sections.

The first section lists all the whys you want to move, and



the second is the reasons why you don’t like your current
residence. The first list could include things like more
bedrooms, places for the children to play, closer to work,
less traffic, energy-eflicient, great schools, near the lake (or
shopping or golf or church), bigger yard, gated community,
bigger kitchen, covered patio, lower taxes, closer to
schools, home office, game room, more bathrooms or
living space for parents. Some of the new master-planned
communities have amazing amenities like massive water
parks, Jr. Olympic competition swimming pools, tennis and
basketball courts, on-site elementary and middle schools,
inexpensive childcare, café’s, movie theaters, and exercise
rooms. If these are things youd like in your new home,
write them on your “Why To” list.

Once you've spent a little time on the “Whys To” list,
you can start on your “Whys Not To” list. The first few
entries on this list will probably come very easily. This list
may include things like: your current house is too small,
the kitchen is outdated, no room for the kids to play,
the house smells, neighbors make too much noise, don't

like doing laundry in the common laundry room or a

laundromat, bad schools, no room for the kids to study in
the house, too far from work, awful traffic, no place for the
kids to play, no kids in the neighborhood, too much crime,
the house smells, the house is unsafe, area floods, too much
trash in the neighborhood, too close to an undesirable
neighborhood, utility bills too high, rent to too high, too
much wasted space, needs major renovations, outdated
appliances, and HVAC systems, or there is nowhere for
visiting parents to stay when they visit.

You'll see that some of the “Why Tos” and the “Why Not
Tos” are pretty aligned. Some items may be opposite sides
of the same issue. These are probably some of the most
important things on your list and should be taken very
seriously. If they’re bothering you enough for you to write
them down (in slightly different versions) on both lists,
they’re probably critical to you.

Once you've completed your lists, you've taken the first
step to find the perfect new home. I realize that it sounds
corny, but knowing your “Whys” will make you a wise new
home shopper! #

Lago Mar &

Sierra Vista West

With inviting community amenities, gorgeous floor plans and landscaping, and impressive school districts,
you're guaranteed to find your dream home at either of our amazing southside communities. With an
abundance of outdoor activities like paddleboarding, kayaking, boating, and prime shopping and dining,
these two beautiful communities are designed for creating the life you want and deserve for you and your
family. Call us today to schedule your tour and let us help you find the home of your dreams.
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(832) 538-1081
sierravista@colinahomes.com

——

(281) 410-2776
lagomar@colinahomes.com
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Dak Prescott, Monument Realty, The Official
Real Estate Company of the Dallas Cowboys,
and Hot On! Homes Join Forces for some Great
Commercials!

Dak Prescott and the Monument Realty team recently got
together with the Hot On! Homes production crew to create
a series of Monument Realty Commercials that will appear
in the Hot On! Homes shows and across the social media
platforms for both companies. Dak, the popular quarterback
of the Dallas Cowboys, has joined the Monument Realty
Team as Chief Quarterback Officer, and works closely with
Monument Realty CEO, Eddie Burns performing public
relations duties, company culture support, community
outreach and recruitment duties for Monument Realty.

During the course of the ambitious shoot, Dak delivered
multiple commercials, recruiting video and even went
shoulder to shoulder with Hot On! Homes Host, Natalie
Woods-Stanyer to talk about how Monument Realty agents
could help home shoppers that were watching the show
find their dream home.

Monument Realty is the Official Real Estate Company of
the Dallas Cowboys and the Texas Rangers, has been voted
the #1 Small Company to Work for According to the Dallas
Morning News, and the Best in DFW Real Estate Company.
The Hot On! Homes and Monument Realty partnership was
formed earlier this year to help Hot On! Homes viewers find
the perfect home by providing support and information any
viewer interested in learning more about a particular area or
aspect of a new home purchase.

If you have a question about local real estate, run a play
with Dak Prescott and the Monument Realty Team! #
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figh Interest Rates
OU From Buying
Your Dream Home

nay not be hearing this on the news, but right now

t time to buy a house. In fact, today is a better time
‘house than tomorrow will be! I realize I sound like
ome salesperson, but I'll tell you a secret. Times of
ng demand in the home building industry, such as
we are experiencing now, is like the once-a-year sale
Jordstrom’s. You'll never get better prices on new
»mes than you will now. But what about interest
ates? Let’s discuss why now is a great time to buy,
ind then we'll deal with interest rates.

Why is now a great time to buy? Because builders
ed to sell homes no matter the market’s state. You
have noticed advertised incentives and discounts in
mails and marketing materials you’ll receive from
ate agents. Builders use incentives to encourage
e to their communities and look at homes or
centives can range from outright discounts on the
some very interesting and creative money-saving
s come in various shapes and sizes, but the best ones
n inventory homes. If a builder has a home that has
longer it remains on the market, the more eager the
. Builders don’t make any money on a home until it
mpleted home remains unsold, the more it costs the
rs are always very eager to try and make great deals
~and, to sell these homes, many builders will offer

 off the price of these homes.

Another tactic home builders will use are home buyer incentives.
Incentives can range from free upgrades, a design center allowance, free
pools, outdoor kitchens, or a slew of other very nice upgrades. While
these items will not reduce the price of your home, they will certainly
add significant value to your home and increase your enjoyment of
the home. Many of these incentives are offered on “to be built” homes
simply because a home builder can't easily alter the layout of an existing
home. To be built homes are critical to a home builder’s business.
Incentives are possible on to be built homes because upgrades are easy
to add to a home during construction, and the builder only puts into the
home the exact items that the buyer desires.

Finally, new home prices at all product levels in the industry have
started to drop, so when you combine easing prices, great incentives,
and discounts, you get great prices on new homes. So, with discounts,

a home that was offered for $500,000 a year ago may be the same price
or even lower today! So, how do higher interest rates factor into the
equation? First, your payment may not be much different than it would
have been a year ago. Let’s face it, low-interest rates and a higher-priced
home isn’t much different from higher interest rates and a lower-priced
home. What really matters is how the home and the payment factor into
your budget. Second, your down payment will go much farther with a
lower-priced home than with a higher-priced one. Finally, purchase the
home you love. And, if the interest rates go down in the future, you can
refinance your home. You'll be locked in at a great rate if the rates go up!

These are just some of the reasons that today is the best day to find,

fall in love with, and purchase your dream home! #



ES pomoNa

MANVEL, TX

EVERYDAY. EVERYWAY. Q
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Amenities. They're what set Pomona apart e 3*,., OF
from any other master-planned community :
in the Manvel areal Every day at Pomona
feels like a day at a destination resort.

- State-of-the-art fitness center with Peloton bikes and treads
* Unique parks and playgrounds like The Hive and The Backyard
« Award-winning lifestyle program and director
« Miles of trails for walking, biking and running
Resort-style pools with tanning ledge and cabanas
* Qutdoor living areas with grills and firepits

Enjoy your afternoons at The Dock that will feature a boat ramp for
electric boats, dock area, kayak launch, boardwalk and boat ties

Pomona has something for every member of the family, with
events scheduled almost every day! Playgrounds for the kiddos;,
game tables for teens, outdoor grills and fire pits for adults, And
that's just the beginning! We'd love to help you find vour farever
home. Pomona is far enough away to escape from it all, vet close

enough to downtown Houston to be convenient

1 i -
]ll HILLWOOD www.pomonabyhillwood.com (832) 336-6272
e 4714 Orchard Creek Lane = Manvel, TX 77578 @

A PEROY COMPANY"



Five Questions 4
Every Salesperson

Should Ask...

and How
to Answer

Them

Shortly after you enter a model home, a new home
salesperson will greet you and begin to ask you a few
questions about your new home goals. Their ultimate
goal, of course, is to help you purchase a home, and these
questions will help them, and you get there. Though some
of the questions may seem a little personal, they’re asked with
good intentions. You answers you give will help the salesperson
direct you toward houses that fit into your budget and deliver the

things you want in your new home.

What has you out
shopping for a new home?

Can you imagine how many times new home salespeople greet a
home shopper who has walked into their model only to hear them
answer, “Oh, we're just looking” Salespeople know that everyone
who buys a home was “just looking” at some point, and they
want to see how ready you are to discuss buying a new home
seriously. There is no “just looking” in a salesperson’s mind, only
shopping or buying! Everything a salesperson says or asks you

will be used to determine your readiness to buy a new home.



Introducing the word “buy” into their discussion will at
least allow you to start moving toward a buying decision.
Be ready for the word “buy” to come up in several different
ways. In your discussion with the salesperson, the word
“buy,” in all its forms and tenses, will come up often. You'll
hear phrases like “When the Johnson family bought this

» <«

floorplan, they ..., “Buying this home is probably easier
than you think with some of the discounts we're offering.”
Don’t be put off by a salesperson who seems a little pushy.
You have the ultimate power in this discussion, and if you
feel the conversation is getting away from you, you can tell
the person that you're not ready to buy in the near future,

and they’ll probably give you a little more space!

Are you Pre-Qualified?

We recommend that you become pre-qualified for a
home before you begin shopping. This process will tell you
how much home you can afford and help you keep your
new home search focused. If you're not pre-qualified, the
salesperson may feel that you're not a serious buyer and
may not take your new home search too seriously. If you
tell them you're not pre-qualified, they’ll probably ask
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Make sure the
salesperson knows
who will live in the
home, any needs they

have, and their ages

when you will be. If you are pre-qualified, the salesperson
may ask you if you have a price for your home or monthly
payment. In many cases, you'll find that you're pre-
qualified for “more home” than you are comfortable
buying. If a salesperson asks the amount you're pre-
qualified for, instead of telling them the full amount, tell
them how much you want to spend on a home. As you get
closer to making a buying decision, you’ll probably start
discussing a monthly payment with the salesperson. Giving
the builder your desired monthly payment will give the
builder more options to find a home that can work into
your budget, and in some cases, they can get you a home
that fits into your budget that is nicer than you thought
you could afford. Remember, you’re not obligated to buy
any home that you and the builder discuss if youre not
completely comfortable with the home, the elements in it,
and the price. Let the builder do all they can to find a home
that fits all your wants and needs. In the end, if it’s not
perfect, don't buy it! Give the builder the information they
need to do their job and see what kind of a deal they can

—
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create! You might be really surprised at the homes you can
afford.

What do you do for a living?

This isn’t a question about your job; it’s a question
about how much money you earn so that the salesperson
can mentally qualify you for a price point. If you answer,
“I'm an engineer;” they’ll assume that you make whatever
engineers in that city make. If you say you're store manager,
they’ll do the same. This is the easiest way for them to get
a range on your household income in a polite and non-

invasive manner.

Children, Family Living
In the Home & Hobbies

The salesperson will want to know what your hobbies
are and if you have any children or family members that
will live in the home so they can better understand your
needs as you approach a new home. Families with young
children have different needs than those with older ones.
Families with a parent or relative living with them have
different needs than those that don’t. Creating options that
don’t meet your needs is a waste of time and money and
won't get you any closer to the perfect home. Make sure the
salesperson knows who will live in the home, any needs
they have, and their ages. Once you do this, get ready to
hear the names of your children or parents come up as the
salesperson discusses rooms (Won't Julie love this room?)
as they show you the home!

You'll also want to let the salesperson know your
family’s hobbies or activities. Salespeople should know
their community and neighborhood well, and they can
inform you of local activities, organizations, shopping,
and restaurants that will become part of your decision.
These are all important elements of a community, but if
you've done your homework, you probably know all of
them already; however, you may not know some of the
things that the neighborhood has in the works. While
the salesperson is talking to you, ask about churches,
schools, parks, or highways planned for the area. The

information you need is new information that you can’t

find on a builder’s website, but you should get it from the
salesperson. New information is what you need from the

salesperson while they’re telling you about the community.

What is the most important
thing you'd like in a new
home?

As a sales manager, I thought this was a great question
for both the shopper and salesperson. Generally, your
most important needs will have more to do with the
neighborhood than the home. Having good schools for
your children, a shorter drive to work, an amenity center
with a splash pool, or great shopping and restaurants
nearby may be more important than oil rubbed bronze
faucets or granite in the master bedrooms. Either way, you
should be prepared to let them know what you need in
your new home. Remember, this is an extremely early stage
of the conversation, so let the salesperson know several of
the things you want in your home and see how they handle
it. If they say ask if there are some things you could live
without, you can politely tell them “not at this point” then,
let them do their job!. This is also an important question if
you have preferences about the direction your home faces
or certain interior design features.

In trying to sell you a home, most salespeople will ask
you questions designed to get you thinking in a “buying”
direction. These questions help them do just that. Being
prepared for a salesperson’s questions is the first step in
getting the information you’ll need to make the right
decision. In most cases, getting the salesperson the
information you want them to have should also help them
put homesites, floor plans, and upgrades in front of you

that meet your budget needs.

Let the builder do all they
can to find a home that fits

all your wants and needs.
In the end, if it's not perfect
don’t buy it.
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Once you've selected the community that perfectly fits
the life you want for your family, it’s time to look at floor
plans. There are a few things to keep in mind once you
start looking at plans that help you get more confident and
will make this process a fun and exciting one that will help
you make the perfect choice.

The first thing to keep in mind is that there is a huge

difference between the front of a home (the “elevation”

and the arrangement of rooms inside. Builders usually have

several different “elevations” that will work with different
floor plans, so don’t worry too much about the outside of
your home.

The reasons you've decided to buy a new home are
elements that are important for you to incorporate into
your new home. Telling the new home counselor about
the reasons will help them eliminate some plans. If you've
decided that you need at least four bedrooms, the sales
counselor will remove all the three bedroom plans from

consideration. In a process called “discovery” the sales

representative will ask you questions to determine the

best plans to present to you with. They will try and learn
everything they can about how you want to live in your
new home and help you make the best choice.

Very often, the model home becomes the most popular
in the community. This happens for several reasons. First,
the model home is often a signature or very popular design.
Second, the model home plan is often the easiest to see and
the sales person doesn’t have to “paint a picture” for you.
Third, the best sales person will listen to what you want and
then make the model fit those needs. This isn’t necessarily
a bad approach, as the reason that these plans became
popular in the first place was because they met the needs
of so many families. Great sales people will listen to your
needs and have a few floor plans in mind as they walk you
through the model to show you some signature elements of
that builder’s homes.

Once you find three or four new home plans that fit

your lifestyle. The first thing to do is to arrange the plan so
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that you can easily locate the front door on each. Then the
sales person will help you compare them.

The sales person may say, “As you enter through the
eight foot mahogany door with beveled glass, a $1,200
feature that is included as standard in this community,
you'll see a beautiful dining room to your right and a
private home office to your left. The dining room is 12 feet
by 16 feet, has a 12 foot high ceiling with recessed lighting.

You mentioned that a formal dining room was
important to you because your home is where the family
gathers for every holiday. This is an oversized room that
joins the kitchen through this short hallway so you're never
far away. How does that sound?”

The sales person should take you through the entire
home in this manner. While the sales counselor paints a
picture on the floor plan, don't be afraid of writing names
of who will have particular rooms. This will help you
discover how “right” this plan is for you. Don’t feel bad
about making emotional commitments to what you find is
the wrong floor plan. At this point you're not obligated to
buy anything. Do this with a few home plans then you’ll
absolutely know when the right one comes along.

Many floor plans are not drawn to scale and thus

may slightly misrepresent the home. Also, if the floor

plan doesn’t have room measurements, ask for the

ROKU

Add
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Homes
To Your
Roku

Channels

dimensions and mark them down on the plan. A couple
of measurements to keep in mind are twin beds (3.5°),
queen bed (7°) king bed (8’), washer (3X3’), couch (3.5 X
7°). If you have any odd shaped furniture, such as antiques,
measure it and make sure it fits in the new home. You’ll
also want to inquire about any storage space the plan offers
that isn’t indicated on the plan itself. Finally, clarify the
meaning of any symbols that appear on the floor plan that
you don’t understand.

The sales counselor maybe able to show you what
your floor plan looks like by taking you to a similar home
in the community. If the builder is selling you one floor
plan but demonstrating another, listen very carefully and
take notes. Also get the floor plan of the home you're
walking, lay the two plans side by side and take note of any
differences before you start to walk around. If the rooms
are unfurnished they look slightly smaller than those that
are furnished. While you may not be able to imaging what
a 12 by 12 foot bedroom looks like on paper, you will
once you're standing in the middle of one. Taking time
to carefully go over the floor plans will not only greatly
increase your comfort level with this part of the home
buying process, but make you confident youre making the
right choice. #
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PRE-QUALIFIED

As you begin your new home search, two terms that
you’'ll hear often are “mortgage pre-qualification” and
“mortgage pre-approval” While these both have different
meanings, they are often used interchangeably, which
can lead to some confusion, especially if this is the first
time you've purchased a home. You'll want to know the
similarities and differences between the two and which one
you’ll want to have as you embark on your search.

Both pre-approval and pre-qualification have excellent
benefits. Either will give you the general price of the homes
you can afford so you can focus your search on properties
that will fit into your budget. Both will send a message to
the new home salesperson that you're a serious buyer and
that there is a high likelihood that you’ll be able to close
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on the home you’re considering. Some home builders will
actually require a pre-approval or pre-qualification letter
before they’ll bring the contract to their sales manager. So,
if you're going to need one of these things eventually, it may
be best to get it out of the way early.

The biggest difference between pre-approval and pre-

qualification is that pre-qualification doesn’t go into the

depth that pre-approval does. With pre-qualification, a
lender is simply trying to give you a broad set of price
parameters on the home you can afford based on an
overview of your financial history. You can supply this
information yourself, and, in most cases, the lending
institution won't take the time to verify it. You can even get

pre-qualified over the phone. Pre-approval is often the next

& ()
Whats the Dn‘ference and
Which is Best for You?

step in the mortgage process but requires bank documents,

pay stubs, other income documentation, and a credit check.
It's important to know that neither the pre-approval

nor pre-qualification guarantees that you will receive the

loan. The actual mortgage loan process is more in-depth

and thorough than the process for either pre-approval or

pre-qualification, but it is a great first step on your way to

getting the home of your dreams.

Getting pre-qualified or pre-approved will help get you
on the track to new homeownership, keep your new home
search in your budget, and let the home builder know
you're a serious buyer! #
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Toolbox

Your discussion with the new home salesperson
Is a two-way street. If you're unprepared for the
meeting, you'll think that you're in the midst of
a congenial conversation while the salesperson
Is conducting a well-rehearsed sales process. To
make sure you get the very best deal, you should
approach your discussion the same way.

Lint

“-‘Q Think of every discussion you have with the

1

salesperson as an exchange designed to get you
the deal you want. While they’re trying to get a
sale, youre doing what you can to “work the
deal” Here are some very helpful tactics to
put in your toolbox that you can use to tilt the

balance of power and price in your favor.

Keep Interest High
Salespeople are just like the rest of us, and they respond
to positive signals. To keep the salesperson’s interest high
and make sure you get the very best deal, make sure

you do things that encourage them. Let them know by

your words, body language, and gestures that you're
really interested in this house. The first thing you can

do is answer in the affirmative when they ask you any

of the soft closes. You can put off answering “yes” to the
direct questions about buying, but you can certainly answer
yes to the more innocuous ones. Affirmatively nodding

and paying attention to the salesperson are also great ways
to keep them engaged in the conversation. Something else
you could try is to use the names of your children or family
members in your statements, such as, “Suzy would love

this room!”; or “Our family would love this room!” These
statements don’t obligate you, but they send a clear message
to the salesperson that they should keep working on the
deal. While the salesperson is doing their best to get you

to visualize living in this home, you should be doing your
best to get them to visualize selling it! What you really want
when you're working with a salesperson is their very best
effort, and demonstrating you're interested will certainly
help.
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The End of The Month

When I was a new home sales manager, there was just
a different intensity on my sales team at the end of the
month than there was at the beginning. We all had sales
targets to hit and as the end of the month drew near, we
all became more and more aware of the target- especially
if there was a risk wed fall short. Salespeople and builders
are no different than most companies that sell products.
They all have monthly projections and goals. Salespeople
are especially aware if they have not met their sales
quotas, as are sales managers. If the sales in this particular
community as falling below expectations, then the sales
team may be willing to take a little less or give you a little
more to get this deal in before the end of the month. You
won't know this going into, but if you know you're going to
make an offer on a particular home and waiting a few days
or a week to get closer to the end of the month may get you
a better deal.

Two Way Street

Salespeople are great at letting you know all the hurdles
they’ve overcome to make your new home deal happen,
but they’re not really good at letting you know what you've
done (or, more importantly, given up) to get the deal done.
No worries, you can remind them by keeping a list of all
the items not getting or how much more money you're
spending to make this deal happen. You should be keeping
a list, along with the value of things you're paying more
for, or what you're not getting to keep some balance in the
negotiations. This is the primary reason that you should
keep a list of all you want, are don’t without and what
you're paying above your initial budget. If you do not do
this, all of your important sacrifices will be lost. A good
list of all you're doing, contributing, or sacrificing will help

keep the scales balanced.

Available Inventory Homes
Builders don't to hold onto inventory homes any longer
than they need to, and will often make the very best deals
on these homes. Inventory homes, often called “spec”
(short for speculative homes) are houses that the builder

completed without a particular buyer in mind. In other
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words, the builder has bought and paid for the home before
anyone committed to buy it. So, the longer a builder has
this home for sale after it is completed, the more it costs

the builder to “hold” it. Many builder will make aggressive
deals on these homes, especially those that they’ve had for
awhile. If you find a spec home that you truly love, your

builder may be more willing to offer a deal on the home.

A Couple of Thousand Here and A
Couple of Thousand There

As you enter the final stage of your new home purchase,
understand that most deals that a builder may balk at
accepting are often only a couple of thousand of dollars
away from being accepted. For the most part, when you're
at the end of negotiating the final price of your new home,
you're much closer to getting the deal than you may think
you are. When I was a sales manager, a few thousand
dollars would often determine if we would take the deal
or not. As a buyer, you should end your first stage of
negotiation with an offer to the builder that you think they
probably won't accept. The good news is, builders rarely
flatly refuse an offer, rather, they will counter your offer
with one of their own. Though your number and their’s
may be far apart, in reality you're getting close. You should
keep this in mind, and if you need to toss in two or three
thousand at the very end of the deal to get the home you
want, you'll be surprised a how often that last contribution
will get you the home of your dreams. Having a little
“reserve money” to throw into the deal after the builder
counters your offer is the most important reason that you
should underplay your budget and targeted home price at
the beginning of your discussions. A few thousand dollars,
especially if you contribute it at the very end, may be the
“pot sweetener” that gets you the home. Don't bring out
this money too early or it will lose its impact, and you won’t
have anything left in the tank to use later. Using this money
at the very end will definitely get you the most bang for
these “late” bucks.

These are just a few of the ways you can use proven
sales techniques in your favor to maintain balance in your
negotiations with a salesperson and get you the deal you

want on the home you love! #



When it comes time to design your new

home you’ll be asked to visit the builder’s

design center. A design expert will help you

handpick every detail. Designing your new

home is one of the most fun and exciting

.\ . parts of the new home buying

. process. However, if you just

* jump into it, you could find
yourself overwhelmed by your

choices.

Know your decorating style.
Your ideas should have a common theme. It
can be completely unique to you, copy a picture,
a place or even a home featured in a magazine.
However, having a style that transposes into

every room is very important. This creates
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Each room should flow together naturally and have a similar
style to create a unified effect. Using the same color tone can
also make your home look larger

a unifying bond throughout the home and will tie every
room together!

Ask yourself, “How do I want this room to make me
feel?” Do you want to be comfortable and relaxed? Or
would you rather the room have an energetic effect? This
comes into play especially when choosing the paint colors
for each room. Once you know the feel and theme of the
rooms, then the design center employees will have no
problem helping you choose the perfect color to paint
your walls and furniture to help you accomplish your

dream room!

Make sure there is
a continuity of design.

The furniture, as well as the color scheme, should tie
together. Not all of the rooms need to match, nor should
they. However, each room should flow together naturally
and have a similar style to create a unified effect. Using
the same color tone can also make your home look larger
while choosing multiple colors can cause it to appear

smaller.

Each room should be functional.

Everyone wants their home to be pretty, but it also
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needs to fit its purpose. You need to take into account kids,
parents, grandparents and visitors. Think of who you will be
entertaining in your new home and what sort of activities
will be going on. If you have young children, you aren’t
going to want to have white furniture and white walls. Try to
anticipate how the family is going to function in the home.
In a similar way, you need to think about the size of your

fridge and quite areas.

Think to yourself, “Will it last?”

Although it may be fun to create a room that is trendy
and unique, trends change often. When choosing your
cabinetry, countertops and flooring, ask yourself if what you
are selecting today will be something that will still be stylish
years from now. If you want to make a room trendier, think
about the accessories instead! Throw pillows, area rugs and
other decorative touches can add whimsy and are affordable
enough to change frequently.

Design centers can feel overwhelming. However if you
take the time to remember your touchstones of style, feel,
color scheme and functionality, your experience will go a
lot smoother. The designer will be able to help you more
effectively and you will come out of the design center excited

about your new home design. #&

: S —



If you've been to the Hot On!
Homes website recently, you may have
noticed some exciting new builders
and beautiful new communities.
Saratoga Homes, Liberty Home
Builders, and Bloomfield Homes have
recently joined the Hot On! Homes
line up.

Saratoga Homes is a homebuilder
that started operations in El Paso
and has grown into one of the top
builders in the Houston, Texas and
Austin, Texas markets. Saratoga will
be featured in the Hot On! Homes
programs in those two markets and
featured homes with wonderful

designs and great value!
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H O M E S

Hot On! Homes Welcomes Three New Builders

Liberty Home Builders is another
Texas home builder with divisions in
San Antonio and Houston. Liberty
Home builders also delivers affordable
new homes to home buyers. Home
shoppers will immediately notice
the open floor plans and beautiful
elevations, large walk-in closets and
thoughtful designer finishes in every
home.

Bloomfield Homes, in the
Dallas Fort Worth Metroplex has
quickly grown from a small, local
builder into one of the top builders
in the nation. Bloomfield Homes
is known for innovative designs,

a strong architectural appeal, and

24

HOME BUILDERS

“all included” standard features. A
hands-on detailed, custom- builder
approach combined with years of
volume-builder knowledge and
experience allows Bloomfield Homes
to provide buyers beautiful homes at
an exceptional value.

Bloomfield Homes, Saratoga
Homes, and Liberty Home Builders
are featured on the Hot On! Homes
website and in all the weekly Home
Shopper Club emails. Take some time
and include these three outstanding
home builders in your new home

search.

BLOOMFIELD
HOMES
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GRAND BY DESIGN

30 + Communities across DFW | Homes range from the $400s to $1 million+
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